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MAKING MONEY WITH MANAGED NETWORKING 

Managed networking is a relatively new concept in the IT managed services 

space. As such, there is some confusion about it among IT service providers. 

Deploying a network is certainly nothing new. IT providers have been doing 

that forever. However, networks traditionally have been installed on a 

project basis and only updated when clients can no longer tolerate the low 

performance of an aging infrastructure. 

Managed networking flips that model on its ear. A managed networking 

provider delivers ongoing monitoring and maintenance of networking 

equipment on a subscription basis to ensure network reliability, uptime, and 

performance. If you are already delivering other IT functions as services, this 

probably sounds remarkably similar. Delivering managed networking is just 

an extension of what you are already doing, perhaps with disaster recovery 

or security. Many IT providers prefer this approach, because it ensures a 

consistent, predictable revenue stream. 

In this eBook, you’ll learn ways that successful IT service providers pitch 

managed networking to customers, successful managed networking pricing 

strategies, and how to ensure that managed networking is profitable for  

your business.
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MANAGED NETWORKING FUNDAMENTALS

Remote access to customer networks is the cornerstone of delivering managed 

networking services. As noted above, managed networking is all about mitigating 

issues before they impact your customers’ experience. This might mean conducting 

SNMP monitoring to optimize network performance or upgrading hardware on a 

scheduled basis, rather than as components fail. To do so, you need remote visibility 

into your customer’s networks. So, when setting up customer networks, it is essential 

to build in remote monitoring and management capabilities. 

There are a variety of ways you can accomplish this. If you are already using 

a remote monitoring and management (RMM) tool, you may already have the 

visibility you need. If not, some networking products offer native remote monitoring 

and management functionality. Datto Networking products, for example, can be 

managed remotely via our Partner Portal. Whatever approach you take, the ability to 

remotely access, monitor, and manage network devices allows you to deliver better 

service, more efficiently.

“Before managed networking, even minor fixes meant truck rolls,” said Kevin 

Damghani, co-founder of IT Partners, a Grand Rapids, MI based Datto Partner. “Now 

we can proactively monitor networks and fix issues without leaving our office.” This 

is an incredible time-saver for IT Partners, but also for their customers, according 

to co-founder Jonathan Highman. “We don’t need to be onsite taking up our 

customers’ time. It all happens behind the scenes,” he said.

https://www.datto.com/
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Finally, your customers don’t notice when the network is up and running, 

only when it’s down. So, look for reporting tools that give you the ability to 

demonstrate the value of your services. Again, if you are using RMM software, 

you may already have this capability. If not, look for networking products that 

offer native reporting functionality.

HOW TO PITCH MANAGED NETWORKING

Networking should be considered an essential component of any business 

continuity plan. Why? Because every piece of business critical technology is 

attached to it in some way, shape, or form. Plus, nearly every business relies on 

Internet connectivity today. Internet downtime can be costly for small businesses, 

especially those that rely on cloud-based applications such as Microsoft Office 

365 or Salesforce. Without Internet, employee productivity grinds to a halt. When 

discussing managed networking with your customers, focus on the importance of 

network uptime.

For example, Paulo Sousa, president of PSI Roofing, said his company recently 

avoided a loss of nearly quarter of a million dollars during Hurricane Irma. 

They were able to restore power and onsite operations using a generator, but 

Internet service was down across the region. Without Internet access, PSI could 

not field incoming work orders. PSI’s IT provider, Klos Consulting, installed a 

Datto Networking Appliance (DNA) and got PSI back online in just 15 minutes. 

Immediately, they saw an influx of work requests. On a normal day, the team at 

PSI sees around ten work orders. In the two days following Hurricane Irma, they 

received 200 work orders. 
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“Being able to operate the day after the storm was crucial for our business,” said 

Sousa. “We were able to capture business opportunities in a way that many of our 

competitors couldn’t because they lacked an Internet connection.”

Key Talking Points

Business continuity: Reliable networking is an essential piece of business 

continuity planning. Ask customers or prospects how much revenue they’d lose if 

their network was down for an hour. Or a day. Putting a dollar amount on network 

downtime is a great way to illustrate the value of managed networking and 

Internet failover.

TCO: At first glance, many businesses look at paying a monthly fee for networking 

as an increase in total cost of ownership. So, it is on you to demonstrate how 

managed networking prevents business downtime—which is far more costly than 

monthly fees. A small business owner probably doesn’t care what a Wave 2 WiFi 

access point is. They do care about revenue. So, focus on what they care about. 

Competitive advantage: As noted above, network uptime can be a competitive 

advantage. When discussing managed networking with your customers, frame 

the conversation accordingly. Find a way to put that in perspective for them. 

Ask questions about their competitors. Get them to think about what network 

downtime means from a competitive standpoint. For many businesses, this could 

be exactly what it takes to illustrate the need for a reliable network. 
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Service (not products): As a managed service provider, you aren’t just selling 

products to your customers—the real value is the ongoing tech support you 

provide. Your pitch absolutely needs to reflect this. Sell the value of your services 

not the value of the products you install. If your customers balk at this approach, 

be prepared to explain how and why the products you choose will allow you to 

best serve their needs.

“You need to discover the customers needs, pain points, and business objectives 

up-front,” said Alain Lefebvre, founder and chief operating officer of Great White 

North Technology Consultants, an Ontario-based Datto Partner. “Then craft a 

solution that meets their needs.”

Solution Selling

This sales approach is frequently referred to as “solution selling.” Solution selling 

is a methodology in which the salesperson evaluates a customer’s specific 

challenges and goals and recommends products and/or services that meet their 

needs. The discussion is customer service-oriented rather than technology focused. 

Chris Rumpf, founder of Flyght, a Toledo, OH based Datto Partner, said that his 

company serves the hospitality and retail sectors, so PCI compliance is a concern. 

So, when he pitches managed networking, that’s where he starts the conversation. 

“I start with the firewall, because it’s a requirement for PCI compliance. I ask them 

to think about the cost to purchase a proper firewall. Then, we talk about the costs 

associated with keeping the firewall’s firmware up to date over time,” said Rumpf. 

Once they understand the costs associated with keeping their business PCI 

compliant, Rumpf shifts the conversation to Internet uptime. 

https://www.datto.com/
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“I ask them how much their business stands to lose if they are down for an hour,” 

he said. “Then I can say, ‘oh by the way, [the DNA] also has 4G LTE failover, so your 

Internet will never go down. And you can use as much data as you need at no extra 

cost. It’s covered in the monthly fee.’”

PRICING MANAGED NETWORKING

Monthly pricing is typically determined on a per-device, per-GB, or per-user basis. 

However, the cost to support customers can vary widely depending on the nature 

of the business and their technology needs. This is an important consideration 

when determining markup over hard costs. It is typical for IT providers to mark up 

their services by 30% to 50% over hard costs. All of the Datto Partners we spoke 

to for this eBook said that their markup falls within that range.

Another important consideration is whether you will offer a bundle of managed 

services or allow customers to choose à la carte. With à la carte pricing, customers 

can pick and choose among your services. On one hand, this is great because you 

might pick up clients that only need a single service you offer. On the other hand, 

bundling services can be more profitable and easier to manage on your end. Again, it 

comes down to delivering great customer service. If a bundle of services will allow 

you to provide better service, you need to explain why in your pitch.

Bundling services isn’t black and white—a single bundle of services is unlikely 

to be a fit for every customer you serve. So, you need to be flexible and look 

for opportunities to tailor bundles to meet customer needs. For example, an IT 

provider might bundle POS and IP security cameras with networking for a retail 

customer and bundle VoIP phones and networking in an office environment.
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Hardware as a Service

Hardware as a Service (HaaS) is gaining popularity in the IT managed services 

space. HaaS takes managed services a step further in the sense that customers 

do not need to make an up-front investment in hardware—its cost is simply 

included as a part of the service. 

David Pence of Acumen IT, a South Carolina-based MSP and Datto Partner, uses 

a HaaS approach for selling managed networking. “The monthly fee covers 

the cost of the products, installation, wireless network design, etc.,” he said. 

“Customers get a lifetime warranty on products and can upgrade whenever 

necessary. Our customers love it because it’s brainless, and they don’t need to 

invest capital up front on hardware.” 

Rumpf said Flyght also subsidizes networking hardware and installation. “But, we 

structure the monthly fee to recover those costs in no more than eight months,” 

he said. “We don’t even talk about the hardware and install costs. It’s just $X per 

month for 36 months—all of our contracts are for three years.”

Steve Ryder of True North Networks, a New Hampshire-based MSP and Datto 

partner, takes a slightly different approach. “We actually sell all the products at 

cost,” he said. “That takes the conversation off the cost of the product. Then, we 

can talk about a monthly maintenance fee.”

Ryder said that this approach can work with larger customers as well as small 

businesses. “I installed about $600,000 worth of equipment for one customer and 

didn’t make a single dime on the hardware,” he said. “But, I landed a $25,000 a 

month service contract—that’s so much more valuable.”

https://www.datto.com/
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CONCLUSION

It is essential that the networking products you install deliver a satisfactory 

customer experience. Choose reliable equipment that offers the performance 

your customers need. However, do not get bogged down in technology 

conversations with customers. Keep discussions focused on the value that 

you bring to the table.

“It’s all about selling the value of the services,” said Ryder. “Stop focusing on 

selling products. Put customer service first.”

Finally, don’t sell yourself short when it comes to pricing your services. Build in the 

margin you need to profit from managed networking. Many businesses are willing 

to pay a higher price for premium services. Value perception is real—pricing your 

services too low can send the wrong message to potential customers. 

SUCCESS STORY

How Datto Networking helps Griffin Transportation stay 
one step ahead of the competition.

Internet access is critical for Grand Rapids, MI based Griffin Transportation and its 

subsidiaries Accurate Truck Service and River City Equipment Sales. How critical? 

“We can lose as much as $100,000 an hour if we don’t have connectivity,” said founder 

and president Craig Scholten. “It’s vital to our businesses.”

Griffin is a full-service ground transportation company that provides dedicated 

truckload and logistics services to customers with dry van freight needs. It currently 

operates 75 tractors, 200 trailers, and partners with additional carriers to deliver 

freight nationwide. 

The company relies on an Internet-based load matching system to pair drivers with 

freight. For example, if a driver is carrying freight from Indianapolis to Chicago, 

Griffin’s dispatchers work to ensure there is another load waiting in Chicago when 

they get there. If connectivity is lost, Griffin’s dispatchers are unable to pick jobs. “It 

can be a matter of seconds to win or lose a job,” said Scholten. “When that happens, 

a driver sits idle waiting. That’s lost productivity for the driver and our business.”

Additionally, their fleet is outfitted with federally mandated electronic logging 

devices (ELD), which use GPS to monitor and record data about trucks and drivers. 

According to Scholten, in addition to being legally required, ELD helps them deliver 

better customer service. “If a customer calls about a job, we can tell them exactly 

where their freight is and when they can expect it,” he said. Of course, Internet 

connectivity is necessary to access this information as well.

Earlier this year, issues with Griffin’s outdated phone, network, and Internet 

came to a head, and Scholten began the search for an IT provider to update their 

infrastructure. “There were two factors that helped us win Griffin’s business,” said 

Kevin Damghani, co-owner of IT Partners, a Grand Rapids based Datto Partner. 

“First, they were looking for a single managed service provider to handle all of their 

technology needs—that’s us. Second, they wanted to be certain that they’d have 

top-notch technical support. We partner with vendors that are focused on uptime, 

because that’s the core of our business. With Datto we can get support in seconds.”

Datto’s Direct to Tech™ support commitment means no phone menus, IVR systems, 

or outsourced call centers. Datto Partners get direct access to support staff 

24/7/365. Having been a partner for a number of years, Damghani knew the drill. So, 

he asked Scholten to call Datto’s tech support line and see how long it took to get 

an actual support technician on the phone. “It rang twice and a Datto tech picked up 

the phone. That sealed the deal,” said Damghani. 

Once onboard, IT Partners conducted an assessment of Griffin’s network, which 

revealed a number of vulnerabilities and opportunities to increase productivity. “They 

had a variety of IT pain points,” said Damghani. “But, having highly available network 

and Internet was the primary focus.”

IT Partners updated Griffin’s LAN with Datto Switches. For WiFi, they installed 

Datto Access Points throughout the campus, including outdoors, so drivers can 

access the Internet from Griffin’s lot while waiting for freight overnight (Griffin 

WE PARTNER WITH VENDORS 
THAT ARE FOCUSED ON 
UPTIME, BECAUSE THAT’S THE 
CORE OF OUR BUSINESS. WITH 
DATTO WE CAN GET SUPPORT 
IN SECONDS.”
Kevin Damghani
Co-Owner, IT Partners
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