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In the final part of this three-part series, Dave Sobel, 
former CEO of managed services provider Evolve 
Technologies, shares his advice on how managed 
services providers can approach their existing cus-
tomers and incorporate their RMM services into their 
sales process. (Previously, Sobel shared his insights 
on what to look for when selecting an RMM solution, 
and, in part two, he offered best prac-
tices for implementing an RMM solution 
into your existing practice. If you missed 
either of the two earlier articles, you can 
access them via BSMinfo.com/MSP. Part 
one is titled, ‘The Secret To Selecting An 
RMM,’ and part two is titled, ‘The Secret To 
Implementing RMM.’)

What tips can you share to help MSPs 
approach their existing customers 
about a new RMM offering?
MSPs should focus on end user value 
rather than the specifics of RMM. Users 
don’t purchase “monitoring,” but they 
do purchase the concept of proactive 
care to minimize downtime. Focusing 
on the value to the user is key for suc-
cessful sales. Often, MSPs start with the 
idea of network audits and move onto 
monitoring from there. A Network Audit 
or assessment is a detailed examination 
of the end customer’s network and all the 
technologies in it. Once complete, you 
can provide your prospect/client with a 
detailed report that inventories all the hardware and 
software they use and highlights potential problem 
areas, such as expired warranties, low memory, 
missed backups, licensing issues, security gaps, and 
other trouble spots. With this information in hand, it 
is possible to discuss real — rather than hypotheti-
cal — risks and propose specific solutions to specific 
problems. You can even propose a project schedule 
based on priorities and real costs.

What tips/best practices can you share to help 
MSPs incorporate a new RMM offering into their 
sales pitch to new clients?
Many MSPs start with the idea of Network Audits as an 
entry point to leverage the technology with new clients. 
Giving insight into a customer’s network and providing 
value with a simple engagement builds trust and deep-

ens the relationship. As the MSP progresses, 
monitoring and management will become 
part of the core offering. Focusing on cus-
tomer value always deepens the relation-
ship, and ensures the MSP and the customer 
are on the “same side” of the table.
The best-in-class solution providers focus 

on the value of their integrated service 
solution rather than selling their tool set. 
Highlight business-level benefits such as 
improved uptime, proactive support, fewer 
surprises from unexpected failures and 
higher ROI from technology investments 
instead of getting caught up in the technol-
ogy weeds.
Migrating away from traditional break-fix 

usually means customers will be changing 
the way they invest in IT, so understand 
how to address “Why should I pay you 
more?” with “Your overall IT-related costs 
are going down in other ways and overall 
you will save money.” 
Migrating away from traditional break/fix 

usually means customers will be changing 
the way they invest in IT. In many cases 

the cost of the new services will be higher than the 
old break/fix service. MSPs need to be prepared for 
customers to ask "Why should I pay you more than I 
did before?" If you have the right tools in place, and 
understand how to translate this technology into time 
and costs savings for your customers, the answer is 
simple: "With these new services your overall IT related 
costs are going down in other ways, so overall you’ll 
be saving money.” l
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Dave Sobel is a for-
mer CEO of MSP Evolve 
Technologies. Sobel 
joined Level Platforms 
In January 2012 as the 
director of partner com-
munity, serving as the 
conduit between Level 
Platforms’ partner base 
and its executive team.
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