
KCOM Group is a UK communications and IT services provider with a rich heritage in 

telecommunications, connectivity and cloud technologies. Their varied client base ranges 

from Jaguar Land Rover to Furniture Village.

KCOM’s cloud business operates in the enterprise, public sector and mid markets, focusing 

on connectivity to cloud, leveraging cloud infrastructure-as-a-service and cloud native 

application development. With deep technical knowledge in several cloud platforms, KCOM 

has been helping customers realise the benefi ts of public cloud since 2010.

Challenge

KCOM engaged Strategic Blue to review their 
cloud resale operations and strategy with a 
particular focus on three areas:

1. Identifi cation of any barriers to scaling that 
might impede continued growth of the resale 
business and propose the means by which 
these could be removed.

2. Guidance on how KCOM could take most 
advantage of AWS’ new Solution Provider 
Program, having recently upgraded from the 
Channel Reseller Program.

3. Cost optimisation services to benefi t end 
customers that would go a step beyond 
what is possible with traditional self-service 
tooling, that would be off ered as a Managed 
Service, along with clearer fi nancial reporting 
for KCOM’s own management.

KCOM
KCOM required help with 
their cloud resale operations 
and strategy.

Key Services People Powered FinOps

We provided KCOM with 
tailored, evidence-based 
insights into cloud resale

We created a custom 
action plan of change 
for KCOM

KCOM obtained new 
perspectives and 
approaches from our 
independent review



 Get more value from your cloud. Visit strategic-blue.com

Cloud economics experts  

Strategic Blue helped us  

process partner contracts,  

integrate an optimal  

purchasing approach and  

with billing.

Graham Masterson, Cloud 

Consulting Lead, KCOM

Solution

Strategic Blue leveraged its FinOps (Financial  
Operations) Review consultancy framework to 
apply a structured, proven and collaborative  
approach to exploring KCOM’s cloud  
resale business. 

This included data collection and review,  
webinars, analysis and interviews with senior 
management. 

KCOM provided information on their cloud buy 
(from cloud vendors) and sell (to end customers) 
agreements; operational invoicing and  
payment processes; market proposition clarity 
and strength.

Results

KCOM received tailored, evidence-based insights 
into cloud resale that were delivered in the form 
of a comprehensive report and a customised 
action plan of change. 

KCOM obtained new perspectives and  
approaches desired from an independent review. 
This has allowed them to further develop their 
cloud proposition with a business plan intended 
to offer a differentiated financial resale  
offering with appropriate risk measurement  
and mitigation. 

The collaborative engagement approach resulted 
in the development of a cloud resale strategy 
which can be used to provide competitive  
advantage, increased value from resale,  
additional savings to its customers and ensures 
alignment between resale and technical  
optimisation of end customer cloud usage.

Get more value from your cloud  
with Strategic Blue 

Cloud procurement and FinOps specialists focusing on three 

key areas which help you to:

Buy cloud your way Understand your cloud usage Optimise your cloud costs

Find out how much you could save! 

+44 203 872 2583
sales@strategic-blue.com


