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Cloud-to-cloud backup is a critical offering for many managed service providers
(MSPs), but not every small and medium business (SMB) client understands the
importance of backing up data that lives in the cloud. For MSPs looking to sell cloud
backup to their clients, this dissonance can cause SMBs to be hesitant to adopt a
cloud backup solution.
Kim Gerhart, Chief Sales Officer at OneIT, an MSP based in Cheyenne, Wyoming, has
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AND MARKETING
ENABLEMENT
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UPLIFT NEW USERS.”
Kim Gerhart
Chief Sales Officer at OneIT

dealt first-hand with the challenges that come with helping clients understand the
importance of cloud backup.
Gerhart has been offering Datto SaaS Protection to small and medium businesses
and resellers for years. But before Datto’s SaaS Protection Sales and Marketing
Toolkit was published, Gerhart was piecing together marketing collateral to
bring the solution to market. “When the Toolkit came out, I was able to utilize the
resources I had at my fingertips in a more strategic way,” said Gerhart. “The Toolkit
reads like an unfolding story–it’s immensely helpful to have everything at our
fingertips in an order that makes sense for the evolution of the prospect.”
Datto’s research has shown that sales and marketing have been a pain point for
MSPs for years. Datto’s partner enablement team along with SaaS Protection
product marketing experts developed this Toolkit to make it simpler for MSPs to
communicate the value of a cloud backup solution. Partners benefit from videos,
eBooks, email sequences, competitive positioning, battlecards, a Toolkit checklist,
and more, all created to make marketing easier for MSPs.
“Datto uniquely addresses our sales team and the resources we need for end users
and partners in addition to addressing the resources our engineers need to support
our customers, while most vendors only focus on the technical side,” Gerhart said.
“We value our partnership with Datto because there is so much support, from sales
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and marketing enablement to technical integration teams to uplift new users–it’s a
holistic program. Datto serves the channel well.”
Take a look at the Datto SaaS Protection Sales and Marketing Toolkit to see how
you can start using these assets to grow your pipeline.

