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Introduction to Hosting
What exactly is hosting? This term is used when a company contracts a third party (commonly referred to as a hosting company) to manage and support applications delivered to end users via the Internet. In addition to procuring and managing the hardware required to deliver the solution, some hosting companies provide an end-to-end offering including integration, customization, implementation, consulting, and support services. In most cases however, the application host actually provides only a part of the solution, contracting with other providers, Microsoft Certified Business Solutions Partners, for the majority of the service components. Such an agreement will usually be created on a case-by-case basis. The hosting proposition includes a centrally managed infrastructure with peripheral services, such as maintenance, monitoring, back-ups, firewall, and helpdesk support. The conditions and terms of the agreement are usually described in documents called Service Level Agreements (SLAs).
The Ideal Hosting Customer

Naturally, some customers are more likely to adopt hosting solutions than others. Companies that find hosting solutions appealing generally have one or more of the following characteristics:
· Multiple locations. Companies with multiple locations benefit from one centrally managed environment accessible to end users from different locations, rather than multiple, decentralized IT infrastructures or complex dial-in procedures with subsequent maintenance problems.

· A small or understaffed IT department. Keeping up with new, increasingly complex solutions means companies need to expend significant resources in order to maintain, upgrade and support new and existing technologies. Application hosts already have a highly skilled IT staff, which makes the idea of outsourcing time and labor-intensive IT tasks appealing to many companies.

· Hardware lease contract is on the verge of expiring. The end of a hardware lease contract can be a good opportunity for a company to benefit from a centrally managed IT environment and a good time to transfer its business applications to a hosting provider, instead of investing heavily in new equipment.

· Hardware is depreciated and needs replacement. Companies that have recently invested heavily in hardware will not likely migrate to a hosted solution, unless the host is willing to take over the hardware. However, when their hardware is depreciated and the company is in the process of making a decision about purchasing new equipment, they may consider hosting as a solution for their IT environment.

· IT is considered an instrument and not core business. Companies that consider IT a necessary instrument to be able to conduct their core business are more likely to outsource their IT needs than companies that consider IT their core business.
When defining the best solution for the customer, Microsoft Certified Business Solutions Partners should closely look at these characteristics. When one or more characteristics apply to the customer, the partner should consider introducing the customer to the hosting company and continuing the sales process as a combined effort. When the prospect is identified as a hosting opportunity at an early stage, it could prove beneficial for the partner to bring in the hosting company at that point in the sales process, so the hosting company can help sell the solution. The advantage here is that the hosting company can actually shorten the sales cycle by helping the partner overcome objections about IT support and the upfront costs of acquiring hardware and infrastructure needed to run the application. As such, hosting providers generally expand the market for Navision products and help overcome customer objections. This relieves the partner of this burden while increasing the opportunity to increase their margin.

Sales Arguments

Identifying potential hosting customers is one thing, selling the proposition is quite another. The following arguments will help Microsoft Certified Business Solutions Partners sell the hosting solution:

· Customers are being confronted with increasingly complex applications and the need for technical expertise to maintain the applications. Outsourcing the maintenance and support of the solution enables access to the highest possible level of technical skills and knowledge, without hiring expensive and scarce IT resources in-house.

· No large upfront investments. Costs are spread out over the contract period so customers don’t need to invest heavily in infrastructure.

· Predictable costs. Because pricing is frequently calculated per user, the customer can better estimate the costs in advance and spread them over the contract period in monthly payments.

· Shortage of qualified IT staff. A shortage of IT people is no longer an issue when customers choose a hosted solution. The need for hiring qualified and therefore often expensive IT personnel becomes less important for customers, because the hosting provider maintains and supports the infrastructure.

· The need for companies to concentrate on their core competences. When outsourcing the IT infrastructure, companies can focus on the things they’re good at ( their core business.

· Outsource your worries. Server downtime, system failure and crashes ( all of these worries disappear. Service levels with guaranteed uptime and helpdesk support a phone call away help to abandon sleepless nights over malfunctioning hardware infrastructure.

· Performance levels and procedures are described in a Service Level Agreement, so issues such as uptime percentage, service window, maintenance window, and helpdesk support are all defined.

· Rapid deployment of the customer environment. Apart from functional implementations by the partner, there are no long technical implementation programs needed. 

· Infrastructure grows with the company. The infrastructure is scalable and will grow with the company simply by adding users. The customer never needs to invest in additional infrastructure components. The hosting provider scales its infrastructure according to its customers’ needs.

· Extension of the desktop lifecycle. The applications no longer run on desktop clients, but on a centrally managed environment. Therefore, the desktop doesn’t need vast computing power to run client applications, and already depreciated desktop clients may perform perfectly as thin client machines or may be replaced by net stations.

What’s in It for the Microsoft Certified Business Solutions Partners? 

The partners will benefit from this proposition in many ways. Customers that formerly were not likely to buy the Navision software, because of large upfront investments or complexity of the IT infrastructure will be within reach with a hosting proposition.
All partners have the opportunity to offer its customers hosted solutions for Navision software by teaming up with a hosting partner or hosting the solution themselves. In many cases, partners want to look for a hosting partner that only offers complimentary services to the services offered by partners to avoid a conflict of interest. For example, hosting companies that offer no consultancy, training or functional implementations, or that do not sell Navision licenses, but instead offer the customers a centrally managed environment for a fixed amount per user per month.
Cooperation with hosting providers does not mean giving away a piece of the business. Partners will remain responsible for the functional implementations. Customizations for the Navision solution may be performed locally and, when finished, installed on the centrally managed infrastructure by the hosting provider itself or in cooperation with the solution center. The hosting provider is responsible for the technical implementation and bills the customer directly for the monthly hosting fee.
In addition to expanding an partners market range, hosting companies can also reward the partner with a percentage of the monthly hosting revenue for the duration of the contract and, in some cases, the partner will receive a fee of the ensuing revenue.

About Multrix

Multrix is one of the first independent application service providers in the Netherlands. Multrix rents and hosts applications and provides additional services such as helpdesk, integration and support. Operating its own IT center, Multrix manages the equipment, infrastructure and applications for business users. Multrix has partnerships with IBM, Progress, Citrix, Microsoft, QAD and Exact Alliances.
For more information:

Lindy Dragstra
VP Marketing
Multrix Benelux B.V.
Archangelkade 17B
1013 BE Amsterdam

Tel: 020 - 5822 922
Fax: 020 - 5822 911
lindy.dragstra@multrix.com
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About Microsoft Business Solutions

Microsoft Business Solutions, a division of Microsoft, offers a wide range of integrated, end-to-end business applications and services designed to help small, midmarket and corporate businesses become more connected with customers, employees, partners and suppliers. Microsoft Business Solutions' applications optimize strategic business processes across financial management, analytics, human resources management, project management, customer relationship management, field service management, supply chain management, e-commerce, manufacturing and retail management. The applications are designed to provide insight to help customers achieve business success. More information about Microsoft Business Solutions can be found at www.microsoft.com/BusinessSolutions.
Address:

Microsoft Business Solutions 
Frydenlunds Allé 6 
2950 Vedbaek 
Denmark 
Tel +45 45 67 80 00 
Fax +45 45 67 80 01 
www.microsoft.com/BusinessSolutions
© 2004 Microsoft Business Solutions ApS, Denmark. All rights reserved. Microsoft, Great Plains, Navision, Visual Studio, and Windows are either registered trademarks or trademarks of Microsoft Corporation, Great Plains Software, Inc., FRx Software Corporation, or Microsoft Business Solutions ApS or their affiliates in the United States and/or other countries.  Great Plains Software, Inc., FRx Software Corporation, and Microsoft Business Solutions ApS are subsidiaries of Microsoft Corporation. The names of actual companies and products mentioned herein may be the trademarks of their respective owners. The example companies, organizations, products, domain names, email addresses, logos, people and events depicted herein are fictitious. No association with any real company, organization, product, domain name, e-mail address, logo, person, or event is intended or should be inferred.
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This document has been developed in collaboration with Multrix a hosting company based in the Netherlands.
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