
International outdoor clothing retailer Icebreaker 
is leveraging Microsoft’s new Cloud Service Provider Partner 
Program to combine services from the public cloud, private 
cloud and its own on-premise IT to make its IT more powerful and 
efficient as the retailer expands into more markets worldwide.

Based in Auckland, New Zealand, Icebreaker sells activewear made 
from merino wool in more than 50 countries around the world. It 
has its own stores in major cities like New York and San Francisco, 
and sells through hundreds of retailers elsewhere. Made only 
from the fleece of merino sheep raised in the mountains of New 

Zealand, merino wool is 
especially warm, soft, 
and itch-free. Founder 
and CEO Jeremy Moon 
built it into a $140 million 
(revenue) business over 
the last 20 years (the 
images below show how 
the chain’s marketing 
combines the technical 
features of merino with 
fashion). Early this year, 
Suzy Clarke took over 
as global head of IT 
with a mandate to give 
the company a clear 
technology strategy and 
direction and make IT 
more efficient. Although 
new at Icebreaker, British-
born Clarke has 17 years 
of IT experience. “We’re a 

small IT team of only 12 people and we rely heavily on a suite of 
vendors,” Clarke said in an interview with the Daily Cloud. “We’re 
looking for vendors who can bring value-add, who can help us 
drive the business forward.”

Today, about 20% of Icebreaker’s IT is in its on-premise facilities in 
Auckland, New Zealand. Another 20% is in the public cloud, with 
the remaining 60% in its private cloud facilities at cloud provider 
Atmosera. Atmosera is headquartered in Portland, Oregon, 
also the site of Icebreaker’s U.S. headquarters. Icebreaker’s two 
critical business applications, its ERP service Microsoft Dynamics 
AX, and its point of sale system are both hosted at Atmosera. 
Applications hosted in the public cloud include SAP’s (NYSE:SAP) 
human resources application Success Factors and Microsoft’s 
(MSFT) Office 365. Icebreaker has been growing recently at more 

than 10% a year and founder Moon has ambitious plans to push 
the growth significantly higher. To support that growth, Clarke’s 
goal is to move more IT into the cloud, providing better support 
to all of Icebreaker’s employees and partners worldwide. “The 
bigger we get, the simpler the IT needs to get,” she says.

Icebreaker is an early adopter of the Microsoft Cloud Service 
Provider (CSP) Partner Program, with Atmosera as the private 
cloud partner. Atmosera’s cloud is standardized on Microsoft 
Azure’s technology so it is easy to move applications between 
Atmosera’s data centers and the worldwide network of Azure 
data centers. At the Atmosera facilities, Icebreaker runs in a 
private cloud, meaning resources dedicated to Icebreaker are not 
shared, so performance is guaranteed. Some applications, like 
Office 365, run well in the Azure public cloud, so they are hosted 
there. Atmosera CEO Jon Thomsen refers to the combination as 
a hybrid cloud solution. “The initial architecture does take some 
work, but the great thing about the hybrid cloud solution is it can 
accommodate a lot of different applications,” he says.

From Clarke’s point of view, Icebreaker not only gets the 
benefits of two different cloud environments. With Atmosera’s 
support, it gets consulting expertise, personal attention and IT 
customization, benefits an enterprise cannot often get from a 
large public cloud provider. “We get a more informed, better level 
of service from Atmosera,” she says “They help us with strategic 
advice. I look at them as our virtual infrastructure team.”

From Microsoft’s point of view, the CSP Program leverages the 
reach of thousands of local service providers, including cloud 
providers like Atmosera but also plain old hosting providers or 
other consultants or resellers, to bring business to the Azure 
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Cloud. It also enables those cloud providers to use key pieces 
of Microsoft technology, such as System Center, which enables 
the management of public and private cloud infrastructures 
from a single management console. Microsoft’s VP of Worldwide 
Hosting and Cloud Services Aziz Benmalik says that the partner 
program has over 10,000 members. “The CSP ecosystem is 
growing very fast,” he says. “More than 45% of customers are 
looking to consume the public cloud through a service provider.” 
Microsoft is now rolling out AzureStack, upgraded infrastructure 
software that adds more capabilities to Microsoft’s Cloud OS, 
enabling even further compatibility between workloads in the 
Azure cloud and the partner’s cloud. Benmalik says Microsoft 
now has over 300 partners using Cloud OS. “This is a true hybrid 
cloud strategy, with a single pane of glass [for management] and 
mobility of workloads,” Benmalik says. “Our hybrid strategy is 
unique in the market.”

Atmosera’s Thomsen agrees. He says that Microsoft has shown 
a commitment to partner with regional or local cloud service 
providers in a way that other major public clouds like Amazon Web 
Services and Google have not. This naturally plays to Microsoft’s 
strengths, such as its relationships with an enormous number 
of businesses, many of whom want to keep some applications 
either on-premise or in a private cloud. “Everything we do this 
year will be either on Cloud OS or leveraging Azure,” Thomsen 
says. “We expect to grow north of 40% this year, and all of that 
from Microsoft.”

For Icebreaker, one benefit of the Atmosera-Microsoft 
partnership is that stripped-down versions of Icebreaker’s core 
business applications are being put in Microsoft data centers in 
Europe and Australia, to reduce latency for users in those regions. 
“We’re testing out geo-locating services in Sydney and Europe by 
using Azure, and the pilot project has shown we get real results,” 

says Clarke. In addition, Clarke says that Microsoft is investing 
R&D resources into creating a business intelligence application 
customized for Icebreaker. “That project is a great signal that the 
relationship is heading in the right direction,” she says.

For Suzy Clarke, the value of the cloud is that it lets her 
accommodate the needs of a fast-growing international business 
while avoiding the need for constant investment in expansion of 
the IT team. “The cloud is important because of cost reduction, 
complexity reduction, and improved performance. It removes so 
much admin from an IT team.”
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The Daily Cloud is an independent news analysis publication 
focused on the enterprise cloud business. We provide fact-
based research, reporting, and analysis on the latest business 
trends in the enterprise cloud. 
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