
The Market Opportunity

•	 50% of compute, storage, and network resources 

and workloads will run on integrated systems by 

the end of 2015*

•	 FlexPod sales are often 2-3X larger than 

standalone product sales; avg deal $330K

•	 Over 5,000 customers, 100% customer growth, 

and 70% repeat business

Why Sell FlexPod? 

Expand Your Business  

•	 3X larger NetApp-Cisco sales. Average total 

FlexPod deal = $330K USD 

• 	Over 5,000 customers. 100% customer growth 

and 70% repeat business

 • Drive new technology. Shipping with clustered 

Data ONTAP 

• 	Gain the opportunity to brand your own FlexPod 

offerings based on specific applications, support, 

services, etc. 

The Data: Customers Love it 

•	 IDC – 300+ IT managers and execs ranked 

FlexPod  #1 in deployment interest out of 17 

vendors 

•	 Gartner – FlexPod is a leader in the Integrated 

Systems Magic Quadrant, June 2014  

•	 Forrester –Total Economic Impact analysis 

calculated FlexPod ROI of 120%; payback in 9 

months  

•	 50% guaranteed storage savings (NetApp) 

Why Westcon Group?
•	 One source for Cisco and NetApp for your 

FlexPod solution

•	 Consolidated delivery – don’t track parts, don’t 
track different deliveries, don’t go looking for 
parts of your order. 

•	 Westcon Group services – scale your FlexPod 
quickly and easily, Westcon Group can deliver 
services ranging from initial scoping and 
workshopping, implementation and post 
implementation documents that you can onsell 
to your customers

•	 Westcon Group FlexPod Finance – do your 
customers want affordable monthly payments 
rather than an initial outlay? Move that capex to 
opex with Westcon Group FlexPod Finance

Talk the Talk: Drivers Pushing End-Users to Go FlexPod 

Customers are interested in cloud, virtualisation, 
and converged infrastructures because their existing 
data centres are ill-equipped to help them overcome 
several considerable roadblocks. As a result, you 
should target organisations experiencing these key 
business and operational challenges: 

Business Challenges  

• 	Catering to more savvy, more empowered end 
users and lines of business 

• 	Providing quicker access to applications and 
information 

• 	Answering demands for greater collaboration 

• 	Coping with economic uncertainty

Operational Challenges  

•	 Cutting energy consumption 

• 	Improving the efficiency of asset utilisation 

• 	Simplifying complex, time-consuming provisioning 
cycles 

• 	Making sure of ongoing system and application 
integrity and availability 
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