
Delivering Value and Predictable IT Spend to Clients 
Net Fusion Maintains Stable Customer Base and Builds Recurring Revenues despite Economy  

C A S E  S T U D Y

“With the economy the way it is, a managed services 
contract has become the best choice for many of our 
customers.”

Jon Butina

Director of Managed Services,
Net Fusion
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Since opening its doors in Phoenix, Arizona in 2002, Net Fusion has maintained 
a strong reputation around its team of specialized IT consultants. Yet given the 
fact that Net Fusion began operations just as the post-9/11 economic slump took 
hold, company officials soon decided they needed to evolve their business and 
extend its value proposition to include a high-value managed services offering 
that would not only work to stabilize revenue and growth streams, but offer 
customers greater service and cost savings. That strategy is paying off even 
more now, amid the recent economic downturn.

“With the economy the way it is, a managed services contract has become the 
best choice for many of our customers,” says Jon Butina, director of managed 
services for Net Fusion. “A growing number of our customers are eager to 
outsource their IT in order to keep costs at a minimum. Others are seeing the 
value of knowing exactly what they are going to pay each month.  No matter how 
you look at it, managed services offers our customers more for less.” 

Shortly after debuting its Proactive IT Management offering – which combines 
network monitoring and unlimited remote IT support – Net Fusion’s management 
team realized the software platform their company was using to deliver services 
wasn’t best in class. “It really fell down when it came to remote monitoring and 
that just wasn’t acceptable,” says Butina. 

N-able solution ‘does a much better job’

After re-evaluating the varying managed services software vendors, Net Fusion 
selected N-able Technologies® as its partner of choice and began using N-able’s 
N-central® network and systems management solution. “N-able’s N-central 
software does a much better job of proactively monitoring our clients’ networks 
and systems,” says Butina. “Monitoring is critical to successfully managing our 
clients’ networks and in a number of cases it’s the primary service our customers 
purchase.” 

With N-central’s strong monitoring capabilities in place, the 30-person company 
found that it was able to significantly reduce response times and address 
problems and potential issues faster and with more efficiency. “Now, our 
technicians don’t need to drive out to fix problems,” says Butina. “They can just 
jump onto a remote connection and quickly understand and resolve the problem 
right then and there.” 

N-able’s N-central software also automatically and proactively fixes common 
problems by running a script and then creating alerts that a problem has been 
addressed. “With N-central, many issues and potential problems can be resolved 
without a technician ever touching it,” says Butina. “Our technicians can take 
care of three times more clients than they could before – which presents a 
tremendous gain in productivity and profitability.” 

About Net Fusion Corp.

Net Fusion is an IT consulting firm which 
delivers enterprise solutions to create 
business value from IT investments. Net 
Fusion has many types of customers across 
the U.S., and they all seek to reduce time, 
risk and cost through the use of technology. 
Having worked in many different verticals 
including Education, Insurance, Healthcare, 
Construction, Government and Commercial 
Software, Net Fusion has expert-level skills 
in implementing Microsoft technologies (such 
as MOSS, SQL Server, and .Net) and in 
building Cisco solutions.

Location:  Phoenix, AZ

Website:  www.netfusionservices.com

Challenges

• Replace inadequate MSP platform with 
 effective network and systems 
 management solution

• Address customers’ needs for more 
 reliable, cost-effective service

• Stabilize the business amid difficult 
 economic conditions

Solution

• N-central network and system management  
 software for MSPs and IT professionals

• N-compass performance reporting software

Benefits

• Improved service by proactively monitoring 
 clients’ networks and systems 24x7

• Each technician can manage three times 
 more clients

• Tremendous productivity and profit gains 
 from higher tech utilization

• Reduces clients’ IT costs by as much as 50% 

• Expects to add 10 new customers in the  
 foreseeable future and grow managed  
 services to 50% of revenue

Monthly reports demonstrate network performance to clients

In addition, N-able’s N-compass™ performance reporting software allows Net 
Fusion to generate monthly summary reports for clients – giving each a clear 
picture of the status and availability of their network. The reporting capability 
also provides the necessary data, including which machines might need to be 
replaced, the status of software patches and more.  These reports enable Net 
Fusion’s technicians to advise clients on strategic IT issues and point out 
high-risk areas within the network.  

These reports, Butina says, also help potential customers to more clearly 
understand the cost-savings and quality benefits of a managed services 
contract.  He offers the example of a law practice that Net Fusion serviced on a 
break-fix basis for a few years. “Initially, the firm resisted moving to a managed 
services contract.  However, after six months of discussion, the company made 
the leap and found that its average monthly IT costs dropped from $8,000 to 
$3,500 – more than 50 per cent,” says Butina.

“The biggest motivator for our clients, particularly in a challenging economy, has 
been the ability to control costs and get a predictable IT spend,” he adds. “The 
cost of hiring an employee includes retirement, insurance and other benefits as 
well as salary and taxes, while managed services offer a set fee without 
additional cost.” 

Today, Net Fusion has a roster of 15 customers, the largest having 1,000 users.  
Butina estimates the company will add about 10 customers in the foreseeable 
future. “Right now, managed services represents roughly 30 per cent of Net 
Fusion’s total business, but we expect to grow that to 50,” he adds.  “There was 
a learning curve for our salespeople to really understand how to sell managed 
services. Now that they know how to explain the benefits to customers, the 
business is picking up fast.” 

“Our technicians can take care of three 
times more clients than they could 
before – which presents a tremendous 
gain in productivity and profitability.” 

Jon Butina

Director of Managed Services,
Net Fusion
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