
1   | datto.com

MSPeasy Series

Sales Prospecting 
Made MSPeasy

https://www.datto.com/


 

For managed service providers (MSPs) to thrive, they must continue to bring in 

new clients. Your customer base is what defines your success, so building and 

expanding that base is an absolute necessity. 

That’s where sales prospecting comes into the picture. Sales prospecting is 

the process of making outbound calls and emails to leads in an attempt to 

gain a new customer. It takes a lot of digging to find the right lead, which - 

when all goes well - will become a new business opportunity. 

There are countless approaches to sales prospecting. To learn the most 

effective route for your business, we spoke with some of the best resources 

Datto has to offer; our MSP partners. In this eBook, we will share the top sales 

prospecting strategies from fellow MSPs like you who’ve walked the walk and 

talked the talk (with tremendous results). 

So sit back, relax, and let’s make sales prospecting MSPeasy. 
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3 TECHNIQUES FOR SUCCESSFUL  

SALES PROSPECTING 

Chad Adams, VP of Operations at Intrust IT, said that when it comes to sales 

prospecting, it all comes down to solving a problem a business has with your 

services. First, you must determine where a business is from an IT standpoint and 

if they are interested in outsourcing. 

According to Shaun Kamps, Sales Manager at River Run Computers, said one can 

learn a lot from a prospect by asking one simple question:“Do you view IT as an 

investment or an expense?” If they view it as an expense, the company will likely 

look for ways to cut costs and won’t see the true value in IT. The companies that 

see IT as an investment will get the bigger picture. They will work alongside with 

you to proactively solve their technology needs in order to proactively avoid any 

issues down the road.

Let’s take a quick look at the 3 most common methods of sales prospecting: 

1. Cold Calling: According to Eric Torres, former MSP and current Channel 

Development Manager at Datto, cold calling is a necessary evil. Nobody 

enjoys it, but it’s a major aspect of the prospecting game. “Nobody wakes 

up in the morning feeling excited to go through and dial a list of names,” 

said Torres. 

2. Email Campaigns: Email can be used in a number of ways when it  

comes to prospecting. Monthly newsletters are a great place to start. 

Torres would rely on email for creating brand recognition and to educate 

prospects. “We weren’t trying to sell anything in these emails. 
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We used these to educate and gain traction with the people we were 

emailing,” said Torres. However, it’s important to use emails in moderation. 

The last thing you want is to be perceived as spam and have your emails go 

straight to the trash. Torres recommends keeping your email communications 

limited to one or two a month in order to avoid alienating your leads. 

3. Inbound Content: Creating educational and relevant content (and sharing 

it out!) is a great way to get your foot in the door with a new prospect. 

Whether you are delivering the content via blog posts, social media, email 

campaigns, and/or your website, inbound marketing materials can draw a 

prospect your way and allow you to learn more about them based on the 

content they are accessing.  

Sometimes you have to think outside the box. “We go through a prospect’s 

LinkedIn page in order to get a better idea of a company and to identify the main 

stakeholders. This way, we can reach out to them directly via LinkedIn and get the 

conversation started,” said Adams. 

In addition to leveraging social media in your sales prospecting efforts, others have 

found success with the old-fashioned phone book. In fact, if you’re an MSP targeting 

a specific industry or vertical - such as Healthcare or Legal companies, the Yellow 

Pages can be your best friend. Learn more about local companies that fit into 

the profile of your ideal customer by flipping through a few pages. Next, get more 

information by checking out the company’s website or social media pages. 
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WARM UP YOUR COLD CALLS 

Eric Torres doesn’t try to sugarcoat cold calls. He knows everyone dreads them, 

but they’re a necessity. To keep yourself accountable, Torres suggests putting it 

on your calendar to guarantee you are not making excuses to skip cold calling. 

“Once you find a time that works for you, you’ll get more accustomed to regularly 

making these calls. I liked to make them in the early morning and at the end of the 

day. This was the best chance of getting the decision maker on the line: while they 

were sitting at their desk,” said Torres. 

Kamps has found a way that makes cold calls a bit more fun for his MSP sales 

team: gamification. “We’ll set up a competition to get our team excited about it. 

The more fun you can have with it, the better. For example, we’ll set up a time 

frame to make the calls. During this time, whoever performs the best, gets a free 

lunch on the rest of the team,” Kamps said. 

When you’re on the phone with potential customers, it may be helpful to use a 

script. However, don’t read directly from it. Instead, use it as a guide during the call 

to ensure you are touching on the most important bullet points. If you are reading 

directly from a sheet, the person on the other end of the call will likely notice, 

which can quickly end the call before it gets a chance to truly take off.

Despite what you may hear, cold calling is not dead. “If anyone tells you that you 

don’t need to cold call anymore, they are absolutely wrong. Cold calling is the 

most efficient way to find out how people feel about your product and for you to 

promote brand awareness.” 
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Successful cold calling requires a high-quality list. The MSPs we spoke with 

agreed building a list organically is a better option in comparison to purchasing 

one from a vendor (although, they didn’t totally dismiss the latter.) For building 

these lists, the most successful methods involve researching local companies, 

attending industry events and tradeshows, and capturing lead data from gated 

content such as eBooks, webinars, or videos. 

Make sure you’re constantly evaluating your lists. One way to accomplish this is 

through segmentation. Every quarter or so, spend time going through the names 

and categorizing them with a grade of A, B, C, or D. Kamps goal is to touch every 

“A” prospect once a month and move on from there if necessary. “Once we get 

them on the phone, we work to learn as much about them as possible.” 

BE METRICS-MINDED 

In order for MSPs to improve their prospecting techniques and guarantee 

success, it’s important to continually track what is and isn’t working. 

“We tracked the number of people we called, the number of voicemails we left, 

and the number of appointments we set up. I would make notes after each call so 

I could determine what worked,” said Torres. Writing down thorough notes while 

these calls are still top of mind will be critical in order to help yourself (and your 

team) remember the successes (or failures) of these methods down the line.

Kamps does something similar at his MSP. “We are very number-centric,” he said. 

“We look at the ratio of calls made to calls successfully held. We then compare 

that number to the numberof appointments scheduled,” he said. 
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WHAT NOT TO DO

We’re all human, and people make mistakes. Here are a few pointers from 

successful MSPs on things to avoid when prospecting. 

For starters, don’t bullshit anyone. Whenever you’re selling anything, it’s important 

to be genuine. Adams stressed the importance of being yourself when making 

connections with prospects. “Don’t become who you think the prospect wants to 

hear. They’ll quickly detect it. I’m a high-energy person and I like to joke around, 

so that’s how I handle these calls. If I changed my demeanor too much, I’ll come 

across as phony,” he said. 

Tip #2: Avoid outsourcing prospecting efforts, such as cold calls, to third-party 

vendors. According to Adams, prospects can quickly sniff these out. Often times, 

the third-party rep won’t know your company well enough to fully communicate 

the value your MSP offers to prospects. Also, it is much less likely they will be 

able to answer any technology-related questions the prospects may have, which 

could ruin the opportunity altogether. For Adams, trusting these vital first-touch 

opportunities just isn’t worth the risk. 

Practice Makes Perfect

There is no magic bullet when it comes to sales prospecting. Instead, you have to 

dedicate the time and resources necessary to guarantee success. 

Torres said the only way to improve your prospecting techniques and ensure 

success is through practice. For him, role-playing was a real gamechanger. “Role-

playing isn’t always fun and can fill silly, but it truly works. This will allow you to 

get more comfortable with the act of cold calling and help you work out any kinks. 
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According to Torres, role-playing also enables employees to bounce ideas off one 

other and share strategies that work best for them. Through role-playing, you’ll 

learn how peers deal with a particular situation and become better equipped if 

they come across something similar. 

Dealing with Rejection

No matter how great your prospecting techniques are, you’re going to swing 

and miss, often. However, that part is part of the game and not what’s most 

important. As with any rejection in life, it’s how you deal with the misses that 

makes or breaks you. 

“Rejection can deflate you, but just have fun with it. You have to accept the fact 

that you may get yelled at and you may deal with some rude people. Remember 

that the prospects you are working are people too. They have bad days like anyone 

else,” said Torres. 

Whenever you do experience a prospecting call gone wrong, step away from your 

desk for a bit in order to reboot your mental state. 

“If you have a bad call, you must get back into a positive mind frame before you 

jump into the next one,” said Kamps. “It helps to take a walk and blow off some 

steam. Do something that brightens your mood a bit. Call a buddy or listen to 

some music. If you don’t shake it off, that negative feeling will carry over into 

your next calls.” 
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CONCLUSION

Sales prospecting is all about talking to people and understanding what their 

needs are and what their pain points are. You have to listen and be honest with 

them if you truly want to solve these issues. 

It may sound like a cliche, but when it comes to sales prospecting, aim for 

quality over quantity. You’ll need to dig through a vast amount of leads before 

you come across the right prospects and in order to ensure you are targeting the 

right people, to begin with. One MSP likened the act of prospecting to throwing 

fishing lines in the water. It will take a lot of casts, but - if you remain patient and 

persistent - you’ll hook what you’re looking for. 
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