Storage-as-a-Service: Buyer Preferences
and Market Analysis
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Storage-as-a-service is becoming a viable alternative for enterprises, small and medium-sized
businesses, and individual customers who need to store digital data and would prefer to procure
storage services and storage capacity as a hosted service rather than as an onsite product or set of
products.

This way of accessing storage capacity and services such as backup, archiving, replication, etc is
being driven by the enormous growth in the creation of digital data, by businesses as well as
consumers, often in the form of unstructured data files such as e-mail, photos, videos, music, and other
Web 2.0 content. Businesses also are under increasing pressure to meet regulatory compliance
requirements, as well as manage litigation risk, and using a storage service can provide assurance that
they are meeting requirements and will have enough capacity to account for future growth. Small and
medium-sized businesses also look at storage-as-a-service as a way of enabling a disaster recovery
strategy, when they do not have their own multiple data centers for data backup, replication and
archiving purposes.

In this study, IDC will:
- Characterize and segment current storage-as-a-service offerings

Identify tipping points for customer spending on storage-as-a-service offerings
Analyze customer requirements by segment pertaining to service level agreements (SLAS),
pricing, technology platform, and other elements of service delivery
Evaluate opportunities for storage OEMSs to sell their technology into service provider companies
Size and forecast customer spending by market segment and workload for storage-as-a-service
Analyze which service providers are in the best position to capture significant market share
Identify key sales and marketing messages and market positioning for providers, by market
segment
Identify and provide strategies to overcome barriers-to-entry in various market segments,
regarding corporate policies, storage strategies, and direction regarding build-vs.-buy
Analyze the services opportunity pertaining to remote/branch office storage requirements
Analyze the impact of regulatory compliance on customer buying behavior in this market

1) Telephone survey of 1,000 individuals who are responsible for setting up and/or using PCs in their
households or home offices.

2) In-depth interviews/case studies with (40) firms across large, mid-sized and small organizations. IT
managers and directors as well as line-of-business / functional stakeholders will be interviewed.

3) Quantitative survey on 800 organizations distributed evenly across large, mid-size, and small firms.
Survey will be fielded over the Web and focus on managers and directors responsible for data
protection, replication and/or archiving policies and/or related technology evaluation and
implementation.

The target customer for the research includes: Dir. Market Intelligence, VP Marketing, Dir. Business
Development, Dir. Product Management, Dir. Product Marketing, Dir. Sales Support. The target
organizations are among the following stakeholder groups: Storage hardware, software, and services
suppliers. In addition, interest is expected among service providers and Web 2.0 firms.

Transcripts of in-depth interviews/case studies
Final Report w-forecast & analysis
Final Executive Briefing, via a one-to-many telepho  ne briefing




PRICE $35,000 — Early-bird sponsors, before January 31, 2008
$40,000 — After January 31, 2008
$10,000 — Start-up/small vendor sponsors, early-bird sponsors before January 31, 2008
$15,000 —Start-up/small vendor sponsors, after January 31, 2008
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