# getKambium

Successful IT clients make successful
MSPs, ensure your clients have the
right IT for their needs, budgets and

goals, and help them turn their plans
into reality.
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1 MSP’s that will change the nature of their relationship and services to their
clients.

Or

2. MSP’s that will die.

MSPs that solve their client’s business problems will win :
* demonstrate a strategic understanding of their clients
* manage all their clients IT
* have relationships with the business leaders

Tech focused MSP’s will lose : MSPs that stick with tickets, SLAs, life cycles, PCs and licenses
will face increased competition, commodity pressures and decreased profit

: Your client may have less physical IT for you to manage,
but they have more IT systems and are more reliant on IT than ever. They need an MSP
partner who can proactively match their needs to best-in-breed solutions.

But if you're stuck in a reactive mode, waiting for your clients to come to you, then the
managed services revolution will pass you by and take your clients with it.

That’s why we’ve created GetKambium, a tool to help staff get inside clients” heads and
understand their business, so you can stop delivering low-margin IT infrastructure and start
enabling business strategy

* (new) Scalable MRR services that don’t depend on traditional IT support services?
* Better qualified opportunities?

* New NRR work and consulting?

* Stronger relationships with higher value clients?

* Growing revenues and profits?

» Differentiation from competitors?

getKambium.com

for MSP Business Owners, IT Consultant and Sales



https://getkambium.com/

> Kambium

How?
Kambium is a cloud app guides the MSP, with :

KNOW YOUR CLIENT with prepared questions to
business needs,

tools to map how IT can address them,

output into a detailed report, budget and plan.

These are converted into an executable plan, with sales opportunities, projects and
tasks flowing into ConnectWise.

New MRR consulting revenue flows from the pricing tool and delivery
templates.
Use QBRs to the client with a report that focuses on how the MSP is solving

their business problems, making their value-add extremely clear.
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DISCOVER all MANAGE all
your client’s IT their IT to their
needs and build requirements

them a roadmap with new MRR

+ budget services

NURTURE your A4
relationship §
with a better,
faster QBR that
creates value for
you and them
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The goal is simple: To create a vision for technology that empowers your customer to
leverage technology to improve revenue, reduce costs and improve security
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Can you help your clients answer key questions like:
1. Arethey meeting obligations to shareholders/stakeholders?
. Are the appropriate IT Governance controls in place to protect business value?
. IT is more than silicon — have they stress-tested the human side of your I.T?
. Are they maximising their technology investment?
. Who really controls their IT systems and data?
. Do they have an appropriate Data Privacy Policy?
. Do they have the right relationship with their IT provider?
.Is the IT strategy meeting their business needs?
. Are staff their biggest security risk?
10. Is the organisation doing enough to get the cyber-security cost/risk balance right?
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Gain full understanding of your client’s current situation and their strategic

priorities to achieve their goals and mitigate their risks. Uncover the client’s
priorities and work with the client to build a plan to achieve these, including
against timelines and budgets.
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Across organizations, IT Managers share between 80-90% common responsibilities. Our
process covers all key aspects that IT Managers should be responsible for in a systematic

methodology.
Create new MRR agreements for those clients that want ongoing IT advice and IT
governance.

We’ve broken down the role of an IT Manager / CIO and given you the means to build a MRR
agreement for your clients, quote it, and schedule, along with rich guides and templates to
help you execute.
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Built from real IT Manager & CIO job descriptions and
role accountabilities, our ITMAAS system is THE
answer to scalable, consistent, high-quality vCIO

delivery.

GetKambium tells your consulting team what to do,
when it needs to be done,and gives you the tools and
templates you need

ITMaaS
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STRATEGY & ROADMAP

GOVERNANCE,
POLICY & PROCESS

SECURITY & RISK
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What do your customers need?
e Information about their current state
e Roadmap update : where they are heading and how it’s tracking.

e Clarity on the decisions they need to make now.
What do you need?

Amazing QBR Reports that are fast to create.
e Amazing QBRs that your clients value and want to attend.
o Amazing QBRs that help you progress your client relationship and advance

your sales pipeline.
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Prove your value to your clients.
Prove the value you give your client while getting agreement for new projects from their IT roadmap
with deliberate, purposeful QBRs.

Formalize client check-ins and keep your relationship focused on the thing that matters most to your
client — helping them create enterprise value. Our QBRs are quick and easy to produce, purposeful
and create value for you, and your client.
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Brings your client’s strategic roadmap together so your QBR is a ‘check-in" on progress

Lets you include and exclude sections, dynamically refreshing the QBR agenda, and lets you hold QBR
templates for large clients, small clients, cloud-only clients or any other client set.

Has purpose to each section and builds minutes and actions to ensure the QBR is more than a ‘check-
in” — it facilitates client decisions

Reviews your sales opportunities with your clients, so they approve your proposals faster

Lets you add your favorite specialist reports from your favorite third party MSP tools
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Accelerate Sales

Shorten Selling is a thousand times easier if your clients want to buy your
product or service

sales cycles
The easier way to achieve this is simply to know what they need, why
they need it and to present your service in their language.
That means you need to understand your client

l l I l You need to have a structured way to discover their needs, that will
create and qualify opportunities in your sales pipeline.

GetKambium DISCOVER uncovers their needs, qualifies them and
publishes the opportunities into ConnectWise Manage. From a sales
discovery for a new prospect to cyber-security or an executive
DISCOVERY, you can learn the depth and breadth of your clients’
needs and reframe these as a costed road-map, and sales
opportunities. You can even create your own DISCOVERY sets with a
PREMIUM subscription

Drive your Get better insights for higher-value deals

revenue High-value deals start with high-value conversations.

targets To successfully elevate the conversations you have with your clients
you’ll need deep insight into your customers’ business needs and
challenges.

With Sales Discovery, GetKkambium gives you the tools you need to
get to grips with your customers’ real business drivers, so you can
create deals that address your clients’ problems and deliver them
valuable opportunities.

With GetKambium’s Sales Discovery your sales team will be able to
demonstrate their credibility and develop qualified leads from
customers in less than an hour with just 12 questions.

Try now, for free : https:\\getKambium.com
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