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Most cloud programs are declared a success the moment the last workload migrates. The project is closed, the
team moves on, and leadership expects the savings to follow.

Eighteen months later, the total cost of ownership exceeds the on-premises baseline. Incident queues have not
shrunk. The governance structure that was supposed to come later still has not arrived. And somewhere in the
middle of all this, the client portal shows uptime metrics while a renewal conversation deteriorates without any
visible warning.

Cloud migration was never the destination. It was always the starting point. This article breaks down why most
cloud programs lose control after go-live — and what it takes to restore it through landing zones, FinOps, and an
operating model built for the Al era.

Why Cloud Costs Increase
After Migration

The original promise was
straightforward: move to the
cloud, reduce overhead, and pay
only for what you use.

That logic holds in a planning
document. In production, it rarely
survives contact with real
workloads.

Workloads lifted and shifted without optimization
carry the same cost structures they carried
on-premises — except now they also generate
data transfer fees, idle resource charges, and
autoscaling surprises.
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What Breaks Down in the
12—-24 Months After Go-Live

Rising costs are the visible symptom. The underlying problems run deeper.

1. Cost without clarity.

Al workloads layer onto cloud estates that were never optimized for
production-grade use. McKinsey's 2025 State of Al research finds that only about
one-third of organizations using Al in at least one function have begun to scale it
across the enterprise — and just 39% report any EBIT impact at the enterprise
level. The gap is governance and operating model — not technology investment.

2. Tools without trust.

Monitoring, APM, and security tools accumulate over time, but business leaders
still cannot get a single, trusted view of risk, performance, or value delivery. The
same McKinsey research finds that 51% of organizations using Al have experienced
at least one negative consequence, with nearly one-third of all respondents
reporting consequences stemming from inaccuracy. Automation that cannot be
explained is automation that does not get trusted — and eventually does not get
used.

—~ 3. Automation without an operating model.
\ ao Self-healing capabilities and AlOps tools are in place, but roles, escalation paths,
« and governance policies are not. Engineers distrust the automation, override it
| & AE manually, and the technical debt that was supposed to disappear accumulates
incrementally.

These are not
rare edge cases.

MIGRATION '\ OPERATIONAL EXCELLENCE
J i€ second curve that (FIRST CURVE) \ (SECOND CURVE)
almost every cloud program hits '

— and the one that very few

organizations plan for.

GO-LIVE 12-24 MONTHS LONG-TERM VALUE
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What Restores Control: Landing Zones,
FinOps, and Human-Agent Teams

Three disciplines consistently separate cloud programs that stay in control from those that drift

FinOps

for the Al era
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Is Your Client Portal
Hurting Your Renewal Rates?

This is the question most technology leaders are not raising directly — and it warrants serious attention.

These disciplines — landing zones, FinOps, and governed operating models — are the internal foundation. But their value
only compounds when customers can see it.

Customers no longer evaluate IT and cloud partners primarily on uptime. They evaluate the clarity of the value story visible in
the client portal.

A portal that shows raw metrics but cannot answer "what have you done for us this quarter?" is a renewal risk. Consider a
mid-size US enterprise that completed its cloud migration 18 months ago. When its annual review arrived, the IT partner's
portal showed availability percentages — but no cost optimization narrative, no proactive risk flags, and no shared roadmap.
The renewal conversation began without an established baseline. That gap is not unusual. It is also entirely avoidable.

WHEN MARKETING, PRODUCT, AND IT CO-OWN THE PORTAL

i ) > O

NRR Improves Reactive Escalations Stronger Partnerships Renewals Become

Decrease Continuous

Value is visible. Trust is Shared outcomes.
earned. Renewals grow. Al catches issues early. Fewer Aligned teams. From reactive conversations
surprises. Happier customers. Long-term success. to ongoing value.
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Five Steps US Leaders Can Take
in the Next 90 Days

Before building a roadmap, start with five questions your team should already be able to answer:

(s} Can we tie cloud and Al spend to

™ | visible customer outcomes today?

In the first 90 days

Baseline cloud and Al spend,
j instrument your existing portal, and
‘ surface at least three value metrics
customers can see without having
to ask for them.

- How quickly can we produce a value
summary for any active account?

Do our Al agents operate within
Al ; -
Q governed, explainable policies?

m Is our portal a self-service
ke analytics surface or a reactive

issue-management tool?

Over the next 12 months

Redesign two to three priority
; customer journeys in the portal, align
“‘ landing zones and FinOps practices
around those journeys, and
introduce Al copilots with clear
governance and escalation paths
built in from the start.

in ¥
12

MONTHS

0®e \Whoowns the portal journey —IT,
marketing, or neither?

The organizations winning renewals in 2026 and beyond

are treating cloud, Al, and digital experience as one operating model — not three

separate workstreams. The operating model you build after it determines whether
customers stay, expand, and advocate.

One Decision.
Compounding Returns.

Value Overview

COST SAVINGS

RISKS AVOIDED

PERFORMANCE

$2.45M 27 99.95%

+18% vs last quarter Incidents prevented Availability

/J\’/\/ Illl"l /J\/\/

Top Business Outcomes

Lower Reduced Better
Costs Risk L] I Performance

The organizations writing the renewal stories their
customers trust are not doing something
fundamentally different. They treated post-migration
discipline as a revenue strategy — and they started
before the next renewal cycle forced the question.
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The Milestone

Cloud migration was the

starting point. RENEWAL

. STRONGER TOGETHER.
a4 GROWING TOGETHER.

It was a necessary first step and, for most
organizations, a significant one. But the
programs that sustain value — and sustain
customer relationships — are the ones that
treat go-live as the beginning of an operating
discipline, not the end of a project.

OPTIMIZE :
CONTINUOUSLY 8

The difference that drives
CHEEL

The difference between a cloud program
that erodes margins and one that drives
renewal lies not in the cloud provider
chosen or the tools deployed — but in
whether governance, cost accountability,
and customer visibility were built into the
model from the start.

) Al is accelerating both the
{%‘; opportunity and the risk.
Organizations that embed Al agents within
governed operating models and surface
their value through an intelligent client
portal will find that renewals become a

byproduct of the relationship — not a
negotiation at the end of one.

MIGRATE
THE STARTING POINT
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