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Reorganized in Boise, Idaho in 2002, ProMission Projects 
has been providing managed IT services to its core client 
base since the early 1990s. In addition to the tradeshow 
and events side of its business, where it assembles and 
sells/rents large flat panel displays, ProMission specializes 
in managing PC networks and server farms for SMBs. I 
recently spoke with Hoyt Hagens, vice presi-
dent of ProMission Projects who shared his 
insights about his company’s foray into the 
managed services space.

What were the biggest challenges you 

faced selling managed services to SMBs?

Every SMB client has data that it needs to 
manage, and this is the most important service 
a VAR, integrator, or MSP can offer. Yet, this 
subject has been the most difficult piece of the 
puzzle. We’ve been doing this for 20 years, and 
it’s only within the last two years that providing 
backup and disaster recovery (BDR) services to 
our customers hasn’t been a frustrating part of 
our business.

What were the top BDR 

hurdles you had to overcome?

For years, tier-one storage vendors have seen 
the opportunity that exists in the SMB space, 
and many of them have attempted to create solutions for 
this market. Even though their marketing material would 
suggest they have it all figured out, our experience has 
proven otherwise. There are three primary areas where 
they miss the mark:
1. Their solutions are way to complex for the SMB 
market. Backup is not a difficult concept, but the way 
these solutions are implemented is overly complex. In 
some instances, the products required someone with high 
level engineering skills to implement. It’s just not feasible 
to send one of two of your techs to a week of off-site 
training to learn how to implement a backup solution. It 
should be easy enough to learn from a manual.
2. Ever changing licensing, mandatory upgrades.
Once you have a system in place, and the customer has 
agreed to your prices, you don’t want to have to continu-

ally go back and nickle and dime them. But, that’s the 
position these enterprise storage vendors put us in over 
the years. They would change their licensing models, or 
they’d come out with a patch or some other update that 
cost money to get, just to squeak a little more money out 
of their resellers, which we’d then have to pass along to 

the customer — or eat these costs.
3. Inconsistent off-site storage costs.
We’ve been burned by teaser offers that 
promise a certain cost per gigabyte to store 
the customers’ data in an off-site data center, 
only to find out that after the customers’ data 
reaches a certain threshold the cost escalates 
and becomes unaffordable for SMBs. In some 
cases, it was actually less costly to send one 
of our techs on-site to swap out their storage 
media and to find alternative off-site storage 
options.

How is the BDR solution you’re using now 

different from your previous experience? 

Our RMM (remote monitoring and manage-
ment) partner, N-able, recommended us to 
Datto a couple of years ago. After checking 
out their SIRIS offering, we could see that this 
wasn’t another enterprise product crammed 
into the SMB space. From the beginning, the 

solution has been easy to use, and there haven’t been 
any licensing surprises or hidden costs — just a monthly 
flat fee. 
The system was put to the test not long ago when one 

of our manufacturing clients who had been limping along 
with an aging server farm experienced a major hard drive 
crash. Our monitoring tools notified us immediately that 
there was an issue. In a matter of minutes, we were able 
to remotely launch the SIRIS virtualized copy of the server 
(that was less than 30 minutes old), update the licensing, 
and keep them running. We had a replacement server 
ready to go with VMware within 30 minutes, dropped the 
new server in place, and moved the most up-to-date SIRIS 
image over with no interruption in production. The cost 
savings to the client was easily in the tens of thousands 
of dollars. !

3 Lies Enterprise Storage 
Vendors Like To Tell SMB Resellers

By Jay McCall, networking and managed 
services editor, Business Solutions magazine

This IT solutions provider’s experience with enterprise storage vendors taught him one thing: you 
can’t cram an enterprise storage solution into a small to midsize business.
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Hoyt Hagens is the vice 
president of ProMission 
Projects, a VAR, integra-
tor, and managed servic-
es provider that manages 
PC networks and server 
farms for SMBs.
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