
As service providers consider entering the cloud market, they are 
presented with three main choices – to resell the product of a well 
known vendor, to build one’s own cloud applications, or sell a 
white-label product under ones own brand. The infographic below 
analyses the respective pros and cons of each approach. 
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RESELL BUILD 

Low setup fees. Predictable 
per user license fees. 

Enormous costs of developing 
a new cloud technology from 

scratch. 

Must adhere to vendors market 
pricing, packaging and hosting 

options 

Since it is own technology. complete 
control over packaging, pricing and 

choice of data center   

Margins restricted by 
vendors rigid reseller 
and retail pricing 

20% 
≈ 

Complete control 
over margins 

WHITE LABEL 

Low setup fees. Predictable 
per user license fees. 

Control over packaging, pricing 
and choice of data center to 

deploy 

High margins with low 
cost, and complete 
control over pricing 

50% 
≈ 

Pre-existing demand for 
vendors products 

Service providers own captive client 
base offers an immediate 

opportunity 

Service providers own captive 
client base offers an 

immediate opportunity 

Compete with thousands of 
other resellers of the vendors 

products 

No competition. Leverage your own 
brands strength with captive 

audience 

No competition. Leverage your 
own brands strength with 

captive audience 

Of channel partners fear channel 
conflict - vendors bypassing the 
channel to sell services directly to 
customers (Canalys 2014) 

All investment is being made in the 
service providers own brand. No risk 

of creating a potential competitor 

All investment is being made in 
the service providers own 

brand. No risk of creating a 
potential competitor 

62 % 



RESELL BUILD WHITE LABEL 

RISKS OPPORTUNITIES RISKS OPPORTUNITIES RISKS OPPORTUNITIES 

Reselling products of well known 
vendors is the most common 
strategy applied by service 
providers. However, apart from 
forcing the service provider into a 
rigid structure based on the vendor’s 
strategy, service providers also run 
the risk of building a potential 
competitor in the future.  

While building ones own technology 
gives a service provider the greatest 
control, it is also fraught with the 
greatest dangers. The service 
provider undertakes to develop a 
technology which presents 
enormous initial costs and which it 
has no experience or competence in. 
Chances of failure are great. 

Branding the cloud technology of a 
white label service provider is a 
happy medium between risks and 
opportunities. While the service 
provider benefits from the cloud 
expertise of the vendor and reduces 
capital investment, it is also 
protected the possibility building a 
potential future competitor. 

THE SCORECARD 

About HyperOffice 
HyperOffice is a global leader in cloud application enablement for 
service providers. It’s range of private label social, mobile, 
communication, and collaboration  applications enable Telcos, ISPs, 
Cable Operators, hosting companies and other service providers to 
participate in the booming cloud market with custom products under 
their own brand name. Benefits for service providers: 
 

• Build your own brand 
 

• Complete flexibility in packaging and pricing 
 

• Deploy in any data center of your choice globally 
 

• Choose from a wide range of in-demand communication, 
collaboration, mobile & social technologies 
 

• Benefit from HyperOffice’s more than 10 years of experience in 
the cloud 
 

• Get best in class margins 
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