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Build, Buy or Partner?

WELCOME

Hannah Erb

Strategic Business Advisor

Collabrance

877.715.8485  |  herb@collabrance.com
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Agenda

• Why Managed IT Services?

• Build, Buy or Partner?

• What is a Master MSP?

• Who is Collabrance?

• Q&A with Kelly Office

• How to Price Managed IT Services

Why Managed IT Services?
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Hurricane Florence

Cedar Rapids 

500 Year Flood (2008)

GreatAmerica 

& Collabrance 

Headquarters
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Managed IT Services

• Proactive vs. Reactive

• All Inclusive vs Break Fix

• ‘Budge tabletime ’ vs. ‘non-budgetable’

*Courtesy of MarketsandMarkets Research Firm

Managed IT Services Opportunity
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Partner 
of the 
Future

Office 
Equipment 

Communications Managed IT 
Services 

Security/AV

Unified Experience

“For every $1 in revenue of managed 
services, it is worth $1.36 of stock value.”
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What EVERY* MSP Offers

1) Hardware

2) Licensing

3) Patch Management

4) Anti-Spyware

5) Anti-Spam

6) Anti-Virus

7) Technology Planning

8) Remote Support

9)        Onsite Support

10) Virtual Services

11) VDI

12) Remote Backup

13) HaaS,IaaS,Saas,HaaR

14) Desktop Optimization

15) Disaster Recovery

16) Service Desk
* Channele2e webinar with Gary Pica of TruMethods 12/15/16
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Industry Resources

Paul Dippell

Alex Rogers

Collabrance.com/blog

Build, Buy or Partner?
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Building Your Managed IT Offering 
Internally 

Pros Cons

Customization Time

Complete Control Money

Full Financial Benefits Resources

1-2 years to build.

Upfront investment of $1-$1.2 million.

Buying and Acquiring an IT Company

Pros Cons

Get to market faster Expensive

Offering already built Customization

Resources already in place Right Resources

Customer base already established Culture Fit
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Partnering to Jumpstart Your 

Managed IT Services Offering
Pros Cons

Smaller Investment Culture Fit

Go to Market Faster Customization

Proven Platform Less Control

Save Time

What is a Master MSP?
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How a Master MSP Can Help You

Maximize 

Revenue & 

Profit

Exceed 

Customer 

Expectations

Maintain 

Control of Your 

Customer Base

Why Outsource?

MSPs at best-in-class 

profitability are more likely 

to use a Master MSP.

Paul Dippell
CEO & Founder

Only 5% using a Master MSP today said 
they’d be less likely to use one in the future.
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“58% of partners using a Master MSP said 

they were more likely to do so in the future.”
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Benefits of a Master MSP

• Staff Augmentation as Extension of Team

• Increasing Sales to Scale Faster

• Technology Vendor Management

Positioning For Success with 
Managed IT Services
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Partnering Options

What to look for in a Partner

• Mutually beneficial relationship

• Open communication and access to leadership

• Gain knowledge and best practices

• Focus time & resources on revenue & scaling

• Enhance reputation and customer’s service 
experience
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*Slide courtesy of Service Leadership, Inc. 

Copier Dealer IT Profit Drivers

What You Should Charge

*Slide courtesy of Service Leadership, Inc.

Profitable IT Companies Charge this
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Does it matter where you live?

***Slide courtesy of Service Leadership, Inc.

Which would you rather be?

*Image courtesy of TruMethods
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How Collabrance Helps

• 24/7 Access to customer info & leadership team

• Collabrance Peer Groups and information portal

• Proven sales process

• Standardized all-in solution

• Standardized discovery and onboarding process

50%
1st Call 

Resolution

95%
Remote 

Remediation

98% 
Customer 

Satisfaction
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Working Together

Closing New Deals

Case Study: Louisianan 2016 Flood

• 20 User pediatric clinic

• All-In solution at 40% margin

• Treats 100+ patients per day

• 2 Feet underwater 
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Case Study: Louisianan 2016 Flood

Results:
• Continued business as usual

• Operational one day after flooding began
• Ability to access critical patient information

• Serve an influx of patient’s health needs during the 
flood

• 100% Customer satisfaction 

Kelly Office Q&A
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1. Why did you decide to outsource?

2. What are the pros and cons of outsourcing from your perspective?

3. What investments did you make?

4. Why did you partner with Collabrance?

5. What has involvement been from a C-Level perspective? 

6. How do you see the copier industry evolving and what do you think success will 

look like?

7. How do you find leads?

8. If you could start over again, what would you have done differently? 

9. What recommendations do you have for those looking to get into managed 

services? 

1. How do you market your offering?

2. What is your target customer profile for managed services and why?

3. How have you benefited from standardization?

4. What are you able to charge in your market?

5. What recommendations do you have for those looking to get into managed 

services? 
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Stay Connected with Us!

Subscribe to Blog
www.collabrance.com/blog

Like on Facebook
www.facebook.com/collabrance

Follow on Twitter
www.twitter.com/collabrance

Connect on LinkedIn
www.linkedin.com/company/collabrance-llc

THANK YOU!

Hannah Erb

Strategic Business Advisor

Collabrance

877.715.8485  |  herb@collabrance.com
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Questions?


