
Studies show that a mere 5 percent increase 
in customer retention can increase profits up to 
95 percent. For IT service providers, keeping existing 
customers often means adding new services that meet 
their evolving needs for safe, accessible, secure data 
solutions – and the cloud makes that easy. 

SPEND ONCE

Keeping overhead low is important for any business. 
Yet because IT environments are unique, it can be 
difficult to find a single solution that allows you to 
easily address numerous customer use-cases. If you 
employ a BaaS platform that can protect any device, 
work in any environment and recover to any platform, 
you can stop cobbling together offerings and instead 
invest in a platform that’s designed with your needs 
and customers in mind. 

For example, safeguarding businesses from local 
outages requires off-site storage. Cloud backup 
and storage secures data against today’s evolving 
threats, providing an ideal entry-point for customers. 
By leveraging statistics about data loss or sharing a 
powerful case study, you can educate customers about 
today’s IT landscape and the added value offered by 
cloud services. Then you can lock-in their business and 
deliver the enhanced service – without requiring any 
additional set-up or new management tool. 

DELIVER MORE VALUE

Customers trust service providers to ensure business 
continuity, particularly in light of their growing amounts 
of data and emerging threats like ransomware. Using 
a modern, all-in-one solution makes delivering on this 
promise easier to implement and helps you differentiate 
your business.

For instance, since public cloud tools don’t offer 
comprehensive backup solutions, having the ability to 
offer complete BaaS solutions gives you an advantage 
when speaking with customers and prospects about 
their data protection needs. BaaS has the potential to 
deliver not only cloud backup, but vital continuity services 
like disaster recovery (DR). Most customers don’t realize 
that DR enables them to access their backups almost 
instantly so they can keep running in a crisis. Supplying 
customers with this knowledge – while delivering the 
needed solution – offers another opportunity to build 
trust and secure new revenue.

WHITEPAPER   |  CLOUD BUSINESS

Navigating BaaS: 
Expand your bottom 
line while doing less

Instead of juggling multiple products, which is both time consuming and costly, service 
providers need a flexible, all-in-one solution that’s built for today’s modern business 
challenges. Let’s consider how an advanced, turnkey backup as a service (BaaS) solution 
can empower service providers to tackle pressing data protection needs for existing 
customers while creating new growth opportunities. 
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JUMP IN WITH EASE

As suggested above, there are natural opportunities 
to add new services to existing offerings when using 
a single platform that is capable of delivering multiple 
services at scale. The key to business growth is 
packaging those services and communicating 
their benefits to customers. 

Popular services like Office 365 deliver the most 
straightforward market-entry example. Since Office 
365 does not include complete backup protection, 
it requires a separate, secure, comprehensive cloud 
backup solution. Including backup in your historic Office 
365 offering allows you to introduce customers to cloud 
services and nudge them out of their comfort zone, 
which opens the door to new revenue.

ENCOURAGE EXPLORATION

While on-boarding new customers to an all-in-one 
platform, you can simultaneously encourage your 
existing customers to transition by allowing them 
to test new waters. 

For example, legacy backup-solution customers 
with remote staff can pilot cloud services like file sync 
and share, which is a secure method of sharing content 
across any device, including mobile. Customers benefit 
immediately from using the enhanced service 
and comparing products by using it first-hand.

MAKE IT EASY FOR CUSTOMERS TO BUY

Given that IT budgets typically remain flat, it is essential 
to strategically price new services. 

• Offer gateway pricing so customers can purchase 
key services at a reduced rate (or even free). 
Also known as the bait and hook approach, 
this sales technique helps launch new services 
and solidify loyalty.

• Streamline decision-making by providing backup 
services “in-a-box.” Once customers understand 
the value, they will be more inclined to buy. 
However, you can make buying even easier 
by bundling services that support each other 
and delivering them for less. The trick is to offer 
a la carte choices in addition to your bundles 
so customers can see the value. Meanwhile, 
any customers who purchase individual services 
pay more, which increases your margin.

REAP THE REWARDS

As long as you educate existing customers about 
the value that these new services deliver, employing 
a single turnkey BaaS solution means you can essentially 
flip a switch to meet SLAs and boost customer loyalty. 
Meanwhile, your overhead stays optimally low. 

The result is a more profitable business that requires 
less work to manage or monitor more services.


