
The beginning of a 
beautiful friendship:

WatServ and 
Gateway 
Consulting Group: 
A relationship 
based on 
the mutual 
commitment to 
serve customers 
with agile,  
cost-effective  
IT solutions



“
“

I shared a complex set of requirements with the WatServ 
team. And when they came back to me with an infrastructure 
architecture solution, and were able to break down the pricing 
model in a way that was easy for me to understand, I felt that 
this was an organization that I could work with.

Gordon Blake
Director of Business 
Development, Gateway 
Consulting Group

WatServ has partnered with Gateway Consulting 
Group to design, deploy, manage and support the 
Azure infrastructure for their future clients.
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Gateway Consulting Group, Inc. offers FACILEX®, a suite of advanced applications used to automate key 
business processes in highly regulated industries such as the chemical, energy and life sciences sectors. 
FACILEX® software leverages SharePoint’s document management platform – along with Microsoft Word, 
Excel and Power BI – to enable secure, enterprise-wide access to records and data, enhancing corporate 
knowledge and safety. Options for deployment of FACILEX® include SaaS Subscription, Gateway Azure 
Cloud, Client Azure Cloud, and Client On-Prem. Some of Gateway’s customers already have FACILEX® 
hosted on SharePoint in Azure, and some of these customers want to offload the Azure infrastructure 
management and support to a third party.

SharePoint is used by more than 200 million professionals and more than 85% of 
Fortune 500 companies worldwide.1
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Gateway knew that they needed to find the right 
partner, a trusted advisor, to help shape its cloud 
computing strategy and IT transformation plan. 
As it learned more about the quality and extent of 
WatServ’s offerings, and began to develop an effective 
working relationship with WatServ, Gateway became 
more confident in the company’s expertise in cloud 
computing and SharePoint in particular.

WatServ was able to provide recommendations to Gateway for moving its business forward and 
helped the company articulate a strategy for expanding its offerings as an independent software 
vendor (ISV) with Software-as-a-Service (SaaS) into global markets.

Building a profitable working relationship

Strong relationships, whether personal or professional, require hard work, trust and commitment. 
When Gateway Consulting Group looked for a marketplace partner to help it expand its business 
and better serve its clients, it applied careful consideration to its search for the ideal candidate.

Gateway was understandably reluctant to engage with just any IT/cloud solutions provider. Before 
they learned about WatServ, Gateway’s experience with other vendors had been challenging. In one 
instance, the provider did not have the required technical abilities to serve the needs of Gateway’s 
customers. Another provider was so large and its process so cumbersome that support tickets 
were directed to remote personnel, in a distant time zone, resulting in delayed responses that 
compromised Gateway’s project timeline.

We knew we needed to work with a partner in our time zone and 
with the depth of technical knowledge and ability to deliver the 
solutions our customers needed.” 

Gordon Blake
Director of Business 
Development, Gateway 
Consulting Group

In the United States alone, 
companies lose more than $62 
billion per year due to poor 
customer service.2
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Practical concerns

Transparency in cost and estimate
As WatServ proved that it could work within a defined budget, this strengthening partnership 
yielded a repeatable process with predictable outcomes, enabling Gateway to forecast costs for 
future projects. Gateway had a clear picture of the ROI it could expect from leveraging WatServ’s 
managed services, which enabled the company to communicate potential cost savings and 
efficiencies to its existing customer base and future prospects.

Security, reliability and disaster recovery are common concerns for any enterprise operating in the 
cloud. To allay the fears of Gateway’s customers, WatServ provided audit reports and compliance 
with generally accepted standards in the cloud ecosystem. 
This helped to assure clients that their data would be better 
protected than by on-prem solutions. WatServ was also able 
to assure Gateway about the scalability and reliability of 
the Azure cloud environment. It quickly became clear that 
seamless optimization of the platform and end-user uptime 
would be attractive selling features as Gateway and WatServ 
moved forward in serving their mutual customer base.

By answering these and other practical concerns, WatServ 
demonstrated to Gateway that it was the natural choice as a 
solutions partner.

The top three cloud computing 
concerns of tech professionals 
are: security, access to 
expertise and cost.3
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We were able to provide evidence of a solid framework of 
vigilance and support that could be applied to the proposed 
system. One of the things that WatServ was very forthcoming 
with was the stack of tools, and how they were used to layer the 
proper governance and vigilance onto the proposed system.  
That made clients comfortable.”

Gordon Blake
Director of Business 
Development, Gateway 
Consulting Group



Gateway’s customers are looking 
for solutions to help them 
modernize and reduce costs as 
they migrate from on-prem to 
cloud computing environments. 
WatServ is the first and only 
partner enabling Gateway to 
help its customers modernize 
and optimize their application 
ecosystems, including Gateway’s 
FACILEX®, with Azure.

I think one of the things that WatServ and 
Gateway have in common is that we’re 
small, but mighty. We’re quick, nimble, and 
able to respond to customers’ needs with a 
personal touch.

Serge Maric
Director of Customer 
Success, WatServ

Up and running 
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Strong relationships withstand the test of time

WatServ and Gateway have already learned that this new relationship can yield considerable 
benefits for their customers, such as:

• Outsourcing of Managed Services with a reliable partner is more cost effective than hiring 
additional team members.

• Cloud hosted services in Azure are agile, reliable, scalable and secure.

• Working with a third party allows customers to economically tap into a wide range of IT expertise 
including hosting, networking and security.

In this partner-to-partner success model, WatServ and Gateway combine their complementary 
skills to offer a broader range of solutions and help clients manage the operations, performance, 
scalability and security of their cloud environments. 

Moving forward, WatServ will design, deploy, manage and support the Azure infrastructure for all 
future clients with Gateway, continuing to provide support at the application level. Their clients can 
enjoy peace of mind as they get back to doing what they do best.

As a team, in the first deployment, we did run into some fairly 
tough hurdles to get over, but we were able to regroup and 
get into production with minimal delay. And on the second 
deployment, it was just click, click, bang, bang, deployed. I think 
that’s the metric that meant the most to me.

Gordon Blake
Director of Business 
Development, Gateway 
Consulting Group
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To learn more about WatServ’s solutions and services, and how they can help 
your business get the most from your cloud or hybrid environments,  

visit CloudOps: Cloud Managed Services.

https://watserv.com/services/cloud-management/


WatServ is an IT solutions provider helping clients digitally transform 
their businesses through cloud technologies and services. 

 
For more information, visit www.watserv.com

http://www.watserv.com
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