
DOI: 10.4018/IJITBAG.2018070101

International Journal of IT/Business Alignment and Governance
Volume 9 • Issue 2 • July-December 2018


Copyright©2018,IGIGlobal.CopyingordistributinginprintorelectronicformswithoutwrittenpermissionofIGIGlobalisprohibited.



1

How to Build Successful Cloud 
Computing Relationships
Klaus Egender, Stockholm University, Stockholm, Sweden

Georg Hodosi, Stockholm University, Stockholm, Sweden

Lazar Rusu, Stockholm University, Stockholm, Sweden

ABSTRACT

Acompanyhastooperatewithflexibilityandcost-efficiencyduetothecontinuouslycompetitive
businessenvironment.Nowadays,cloudcomputing(CC)playsanessentialpartinflexibilityand
cost-efficiency of IT infrastructure. Companies using CC have to know how different types of
contractsand their terms,modesof relationships, contractquality, and relationshipmanagement
influencetheirCCactivities.ThisarticlediscusseshowtobuildsuccessfulrelationshipsinCC.The
fieldofthisstudyisCCfromaservicebuyerperspective.Theappliedresearchstrategywassurvey
researchandthedatawascollectedthroughinterviewswithITmanagersindifferentmedium-sized
companiesinSweden.ToidentifyandanalysetheinfluencingfactorsofrelationshipsinCCthis
researchhasusedTransactionCostTheory.Thefindingsofthisresearcharetheidentifiedinfluential
factorstoimproveacloudcomputingrelationshiplikeassetspecificity,fee-for-servicecontracts,
contractlength,provider/buyerorganisationsizesandthenumberofprovidersincludingguidelines
fordecisionmakerstostrengthenthisCCrelationship.
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INTRodUCTIoN

AccordingtoKushida,Breznitz,&Zysman,(2010,p.2):“CloudComputingprovideson-demand
networkaccesstoacomputingenvironmentandcomputingresourcesdeliveredasservices.There
istheelasticityintheresourceprovisionforusers,whichisallocateddynamicallywithinproviders’
datacenters.Paymentschemesaretypicallypay-as-you-gomodels.”Furthermore,YangandTate
(2012,p.39)haveobservedintheirdescriptiveliteraturereviewthatcloudcomputing(CC)can
deliver“considerableeconomiesofscale”andthatthereissomeevidencethatCCdeliversbetter
performance,reliability,andscalabilitythantraditionalITOutsourcing(ITO).Similarobservations
havebeendonebyStieninger&Nedbal(2014,p.1),thathavenoticedthat“CloudComputing
services have become more cost effective and technically flexible than traditional solutions”.
Nowadays, themodernsuccessfulcompaniesdevelop their flexibility,coststructure,oraccess
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totechnologicaladvancementonbehalftogainacompetitiveadvantageovertheirmarketrival.
In thepastyears,outsourcinghasbeenanessential instrument toboost thesebusiness factors
asmarketadvantages.Theresearchliteraturedescribesoutsourcingasacollaboration,strategic
allianceandpartnershipthatcreatesauniquevaluetothebuyerofoutsourcingservices(Quinn
etal.,1990;Quinn,1992).Moreover,itsupportstheeffortsofanorganisationtoreducecost,to
enhancebusinessefficiency,ortoincreasetechnicalexpertise(Antonopoulos&Gillam,2010).
Ontheotherhand,relationshipsinIToutsourcing(ITO)arecrucialtothesuccessofoutsourcing
initiativesandaccordingtoBeimbornandBlumenberg(2007)aweakqualityleadsin25%ofall
casestoadisruptionorterminationofcooperation.InopinionofLeeandKim(1999),Schneider
andSunyaev(2016)andBrancoetal.(2017)thereisacorrelationbetweenrelationshipquality
and successful IT outsourcing and they refer to a lack of self-interest as an essential need to
improvepartnerships.Afreeandtrustfulshareofinformation,communication,andcooperation
requiresahighquality in therelationshipandvendormanagementbetweencontractpartiesas
Hanetal.(2007)hasexplained.Greatrelationshipsdemandalmostequalisationinpowerbetween
allpartners.AccordingtoLacity&Willcocks(1998)andGulati(1995)composingacontractin
outsourcingactivities,wellconsideredanddesigned,reducesrisksandself-interestbehaviours.A
contractualagreementisabasisforequalcooperation,inthesenseoftheactionsofbeinghelpful
bydoingrequiredworkforasuccessfulITO.AccordingtoSchneider&Sunyaev(2016)CCis
anITmanagementparadigmevolvedfromITO,whichiswhyITOresearchsupportsCCstudies
withitsextensivegatheredknowledge.Thegovernanceoftheproviderismanagedeither,through
acontract,orwithaworkingrelationship,preferablywithboth.IntheopinionofHobergetal.
(2012,p.9),“WithouteffectivecloudgovernanceshadowITwillbecomeanevengreaterissue,
theriskofgettinglocked-intoavendorwillrise,andtheuncontrolledadoptionofdifferentcloud
servicesmightleadtocostlyredundanciesandincompatibilities”.Infact,acloudcomputingservice
buyercanfacerisksandlookforbenefitsthataresimilartoIToutsourcingintheirdealingswith
aserviceprovider.MostoftheinfluencerofsourcingdecisionsintheITOoutlivestheirtransfer
intoaCCcontext,butsomehavedifferencesinCC(Schneider&Sunyaev,2016).Theresearch
literaturehasdeeplystudiedissuesinITOrelationshipregardstoadvantagesandrisks,typesof
relation,orthewayofmanagingtherelationships.Ithasledtoaclearpictureregardingcontracting
andrelationshipmanagementinsideIToutsourcing.ButthepreviousstudiesinITOhaveleftagap
todiscusstheCCcontractualandrelationshipmanagement.Inthepast,CCstudies,forinstance,
Chebrolu(2011)andDey(2010),haveregularlydiscusseconomic,scalability,agilityorubiquity
benefitsinsideCC.TheselectionofthestudiesonrisksinCC,likeAntonopoulosandGillam(2010),
RusuandHodosi(2011),Onwubiko(2010)andAubert,PatryandRivard(1998)isevenmore
extensiveandusuallyreviewssecurity,compliance,andreliabilityrisks.Surprisinglyalthoughthat
thecoherencybetweencontractualandrelationshipmanagementiscrucialtothesuccess,itistiny
consideredanddonotfocusonservicebuyer.Therefore,theresearchproblemwehaveidentifiedis
concerningthelackofunderstandingofwhatfactorsinfluencethesuccessofrelationshipsinCC
fromtheservicebuyerperspective,wherethesefactorsdifferthanITOones,andhowtheservice
buyerdecision-makercanbenefitfromtheknowledgeaboutthem.Aswementionaboveabad
relationshipwilljeopardisethesuccessofCCqualityandthiscouldleadtotheterminationofCC
contracts.Toaddresstheresearchproblemmentionedabovewehavedefinedthefollowingresearch
question:“WhataretheinfluentialfactorstoimproveaCCrelationshipwiththe“servicebuyer”
organisation?”Inthenextsectionsofthepaperarepresentedtheresearchbackground,research
methodology;findings,analysesandguidelines;andfinally,theconclusionsection.

ReSeARCH BACKGRoUNd

In this section,arepresented the theory,conceptsandalso thedefinedpropositionsused in this
researchstudy.
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