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Introduction 
The data center, mission critical, and cloud services industries are all changing fast. 
 
As the industry continues to consolidate, especially among colocation and wholesale data 
center providers, the level of competition is more intense than ever. 
 
The CEO of a Dallas-based, multi-location data center provider recently reminded me of just 
how much his mid-market company values in-person tours. However, that company and nearly 
all in its ecosystem can no longer afford to wait for that seminal in-person event to begin 
educating and building trust with future clients and partners. 
 
The way that people research and make purchase decisions for products and services in the 
data center, mission critical, and cloud services industries has dramatically changed in recent 
years. 
 
Five years ago, a company could lean heavily on its sales team to help prospects figure out 
their needs and recommend the right solution. Back then, prospects would engage with a 
salesperson when they were 10% to 20% into their decision-making process. 
 
That primitive world no longer exists. Today influencers and decision makers are now basically 
addicted to their use of search engines, social media, and mobile devices. This immediate 
access to information has been great for buyers -- so much so that most prospects fiercely resist 
speaking with sales professionals until they’re at least 70% (or more) of the way through the 
decision-making process. 
 
As digital tools become more than capable of replicating and augmenting many routine sales 
interactions, many of a company’s best prospects will try to bypass sales professionals 
completely until the absolute last minute. In other words, sales professionals that are glorified 
order-takers and explainers are on borrowed time. The only sales professionals that will survive 
this shakeout will be seen as true consultants and subject matter experts. 
 
All of this is presenting enormous business growth challenges for companies that are still using 
the same sales and marketing playbooks that they’ve depended on since the 1990s and early 
2000s. This resistance to change, and living in the past, is a huge problem for legacy sales and 
marketing teams. 
 
However these once-in-a-generation challenges also are providing great opportunities for more 
nimble, agile companies -- and their sales and marketing teams -- that are able to get found by 
the right people, in the right places, at the right time, and in the right context. 
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In this first inaugural State of Data Center Sales & Marketing Research Report, you’ll learn 
about 52 staffing, budgeting, and prioritization issues related to those in executive, sales, 
marketing, channel, product, and business development roles within the data center, mission 
critical, and cloud services industries. 
 
The data for this report was gathered from an in-depth survey of 72 individuals during 
September 2018. 

  

 

     Data Center Sales & Marketing Institute                                                                                                                 Page 4 
 



 

State of Data Center Sales & Marketing 
 

What Does Your Company Do? 
After survey respondents answered questions one through three -- First Name, Last Name, and 
Email Address, the first substantive question asked: “What does your company do?” 
 

 
 

Type of Company Responses Percentage 

Data Center Provider (Colocation/Wholesale) or 
Enterprise Cloud Services 

30 45.25% 

Data Center Vendor/Partner (Sells to End 
Users of Data Centers and/or 
Colocation/Wholesale Providers) 

22 30.99% 

Other 19 26.76% 

 
Of the “Other” respondents, when the write-in choices were manually reviewed, 15 of the 19 
were clearly a kind of Data Center Vendor/Partner. And most in “Other” self-identified as either 
consultants or construction-related. 
 
Note: So while the graph reflects that Data Center Providers participate in this survey in greater 
numbers than Data Center Vendors/Partners, a review of the “Other” responses showed an 
adjusted 32 responses (45%) from Data Center Providers and 37 responses (52%) from Data 
Center Vendors/Partners. The net impact: approximately half of the respondents for the survey 
were from each category: Data Center Provider or Data Center Vendor/Partner. Apparently, 
most that feel that their company is an “Other” are in denial over the basic fact that their 
companies are either providers or vendors/partners.  
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What Is Your Job Title? 
 

 
 

Job Titles Responses Percentage 

CEO/President/Owner/Partner 14 19.72% 

Sales (including Business 
Development/Channel/Engineering) 

36 50.70% 

Marketing (including Product and 
Solutions) 

7 9.86% 

Other 14 19.72% 

 
Among the “Other” respondents, there is no common theme. The write-in choices showed 
tremendous fragmentation among job roles. However the one easy-to-infer conclusion: even 
roles as diverse as Data Center Design Architects, Construction Executives, and CTOs care 
enough about the state of data center sales and marketing to complete this survey. 
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In What Country Are You Located? 
Because the Data Center Sales & Marketing Institute is located in the United States and most of 
its clients, subscribers, fans, and followers also reside in the United States, we fully expected 
the State of Data Center Sales & Marketing Report to be United States-centric. 

 

Countries Responses Percentage 

United States of America 59 86.76% 

United Kingdom of Great Britain and 
Northern Ireland 

2 2.94% 

Algeria 1 1.47% 

Canada 1 1.47% 

Jordan 1 1.47% 

Kenya 1 1.47% 

Singapore 1 1.47% 

Sweden 1 1.47% 

United Arab Emirates 1 1.47% 
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In What State Are You Located? 
Within those in the United States, survey respondents were clustered in most of the states that 
are well known to have the largest markets for outsourced data center services. 
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States Responses Percentage 

Texas 9 15.52% 

Illinois 7 12.07% 

California 7 12.07% 

Massachusetts 5 8.62% 

Florida 4 6.90% 

Virginia 4 6.90% 

New Jersey 3 5.17% 

Georgia 2 3.45% 

Colorado 2 3.45% 

Ohio 2 3.45% 

Arizona 2 3.45% 

New York 2 3.45% 

North Carolina 2 3.45% 

Missouri 1 1.72% 

Oregon 1 1.72% 

Pennsylvania 1 1.72% 

Minnesota 1 1.72% 

Maryland 1 1.72% 

Washington 1 1.72% 

Wisconsin 1 1.72% 
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How Many Employees Work At Your Company? 
For company size, survey respondents were from companies with anywhere from one or two 
employees all the way up to 170,000. 
 
Heavily skewed by some very large companies, the average number of employees is 8,201. 
And the more size-normalized median number of employees is 78. 
 
Here’s the breakdown aligned with LinkedIn standard company sizing brackets: 
 

Number of Employees Responses Percentage 

1-10 18 26.47% 

11-50 11 16.18% 

51-200 12 17.65% 

201-500 7 10.29% 

501-1,000 5 7.35% 

1,001-5,000 8 11.76% 

5,000-10,000 2 2.94% 

10,001+ 5 7.35% 

 
In other words, just over 60% of respondents come from companies with 1-200 employees. 
 
And approximately 22% of respondents are from companies with more than 1,000 employees. 
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How Many Sales Employees Work At Your 
Company? 
When it comes to looking at the size of sales organizations, survey respondents were from 
companies with anywhere from one or two sales employees all the way up to 50,000 sales 
employees. 
 
Heavily skewed by some very large companies, the average number of sales employees is 
1,106. And the more size-normalized median number of employees is 8. 
 
Here’s the breakdown aligned with LinkedIn standard company sizing brackets: 
 

Number of Sales Employees Responses Percentage 

1-10 36 53.73% 

11-50 11 16.42% 

51-200 8 11.94% 

201-500 4 5.97% 

501-1,000 3 4.48% 

1,001-5,000 3 4.48% 

5,000-10,000 1 1.49% 

10,001+ 1 1.49% 
 
In other words, just over 70% of respondents come from companies with 50 or fewer sales 
employees. 
 
And only about 12% of respondents are from companies with more than 1,000 sales 
employees. 
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How Many Marketing Employees Work At Your 
Company? 
Survey respondents were from companies with anywhere from zero marketing employees all 
the way up to 20,000 marketing employees. 
 
Heavily skewed by some very large companies, the average number of marketing employees is 
344. And the more size-normalized median number of employees is 3. 
 
Here’s the breakdown aligned with LinkedIn standard company sizing brackets: 
 

Number of Marketing Employees Responses Percentage 

1-10 48 71.64% 

11-50 6 8.96% 

51-200 6 8.96% 

201-500 6 8.96% 

501-1,000 0 0.00% 

1,001-5,000 0 0.00% 

5,000-10,000 0 0.00% 

10,001+ 1 1.49% 
 
In other words, just over 70% of respondents come from companies with 10 or fewer sales 
employees. 
 
And only about 28% of respondents are from companies with more than 10 marketing 
employees. 
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How Well Do Sales And Marketing Teams Within 
Your Company Collaborate? 
In a world where 70% or more of decision-making has already taken place before an influencer 
or decision maker is ready for a sales conversation about data center-, mission critical-, or 
cloud-related products or services, sales and marketing teams must work together to remain 
relevant in the early (awareness) and middle (consideration) stages of the buyer’s journey. 
 
Again, success in data center sales and marketing starts with getting found by the right people, 
in the right places, at the right time, and in the right context. So we asked survey respondents to 
self-assess, “How well do sales and marketing teams within your company collaborate?”  
 

 
 

Sales and Marketing Collaboration Responses Percentage 

Excellent collaboration on a daily basis 32 50.00% 

Regular collaboration on a monthly basis 23 35.94% 

Occasional collaboration on a quarterly 
basis 

9 14.06% 

Very little/no collaboration 0 0.00% 

Hostile relationship between sales and 
marketing 

0 0.00% 

 
We were pleasantly surprised to find that 86% of those surveyed have either excellent or regular 
collaboration among sales and marketing teams.  
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Which Of The Following Is Your Marketing Team’s 
Number One Priority? 
Looking to uncover which activities marketing teams are most dialed into, we asked, “Which of 
the following is your marketing team’s number one priority?” 
 

 
 

Marketing Priorities Responses Percentage 

Brand building 34 53.13% 

Exhibiting at/sponsoring conferences 1 1.56% 

Hosting its own events 2 3.13% 

Media/analyst relations (PR) 0 0.00% 

Revenue generation 23 35.94% 

Speaking at conferences 2 3.13% 

Other 2 3.13% 

 
Way out in front with 53% of the votes, marketing teams focus on brand building. Landing in a 
very respectable second place with 36% of the votes, marketing teams prioritize revenue 
generation. 
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For Your Sales Team, Please Rate The Importance 
Of The Following  
Different companies make varying levels of investments in their sales teams. We asked survey 
respondents to rate how important four common sales support programs are to them -- taking 
into account their company’s investment level, company culture, and accountability around 
these programs. 
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Sales Support Programs 
Very 

Important 
Somewhat 
Important 

Not 
Important 

Sales productivity tools 
37 

(64.91%) 
19 

(33.33%) 
1 

(1.75%) 

Sales training 
27 

(47.37%) 
26 

(45.61%) 
4 

(7.02%) 

Sales mentoring 
25 

(46.30%) 
25 

(46.30%) 
4 

(7.41%) 

Opportunities for career advancement 
within the company 

22 
(38.60%) 

27 
(47.37%) 

8 
(14.04%) 

 
What should executives teams and sales leaders invest in to better support their sales teams? 
 

● 98% of survey respondents believe that sales productivity tools are either very important 
or somewhat important. 

● 93% see sales training and sales mentoring as very important or somewhat important. 

● 86% believe opportunities for career advancement within the company are either very 
important or somewhat important. 
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For Your Marketing Team, Please Rate The 
Importance Of The Following  
Different companies make varying levels of investments in their marketing teams. We asked 
survey respondents to rate how important four common marketing support programs are to 
them -- taking into account their company’s investment level, company culture, and 
accountability around these programs. 
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Marketing Support Programs 
Very 

Important 
Somewhat 
Important 

Not 
Important 

Marketing productivity tools 33 
(57.89%) 

24 
(42.11%) 

0 
(%) 

Marketing training 21 
(36.84%) 

30 
(52.63%) 

6 
(10.53%) 

Marketing mentoring 18 
(31.58%) 

34 
(59.65%) 

5 
(8.77%) 

Opportunities for career advancement 
within the company 

19 
(33.33%) 

28 
(49.12%) 

10 
(17.54%) 

 
What should executives and marketing leaders invest in to better support their marketing 
teams? 
 

● 58% of survey respondents believe that marketing productivity tools are very important. 

● 37% see marketing training as very important. 

● 32% believe that marketing mentoring is very important. 

● 33% rate opportunities for career advancement within the company as very important. 
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For Your Company As A Whole, Please Rate The 
Importance Of The Following 
Different companies make different kinds of investments in growth. We asked survey 
respondents to rate how important different kinds of initiatives and campaigns are to them -- 
taking into account their company’s investment level, company culture, and accountability 
around these programs. 
 
For the Very Important rating, the company plans to increase its investment level in these kinds 
of initiatives and campaigns. For the Somewhat Important rating, the company plans to keep 
its investment level the same. For the Not Important rating, the company plans to decrease its 
investment level. Within each column, the initiatives and campaigns are listed in descending 
order. The initiatives and campaigns at the top of each column received the most votes. 
 

Very Important 
(Investment Level Increasing) 

Somewhat Important 
(Investment Level Staying the 

Same) 
Not Important 

(Investment Level Decreasing) 

Revenue Growth 

Differentiation 

Thought Leadership 

Website Presence 

New Client Onboarding 

Sales Cycle Acceleration 

Positioning 

(Inbound/Content Strategy) 

Sales/Marketing Alignment 

Personalization 

Webinars/Webcasts 

Public Relations 

Lead Segmentation 

Product Marketing 

Blogging 

Marketing Automation 

Digital Lead Generation 

Conferences/Trade Shows 

Sponsoring Your Own 

Events 

Buyer Personas 

Competitive Analysis 

Closed-Loop Reporting 

Podcasting 

Sponsoring Golf Events 
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What Do You Find Most Gratifying About Your 
Current Role? 
We asked survey respondents, “What do you find most gratifying about your current role?” 
 
By far and away the most common responses: sales, business, or some variation of helping 
new customers/clients. 
 
Also in the mix: the best at developing, growing, interacting, making a difference, market, 
opportunity, organization, people, and working. 
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What Do You Find Most Frustrating About Your 
Current Role? 
We asked survey respondents, “What do you find most frustrating about your current role?” 
 
By far and away the most common responses: the market, sales, and leads. 
 
Also in the mix: the company finding leads, lack of qualified leads, marketing, prospects, speed, 
travel, and work. 
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The Bottom Line 
The inaugural State of Data Center Sales & Marketing Research Report uncovered strong 
consensus on dozens of staffing, budgeting, and prioritization issues related to those in 
executive, sales, marketing, channel, product, and business development roles within the data 
center, mission critical, and cloud services industries. 
 
Nearly all survey respondents were from either data center providers or data center 
vendors/partners. Most are from states within the United States that are well known to have the 
largest markets for outsourced data center services. 
 
The majority are in sales- or sales-related roles from companies with a median of 78 employees 
(eight employees in sales, three employees in marketing). So the combined sales/marketing 
team represents about 14% of their companies’ total headcount. 
 
Most self-assessed their sales and marketing collaboration as either being excellent (daily) or 
regular (at least monthly).  
 
Marketing teams focus on brand building (highest priority) and revenue generation (second 
highest priority). 
 
Sales teams very highly value sales productivity tools, sales training, and sales mentoring, while 
marketing teams very highly value marketing productivity tools. 
 
Companies are planning to increase their investments in Revenue Growth, Differentiation, 
Thought Leadership, Website Presence, New Client Onboarding, Sales Cycle Acceleration, 
Positioning (Inbound/Content Strategy), and Sales/Marketing Alignment. 
 
Most professional gratification comes from sales, business, or some variation of helping new 
customers/clients. And most cited their biggest frustrations as the market, sales, and leads. 
 
The data center, mission critical, and cloud services industries are all changing fast. As the 
industry continues to consolidate, especially among colocation and wholesale data center 
providers, the level of competition is more intense than ever. 
 
Those in sales, marketing, and executive roles within the data center, mission critical, and cloud 
services industries can use these findings to see where their own teams measure up and plan 
their strategy for staying competitive and growing aggressively in the coming months. 
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Feedback and Updates for Future Editions 
Again as mentioned at the beginning of this report in the Introduction, the data in this report was 
gathered during in September 2018.  
 
To share feedback or if you wish to participate in future editions of this report, please email 
stateof@dcsmi.com. 
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Is your colocation or wholesale data center business struggling to stay competitive and remain 
relevant in a world where disruption is the new normal? 
 
Joshua Feinberg helps companies identify revenue growth opportunities that they are currently 
missing.  
 
With a deep specialization in the data center, mission critical, and cloud services industries, he 
has presented educational sessions at Data Center World, HostingCon, MSP EXPO/IT EXPO, 
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With over two decades in technology marketing and sales enablement, Joshua helps clients 
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Is Your Colocation or Wholesale Data Center Looking 
to Grow Revenue, Add New Clients, or Channel 
Partners? 
 
The Data Center Sales & Marketing Institute (DCSMI) can help set your company up for 
success! 

Initial And Ongoing Consulting  
https://www.dcsmi.com/consulting  
 
Business Advisory Services Scheduled With Joshua Feinberg, President Of The Data Center 
Sales & Marketing Institute. 

Done for You Inbound Marketing and Sales 
Services 
https://www.dcsmi.com/done-for-you 
 
Inbound Marketing and Inbound Sales Diagnostic, Strategy, and Implementation Services Done 
for You. 
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