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Abstract 
This thesis seeks to investigate how major cloud service providers and its underlying 

ecosystem are responding to the growing demand for industry-specific cloud 

solutions. Previous research by the author confirmed that the demand for industry-

specific solutions is present in contrary to the horizontal and generic service that 

have been present for the last two decades. This thesis is a continuation of the study 

and has the core objective of taking one major cloud service providers stance against 

the market change. This was chosen to be Microsoft due to the firm's presence and 

large market share in Denmark. Although the thesis is based upon domestic 

interview partners, the outcome is believed to have generalizable outcome that is 

applicable to other countries and their IT business domain.  

A theoretical framework was assembled in the nature of deductive research 

approach. The core themes applied was business ecosystems, value co-creation and 

co-opetition. These synergized with the set research question and acted as a 

foundation for gathering empirical evidence in the form of semi-structured interviews. 

The selected interview partners were representing the bulk of the Danish cloud 

domain. The findings revealed how Microsoft and its partners have proposed their 

answer to what some independent cloud service providers are offering in terms of 

industry-specific solutions. Instead of assembling their own industry-specific 

offerings, Microsoft have chosen to rely on their extensive partner network of 

independent software vendors to provide solutions based on their core cloud 

platforms such as Azure, Dynamics365 and Office365. It was proven that Microsoft 

are highly reliant upon their partners to enhance their platforms and add additional 

value on top of these to meet the given demand for the industry-specific model.  

A latter part of the findings shed light on what strategic considerations should be 
made by both the partners and Microsoft as the keystone organization. Due to the 

client interest in spreading dependencies, and relying on providers, independent 

software vendors should consider establishing partnerships with more than one 

major cloud service provider. In an attempt to retain already existing partners 

Microsoft was as a keystone organization found to consistently provide innovation 

and support to the independent software vendors that have chosen to utilize their 

core platforms for their service offering.  
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Introduction 
Cloud Computing have led to a paradigm shift within the IT-industry. The common 

known scenarios with on-premise datacenters and licensed software have been 

significantly challenged by this new consumption or subscription based approach to 

providing and consuming IT services. The great variety of services available through 

cloud service providers (CSPs) allow organizations that did not previously have the 

physical infrastructure in place, to access and utilize enterprise-grade information 

systems. More and more organizations choose to take migrate their workloads to the 

cloud. The most well known advantages such as improved organizational agility and 

ability to scale globally on demand, confirms the business potential that is present  

within the cloud domain and how it appears to be growing. Latest reports from the IT 

research firm Gartner reveals that cloud services on a global basis is projected to 

grow to a 206.2 billion USD from 176,8 billion in 2018 (Gartner, 2018). Gartner 

furthermore stated that according to their analysis by 2020 anything other than a 

cloud-only strategy for new IT initiatives will require justification at more than 30% of 

large enterprise organizations (Gartner, 2018).  

 

As more  and more organizations take advantage of the low costs, elastic processing 

power and flexibility of cloud computing services, the market now appears to have 

matured.  What is known as horizontal cloud services such as homogenous 

infrastructure where client organizations are dependent on bringing their own code 

and architecture to the cloud, is now being substituted by industry specific solutions. 

This is known as vertical-oriented cloud solutions, and focuses on specific industries 

and meeting their exact demands in terms of synergy with their business processes 

and providing a more out-of-the-box implementation. By merging all three defined 

service models of the cloud into one hybrid solution new highly feasible benefits are 

defined to be the key objective for applying an industry cloud to an organizational 

landscape (James et al, 2015). This concept of an industry cloud relates to the use of 

a layercake strategy. Here synergy between all levels of the IT domain appears to be 

in strong correlation with each other and eases the integration that in other scenarios 

may be difficult to obtain. 

All in all this new approach to an already feasible industry will by many appear as a 

positive change to the cloud paradigm, however the effect on the entire cloud 

business ecosystem appears interesting to investigate. This is especially in regards 

to how already existing players on the market will either adapt or neglect the vertical 
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approach. From one perspective, it may appear as it will mostly be relevant for cloud-

based Independent Software Vendors (ISVs). This is due to their position to offer 

heterogeneous services targeting specific processes. This can have obvious benefits 

in terms of being tailored to meet certain industry demands. It is however interesting 

to see how the major CSPs offering more homogeneous services will adapt to the 

arising trend of these industry-specific solutions.  

Research Question 

How are major Cloud Service providers focusing on IaaS and PaaS leveraging the 

change in demand that drives towards industry-specific cloud solutions and how will 

this affect the surrounding business ecosystem?  

Motivation 

Prior to initiating a research process the author must internally verify, the relevance a 

new academic investigation will contribute towards the given domain. In this specific 

instance a brief research process within the same domain have been undertaken 

earlier. This was part of an academic project to prove understanding within the 

concepts of digital business models. The result of this effort was a small-scale paper, 

that only allowed for a superficial grasp of this feasible and yet research wise rather 

untouched topic. Furthermore, the research was based solely upon secondary data, 

such as market reports from large consultancy firms public articles and whitepapers 

from major IT media sources and research firms. That combined served as an 

acceptable foundation for investigating the topic. As the new tendency towards 

vertical cloud services was consistently being exposed and discussed throughout IT 

media channels, it became evident that this was not a mayfly within its business 

domain. This was due to the first article was published over five years ago the topic 

continuously receives exposure.  

There was and still is however a lack of focus on how the collective cloud market 

should both mitigate and possibly benefit from an emerging industry-tailored 

demand. An interesting finding in several online articles regarding the topic was that 

since 2014 each year would be “the year of the industry cloud”. Neither of these 

assumptions could be perceived as being correct since the growth of the ICPS have 

been prosperous however not dominating the market as expected. This close to 

yearly statement on how the industry cloud would suddenly change the market 



Master Thesis   
Joakim Keilgaard – Student ID: 12509 

Copenhagen Business School 
 August 2019  

 

 8 

caused an interest in why the vertical approach have not yet changed the entire 

playground for CSP´s.  

Additionally a series of thorough searches across IS library databases only revealed 
a single academic paper that shed light on the industry cloud. Although useful as a 

reference for this research process, the findings from James et al´s 

editorial  “Business and Industry Specific Cloud: Challenges and opportunities” 

mainly provide an overview of why this new approach to cloud technology arised, 

along with examples of its applicability to certain business domains. The objective of 

this research process is to contribute towards the very limited amount of academic 

findings towards what reliable information sources such as Gartner and others 

indicate as prosperous business domain. 

Conceptual Clarification 
 
The following chapter aims to provide a concise definition of the core concepts 

relevant and applied to this thesis.  

Definition of cloud computing 

Since this thesis concerns cloud computing, it is relevant to understand the 

foundational concepts of this relatively new paradigm. There have due to the 

evolution and establishment of cloud computing been developed many definitions of 

what cloud computing is. As most other scholarly researchers, the definition chosen 

and applied to this thesis is constituted by the United States’ National Institute of 

Standards and Technology (NIST). NIST defines cloud computing as “A model for 

enabling ubiquitous, convenient, on-demand network access to a shared pool of 

configurable computing resources (e.g., networks, servers, storage, applications, and 

services) that can be rapidly provisioned and released with minimal management 

effort or service provider interaction. This cloud model is composed of five essential 

characteristics, three service models, and four deployment models” (Mell & Grance, 

2011). 

The definition entails for a service to be qualified as a cloud computing it must be 

able to scale the computing resources in use in order to reach the demanded 

requirements to utilize the right performance for the service. The cloud computers 

ability to scale on demand is a characteristic that especially makes cloud computing 
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differ from traditional dedicated server hosting. While dedicated server hosting 

provides a fixed set of physical computing resources such as storage, CPU, memory 

and bandwidth, dedicated servers can still perform on-demand services but with a 

limitations to its performance. A keyword here is physical, whilst a dedicated server 

runs on its physical hardware, a cloud computer is merely a virtualization of a system 

running on a large setup of physical hardware which essentially is the resource pool. 

These resources are reached through a cloud architectural setup which allows the 

cloud computer to dynamically scale to reach the demanded resources.  

The NIST mentions following 5 characteristics as essentials for the cloud computing 

definition; On-demand self-service, that encompasses the computing capabilities 

automatically be allocated without need of any human interaction. Broad network 

access, which entails that the capabilities are easily available through the internet 

and on a large collection of platforms, such as mobiles, tablets, laptops and 

workstations. Resource pooling, as mentioned earlier, the ability to dynamically scale 

the computing resources to reach the desired level. Elasticity, which entails the ability 

to dynamically and quickly allocate and release required resources to ideally prevent 

any performance fluctuations and often with no clear scale limitations. Measured 

service, which is defined as a system that automatically can control and optimize the 

resource usage. The usage can be controlled and monitored for both the provider 

and the consumer to ensure transparency. 

Service models  

According to NIST, there are three models in which cloud resources can be provided 

towards a client organization. Each of them will be described in the following section.  

Infrastructure as A service (IaaS) 

In this service-model a CSP hosts core infrastructure components that are 

traditionally present in on-premises datacenter scenarios (NIST website, 2019). This 

includes servers, storage and networking. Client organizations are in IaaS contexts 

responsible for the architecture and are given the building blocks to assemble their 

own environment. IaaS providers offer a browser-based interface in which a user can 

log into in order to provision resources, install operating systems and configure 

security features and so forth. The client does not manage or control the underlying 
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cloud infrastructure but only the resources that the client itself have provisioned such 

as virtual machines that contain business applications (NIST website, 2019). 

Platform as a Service (PaaS) 

This model does as the name suggest provide clients with computing platforms, that 

includes operating system, programming language execution environment, database 

and so forth (Stackoverflow, 2019). Typical examples of PaaS-offerings is web 

applications, standalone databases or data warehouses where a client only have to 

configure the initial settings. Deployment and underlying components are pre-defined 

and provisioned by the CSP.  
 

Software as a Service (SaaS) 

Last of the three service models offer the consumer the opportunity to use the CSP´s 

applications running on cloud infrastructure. The applications are accessible from 

client devices through web browsers. The consumer does not manage or control the 

underlying cloud infrastructure such as network, servers, operating systems and so 

forth (Mell & Grance, 2011).  Typical examples are GoogleApps, Dropbox and 

SalesForce.  

Cloud Deployment models  

NIST further define four different deployment models which can be characterized as 

the degree of control an organization has over data and physical IT infrastructure. 

The four deployment models, as defined by NIST (2011), are presented below with a 

short example within each category.  

Private cloud 

In private cloud, the infrastructure is provided solely for one single client organization. 

The cloud infrastructure is provisioned for exclusive use by a single organization 

comprising multiple consumers (e.g., business units). It may be owned, managed, 

and operated by the organization, a third party, or some combination of them, and it 

may exist on or off premises. An example could be a bank or another financial 

institution which is regulated by law to store sensitive data and still want to benefit 
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from some of the advantages of cloud computing. The private cloud contains high 

security, privacy and more control. 
 

Community cloud 

The cloud infrastructure is provisioned for exclusive use by a specific community of 

consumers from organizations that have shared concerns (e.g., mission, security 

requirements, policy, and compliance considerations). It may be owned, managed, 

and operated by one or more of the organizations in the community, a third party, or 

some combination of them, and it may exist on or off premises. Examples are 

companies or organizations that have similar needs and compliance concerns such 

as governmental etc.  

Public cloud 

The cloud infrastructure is provisioned for open use by the general public. It may be 

owned, managed, and operated by a business, academic, or government 

organization, or some combination of them. It exists on the premises of the cloud 

provider. One example could be the students email at a university or free private 

storage for example Google Drive, Microsoft OneDrive or Dropbox. 
 

Hybrid cloud 

The cloud infrastructure is a composition of two or more distinct cloud infrastructures 

(private, community, or public) that remain unique entities, but are bound together by 

standardized or proprietary technology that enables data and application portability. 

Same examples as above but with a mix of the models, primarily private and public 

cloud deployments.         
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 Figure 1:  Model illustrating the different Cloud models.  (Mell & Grance, 2011).  
 
 

Figure 1 above, visualizes the three different service models as well as the four 

deployment models. A more thorough description of the technical features of each of 

these are not relevant for this thesis.  

 

The opposite of cloud is referred to as on-premise meaning IT infrastructure such as 

servers and mainframes being physically placed at the premise of an organization or 

at hosting firms which have mail servers and data storage hardware available.  
 

The Industry cloud 

As the main purpose of this thesis is to investigate how the tendencies of industry-

specific or vertical-oriented cloud solutions are impacting the cloud business 

ecosystem it is necessary to describe the key characteristics of this new concept to 

the cloud domain. The following section therefore aims to describe the signature 

points of the industry cloud seen in context of the deployment models and in a more 

general business perspective.  
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Gordon Ritter, which have been a founding partner of Emergence Capital have in 

several internet media expressed his thoughts on why the vertical and industry-

specific approach to cloud solutions a compelling business domain are. He states 

that “the first 10 years of business cloud applications was about horizontal markets, a 

mile wide and a foot deep. By now most of the horizontal opportunities have been 

covered. The next decade will be about depth” (Ritter, 2014).  

Other sources indicated that inheriting a industry-centric go-to-market strategy isn't a 

new business model, but is a key milestone for businesses that have reached a level 

of maturity within their market so the horizontal offerings are no longer sufficient to 

meet the needs of the most valuable customers and prospects (Ecommerce times, 

2014).The same source stated that leveraging SaaS solutions and cloud alternatives 

to disrupt mainstream businesses are becoming the norm, and the long tail is now 

extending into niche markets as well (Ecommercetimes, 2014).  

As stated by James Et al in the paper on the client organizations that either intend or 

are in the process of migrating their IT workloads and underlying business processes 

can loose specific functionality. Therefore the paper take a stance justifying careful 

consideration of which business domains will benefit most from transitioning to cloud-

based services from an on-premise landscape. By acknowledging these needs, 

cloud providers have in the last few years launched services which are tailored 

towards certain industries and their specific software needs. 

The business wise interest in numbers 

According to the International Data corporation five large industry groups were 

expected to purchase industry cloud solutions for over 37.5 billion USD in 2018 (IDC 

website, 2019). These groups consist of healthcare, public sector, finance, retail and 

wholesale and lastly manufacturing. Without contrasting it to the general cloud 

consumption, these fiscal numbers indicate a large prominent market to participate in 

for any potential stakeholder within the cloud business ecosystem.  

Evolution through deployment models 

According to James et al, the ideal method of delivering industry-specific cloud 

solutions is through services. This provides an opportunity to deliver the exact 

functionality to be delivered in stand-alone software which can be adopted easily by 

client organizations with reduced technical implementation effort due to no 
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configuration of physical hardware. From when the first entries of cloud deployment, 

of IaaS was introduced, the industry cloud solutions now represent the most explicit 

software delivery format as explicated in figure 1. This is due to how IaaS represents 

the opportunity to host business applications or similar on virtual machines in the 

cloud and solely replaces physical infrastructure with the opportunity to scale. PaaS 

represents components of what is encapsulated on a virtual machine and allows for 

agile development of applications and services which still require in-house 

competencies and and overhead for development and maintenance. SaaS 

represents an information system or business service with the least amount of 

internal efforts such as development and configuration since it comes ready to use in 

most instances. As the last two points in figure 2 represents a refined and specialized 

that differentiate it from more generic SaaS solutions i.e. storage solutions. These 

embody functionality that would normally require modification or even a subset of 

other information systems to conform a business need.  

According to the North-American IT research firm Meta-edge, these industry cloud 

solutions providers offer purpose-built software for an industry. They possess domain 

expertise and are familiar with industrial know-how. This is due to them knowing what 

is mission-critical as they have expertise into what the drawbacks can be from more 

generic software solutions such as ERP systems with little or no functionality added 

for a specific industry-related purpose (Meta-edge website, 2017).  
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 Figure 2: The transition of industry-cloud services in comparison with the deployment
 models presented in the previous section. Reference (James et al).   

Hallmarks of Industry Cloud Solutions 

To look into what differentiates the ICPs from the horizontal cloud providers, 

Emergence Capital which backs a large pool of ICPs have proposed a set of 

hallmarks in which they see as potential for this market opportunity (Ritter, 2014).  

Talent Trifecta: In contrast to Horizontal companies that can scale efficiently within 

both technical and sales, industry cloud companies requires a third skill set for them 

to succeed; Domain expertise. Gordon Ritter states that the success of an ICP 

requires either a Co-founder or a senior executive that possess  an extensive amount 

of experience in the industry or vertical targeted. This allows the company to rely on 

the acumen and not gut-feeling from stakeholders that have not been insight of the 

given business domain (Ritter, 2014).   

Deep Data: Ritter explicates that a key advantage of ICPS is the ability to extract 

customer value from the user data. While all cloud-based business application 

providers could eventually apprehend this, ICPS are more likely to transform the data 

into meaningful insights. This is due to the fact that the data comes from a highly 

consistent user pattern with similar technology and ability to compare across 

functional areas i.e. sales, marketing, finance and so forth (Ritter, 2014).   
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Referral Revenues: According to Emergence Capital one of the most compelling 

elements within ICPs is that most buyers within a given Industry knows other and run 

their firms in many of the same ways. Additionally, they attend the same 

conferences, travel in similar circles and may have worked directly together. As a 

result of this, ICPs can quickly gain a reputation and exposure within an industry, fast 

from its inception. This results in a high percentage of reference selling. Ritter 

confirms this even further with a statement on how customer acquisition costs at ICP 

companies 50% lower are frequently than in horizontal cloud companies (Ritter, 

2014).   

Massive Market Share: Within horizontal cloud solutions, Ritter states there is 

much ground to cover in both geography and business sizes. Market leaders 

achieves less than 10% of the of the collective share. On the contrary companies 

that focus on a specific industry can achieve much higher penetration. This does 

often lead to a winner-takes-all scenario. An example worth mentioning is how 40% 

of U.S based physicians have signed up for Doximity, a social platform that offers 

healthcare professionals to engage with each other (Ritter, 2014).  

Layercake strategy: Traditional industry focused companies were according to 

Ritter previously perceived as niche plays since they tended to offer one sole 

application, often built on top of an existing horizontal platform and then offering it to 

a single vertical. The ICPs leverage cloud infrastructure to offer several layers of 

value including CRM, Marketing automation, content management and data 

analytics. Ritter explicates an example of this with a reference to their VC-backed 

company, Guidewire. They offer a variety of products which aid insurers in 

underwriting, policy management, billing and other processes on one common 

platform. On top of that the company is adding several new layers of functionality i.e. 

business intelligence, data management and mobile solutions (Ritter, 2014).   

ICP examples 

Examples of established ICPs can be given by looking into the investment pool of 

Emergence Capital. The most prominent of their Venture capital backed companies 

is Veeva Systems Ltd. The company offers a large array of industry solutions, 

however life sciences and pharma it their largest source of revenue. In the fiscal year 

of 2017, the company generated 544.0M USD, whereas 67% of this comes from the 

life sciences services (Veeva website, 2019).   
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Since its inception the company have been developing its own proprietary 

capabilities combined with third party functionality to meet the demand of its life 

science industry clients.  

What makes them unique is that there are no apparent connection to the major cloud 

service providers such as Microsoft, Amazon and so forth. These will be referred to 

as “Stand-alone ICPs” throughout the remaining part of the thesis due to their so 

what independent status.  

Literature Review 

This section seeks to develop a literature-based understanding of business 

ecosystems in an IT context. We will first introduce business ecosystems to 

elaborate on the concept and what it construes, then review relevant literature on 

ecosystem strategies and lastly review the emerging literature on digital ecosystem
     

Business Ecosystems 

Today many industries behave like highly-interconnected networks of organizations, 

consumers, technologies, and products. Hence, the focus of competition has shifted 

from the management of internal resources, to the management and influence of 

assets that lies outside the direct ownership and control of the firm. In networked 

industrial environments, the performance of any organization is highly driven by the 

structure and characteristics of the network, which influence the combined behavior 

of its various partners, competitors, and consumers (Iansiti & Levien, 2004). 

A research wise disputed topic through out the last decades have been in 

dechiphering the interconnection businesses in networks. An interesting parellel for 

understanding and creating a purposeful termonolgy have been to refer to a 

biological ecosystem Moore (1993) describes a business ecosystem as a random 

collection of elements that move to a more structured community, similar to its 

biological counterpart.  

The Keystone chart      

The relationship between stakeholders is vital for a prosperous ecosystem. 

Stakeholders that control important resources in the ecosystem have more power 
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and can additionally capture larger fragments of the total revenue in a business 

ecosystem (Hedman & Xiao, 2016).  

Iansiti and Levien (2004) suggest that a company can take one of three ecosystems 
strategies, that is keystone, physical dominator or niche strategy and the decision is 

primarily governed by what kind of company it is or aims to be. The choice of 

strategy can also be affected by the level of turbulence and innovation, and the 

complexity of relationships with others in the ecosystem. Iansiti and Levien (2004) 

also propose a fourth position, commodity, which is where a company is in a mature 

and stable environment, and it operates independently. See figure X 

 

     

Figure 3. The keystone chart.     

Iansiti and Levien (2004) refer to stakeholders holding most power in ecosystems as 

keystones. Keystone companies usually create platforms, services, tools, or 

technologies that other members of the ecosystem can exploit to improve their own 

performance. It is however important that companies holding the “keystone 

advantage” finds a way to create value within the ecosystem, otherwise it will fail in 

attaining and attracting members. Secondly it is important that value is shared with 

the other participants of the ecosystem. If the keystone fails to do so, and is too 

greedy, it will perhaps find itself temporary enriched but eventually abandoned 

(Iansiti & Levien 2004). Microsoft is the typical specimen of a successful keystone 

company. This is in particular due to Microsoft having forged core platforms in which 
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others can develop upon. Most obvious example of this is the firm’s invention of the 

operating system Windows. This has lead to thousands of software developing 

companies have created applications suited for Windows users.  

Another strategy to entail the business ecosystem is the role of the Dominator. Iansiti 

and Levien state that the dominator strategy is often lacking a long-term strategy. 

This is due to typical dominator-imposed firms tend to appear greedy and retain their 

business value within the organization and not incorporate a partner-driven strategy. 

A well-known example of a firm that have implied a Dominator strategy is IBM. At an 

early stage IBM managed to preserve its products and also client base to it-self. At 

one stage IBM entered the domain of the personal computer. This was a more open 

biological niche, hence there was already many smaller players present. Due to this 

IBM failed to succeed any other large contributors to the ecosystem such as 

Microsoft and Apple gained success. This emphasizes the core objective of a 

dominator strategy, since it imposes to enclose the idea of not sharing technology 

and information with other stakeholders in its respective ecosystem. Additionally 

Iansiti & Levien appoint that dominated ecosystems can easily become unstable and 

are generally vulnerable to disruption since they do not contain diversity to respond 

to external threats and changes in the market (Iansiti & Levien 2004). On the 

contrary keystones are in an advantageous position in business environments that 

encounter a high level of disruption. This is due to keystones are able to support the 

change in market tendencies due to diversity in the ecosystem. This advantage is 

what often eliminate market players which have seeks to apply a dominating 

strategy.  

The third strategy imposed by Iansiti and Levien is referred to as the niche strategy. 
Niche players does generally not have a large impact on other actors in a given 

ecosystem, however can together represent a large biomass of an ecosystem in 

terms of volume and diversity. A common example of niche players are the large 

amount of mobile application developers seen in both Google Play and its Android 

offerings but Apples and its IOS platform. The core objective of a niche strategy 

player is to leverage keystone platforms by identifying potential market gaps and 

offering these through a widely accepted keystone platform (Iansiti & Levien 2004).  

Based on the descriptions of the different ecological strategies it can be stated that 
no business ecosystems are static. Instead they must be perceived as being 

dynamic, in a constant development defined by the relationships between the 
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members of an ecosystem. It is therefore inevitable for keystone organizations to 

shape and nurture relationships with other members of its ecological community 

(Selander et al, 2010).  

Additionally, it must be stated that there are some distinct differences between 

business ecosystems and biological ecosystems. According to Moore in his article 

“Predators and Prey: A new Ecology of Competition”, the main difference is that 

actors in a business ecosystem makes informed decisions since they can 

comprehend the situation and anticipate the possible outcome. Therefore, actors in a 

business ecosystem should be considered as intelligent but most importantly have 

the ability to plan for future actions, alter strategic course and take mitigating actions. 

On the contrary biological ecosystems have one common objective; to survive and 

surpass direct threats (Basole 2009).  This does according to Basole underline the 

core difference which have to be noted when taking on an ecosystem perspective in 

business research.  
 

The Growth of an ecosystem 

Within the business world, there are a large array of business ecologies. Many of 

these are interconnected and have indirect impacts on each other. This is in 

particular due to technological advancements and in the last decade where business 

and IT have been merging to a larger extent than previously. A business ecosystem 

does just like its biological counterpart move from a random collection of elements to 

a more structured community. Every business ecosystem develops in four distinct 

stages: birth, expansion, leadership, and self-renewal—or, if not self-renewal, death 

(Moore, 1996). These stages were proposed by Moore in his paper “Predators and 

Prey: A New Ecology of Competition”.  The evolution starts with the Birth-stage 

where the entrepreneurs focus on customer demands and how to capture the value 

of a proposed new service that is in demand. Additionally it is according to Moore an 

advantage to cooperate during the birth stage of a business ecosystem.  

In the second stage, Expansion business ecosystems seek to expand and conquer 

broad new territories In some instances there is little resistance met, however in 

some rival ecosystems may be closely matched choose to attack the same territory 

(Moore 1996). This is where direct battles for market share occurs. Dominating 
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players in the respective ecologies may apply a large amount of pressure on 

suppliers and customers to either capture or retain territory.   

In the third stage which is defined as leadership, bargaining power becomes present 
from possessing artifacts or resources that the ecosystem needs and being the only 

practical resource. In some instances, this can be settled solely through contractual 

or patent protection. Additionally, the cooperative challenges is to provide a vision for 

suppliers to enhance the core product or service.  The key value of reaching this 

status for a firm is to create value that is critical to the entire ecosystems prosperity.  
 

The last stage, Self-renewal encompasses the time where mature business 
communities are threatened by new arising ecosystems and innovations. Another 

possible scenario which have identical consequences is when new regulation is 

enforced, macroeconomic conditions decline or when the majority of the target client 

base changes buying behavior. Lastly Moore states that an altered environment due 

to the aforementioned change is often more hospitable to new or formerly marginal 

business ecosystems (Moore, 1996).  

Figure 4. An overview of the evolutionary stages of a business ecosystem. (Source: Moore 1996) 
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Collective value creation in ecosystems 

This thesis seeks to investigate how various players within the cloud business 

ecosystem is reacting towards a change in market tendencies. Therefore, it appears 

relevant to include literature that sheds light on how value can be co-created and is 

present in a business-to-business context. Furthermore, it is interesting to contribute 

to the field in which new types of collaboration in terms of partnerships is present due 

to the aforementioned change in market demand.  

According to Moore, “players in a business ecosystem will co-evolve around a new 

innovation, working cooperatively and competitively to support new products and 

satisfy customer needs” (Moore 1993). This entails the fact that there is both 

competitive and collaborative present. When both of these are present in the same 

business context, it is referred to as Co-opetition. This term was coined first time by 

Nalebuff and Brandenburger 1996 in the publication “Co-opetition” - Competetive and 

cooperative business strategies for the digital economy”. According to Nalebuff and 

Brandenburger, in the traditional economics, markets are fixed, companies set prices 

and customers would either agree with a price or choose a feasible alternative 

(Naleburger et al, 1996). On the contrary in the information economy, the costs are 

upfront and the bigger a demand is, the cheaper it is for everyone. The authors 

suggest that a look upon the renowned game theory is relevant. A game has players 

and each player contributes with a certain amount and type of value. Furthermore, a 

game has rules that structure the interaction between players. The game is lastly 

affected by perceptions, referring to what the players believe. Brandenburger and 

Nalebuff proposed a model known as the “Value Net” which defines how each player 

is present in a game.  

Put simply, a player is a complementor if clients value your product more when they 

have that players product than your product alone”. (Brandenburger et al 1996). A 

player is to be perceived as a competitor if clients value your product less when they 

have that players product. In order for a firm to analyze whether another player is 

either a complementor or competitor a client perspective must be taken. This refers 

to an allocentric view and not an egocentric which would not disclose a more 

objective and neutral point of view on the matter.  
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Fig 5: The Value net by Brandenburger and Nalebuff (1997).  

Other literature explicates interesting points which can be relevant for conducting this 

research with its given scope. This refers to the concept of value co-creation which in 

contrast to co-operation underlines how some firms are racing against each other to 

enhance overall value for a collective ecosystem. Lastly value co-creation aims to 

explicate how and to what extend a potential keystone organization is co-creating 

value with other players and in what manner value co-creation is apprehended and 

enhanced.   

One particular researcher has carried out research on co-create value. Lavie 

specifically stated that some value cannot alone be derived by one single player and 

defines co-created value as: “common benefit that accrues to alliance partners 

through combination, exchange, and co-development of idiosyncratic resources” 

(Lavie, 2006).   

Lastly one paper explains how the complexity of B2B can be a complex affair to 

analyze and evaluate. More specifically Sarker (2012) states that the profitability and 

health in business ecosystems today does not solely revolve around economic value 

possible to extract for each player as this leads to an incomplete understanding of 

value co-creation (Sarker et al, 2012).  
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Case Background 

After having introduced the relevant literature, the following chapter aims to introduce 

the case background. 

In order to address the given research question set for any research process, a 

scenario has to be selected in order to extract empirical findings and base an 

analysis and lastly a conclusion. For this thesis, investigating how the cloud business 

ecosystem is adapting to vertical-oriented solutions focusing on specific industries, a 

set of players in the cloud domain and relevant interview partners where selected.  

From the researchers own knowledge of the major providers of cloud services due to 
professional experience, It was therefore pre-assumed that Microsoft has a keystone 

position in the Danish cloud sector. Due to Microsoft's position relevant to point out 

as a main interview partner for the empirical data. Since Microsoft are generally 

known for having a large partner network, many general IT providers being reliant 

upon their core services it seemed relevant to draw attention towards some of the 

companies that have adopted Microsoft cloud technologies into their offerings. Two 

Microsoft partners where therefore selected due to their connection towards 

Microsoft.   

Additional perspectives on the cloud market and its direction where still necessary to 

create a more holistic picture of what the future of the market will look like and how 

the various contenders will strive to cultivate in the cloud business ecosystem. 

Therefore other stakeholders with insights into the market as a whole and specifically 

into Microsoft related cloud offerings where selected to paint a more holistic picture 

outside of the perceived keystone and Microsoft reliant ISVs. This includes  

Microsoft and its cloud offerings 

Microsoft has with its generally known status as first-line IT provider also moved 

heavily into the cloud domain. The organization has always been known to provide 

software and operating systems such as Windows and many different types of IT 

offerings since it was first established in 1975. The headquarters is placed in 

Redmond, Washington. Microsoft was in 2018 ranked as number 30 on the Fortune 

500 ranking of the largest United States corporations by total revenue (Fortune 500 

website, 2019). The cloud pivot has paid off well for Microsoft, which had $110.4 

billion in revenue during its fiscal 2018, a 14% gain from the previous year. 
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Azure  - Microsoft’s public cloud 

In 2010 Microsoft launched Windows Azure, which was their response to the global 

demand for public cloud offerings. This was later rebranded as Microsoft Azure and 

quickly grew its service catalogue, which currently offers a vast array of services 

within all three delivery models, IaaS, PaaS and SaaS. According to KeyBanc 

analysts, Azure is believed to grow almost 72 percent in the fiscal year of 2019 

resulting in a 12,2 billion USD in revenue (CNBC website, 2019).  The same source 

predicts that by 2021 Microsoft´s collective cloud offerings will supersede its revenue 

of the operating system Windows, which has since the company’s inception has 

been the most steady source of revenue.  
 

Cloud-based productivity platforms - Office365 

In addition to its core cloud platform Azure, Microsoft has developed a set of 

platforms which serve general productivity purposes. This includes commonly known 

software such as SharePoint for intranet purposes, Outlook for cloud-based mailbox 

among other proprietary services which are all known from an on-premise scenario.  

Cloud-based ERP and CRM - Dynamics365 

Microsoft have released software solutions and information systems used in many 

different business and organizational contexts since its inception. This was prior to 

cloud-based services procured as licensed software, which was applied to on-

premise environments with client organizations own hardware. An example relevant 

for this case is their product Microsoft Dynamics. This represents a cloud-based 

Enterprise Resource Planning system (ERP). The platform was released in April 

2016 (Randgroup website, 2018).  

Microsoft market presence in Denmark 

Microsoft is known as a major provider in the Danish cloud market as the Danish 

Information Services firm ProNordix has stated that Microsoft currently holds a 

market share of 60% of all cloud-services consumed in Denmark (ComputerWorld, 

2017).  
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Microsoft partners  

Due to its global presence and market share Microsoft have engaged with a large 

array of partners. To structure and organize this, Microsoft has developed the 

Microsoft Partner Network, also referred to as MPN later in this thesis. The vast 

amount of partners represent areas such as consultants, system integrators, license 

partner, independent software vendors and so forth. Microsoft have chosen a method 

for partners to obtain a certain status to verify their devotion to the firm. A partner can 

reach either bronze, silver or gold status. These statuses is dependent upon the 

competency level that a partner aims to achieve by certifications, and amount of 

services offered towards clients (Microsoft partner portal, 2019).   

Methodology 

This chapter aims to explain the approach and perception of the methodological 

considerations carried out in this thesis. To approach the methodology in a structured 

manner the Research Process Onion by Saunders et al. (2009) in figure X will be 

used as a template to create a frame for this chapter. The model is divided into 

different parts where each is intended to provide detailed explanation of the research 

process.  

 

Figure 6: Overview of the research methodology.    
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Research Philosophy 

According to Saunders, research philosophy is directly tied to the development of 

knowledge and additionally the nature of that knowledge. It is therefore of high 

importance to carefully consider the adopted philosophy. The most recognized and 

applied of these are ontology and epistemology. Each of these encompass how the 

research process is perceived by the researcher. Ontology is related to how the 

researcher vies the nature of reality while epistemology focuses on the the theory of 

knowledge, especially with regard to it’s methods, validity, and scope, and the 

distinction between justified belief and opinion (Saunders, 2009).  

 

Furthermore there are four generally used resaerch philosophies known in 

contemporary business research. These are positivism, realism, pragmatism and 

interpretivism. In this particular research case of the thesis, the interpertivist 

perspective have been selected.  

In this thesis the interpretivist research philosophy is present. Interpretivism 

advocates that it is necessary for the researcher to understand differences between 

humans in our role as social actors. This emphasises the difference between 

conducting research among people rather than objects such as trucks and 

computers (Saunders, 2009).  

Research Approach 

A research approach determines if a researcher aims to test existing theory, or 

contribute with new ones (Saunders et al, 2009). Within scholarly research the two 

most predominant approaches are deductive and inductive. In a deductive approach 

a hypothesis is set and a research strategy is architected to confirm and test the 

hypothesis. On the contrary inductive approaches seek to gather empirical data from 

a more loose standpoint and from there develop a hypothesis on the fly (Saunders, 

2009).   

In a variety of business research, a pure research approach is seldom seen. This is 
due to changes in theoretical scope of research objective during the actual research 

process. For this thesis a combined research approach is therefore applied as the 

insights to what opportunities was possible was changed during the research 

process. Prior to starting the thesis process some literature was known to the author 
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around the core topics such as business ecosystems and value co-creation. Many 

additional sources of insights were discovered which resulted in an altered scope 

than first anticipated.  

Research purpose 

Prior to initiating a research process, the author must determine what the expected 

outcome of the product will be. Traditionally research purpose are labeled as 

exploratory, descriptive or explanatory (Yin, 2003). For this thesis project a pure 

exploratory have been selected. This was selected since it is the author's intention to 

discover new insights and assess a business domain through a predefined 

theoretical lense. The exploratory approach is often applied to contexts where the 

core objective is to clarify an issue or challenge. Lastly the advantage of the 

exploratory research is more adaptive towards change in scope and alterations to the 

given research question (Saunders, 2009).  
 

Research strategy 

Within social sciences research various options for research strategy is viable. The 

most common is case, studies, ethnography, action research and grounded theory. 

For this thesis, the concept of a case study was selected. A case study is a strategy 

for doing research which involves an empirical investigation of a particular 

contemporary phenomenon within its real-life context (Yin, 2003).  In some 

instances, a multiple case study is applied to a research context. This does 

according to Saunders, increase the ability to generalize the findings and by there 

achieve a more nuanced result which can be applicable to similar contexts.   

To identify how different players in the cloud ecosystem are adapting to the new 

demand for industry-specific cloud solutions and adjusting their strategy, a multiple 

case study appeared as a feasible approach. This is predominantly due to getting 

insights from the various stakeholders in the business ecosystem. Particularly from 

stakeholders in one case of a major player and its dependencies towards other in the 

same biological entity.  
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Data collection technique 

As the primary source of empirical evidence semi-structured interviews were chosen 

for this thesis. An interview is a purposeful discussion between two or more people 

(Kahn and Cannell 1957). In semi-structured interviews the researcher will have a 

list of themes and questions to be covered, although these may vary from interview 

to interview (Saunders, 2009). This allows the researcher to ask questions in 

particular interviews, given a specific organizational context that is encountered in 

relation to the research topic.  
              

Interview Guide 

An interview guide was constructed in order to create a coherent and plan of how to 

cover the relevant topics seen in the context of this research process. A set of 

overarching themes inspired from the literature review and concept matrix was set in 

place.  

The participants were informed and presented with a brief bullet point presentation of 

the research objective prior to the interview. This was necessary in order to gain 

consent and acceptance from the participants, since they potentially could reveal 

sensitive information that would have  impact on business strategy if leaked or 

presented in an incorrect manner. Once present at the interview location which in all 

cases were at a company facility, a participant information sheet with an NDA was 

included. This is according to Saunders et al, an aid to reducing uncertainty from 

participants (Saunders, 2009). The interviews were carried out in danish solely for 

convenience matters and by own choice of the participants. The Interview guide is 

added as appendix A.  

Presentation of interview partners 

In order to gain a thorough understanding of how a subset of the cloud business 

ecosystem is reacting towards the industry-specific trend in the market, a set of 

interview partners was selected. These were perceived as being experts within the 

field due to their either direct connection as either representing market players. A few 

interview partners with a more indirect and implementation point-of-view was also 

approached to provide more holistic insights, however due to the focus on one core 
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technology provider in this thesis, they were selected upon having some sort of 

relation to Microsoft.  

Interviewee A - Microsoft Large CSP (SKP) 

As previously stated in the section regarding case background, Microsoft has a 

dominant position in the Danish business landscape. Due to their significant market 

presence both on a global and domestic level, an interview with a stakeholder that 

had insights into the overall strategy and development on the cloud-domain was 

imperative. Through the author's personal business network, contact was established 

to an employee within Microsoft that accepted the interview. By request from the 

interviewee due to sensitivity and integrity only the initials will be presented here. The 

interviewee has a position within business development focusing on the enterprise 

tier.  

Interviewee B:  “NF” - Templafy A/S  SaaS-provider  

As stated in the case background it seemed relevant to draw upon stakeholders that 

had a relevance to Microsoft. Templafy is a SaaS-provider offering a platform to 

manage and dynamically update and share business document templates and brand 

assets throughout an organization. Through the researchers personal network an 

interviewee that was opted for providing insights to their product strategy and the 

cloud domain as a whole was introduced. XYZ holds a position as Head of Business 

Development. It was prior to the interview known to the researcher that Templafy 

have based their offerings on Microsoft Azure services.   

Interviewee C: FiftyTwo A/S:  “JFA”  SaaS Provider (Dynamics Partner) 

JFA from the Copenhagen-based Microsoft Dynamics partner was appointed as 

another vital source of information into the cloud domain. Due to their direct 

dependency upon Microsoft's cloud-based ERP platform named Dynamics, it 

appealed to see how FiftyTwo A/S perceived their reliance and how the market is 

moving and what effects it may have on their offerings.  

Interviewee D:  CEO of Cloudeon “FM” 

The Copenhagen-based consultancy firm Cloudeon A/S was established in 2015 

with the direct objective of providing consultancy services to client organizations. 

This is predominantly within infrastructure to cloud-based environments and all 
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underlying services such as DevOps, application refactoring and so forth. Cloudeon 

employs over 100 consultants focusing solely on implementing Microsoft Azure 

solutions towards a wide enterprise and SMB segment. Through the researchers 

own business network, the CEO of the company kindly offered the opportunity for an 

interview to express his thoughts on the cloud domain and what direction it may take 

and how the surrounding business ecosystem will apprehend the challenges ahead.  

Interviewee E:  “AZ” Channel Director, Crayon A/S 

Crayon Group is a Norwegian owned company that employs 1300 individuals on a 
global basis and approximately 100 in Denmark. Their office is based in the outskirts 

of Copenhagen.  

As a License Service Provider with deep roots into the Microsoft ecosystem and 
ISV´s in Denmark, Crayon A/S was perceived as a key source of information for what 

the general market tendencies is and how the underlying network of Microsoft 

dependent providers are reacting to new changes in the market. 

The Director of the Channel department was selected as interviewee. This was due 

to the possibility to collect as many observations as possible through one 

interviewee. Since Crayon A/S interact with over 300 partners that are all dependent 

upon Microsoft cloud technologies such as Azure, Dynamics and Office365. Crayon 

provide a large binding link between Microsoft and the partners since they also offer 

support, consultancy services among other services.   

Interview F: “EH”,  Principal Consultant (Enterprise), Capgemini 

To get insights from a consultancy perspective that interacts with a large array of 

both CSP´s and client organizations, an interview with Principal Consultant EH was 

set in place. EH plays a vital role in CapGemini’s department of Digitalization 

targeting large enterprises transformation towards cloud and other vibrant 

technologies. Capgemini is to most known as a consultancy house that offers a wide 

array of services among its large employees count on a global basis.  

Validity and Reliability Assessment 

This section aims to assess the validity of the chosen data gathering methods and if 

these can produce valid findings. For this thesis a rather wide selection of 

participants were selected. This was selected since there as prior to most exploratory 
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research processes lies a level of uncertainty in what the outcome will be prior to 

initiating the data gathering.  

Findings  

The following section seeks to reveal the most relevant findings in the empirical 

evidence gathered through the interviews.    

State and direction of the cloud market 

In order to discover and thereby confirm that there is a market tendency of these 

industry-specific solutions within the cloud domain, a series of questions regarding 

this was asked towards the interview partners. Questions were asked in multiple 

directions, to avoid compelling answers which would affect the integrity of the data 

obtained.  

The overall assumption based on the empirical findings was that cloud computing as 

a whole is in growth. Several factors explaining the growth and desire for client 

organizations to transition to the cloud was discovered. The most predominant 

growth factor was according to interview partner EH, due to the transition from 

licensed software procurement towards subscription-based cloud-services. He 

stated: “SaaS-offerings are more flexible in terms of commitment than upfront three-

years commitment which most licensed software vendors appeal by and make it 

possible for SME clients to have access to software solutions that previously required 

heavy upfront investments and a very explicit idea of how an organizations 

processes would remain and predicted throughout a long term period” (EH 

Interview).  

He elaborated further and provided examples of where SME´s would have difficulties 

in a general IT strategy due to their often limited amount of funds and explicated that 

ERP systems is a common example of an information system that mid-sized 

organizations now have access to through cloud services due to no costly physical 

infrastructure that would otherwise be mandatory for an on premise scenario.  

As the statement from EH which was the first interviewee for the thesis detected 

SaaS as the most sought after deployment model, a look into secondary data 

confirmed this. Figure 1 was retrieved from the esteemed IT research firm Gartner´s 

website. This illustration indicates that the SaaS is the most revenue-generating 
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deployment model as of now, but also within the next fiscal years. Another interesting 

finding was that the deployment model “BPaaS” was also by current fiscal year the 

second largest. Since BpaaS have not been introduced in the conceptual 

clarification, it is relevant to define what this deployment model is in contrast to the 

already familiar ones. Gartner defines: “Business Process as a Service as the 

delivery of business process outsourcing services that are sourced from the cloud 

and constructed for multi-tenancy” (Gartner, 2018).  
 

     Figure 7. Overview of worldwide public service forecast. (Source: Gartner.com) 

The findings revealed one interesting point which was clear in several of the 

conducted interviews. The interest in cloud-based platforms were mostly sought after 

from decision makers and not solely an request form IT-staff. More specifically 

Interviewee FM addressed that: “Now that this entire paradigm of disruption have 

entered almost any industry, the platforms to stay competitive must be in place. Due 

to this the demand for solutions often come directly from the respective business 

entities, and they know exactly what they want and how fast they want it delivered” 

(FM interview).  

FM elaborated further on this and stated that this is present in the form of SaaS-

offerings that does not require any prolonged implementation time but is as close to 

ready off the shelf to use as possible. To quote FM the following were stated: “Why 

spend time on building something that is already present, in continuous development 
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possible to consume straight away at a price that is often incomparable with the price 

of developing a similar product internally ” referring to SaaS solutions.  

During the interview FM visualized several concepts, which had relevance during the 
first initial questions to demonstrate the direction the cloud-market has according to 

him and his insights to the Scandinavian IT-industry. His illustration is presented as 

figure 8. In extend to this he stated that when comparing traditional on-premise IT 

landscapes with cloud-enabled landscapes it becomes obvious that the less generic 

infrastructure is present, the less it the likelihood of technical debt. More specifically 

he referred to patching servers, upgrading hardware etc. This was according to FM 

not a desired scenario in any instance and the more “self-driven” services an 

organization possesses, the less the is chance of developing technical debt and can 

keep focus on true innovation and aligning its top-layer with services that drives 

efficiency.  
 

 

Figure 8. The transition towards a SaaS-oriented tendency. Source: Frank Mogensen, Cloudeon.  

An integral part of the API-economy  

EH confirmed this but in a different context as he stated that today the market sees 

the birth of many new very niche-oriented SaaS solutions that target a specific 

purpose or process. To assess this on its own will make it stand out as a prosperous 

software component but its is was according to him a question of the “API-economy”. 

Today the concept of large monolithic software systems currently supported by on-

premises configurations, will decompose and be either self-build using PaaS 
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components, or if possible acquire SaaS-offerings with rich offerings that would 

require a large overhead of resources to develop and maintain.  

EH stated that today when these SaaS offerings see the light the business and IT 
decision makers know that they are dependant upon synergizing with a surrounding 

application landscape that is often complex and deep. If they are to win entry to large 

conglomerates and enterprises they have to offer integration, hence the reference to 

API-economy. This is where the data integration comes into play and can be 

foundation of deeper data insights due to data from some SaaS sources or self-

developed PaaS solutions can be consolidated with others which may reveal a 

completely new level of insights.  

EH specifically stated that  “some functionality just don’t come out of the box, 

however large enterprises with sufficient IT resources available can now deliver 

Proof of Concepts build on PaaS components which can mean a much shorter time-

to-market and basically see whether a business case based on a given scenario 

really is feasible or not. EH further elaborated that the closer the PaaS component is 

to what the market wants, the more “stickyness” it derives and makes a client 

organization willing to be dependent upon it and build further business process or 

applications upon this.  

Market maturity 

According to AZ, the cloud market now matured and that is a natural development 

seen software but also IT services as a whole before. He stated that “since client 

organizations have different needs, have different business processes and have their 

own and often unique business model they require highly adapted solutions that just 

hits the bullseye. They do however at the same time require a low volume price. In 

short the clients have become ungrateful due to this maturity level that the cloud 

sector have now entered for the last five years time”(AZ, interview).   

Additionally, it became clear that if considering cloud as a delivery model, the 

approach of how the market has mostly been offering generic services this 

verticalization was according to EH a way for providers to add more value to their 

offerings and thereby to their customers. He specifically stated: “Cloud-based 

services are set in place to support and endorse an organization's business 

processes. The closer cloud service providers can come to creating a service that is 
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on point the easier it should be to leverage it towards a market”. He additionally 

stated that “when addressing specific business needs and thereby entering deeper 

layers of the value chain, it is obvious that these should be addressed in verticals” 

(EH interview).  

Hybrid-scenarios 

EH stated that although a pure cloud environment is desirable it is not the situation 

that most large enterprises find themselves in. He stated that most of their own 

global customers have spend the last decade or more in reaching the level they have 

with their business processes and critical applications. He stated that no one would 

be willing to discard that and attempt to rebuild the entire show but in a cloud-based 

environment. There is an opportunity of hybrid configurations where specific SaaS 

solutions can either integrate with the desired data sources that can then be used for 

specific analytical purposes in data warehouses etc.  

Multi-cloud strategy 

From the empirical data it became evident that most organizations can not rely upon 

one sole provider of cloud services. The reference of a multi-cloud strategy was 

referred to in many instances during the interviews. This was according to EH the 

norm, as many enterprises demand deeper features and capabilities. Having just one 

sole provider is not adequate, since organizational complexity demands many 

different sets of functionalities added to information systems in general. EH further 

stated that security and compliance is a general concern for IT. Therefore, he stated 

that the market must be expected to deliver solutions that can integrate with other 

providers and on-premise landscapes. He elaborated and stated that the fine line 

between CSP´s being competitors and collaborators is therefore something that is 

highly present on the market as of now and the future. This would eventually lead to 

another level of maturity for the sector and enable further innovation (EH interview).  

Cloud as IOT-enabler 

According to EH, cloud is the foundation for the use of any trending technologies 

such as IOT-enabled solutions. He mentioned several examples such as smart-

agriculture, car insurance and so forth. The amount of data that these IOT solutions 

generate is enormous and would require an on-premise infrastructure that would be 
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very costly and, in many instances, not sufficient since it requires a large overhead to 

operate with real-time analytics let alone the data storage in itself. Cloud solutions as 

a whole should therefore according to EH not only be perceived as the delivery 

model or underlying infrastructure foundation for this, but as an enabler of IOT 

solutions, due to its low upfront monetary commitment. Furthermore, he stated the 

procurement and configuration of the compute power required for many of the 

aforementioned solutions would make it appeal as a very costly implementation that 

would seem redundant for business decision makers. He stated an example of how 

large-scale agricultural enterprises would have difficulties in handling both the output 

of the devices in terms of analytics, combined with operating a complex data center. 

“Just alone to make sense of the aggregated data from such plants would require 

human resources that is difficult to come by, as it requires industry-specific 

knowledge combined with an analytical skill set that constantly needs to be 

developed as new insights are expected from upper management that approved an 

often hefty investment and expects ongoing value-ads” (EH interview).  

EH then stated that complex implemented solutions as mentioned above is in many 

instances “packaged” and provided in a “lightweight” and streamlined version 

towards a wider segment. These could according to him be assessed as industry-

specific solutions as they offer a full-stack of opportunities that are based upon real-

time data and take-aways from leaders in a given industry and then applied to 

smaller business instances that also strive towards some level of digitization towards 

their production line (EH interview).  

Growth in industry-oriented cloud services 

From the interviews it became evident that there is a solution tailored towards certain 

business verticals present in the market. SKP from Microsoft, stated that most larger 

platform providers such as Microsoft, Amazon and so forth are directly targeting 

verticals now with customized solutions only set for. He specifically stated “cloud in 

itself are by many business decision makers perceived as a generic layer of services 

that in itself does not add value to a business process without excessive modification 

and pre-defined architecture that serves a specific business-purpose” (SKP 

interview). He later referred to the Microsoft Azure website, which displayed solutions 

targeting health and life sciences, gaming, manufacturing and retail among specific 

industries. SKP elaborated and explained how organizations of any size can benefit 

from these industry-targeted solutions that require either little or no customization 
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and enable data-driven decisions, and not focus on building complex enterprise-

grade architecture from scratch when Microsoft or its partners have carried out this 

exercise previously and offer this on a public marketplace for other players in an 

industry.   

The Dynamics partner FiftyTwo A/S which was selected as one of the case 

companies for this thesis, also perceived their offerings as being tailored to certain 

industries. JFA stated that they have at current stage selected four business domains 

that they target with a Dynamics-based solution with. 52Retail which he explained is 

a omnichannel solution that aggregates all Point of Sales to align price-structure and 

several other layers of functionality. 52Leasing JFA addressed as a solution to 

automate car-leasing business processes that consolidates business processes 

which would normally require a larger manual effort through several information 

systems.  

During the interview, JFA referred to how the Dynamics platform in general was 

enhanced to support their approach, but just as similar to other business domains. 

He explained how the Dynamics platform now has reached a stage where industry 

and geo-specific requirements enables them and other Dynamics partners to refine 

their offerings without the need of having several products, where as one should 

serve a country due to regulatory demand. He advised to search for Dynamics 

Industries which revealed an overview of how the mentioned approached works. 

Figure 9 was then retrieved from the internet. This serves as an indication of how 

Microsoft have taken industry-specificity into consideration for just one of their cloud-

based productivity platforms.  
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Figure 9.  An example of an Microsoft Dynamics solution, which encompasses industry 
refinement to suit certain business verticals. (Source: Microsoft.com) 

 

Opportunities within the cloud domain 

In order to take measure on the prosperity of the collective cloud domain, a series of 

questions were asked to all interviewees to determine what they identified as 

opportunities. A collective representation of the most valuable insights will be 

presented in the following section.  

SKP from Microsoft stated that the ideal scenario is for either already existing ISV´s 
or newcomers to develop value-adding services on top of the various cloud platforms 

they have in the market. To quote SKP he stated: “with the various platforms we 

have such as Office365, Dynamics and most importantly Azure, we provide the 

building blocks for ISV´s to leverage any market opportunity that they are already 

involved with. By utilizing the foundation from our platforms CSPs can with short 

time-to-market deliver solutions on a global basis that would require a much larger 

development and infrastructure overhead if they were to bring this to the clients in a 

independent approach” (SKP interview).  

EH stated that the only way for both existing players that aim to stay vital in the 
SaaS-field is to offer as much value as possible towards a certain business process 

or general domain so they a close to one-to-one fit between their needs and what 

someone on the marketplace is offering (EH interview). He elaborated further and 

explicated how the market is saturated with generic services and the major players 

such as Amazon Web Services and Microsoft have filled this gap as they have 

advantages in economies of scale since they operate on a global base leading to low 

costs and high availability. EH gave an example such as storage to demonstrate this. 

Instead he would see how deeper data insights with consolidated data flows 

integrated between information systems that are key in business processes an 

enabler for new analytical insights. He elaborated further on this to underline how the 

insights came with no large business intelligence efforts required as they were built 

into many of these new solutions.  
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Market positioning  

In order to determine what the balance is in terms of the cloud business ecosystem, 

it appeared essential to verify the position and reliance the various players in this 

business domain has. The following section aims to provide indications from 

questions asked during the interviews.  

Microsoft’s take on the industry cloud  

The interview partner from Microsoft was asked a series of questions in regards to 

how the firm anticipated the trend of industry-specific solutions.  
 

Some examples of the ICPs explicated earlier in this thesis was mentioned and he 

was asked how Microsoft perceived these and their position on the market. SKP 

acknowledge their existence but was only aware of one of the ICP firms mentioned. 

He stated that these are to be perceived as competitors but stated Microsoft to have 

advantages over these in some areas. The most predominant of these SKP 

explicated to be that most organizations on a global basis already have a large 

reliance upon Microsoft as their main IT-provider. These were in regards to 

productivity platforms for general purposes such as SharePoint for intranet, PowerBI 

for analytics and Dynamics365 for ERP. Due to the lock-in that have eventually 

occurred, since many business processes are relying upon their offerings, he stated 

that making a move towards one of these independent platforms that does not 

necessarily integrate with the remaining infrastructure can be a tuff hurdle for an 

organization.  
 

SKP stated that for any corporate or enterprise, this would be a comprehensive and 

difficult affair to apprehend. SKP stated specifically: “imagine if one business unit in 

an organization requires a total shift in the platforms they prefer and then expect the 

governance and remaining IT landscape to be accept it? That is not going to happen 

overnight or with ease” (SKP interview, 2018). 
 

He further elaborated towards how these relatively new providers, referring to the 

stand-alone ICPs often only take one industry in one specific region into 

consideration when developing these solutions. A reference towards the compliance 

differences between geographical regions were not something that he believed that 

these ICPs could deliver with assurance. SKP addressed a series of implications that 
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would concern client organizations as it just seems to be good to be true to have one 

common platform that suits all purposes for a client organization within any given 

industry.  
 

SKP stated: “although these companies define their solutions as being very specific 

for an industry, I doubt that one size will fit all” (SKP interview, 2018). He then went 

on to elaborate onto how the benefits of having subcomponents into one platform. 

Examples of this were provided into Microsoft´s platforms such as Dynamics365 

which use certain data types such as NAV or AX for business SKP stated: “We have 

a large batch of partners in which have developed solutions which are niche-oriented 

and can help in some specific cases, but would not require a total re-factoring of an 

organization's IT landscape as these other solutions you mentioned would require” 

(SKP interview, 2018).  
 

SKP was asked a question in regards to how the layercake strategy in which the 

stand-alone ICPs have developed was a possibility if a client organization went with 

Microsoft cloud solutions.  

Cloud Embed Programme 

During the interview with SKP he stated that Microsoft should be perceived as the 

foundation of a large portion of the SaaS and PaaS cloud market. This was 

according to SKP due to how Microsoft invests heavily in innovation to bring market 

leading cloud services towards both direct customers, but most importantly their 

partners. During the interview SKP referred to a relatively newly launched concept; 

The Microsoft Cloud Embed Programme (CEP). This initiative was launched in 

second quarter of 2017, as a part of the One Commercial Partner Programme. SKP 

stated that ISV´s are partners that developed an IP either on top or alongside a 

Microsoft solution.  

SKP elaborated further stating at current stage over 40.000 Microsoft partners are 

using either Azure IaaS or PaaS offerings for their end-product portfolio. It was also 

stated that the demand from many partners to enable the possibility of providing their 

business application platforms, such as Office365, Dynamics and PowerApps as 

embeddable building blocks was why the program was launched.  
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Furthermore, SKP addressed how partners additionally can benefit from go-to-

market support from Microsoft regardless of the business tier they are representing. 

Several examples of other benefits were mentioned, such as discounting their own 

applications at up to 50%, allowing the partners to increase their revenue even 

further as they also promoted the use of a Microsoft application as a part of their 

service offering. SKP specifically stated: “ISV partners can focus on creating a value-

adding product targeting a specific business purpose, need or domain on our 

platform so they have no concerns on the underlying infrastructure, but only benefits 

since we constantly aim to develop the platforms even further. Remember that a 

platform such as Office365 has a user population of over 100 million across the 

globe. Microsoft basically developed the marketplace, then it's just up to ISVs to 

execute on a business idea that they see potential within” (SKP interview).  

During the interview, SKP referred to a PowerPoint presentation that included a 

visualization that provides an indication of the “building blocks” that partners can 

leverage to develop their own applications. This provided an idea of how the 

deployment models presented earlier in this thesis, are aligned in the collective cloud 

product portfolio.  
 

 

Figure 10. Overview of the Microsoft cloud platforms seen in relation to the deployment types 
that were explicated in the conceptual clarification section.  A reference towards especially 
ApaaS was highlighted as an opportunity for ISVs to leverage the platforms that Microsoft have 
in the market. (Source: SKP, 2018).  
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Distribution and opportunities through AppSource 

In addition to offering ISV´s the opportunity to develop solutions on top of Microsoft 

platforms, SKP provided insights into the AppSource portal. This did according to 

SKP appear as an additional opportunity to enhance already existing Microsoft cloud-

based solution such as Dynamics, Office365 and so forth. The interviewee indicated 

that the AppSource portal has two dimensions; where as one is intended for more 

generic purposes such with single purpose features that provides integration and 

synergy between internal business processes and information systems. The second 

side is focusing solely on Solution apps. These were stated to cover large industry 

domains. SKP stated that what was prior to AppSource known as an independent 

ISV solution is now a “Professional Services Solution” hosted on Microsoft’s Azure 

platform. An example of how this previously would require code merge to integrate to 

an on-premise scenario or hybrid scenario makes it a more flawless experience for 

clients to try out functionality that does not require any upfront commitment in terms 

of development.  

To quote SKP: “decision makers with no high-level IT competencies are able to 

browse through the AppSource portal and select applications they would like to try. 

They simply click a button and then the application deploys directly to their existing 

Microsoft solution. They basically get a Proof of Concept with no internal or external 

efforts that can prolong even relatively simple add-ons to an existing configuration” 

(SKP interview).  

This was according to SKP, a textbook example of how agile IT environments can 

become due to public cloud solutions based upon a core platform with a large pool of 

ISV´s constantly striving to fill out potential opportunities in the market. He elaborated 

further to provide examples of how licensing and integration would require a much 

larger pool of resources to try our ERP functionality, referring to Microsoft´s own 

cloud-based Dynamics-platform.  

SKP presented the website of the AppSource portal to exemplify how solutions are 

presented. He was asked to provide insights into which industries are the most 

prominent and in focus from an ISV perspective, but replied that he had no direct 

answer to that. This was due to the relatively short time the AppSource portal have 
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been available and many partners are still being enrolled but have to surpass a list of 

given criteria set by Microsoft.  
 

 

Figure 11. A snippet from the same website SKP presented during the interview addressing the 
AppSource portal. It clearly indicates both category, industry targeted and Microsoft platform 
product. 

 

Dependencies between Microsoft and ISVs 

During the interviews with both Microsoft and the ISVs, questions were asked to 

clarify the way they perceive dependencies between each other. This was relevant to 

determine the SKP from Microsoft stated that there is a large amount of mutual 

dependencies. He specifically stated; “Microsoft is the foundation for a large portion 

of the entire cloud business environment today but this is a two-sided relationship. If 

there are no partners that aim to leverage the opportunities we provide, our own 

offerings will not on its own have the same value due to the level of innovation that 

partners can drive within specific niches that we just don't have the resources to 

constantly monitor and create services for. If we were to do that we would simply 

have too large a pool of service projects going way too many directions that we could 

manage and ensure top quality within all of them which we believe is essential before 

we put things to market with the Microsoft logo on it”  (SKP interview).  
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SKP elaborated further on this topic as he was asked how they could then ensure 

quality within the services developed by partners that are distributed through the 

AppSource portal. SKP replied that the key responsibility is first of all taken away as 

the can not take responsibility of the QOS that partners develop but only the 

underlying infrastructure referring to availability of the services that is running in their 

data centers. SKP stated that there of course is an indirect fallback in case some 

partner solutions receive large amounts of critical feedback. He stated that there are 

strict criteria for being granted access to their partner offerings such as AppSource 

and Azure Marketplace, and if partners are not able to fulfill these, then they have to 

reapply and justify for what have improved since they were declined access to the 

Microsoft Channels (SKP Interview). SKP did not wish to disclose any examples of 

when this happened due to the discretion of their partners.  

The Dynamics partner Fiftytwo A/S were asked questions in the same direction to 

verify their dependencies and vice versa. JFA stated that they are very dependent 

upon Microsoft since the company since its inception have been an open opportunity 

to take advantage of the Dynamics platform that Microsoft set in motion when they 

first released it. JFA was asked why they chose to go with Microsoft since there are 

many other large-scale ERP providers that also have a partner ecosystem. JFA 

replied that since their homebase is in Denmark, and they mostly cover the 

Scandinavian market which are perceived to be dominated by Microsoft technology 

in all directions.  

JFA furthermore stated that other opportunities long term might be considered, but 

due to internal capacity and current market state Microsoft appeared as a safe 

choice. JFA also stated that he was not employed at the time the decision to select 

Microsoft as main partner and their Dynamics platform, but was aware of this due to 

his prolonged career within the in many other organizations connected to the Danish 

IT industry.  

JFA was asked a series of questions regarding how FiftyTwo A/S was considering 

the platform strategy that Microsoft have set for Dynamics and whether they trust the 

direction that they are heading. JFA stated that “With any main vendor as your 

platform provider you as a partner take a chance to follow their path and believe in it. 

If we in the company did not believe in the direction that a solid technology-provider 

as Microsoft are taking, I guess there are many others being just as blindfolded. We 

are at the current stage only able to manage one approach, however on the long 
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term we are probably going to look into other cloud platforms providers due to the 

possibility of the cloud where the actual implementation has a much shorter timespan 

and can be tested with minimal effort” (JFA interview).  

JFA went on to discuss the maturity grade of cloud-based ERP systems which are 

their primary business domain and declared his opinion on how other major platform 

providers does not seem to offer the same “full stack portfolio” as Microsoft does. 

This was according to JFA what makes it an easy choice for many client 

organizations to go with and hence the reason why they chose them over other 

options.  He furthermore stated that integration between providers are becoming 

much more common now in the market and gave examples of how there seem to be 

an arising niche-market focusing on providing integration between major cloud-based 

infrastructure providers and ERP-providers.  

The same subset of questions was asked towards the interview partner from 

Templafy A/S which offers the NF stated that Microsoft was chosen as their main-

partner to base their services on the Office365 platform.  

NF stated due to synergy between the core infrastructure offerings that they have 

and how they matched the service that Templafy A/S offers. NF specifically stated: 

“The advantage of being with Microsoft is not only their overall market presence, but 

also the fact that we only have to focus on one particular issue that clients have and 

not worry about the rest” (NF interview, 2018).  

Templafy could however see themselves switching to AWS or other major cloud 
providers. What they get from Microsoft is rather generic.  

Hierarchy of the Business ecosystem 

In order to expose the positioning of each of the ISVs in the cloud business 

ecosystem, a series of questions were asked to all of the interviewees to determine 

the position the respective market player. This was furthermore to see further 

examine the level of reliance between these as described in the previous section.  

SKP stated that he recognized Microsoft as being on the top of the food chain due to 
their overall market presence and offerings that ISVs can benefit from. This was 

according to him not to be perceived as a dominant and threatening position, as what 

they offer to the cloud business domain is an opportunity and they have the 
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underlying foundation. To quote the interviewee directly: “Microsoft have a position 

that due to its rich partner-enabled opportunities gained the status it has now in the 

entire IT business ecosystem which does not only include the cloud-domain on the 

SaaS-side, even though this is the most potent area due to our software focus that 

has shifted from a static license-based approach to subscription-based cloud 

services.” (SKP interview).  

This was confirmed by AZ from Crayon Denmark, which could identify how large a 

portion of reliance the ISV partners they have towards Microsoft. AZ stated: “when 

you as an ISV decides to build a service on a platform someone else have invented 

and maintain and most importantly decide the overall direction of in terms of strategy, 

you better choose wisely”. AZ elaborated further on this and described examples of 

how many partners desire to have reliance upon several core providers since some 

of the end-customers have previously encountered disputes or misalignment in 

contracting with major providers. He furthermore stated that this was at current stage 

a “two-edged sword” as it required a much larger amount of internal resources to 

manage two different sets of architecture. He provided an example between 

Microsoft Dynamics and SAP HANA which he had experienced some of their 

partners lose focus on innovating their core functionality solely due to adapting their 

products to maintain a position in two different main providers platform (AZ 

interview).  

Collaboration  

As this thesis seeks to investigate how the business ecosystem is evolving to meet 

the demand for refined solutions targeting specific industries, it appeared relevant to 

explore the kinetics within the business ecosystem of cloud providers, and 

specifically with Microsoft that was selected as the primary case company. A series 

of questions revealed the findings described in the following section.  

The overall indication of collaboration between what was pre-perceived as a 

keystone, Microsoft and its underlying partners appeared to be prosperous and to a 

large degree thriving. The main driver for collaboration appeared to be the 

opportunity for ISV´s to leverage the cloud platforms that Microsoft have established 

and then either adapt their existing solutions to this or build entirely new services fit 

for a market. This was according to SKP a necessity for Microsoft to remain 

competitive. SKP stated: ” with no underlying network of ISVs that either has or 
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intend to provide their services through an already recognized platform, we would 

have to spend an abundance of resources into deep innovation which we are not 

capable of managing since we have a focus on the core offerings and intend to 

innovate within what we are already good at” (SKP interview).  

SKP furthermore stated that in addition to providing the platform to build a cloud-

service on top of they provide networking between the different ISV´s they have in 

their network. SKP stated “Due to our holistic position as the core platform provider, 

we often see a correlation between what several partners are trying to achieve in 

terms of covering unfilled market opportunities. We therefore quite often establish a 

connection between our partners that then forge their own collaboration which might 

not have seen the light if it was not for our knowledge of what directions the different 

partners are heading”. SKP was then asked a question regarding the sensitivity 

involved in knowing the product strategies that was disclosed to them from the 

various partners and if it was possible that not all partners were interested in 

revealing the direction and future pipeline a CSP had in mind. To this question he 

answered that this was only done with consent and he was aware of how much was 

allowed to reveal without disclosing too much information to what could potentially be 

a competitor.  

JFA was asked the same series of questions to explore what initiatives they took to 

drive collaboration further. He stated that due to their deep insights into what clients 

are requesting in terms of functionality and synergy they are able to provide Microsoft 

with valuable insights that may prosper future developments. He admitted that their 

size and business volume in FiftyTwo A/S was not among top dynamics partners, but 

insisted on how their input was considered important from Microsoft as their core 

provider. JFA specifically stated “Even though we are not among the major partners 

to their platform, Microsoft always appear to be listening to what we hear in the field 

from our many global customers” (JFA interview). 

Perils and threats  

Although the previous findings appear to provide insights into the general prosperity 

and thriving the cloud business domain is, there are both internal and external 

threats that should be considered. A series of questions were asked towards the 

interview partners to provide indications into what may endanger or change the 

status of the cloud ecosystem.  
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From several of the interviews, it became apparent that due to the general growth 

and interest in cloud services as a whole, the marketplace can be fierce. The 

interview partner NF stated that they as a SaaS-provider had been targeted from 

several of the major service providers with interest in acquisition. NF stated: “the way 

the market is evolving right now, the major providers like Microsoft, AWS, SAP and 

IBM are trying to extract as much value as they can from what companies like us 

providers are bringing to the market.” (NF interview, 2018). NF went on to explain 

how he was aware of other local ISVs being almost forced to let them buyout or join 

major providers as subdivisions. NF was asked to provide insights into this but stated 

he preferred to avoid disclosing any potential undesired disputes.  

 
Summary of findings 

Pre-identified 
concept 

Questions  Key findings 

Cloud market 
tendencies 

- Is there growth on the 
cloud market? 

- What are the overall 
market tendencies 

- What services in 
demand?  

- Does client organizations 
select a strategy with one 
sole vendor? 

- Direction of the market 
now and in the future? 

- Is there a presence of 
industry-cloud solutions as 
of now? 

- Growth in all three service types 
- Business-process as a service 
- Tailored solutions with no large 
integration/customization overhead 
- Business leaders ask for innovation and 
efficiency - not IT  
- Multi-cloud is the choice for most  
 
- API-integration  

 
- Industry cloud is present in the form of tailored 
solutions from sub providers (ISV´s) build on 
keystone technology 

 

Opportunities in 
the cloud domain 

- What are some ways 
opportunities as of now to 

- Collaboration and major providers to provide 
building ground for partners and smaller subs to 
build something new and innovate in desired 
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 leverage the market? 

 

fields 
 

Market positioning  
 

- Does ISVs have reliance 
upon other players in the 
domain?  

- Where does the various 
CSPs perceive themselves 
in the market? 

 

- Microsoft partners and general SaaS have 
reliance upon platform and IaaS offerings from 
Keystones 
- Microsoft perceived as key platform providers 
which enables innovation opportunities towards 
both existing ISV´s and new players in the market 

Collaboration and 
kinetics in the 
cloud domain 

 

- To what extent is there 
collaboration between 
cloud solution providers? 

- How do they collaborate 
and what are the key factors 
that prosper further 
collaboration? 

- Opportunities to 
collaborate or become 
partners? 

- What does major CSP´s do 
to foster collaboration? 

- What does ISVs do to 
enable collaboration? 

 

- Collaboration due to reliance upon major 
platforms provided by Microsoft such as 
Office365, Dynamics and Azure Marketplace 
- Minor CSP´s get explore opportunity through 
industry-recognized channels as the AppSource 
- Microsoft offers go-to-market support for ISVs to 
accelerate their product growth 
- Networking and small-scale joint ventures 
between ISVs are established between Microsoft 
enabled partner peering 
- ISVs provide valuable feedback from their clients 
which can benefit core platform innovation 

 

Perils to the cloud 
domain 

 

- Is there any technologies 
conflicting with the cloud 
domain? 

- Are there signs of internal 
threats for either large or 
minor CSP´s? 

- Edge and fog computing 
- Serverless in IAAS and own applications 
- Not direct as Industry offerings come packaged 
and not as build your own 
- ISVs are in scope of acquisitions from either 
direct reliant core platform providers or indirect 
ones to seek dexterity by adding functionality to 
their core offerings.  
- Microsoft are known for rather aggressive M&A 
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- Is there a presence of M&A 
activity within the cloud 
domain?  
 

scenarios 

 

Discussion 

After presenting the findings from the empirical data gathered the following section 

aims to explicate co-relations between the empirical findings and the given research 

question in an attempt to answer it. The literature and concepts presented earlier, will 

be drawn upon to exemplify and extend the research-wise findings within the given 

domain. The first section will seek to expose the condition and prosperity of the given 

business ecosystem. This will aid in clarifying the business wise potential and verify 

how this biological niche are reacting towards the change in demand. From there a 

look into which ecological strategies the given market players are perceived to be in. 

This will then result in an objective stance to how this cloud ecology should consider 

their strategic advancements as the market tendencies are shifting towards a 

industry-specific orientation.  

The next section will seek to declare how coexistence between the CSPs are 

affecting the business wise possibilities and kinetics will provide possibilities in the 

future.  

Lastly the discussion will take a deep dive into how the future may look in case the 

ecological strategies implied are followed and provide recommendations for 

stakeholders within the cloud business domain to reflect upon in their strategic 

considerations.  

SaaS as preferred deployment type for Industry solutions 

As of the empirical data, it was evident that the demand for industry-specific solutions 

were clearly focusing on the SaaS deployment. Especially the statement from the 

interview Partner FM, provided a clear indication of what the general cloud market is 

heading as IT procurement scenarios are much more affected by business decision 

makers and not solely IT infrastructure stakeholders.  
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It was furthermore noticeable that IaaS and PaaS offerings are not relevant in this 

case as they require a much larger overhead of resources i.e internal and external 

resources for client organizations to build their own industry-relevant offerings 

synergizing with their business processes.  

Seen in correlation with what Microsoft offers, it synergizes well with the offerings 

through the several core SaaS platforms have established. This includes Office 365, 

Dynamics and so forth. All these should be considered building blocks for ISV´s that 

either currently or will offer industry specific solutions. This leads to the next section 

of the discussion into how Microsoft then intends to compete with the ICPs through 

coopetition.  

Assessment of the cloud business ecosystem health  

In order to derive the ecological vitality and status of the given business ecology, and 

finally to determine its future the three critical measure of health provided by Iansiti et 

Al in their paper “Ecology As a Strategy” will be applied to the empirical findings. 

According to the authors of the mentioned paper, the most critical measure 

Productivity. The most important measure of a biological ecosystem’s health is its 

ability to effectively convert non-biological inputs, such as sunlight and mineral 

nutrients, into living outputs—populations of organisms, or biomass (Iansiti et al, 

2004).  Iansiti et al, indicates Return On Investment (ROI) as a valid metric to 

measure productivity. Seen in the context of figure 7 from Emergence capital, every 

USD invested into an ICP index performed 20% better than if the equivalent is 

invested into a horizontal index. This provides a solid indication of the overall 

prosperity of the Industry cloud domain from an investment point of view. It does 

however only validate generic CSP providers profitability and business wise outcome 

against the Stand-alone ICPs such as mentioned earlier in this thesis.  

Since this issue was identified prior to the empirical data gathering a series of 

questions were asked to disclose how this would appear in the biological entity of 

Microsoft and its underlying partner network which can be perceived as the 

embodiment of the ecosystem. Especially the interview with SKP provided an 

indication that Microsoft is in a generally profitable fiscal year as he stated that 

Microsoft's global revenue on public cloud offerings had increased by 98% in 2017 

compared to the fiscal year of 2016. The interview partner from Microsoft furthermore 

confirmed how large a portion of this was generated from its underlying partners.  
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To highlight the statement from secondary data, it revealed that 95% of its revenue 

came directly from partners and Microsoft’s Co-Sell programs such as Azure 

Marketplace and AppSource was generating 8 billion USD in 2018 through 

contracted revenue. This confirms the productivity for Microsoft and its underlying 

ecosystem.  

The second measurements proposed by Iansiti et al focus on an ecosystems level of 

Robustness. This encompasses the ability to persist during environmental changes, 

which in an IT ecosystem context are often seen as disruptive technologies entering 

the domain. To first assess the overall robustness of the collective cloud business 

domain it must be considered as robust as the indications from the IT research firms 

stated in earlier sections of this thesis. For the instance of a major cloud providers as 

Microsoft and others, they previously provided generic cloud services. Their defense 

mechanism can clearly not only rely on having a dominant position, but instead 

innovation to provide what the standalone ICPs have brought to the cloud domain 

within the last few years. The empirical data clearly revealed how Microsoft as a core 

platform provider relied heavily on their partners to prosper new business 

opportunities. Several of the examples mentioned from both the Major Provider, 

Microsoft , and the minor CSPs such as FiftyTwo confirmed this. The industry 

template in Figure 9 for the Dynamics365 platform clearly indicated that Microsoft 

attempt to capture vertical-oriented markets, however only by providing the 

underlying architecture. It is then up to partners to deliver the solutions which will fill 

out each potential spot in a Microsoft-driven ERP platform, which focuses solely on 

one particular business vertical and its unique business processes.  

Iansiti et al also stat that “a company that is a part of a robust ecosystem enjoys 

relative predictability, and the relationships among members of the ecosystem are 

buffered against external shocks” (Iansiti et al, 2004). To apply this to the case of this 

multiple case study of Microsoft and the partners interviewed for this thesis, it 

appeared as if there was a solid reasoning behind partnering with Microsoft for 

offering their cloud services. As for the partner, FiftyTwo, it was a direct strategic 

decision, as they believe in their cloud-based dynamic platform and how it has 

evolved since its inception. To interpret the statements from FiftyTwo it became 

evident that driving a core platform such as the Dynamics was a safe harbour, to be 

in since the business volume within Dynamics was a indication that there fertile 

ground ahead since Microsoft keep adding functionality to it and drive other initiatives 
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to attract even more partners that may create an attractive solution for client 

organizations.  

Robustness and Productivity does not solely provide indications of a prosperous 
business ecology. Seen from an biological point of view, a threat to the environment 

may be saved by the diversity in species to ensure continued existence. This is 

according to Iansiti et al the ability to thrive Niche Creation. Seen in the light of the 

multiple case studied for this thesis, Microsoft are clearly able to create an underlying 

foundation for which ISV´s can then leverage to their advantage and create a service 

on with serves a specific purpose and it not already present in the core functionality 

provided. Due to the large number of providers that offer industry-specific services 

through AppSource and other Microsoft marketplaces exposed in the findings. 

Microsoft therefore appear to through minor CSPs to answer the demand for industry 

specific solutions but indirectly outsourcing it to its underlying partners. Seen in 

reflection of Iansiti et al, this provides a clear confirmation of Microsoft as Keystone 

organization. Microsoft have due to their underlying partner network created a 

thriving environment. This correlates with the biological perspective which suggests 

that diversity provides an ability to external shocks and a potential for productive 

innovation as stated by Iansiti et al. The external shock should in this instance be the 

arise of the stand-alone ICPs described in in a previous section. since the inception 

of the AppSource program among other initiatives appears as a clear statement that 

the organization aims to follow the purchasing trend of industry-oriented solutions 

within the collective cloud business domain. This is apprehended simply by providing 

a platform that most organizations already have a dependency upon, and then 

adding multiple layers of functionality which serves areas unique to their industry and 

business domain.  

Mapping of the ecological strategies 

Since the findings and discussion so far have confirmed how the trend towards 

industry-specific solutions are going to become the norm, a look into the keystone 

chart first presented in the literature is relevant. This will be of aid towards 

understanding how the market will move onwards and how the major cloud service 

providers may look to capture but also retain the value and position they have.  

Keystone: As anticipated prior to initiating this research Microsoft have been pre-
perceived as a keystone organization within the cloud domain. The pre-perception 
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was based upon the literature from Iansiti Et al that appointed Microsoft to be in this 

position in other IT domains. This includes areas of operating systems and general 

software.  
 

The findings confirmed this as the interview partner from Microsoft itself gave 

indications that was aligned with the literature. The firm have established platforms in 

which others may leverage for their own business needs. This was evident on the 

fact that Microsoft has a large array of partners and many of these intend or have 

already created industry specific cloud services. This is inline with how Iansiti 

explicates a keystone to “Creating platforms as services, tool or technologies that 

other members of the ecosystem can use to enhance their own performance” (Iansiti 

et al, 2004). In this case, Microsoft ́s cloud platforms have been given a wide array of 

new features, in which seek to capture the market interest of the industry-specific 

solutions.   

 

Niche: A niche player aims to develop specialized capabilities that differentiate it 

from other companies in the network (Iansiti et al, 2004). By leveraging 

complementary resources from other niche players or from an ecosystem keystone, 

the niche player can focus all its energies on enhancing its narrow domain of 

expertise. This goes hand in hand with the role of the ISVs which have utilized the 

major core platforms from Microsoft as Office365, Dynamics and Azure. When niche 

players are allowed to thrive within an ecosystem, they are responsible for creating 

most of the value creation and innovation (Iansiti et al, 2004). Seen in the light of the 

empirical findings, this appears to be the case for how Microsoft as a major CSP tries 

to take part in the industry-oriented trend in the market.  
 

     

Commodity: In the traditional business sphere commodity products refer to 

homogeneous products such as gasoline. Within software it has been a disputed 

topic since it can be a very subjective matter to identify some IT services as a 

homogenous artifact. In this research context it does however appear as SaaS 

services that serve a very straight forward purpose and with no additional 

functionality on top of it. These where earlier in this thesis referred to as horizontal 

cloud service providers.  
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Physical Dominator: As the findings suggested, there is a presence of other major 

technology providers that constantly are endangering Microsoft's position as a 

Keystone. Whether they are successful at it is still unrevealed since the empirical 

evidence gathered for this thesis only gave superficial signs of it occurring. The 

interviews labeled the ERP giant such as SAP as a typical dominator since they have 

one common platform and try to capture ISVs by acquisitions.     

       

 
Figure 12. Placement of the various business ecosystem players in accordance with the 
proposed typology from Iansiti & Levien (2004).  

The ecosystems evolution 

The previous section confirmed that Microsoft appear to be on top of the cloud 

business ecosystem as a keystone with a powerful network of suppliers in terms of 

their partners. From the empirical data, it became evident that the organization 

already have launched several initiatives to meet the demand for industry-specific 

solutions. It did however appear that Microsoft relies on their core platforms to meet 

this industry-specific demand and not launch actual product initiatives themselves. 

This appears interesting to investigate further in a theoretical lens, as it aligns well 

with the concepts developed by Moore which are described in the literature review. 

Since Both the AppSource with industry-refinement and the Dynamics for Industries 

templates were launched several years ago, Microsoft must be perceived as having 

passed the birth state of the evolution of a business ecosystem. According to Moore, 

established companies are often better off waiting and watching carefully as new 
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market tendencies appears. This can be confirmed as being the case for Microsoft, 

since the first-movers within industry-specific solutions appears as to arise in the time 

period of 2013 and onwards from the stand-alone ICPS where as the Microsoft 

initiatives only appear to have been launched from 2017.  

Moore furthermore addresses how the iterative process of trying out innovative ideas 

and discovering which solutions are attractive to customers are hard to achieve in 

traditional corporate environments. This must also seen as being the case for 

Microsoft since the interview partner from Microsoft clearly stated that due to 

organizational structure and approval processes, innovation of either new or re-

innovation of already existing product lines may be a timely affair.  

As for the second stage, Expansion is where established companies can 

subsequently replicate other successful ideas and broadcast them to a wider market. 

In other words, this refers to how some companies can enter the market easily in 

second stage by replicating the ideas of other developers and exposing them to a 

broader market (Moore 1993). This is in line with what Microsoft apprehended since 

they launched customized their core platforms to focus on a industry-specific set of 

sub solutions to endorse their already established platforms. Furthermore, Microsoft 

have provided go-to-market support for their partners and the findings indicated 

several other initiatives that encouraged their partners to stay onboard with Microsoft 

as their key partner.  

The findings also revealed how one partner was offered to join another major key 

player in the cloud-based ERP market, as they could see potential in their service 

offering. This is in line with Moore’s statement that explicates “how rival ecosystems 

may be closely matched and attack the same territory. Fighting can get ugly as each 

ecosystem tries to exert pressure on suppliers and customers to join up (Moore 

1993). It appears as the major players within certain business domains are willing to 

pressure or eventually acquire companies that possess knowledge, expertise and 

lastly a product that they see a potential within. Microsoft have on the contrary 

offered a platform, a pool of resources and a more open approach to onboarding 

potential partners as explicated in the findings.  

While the expansion phase appears to have been successful to Microsoft, a look into 

whether they possess ecosystem Leadership is worth questioning. Moore states 

that two conditions contribute to the onset of the leadership struggles that emphases 
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this third stage in the evolution of a business ecosystem:  “At first, an ecology must 

be worth fighting over. Secondly, the structure of the value-adding components and 

processes that are central to the business ecosystem must become reasonably 

stable” (Moore 1993). As for the case investigated it must be confirmed that Microsoft 

clearly intends to capture the attention of the Minor CSPs that either have or intend 

to create niche-oriented solutions. This is as indicated in the findings, apprehended 

by allowing discounted rates on Microsoft's core platforms and providing 

opportunities such as components for their SaaS solutions and APaaS which was 

referred to in illustration10. This allows newcomers to leverage what Microsoft have 

already in place and provide globally scalable solutions. As for the second condition, 

which emphasizes how the structure and processes that are key to the ecosystem 

must be stable the market share and impression from the empirical data indicated 

consistency and trust from Microsoft partners.  

Based on the previous section it must be concluded that Microsoft have passed the 

third stage in terms of taking a leadership status in attracting ISVs as partners to 

build on their core solutions. The firm have however not “won” the battle of the 

industry cloud market as of based on the findings in the thesis. Instead the focus 

appear to be present in the stage Microsoft currently are in which is the Self-
Renewal phase. Moore states that this fourth stage is present when a mature 

business community are threatened by rising new ecosystems and innovations. For 

this case study it must be perceived as the stand-alone ICPs are creating disruption 

to the commodity services that Microsoft have established and are offering an 

alternative to. Moore additionally states that changes in customer buying patterns 

can be the cause of this, which must also be confirmed since the findings revealed 

how it is now business decision makers that are on the look-out for ways to enhance 

their business processes with out-of-the-box SaaS-solutions.   

Lastly seen in context of the fourth-stage, Moore states how even a dominant 
company can not anticipate that its reliant ecosystem is immortal (Moore 1993). 

Seen in relation to the findings, rivalling core providers such as SAP and IBM appear 

to be on the lookout for acquisitions to strengthen their own core offerings or 

ecosystems. If not careful of the way the ISVs and their potential to add value 

towards their commodity platforms are carefully assessed and re-evaluated. 

Companies that once dominated their industries have according to Moore been 

blindsided by new competition that it did not perceive as a vital threat. It does 
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however from the findings indicate that Microsoft clearly intends to capitalize on the 

change towards industry-oriented services. 

Whether Microsoft is in a position to renew its ecosystem on which its future is 
dependant upon will be questioned on the approach they have in managing their 

partners and not cutting on the margins or support they provide towards these. The 

firm has clearly taken the first initial steps, but whether it will reach the same level of 

functionality as the stand-alone ICPs is questionable for the time this research was 

carried out. As the indications of the depth of the solutions that the ICPS contained, it 

is indecisive whether Microsoft can provide similar layercake architectures and 

thereby value as presented in earlier in this thesis   

The interview with EH indicated that cloud is to be perceived as in IOT-enabler. he 

specifically stated that physical hardware components such as IOT hubs coupled to 

SaaS solutions would be the future revolution IT as a whole. Whether Microsoft aim 

to draw upon this opportunity have not been investigated further. There is however 

from current insights from the findings only the appearance of loosely coupled SaaS 

extensions and no partner-oriented solutions  

Evident proof of co-opetition  

The findings revealed that Microsoft does not intend create a self-propelled answer 

to what the stand alone ICPs described earlier in this thesis have brought to the 

market. Although the firm clearly intend to be a market leader within the collective 

cloud domain, it appears as the firm has settled in a position where it with its partners 

can co-evolve capabilities around new demands and buying trends within its 

business domain. This is in line with Brandenburger and Nalebuff´s  paper on co-

opetition as it states: A player is a complementor if customers value your product 

more when they have that player’s product than when they have your product alone. 

– (Brandenburger et al, 1997). This confirms the hypothesis of how coopetition can 

assist in creating a healthy ecosystem by collaborating in areas where other players 

have a stronger product and resources devoted constantly innovating within that 

specific category. To apply this clearly to the case of Microsoft, that clearly have 

developed a set of thriving platforms, but on its own, a platform such as Dynamics or 

the equivalent must be perceived as a commodity that is easy to replace with a 

substitute.  
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To look through the Value Net proposed by Brandenburger et. al, it appears as 

Microsoft are the suppliers, hence they provide the underlying platform. The 

complementors are the ISVs such as FiftyTwo and others which then add the value 

that Microsoft does not intend to try and innovate themselves. Instead of providing 

one common solution for each industry and label it with their own brand, the client 

organizations get to choose from the abundance of partners that are available to 

them through the AppSource and other Microsoft established marketplaces.  

In addition to providing the platforms, the aid and support partners receive as go-to-

market help, discounted rates on their products and architectural assistance and so 

forth is in correlation with the statement of how Brandenburger et al states that new 

suppliers can be “payed to play”. If there was no benefits of becoming a subprovider 

to a Microsoft-developed platform, the partners would be likely to either establish 

their own foundation or seek an alternative keystone for aid with market-entry.   

Seen in contrast to what the stand-alone ICPs offer, the extensions available through 

the AppSource are generally more cost efficient based on the findings. This is due to 

it only being a sub-component of a major system such as the Dynamics ERP. The 

interview with SKP clearly revealed that the amount of effort to trial their partners 

services where effortless compared to what it may be assumed to test the alternative 

from an ICP. As the findings revealed the majority of companies in Denmark already 

have a large dependence upon Microsoft and already have implemented some of the 

core platforms. This makes the appeal of trying out extensions available to 

complement their already implemented technologies an uncomplicated process 

compared to making a switch towards a completely new set of information systems 

which would be the case with the stand-alone ICPs.  

Furthermore, it would not only lead to a synergistic platform with the best of all the 

trades, but eventually generate the opportunity for new business ventures between 

firms that may not have collaborated earlier. This is due to the partner peering 

Microsoft's offers as the findings indicated.  

Seen in the light of the literature from a previous section, the level of value co-

creation must be considered as being significant. Sarker explicated how exchange is 

a nominal form of value co-creation An example of this was how FiftyTwo A/S 

provided feedback back towards Microsoft as they progressed in their service 

innovation.  
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Furthermore Sarker proposed the concept of addition, where one or both sides of a 

partnership generates value streams by developing contributions made by the other. 

Since the partners both mentioned earlier in this paper and the remaining which 

contribute on the core cloud platforms Microsoft have in place, this must be seen as 

being a prime example of value co-creation.  

Conflict of interest 

According to Iansiti et al, despite how unique and specialized strategies a niche 

player find itself with, it may enter conflict with other niche players, keystone, and 

dominators (Iansiti et al, 2004). Taking this into consideration ISVs which have 

previously been described as the niche players must be careful in their approach and 

reliance. As the findings revealed, Microsoft have been known to enforce a rather 

aggressive acquisition strategy and this may come to a potential threat towards an 

ISV that possess a unique proposition due to their offering.  

The statement made from the Microsoft representative interviewed for the thesis 

disclosed that the firm does usually not acquire ISVs. Microsoft where according to 

SKP known for more alternative investments into areas where the firm have no 

current stakes to capture insights into new domains. This does however not impose 

the fact that they have not acquired ISVs that have built solutions on their core 

offerings previously. This was proven by the Dynamics partner which disclosed 

several examples and provided insights into how some ISVs had no choice but to sell 

out towards their platform provider - Microsoft. This is inline with Iansiti et al’s 

statement: “Niche players that do not or cannot actively advance and evolve their 

products toward the edges of the ecosystem may find that the frontier of a keystone’s 

expanding platform will approach the niche they occupy—often forcing the niche 

player to let its product be incorporated into the platform” (Iansiti et al, 2004). Taking 

this into further consideration for an ISV, the only escape from ecosystem 

cannibalism would be to constantly innovate and be on the forefront of the demands 

to ensure its relevance. For the case of the ISVs that have developed their offerings 

on Microsoft core technologies i.e Dynamics, it may be difficult to advance their 

offerings further. An example of this would be if Microsoft decided to make no new 

alterations and advancements to their platform, as this would be a potential way to 

add functionality to a service offering.  
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Strategic considerations for ISVs 

For a niche player, such as an ISV that serves an industry-specific demand, the 

question is whether it should devout resources to spread its dependencies would be 

beneficial. To some extent this would be difficult as some ISVs such as FiftyTwo 

interviewed for the thesis, have built their entire service on an ERP platform with 

highly unique architecture. As an ISV, it must be expected to have some sort of lock-

in towards at least one core provider or partner. However to build an entire service 

offering on top of one unique platform with no opportunity to switch to another could 

be a potential issue. As the findings also revealed, most client organizations do not 

impose on having one provider for its entire IT landscape which is now often a cloud-

based one. It should therefore be considered to be platform agnostic for some ISVs 

even though the establishing costs could be significantly higher and require a large 

resource overhead. The findings did however also reveal how many client’s 

organizations prefer to have a multi-cloud strategy and also how the entire concept of 

the API-economy appears to be advancing. Seen in the context of the ISVs their 

offerings are likely to reach a broader target audience.  

Conclusion 

This thesis was set in motion to detect how a major cloud service provider is 

adapting to the demand for industry-specific solutions and how it is affecting the 

surrounding ecosystem. By assembling a coherent theoretical framework within the 

domains of business ecosystems, co-opetition and value co-creation, the research 

question was set to be answered. By conducting a series of interviews with relevant 

stakeholders from the Danish IT-sector the empirical data was in place. The findings 

revealed a clear indication that the future within cloud services is on Software as a 

Service solutions due to minimal implementation efforts and no resource overhead 

required besides integration to an existing landscape. It appeared as Microsoft which 

was chosen as a part of the case study have utilized their already existing SaaS-

platforms to meet the demand for industry-specific solutions. Instead of creating their 

own subset of applications to cater each particular industry, Microsoft have trusted 

their extensive partner network to create suitable solutions - based on their cloud 

platforms. Seen in the light of the core theoretical underpinnings it confirmed 

Microsoft as a Keystone organization and the ISVs as Niche players. It appeared as 

if Microsoft tend to keep innovate their platforms and market offerings in order to 



Master Thesis   
Joakim Keilgaard – Student ID: 12509 

Copenhagen Business School 
 August 2019  

 

 63 

retain the partners and not let them shift towards oppositioning CSPs that would 

eventually try to capture their value into their value net. Seen from the keystone 

perspective it appeared prosperous to not launch a series of self-contained initiatives 

to capture the market shares that the stand-alone ICPs are focusing on. Instead a 

thriving set of partners that on their own try to innovate carry the burden of offering 

these industry specific services, but with little or no upfront investment.  

It was later questioned if the ISVs should be wary of their core platform provider in 

terms of being either acquired or see their main functionality implemented as default 

into Microsoft ́s own platform. Statements from interview partners representing 

Microsoft indicated that this was not a realistic scenario, however other empirical 

findings indicated that this has happened previously. An opportunity to prevent this 

would for some ISVs be to lay their eggs in several baskets and not trust only one 

major CSP as their keystone of choice.  

Lastly it will be interesting to see how the development of the stand-alone ICPs will 

advance and whether the major CSP´s such as Microsoft will continue to prosper 

with their partner driven approach to providing industry-specific solutions.  

Limitations and further research  
In this thesis, a look into how one cloud service provider and its underlying partner 

network have reacted towards a change in the purchasing trend in the market. As for 

this a multiple case study around Microsoft was selected as this was an obvious 

choice due to access to interview partners and knowledge of the firm's overall 

strategy and core services. An interesting alternative or broader approach would 

have been to make a parallel research between two major providers and assess their 

differences in approach to capturing ISVs attention and thereby cover the demand for 

industry specific solutions. Amazon Web Services would have been an ideal choice 

as a competing keystone organization, but due to their lack of local presence this 

was not an option.  

A subsequent research that would benefit the outcome will be to engage with ISV´s 

that offer niche or industry-specific solutions but does not have any relation towards 

Microsoft. This would eventually lead to indications of where they lacked as a 

Keystone and what eventually could enhance their position in the ecosystem to a 

larger extend.  
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An additional limitation to this study was time. Apprehending research on industry 

development, is most best for longitudinal research over an extended period of time. 

By this approach it enables the possibility to assess the ecosystem evolving in 

different stages and not only its current progression as a snapshot.   
 

 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Master Thesis   
Joakim Keilgaard – Student ID: 12509 

Copenhagen Business School 
 August 2019  

 

 65 

Bibliography 

 
- Anne James,  Jen-Yao Chung (2015), ”Business and Industry Specific Cloud: 

Challenges and opportunities” Editorial. Published by Elsevier  

- Barry J. Nalebuff Adam M. Brandenburger, (1997),"Co-opetition: Competitive 
and cooperative business strategies for the digital economy", Strategy & Leadership, 
Vol. 25 Iss 6 pp. 28 – 33.  

- Moore, J.F. (1996), ”The Death of Competition: Leadership and strategy in the age 
of business ecosystems,  New York: HarperCollins.  

- Ritter, Gordon (2014), “The Five Hallmarks Of An Industry Cloud Company”. In: 
Forbes (cit. on pp. 4, 9–12).  

- Iansiti, et. al (2004),  “Ecology as Strategy”. In: Ecology as Strategy. Harvard, pp. 
68–78 (cit. on pp. 6–8, 13–14). 

Mell, Peter and Tim Grance (2011), “The NIST Def- inition of Cloud Computing”. In: 
NIST (cit. on pp. 3–5).  

- Basole, R.C. (2009),  ”Visualization of interfirm relations in a converging mobile 
ecosystem”. Journal of Information Technology 24, 2, pp. 144–159.  

- Hedman, J., & Xiao, X. (2016), ”Transition to the Cloud: A Vendor Perspective”. 
2016 49th Hawaii International Conference on System Sciences.  

- Sarker, S., Sarker, S., Sahayn, A & Niels Bjørn-Andersen (2012),  ”Exploring 
Value Cocreation in relationships between an ERP vendor and ITs partners-a 
revelatory case study”. MIS Quarterly Vol. 36 No. March.  

- Selander, L., Henfridsson, O., & Svahn, F. (2010), ”Transforming Ecosystem 
Relationships in Digital Innovation”. ICIS, 138.  

-  Saunders, M., Lewis, P., & Thornhill, A. (2009),  ”Research Methods for 
Business Students” Pearson Education, 5th edition.  

-  Kahn, R. L., & Cannell, C. F. (1957),  ”The dynamics of interviewing; theory, 
technique, and cases. 6th edition.  

 

 

 

 



Master Thesis   
Joakim Keilgaard – Student ID: 12509 

Copenhagen Business School 
 August 2019  

 

 66 

Internet sources:  

 
- Gartner Article (Retrieved March 2019):  
https://www.gartner.com/en/newsroom/press-releases/2018-09-12-gartner-forecasts-
worldwide-public-cloud-revenue-to-grow-17-percent-in-2019 
 
- ComputerWorld article (Retrieved March, 2019): 

https://www.computerworld.dk/art/245066/undersoegelse-microsoft-sidder-uhoert-

solidt-paa-cloud-markedet-i-danmark 

- Ecommercetimes.com article (Retrieved February 2019) 

https://www.ecommercetimes.com/story/80281.html 

- Stackoverflow discussion board on Cloud service models (Retrieved June 2019):  

https://stackoverflow.com/questions/16820336/what-is-saas-paas-and-iaas-with-
examples 

- IDC article on growth spectrum of the industry cloud (Retrieved February 2019): 

https://www.idc.com/getdoc.jsp?containerId=prUS44551518 

- Veeva announcement on financial results of fiscal year of 2017 (Retrieved May, 
2019):  

https://www.veeva.com/resources/veeva-announces-fourth-quarter-and-fiscal-year-
2017-results/ 

- Microsoft Partner portal website (retrieved July 2019):  

https://partner.microsoft.com/en-us/membership/compare-offers 

- Meta-edge website on rise of the industry cloud (Retrieved January 2019):  

https://meta-edge.com/the-rise-of-industry-clouds-50c2980f691b 
 
- Gordon Ritter on the hallsmarks of Industry Cloud Solutions (Retrieved  December 
2019: 
 https://www.forbes.com/sites/ciocentral/2014/03/25/industry-cloud-rising-five-
hallmarks-of-an-industry-cloud-company/#43f11c25ce40 

- Randgroup website on Dynamics365 release (Retrieved December 2018):  

https://www.randgroup.com/insights/microsoft-dynamics-365-release-date/ 
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- Fortune500 website explicating Microsoft growth and current fiscal status 

(Retrieved July 2019):  

https://fortune.com/fortune500/microsoft/ 
 
- CNBC website n Azure growth and earnings in 2019 (Retrieved July 2019):  

https://www.cnbc.com/2019/07/18/microsoft-intelligent-cloud-including-azure-now-its-
biggest-segment.html 
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Appendicies 
 

Appendix A: Interview guide 

Disrupting technologies that endanger or threaten the cloud business domain 

Question whether there are technologies that may interrupt with the prosperity of the 

cloud in general 

- Is there any technologies conflicting with the cloud domain?  

- What are the overlaps between the three different service models? 

- Are there signs of internal threats for major CSP´s? 

- Is there a presence of M&A activity within the cloud domain?  

 

Cloud market tendencies 

Probe what the tendencies is and confirm how the industry-specific solutions really 
are in demand 

- Is there growth on the cloud market? 

- What are the overall market tendencies?  

- What services are in demand?  

- Does client organizations select a strategy with one sole vendor? 

- Direction of the market now and in the future? 

- Is there a presence of industry-cloud solutions as of now? 

 

Market Positioning 

Objective is to ask questions examining how the various interview partners perceive 
their firms and others position in the market, especially in relation to industry-specific 

solutions.   
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- What are some ways opportunities as of now to leverage the market? 

- Does ISVs have reliance upon other players in the domain?  

- Where does the various ISVs and CSPs perceive themselves in the market? 

 

Collaboration and kinetics in the cloud domain 

Ask questions in a direction to see what partnerships are already established and 

how this may lead to cooperation.  

- To what extent is there collaboration between cloud solution providers and ISVs? 

- How do they collaborate and what are the key factors that prosper further 
collaboration? 

- Opportunities to collaborate or become partners? 

- What does major CSP´s do to foster collaboration? 

- What does ISVs do to enable collaboration? 
 

Perils to the cloud domain 

Topic objective is to verify if there should be any threatning technologies or “internal 
cannibalism” from within the cloud domain itself. Additionally verify if there as other 

places in the IT industry is M&A scenarios occurring and what the tendencies within 

these are in relation to the trend towards industry-specific solutions.  

- Is there any technologies conflicting with the cloud domain? 

- Are there signs of internal threats for either large or minor CSP´s? 

- Is there a presence of M&A activity within the cloud domain?  
 
 

 

 

 

 

 



Master Thesis   
Joakim Keilgaard – Student ID: 12509 

Copenhagen Business School 
 August 2019  

 

 70 

Appendix B: Codebook from interviews:  

Transcripts can be extracted at link:  

https://www.dropbox.com/sh/n347luv9vazsm5n/AAAUf4sVxuNmsCizc2JMRiX
Ka?dl=0 
 
Nodes\\indu_cloudnotes 

Name Description Files References 

Collaboration    
CSP enabled 
collaboration 

 6 22 

ISV enabled 
collaboration 

 6 19 

Partnership examples  6 9 
Market positioning    

Reliance  6 35 
Self-perception  6 9 

Market tendencies    
Growth  6 11 
Industry-specific 
examples 

 6 13 

Market direction  6 28 
Market tendencies  6 21 
one vendor choice  6 4 

Microsoft platforms    
Azure  6 14 
Dynamics365  2 19 
Office365  4 32 

Other Cloud vendors    
Amazon Web 
Services 

 5 18 

IBM  2 6 
Rackspace  1 1 
SAP  3 9 

Perils to the cloud 
domain 

   

Mergers & 
Acquisitions 

 5 14 
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Name Description Files References 

Supplier lock-in  3 8 
Threats  6 21 

Service Models    
IaaS  6 22 
PaaS  6 19 
SaaS  6 37 

 
 


