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Navigating Transition: Overcoming Challenges in Shifting B2B IT Resellers to Subscription-
Based Propositions

This white paper delves into the challenges faced by B2B Information Technology (IT) resellers
seeking to transition from traditional one-time sales models to subscription-based propositions. As
the industry undergoes a significant shift towards recurring revenue models, resellers encounter
various blockers that demand strategic navigation. This paper identifies and explores the main
hurdles impeding this transition, offering insights into how resellers can overcome these challenges
and thrive in an increasingly subscription-centric IT market.

The IT landscape is evolving rapidly, compelling resellers to reconsider their business models and
embrace subscription-based propositions. This transition promises recurring revenue streams but is
fraught with challenges that require careful consideration and strategic planning.

Blockers in Transition:

1. Business Model Misalignment: Shifting from one-time transactions to a subscription-based
model necessitates a fundamental change in the reseller's business approach. This
misalignment poses challenges in adapting sales strategies, compensation structures, and
overall financial planning

2. Cash Flow Disruptions: The traditional upfront payment structure is replaced by a prolonged
revenue stream in subscription models, impacting cash flow. Resellers may face challenges in
managing their finances and maintaining liquidity during the transition.

3. Customer Education Challenges: Convincing existing customers to embrace subscription
services requires effective communication and education. Resellers must articulate the long-
term value proposition, cost benefits, and advantages of the subscription model to their
customer base.

4. Vendor relationship Strain: Transitioning to subscription models may strain relationships
with traditional vendors, especially if they are slow to support or adapt. Resellers may
encounter difficulties in renegotiating contracts or obtaining favourable terms aligned with
the new model.

5. Sales Team Adaptation: Sales teams accustomed to one-time transactions may struggle with
the nuances of selling subscription services. Training the sales force on the new approach,
emphasising the long-term value proposition, and addressing objections become critical.

6. Operational Adjustments: Subscription models necessitate changes in operational
processes, including billing, invoicing, and customer support. Resellers must invest in systems
and processes capable of efficiently managing ongoing customer relationships.
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7. Intensified Market Competition: The evolution towards subscription models intensifies
market competition. Resellers may find it challenging to differentiate themselves and
demonstrate unique value propositions in a saturated market.

8. Customer Retention Concerns: Retaining customers under subscription models relies on
consistently delivering value and meeting evolving expectations. Resellers must actively
engage with customers, provide ongoing support, and continually demonstrate the benefits
of the subscription.

9. Data Security & Compliance: In subscription models, where services are often delivered
through the cloud, resellers must address heightened concerns around data security and
compliance. Building and maintaining customer trust in this context is paramount.

10. Transition Costs: The initial costs associated with transitioning infrastructure, processes, and
personnel to support subscription-based propositions can be substantial. Managing these
transition costs efficiently is crucial for resellers to ensure a smooth and cost-effective shift.

Overcoming Challenges:

1. Strategic Planning: Resellers must develop a comprehensive strategic plan that aligns with
the business model shift, outlining clear objectives, timelines, and key performance
indicators. operational expenses, improving financial flexibility.

2. Stakeholder Communications: Transparent and consistent communication with
stakeholders, including customers, vendors, and internal teams, is essential for building
understanding and support throughout the transition.

3. Investment in Training: Providing extensive training for sales teams and internal staff
ensures a smooth adaptation to the subscription model, empowering them with the
knowledge and skills needed to succeed in the evolving landscape.

4. Technology Infrastructure Upgrade: Investing in updated technology infrastructure and
systems that support subscription-based operations is crucial for ensuring operational
efficiency and meeting customer expectations.

5. Collaboration with Vendors: Resellers should actively collaborate with vendors to align
strategies, negotiate favourable terms, and ensure mutual support in the transition to
subscription-based propositions.

6. Customer Centric Approach: A customer-centric approach, focusing on education,
engagement, and ongoing support, is vital for building and maintaining customer loyalty
under subscription models.

Conclusion:

Successfully transitioning to subscription-based propositions requires a strategic and holistic
approach. By acknowledging and addressing these blockers, IT resellers can navigate the challenges
effectively, positioning themselves for success in an industry where the subscription model is rapidly
becoming the new norm. The key lies in proactive planning, effective communication, and a
commitment to adaptability in the face of evolving market dynamics.



