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Venture-funded start-up focused on Cloud 
Automation and Orchestration. Managing 
$Billions in Infrastructure.  

Delivers “Cloud Sandboxes” - Replicas of 
production environments delivered as-a-
service.

Strong Innovation DNA – Trusted by customers
Worldwide. Managing millions of Infrastructure 
elements

About Quali
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150+ customers – Cloud providers, Telcos, Enterprises 
– across FSI, Retail, Healthcare and Government

~120 employees in USA, Israel and Europe focused on 
serving customers worldwide150+



Anatomy of a traditional technical sales demo
Schedule 

POC

Define and 
Scope PoC

Prepare 
equipment

Ship 
equipment

Setup and 
Configure

Run demo

Tear down 
demo

Ship Back



Sales demos: what can go wrong WILL go wrong

• Static demo environments or resources that can’t be shared between sales 
personnel lead to unneeded delays.

• Delays of PoCs due to Shipping time and cost

• Manual configuration time consuming and error prone

• Loaned assets for extended period of time never returned

• Bottleneck limiting the number of demos the team can run

• Shifting priorities and interruptions



The Demo Lab conundrum
Efficiency

Fidelity

Usability Flexibility

Power

Sustainability

Simulated

Hardware

Virtualized

Self Service Catalog

New Products

New Technologies

New Customer Scenarios

DYI scripts

Accessibility to non 
programmers



Demo Clouds

• Self service portal for sales 
team

• On demand access to most 
common scenarios

• User sharing as well as isolation 
for customer privacy

• Rapid provisioning of hybrid 
environments

• Scalability and maintainability

• Reporting and accounting against KPIs



Broadcom case study: How we got started

• Increase Lab Utilization efficiency/consolidate equipment

• Sales demo reservation with a self-service system

• Automation resets for all these demos



Building our Demo Cloud with CloudShell



Accomplishments and Next Steps

• Equipment consolidation

• End User Adoption

• Building Automation and Customization

• Demo Cloud Operation

• Expanding to Engineering and Support (TAC) environments
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DEMO



Benefits of Demo Clouds

Speedy sales processes Cost effective sales

Channels education
Better partner engagement



Ask for a Technical Demo
(30-min web conference)

Want to Learn More?

Contact us: info@quali.com

Download White Paper and Solution Briefs

http://info.quali.com/ask-for-a-demo-today
mailto:info@quali.com
https://www.quali.com/resource-center


Please submit feedback forms!

Questions?


