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	#
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	Question
	Answer

	1.
	SEA
	发展己经停滞的MCP可否转型为共建云？
Can a stalled MCP be transformed into a Partner?
	无论是现有的MCP或者是有兴趣的ISP，MSP，SI，ISV或至是顾问公司，专业服务如会计公司都可以成为代理或者介绍人。有运营能力的可兼顾销售及管理自己的租户，或者交付代运维由深信服来代运维。
Whether it is an existing MCP or an interested ISP, MSP, SI, ISV or consultant, professional services such as accounting firms can act as agents or introducers. Partners with technical skill-set can balance sales and Cloud Operation for their own tenants, or simply outsource Cloud daily operation & support to Sangfor (with delivery arm).

	2
	SEA
	公有云不CARE REGION吗？
Public Cloud Don't CARE  REGION?  
	公有云对REGION是关注的，而最关注的点是最终租户和市场的占有率。所以一个当地IT服务公司如果选择只转售公有云，最终会让跨国云公司取得大部分租户及利润分配权。
Public clouds do care regional/local, and the most focused is the end-customer(tenant) and market share. So if a local IT services company chooses to resell only public clouds, it will eventually allow multinational cloud companies to acquire most of the tenant and profit distribution rights.

	3
	SEA
	公共平台，自有平台共存问题？会导致客户流失或暴露本身问题吗？


Public platform, Managed Cloud conflict? Will it lead to churn or exposure some weakness?
	在不少具规模的应用上混合云（业务数据放在本地，电子商务平台放在云上）；甚至多云（在谷歌云上跑大数据分析，在IBM云上用国际语音分析，在阿里云上用中国方言语音分析，再把客户端和微信的小程序接口绑定）都是有的。IT服务商特别是SI和ISV可以有共存的云平台，而择选利润高及有利于自身发展的平台，深信服的Managed Cloud就是面向各层IT服务商，并让他们利用地区优势及客户信任度来共𦟀。
For a large deployment, Hybrid clouds (business data on the local server farm, e-commerce platform on the cloud) and even multi-cloud (big data analytics on google cloud, international voice analytics on IBM cloud, voice analysis in Chinese dialect on Alibaba cloud, and then API with WeChat) are common. IT service providers, especially SI and ISV can be a broker of cloud platforms, and choose a platform that is highly profitable and conducive to their own development, Sangfor’s Managed Cloud suits most types of IT service providers, and let them become Win-Win with their localized advantage and customer relationship.

	4
	SEA
	可以做到WHITE LABELING？

Can partner White Labeling?
	自主品牌是在平台操作及商务上都支持，深信服的售前及市场支援也可以弹性处理，以场地+硬件+云平台+地区总代理的身份来配合客户进行推广，解决方案定制，运营支援及渠道保护等。
Sangfor support White labeling at both platform operation and business side. Sangfor’s pre-sales and marketing support are also flexible, support partners to promote, solution architecting, operational support and channel support, as the owner of Cloud site, hardware vendor, cloud platform operation team & regional distributor.

	5
	SEA
	我们的SLA，渠道的SLA，机房的SLA？



Our SLA, Partner SLA,DC SLA?
	一般云基础架构的SLA单机房可以是99.9%/annual（非计划downtime~8.7小时)，双活机房可以是99.99%/annual（非计划downtime 52分钟)。而SLA溢时的后果一般是赔偿对应的租用费（例SLA溢时1小时，免去1小时的租用费）。而完全建立在单一平台的应用SLA只可以低于或等于该平台的SLA。
The SLA for a typical Single Site cloud infrastructure can be 99.9% /annual (non-planned downtime to 8.7 hours) and the active-active dual-site can reaches 99.99%/annual (non-planned downtime 52 minutes). The consequence of an SLA breached leads compensate for the corresponding rental fee (e.g. 1 hour at SLA breached time, free of 1 hour of rental fee). Application SLA that are built on a single platform can only be below or equal to the SLA of that platform.

	6
	SEA
	如何打消客户对数据安全的顾虑？
How we ease customer’s concerns about data security?
	本地TierIII或顶级机房，拥有ISO安全认证，物理间隔的大型租户，由硬件及云平台成一体的供应商提供主动式安全保护（防火墙，入侵检测探针，防病毒软件，数据加密选项，加密备份，管理网络监控，堡垒机及日志分析）直聘平台管理人员及其人事背景调查。
Local Tier III or top-of-the-line rooms with ISO security certification, large tenants with physical isolation, proactive security protection (firewalls, intrusion detection probes, antivirus software, data encryption options, encrypted backups, management network monitoring, bastion and log analysis), platform administrator filter and their personnel background checks

	7
	SEA
	我们的伸缩能力比不上公有云，超卖的话如何保证客户的体验？









Our scalability is not comparable to the public cloud, how to ensure customer experience with resource overcommit?
	公有云的伸缩能力在全球布局及没有设限的资源租用介面上。最适合场景是面向全球各地的新兴行业（电子商务，IOT，大数据）的按需租用。但以企业的业务系统的角度来看，公有云的全球伸缩能力只适合电子商务（在疫情期间一度曾因为大量实时数据处理，商务客户无法新增资源甚至开备用机），其虚机承诺年期内只可替换同级虚机；而Managed Cloud因为客户自我分配的资源池是可以按实际情况改变租户的租用形式作非常弹性的处理（以其专业服务与资源分配互相转换）。
资源池的超卖或实卖基本按照我们运营的预设，这个是可以跟据当地及服务的深度进行调节的。而深信服Managed Cloud的资源是以本地需求搭建，都是以最新的硬件做平台，在效能方面匹配公有云最顶级的虚机。在上线后也会跟据24X7的运维团队来进行监控，再由客户对租户用户体验进行实际而直接的了解而调节的。
再者我们的设计上基本可以满足一个即时的节点扩容和客户自控的退租机制，这个在实际操作上其实更具弹性。
Public Cloud’s image of good scalability is on the global footprint and on the unlimited resource allocation interface. Best fitted scenarios are on-demand rentals for global-facing emerging industries (e-commerce, IOT, big data). But from an enterprise's business system perspective, the global scalability of the public cloud is only suitable for e-commerce system (at one point during the outbreak, business customers were unable to add new resources or even turn on standbys because of a large amount of real-time data processing), and their reserved (contract) virtual machine can only replace same class virtual machines.
The overcommit or consolidation of the resource pool is basically controlled our operations, which can be adjusted according to the actual requirement.   Sangfor Managed Cloud's resources are built on local demand, are based on the latest hardware platform, in terms of performance to match the public cloud's top tier virtual machine. When a tenant abord, it will also be monitored with the 24X7 operations team, which will then be adjusted by the partner and well understanding the user experience requirements of the tenant. 
Moreover, it can be ad-hoc scale out at least one node and partners master the tenant’s contract terms and condition, which gives them more flexibility in actual practice.

	8
	SEA
	VPC的隔离如何处理？


What about isolation between VPCs?
	在共享区的租户只可取得TENANT ADMIN及获分配到的固定EIP，在VPC里的vxlan及内网IP可由其自行分配；但在对外接口的vlan则已经被上级管理员配置好。在Managed Cloud平台共享上租户VPC之间无法直接访问，而Private Cloud则按用户要求设定。
Tenants in the shared area can only obtain TENANT ADMIN and assigned fixed EIP, vxlan and intranet IP in VPC can be assigned by themselves;   VPC cannot visit each other directly On The Managed Cloud Platform, While Private Cloud network design is totally control by the User.

	9
	SEA
	如果我们代运维的话，责任落到谁身上，我们能够承诺的SLA是多少？

If we are fulfilment arm of the outsourced operation, who has the responsibility, what is the SLA we can commit to?
	代运维的团队初期可以由安排地区（亚洲/欧洲）技术客服集中第一客户支援(Tier1)及远程技术支援，本地团队负责场地运维及第二支援(Tier2)，后期本地客户服务多可以考虑与地区技术客服互换次序；而总部负责第三支援（Tier3)，负责云基础架构设计，定义及大型支援上。基本SLO可以定义一般是4小时响应；而在影响服务的基础架构上的问题要30分钟内或更短时间内响应，细则要和运维确认一下。
The fulfilment arm for operation outsourcing can initially be centralized at the regional (Asia / Europe) technical customer service as first tier customer support (Tier1) and remote technical support, the local team is responsible for on-site operations and second tier technical support (Tier2), later local customer service can consider the replacing of Tier 1, and the headquarters is responsible for the third architect support (Tier3), responsible for cloud infrastructure design, definition and large-scale support. Basic SLO can be defined as a typical four-hour acknowledge/response, while problems on the infrastructure that affect the service should be 30 minutes or less, with details will be confirmed by operations.

	10
	SEA
	同一个渠道的客户，有对性能需求不一样的客户，如何平衡这些workloads的性能？
How do customers from the same partner, with different performance requirements, balance the performance of these workloads?  
	在初期，因为Managed Cloud硬件都是最新的，可以应付高要求的性能，而低性能的用户可以暂时并存。以后在硬件更新扩充后，可以考虑分开高效区、一般应用区、特种机群(eg. SAP S/4 HANA), 及托管区(IBM Power, VTL, LTO-8 Tape Library)。
During initial stage, as Managed Cloud use the latest hardware, it provides high performance, while low-performance tenants can be coexisted. Later, after the hardware update is expanded, consider separating the high performance areas,  general application areas, and special machine groups (eg. SAP S/4 HANA),  and Hosting Zone (IBMPower,  VTL,  LTO-8  Tape Library).

	11
	SEA
	承载核心业务的时候，我们缺乏对业务的理解，我们最终还是把业务的问题丢还给了客户？

When we carry tenant’s core business applications, and we might lack an understanding of those business, and we end up leaving the business problems back to our customers?
	 对于企业核心业务，所使用的云科技无非是在容器或虚机上跑的应用加上数据库及存储和对应的应用服务运维及资料保护。我们的工作是维持一个高可用的本地基础架构服务云平台(IaaS)，对此，我们是专业并且有深度理解及长远布局的。而目标客户群正是提供对IT服务业务(ISP/SI)及对租户的服务(MS)，甚至是ISV架构SaaS，把最终客户交给最懂他们的本地服务者，这就是Managed Cloud的要发展的目标。
For the core business of the enterprise, the cloud technology used is nothing more than the application of running in containers or virtual machines plus database and storage with corresponding application service operation and data protection. Our job is to maintain a highly available localized infrastructure as a services cloud platform (IaaS), we are professional and have a deep understanding and long-term planning indeed. The target customer are the IT services Provider (ISP/SI) and the Managed services provider (MS), or ISVs to architecture their own SaaS.  Leave the end customer to the local service provider who knows them best, which is what Managed Cloud is designed for.

	12
	SEA
	原则上来讲，我们是不会主动鼓励渠道转型为MCP的吧？











In principle, we're not actively encouraging channel transition to MCP, are we?
	我们业务设计也不绑架渠道，新的商业模式跟之前你们做的不一样，差异很大，新的商业模式，基本上让渠道没有太大负担来尝试这个冒险
ISV是自己用容器还是为他客户提供一个生产环境是有分别的，自己用的话要多点控制权和资源，为客户上一个系统要安全和稳定生产能力。建议是先开放式心态，无论团队或客户有哪个倾向，都可以先把ISV锁定了产生粘性后向何方向发展都会有可能。有的传统ISV不一定有管理设计容器环境的能力，那时候他们就要为生产环境找一个可靠而又具性价比的平台了
在ISV的角度，他们如果想发展更大的收益，走软件月租模式是一个维持租定月收入而减少维护成本的方法，这就是SaaS，O365是成功案例的表表者。在购买放在数据中心的NG-CDI上自行建立SaaS，自行管理基础架构；或者利用己经有24X7的IaaS（即是Sangfor Managed Cloud)，只管理租户及为其搭建的应用系统。这两者并没有一定要二选一的冲突，IT服务商们可以逐步演化，兼顾或者按所上说的，先用传统CPE模式搭建SCP后再决定。MCP并非一定是IDC才有能力做，当然这个是一个展望，我们先和客户谈谈了解一下再说。
It is channels’ call, it is a fresh new business models, they're very different.  As new business models, basically Let the channels test the water without pressure first 
It is totally different, for ISV use container for their own development environment or to provide his customers with a stable production environment.  Their own Dev might need more control and resources, but put online customer's system, it must be safe and stable. The advice is to be open-minded first, not matter go Private Cloud or Managed Cloud, it is crucial to have stickiness with the customer. Some traditional ISVs might not capable to manage the design container environment all by themselves, when they have to find a reliable and cost-effective platform for the production environment
From an ISV perspective, if they want to gain more revenue, the software monthly subscription model is a way to maintain stable monthly revenue and reduce maintenance costs, which is called Software as a Service (SaaS), O365 is the goat of goats.  Build their own SaaS on the NG-CDI with CPE model and place in datacenter, manage your infrastructure yourself, or manage tenants and application systems based on 24x7 IaaS (Sangfor Managed Cloud).  There is no conflict between the two models, and IT service providers can evolve over time, take both or, as stated above,  building SCP in traditional CPE mode before deciding.  MCPs don't have to be IDC, and of course this is a vision, so let's talk to the customer first.

	13
	SEA
	Is Public Cloud Cheaper?
	Yes, it is cheaper for outdated compute hardware (Linux Web) like E5-26xx CPU, 
check the Public Cloud has a much higher price for (Linux App/DB) Gold 62xx CPU; and no discount for storage!

	14
	SEA
	What is the cost of The Managed Cloud Internet Bandwidth?
	The Managed Cloud provide Internet Bandwidth. Cost of bandwidth usually similar to local ISP’s business broadband.
And Partners can setup their own pricing strategy as long as their ROI are fulfilled.
Public Cloud charges per bit traffic usage (measured by out for Internet and in & out for VPC)! Partners has ?% discounted from Tenant’s price.

	15
	SEA
	Partners need to buy Node from Sangfor/Operator?
	Similar to Public Cloud Physical Node upfront model but follow Sangfor authorized dealer process. Partner will make upfront payment to confirm the Partnership and book usable Node resource (200U;400GB RAM; 10TB Storage). Without Partner’s intervention, Node will be joined with Managed Cloud’s HA Cluster and be allocated to Owner.  The upfront payment + yearly maintenance fee is fixed and Partner control price to their tenants and enjoy the established Cloud Infrastructure with SLA, such as NFV, Firewall, Failover redundant infra (Switches, Firewall, Compute Node, Power, UPS….).  Partner Exit option is available for during the Node’s 5-year lifecycle

	16
	SEA
	Co-Location a HCI infra seems cheaper than Resource subscription?
	Yes, they can if they own a Cloud Service Team and bear the SLA and Managed Service and shared Cloud Software License.  As the equation of Total Cost of Ownership is not (HCI Usable Resource=Managed Cloud)
There’re a lot of direct and indirect cost:
 - Rack, Switches, Firewall stacks, 2 or more HCI nodes, first time investment (Capex) vs REFUNDABLE Node subscription.
 - Software License for NFV, Security, Cloud Operation and Professional Service Charge for Implementation and support.
 - Maintain Operation team skill-site for Daily Operation, Security Control and Reseller Support/ Consultation.
Of cause, if the ISP/Operation partner requires a large deployment, the model should be Managed Private Cloud with standard but isolated provisioning to enjoy the Sangfor support service.

	17
	SEA
	the Local Public Cloud Vendor mostly already have high collaboration with existing Infrastructure provider (VMWare, Nutanix, Azure Stack, Others) here we have big challenges to replacing the existing environment which already build on Local Public Cloud Environment
	MCS offers various of partnership, does not ask for exclusive partnership. They can choose to start small (one node) or big bang with multiple nodes or even managed private cloud.

summarize channel message as:
· Positioning: Newer, Lower TCO, Partner friendly Enterprise Cloud channel program
· Best fit: IaaS Enterprise Server Farm (On-premises extension, DR Site, Cloud Backup or technology refreshment) or Systems requires local Cloud Service with performance and security control
· Major Roadmap: Portable PaaS with Cloud Native Application Lifecycle (DevSecOps), Global footprint (Regional eco-system), Managed Security Service
· Competitive Edge: Sangfor own Cloud Platform (Sangfor Hardware Infra + Sangfor NFV & Security Products + Sangfor Cloud Operation Best Practise), less cost overhead, more integrated management
VMWare partner has a cost issue since VSPP charge by function and virtualized RAM https://www.virten.net/2013/04/vmware-licensing-considerations-1-perpetual-vs-vspp/
AzureStack or Nutanix charge Core base license and request partner build their own Network & Security Infra, as well as Cloud Platform System

	18
	SEA
	huge challenges competing to Public Cloud(Azure, AWS, Ali Cloud, Others) since the services level that MCP can provided is limited compare to Public Cloud as Microservices, Load Balancing Features, High Availability Guarantee(Including not limited to DC DR and others solution for higher Availability
	Public Cloud services fit Internet facing agile business model which Revenue by the usage or scaling of end-user/consumer (such as Netflix, Clubhouse, Taobao, Amazon, O365, IOT data feed, Bigdata HPC)
If partner/customer’s business applications are designed for Public Cloud Only, like PaaS, microservice or Cloud DB Engines (Amazon Aurora, Azure Cosmos, Google BigQuery or AliCloud Apsara), they are being vendor lock-in. https://theithollow.com/2017/08/22/really-concerned-public-cloud-vendor-lock/
However, Enterprises use business applications locally too and with security and data protection concern, especially data privacy ordinance/compliance.  MCS can help to address performance, data security.  It also has 24*7 operation team for alliance partners and outsourcing Tier 1 customer service as well

	19
	SEA
	Technically we still cannot provide fully integration with other infrastructure, let say for VMWare we not yet possible to become multitenancy for VMWare environment, only limited to integration and management.
	Yes, since virtualization platforms are not compatible to each other, VMWare, OpenShift, Nutanix AHV or SCP.  Same as Public Clouds, unless the customer willing to pay >10K/month for VMC at AWS.
For the customers have a strong requirement of VMWare environment, should consider managed private cloud.

	20
	SEA
	Which is Tenant can have Local Public Cloud solution which is not limited to integrate and migrate between Hybrid Cloud, but more value including DR as a Service for providing Backups, DR and Replication on Public Cloud(Partner’s MCP)
	Backup or DR environment can be provisioned at Managed Cloud Platform
However, DR as a Service is either fulfilled by Application/System Owner or by outsourced fulfilment arm.
Cross-site Cluster or storage replication (On-premises to DC), not matter is private cloud or MCS will be a mid-size project with budget and RTO/RPO requirement. For most of common scenarios, suggest failover/migrate by CDP or backup tools instead of HCI cluster level.
For the customer they have a strong requirement of integrated and clustered architecture between On-premises and Managed Cloud Service, should consider managed private cloud.

	21
	SZ
	在现实生活中与我有过业务交往的朋友都知道，我一直非常反对企业将自身的业务数据放在公有云上。

其一是公有云自身的安全隐患，就是南北向（数据进出方向）的安全措施较多，而东西向（租户之间方向）的网络安全与数据安全相比之下形同虚设。因为就像以前学校的宿舍，进大门总有个传达室大爷时刻监视着你到底是不是这栋楼的住户。而在寝室间窜来窜去就容易得多。有人说，把南北向的设备不计代价地全搬到东西向不就行了？那倒是可以，但那实际上就成了一栋栋别墅，是私有云了。

其二是公有云的所有者根本不可能如它们所标榜的以租户利益至上。无论多大规模的公有云，其背后一定是资本。而资本，是不可能自带道德感的。即使它鼓吹“不作恶”，“不合作”，都不过是在利益交换中有一定的门槛而已。很多公有云的拥有者，背后与租户有着现实的市场竞争关系，你认为它真的能够无视竞争对手租用自己的基础设备做大做强吗？例子很多，无法列举，说出来都是官司。
	反对企业将自身的业务数据放在公有云上 还是 反对企业将自身的业务数据只放在公有云上？
公有云本身作为面向互联网应用或是全球足迹的物联网应用等，都有其优点。
举些实际的业务并与互联网应用无关的场景：商场，电梯，流动的电子告示牌，他们的内容推送和广告插播安排与互动系统（母片和业务系统在地/制定好内容编排及互动系统前端在云）；另一个跨国跨省多级别的零售系统（历史数据及产品及客户总档在地/行销更新及每区CRM更新在云）
 
公有云的安全隐患：公众IP资源是重用的，新租户对该IP曾经用以做出的行为并不了解但更有机会成为目标。
公有云有VPC作东西向或南北向的隔离，但公有云的控制介面无可避免地面向公众，而且其数据是否隔离于其他方向也是逻辑上的，本质上还是可以打通的，全部靠管理员对数据存取权限的设定。在不少公有云企业资料泄露的事件中，除了是管理员帐号泄露外，人为错误开放资源存取权限也是导致数据保护事件的其中一大主因。
以上的问题在只针对企业的行业云或专属云，甚至是混合云都相对有效针对（例：物理式安全，封闭式管理介面）



大部分公有云的虚拟主机都有竞价弹性使用模式，客户以竞投出价方式（通常低于半价）使用，要求是云平台可以随时回收资源，场景多是有海量分布式计算需求的科研或数据分析等系统，随开随用，随时按API要求关机；但是这就有机会造成企业租户的虚机可能与同时有一些消耗大量CPU或带宽的非业务系统在使用同一物理资源，不利于追求稳定的业务处理。
当租户对公有云的服务在代码级作了深度融合，所以就算是云原生的系统开发，最好还是减少对独有性服务依赖以免在发现成本在混合云或专属云更具规模经济效益但迁移成本过高而被锁定了。
长期使用成本有可能会更高的有：高效能虚机(>8U 16GB RAM)，大量存储（无论是块或对象存储，因为公有云对存储没有折扣），流量(有的是流入免费，流出收费，VPC出入都收费)

	22
	Webinar
	I am planning to migrate my server farm to Cloud, what is vendor lock-in and how to avoid it?
	Vendor lock-in happens, we just try to minimize lock-in effect and become portable with minimum price to paid, in terms of cost, service availability or data protection.  For Cloud Service, If you are using the application or service can run at only one brand or even tightly integrated with Cloud proprietary service at program code level, it won't work without the platform, it either technical impossible or an extremely high cost to replatform the application, this is the worst Cloud vender lock-in and please try to choose another application depends on widely adopted platform or technology unless you are okay with the long-term TCO.
Usually IaaS avoids vendor lock-in for traditional application.  but use Public Cloud IaaS might still bring cost & compliance concerns.
For modern application, they can be deployed in to a Container architecture, which can help to minimize vendor lock-in and Sangfor do have Next Generation platform with Container and CaaS.
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	Webinar
	My company has multiple locations as production with R&D and sales branches, R&D & Production data use ERP and MRPII, i am worried about data security, what type of cloud suits?
	Technically, all brand of IaaS Cloud, no matter Public or Private can be used to host internal applications. But for easier security control, it depends on user's control.  since public cloud always allows tenant administrator to configure public accessible path, no matter intentionally or by mistake.  And according to public cloud's shared responsibility, tenant are responsible for security on cloud, extra data protection review tools and service are required
as for Public Cloud Service Provider, they provide RDS or PaaS & Big data services are friendly to Online or ad-hoc service provided by Tech Company or Developers.   If we are end-users and use out-of-box Line of Business Application, just like ERP or MRPII, we will not use those part of fancy functions and the basic IaaS long-term running cost usually higher TCO at Public Cloud, comparing to localized services. 
As LOB application data should be totally isolated from external access and provide stable service to designated users only, We will suggest a OPEX model localized Enterprise Grade IaaS Cloud Model, depends on sizing & compliance requirement, either an shared or dedicated platform at localized Central Managed Cloud Service with distributed resource at R&D should be able to handle usability and data protection at the same time.


	24
	SEA
	what is different between Block and File Storage
	
Block is for VM Boot and Data Disk, File Storage is for File base sharing
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	SEA
	do we will have monthly billing regarding from this platform?? and will it be different between offline and online VM pricing??
	Sangfor to Partner is static Node based One-Off + yearly subscription. it is up to the partner to manage their own pricing model 
the system can generate tenant's resource utilization like VM on/off & resource info under the partner's, the partner can make use the information to charge their very own tenant
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	SEA
	What is comparison between local VPS hosting company and MCS?
		
	VPS Hosting
	Cloud Hosting

	SLA
	No or <99.9%
	>=99.9%

	SDDC Deployment and Management
	No
	Yes

	Layer 3 Networking/NFV
	No
	Yes

	Application Firewall
	N/A
	Available

	NG Firewall
	No
	Yes

	Private Connection
	No
	Yes

	Customized Guest OS Template
	No
	Yes

	Snapshot
	No
	Yes

	Server Sharing Model
	Dedicated or Shared Standalone Server
	Dedicated or Shared Cloud Server in VPC

	Scalability (auto/manual)
	No
	Yes

	Low Cost
	Yes
	Yes

	Pay As You Go
	No
	Yes

	Flexibility
	No
	Yes

	Customization
	Yes
	Yes

	Security
	No
	Yes

	Instant Provisioning
	No
	Yes (in managed hosting)

	Performance
	Depends on the vendor
	Fast

	Reliability
	Yes
	Yes

	Multiple Data Centers
	Depends on the vendor
	Yes


https://www.quora.com/Which-one-is-better-VPS-Hosting-Vs-Cloud-Hosting
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	Partner Investment Summary
	[image: ]
This is a plan for 5 years, a complete hardware lifecycle that equal to self-owned Cloud infra.  But Partner don’t actually need to obtain the hardware, they are upfront the hardware cost & to be consumed for 5 years, with refundable exit options.

Step 1: Partnership will be confirmed by signing up agreement and upfront the hardware cost USD 11.4K/Node.  The partner is entitled to join training, enablement workshop with GTM support and start to resell Cloud Services to their potential tenants.  However, if the partner cannot obtain first tenant during 12 months start-up period, they can choose Total Refund of USD 11.4K/Node as exit option.

Step 2: Whenever the first tenant is found (eg 3 months later).  The partner get the first contract and pay for first year Annual Subscription Fee to obtain partner admin portal login and help the partner’s very own tenant on-board.  Which means the actual 1st year starts only when there’s actual consumption (tenant onboard).

Cashflow measurement is still health: balanced at 1st year.  Pay 11.4K+6.5K=17.9K as 1st year cost, Gain ~19.4K/Year, Cash in 1.5K.
Also, there’re case registration/ channel protection, tenant service assurance and Partner Annual Exit option (refund of remaining year of Node’s cost).

Sample with 1 Node reselling, regardless partner’s own value-added service), gross profit can be 50% (partners make their very own pricing and terms).  The partner’s rate is 5-10 times, comparing to resource reselling Public Cloud’s partner.
Nevertheless, the Sangfor Managed Cloud admin platform and High Availability resource are shared among vendor , operator, and partners.  Resellers make their own price, manage their own customers, and provide their unique service to all customers at marketplace (Sangfor Managed Cloud Partner Eco-system).
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