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CHALLENGE
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“What | like about
CloudBlue is that we
have a framework
to follow”

Diego Santos, Chief Technology Officer, Nextios
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Accelerating growth

Nextios saw the potential of an open ecosystem to ensure the growth and
future viability of the company. Not only would it provide a way for Nextios to
expand the adoption of its own products into new segments and verticals but
it would also fuel growth for local partners in Brazil and help to establish the

region on the international stage.

To grow quickly and sustainably, it needed a way to open up its platform and
foster a community of vendors, third-party developers and service providers
to create complementary solutions around its core products by providing them
with the right infrastructure. Nextios was looking for a partner with the right
technology to launch its ecosystem and open up new sales opportunities for

software vendors across Brazil.

Expansion

Nextios is growing rapidly by offering
CloudBIlue capabilities not only to big
brands, but also many small brands
who can benefit from joining their
e-marketplace

Simplicity

The Nextios marketplace can now
allow the integration of multiple
partners via a single API

Scale

Nextios uses the CloudBlue platform
to offer service-as-a-software,
solving the complexity of scaling
on-demand services

Speed

Vendor and customer onboarding
are faster and more cost-effective
than ever before
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SOLUTION

Nextios partnered with CloudBlue to build its ecosystem and launch its
B2B marketplace in Brazil. By leveraging CloudBlue’s product catalog,
Nextios was able to jump-start the growth of its marketplace with access
to 200+ top vendor integrations and offer increased choice to end
customers.

With CloudBlue, Nextios could also automate XaaS delivery and unify
cloud procurement for both its own products and those of third-party
software vendors. By providing the infrastructure for smooth product
fulfillment cycles and new sales opportunities, Nextios could attract a
range of partners and open up an ecosystem around their brand.

Automated product
fulfillment

ensures that Nextios can maintain its ecosystem and support the growth
of local vendors while keeping development resources in check.

Investing in an open B2B
marketplace

helped Nextios attract the right mix of partners to build complementary
products and solutions around its existing services.

Generating more business
opportunities

in specific use-cases and verticals, positions Nextios as a digital transformation
leader for Brazil.
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USE CASES

MSP Use cases

SaaS & laa$S catalog expansion

Launching or expanding their cloud catalog with 200+ top vendors integrations.

They can integrate any order management od PSA system to Connect at this
stage: ServiceNow, ConnectWise without needing a Marketplace, or integrate
existing marketplace storefront with Connect if they have one.

(Xaa$S) delivery automation

Whether is to work from home or in the office, MSPs need to automate
the delivery and replacement of bundles to create their added value
oferings like Workplace-as-aservice, Cybersecurity as a service,
Wi-fi-as-a-service, etc.

Unified cloud procurement

MSPs need a centralized multi-vendor, multy-country cloud procurement,
spend control and forecasting, and reconciliation for billing purposes solution.
Purchasing as a group gives them also more negotiating power with vendors.

Multi-cloud orchestration

Central management of public and private cloud infrastructure is a core
pain point MSPs are dealing with today, together with automated application
deployment. During interviews, they highlight this as a key focus area for
their next investments.

B2B Marketplace

Some MSPs are making a significant portion of their revenue by acting
as hardware and software resellers. NOT for their Managed Services
clients, but for the SMB market, leveraging their good pricing conditions
with vendors.
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CHALLENGE SOLUTION

USE CASES

With CloudBlue taking care of the heavy-lifting associated with vendor
and catalog management, Nextios has been able to create a leading
B2B marketplace in Brazil without diverting the focus from its core
business model of service provision.

Nextios has a way to quickly and easily provide the right mix of
services to its customers by leveraging CloudBlue’s partner
ecosystem and cultivating its own network of local ISVs. In this way,
Nextios has been able to meet its goal in a cost-effective way and
support the growth of its partners.

Now, Nextios continues to keep an eye on the future with plans to
expand its service ecosystem across Latin American markets and
prime the region for international growth.

CloudBlue



https://www.nextios.com.br/
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