


Getting the Best of Both Worlds with N-able Solutions 
DataPro Opens Two Lucrative Revenue Streams with Managed Services 
and as a Reseller to Midmarket IT Professionals  

C A S E  S T U D Y

About DataPro Solutions

Established in 1959, DataPro Solutions 
enhances organizational efficiency and worker 
productivity through information, infrastructure, 
mobility and labor tracking. An employee-
owned company, DataPro has emerged as a 
respected leader in workforce management 
and efficiency throughout the U.S. Pacific 
Northwest. The company delivers proven and 
affordable solutions in Labor Management, 
Information Management and Advanced 
Network Technologies to customers in 
Washington, Oregon, Idaho and Montana.

Location:  Spokane, Washington

Website:  www.datapronw.com

Challenges

• Providing higher-value services to SMB  
 customers stuck in a “break-fix” IT mode

• Adding value to internal IT resources of  
 midsize businesses  

• Stabilize and grow IT services revenues

Solution

• N-able Managed Services Program for  
 customers that want to outsource IT services

• N-able Midmarket Partner Program to resell  
 N-central network and system management  
 software to internal IT departments of   
 midsize businesses

Benefits

• Ability to offer proactive services to   
 customers as a managed service provider

• Opportunities to expand services to larger  
 customers as a reseller of N-central

• Lucrative new revenue streams and   
 business growth

“I have yet to see any organization consistently stay in touch 
and deliver on what they say they are going to do the way 
N-able does. They are very, very service oriented.”

Tony Cook

Director of Business Development, 
DataPro Solutions
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DataPro Solutions is all about leveraging the power of the right technology to 
help small and midsize organizations gain greater control over their IT and their 
business. With good control systems in place, businesses can hold down their 
costs and manage their operations proactively – and be competitive in a global 
economy. In a nutshell, that translates into “workforce efficiency”.    

Growth in Network Management Services 

Not surprisingly, network infrastructure is an important part of the DataPro 
solution. Many customers rely on DataPro to help them make sound strategic 
infrastructure investments to ensure their efficiency and competitiveness. “Many 
of our small to medium-sized business customers would turn to us to fix a 
network problem. Then we wouldn’t hear from them until something was broken 
again,” says Tony Cook, Director of Business Development for DataPro. Frustrat-
ingly, when some small and medium-sized businesses (SMBs) called back with a 
new problem, DataPro was often engaged on other projects. “We didn’t think we 
were providing as good a job at supporting this type of customer as we would 
like,” confides Cook. “Looking at a proactive network control and management 
solution as a managed services company started to make sense for us.”   

The N-able MSP Opportunity

After reviewing various managed services technology platforms, DataPro chose 
the #1-rated network and systems management solution from N-able 
Technologies®. “N-able was attractive to us for a couple of reasons,” says Cook. 
“First, they were known and recognized in the industry as an organization that 
could deliver. Second, their business planning and training around getting started 
as a managed services provider was excellent. Both reasons have to do with 
N-able’s extensive business and sales support for the channel.”

The technology underpinning the N-able platform is N-central®, an industry-
leading remote monitoring and management toolset that is used by managed 
service providers (MSPs) to deliver services efficiently and proactively to their 
SMB customers. MSPs use the N-able solution to promote guaranteed response 
times and provide a broad variety of high-value remote IT services. 

From MSP to Midmarket Partner

DataPro also saw immediate opportunities to use the N-able solution to expand 
their business into the midmarket. “Many midsize businesses have knowledge-
able in-house IT professionals but they don’t have a tool that lets them see and 
manage the network as an integrated system. They are caught in a reactionary 
IT firefighting cycle and can never normalize their network,” says Cook.  

The N-able Midmarket Partner Program positions MSPs like DataPro to build a 
lucrative revenue stream by providing midmarket IT professionals with a 
powerful, proven and affordable IT services automation toolset. N-able MSP 
partners resell N-central to midsize companies, giving their IT professionals a 
best-in-class network and systems management solution that is backed by 
real-time technical support from N-able.  

For DataPro, the N-able Midmarket Partner Program was an exceptional 
opportunity to boost its profitability and help struggling in-house IT teams in 
midsize businesses quickly gain control over their network. “With N-able, we 
can shift the network from being seen as an expense to a strategic resource to 
build upon for achieving greater business efficiency,” says Cook.

The Best of Both Worlds: MSP and Reseller

For DataPro, being an N-able MSP partner and midmarket reseller is a win-win 
scenario. The company can provide remote monitoring and network manage-
ment services remotely to SMB customers that want to outsource their IT 
function. Or they can expand their market and add greater value to midsize 
companies by providing an industry-leading IT automation solution to internal IT 
professionals. Cook comments on this potent combination: “N-able gives us 
more depth and far greater flexibility without having the expense that is typically 
associated with trying to be all things to all people – because with the N-able 
solution you are building on the same skill sets and the same core technology, 
whether you are an MSP or a midmarket reseller.” 

100% Committed to the Channel!

N-able is renowned for being 100% channel-friendly, with its MSP partners 
handling all midmarket sales of N-central. DataPro had early proof of N-able’s 
commitment to the channel-only model following an MSP presentation to a 
prospective customer. Eventually the prospect decided to bring all of its IT 
functions in-house and tried to buy N-central directly from N-able. “Instead of 
taking the order directly, N-able came back to DataPro. They helped us wrap up 
the sale and protect the relationship we had with the customer,” says Cook. “It 
was quite impressive actually – an unusual experience in that channel!”

‘Service Oriented’

What also impressed DataPro is the persistence that N-able has shown in 
following up and providing service. “I have worked in the channel since ’96,” 
comments Cook. “I have yet to see any organization consistently stay in touch 
and deliver on what they say they are going to do the way N-able does. They are 
very, very service oriented.”

“Instead of taking the order directly, N-able 
came back to DataPro. They helped us 
wrap up the sale and protect the 
relationship we had with the customer. It 
was quite impressive actually – an 
unusual experience in that channel!”

Tony Cook

Director of Business Development, 
DataPro Solutions
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