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A letter from Austin... 
The recent merger between Datto and 
Autotask puts us in a better position 
than ever to serve our partners. 

The integration of these two amazing 
companies provides the largest MSP-
centric organization in the world, with 
approximately 1,400 employees with 
offices in more than 20 countries. Our 
nearly 13,000 partners service more 
than 500,000 SMBs in 125 countries 
worldwide. This brings a combined 
scope that is unparalleled thanks to our 
channel and product knowledge, and 
it allows Datto to continue to innovate 
and build transformative products and 
solutions. 

As a 100% channel company, our goal 
remains to deliver the best partner 
experience.

Building the best products for 
partners is our passion, and I’m excited 
to take that forward in the coming 
months and years. 

In this issue of Managed Service 
Provider Magazine, we’re covering how 
the recent merger will propel partners 
to new heights, providing a closer 
look at the executive team, previewing 
DattoCon18, offering product highlights,  
and more! 

AUSTIN McCHORD  CEO

Austin McChord is the 

CEO of Datto, a data 

protection company 

formed in 2007. A 

Connecticut native, 

McChord started the 

company in his parents’ 

basement after completing his degree in 

bioinformatics at RIT. Under his leadership, 

Datto has experienced incredible growth, 

making the coveted Inc. 500 list of fastest 

growing companies for three consecutive 

years, and now employing more than 1,400 

employees in locations around the world.
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®

Autotask PSA is 100% cloud and its ticket user interface lets you 
take quick action and gives you instant access to mission-critical 
data with a single click.

Maximize efficiency with:

SET UP A DEMO TODAY: WWW.AUTOTASK.COM/HOTTEST-TICKET

THE HOTTEST TICKET 

IN THE CLOUD

Check out the

Ticket timeline

Service Level Agreement 
(SLA) targets

Checklists

Device insights

Configuration capabilities

~Features~

~Articles~
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By Henry Washburn, Senior  
Competitive Intelligence Mgr, Datto
Questions? hwashburn@datto.com

How the Merger  
Will Benefit Our 
Partners
While we’d love our partners to use all of our  
products, we realize that you need to choose 
the tools that are best for you. That’s why 
our philosophy, as always, is to maintain 
an open technology ecosystem. We are 
committed to openness because when you 
have the tools you need to be successful - 
even if they are not ours - everyone wins.  

Now that we’ve merged with Autotask, it 
only makes sense to further integrate our 
products and services so they work together 
and provide visibility across product lines. 
The question that you’re likely asking is, 
‘how does Datto envision the integration?’ 
This is not a product roadmap and is sub-
ject to change, but here are some poten-
tial areas for development and some areas 
where integration is already underway.

WE ARE COMMITTED TO OPENNESS 
BECAUSE WHEN YOU HAVE THE 
TOOLS YOU NEED TO BE SUCCESSFUL, 
EVERYONE WINS.

Bespoke DR Plans

With integration between RMM, PSA, and 
Continuity, DR plan documentation could 
be improved considerably. Picture this: your 
RMM generates service reports on devices 
under management and sends information 
to your PSA. If there is a new endpoint that 
comes online with your onboarding process, 
the RMM could auto-update the DR plan and 
update your documentation. While it would 
still be required to test and vet the plan, the 
process would be considerably more efficient. 

An RMM in Every Pot

If every Datto hardware-based product had 
the ability to have native RMM functionality, 
you could have better visibility into issues 
and take action proactively. Knowing where 
there WILL be an issue is better than having 
to triage an issue after the fact. Save money on 
your end, and provide value to the customer. 
 

Workflow Analysis

We all know when you need to spend time 
working on anything for customers, it eats 
into profitability. Let’s say an end user re-
quires that all of their desktops need to be 
shut down nightly. There is always the one 
person who leaves a desktop on, so a tech-
nician has to log in and manually shut down 
the computer. What if you had a system 
that analyzes technician activity and iden-
tifies opportunities to streamline processes?
 

Integrated Support

Not all integration is technology-based. Since 
the merger, we have also been looking for ways 
to strengthen and integrate our tech support 
teams. For example, we have a program in 
place to improve cross-training logistics be-
tween our support centers in Albany, Roch-
ester, and Norwalk. We are already seeing 

positive results—data over the last month 
shows a reduction of hold times, backlog, 
backlog averages, unassigned cases, average 
resolution time, and an increase in same-day 
closure. In addition to the results above, we 
learned a great deal that will help us further 
integrate the teams to our partners’ benefit.
 
Integrated Partner Programs

We have also begun the work to integrate 
the Datto and Autotask partner programs to 
give you the tools and resources necessary to 
build your brand, generate more leads, and 
close more deals. Phase one of the integra-
tion shared key benefits from each program 
with both partner communities. In phase two, 
which is currently underway, we’ll merge pro-
gram benefits such as MarketNow, Not-for-
Resale, and Marketing Development Funds. 
Our goal is to bring together the strengths, re-
sources, and best practices of each into a single 
partner program. Additionally, we’ve brought 

DattoCon and Autotask Community Live to-
gether into a single, completely open event. 
Our goal with integration is to help all partners 
succeed, regardless of what products and ser-
vices they use. We want our partners to get the 
best quality integration for their Continuity, 
SaaS backup, networking, and anything else we 
can provide. The new Datto will help partners 
work better, faster, more efficiently, and deliv-
er the best quality services to their end users.
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 Austin McChord, CEO  
Austin is the chief innovator and driving force 
behind Datto. When Austin founded Datto in 
2007, his goal was to create the best backup 
and disaster recovery (BDR) and business con-
tinuity (BC) solution available; he succeeded. 
Concurrently, he has led Datto to incredible 
growth. Datto has made the coveted Inc. 500 
for three consecutive years, in 2012, 2013 and 
2014. The company has also received numer-
ous industry awards for company growth, 
product excellence, and technical support. 
More than the accolades, Austin is proud to 
have created a unique culture at Datto; to 
always look ahead, exceed expectations, and 
keep Datto partners at the forefront of every-
thing we do. Austin has a degree in Bioinfor-
matics from Rochester Institute of Technology 
and holds several patents.

2.

4.

4

Matt Richards, Chief Marketing Officer:  
Matt Richards serves as Datto’s Chief Marketing 
Officer. In his role, Richards is responsible for 
Datto’s marketing strategy and vision, which in-
cludes driving brand awareness, enabling Datto’s 
global partner network, and generating demand 
for Datto product lines. Richards brings 20 years 
of consulting, commercialization, emerging 
technology, and information systems experience 
to the marketing team. Prior to Datto, Richards 
was VP of Products and Markets at OwnCloud 
and held key management positions at CA 
Technologies, Novell, and IBM. Richards holds 
a Bachelor’s degree in Mechanical Engineering 
from Dartmouth College and earned his MBA 
from the Massachusetts Institute of Technology 
Sloan School of Management in New Product and 
Venture Development.

Tim Weller, Chief Operating Officer,  
Chief Financial Officer 
Tim Weller serves as Datto’s Chief Operating 
Officer and Chief Financial Officer. As COO, Tim 
is responsible for Datto’s global go-to-market 
strategy, including sales, marketing, and busi-
ness development. Prior to Datto, Weller served 
as the Interim CEO and CFO of London-based 
financial technology company Wonga. He was 
also CFO of two Boston-based public companies, 
EnerNoc, a clean energy technology company, 
and Akamai, where he led a team that completed 
one of the top-performing initial public offerings 
of all time. Early in his career, Tim was an equity 
research analyst at Donaldson, Lufkin & Jenrette. 
He has also been a software developer, video 
game designer, angel investor, and advisor to 
many technology company CEOs. Weller earned 
his Bachelor’s and Master’s degrees in Electrical 
Engineering from Michigan State University and 
a Doctorate in Electrical Engineering from the 
University of Illinois.

Emily Glass, Customer Experience Officer  
Emily oversees Technical Support, Training, Build, Shipping, and Logistics. Previously, Emily served as 
Datto’s VP of Customer Experience, where she spearheaded the creation of an award-winning partner 
experience. Datto’s channel-only approach places a high value on partner satisfaction and Emily’s team 
is dedicated to building and supporting exceptional partner relationships and businesses. From product 
assembly to support in the field, her team proactively cultivates new ways to assure each Datto partner 
has an amazing experience throughout the course of their relationship with Datto. Prior to Datto, Emily 
held senior leadership positions at Backupify, Brightcove, and Akamai where she spent time product 
managing, designing, marketing, and supporting a variety of products.

Michael Fass, General Counsel, Chief People Officer  
Michael is responsible for managing Datto’s legal affairs, including data security and privacy compliance, 
management of Datto’s intellectual property portfolio, and advising the company’s management and board 
of directors on legal, strategic, and corporate governance matters. As Chief People Officer, Michael also 
oversees human resources at Datto globally, spearheading initiatives to further build a culture that engages 
and inspires employees including talent development, capability building, and compensation and benefits 
programs. Prior to joining Datto, Michael held senior legal positions at Toluna, a leading online market 
research technology and data collection provider, as well as MicroWarehouse, which, prior to its sale, was a 
leading technology reseller. Michael received his J.D. cum laude from the University of Miami School of Law 
and his B.A. with honors in Political Science from the University of Vermont.

 Robert Gibbons, Chief Technology Officer 
Robert is responsible for managing Datto’s development and infrastructure initiatives in support of its 
comprehensive data backup and protection platform. Prior to Datto, Robert spent 15 years as a software 
engineer and CTO leading teams of developers building high-uptime enterprise applications for Fortune 
500 clients, including building one of the highest trafficked web advertising distribution networks and 
an enterprise digital asset management system deployed to thousands of end users. Robert holds a B.S. 
in Policy Analysis and Management from Cornell University, a J.D. from Fordham University, and an 
M.S. in Computer Science from New York University.

 Adam Stewart, SVP, Engineering  
Adam is responsible for managing the Autotask 
engineering groups within Datto, including 
product development, quality assurance, doc-
umentation, and data center operations. He is 
experienced in building and managing highly 
effective teams that produce relentless service 
and award-winning products that consistently 
delight customers. Since the start of his career in 
1989, Adam has managed numerous service and 
product teams for rapidly growing startup com-
panies. He has been instrumental in taking each 
of these companies to successful exits. Adam has 
a BS in Electrical Engineering from Rensselaer 
Polytechnic Institute, Troy, New York.

Bryan Hauptman, SVP, Americas: 
Bryan oversees North American Datto Sales. He 
brings over 15 years of sales leadership experience 
within IT infrastructure, Business Continuity/
Disaster Recovery, and cloud services where he was 
strategically aligned with Channel Partners. Prior 
to Datto, Bryan was Vice President of Sales with 
Sungard Availability Services, where he worked for 
nine years.

Mark Banfield, SVP, International Sales:  
Mark is responsible for International Business 
for Datto, including EMEA and APAC. Formerly 
responsible for International Business at Auto-
task, Mark is adept at managing highly success-
ful sales and marketing teams and motivating 
them to go above and beyond. Mark has been 
with Autotask nearly seven years and built the 
international side to almost 50% of the compa-
ny’s business. Prior to Datto and Autotask, Mark 
served as Managing Director, EMEA for InfoPath 
Corporation, a mobile device management 
software provider. He was also Sales Director for 
EMEA at SmartTrust (now Giesecke & Devrient), 
where he ran the European business providing 
business and operational support systems for 
Tier 1 Telecommunications Operators. Mark 
attended University College London, Kingston 
University, and London Business School.

Kevin Donovan, SVP, New Products:  
Kevin is responsible for New Product Sales at Datto, including Networking, File Sync and Share, and 
Endpoint Backup. Kevin is an exceptional relationship builder highly skilled in helping businesses 
understand how technology can help them succeed. Previously, Kevin was responsible for the devel-
opment and execution of Autotask’s global sales strategy, working closely with Autotask’s worldwide 
network of solution provider partners and resellers to drive significant growth opportunities for Au-
totask and its partners. Prior to Autotask, Kevin was Vice President of Vertical Sales for Pitney Bowes 
Software (formerly MapInfo Corporation & Group 1 Software). Kevin attended the State University of 
New York at Potsdam. 
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Data Protection and Business Continuity 
Datto Backup and Continuity products can protect physical and virtual servers 
running on Windows, Mac, or Linux, as well as user data on desktops, laptops, 
mobile devices, and SaaS applications such as G Suite and Microsoft O365. 
Datto delivers Unified Continuity across all business data.

Datto SIRIS and ALTO 
Datto SIRIS and ALTO provide a wide range of features 
integrated into the cloud-managed data protection platform 
purpose-built for MSPs. These devices take frequent image-
based backups and replicate server images to the Datto 
Cloud. In the event of a primary server outage, IT operations 
can be rapidly restored on a backup instance of a virtual 
server on the local Datto device (SIRIS) or in the cloud 
(SIRIS and ALTO). Additionally, SIRIS and ALTO use 
proprietary Datto technology that eliminates backup 
chains, improving restore times, and protecting against 
backup corruption.   
 
SIRIS devices are available in all-flash, hybrid-flash, 
and HDD configurations with capacity ranging from 
500 GB to 120 TB. ALTO delivers enterprise-class data  
protection to small businesses with capacity ranging  
from 1 TB to 24 TB.

Datto SaaS Protection 
Datto SaaS Protection allows MSPs to ensure their business against  
data loss in Office 365 and G Suite, allowing them to restore single  
files, objects, or complete accounts in minutes. Automated backups  
are created three times daily, and additional backups can be created  
on demand. MSPs can easily bundle SaaS backup with Office 365 and  
G Suite licenses to increase margins. 
 
Learn more at datto.com/continuity-mag

Autotask Endpoint Backup (AEB) and Autotask Workplace (AWP) 
AEB is purpose-built for MSPs to provide desktop, laptop, and mobile 
device file backup to their customers. With AEB, you can protect 
against accidental or malicious deletion, hardware failure, and 
cyberattacks. AWP is a file sync and share platform that enables your 
customers to collaborate securely and efficiently, inside and outside of 
the organization.

Datto’s Product Lines
With the recent merger between Datto and Autotask complete, we thought it would be a 
good time to take a quick look at the combined company’s growing product line. As always, 
Datto is committed to being the most MSP-centric vendor in the channel, and we continue 
to bring products to market that enable you to deliver profitable IT managed services. 

PSA and RMM
Autotask PSA is a cloud-based management platform 
with all the tools you need to run a managed service 
business. It automates business processes and allows 
you to provide better customer service with CRM, project 
management, billing, and reporting capabilities. Autotask 
AEM is a cloud-based remote monitoring and manage-
ment (RMM) solution. It offers network monitoring, patch 
management, and remote control functionality.  
 
Autotask PSA and AEM are tightly integrated to provide a 
seamless cross-product user experience and consolidat-
ed analytics. The level of integration between PSA and 
AEM is unique in the industry. 
 
Learn more at autotask.com

Networking
Datto Networking was created specifically to meet the needs of MSPs, 
with cloud-based management across the entire product line. The Datto 
Networking Appliance (DNA) is a router and firewall with 4G LTE failover 
and failback from Verizon Wireless or AT&T. Datto Access Points offer 
dual-band WiFi and advanced self-healing capabilities. Datto Switches 
offer Layer 2 management and are available in 8, 24, or 48 port options 
with PoE+ (802.3af/at) on every port. 
 
Managed Power, the latest addition to Datto Networking, allows you to 
remotely reboot unresponsive devices, eliminating the need to roll a 
truck and saving you time and money. It also enables scheduled, proac-
tive reboots—for example, rebooting a cable modem nightly.  
 
Learn more at datto.com/networking-mag

At Datto, we build products that enable you to deliver profitable managed services and 
build your business. Now, with the addition of the Autotask portfolio, we offer the tools you 
need to run your business. Finally, our Partner Portal brings everything together, allowing 
you to manage all products and services from a single platform. This is what we mean 
when we say that we are the most MSP-centric vendor in the channel.
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The recent merger with Autotask expands our global footprint and better equips us  
to serve our partners. Get to know the new Datto below.

Europe

North  
America

1,400  
Employees 

13,000+ 
Partners

 20+ 
Offices

worldwide

70% 
North America

23% 
UK/EMEA

7% 
APAC

100%
Channel

Norwalk, CT
Datto has humble beginnings 

in a basement, started by 

Austin McChord. 10 years 

later, Datto’s HQ has seen 

a bit of an upgrade, hosting 

over 400 employees in our 

worldwide headquarters.

Monroe, CT 
Monroe is home to our 

Hardware Operations, 

including our Build and 

Shipping Departments. 

This small team builds our 

devices by hand for partners 

around the world.

24/7/365
Dedicated support staff.  
(We even have sleeping  
pods in our offices!) 

PB of  
protected  

data

375+

Operations, Finance 
Sales, and Marketing: 47%

Customer Experience: 24%

Engineering: 26%

Talent Resources & Legal: 3%

~DISTRIBUTION~

Datto  
locations  

around the  
world

Datto by the Numbers
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How “Diff, Not Full” 
Streamlines Capacity  
Management

Two-Factor 
Authentication
Made Easy 
for MSPs
Protect all applications, on-premises or in the cloud, 

with Duo’s easy-to-use and painless to manage 

cloud-based two-factor authentication. With an MSP 

program that has no complicated tiers, no minimums, 

and a pay-as-you-go model, you can offer your clients 

a simplified approach to security without assuming risk 

or adding complexity to your offering.

Europe, Middle East & Asia

+44 8003 585 309
North America

866.760.4247

duo.com/msp

The latest Datto IRIS operating system release 
includes an update that will dramatically re-
duce manual intervention associated with 
capacity management on Datto Continuity 
devices. The update, which we call Diff, Not 
Full, is a set of intelligence enhancements 
for Datto agents and devices that ensures 
maximum backup efficiency.

You are probably already aware of the differ-
ences between full, differential, and incremen-
tal backups. But, just for reference, let’s take 
a look at each. A full backup is exactly what it 
sounds like—a full copy of an entire data set. 
A differential backup, on the other hand, is a 
copy of all of the data that has changed since 
the last full backup. Finally, an incremental  
 
 
 
 
 
 
 

backup is a copy of all of the data that has 
changed since the previous backup—whether 
it was full, differential, or a previous incre-
mental. Full backups, while important, are 
time-consuming and capacity-intensive. 

Diff, Not Full ensures that full backups are 
only triggered on the initial backup or in the 
event of a volume addition. This results in:

•  Less manual intervention
•  Fewer support calls
•  Less data to offsite
•  Less network congestion
•  Faster backups

This update required a two-pronged approach. 
First, we updated the Datto Windows Agent 
directly. However, for Datto devices using the 
ShadowSnap Agent, this was not possible. So, 
we added intelligence to devices as well. This 
allows devices to detect when the ShadowSnap  
agent triggers an unnecessary full backup and 
forces a differential instead.

“At Datto, we have been talking about to-
tal cost of ownership for years. Last year, we 
brought down tickets per device by hardening 
screenshotting and reducing backup errors on 
devices as well as agents,” said Ian McChord, 
Vice President, Product. “This year we are at-
tacking backup efficiency. Enabling devices to 
back up and store data more efficiently is a true 
win-win for our partners and their customers.”

By Andew Burton,  
Technical Writer, Datto
Questions? aburton@datto.com

“ ENABLING DEVICES TO BACK UP AND 
STORE DATA MORE EFFICIENTLY IS A 
TRUE WIN-WIN FOR OUR PARTNERS 
AND THEIR CUSTOMERS.” 
 
Ian McChord 
Vice President, Product, Datto

A New Dynamic Duo!
Lemenmade



Datto’s Business Made MSPeasy 
series features quick tips (for 
MSPs, from MSPs) to drive business 
success to new heights. Our 
MSPeasy series features a wealth 
of information in the form of quick 
and easily digestible videos along 
with longer-form eBooks. Topics 
include managed networking, 
lead generation, sales, and more. 
Head to datto.com/mspeasy-mag 
to check out the full library of 
MSPeasy content and turn 2018  
into your best year yet. 

Grow Your Business  
the MSPeasy Way

Our Sales and Marketing Success Kit contains some of our most popular 
content. This kit features tips, templates, and best practices from 

respected MSPs who’ve experienced it all. Download these game-changing 
guides! The success kit contains four eBooks, including:

Sales Made MSPeasy  
Essential selling tips to increase  
profits and drive new business.

Lead Gen Made MSPeasy  
Tips and tricks to fill your pipeline.

Cold Calling Made MSPeasy  
Strategies to warm up your cold calls.

Networking Sales Made MSPeasy 
Learn how to sell value  
(not products) to drive MRR.

“ DATTO’S MSPEASY SERIES PROVIDES 
INVALUABLE TIPS AND TRICKS FOR 
MSPS. THE VARIOUS VIDEOS AND 
EBOOKS ADDRESS COMMON ISSUES 
THAT MSPS COME ACROSS AND MAKE 
IT EASIER FOR US TO SERVE OUR 
CLIENTS BEST.” 

  Dale Shulmistra, Invenio IT

Head to datto.com/saleskit-mag to download  
the Sales and Marketing MSPeasy kit today! 
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6 REASONS TO  
ATTEND DATTOCON18

Grow Your Business:
On average, DattoCon attendees 

achieve 41% sales growth year-over-
year. Additionally, DattoCon attendees 
see their monthly recurring revenue 
(MRR) double.

Immerse Yourself  
in Product:

Attend the most hands-on, expert-led 
training on Datto and Autotask solutions 
you can access in one place. With three 
product-focused tracks, attendees have 
access to technical experts to get their 
questions answered and their platforms 
optimized. Additionally, pre- and post-
conference training on Autotask PSA, 
Autotask Endpoint Management (AEM), 
Datto Business Continuity & Disaster 
Recovery (BCDR), and troubleshooting  
is available.

Build Your Business:
With a focus on providing you 

with business-impact growth and 
profitability strategies, you’ll find 
sessions led by your peers and experts 
for every area, including improving 
efficiencies, marketing and selling 
your services, building a strong hiring 
and training plan, and elevating your 
operations.

Learn from Industry-
Leading MSPs: 

Our forums are designed to put you 
face-to-face with peers to share tips, 
tricks, and secrets for success. We’ve 
consistently heard feedback from 
attendees that this limited-seating 
strategic networking experience is 
one of the most valuable takeaways 
we offer. That’s why we’ve added 
more forums across a wider variety 
of topics, providing you with the most 
dedicated time to be amongst peers.

Be a Networking Pro: 
The networking events and 

parties are full of opportunities to 
meet with peers, MSP-centric vendors, 
and the Datto team all while enjoying 
incredible food and entertainment.

Find Out (from Austin)
What’s New:

As a valued Partner, we share what’s 
new at Datto with you first. Hear 
directly from CEO Austin McChord 
and the management team all about 
product roadmaps, future innovations, 
and how these enhancements will 
positively impact your business’ 
growth.

For three days, we’ll share the business-building secrets to success, invaluable 
technical best practices, industry trends that matter, growth strategies, and killer 
events with a powerful network of MSPs. Bring your entire team! We promise that 
everyone from tech to exec leaves with real-world strategies to implement the 
minute you’re back at the office. We are committed to an open technology ecostsem 
and DattoCon reflects this philosophy. 

1

2

3

4

5
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DattoCon18: 
ARE YOU READY?

The Fairmont Austin is a towering icon 
right in the heart of Austin’s vibrant 
Central Business District. The newly-
opened 37-story luxury hotel features 
more than 1,000 guest rooms and 
suites with picturesque vistas of Lady 
Bird Lake, a dramatic cityscape, and 
the State Capitol.

June 18-20, 2018



NETWORK WITH 
1,200+ MSPs

The world moves fast and 
technology makes it go. You are 
the go-getters—the people driving 
technology, protecting clients 
from cybercrime, and keeping 

businesses up and running no 
matter what. 

We want to help you stay 
ahead, be great at what 
you do, and discover new 

ways to grow and thrive in 
2018 and beyond. This year’s 
conference has everything  
you need to do just that. 
Ready to wow your clients, 
be hyper efficient and own     
your success? 

Join us for the 6th 
annual DattoCon 
in Austin, TX  
June 18-20, 2018

DATTOCON HIGHLIGHTS 
•  Executive and industry keynotes

featuring Sir Richard Branson and
Robert Herjavec

•  Technical product training across Datto
and Autotask product lines

•  Strategic business-building sessions,
sales and marketing strategies, and
industry insights focused on operations
and revenue growth for MSPs

•  Unique networking opportunities
and peer forums

•  A sponsor showcase highlighting
vendors and solutions

•  The Autotask PSA Accelerator Boot
Camp (a sell-out every year) and
Autotask Endpoint Management
Boot Camp

Featured
Keynotes

Sir Richard Branson
Sir Richard Branson is Founder 

of the Virgin Group. Virgin is a 
leading international investment 
group and one of the world’s 
most recognized and respected 
brands. Conceived in 1970 by Sir 
Richard Branson, the Virgin Group 
has gone on to grow successful 

businesses in sectors including 
mobile telephony, travel and 

transportation, financial services, 
leisure and entertainment, and health 

and wellness. 

Robert 
Herjavec
Robert 
Herjavec is 
one of North 
America’s most 
recognizable 
business leaders.  
A dynamic entrepreneur, Robert has built 
and sold several IT companies to major 
players such as AT&T. In 2003 Robert 
founded Herjavec Group, and it quickly 
became one of North America’s fastest 
growing technology companies. He shares 
his expertise with other entrepreneurs 
each week as a leading Shark on ABC’s 
Emmy Award-winning hit Shark Tank. Today, 
Herjavec Group is recognized as a global 
leader in information security specializing 
in managed security services, compliance, 
incident response, and remediation efforts 
for enterprise level organizations.

Managed Service Provider  17

Register now at  
datto.com/dattocon18-mag

Now includes Autotask 
Community Live 
Content and Speakers!
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Losing business-critical files can be ter-
rible for any business, especially for a firm 
that handles sensitive client data and deals 
with strict government deadlines on a reg-
ular basis. The Datto solution allows busi-
nesses to avoid major long-term damage 
from data loss, corruption, or hijacking.

For PCS, Datto is superior in multiple ways. 
The ease of use, automation, and backup 
frequency is incredible. Deuerling can’t say 
enough great things about Datto’s clear in-
vestment in the partnership. “I don’t know 
any other vendor as responsive and caring 
as Datto. If we have a ticket, it’s resolved 
incredibly quickly. With other vendors, the 
SLA can be two days or more. We don’t have 
the luxury to wait around for that,” he said.

Pittsburgh  Computer  Solut ions  (PCS)  is  an  

MSP  that works closely with clients to ensure 
their businesses stay up and running, regard-
less of what cyber threat they may encounter.

 For PCS, their backup and disaster recov-
ery (BDR) vendor, Datto, has been a game 
changer according to David Deuerling, Chief 
Technology Officer. For starters, Datto pro-
vides PCS with greater flexibility and control 
over customer data. “Datto’s simplicity and 
ease of use are incredible. We can manage 
all our clients under a single pane of glass 
and easily monitor backups. We can tell 
if there are any errors and log in remote-
ly to fix them if necessary,” said Deuerling.

The partnership with Datto paid off espe-
cially well for PCS recently, when one of their 
clients, an accounting firm, had a nasty run-in 
with ransomware. Early one morning, the 
customer called PCS because they couldn’t 
access any of their files. PCS quickly diagnosed 
the issue and found the root: a phishing email 
clicked on by two employees at the firm had 
let ransomware into their systems, instantly 
locking over 300,000 critical business files.

PCS worked with Datto support to restore 
the firm’s data from the most recent backup. 
All in all, the restoration process was a piece 
of cake, according to Deuerling. “We mounted 
the shares and restored all the files. It was an 
incredibly easy process. If we had been relying 
on the previous BDR solution we were leverag-
ing before Datto, we might still be recovering 
data today,” he said. After it was all said and 
done, the accounting firm was back in action.

“    DATTO CONTINUES TO 
AMAZE ME SINCE DAY 
ONE IN EVERYTHING FROM 
THE SOLUTION TO THE 
PARTNER EXPERIENCE 
AND COMMUNICATION. WE 
COULDN’T BE HAPPIER TO  
BE A DATTO PARTNER. 
 
David Deuerling  
Chief Technology Officer

By Christopher Brunau,  
Business Writer, Datto 
Questions? cbrunau@datto.com

CONSTRUCTION FIRM CONQUERS  
HURRICANE IRMA WITH DATTO NETWORKING
Looking back on hurricane season, 2017 has 
been deemed one of the top 10 most active in 
history according to The Weather Company. A 
total of eight hurricanes swept the Atlantic 
basin from August to September.
datto.com/irma-mag

WHY DATTO SAAS PROTECTION IS THE
PERFECT SOLUTION FOR TWO RIVER TECH
Frank M. DeBenedetto is the founder and owner 
of Two River Technology Group, an MSP located in 
New Jersey. Many of Two River Tech’s customers 
are in the financial services and legal sectors, 
so the ability to maintain backups and review 
content from employee mailboxes is crucial  
from a compliance standpoint.
datto.com/tworiver-mag

PROSOURCE DELIVERS MANAGED NETWORKING  
THANKS TO DATTO
Prosource is one of the largest managed 
service providers in the Midwestern United 
States, servicing small businesses in Ohio, 
Kentucky, Indiana, and West Virginia. The team 
at Prosource partners with Datto to deliver 
managed networking solutions.
datto.com/prosource-mag

WHY A FIRE IS NO MATCH FOR BDR
Steve Coker goes above and beyond to protect 
his clients from downtime. Coker is the 
President and founder of Datacom Limited, 
a managed service provider (MSP) located 
in Toronto. When a customer’s business was 
threatened by a fire recently, Datacom’s 
experience and dedication kept their doors  
open and avoided downtime.
datto.com/datacom-mag

MORE FROM  
DATTO.COM

Datto’s 2018 State 
of the MSP Report

2018 MSP Challenges and Trends, Stat-by-Stat
Datto surveyed roughly 2,300 MSPs worldwide  

about their day-to-day lives. 

The result: a wealth of statistics about today’s  
MSPs, including everything from basic demographics 

and media consumption preferences to  
business goals, and challenges.

Go to datto.com/mspreport-mag to read more. 

SUCCESS STORY

300K Files Locked by 
Ransomware? No  
Problem for PCS & Datto
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Choosing a Partner

When it came to selecting a strategic part-
ner, Autotask emerged as the clear win-
ner—both for the technology it offered 
and the back-end support it provided.

“When it came to the relationship that we 
would have with Autotask, I wanted to know 
how we would interact day-to-day. Would we 
be just a number, or would that team read-
ily engage with our team?” Westrom said.

Autotask has provided solid support —for 
both Synoptek and its customers. Throughout 
the implementation, Autotask has served as 
an extension of Synoptek’s team, supporting 
the rollout of new products as the MSP’s older 
products are retired, according to Westrom.

Productivity Gains for the Long-term

In July 2017, Synoptek signed on to use 
Autotask Endpoint Management for 
RMM. The overall integration was com-
pleted in early December 2017, with 
more than 20,000 endpoints converted.

“The maturity level and the level of integra-
tion was spot on with what we were looking 
for,” said Westrom. “But what put it over the 
top for us was that level of integration Auto-
task Endpoint Management has into Autotask 
PSA along with the ability to create dash-
boards. Having all of that information right 
there at our fingertips—that was a big thing.”

“When it came to our deployment of Au-
totask Endpoint Management, the team 
said, `We could really use your help,’” noted 
Westrom. “Their professional services team 
worked side-by-side with us throughout the 

Eric Westrom recongnized almost immediately  
after beginning his new role as CTO of MSP 
Synoptek, Inc. that there were inefficien-
cies with the platforms the company used 
to manage their data and execute their daily 
tasks. The company was using a legacy remote 
monitoring and management (RMM) tool that 
they had outgrown and was separate from 
their other business management platforms.

 “I noticed quite a few things in my first year 
that didn’t make sense from an operational 
standpoint,” he said. “There were multiple 
systems in place with different tools and lots 
of infighting about which RMM—or even 
which ticketing platform—to stick with.”

It had become clear that Synoptek needed 
to streamline the tools and platforms that it 
used to deliver services. Westrom and his team 
created a mandate that every system in the 
company would need to be integrated so that 
everyone was using a standard set of tools.

“We needed a platform that was going to 
let us perform multiple business functions—
tracking projects, tracking financials, tracking 
tickets—and really become that centralized 
platform instead of the disparate systems 
that were already out there,” Westrom said.

The strategy was to make sure that em-
ployees would have full access to compa-
ny data stored in one central location.

“Our advisors and people in the field 
servicing clients had to have the ability—
with a single touch—to create a dash-
board to do whatever they needed to do 
in order to manage those environments 
effectively without having to bounce 
between systems,” he said.  

“    WE’LL HAVE A SINGLE 
PLATFORM FOR OUR 
RMM, AND OUR PEOPLE 
WON’T HAVE TO LOG IN 
SEPARATELY. 
 
Eric Westrom 
Chief Technology Officer

Synoptek Anticipates 
a 30% Efficiency Gain 
with Unified PSA-RMM

By Caroline Chapin,  
Director of Channel Development, Datto 
Questions? cchapin@datto.com

implementation. The level of assistance to help 
us roll it out to the customer base has also been 
fantastic. There is a fee for service, but the level 
of interaction and engagement that we have is 
significantly better than what previous vendors 
had to offer. It is a true partnership for us.”

Synoptek will reap major productiv-
ity gains from its various investments 
with Autotask in one year, said Westrom.

“We anticipate at least a 30% efficien-
cy gain out of this consolidation,” he said. 
“We’ll have a single platform for our RMM, 
and our people won’t have to log in sepa-
rately; they’ll be able to easily set up tick-
ets and and have the data populate auto-
matically as they’re working on sessions.”

“Going forward, any acquisitions will con-
vert to our standard platform as it is now,” 
said Westrom. “We have chosen Autotask as 
our core platform, and we’re going to extend 
it to our partners to create an ecosystem for 
our operational teams for the long-term.”

Why The ASCII Group 
Could Be Right for You

Join over 1,300 MSP members across  
North America

Founded in 1984, we are the oldest and largest group 
of independent solution providers in the world

Programs
Gain access to our 70+ programs and services as 
well as a dedicated membership representative. 
Pick and choose the programs that work for your 
company.

Advocacy
We are your advocate in the industry. If there 
is an issue with a partner, contact us. ASCII will 
reach out on your behalf and often get the issue 
resolved in one email.

Community
The ASCII Group is a community…we are vendor 
agnostic and do not require the use of any 
particular vendor or service.

Savings
Our business programs provide an excellent ROI 
– more than offsetting your cost of membership. 
We offer distributor, manufacturer and business 
service discounts.

Opportunity
Our group has over $9.6 Billion in system wide 
sales that we leverage for your benefit. We also 
have private group buys and offer competitive 
business insurance programs.

risk free
Membership in The ASCII Group is risk free. We 
offer a 100% refund after 90 days.  No additional 
chapter costs or meeting expenses.

800-394-2724 | info@ascii.com | www.ascii.com

*Use promo code DATTO MSP when joining to 
receive our customizable HD video ($500 value) – The 

Importance of Hiring an IT Professional (valid until 
December 31, 2018)

SUCCESS STORY
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The Datto story starts and ends with our partners. As a 100% channel company, setting  

our partners up for success is our priority. We are fully committed to helping you grow 

your business. 

Since the merger with Autotask, we have been working diligently to integrate our partner 

programs to give you the tools and resources necessary to build your brand, generate 

more leads, and close more deals. The first phase of the integration shared key benefits 

from each program with both partner communities, giving access to new content, tools, 

and resources designed to help you go to market.  

In phase two, we’re setting out to combine and streamline programs such as MarketNow, Not for 

Resale, Marketing Development Funds, video testimonials, and more. The goal is to bring 

together the strengths, resources, and best practices from both partner programs and launch 

a completely revamped and fully merged Datto Partner Program. 
 

A Look at the Partner Programs Today:  

2017 HIGHLIGHTS 

5,500 
Users

560,000 
Contacts 
Uploaded

39,000 
Emails Sent

19,000 
Leads  
Generated

 Welcomed over 2,500  

new partners

 Our partners completed 4,500 

training certifications 

Generated $2.5 million for 
partners via Marketing 

Development Fund activities

AS A 100% CHANNEL 
COMPANY, SETTING 
OUR PARTNERS UP 
FOR SUCCESS IS OUR 
PRIORITY. 

Q: HOW DOES MARKETNOW FIT WITH YOUR 
CURRENT MARKETING STRATEGY?

A: We’re a relatively small Business Tech provider, 
so effective marketing is important. Building a 
relationship starts with being part of the social 
community, specifically online media. MarketNow is 
simple, impactful, and it’s impact is measurable.

Q: WHAT MARKETING CHALLENGES DID YOU  
FACE PRIOR TO USING MARKETNOW? 

A: The price of social media marketing has 
increased as the need to gain attention becomes 
more complex. The market is flooded with “social 
media experts” but few recognize the needs of the 
Business Technology space. Datto understands and  
it translates to MarketNow.

The uncertainty of social media return typically leads 
to devoting too many internal resources to social 
media decisions, research, and creation. MarketNow 
streamlines the experience with a short configuration 
process and simple campaigns. 

Besides the ease, there’s great comfort with the 
polished and professional co-branding of MarketNow. 
The images are professional, the copy is flawless, and 
the cadence/delivery is effective. 

- Noel Davenport, Capes & Powers
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Marketing is a critical component of any 
long-term business strategy. It takes 
many forms and can be vastly different 
from one business to the next. With 
MarketNow, you have a robust marketing 
automation platform to communicate 
with your clients and prospects at the  
right time, with the right message.

    Launch lead generation campaigns  
and nurture leads

     Boost your web and social media 
presence 

    Co-brand collateral for a custom look 

    Manage contacts and leads

     Analyze your marketing results 

WHAT IS  
MARKETNOW?

MSP FIRST

The New  
Partner Program 

The Datto Global Partner Program is 

the umbrella program for all partners 

worldwide, and truly represents the 

evolution of our partners’ rapid growth. 

The goal of the program is to motivate, 

empower, and support your needs, while 

continuously pushing you onward and 

upward, positioning you for the future. 

The program ensures you have access to 

best-in-class solutions, and the relevant 

education and training resources to fully 

support your customers with supreme 

confidence. There are four levels of the 

Datto Global Partner Program which are 

defined by partner monthly recurring 

revenue (MRR). Business, Professional, 

Enterprise, and Blue are the levels you 

will advance through as your Datto 

partnership grows.

The Autotask Partner Program is designed 

to help MSPs profit from Endpoint Backup 

and File Sync and Share. Partners realize 

a range of benefits that will help drive 

leads, win new business, and increase 

monthly recurring revenue. Autotask 

wants you to succeed and we provide the 

resources needed you need to get started 

quickly selling Autotask Endpoint Backup 

and Autotask Workplace into your client 

base and prospects. With the help of our 

partners, Autotask has become a leading 

provider of secure endpoint backup and 

FSS solutions, with a significant base 

of users around the world. The Autotask 

Partner Program will help you remove 

gaps in your service offerings by adding 

Workplace and Endpoint Backup to your 

service catalog today. 

Learn more about MarketNow at datto.com/mn-mag

DATE LOCATION

Tuesday 5/8 Vancouver, BC

Tuesday 5/8 Newark/Northern NJ

Wednesday 5/9 Calgary, AB

Thursday 5/10 Winnipeg, MB

Tuesday 5/15 Louisville, KY

Wednesday 5/16 Cincinnati, OH

Thursday 5/17 Indianapolis, IN

Tuesday 5/22 Portland, OR

Tuesday 5/22 Boston, MA

Wednesday 5/23 Boston Suburb

Thursday 5/24 Seattle, WA

Thursday 6/7 Albany, NY

Tuesday 7/17 Nashua, NH

Tuesday 7/24 Philadelphia, PA

CALLING ALL DATTO PARTNERS & MSPs! 

Datto is heading to a city near you to showcase 
our latest and greatest solutions to enable you to 
be successful. Join us and let’s take your business 
to new heights in 2018.

•  NEW! Products/Features (and How to Sell Them)

• Datto Networking

• Ransom Wars: The Channel Strikes Back!

• MSP Training + Resources

• Datto’s Global Partner Program

   AND MORE!

VISIT DATTO.COM/RS-MAG 
TO REGISTER

Q&A  WITH NOEL DAVENPORT OF  
CAPES & POWERS, MSP & DATTO PARTNER
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A Look at Datto Tech Support 
ACCESSIBLE. KNOWLEDGEABLE. HEROIC.  

Contact Tech Support: 

Datto:  
+1-877-455-6015

Backupify:  
+1-475-288-1818

Autotask:  
+1-518-720-3500 x2

Learn more at datto.com/support-mag 

Learn from Datto employees as they provide deep 
dives into our various products and technologies.

Topics include:

• Datto Networking & Installation 
• Datto SaaS Protection 
• Cloud Infrastucture

TOOLS TO HELP MSPs  
REACH NEW HEIGHTS

To watch these videos,  
head to datto.com/resources-mag

Datto CEO Austin McChord explains some  
of the great features Datto has to offer. 

First-hand knowledge on:

• Datto Windows Agent 
• Device Virtualization & Hybrid Virtualization 
• Bare Metal Restore

VIP Support: This specialized team 
of tech support experts serves our 
Blue Tier partners. Features include a 
private phone number, a dedicated VIP 
Technician, and a quarterly fleet report.

VIP
SUPPORT

Networking: Leading up to the launch of 
Datto Networking in 2017, the Tech Support 
team worked with Open Mesh to learn these 
products in and out, building policies and 
procedures focusing intently on taking care 
of our partners.

Code Red: This team is dedicated to han-
dling critical disaster recovery situations 
when our partners need us most. 

 

Autotask: This expanding group provides 
support and education to customers 
for PSA: IT Support Management, AEM: 
Endpoint Management, AEB: Endpoint 
Backup, and WP: Workplace.

®

BDR: This team provides support for 
Datto continuity products such as SIRIS, 
ALTO, NAS, and Cloud Services. 

SaaS Protection: Backupify and Datto SaaS 
Protection are supported by this team, pro-
tecting partner and customer data in SaaS 
applications such as G Suite and Office 365.  

Datto’s award-winning Technical Support team actively supports our partners 24/7/365. 

Should you experience any issues, our Direct to Tech™ support is our commitment to 
connect you directly to an experienced Technical Support Expert who will own your 
issue until it’s resolved. Our team is located in offices around the globe, and we offer 
support in a variety of languages and local business hours. 

From the moment our technicians step into the office on their first day, they undergo an 
intensive month-long training program run by our internal training team, and continue to 
train and earn certifications to help them provide our partners with top-level support. We 
encourage a work hard, play hard atmosphere to ensure our team is always energized to 
start their day and excited to deliver a wonderful customer experience.

We are dedicated to enhancing the overall tech support experience for both our Datto 
and Autotask partners into a streamlined and pain-free process. 



Network with over 1,200 Datto 

Partners to learn their successful 

go-to-market strategies, pricing 

structures, and BEST PRACTICES.

Register today at dattocon.com-mag




