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Nutanix Focusing on Enterprise Customers’ “New Normal” 
Migrations to the Hybrid Cloud 

 
RFG Perspective: Nutanix Inc.’s strategy to change the company’s marketing emphasis 
from ‘hyperconverged’ software to ‘hybrid cloud’ enablement software is linked to an 
acceleration of enterprise customers’ cloud migrations due to COVID-19. It parallels that 
of major systems and software vendors moving to support those cloud migrations. 
Hyper-converged infrastructure (HCI) – the market space where Nutanix established its 
brand – will remain a strong element of the firm’s technology story. IT customers will 
continue to use Nutanix HCI to provision applications across a highly virtualized, multi-
vendor IT landscape. However, the business value of Nutanix’ solutions to help 
customers achieve their business goals will be the key to unlocking the company’s next 
era.  

 
In the wake of the COVID-19 and financial crises worldwide, Nutanix Inc. is focusing 
on a new wave of digital transformation and cloud migration linked to “New 
Normal” business models. Driven by economic factors, many enterprise IT 
customers are looking to cloud services as a way to expand compute and storage 
capacity without building new data centers. 
 
With its hyperconverged software platform, Nutanix plans to address the market 
opportunities associated with this wave of change. The IT benefits of data 
transformation are clear: business managers in companies are looking to spend less 
on CapEx costs for data centers, and to budget more for OpEx – paying for cloud 
services, data management and data analytics.  
 
Cloud migrations can be  challenging for customers whose enterprise applications 
and data require high availability, security and data protection. Nutanix’ strategy is 
to sell cloud management platforms that reduce the complexity of managing 
multiple cloud deployments.   
 
Nutanix’ .NEXT Conference 
 
Even the motto, or theme, of the company, reflects its new direction. Nutanix 
executives told the online.NEXT conference that they are translating their 
company’s top marketing message – transforming HCI from “hyperconverged” to 
“hybrid cloud,” as customers’ cloud migrations accelerate in 2020.  
 
The $1.3 billion software company is making that change, following two years in 
which it moved to a software-first focus, and then to a subscriptions-based model. 
It’s clear that its go-to-market (GTM) model has changed since 2018: in its August, 
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2020 fiscal year-end report, Nutanix said subscriptions now account for 85% of its 
overall revenue. 
 
Nutanix is expanding its customer base worldwide. It plans to gain customers in 
countries where governmental regulations mandate that customers’ data be stored 
locally, within a geographic footprint. Partnerships with cloud service providers 
(CSPs) are important to this strategy. To meet customer demand for migrations, 
CSPs are expanding their cloud capacity on a global basis (e.g., Amazon Web 
Services (AWS); Microsoft Azure, Google Cloud Platform (GCP), IBM Cloud, Oracle 
Cloud and Alibaba have said in CY2019 that they will expand their geographic 
coverage by adding more “regions” around the world. 
 
Hyperconverged Tech and Hybrid Cloud  
 
Ease-of-use for customers managing their move to the cloud is central to the 
company’s next phase of its growth. Nutanix already provides  a hybrid cloud 
infrastructure management platform and software dashboards to customers. This 
software-based platform is designed for managing applications, no matter where 
the applications run – and data planes for managing data, regardless of location – 
on-premise or off-prem. Nutanix, based in San Jose, CA, is leveraging its previous 
investments in the highly virtualized Nutanix software stack, which allow customers 
and their service partners to manage end-to-end workloads across hybrid clouds. 
 
Nutanix is generating substantial revenue, as it competes with VMware and 
IBM/Red Hat for developing, deploying and managing cloud-native workloads. Now, 
it is looking to grow market share, top-line revenue and profits in 2021. 
Significantly, Nutanix is engaging with cloud opportunities worldwide, with 
customers across North America, the European Union and the Middle East, and 
Asia/Pacific. As it expands its global operations, Nutanix will benefit from 
partnerships with cloud service providers (CSPs) that are building their global 
footprint by adding new data centers worldwide to support more customers. 
 
Corporate change is also on the agenda. Dheeraj Pandey, Nutanix’ first CEO, 
announced in late August that he’s retiring after 12 years at the helm, prompting the 
firm’s first CEO search since its founding. At the same time, the company announced 
that Bain Capital Private Equity is investing $750 million in Nutanix. Well-positioned 
in terms of its product mix, Nutanix’ main message at .NEXT is that it is competing in 
an expanding market for cloud-enabling software – and winning new business 
across geographies.. 
 
.NEXT Announcements 
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Four major announcements took much of the attention at the Nutanix .NEXT 
conference. All of these announcements reflected the company’s drive for revenue 
growth in Y2021: 

● Simplified Partner Program for Multi-Cloud. The Nutanix Elevate program 
aligns with top cloud providers worldwide – Amazon Web Services (AWS), 
Microsoft Azure and Google Cloud Platform – and grows the program 
through software and services partners, including VARs, VADs, SIs and MSPs. 

●  Partnership with Microsoft Azure, focused on providing a “seamless 
hybrid experience” and hosting Nutanix Clusters running on the Azure cloud. 
This is a significant announcement, announced at the event by Microsoft 
Executive Vice President Scott Guthrie. 

● Kubernetes Platform-as-a-Service (PaaS) for Multi-Cloud. This PaaS 
platform is aimed at DevOps teams building hybrid cloud workloads with 
containers and Kubernetes orchestration. This is acknowledgement of the 
central role of DevOps for developing and deploying scale-out cloud 
applications. The company’s Karbon for Kubernetes is designed to speed 
deployment of Nutanix Clusters that run on hybrid clouds. 

● HCI Software program for Cloud and Data Centers. The company plans to 
sell  its “one-click” deployment offering to service providers and customers 
managing many workloads in a hybrid cloud or multi-cloud environment. 

 
 
Global Expansion  
By focusing on hybrid cloud, Nutanix is notably pushing forward with support for 
containers and built-in Kubernetes orchestration to increase its global presence in 
the Cloud Services Marketplace. Cloud services is a rich segment of worldwide IT 
spend: the worldwide Cloud Services market revenues totaled $233 Billion in 2019 
– and this large market segment grew revenue 26% year over year (YoY) in 2019, 
according to IDC. 
 
Beyond the United States and European countries (E.U.), Nutanix is working to 
increase its go-to-market in Asia/Pacific, the Middle East and South America. Other 
growing companies typically add more presence outside the US and the E.U. at a 
later stage of their corporate life, as they focus on growing market share. Nutanix is 
working directly with some of the largest customer companies – including AMD, 
Hewlett-Packard Enterprise (HPE), Fujitsu, Intel, Lenovo, and Palo Alto Networks – 
to grow its footprint. Nutanix also works with large system integrators (SIs) – and 
its Elevate ecosystem partners, including service providers (SPs), value-added-
resellers (VARs), and Value-Added Distributors (VADs). 
 
The drivers for this international presence are clear: support for customers of cloud 
service providers (CSPs), with their global presence supporting rapid growth of 
cloud workloads in emerging economies. This move aligns with the growing global 
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presence of CSPs worldwide – including Amazon Web Services (AWS), Microsoft 
Azure and Google Cloud Platform. 
 

SUMMARY 
 
The latest shift to in-house private clouds signals a new wave of evaluation by senior 
IT managers and CIOs. While the move to public cloud continues in force, customers 
are pulling back selected workloads (applications and databases) to a private cloud 
for specific reasons.  There is no single reason for this. Sometimes it is to reduce 
cost; in others, it is the need to retain datasets within a given geography. Some 
customers seek greater control for some workloads, while other proceed on to 
public clouds without incident. 
 
Many customers are moving into multi-cloud environments, tapping public clouds 
for reasons of specialization and differentiation within specific public cloud 
offerings. For example, a customer may prefer AI/ML tools from one cloud service 
provider, or the cloud-specific functionality provided by an AWS, Azure or Google 
Cloud, among others. 
 
 
RFG POV: Nutanix’s plans for a new era of growth by focusing on the hybrid cloud 
market space will leverage the company’s HCI software for hyperconverged 
infrastructure – and its ability to help customers provision their enterprise workloads 
across the expanse of the end-to-end hybrid cloud. In the wake of the COVID-19 
pandemic, the company correctly sees customer momentum for “New Normal” cloud 
migrations – and Nutanix is well-positioned to support those cloud migrations. Given the 
company’s CEO search -- as announced at its .NEXT conference -- IT executives, many 
of them repeat customers, will want to see where the company’s next CEO plans to take 
the company, in terms of the company’s technology and its business vision. 

 
Additional relevant research and consulting services are available. Interested readers 
should contact Client Services to arrange further discussion or interview with Mr. Cal 
Braunstein, CEO and Executive Director of Research. Jean S. Bozman, President of 
Cloud Architects Advisors LLC, co-authored this report. 
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