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This Is Going To Be A 
WORKING Session

• Stay ENGAGED; don’t “check out” and respond to e-mails 
and tickets, surf social media, etc. 

• Don’t get up and wander around (coffee, bathroom, etc.). 

• If your group sucks, find another group.

• If you are by yourself, find a group to join.



We’re Here

The 5-Step 
Sales Process



The 7-Step Closing Presentation
1. Set Up The Meeting For Success (Pre-Meeting Prep)

2. Set The Agenda

3. Initiate The Pain Train

4. Why Us?

5. Sell The Solution

6. The Money Talk

7. Ask For The Order

These Should All Have 
Visual Prompts In A Slide 
Deck Or Document



Everything you say or do 
should build CERTAINTY in 
the prospect to buy; if it 
doesn’t, take it OUT.

Very Certain, Sale Is Made

Not Certain, No Sale



The purpose of the slide 
deck is NOT to close the 
sale, but to give you visual 
prompts to stay on track.



The Cover Slide
And Agenda Slide

(2 Slides)



Strategic IT Roadmap 
And Action Plan

Prepared For: Prospect Name

Confidential 



Meeting Agenda
• Review the problems and challenges you shared with us.

• Reveal our report of findings to show you what we discovered.

• Recommend a plan to solve your problems and secure your network.

• Discuss our services and the budget we’re proposing.

• Work through any questions or concerns you have.

• If appropriate, okay the paperwork and select an onboarding date.



Prepared For
[Company]
Report Of Findings And IT Roadmap



Agenda
• Review the problem and challenges you shared with us.
• Review our “Report Of Findings” and what we discovered.
• Recommend a path forward to solving your problems.
• Discuss our services and the budget we’re proposing.
• Work through any questions or concerns you have.
• If appropriate, okay the paperwork and select an onboarding date.







Take 10 Minutes To Create Your 
Cover Slide And Agenda Slide



Start The Pain Train



70% Of All Buying Decisions
In Business Are Made To 

Avoid Loss
But Most Salespeople

Keep Pitching The Gain



Start The Pain Train
• Surface Problems (One Summary Slide)

On one slide, summarize the problems they’ve told you about that are known, 
obvious and frustrating them. They might not all be technical. Could be 
responsiveness, customer service, etc. This summary shows you were listening.

• Deeper Problems (But Wait, There’s More…)
Summarize the report of findings (green, yellow, red and ON FIRE).
 Do NOT get too technical here unless you’re selling to a technical audience. 

Consider using the audIT report or a similar scoring system.
 Don’t just tell them the problem, convey the CONSEQUENCES.
 They need to feel ANXIOUS and P.O.’d by the end of this section; they need 

to be angry that their current IT company is ripping them off, not taking care 
of them, etc., and anxious about security, data loss, downtime, etc.



Your Known Problems
• There is a complete lack of IT support, both day-to-day and strategic.

• You understand you are not secure and lacking critical cyberprotections. 

• You acknowledge you are extremely vulnerable to a ransomware attack.

• You were told by your insurance agent to get a technology provider.

• You have had past incident/compromise on Google Drive.

• You want to get these problems addressed ASAP.



Audit Detail

100

0

50

Requires Immediate 
Attention

Needs Improvement Satisfactory

Score
RAPID ASSESSMENT

Accounts

High Risk Issues 
Found

Anti-Virus

Anti-Virus is installed 
manually with some 

machines 
unprotected or out of 

date.

Encryption

Unencrypted hard 
drives

Password Management

There are no 
password 

management 
programs in place.

Security Awareness 
Training

There is no baseline 
security phishing test 

nor an ongoing 
security awareness 
training program in 

place.

M365

GoDaddy M365 in 
place which limits 
security settings.

Windows & Application 
Updates

Windows home 
version installed in 
the environment

Workstations

Workstations not 
setup in domain

Security Assessment

No formal 
assessment is 

completed

0

Our audit revealed 
SERIOUS gaps, failings 
and dangers in your 
security and compliance. 

It’s URGENT we remediate 
these immediately.



Review: Your IT problems previously discussed

<Pain disclosed during discovery 1>

<Pain disclosed during discovery 2>

<Pain disclosed during discovery 3>

<Pain disclosed during discovery 4>



Baseline Summary:
Results of Our Diagnostic Assessment



Baseline Summary
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MANAGED 

SUPPORT

SECURITY

INFRASTRUCTURE

REQUIRES IMMEDIATE ATTENTION
NEEDS IMPROVEMENT

SATISFACTORY

OVERALL SCORE: 61 Out Of 100

REQUIRES IMMEDIATE ATTENTION
NEEDS IMPROVEMENT

SATISFACTORY

REQUIRES IMMEDIATE ATTENTION
NEEDS IMPROVEMENT

SATISFACTORY





Take 15 Minutes To Create One Placeholder 
Slide To Summarize Their Stated Problems 

And 2 Or 3 Slides To Develop The Need



Why Us?





Why Us?
• In your slide notes, write out your transition statement: 

“The good news is that you have a problem we solve 
around here every day. Let me tell you how we’re 
uniquely qualified to help you get all of this resolved.”

• On your deck, create 1 to 3 slides to summarize HOW you are DIFFERENT 
from other MSPs and why you can be trusted to solve their problems. Be sure 
to INTERPRET THE VALUE verbally.

• Add testimonials, awards or other data to support why YOU are the superior 
choice to solve THEIR problems and meet THEIR needs.







3 Reasons Why We’re 
Uniquely Qualified To Help You

1. We Specialize in Construction Companies
Local technology company with on-staff certified experts; the person you 
talk to on the phone can walk through your door.

2. 5-Star Customer Service
Don’t take our word for it; check out the dozens of 5-star reviews we have. 
You’ll never be delayed or frustrated waiting on IT support again. 

3. Commitment to Excellence
Our business strategy is heavily focused on positioning ourselves as 
trusted advisors, not just service providers, ensuring a partnership that is 
based on trust and excellence.



Why We Are Uniquely Qualified To Solve Your IT Problems

96%+ of all support calls 
made during business 
hours are answered LIVE 
by a knowledgeable 
technician who knows 
you, not an overseas help 
desk that doesn’t. 

83% of problems (tickets) 
submitted are resolved on 
the same day they come 
in, and the remainder are 
resolved within 48 hours. 

Clients report a 52% 
reduction in IT problems 
after the first 6 months of 
service and a 10X faster 
resolution of problems.

MORE RESPONSIVE FASTER RESOLUTION FEWER PROBLEMS









Why Us?
Here are some things to talk about EVEN IF you have nothing “unique”:

• #1: Specialization (We’re Experts In Your Business, Problem, Situation)
• #2: Customer Service And Experience (5-Star Reviews, Guaranteed Response Time)
• #3: Everything Will Just Work
• #4: Peace Of Mind (Trust We’re Doing The RIGHT Things To Protect You)
• #5: Hassle-Free Vendor Management (One Throat To Choke)
• #6: True Professional Services (Fractional CIO/CISO Services, Real Account 

Management, Budgeting, Roadmaps, QBRs; CFO vs. Bookkeeper).
• #7: Risk Mitigation (Legal Compliance, Cybersecurity, Employee Problems)
• #8: Onboarding And Switching Will Be EASY
• #9: Trust (Why Are We The Safest Choice?)



Take 15 Minutes To Create Your
“Why Us?” Slide(s).



Sell The Solution
(Explain How Your Approach And 

Methodology Are Different)



Critical Point: 
There is NO POWER or advantage in your  
“package” or tech stack UNLESS you can 
explain it in a way that persuades and 
influences a prospect to buy from you.
Hint: They’re NOT buying your tech stack. They’re buying 
their trust in YOU to do a great job and solve their problems.



Critical Point: 
At this point, do NOT just walk them through a 

detailed technical proposal. 
• Proposals are mostly a parts list of hardware, software and services 

that confuse a prospect, and a confused prospect never buys.

• Proposals don’t sell the value you deliver or outcomes.

• Proposals don’t influence or persuade.

• Proposals don’t explain why something is needed. 

• Proposals can be given to the incumbent MSP or competitor to beat or 
replicate your offering.



Explain “Your Approach” 
To Differentiate Your Company And 

Explain How You’ll Help Them





The 3 Critical Functions To Increase
Sales And Profits In Your MSP

TMT’s Unique Approach To Growth









F FOUNDATION: We implement a solid foundation of security, 
documentation and strategy to eliminate frustrations and reduce risk.

O
OPTIMIZATION: We evaluate your IT needs and budget 
every quarter to ensure you’re getting the best 
performance and ROI.

C CUSTOMIZATION: All solutions are personalized to 
support your unique needs, budget and situation, vs. a 
“one-size-fits-all” approach.

S SECURITY: Gain peace-of-mind that your data and 
network are truly secure, backed up and compliant.

U UPTIME: Our 24/7/365 service desk and proactive 
approach eliminates extended downtime and recurring 
problems that slow you down and frustrate your staff.

F.O.C.U.S
.

DenaliTEK F.O.C.U.S. Advantage
By choosing DenaliTEK, you gain peace-of-mind that we have addressed every critical aspect of IT efficiency, uptime and security.





Take 15 Minutes To Create 
“Our Approach” Slide(s).



Sell The Solution
(Next, Explain The Service

And The Fees)



The Solution And Money Talk
As You Walk Through The Options: 

 Show a summary of plan 1 and plan 2 (with the price outlined). 

 Point out that BOTH will solve their problems, but REALLY focus on the plan 
you think is most appropriate for them and walk through THAT plan. 

 Keep verbally tying in how the services included will solve the problems 
they’re experiencing today and prevent future problems, risks and costs.

 At this point you’ll give specifics on your fees; be prepared to explain why your 
fees are EXTREMELY reasonable even if they’re going to spend more than 
what they spend now.

 Trial Close: “Which one are you leaning towards?”



The Money Talk
Sound-Bite Example:

“A company of your size should be spending somewhere in the 
4% range of topline revenue for IT expenses. You’re currently 
only investing 1%, which is one of the reasons you’ve having so 
many problems. The other reason you’re having so many 
problems is that your current IT company is failing to do X, Y 
and Z for you, which is putting you at risk for a serious outage 
or ransomware attack, which would be a very expensive and 
disruptive disaster you want to avoid at all costs.”





Great Start
 Installation of our tools and security services
 Remediate critical vulnerabilities revealed from our assessment
 Move devices into Microsoft management with correct policies



Option A Benefits:
• Top-level, fastest support.
• Maintenance on all employees' computers, 

phones, tablets
• Business-class virus protection on 

computers, with 24/7/365 oversight
• Backup on M365 e-mail, OneDrive and 

SharePoint
• Hotline support directly to technician
• Strategic planning for your technology
• Security layers added to your Microsoft 365
• Advanced user tools include Password 

Manager and Security Training
• Maintenance, monitoring, security and 

warranty for your firewall and wireless
• Flat rate IT billed every month

Managed Services Package:  2024 Gold
Covered Items:

• 1 site
• 27 computers
• 27 phones and tablets
• 22 users

Initial Great Start Investment:  $xxx
Monthly Subscription: $xxx



Option B
Managed Services Package:  2024 Silver
Covered Items:

• 1 site
• 27 computers
• 27 phones and tablets
• 22 users

Initial Great Start Investment:  $xxx
Monthly Subscription: $xxx

Difference:
• Service level time frames
• Variable monthly spend
• $175/hour vs. $150/hour for project work
• $XXX savings; all calls to help desk and 

work at TTechT office are billable in 15-
minute increments

• Emergency services are $225/hour



Plans

Managed Services Package:  
2024 Silver
Initial Great Start 
Investment:  $xxx
Monthly Subscription: $xxx

Managed Services Package:  
2024 Gold
Initial Great Start 
Investment:  $xxx
Monthly Subscription: $xxx



Strategic IT Roadmap And Projects
Phase 1: 
Implementation 
Of Critical 
Fundamentals For 
Security And 
Support

Implement 3-2-1 Backups

Implement Enhanced Security Stack Including 24 x 7 Security Operations Center

Remote Monitoring And Management

Technology Alignment Review And Documentation

Roll Out Cyber Security Awareness Training, Dark Web Monitoring And Phishing Simulations

Roll Out Password Management

Phase 2: 
Implementation Of 
Critical Firewall And 
Server Update



Managed 
Services Plan 
Selection

STANDARD PREMIUM
Unlimited Support 24x7, 365 Days a Year(Remote and Onsite)
A Client Portal for Creating and Managing Tickets
Proactive Network Management
Endpoint Protection (Anti-Virus, Anti-Malware, etc.)
3-2-1 Backups
Remote Monitoring, Management, and Response
vCIO Services
12 to 60-Month Budgeting
Realtime Managed Detection and Response (MDR)
Device Encryption
Password Management
Ongoing Cybersecurity Training and Testing
Simulated Phishing Attempts
Ongoing Dark Web Monitoring
Supplementary Backups for Cloud Services
Active Directory Activity Monitoring
CyberWatch (3rd party assessment) X
Server Failover Hardware X
Failover Internet X
Onboarding Fee $2,000 $3,200
Price Per Month $1,500 $2,400



After 6 Months: Summary
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8
MANAGED 

SUPPORT

SECURITY

INFRASTRUCTURE

REQUIRES IMMEDIATE ATTENTION
NEEDS IMPROVEMENT

SATISFACTORY

OVERALL SCORE 48    85

REQUIRES IMMEDIATE ATTENTION
NEEDS IMPROVEMENT

SATISFACTORY

REQUIRES IMMEDIATE ATTENTION
NEEDS IMPROVEMENT

SATISFACTORY





Take 15 Minutes To Create Your 
Solution And Money Talk Slides



Ask For The Order
(And Make The Onboarding 

Process Look Easy)



Ask For The Order
Transition: “Okay, so let me tell you the next steps.”
(“StoryBrand” What’s Next To Future Pace The Prospect And Remove The Fear Of Switching)

 Step 1: Onboard
After you approve the paperwork, we initiate onboarding to install our tools and start providing help desk 
support to give you immediate relief and start triaging the most urgent problems you have.

 Step 2: Diagnose
As part of onboarding, we initiate a deeper analysis of your environment, documenting your systems and 
preparing an IT Roadmap and budget so we can give you clarity on what you have and what problems need 
to be addressed to develop appropriate cybersecurity and compliance solutions. This plan will be the key to 
controlling and reducing IT costs, mitigating risk and drastically improving your team’s overall productivity 
in the short term and long term.

 Step 3: Deploy
We implement the plan and adjust as needed through quarterly meetings, so you have peace-of-mind and 
a problem-free IT environment that doesn’t slow you down, put you at risk or frustrate your staff. 

After going through the above, say, “Sound good? Does any of this not work for you?”





Adam has a simple 
onboarding overview 
(shown) and a more 
detailed one for clients 
who want to see the 
onboarding process.







Pick A 
Start Date

Help DeskMeeting 
With Client

How We Get You Off To A GREAT START

Onboarding

TTechT Internal 
Kickoff

Live

Great Start Team

Paperwork 
Signed

Sustainment 
and 

Optimization

First 30 Days





We begin with a 
comprehensive discovery 
phase, where we analyze your 
existing IT environment, 
workflows and specific needs. 
This allows us to identify areas 
for improvement and tailor 
our solutions accordingly.

CORE BENEFIT:
It speeds up onboarding by 
eliminating “surprises” and 
giving us a clear view of what 
needs to be done.

Step 1: DISCOVER
We align our services with your 
business objectives. We create 
customized workstation and 
employee onboarding/offboarding 
checklists, ensuring smooth 
transitions and operational 
efficiency.

CORE BENEFIT:
Reduced problems and 
frustrations as we deliver highly 
personalized IT support that is 
customized uniquely to your needs 
and situation. 

Step 2: ALIGN
At this point, everything is up 
and running smoothly. We 
ensure your staff is extremely 
satisfied with the support we’re 
delivering so they can focus on 
being productive for you.

CORE BENEFIT:
Your entire company is more 
productive and at a much lower 
risk for any IT disaster.

Step 3: IMPROVE

How We Make Switching Easy And Fast





Take 15 Minutes To Create Your 
3-Step Onboarding Process



Ask For The Order
(How Will You Get 

The Commitment?)





Take 10 Minutes To Decide Your 
“Ask For The Order” Process



Common Mistakes
• Using a detailed, itemized quote as your closing presentation.
• Being too random; stick to the flow outlined.
• Using too many words on a slide.
• Using heavy graphics, backgrounds that make the text difficult to read.
• Not being consistent with all marketing materials in color, design, fonts, etc.
• Not proofreading the documents.
• Using waaaaay too much geek-speak and technical acronyms.
• Selling the trip, not the vacation.
• Skimming over the “pain train” and not explaining consequences.
• Not asking for the order.
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