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Building the Recurring Model

Now is the time
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Building a Business Plan

YEAR 1 YEAR 3

70% MRR and you no longer accept NEW

25% of deals on monthly customers unless they are on a monthly
recurring revenue (MRR) service plan
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Benefits to a Managed Model

Legacy Building

Transformative Solutions for Your Clients

Creating Stickiness
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20 Mile March

Right People on the Bus
Service Revenue Per Tech

Operational Maturity
Partner with Vendors

Get Your Money! — Receivables/Cash Flow
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Changing the Sales Organization

Aligning Sales and Strategy — Who Do You Want to Be?

Alignment — Training, Hiring, Reviews, Process, Ops

Change Commission Packages to Incentivize Recurring Sales
Solution Selling vs. Box and Gadget Pushing

What is Your Value Proposition?

Where Do You Fit in Your Clients’ Business Objectives?
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Pricing Strategies
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AWARENESS | EVALUATION : DELIVERY : SUPPORT : BILLING

Marketing with Opportunities with Purchase with Implementation with Ongoing Support Agreements with
Campaign Director ConnectWise CloudConsole ConnectWise with CloudConsole ConnectWise

&

Quotes & Proposals with : Automated Direct Support with Invoicing with
Quosal : Deployment with : ChatAssist : CloudConsole and
H LabTech ConnectWise

Remote Control with
ScreenConnect

Copyright© 2016 ConnectWise, Inc. All Rights Reserved.

ConnectWise ¥ & W

=




