No More Monday Morning Fire Drills

Managed Service Provider's Pro-Active Monitoring Solution Eliminates Off-Hours IT Problems
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» 200 percent increase in recurring
monthly revenue

* 30 percent upsell in sales
* Monitoring-only contracts

» Compete with larger MSPs
* Better work environment

» Savings on marketing and sales

For most IT professionals, the start of any work week kicks off with a litany of
technology and business headaches — from networks that have mysteriously
crashed to e-mail files that have suddenly become unavailable or equipment
warranties that expired just days before a technical problem occurred. This
reality used to hold true for Precision IT Group and its list of small and midsize
clients in the Tri-State New York and Philadelphia area.

Our engineering team use to scramble frantically to resolve customers’ problems
and minimize any potential negative impact before clients came into work, recalls
David D’Arcy, president of the four-year-old, New York-based IT company. But
as Precision IT Group’s employee headcount grew from four to 33 and its client
roster expanded, so did the plague of real and potential technical concerns. “We
spent a ton of time manually patching and putting out daily fires because we
couldn’t monitor some situations in real time,” D’Arcy says. “We recognized our
need to put in place a monitoring and management solution that would allow us
to be proactive, rather than constantly working in a reactive mode.”

Selecting the right monitoring partner was critical, because Precision IT Group —
which began as a time and materials solution provider — wanted to quickly evolve
its business into an MSP model. Without a proven monitoring solution in its
arsenal, Precision IT Group would not be competitive or successful for that
matter, D’Arcy says. After taking the time to put various monitoring platforms and
software programs through their paces, Precision IT Group narrowed its
selection to N-able and SilverBack (which is now part of Dell), he says.

“N-able had a much, much stronger program and the software looked and
worked a lot better, from both our perspective and the customer’s point-of-view,”
says D’Arcy. “Although it was a bit more expensive at the time, it was easily
worth the additional fee because of everything N-able brought to the table.
During the sales cycle, N-able showed us how we would quickly make more
money, using real-life examples. They were right.”

In fact, Precision IT Group has seen its recurring monthly revenue increase 200
percent since it began offering remote monitoring and management. The firm has
also beaten out larger competitors for monitoring-only services, and has seen
existing contracts increase by about 30 percent, he says. “If someone was
paying us $1,000 a month for services, today they’re paying us $1,300,” explains
D’Arcy. “N-able has really changed our business. We're continuing to ramp up
and expand our managed services because of our unique relationship with N-able.”

Precision IT Group has won both incremental and new business through its
monitoring services. Yorkville Advisors, one of the MSP’s core group of financial
clients, was the first to ink a monitoring-only contract with Precision IT Group,
D’Arcy says. Unlike many other Precision IT Group clients, Yorkville Advisors
does have an internal IT department, but wanted to outsource more operations
tasks, he says. As a satisfied user of Precision IT Group’s 24/7 Network
Operations Center (NOC) and other IT support services, Yorkville Advisors was
confident in the MSP’s newly rolled out monitoring offerings, says D’Arcy.

“After a meeting where they outlined their needs, we were able to go back to
Yorkville Advisors with a monitoring contract to overlay on their existing IT
contract,” he says. “We’ve always had financial services clients but | think, with
N-able’s monitoring solution, we’re now a much stronger competitor. Financial
services firms are very demanding but are willing to pay more. Working with
N-able, we know we can meet our clients’ needs, no matter which vertical market
they target.”
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unique relationship with N-able.”

David D’arcy

President, Precision IT Group

Technology is not the only tool N-able delivers to its partners, says D’Arcy.
The vendor’s extensive array of sales and marketing tools found within the
Velocity Partner Center make presentations a professional snap, he says.

The vendor's N-Center wizard-based services include easily customizable sales
and marketing collateral, which would be cost-prohibitive if done by an external
design firm, he says. And N-able’s asset-management technologies
automatically track expiring warranties and technology refresh rates, and can
easily generate any report a client requests, adds D’Arcy.

In Precision IT Group’s case, this is particularly important since the firm does not
have a sales staff. Instead, about 90 percent of sales are generated via referral,
says D’Arcy. “We have always prided ourselves on referrals, so from the first
client to the 100th client there is a chain of referrals,” he explains. “I think our well
of referrals would have gone dry without the N-able monitoring solution. Our
growth would have become stagnant too because we just wouldn’t have been
able to attract or retain as many clients as we can with this technology and this
business model.”

After all, despite its best efforts and IT expertise, without the ability to monitor
clients’ networks around-the-clock, unexpected problems could quickly arise and
escalate, making non-business hours hazardous to clients and Precision IT
Group, says D’Arcy. “The technology, service and support we get from N-able
have made Mondays just another day of the week for our technicians, and more
importantly our clients.”
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