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Streamlining the last mile of procurement

The AWS Marketplace has 3,000 vendors
and 13,000 products. Many of the projects
we’re involved with have to do with security
and cybersecurity.

Agencies are leveraging a lot of cloud-based
security products. Most of the independent
software vendors (ISVs) have built their
technology on AWS. So there’s simplicity in
bringing that technology into the agencies that
have already standardized on AWS as part of
their platform.

In addition, agencies often rely on a group
of resellers, channel partners and systems
integrators. Those partners typically get their
ISV technology through distribution, and many
of those ISVs leverage Carahsoft’s contract
vehicles. Therefore, enabling Carahsoft’s
portfolio of top-tier ISVs and vast ecosystem
of channel partners to have access to the AWS
Marketplace gives customers the ability to
streamline the last mile of procurement.

Government contract and procurement teams
are following a process that has worked for a
very long time. We’re not trying to change that
process. We’re not trying to cut corners. We
want our customers to do the market research
and make sure they’re getting the best price.
What we’re trying to do is simplify the process
by offering the ability to compress and simplify
some of the steps.

With that compression, agencies can receive
critical software faster. If it’s security software,
it can’t be soon enough. Compression also
speeds revenue generation for the ISVs.
Helping customers is always going to be the
top priority for us.

However, helping our ISV partners is also
very important.

Partnering to deliver the best solutions
for government agencies

When AWS Marketplace was launched,
we started with a direct sell-to motion. We
quickly added the ability to leverage the
vast ecosystem of channel partners, systems
integrators and distributors. We recognized
that our customers relied on these partners to
help buy, launch and support a variety of
technology solutions.

For example, say an agency issues a bid
to move a big on-premises workload into
the cloud and awards the contract to a large
prime contractor. That might seem like a
straightforward transaction, but the contractor
will likely procure third-party software directly
from other vendors or through a company
like Carahsoft. Now we have a slightly more
complex process that includes a prime, multiple
third-party ISVs and potentially a channel
partner. To help simplify transactions like this,
we turned to Carahsoft.

As a result of our discussions, we created
a pilot called the Designated Seller of Record
Program (DSOR), which enabled Carahsoft to
create and manage the ISV’'s AWS Marketplace
listing. The pilot launched with four ISV
partners, expanded to 30 within 12 months
and tripled in revenue. The success of the
DSOR pilot has led to the expansion to select
international segments for 2023.

Carahsoft has been a very flexible partner
that shares our willingness to test new ideas
and our commitment to building the best
solutions for government agencies. m
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