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The ISV Business Case For Building SaaS on Amazon Web Services (AWS)

Amazon Web Services commissioned Forrester Consulting to conduct a Total Economic Impact™
(TEI) study to develop the business case ftor independent software vendors (ISVs) that sell on-
premises software to develop software-as-a-service (SaaS) on AWS.

To download the full report visit https://aws.amazon.com/events/aws-is-how/
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The ISV Business Case For Building SaaS on Amazon Web Services (AWS)

Amazon Web Services commissioned Forrester Consulting to conduct a Total Economic Impact™
(TEI) study to develop the business case for independent software vendors (ISVs) that sell on-
premises software to develop software-as-a-service (SaaS) on AWS.

To download the full infographic visit https://aws.amazon.com/events/aws-is-how/



