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A
fter analyzing more than $1 billion in 
o�ce technology transactions, there 
are some trends that we feel morally 

obligated to point out. For example, nearly 10 
years ago, we noticed that on-premise phone 
systems were starting to fade out, so we pre-
pared dealers for the next wave. We warned: 
“If you don’t switch to VoIP or cloud phones, 
your competitors will switch and outpace you. You can ei-
ther catch the wave and enjoy the ride of a lifetime — or be 
sucked into the undertow.” 

Back then, we were early — and, as a result, the businesses 
that took action remained �ve to 10 years ahead of the curve. 
�e early adopters pro�ted and expanded market share. 
Meanwhile, the laggards worked harder than ever before 
and struggled when they had to start competing on price. 

Today, the same situation is unfolding with servers. Most 
o�ce technology dealers ignore this data because they have 
become reliant on server sales to help prop up their busi-
nesses. �eir need to survive has e�ectively blinded them 
from seeing new opportunities. 

Let us be absolutely clear: If you are still relying on server 
sales to help keep your business running, you are now at sig-
ni�cant risk of being outcompeted. Why? Because you are 
in direct competition with an 800-pound gorilla: Microsoft.

To boil all this down into a single sentence, here is why 
now is the time to reexamine your business model: Micro-
soft Azure is not just a platform — it is an ecosystem. Azure 
technology is the future and it is time for o�ce technology 
dealers to embrace it before it is too late.

The Azure Advantage
Here is the good news. �e truth is 90% of your competi-

tors still have not adapted to Azure. And that is because it 
is new. �ey do not know how to price it, they lack a true 
understanding of how the underlying architecture actually 
delivers a lower true cost of ownership, and they are under-
estimating how dramatically it will impact the industry.  

Back when we predicted the decline of on-premise phones, 

there was a combination of factors at play — 
technological innovation, maturity in the life 
cycle and pro�tability potential for business 
owners. �at same mix is back. 

So, why haven’t your competitors �gured 
this out yet? Most of your competitors will 
dismiss Azure, yet, ironically, they are not 
certi�ed Azure Solutions Architect Experts. 

�at begs the question: How can you dismiss a solution that 
you do not understand yet? 

If you are not ready to make the jump, at least consider 
buying Microsoft stock — the company is revolutionizing 
the tech space in ways you cannot a�ord to ignore.

Azure o�ers unparalleled bene�ts to your clients:
n Cost savings: Azure is more a�ordable for the end user 

and more pro�table for the dealer. 
n Scalability: You can easily scale up or down depending 

on demand, giving your clients needed �exibility.
n Energy e�ciency: By moving to Azure, businesses can 

save a considerable amount via regional electricity arbi-
trage. For example, electricity costs are higher in Hawaii 
than they are in Louisiana, so what if all your servers ran in 
the latter location?

n Future innovation: Microsoft is at the forefront of tech 
advancements like quantum computing and arti�cial intel-
ligence (AI). When you sell Azure, you are not just selling a 
product, you are selling an ecosystem of continuous innova-
tion, which will keep your customer around for a long time. 

Why Azure is a Game Changer  
Microsoft’s Azure platform is not just a cloud solution. It is 

an ecosystem that customers will never want to leave. Once 
they are in, the bene�ts are endless. �ey receive a constant 
stream of value-added services, which increases their pro-
ductivity and boosts their pro�ts while you gain a long-term 
opportunity that will grow recurring revenue streams to your 
business. How would your life be positively impacted if you 
reduced your dependence on large capital expenditure/proj-
ect-based work over the next �ve years? What if every client  
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and every service you sold started to 
compound your pro�tability?

Here is why o�ce technology dealers 
need to examine Azure:

n Control costs: Azure’s cost manage-
ment features allow you to closely moni-
tor and control your clients’ spending. 

n Better performance: �e platform 
optimizes e�ciency, providing better 
results with fewer resources.

n Stronger security: Azure is backed 
by Microsoft’s $5-billion annual investment in cybersecu-
rity and a team of 8,500 security professionals. O�ering this 
level of security gives your clients peace of mind — some-
thing most competing MSPs/dealers cannot match.

Tackling Competitor Myths
One common objection we hear is that Azure is too expen-

sive, but this misconception stems from IT companies that 
are not Azure certi�ed. Since they lack a fundamental under-
standing of Azure’s pricing structures, they dismiss it because 
they want to keep selling what they already know. And even 
though server sales have been a strong pro�t center for many 
years, your clients do not want to keep purchasing them. All 
else equal, we estimate Azure costs to be roughly $165 per 
employee, which is nearly the same as traditional servers but 
with 30% better security, performance and scalability.

Another example of how Azure actually reduces the total 
cost of ownership is through proximal backup centers and 
leveraging various storage tiers (hot, cold or archive). �ese 
options allow for cost-e�ective, �exible data management 
that traditional on-premise servers cannot compete with. 

If your competitors are trying to steer clients away from 
Azure, make sure they are dismissing sophisticated concepts 
like storage tiers, otherwise they have no grounds for dismiss-
al. �ey are avoiding it because they have not �gured it out. 
We are teaching hundreds of o�ce technology dealers how 
to harness Azure to secure a lasting competitive advantage. 

In reality, Azure’s total cost of ownership is far lower than 
traditional options, and the value it delivers — including 
improved cybersecurity, enhanced performance and scal-
ability — is unmatched.

The Stakes for Office Technology Dealers
O�ce technology dealers who fail to adopt Azure are at risk 

of losing clients to those that do. Azure-certi�ed MSPs are al-
ready four years ahead of the curve, and as they uncover new 
value-adds for clients, they will continue to pull away from the 
competition because every time they make a new sale, they 
will add more recurring revenue into their businesses. 

In the near future, this will make them exponentially 

harder to compete with because they 
will be compounding pro�tability, 
which will enable them to hire better 
sta� members and invest in larger mar-
keting/advertising campaigns to cap-
ture more market share. 

Additionally, Azure eliminates the 
need to replace servers every four years, 
which means your business will cease to 
be reliant on convincing clients to make 
a major capital expenditure, which they 

do not want to make every few years. With Azure, the clients 
you onboard are highly likely to remain clients for life.

What’s In It for Office Technology Dealers?
For dealers, Azure is not just a tech solution — it is a game 

changer that can breathe new life into your business. Here 
is why:

n Recurring revenue: Azure allows o�ce technology 
dealers to build consistent, predictable revenue streams. 
Tired of always “putting out �res”? Do you want to see what 
you can accomplish when you spend the majority of your 
time working “on” your business versus “in” your business?

n Better client retention: Once clients move to Azure, they 
will never want to leave the Microsoft ecosystem. Azure con-
tinually evolves with AI, quantum computing and other cut-
ting-edge technologies, keeping your clients futureproofed.

n Competitive edge: Most of your competitors do not 
understand Azure yet, which gives you a signi�cant advan-
tage. If you have ever wondered how some companies secure 
a top-10% position in a new market and can sit on that for 
decades, it is because they sought out new information and 
moved faster than 90% of their competitors.  

You are in complete control of whether you harness this 
shift or are forced to adapt. Azure is not just the future — it is 
the present. �e only question is whether you will be part of 
it. For o�ce technology dealers, the time to act is now. Azure 
is transforming the landscape of IT, o�ering an ecosystem 
that is more secure, cost-e�ective and scalable than tradi-
tional servers. By moving to Azure, you are not just keeping 
up with your competitors, you are setting the pace. n
Dale Stein is co-founder of Technology Assurance Group (TAG), 

an organization of managed technology service providers 
(MTSPs). He is responsible for developing TAG’s strategic 

planning and guiding its business development. 
In addition, Stein is the managing partner for 

TAG’s MTSP, i-NETT, and also serves as its 
president. He also founded Westec Security 

Corp. and served as its CEO. Stein can be 
reached at dales@tagnational.com. 

Visit www.tagnational.com.

Azure is not just the future 
— it is the present. 
The only question is 
whether you will be
part of it. For office 
technology dealers, 
the time to act is now.
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