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More service, less software

1 SaaS
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YOU PROBABLY HAVE overheard these
words: software as a service. You may even
have nodded knowingly despite not
knowing much more than that they're
more easily digestible as the acronym
Saa$S (rhymes with the thing that holds
your evening martini).

[t's pretty easy to get swept up in tech-
nology debates about what constitutes
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SaaS—is it the same as cloud computing

or different? But you know what? You
don't need to know what it is; you just
need to know what it does for your grow-
ing business. As for what it does, we’ll
answer that question with another: What
if you no longer had to spend thousands
of dollars a year on communications
gear, computer software and overall in-
ternal IT management?

“Saa$S can have the same effect that
car leasing had in the auto industry,” says
Siamak Farah, CEO of InfoStreet, which
offers Saa$ solutions to small businesses.
InfoStreet offers Saa$ in the form of a
business management software platform,
StreetSmart, that supports a variety of
functions, including e-mail, conference
calling, file sharing, customer relation-
ship management, calendar tools, portal
access, data synchronization, site admin-
istration and more. It's a hosted platform
requiring no new hardware or software.

A SaaS$ platform has to have five attrib-
utes, Farah says. “It has to be fully man-
aged and hosted; allow the customer
recurring payments; be supported by a
large-scale, secure multitenant infrastruc-
ture; support anytime, anywhere access;
and can't require specialized software to
be installed. It really needs to work any-
where there’s a browser.”

The benefits to the small-business
owner include no upfront infrastructure
cost, less risk of data security and reliabil-
ity issues, and ubiquitous authorized ac-
cess that the business owner can control.
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Chris Hubble, vice president of brand
strategy at international market research
firm DB5, likes the sound of that. Hubble
says his San Marino, Calif,, firm saves an
average of $10,000 annually by having In-
foStreet manage its e-mail, scheduling,
data storage and IT maintenance needs
versus buying its own storage servers and
having an in-house IT guru. The reliability
of the Saa$ approach also helps DB5 save
thousands of dollars more that it might
otherwise spend on downtime resulting
from communications and IT issues. And
DB5 gains the potential brand appeal
from an outsourced, automated system
that helps it appear more like a corporate
titan than a small business—key for a firm
with big clients such as GE, AT&T and
Girl Scouts of the USA.

“It's just a positive, cost-effective thing
to do for your business,” Hubble says. “At
my old company, we could never crack
these IT issues, but here, with SaaS$, it's
like night and day.” —D.O.
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A DIRTY LITTLE secret of small businesses
is that many of them lack data backup.
It's not necessarily a case of ignorance
(well, maybe sometimes). More often, it’s
a case of not being able to find storage
solutions and devices that fit their needs,
both in terms of cost and capacity.

Now Hewlett-Packard has vaulted
into the small-business storage void
with its x510 Data Vault, a product
specifically designed for the data
backup needs of firms with 10 or fewer
employees. “We realized about 40 per-
cent of our smallbusiness customers
were doing nothing about data storage,”
says Bill Johnson, product manager for
HP StorageWorks. “The technology was
too intimidating, and either came at a
low price point with low functionality or
at a high price point with functionality
that wasn't designed for small business.”

Starting at $699, Data Vault provides
daily automated backup with local and
remote file-sharing capabilities. Small-
business owners need only install the
backup software. Then they can go back
to using their leftover CDs for other pur-
poses—like coasters. —D.O.




