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Welcome! 
Here’s how to participate in today’s webinar

• You can listen to the presentation using your 
computer’s speaker system as the default 
(VoIP).

• Or dial the conference line by selecting Use 
Telephone in the webinar audio pane.

• Have a question for the presenter(s)? Type it 
into the Questions pane—we will answer as 
many as time permits.

• A recording of this presentation will be sent 
to you within 48 hours.

• If you would like a copy of today’s 
presentation, contact your Gartner Account 
Executive or e-mail us at: 
GartnerWebinars@gartner.com. 

• Please note you may be polled during the 
webinar; only aggregate answers will appear.
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Multiple Trends Converge: Cloud Computing is 
a Global Class Phenomenon

1995 1996-2000 2000-2005 2006-2010 2011 

Embryonic Emerging High 
Growth

Mainstream Maturity

SOA

Service Delivery•Service Orientation
•Virtualization
•The Internet
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Computing Curve
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Web Services
The Cloud 
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Keystone Myths for Cloud Computing: Going 
Against Commonly Misunderstood Depictions

Industry Myth Gartner’s Insight

“Cloud” is a Euphemism for an 
Abstraction. It cannot be 
touched, bought, or sold

“Clouds” are hardware-based 
services offering compute, 

network and storage capacity

A hybrid model will and 
should dominate for the next 

10 years

Everything needs to 
be in the cloud

Cloud Computing is a service 
delivery and consumption 

model with multiple attributes

All remote computing or off-
premises hosting is cloud 

computing

It might save you money but not 
if used just to replicate on-
premises work off premises

Cloud Computing will 
always save you 

money

Not 
Ready!

False 
Advertising!

You’d 
better 

Deliver!

Effect

Fear 
Lock-in!



Gartner defines cloud computing as "a style of computing where scalable and 
elastic IT-related capabilities are provided 'as a service' to external customers 

using Internet Technologies“.

Gartner's Definition of Cloud Computing & the 
Critical Attributes of Cloud Services

Internet Technologies Services are delivered through use of 
Internet Identifiers, Formats, and Protocols.5

Metered By Use Services are tracked with usage metrics to 
enable multiple payment models.4

Shared Services share a pool of resources to build 
economies of scale. 3

Scalable & Elastic Services scale on-demand to add or remove 
resources as needed.2

Service Based Consumer concerns are abstracted from 
provider concerns through service interfaces1

5 
A

ttr
ib

ut
es

 th
at

 s
up

po
rt

 o
ut

co
m

es



Software as a Service: What Exactly Is It? 

Software as a service (SaaS) —
Also known as "on demand":

• An application owned, delivered and managed 
remotely by one or more providers

• Where the provider delivers an application based 
on a single set of common code and data 
definitions, which are consumed in a one-to-many
model by all contracted customers at any time

• On a pay-for-use basis or as a subscription based 
on use metrics



The Trends
• SaaS is moving beyond the 

"bleeding edge" and is fast 
becoming a serious consideration 
for enterprises of all types and sizes

• SaaS is moving beyond its early 
incarnations of being a "good 
enough" solution; many SaaS 
offerings are highly functionally 
sophisticated

• Few software vendors will not have 
a SaaS offering by year-end

• SaaS continues to enter the 
enterprise ungoverned

The Emerging Trends in SaaS

The Implications
SaaS has proved it is not a 
"fad." Thus, CIOs and IT 
managers must urgently 
involve themselves in SaaS 
acquisition and management.



Upsides and Downsides of SaaS
Upside

• Fits in an operational budget
• Optimized for core functionality 

you really need, not bells and 
whistles that you might need

• Limited platform "heterogeneity"
• Limited infrastructure overhead 

and management
• Lower TCO in the medium 

term, however, long term 
is questionable

• Faster implementations
• Potential for 

increased innovation

Downside
• Potential for subscriber-ware
• No asset value/cost management
• Possible governance issues of 

application portfolio
• Release management dictated 

by the provider
• Third-party application tools 

limited
• Vendor management (including 

oversight of operational 
management)

• Security concerns
• Longer-term TCO uncertainties
• OP2OD (on-premise to 

on-demand) integration



SaaS "Sweet Spot" Continues to Be 
Pragmatists and Beginners

Beginner
"Simple utility 
applications"

Pragmatist
"Replace 

departmental on-
premise 

applications"

Visionary
"Eliminate

as much on-
premises as

we can"

Master
"Weave SaaS 

into the fabric of 
our application 

portfolio"

Comprehensive 
Strategy

49% 10%

40% 1%
Low High

H
ig

h

Percentages are estimates for 2007

Replace low-end 
software tools

IT resource or budget 
constrained; most 
likely an SMB

IT Ability
to Execute

Departmental focus

Requirements to 
extend SaaS solutions 
through configuration

Integration with 
solution add-ons, but 
only for departmental 
requirements

Replace on-
premise 
applications 
wherever possible

Buy into SaaS 
ecosystem or suite 
concept

Use SaaS 
development 
platforms

Lo
w

Cross-departmental 
focus

Automate end-to-end 
processes, such as 
lead to order

Mixed deployment 
environment



Poll Question
Question: Which phrase most accurately describes how you think of 
cloud computing?

1 – Virtualized hardware and software on demand?

2 – Outsourced or hosted it resources?

3 – A model for Service Delivery and Consumption?

4 – A Business transformation model for next-generation business? 

Please select the one that best fits.



Changing the Relationship Between Sellers and 
Buyers Requires Multiple Perspectives

"All that matters is 
results. I don't care 

how it's done."

"I don't want to own 
assets; I want to pay 
for elastic use, like a 

utility."

"It's about 
economies of scale 

with effective and 
dynamic sharing."

Acquisition Model
Service

Business Model
Pay for use

Technical Model
Scalable, elastic, 
sharable

Access Model
Internet

"I want accessibility 
from anywhere, 

from any device."

Vendors Users
Sell tech to:

Implement tech 
bought from:

The Seller The Buyer

Providers Consumers
Sell Service to:

Consume 
Service From:

Cloud 
Computing 
promotes a 
provider-
consumer 

relationship 
over a vendor-

user 
relationship.



On What Side of a Cloud Service Will You 
Stand?

Cloud
EnablersSystem Infrastructure

Process

Information

Application 
Application Infrastructure

The physical hardware, 
software tools and 
techniques, best practice 
and operational models 
used to instantiate an 
environment to support 
delivery of cloud 
computing services. 

The provider optimizes everything below the 
service boundary, and hides complexity from the 
consumer.
The consumer accesses, configures and/or 
programmatically extends the service, and builds 
everything needed above the service boundary –
or, just uses the service.

Service Boundary

Consumer Defined and Managed 

• Scalable and elastic

• As a service (policy, rule, 
and configuration driven)

• Internet (and Web) tech

• IT-enabled capabilities 
(aka "cloud services")

Solution
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Cloud Computing: “Consumer” Versus 
“Enterprise” Viewpoints

Enterprise’s PerspectiveConsumer’s Perspective

Enterprises are just 
waking to what 

consumers have 
benefited from for a 

while – A viable Cloud 
Computing option

Agility

Economics

Simplicity

•CapEx to OpEx
•Rationalization, 
consolidation, 
elimination
•Economies of 
scale
•Pay for Use

•IT- Automated Change
•Users – Bypass IT
•Standardize resources
•Unpredictability

•Buy only what you 
need
•Global Reach
•Lower Barriers

Choice

Capabilities

Creativity

•Casual use
•Work with who 
you want
•Low to no prices

•Tools, not 
Tech.
•Others do 
the work
•Collaborate
•Access 
Anywhere

•Socialize
•Do It Yourself
•Leverage others’
experiences



Risks of a Cloud Model: What Scares An Enterprise 
About Cloud Computing?

General Off-Premise Concerns

Service availability, capacity and 
performance guarantees
Provider security, privacy and disaster 
recovery policies and procedures (e.g., 
privileged user access)
Service metrics, reporting and analysis 
Support e-discovery & investigations 
data ownership, recovery and 
migration
Integration with on-premise systems
Commitment requirements

Terms, minimum use 
Setup, training and integration fees
Difficult to customization
Difficulty changing providers
Governance of sourcing process

Additional Cloud Computing Concerns

Data/Process location and isolation
Regulatory Requirements
Data ownership & portability
No transparency to provider 
operations
No Redundancy
Uncertain Remediation of Failures
Integration and process integrity 
across the cloud 
Hidden supply chain impact 
(subcontracting by provider)
Immaturity of vendors & standards
App. Dev. Skills & models
Licensing issues
Unproven financial model

Use vs. asset ownership



A Cloud Barrier: The Trust Chasm

Adopt Services 
as Technology 
Replacements

Adopt 
Services as 

Services

Transformative 
Cloud 

Computing

IaaS APaaS SaaS Business 
Services

Severely limit 
or abandon the 

approach

Key Tenants
•Trust Providers to 
do their Jobs
•Hold them 
accountable if they 
do not
•Be prepared to 
abandon providers
•Change what your 
business does

The Cloud 
Trust 

Chasm

Choose 
Your Path

False Assumptions
•We must have visibility
•We must control
•We must manage
•We must Remediate 
ourselves
•We must continue to 
do the same things as 
before



The Enterprise Response: The Private to Public 
Cloud Services Spectrum 

Company/Entity 
Owned Assets and 

Scope is Bounded by 
Exclusive 

Membership defined 
by company/Entity

No owned Assets and 
Scope is open to 

anyone who can pay 
for service as 

delivered by provider

Private Public

Distinctions are made at the extremes but many examples exist somewhere between.

The real question is, how do I deliver cloud services in my private scope to gain as many 
cloud computing benefits as I can while maintaining a degree of control, not whether or not 
I have a private cloud.

Internal cloud 
based delivery 

of email 
services.

Government 
delivery of mail 

services to 
agencies and 
other levels of 
government

GMail to the 
general 
public

A cloud service 
shared by business 

partners (for 
example, in a 

supply chain – Wal-
Mart?)

A cloud service 
shared for 

convenience/relatio
nship/shared benefit 
(within a corporate 

park, or within a 
single country)

Good Control 
Lower Value

Less Control  
High Value



From Private to Public, Value Evolves

Public

Hybrid

Private

Value is measured in outcomes. Outcomes are tied to the 
attributes of cloud computing. Specifically, share-ability, scale and 

elasticity, and service delivery (including economics). 

Private entities have limited ability 
to take advantage of the basic 
changes brought about by the 
phenomenon of cloud computing. 

Value

Time



Poll Question
Question: What type of cloud computing will you initiate in the next two 
years?

1 – Public – All Services are delivered in a public context.

2 – Hybrid – Some services are delivered privately while others are 
delivered publicly.

3 – Private – All services are delivered only to those who are within your 
firewall. 

Please select all that are appropriate



Provider Response: Elasticity in Cloud Computing is 
about Use and Capacity UNDER the Application 

New Capacity 
Allocation 

(Automatically 
provisioned from 

shared pool when use 
exceeds original 

capacity limit. De-
provisioned after need 

goes away)

Original Capacity 
Allocation (RAM, 

CPU, Storage, etc.)

Service 
Resource 

Usage 
(Load)

Scale Up Scale Down

This is the 
Elastic Part

•Elasticity is a trait of shared pools of resources 
represents adding an removing capacity on demand.

Result: Ability to 
respond to 

unpredicted need 
for more or less 

resources
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F

•Web Application Serving

•E-Mail

•Collaboration

•Application Appliances

-Try before you buy

-Unpredictable 
workloads

-Peripheral Processing

-Avoid Cost

-Large interactive 
customer base

-Avoid Redesign

-Rapid Provisioning

-Huge Economies of 
Scale

•SaaS

What Kind of Scenarios are Being Used For 
Cloud Computing?

A•Prototyping/Proof of Concept



4 Things You can do about Cloud Computing 
Today

Determine Potential 
Savings or Cost Increases

Immediate Impact and 
Feedback

Jump-start your efforts, 
But don’t stop here

Compare Your Cost 
of Capital Expenses 
to Cloud Providers

Consider Cloud E-mail 
and Collaboration

Determine usage 
Scenarios

Find 3 workloads with 
which you can 

experiment 

Wrap Existing 
Applications to dump 

into the cloud

Step 1: 
Savings

Step 4: 
Use 

Step 3:
Migrate

Action Outcome

Step 2: 
Portfolio



Cloud Service Brokerages: A Huge Opportunity

Cloud 
Service

Service 
Intermediation

Service 
Consumers

Identity

Access

Performance

Security

Policy

Tracking

Dashboard

Type 1: Cloud Service Intermediation 
(e.g. – Sonoa Software)

Cloud 
Services

Service 
Aggregation

New 
Service

Service 
Consumers

Data 
Integration

Data Model

Federation

Trust 
Management

Intermediation

Type 2: Cloud Service 
Aggregation (e.g. Grand Central) 

A brokerage is a service 
business that adds value to 
other services on behalf of 

service consumers.

Brokerages will have the 
opportunity to consolidate 

services and become a 
new generation of value-

added resellers and 
packaged service 

providers. 



Recommended Reading
Cloud Computing: Defining and Describing an Emerging 

Phenomenon – D. Plummer

Five Refining Attributes of Public and Private Cloud Computing – D. 
Plummer

After the Next Big Thing: The Consequences of a Cloud Computing 
Scenario – J. Fenn

Using the Right Words Will Ease Cloud Computing Confusion – D. 
Plummer

Three Types of Cloud Brokerages Will Enhance Cloud Services – D. 
Plummer

Three Levels of Elasticity for Cloud Computing Expand Provider 
Options – D. Plummer



Thanks for participating! 
Do you have any questions?

• If you haven’t done so already, please 
type your questions into the Questions 
pane.

• We will answer as many of your 
questions as time permits.



Looking to reduce your IT costs? 
Gartner can take the cost out of IT in four ways

• Get the best pricing and 
terms for your IT purchases

• Identify major cost-saving 
opportunities

• Implement cost-saving 
technologies

• Implement cost-saving 
process improvement



Two simple steps for increasing the value 
of today’s webinar experience 

• Contact your Gartner account executive 
(or e-mail GartnerWebinars@gartner.com) with 
any additional questions, comments or 
requests—or to order a complimentary copy of 
today’s presentation

• Visit gartner.com/webinars for a schedule of 
upcoming Gartner webinars (plus replays of 
previous webinars) and share these resources 
with your colleagues
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