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EVEN VOORSTELLEN

m Getrouwd. Vader van drie pubers. Ondernemer.
w Early adaptor. Die hard promotor. Crossfitter "%

® 1998 Oprichting Portland

% 2007 Oprichting Kaseya Benelux & EVP Europe
® 2011 Mede oprichter FirmTel

George van Brugge a=<« 2012 Mede oprichter Bridge Ventures

Founder

® 2017 Terug bij Portland
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ONZE REIS SAMEN MET MSP’S

Vendor Consolidatieslag

einde van Break-fix ingeluid

Start Portland

Marktintroducties door Portland \
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WAAROM ‘WINTERGRATIONS’

Interessante ontwikkeling
e Enerzijds exponentieel stijgend aantal vendoren
e Anderzijds wens MSP’s tech stack verkleinen

S )
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CIBER

Slimme MSP vendoren gaan voor integraties om churn
te voorkomen en ook relevant te blijven

Volgens Canalys o.b.v. van onderstaande

Five core technologies used by MSP’Saccording to canalys)

e RMM and PSA

e Backup and disaster recovery 0
e Cloud SaaS applications

e [T service management canalys
e Cybersecurity
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TWEEDE GOLF CYBERSEGURITY MESH

Moderne MSP heeft PSA en RMM op orde. Dit wordt de tweede golf.

Welke rol speelt MSP. Bevelligen. Verzekeren. Hulpdiensten?

Keuze maken wie na kantooruren ‘meekiikt’.

Komende 12-18 maanden gaan MSP’s keuzes maken

FRAMEWORK
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EDR. XDR. MDR
SOC NOC diensten
SaaS Management
Cyberprotectie
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DE KEUZE IS REUZE. PORTLAND HELPT
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Acronis Advanced

Makes your business
more automated

We will always
have more and more
for you

= Easy to provision and bill Acronis

offerings

. Automate billing of your recurmng

rvice contracts
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Backup with Cloud
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sansitive pactners Dynamics 365 & j? 2 Storage Guarsian
BUSAD File Share & Sync Continuity Playbooks l Performance Dash Strategy Planning s
S Current Integrations
Recovery in the cloud. g
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4 Esscimllk‘h R, 8 b5 jatfor" ’ Enduser Training

+ ConnectWise Cloud
Easy offsite backup storage and Disaster
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MANAGE YOUR MSP BUSINESS

U

MANAGE YOUR CUSTOMERS

De juiste tools vormen het
essentiéle fundament van
een goed lopend MSP

bedrijff. PSA. RMM. Cyber.

Producten om jouw MKB en
KMO klanten optimaal te
beheren en beveiligen.
Cyber security is topprioriteit

portland®

MSP MARKTPLAATS

Verzoeken voor onbekende
software of cloud diensten?
Portland neemt het werk
voor jou uit handen.

© O

Eén centrale inkoop

Geen Creditcards

License & Cloud Management

Gezonde marges
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VAN VAD NAAR TRUSTED ADVISOR

Het IT kanaal is (weer) aan het verschuiven richting two-tier.

Dat zien wij ook. Aantal fabrikanten die Portland hebben benaderd dit jaar

® 130 nieuwe vendoren
® 74 een vendor survey gestuurd
® 21 ingevuld retour

@ 3 compleet GTDOC oo
® 1 opgetekend, 2 in de maak. Channel info
Distributors as the
[ toe | New | Fotres [ prodcs |

Wij blijven selectief in aan boord halen nieuwe fabrikanten | = Trusted Advisor

Wij selecteren op drie kernwaarden die MSP’s helpen
o efficiénter
e productiever
e winstgevender te worden
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MSP MARKT VOLGENS CANALYS

Wereldwijd
e /5.000 MSP’s
e 10.000 MSSP’s
Benelux
e 14.000 resellers (microsoft)
e 3.300 MSP’s
e 1.700 MSPs >50% MSR
e 1.600 MSPs 30-50% MSR
e 1.500-2.000 use RMM
e 800 use PSA solution

“New” global technology channel

Digital
agencies
4 Healthcare
240,000

Management consultants and
other professional services

2 million-plus

Legal
Erierging techno compliance
‘merging technology
{loT, Al, automation, 200,900 Accounting
blockchain, quantum, 4 CPA
metaverse, etc) 300,000
A

Source: Canalys estimates, June 2022

@ canalys

MSP = Managed Services Provider
MSR = Managed Services Revenue




M&A HONGER ZET DOOR

Consolidatie aan kant van de MSP
centrische vendoren zet door

/0 ook aan de kant van de MSP’s
You better be prepared ;)

Fusiegolf in IT: kleine bedrijven
zoeken groei door overnames

Investeerders staan te springen
om overnames tussen regionale
automatiseerders te financieren

stijnvan Gils
Amsterdam

Regionale IT-bedrijven nemen elkaar
op grote schaal over. Zelfstandig blijven
is voor veel kleine automatiseerders die
pe-werkplekken beheren eigenlijk geen
optic meer, zeggen diverse experts tegen-
over het FD. Financiers beschouwen een
jaaromzet van zo'n €50 min als het toe-
komstige minimum

‘Hetvakgebied is snel complexer ge-
worden', zegt Rob Verbeek, ceo van de
Zwolse automatiseerder Arcus IT. Waar
cen IT-bedrijf met enkele

cus ITvier jaar geleden overnam, waren
we nog met 18 man, nu met 150. Maar ik
denk dat we naar zo'n 250 moeten.”

Zijn bedrijf maaktvandaag bekend au-
tomatiseerder ICTaurus uit Drachten en
Amersfoortin te lijven. ‘En we praten al-
weer met een volgend bedrijf’

taalverstrekkers zijn Quadrum Capital,
‘Waterland, MKB Fonds en Holland Capi-
tal. ‘Hetzijnvaak goedlopende bedrijven,
meteengrote terugkerende omzet’, stelt
Ewout Prins, managing partner bij priva-
te-equitymaatschappij Holland Capital.

De investeerders komen af op de sta-

De recks over doorArcus —ne-  bielei die het beheren
genin ruimvierjaar—staatniet opzich-  vanwerkplekken oplevert. Alleen bedrij-
zelf. ijn ofwel  ven diezelf ialistis b

op overnamejacht ofwel een mogelijke
kandidaat om overgenomen te worden,
merktondermeerovernameadviseur Rik
stikkelbroeck van Hogenhouck M&A.

wen hebben een nog stabielere stroom
aaninkomsten, zegt Larsvan 't Hoender-
daal. Hijis partner bij Pride Capital Part-
ners, dat IT-bedrijven achtergestelde le-

Andere p overna-
mejachtzijn onder meer CSN Group uit
Leusden, Odin Groepuit Hengelo, Trends
ICT Groep uit Rotterdam en Wortell uit
Lijnden. Bedragenworden in denog sterk
versnipperde sector met duizenden be-
drijven nauwelijks genoemd, maar het
zouin de regel gaan om zes A zeven keer
het i

vroeger prima in staat was bedrijven te

Financiers
jaaromzet van zo’n €50 min
als het ige minimum

voorzien van comp
schiet die schaal nu tekort. ‘“Toen ik Ar-

om te overleven.

pagina 1, 06-07-2020 © Het Financieele Dagblad
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Private Equity Firm |Insight Partners Thoma Bravo Vista Equity Partners
www.InsightPartners.com www.VistaEquityPartners.com
Latest Fund $9.5 Billion (Fund XI) $16.5 Billion Target (Fund XIV) $16 Billion (Fund VII)
MSP Software Kaseya (2013) Barracuda Networks (2018) Datto (2017)
Platform Holdings ConnectWise (2019)
SolarWinds (2016)
Security Holdings Aqua (Container Security) Centrify (PAM) Infoblox (DNS Security)

Armis (Network Access/loT)
Coreview (Office 365 Security)
Darktrace (Network Security)
Detectify (Vulnerability Scanning)
Devo (SecOps Analytics)
FireMon (Firewall Mgmt)

Inky (Anti-Phishing)

Mimecast (Email Security)
OneTrust (Privacy Mgmt)
Perimeter 81 (Next-gen VPN)
Recorded Future (Threat Intel)
SentinelOne (Endpoint Security)
Sysdig (Container Monitoring)
Tenable (Vulnerability Scanning)
Thycotic (Privileged Access Mgmt)
Valimail (Email Secuity)

Imperva (Cyber)

Imprivata (Access Mgmt)
LogRhythm (SIEM)

McAfee

Riskonnect (Risk Mgmt)
Sophos (Cybersecurity)
Veracode (App Security Testing)

PING (IAM)
RadarFirst (Privacy Incident Response)
Securelink (Remote Support)

Data Protection

OwnBackup

Spanning (via Kaseya)
Semperis

Unitrends (via Kaseya)
Veeam

Fusion

Het exacte di erschilt,
maarinveel gevallen bieden ze bedrijven
een compleet pakketopabonnementsba-
sis. Voor zo'n €60 2 €70 per werknemer
per maand zorgen ze ervoor dat cen me-
dewerkereenlaptop heeft, dater dejuiste
programma’s op staan, dat medewerkers
opafstand bij hun bestanden kunnen en
dat d i

nacrisis, te springen om de schaalvergro-
ting te financieren. Veelgenoemde kapi-

beveiligd is.

rervolg op pagina 3

Additional IT
Mgmt Holdings

AnyDesk (Remote Support)
LiveAction (Network Mgmt)
Espressive (IT Service Mgmt)

Empirix (Network Mgmt)
Riverbed (App Performance)

Applause (Digital Experience)

Apptio (Enterprise IT Mgmt)

Dispatch (Field Service Mgmt)

Jamf (Apple IT Mgmt)

LogicMonitor (Infrastructure Monitoring)

Source: ChannelE2E, August 2020
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AGENDA

Keynote: Robin Ody Senior Analyst at Canalys

=

9
ﬁﬂ One minute Pitches ;\' = ApplicationLink g Salesbuildr

splashtop’ HORNETSECURITY

SC/ALE

Break - Live integraties - Connect

Michael van der Vaart Chief Experience Officer at ESET

Gavin Garbutt Co-Founder at Augmentt

Break - Live integraties - Connect

Rick Hebly Director of Product Management at Acronis

Shaun Riches RMM Sales Engineer at ConnectWise

Herfst buffet - Drinks - Live integraties - Connect
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y Senior Analyst
v Canalys

@ canalys



Worldwide enterprise channels experts

Jay McBain
Chief Analyst
United States

Alastair Edwards
Chief Analyst
United Kingdom

Alex Smith
VP, Channels
United States

Steve Brazier
President and
Chief Executive

Matthew Ball Rachel Brindley Natalie Spitz Sharon Hiu
Chief Analyst Senior Director Senior Consultant Senior Analyst
United Kingdom United Kingdom EU Singapore
Robin Ody Sheena Wee Damian Leyva Blake Murray
Senior Analyst Analyst Cortes Research Analyst
United Kingdom Singapore Analyst United States
LATAM

Rodney Hur ZhangYi 100+ staff in US, UK,
Research Analyst EZ?earCh Analyst China, Singapore,

na

India

' . United States

@ canalys



Understand MSPs by understanding their stack

We track core MSP technologies within the MSP Tech Stack

RMM and PSA datto & connectwise <« syncro ""“ﬁl?grlnftor ninja @ upland . ;g:m,.
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Source: Canalys estimates of end-user spending (CY2021), MSP Analysis, 2022




Partner managed services revenue up 13% in 2021

[ ] [ ]
US$374 billion |
the number of channel partners globally that

the value of managed IT services through the
channel globally in 2021. are delivering IT managed services.

Revenue from managed services, by region Partners delivering managed services, by region

B APAC
B EMEA
0, _ . .
46% Revenue Latin Ame”c,a Partners
B North America

3%

Source: Canalys worldwide managed service provider opportunity database, MSP Analysis, 2022 6 Ccana lyS




Cyber-resiliency packages boost partners’ revenue

EMEA managed services revenue generated through the channel

Number of partners by managed services revenue band US$107 billion| 149,000

total managed partners delivered
services revenue managed services
Between 1% and 10% of .
_ delivered by channel
total revenue

" Between 11% and 30% of partners in 2021

total revenue

Between 31% and 50% of . ] ]
2021: total revenue * Trends in managed services in EMEA show

USS$107 billion More than 50% of total managed cloud and data center solutions are

W evenue growing, while cybersecurity demand has
risen as regulations and vendor requirements
have increased.

Cyber-resiliency packages are on the rise as
customers invest in email, backup,
next-generation firewalls and infrastructure.

Source: Canalys worldwide managed service provider opportunity database, MSP Analysis, 2022 6 Ca nalyS




Netherlands partners building best practices

Netherlands managed services revenue generated through the channel

Number of partners by managed services revenue band US$7.3 billion | 6,843

total managed partners delivered
services revenue managed services
delivered by channel
partners in 2021

- Between 1% and 10% of
total revenue

" Between 11% and 30% of
total revenue
Between 31% and 50% of

2021: ’ .
US$7.3 billion otal revenue USS5.4 billion

.More than 50% of total )
revenue The total value of managed services

delivered by non-MSPs (resellers, systems
integrators, consultancies etc.) in 2021 in
the Netherlands.

Source: Canalys worldwide managed service provider opportunity database, MSP Analysis, 2022 6 Ccana lyS




Belgium sees continued cybersecurity boost

Belgium managed services revenue generated through the channel

Number of partners by managed services revenue band US$2.7 billion | 4,599
total managed partners delivered

Bet 1% and 10% of services revenue managed services
@ m o NeEn PR ARG AEA o delivered by channel
total revenue

" Between 11% and 30% of partners in 2021

total revenue
Between 31% and 50% of

2021: total revenue HTH
US$2.7 billion g More than 50% of total USSZ' 1 bllllon
revenue The total value of managed services
delivered by non-MSPs (resellers, systems

integrators, consultancies etc.) in 2021 in
Belgium.

Source: Canalys worldwide managed service provider opportunity database, MSP Analysis, 2022 6 Ccana lyS




Security and cloud laaS key growth opportunities

Partners that are selling managed services 0 ) ..
will see higher average revenue growth than 52 /O are using a distributor or

those that do not; the growth in demand for distributor marketplace.

managed services is helping those partners 0 _
differentiate and win business. On |V 12% were using cloud

marketplaces for these technologies.

Key areas for managed
services growth Canalys take:
are in data centers, cloud 69% of partners are billing managed
infrastructure, device services monthly; vendors must recognize
this and provide the same flexibility

services and cybersecurity.
without punishing partners.

Source: Canalys, managed services survey 2022, June 2022 (112 IT channel responses) 6 Ccana lyS




Automation helps partners drive revenue and profit

of partners that expect to

Automation is key see over growth in 2022 have
to building managed automated some or all of their
services practices. managed services processes.

Canalys take:

Many partners that are automating processes
but do not use RMM and PSA tools have built
their own in-house capabilities; in
these spaces

(ConnectWise, Datto, Kaseya,
N-able) are key to this growth for smaller
MSPs, while tools, such as ServiceNow,

are more established in enterprise.
if they are to convince

these partners to invest.

Source: Canalys, managed services survey 2022, June 2022 (112 IT channel responses) 6 Ca nalyS




Vendors need the right philosophy for MSP engagement
'

Vendor allliances

Partner analytics — Data

Marketplace Billing tools

s Lifecycles

Partner experience

Source: Canalys research, MSP Analysis, December 2022 6 Ccana lyS



Managed services will see good growth in 2023

For partners selling managed services:
How much growth do you expect to in your managed services revenue in 20237

o 89% of those

partners selling
managed services are
expecting growth in
2023, despite
economic
uncertainty and
budget constrictions.

Our manged It will grow It will grow It will grow over
services revenue  between 1% and between 11% and 20%
will decline in 2023 10% 20%

Source: Canalys quick poll, 111 respondents (Western Europe only), 2022 5 Ca nalyS




Challenges

BusmeWs.L@evelopﬁ

Technology integrations

Source: Canalys research, MSP Analysis, December 2022 6 cana lyS




Candefero: a unique channel community

With more than 18,000 members worldwide, Candefero is our research base. Partner
interviews, polls and surveys allow us to get immediate feedback for clients

www.candefero.com

. Feedback on Capitalize on Understand the Analyze routes
Trends in Benchmark ;

vendor the shift to channel to market from

partner and partner o . .
. . . announcement cloud, managed opportunity in distribution to
market satisfaction with | L
: and program services and sustainability marketplaces to

performance their vendors .. |

changes subscriptions and ESG direct

@ canalys




@ canalys

Insight. Innovation. Impact.

The written content of this document represents our interpretation and analysis of information generally available to the public or released by responsible individuals in
the subject companies but is not guaranteed as to accuracy or completeness. It does not contain information provided to us in confidence by the industry. Market data
contained in this document represents Canalys’ best estimates based on the information available to it at the time of publication.

Canalys has a liberal policy with regard to the re-use of information that it provides to its clients, whether within reports, databases, presentations, emails or any other
format. A client may circulate Canalys information to colleagues within his or her organization worldwide, including wholly-owned subsidiaries, but not to a third party. For
the avoidance of doubt, sharing of information is not permitted with organizations that are associated with the client by a joint venture, investment or common
shareholding. If you wish to share information with the press or use any information in a public forum then you must receive prior explicit written approval from Canalys.

@ canalys
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Bas Peters

Sales & channel development leader
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Viral Vorq

Distribution Manager Hornet Sec
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Raymond Heijberg

Oprichter NSO & Applicationlink

a."'”‘*-;. ApplicationlLink



Vlc’ror Raessen
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Jan van Dljk
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INTRODUCTIE ESET



Managing
Expectations vs

Meeting

Expectations




SECURITY?

Dat doet mijn IT leverancier.

CUSTOMER
EXPERIENCE
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2022
ESET Mkb Digital Security Sentiment Report

AAN TOT IMPLEMENTATIE VAN
ENTERPRISE-OPLOSSINGEN

Digital Security
Progress. Protected.



RUGGENGRAAT
VAN DE WERELDECONOMIE

van alle bedrijven in Europa van het mkb gelooft in de technologische
en Noord-Amerika zijn mkb-bedrijven vooruitgang die hun groei mogelijk maakt

ol . ; Digital Security
5 Cyberrisico’s zet mkb aan tot enterprise-oplossingen Progress. Protected.



VOELEN ZICH OOK KWETSBAARDER DAN
ENTERPRISE-ORGANISATIES...

En als van alle bedrijven het mkb van mening is dat het
door zijn omvang kwetsbaarder is voor cyberaanvallen
dan enterprise-organisaties, dan betekent dit dat zij het
piepende wiel van het cyberrisico harder horen.

72% van de mkb’ers gelooft dat bedrijven van hun
omvang kwetsbaarder zijn voor cyberaanvallen dan
enterprise-organisaties.

<
Digital Security
11 Cyberrisico's zet mkb aan tot enterprise-oplossingen Progress. Protected.
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Implementatie van EDR/XDR/MDR
oplossingen

40%

86% Plannen voor starten met
EDR/XDR/MDR-oplossingen
in de komende 12 maanden

heeft niet veel vertrouwen in hun
cyberweerbaarheid 20%

Gebruikt momenteel al
EDR/XDR of MDR

Veel vertrouwen /14%
Gematigd vertrouwen /33% O

Helemaal geen vertrouwen / 3% 22%

Weet niet genoeg omtrent
EDR/XDR/MDR

Weinig vertrouwen /50%
om het te overwegen

®
Digital Security
Progress. Protected.
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SECURITY
SERVICES
ot chharsacrt e i ESET tpartn

7 Bij ESET geloven we dat het
- hoogste niveau van beveiliging
. alleen kan worden bereikt door
./ een combinatie van robuuste
4. . technologie en menseluke
expertise. '




Digital Security
Progress. Protected.

Security Monitoring
24x7 Beveiligingsmonitoring van ESET PROTECT XDR Platform
Continu hardening & tuning door ESET security specialisten
Maandelijkse rapportage & kwartaalbesprekingen

First response bij security incidenten
Dedicated ESET Threat analisten
Direct contact & alerts richting het IT team
Meteen te implementeren adviezen & incident rapportages

s
@ PR Diitalsecurity
Progress. Protected.

Example BV.
Mgt 2022 No incidents were reportec

DETECTION & RESPONSE
MONTHLY REPORT



MANAGED DETECTION & RESPONSE for partners

PROBLEM:

.0 LACK OF INTERNAL

[ 4
.-. SECURITY TEAM

SLOW TIME TO MARKET
FOR SECURITY SERVICES

MISSED MARKET
OPPORTUNITY

CUSTOMERS FAIL TO
IMPROVE SECURITY
POSTURE

Digital Security

Progress. Protected.

MANAGED
DETECTION &
RESPONSE
for Partners

SOLUTION:
EXPERT SECURITY
»  TEAM WITHOUT
INVESTMENTS
»  INSTANTGOTO
MARKET
MORE SALES THROUGH
»° SERVICE OUTCOME

CONTINUOUS SECURITY

5\
» IMPROVEMENT, LESS ‘I’
DOWNTIME k’ j



MANAGED DETECTION & RESPONSE for partners

» CUSTOMER -«
Business Risk

o 1 o2

Optimization & Support Service Center Security Meetings
(Central point of contact)

Managed Service Provider

L) L] 1 L) L]

Alerting Monitoring Reporting Meeting Supporting

Technical Risk

eTr




The entire MSP
Ecosystem is designed
around you

FLEXIBILITY

Upgrade and adjust license volumes
any time via self-service console

ik

AUTOMATION

INTEGRATION

Efficient security management via

Use our dedicated plugins
cloud-based multitenant console

for major RMMs or utilize

our powerful API placing
you at the

center 82
joreNel

PROFIT SUPPORT
Rely on our dedicated

Earn more with tie r-based volume
support in your language

pricing and daily billing

Co

PORTFOLIO
Cover all platforms with Win your clients’ trust by
top-rated protection implementing our

award-winning technology



ESET PLUGS IN TO YOUR RMM ENVIRONMENT

Integration with leading RMMs

ninjaOne

datto | rRMM




Let’s have a chat!

01. Vragen?

02. Ontvang het ESET MKB Digital Security Sentiment Report 2022
03. Kom naar de ESET booth en vraag naar de MSP Healthcheck
04. Contactgegevens:

michael.vandervaart@eset.nl
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AcCronis S

Van integreren komt automatiseren

Van aanbod tot de factuur
.. en alles ertussen ..

Rick Hebly | Director of Product Management, Platform Integrations
2 December 2022, Maarssen



Unified Platform

H 9 a B &

Backup Security Disaster Recovery Management Automation

i J _. - - o0 ‘ \ ‘
Platform Storage Datacenters Compute Network

Acronis ©Acronis 2022 ( #CyberFit 57



80+ MSP Tooling Integraties

CloudBie, Kase(§’a mH Microsoft (Jracknap L Appbirect

IN* N-ABLE ) Addigy @ splashtop PAESSLER ) cloudmore

ninjaOne HALOPSA /WA connectwise & SuperOpsai 9 Directhdmin
datto Dinter @ liongard @ SCIALE cPanel
& A=ra o | ja mf servicenow. WHM{S ple sk

Acronis ©Acronis 2022 ( #CyberFit 58



/-Service Catalog
* Tenant Provisioning

*Managed Service
Contracts

~

~ PSA

Operations Process Automation

~ RMM

*Deployment
*Monitoring

*Policy Management
» Task Automation

Acronis

(&

("« Alert to Ticket
Synchronization

*Prepaid & PAYG
Billing

J

~ PSA

© Acronis 2022

( #CyberfFit

59



Acronis

https://solutions.acronis.com

© Acronis 2022



AcCronis
Cyber Foundation

Building a more knowledgeable future

#CyberFit

Create, Spread and Protect
Knowledge With Us!

 Building new schools
» Providing educational programs
* Publishing books

WWW.acronis.org


http://blog.acronis.com/
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INTRODUCTIE AUGMENTT



Gavin.Garbutt@augmentt.com



mailto:Gavin.Garbutt@augmentt.com

2021
OFFICIAL MEMBER

Forbes

Technology
Council

Gavin Garbutt

Co-founder & former CEO of N-able,
The 1 RMM for MSPs

Co-founder & Chairman of Augmentt,
The 1st RMM for SaaS & M365 Security
and Management for MISPs

Augmentt’s Mission is to enable MSPs to
manage & secure cloud services

1.5M licenses sold. 1,200% Growth in 2022

G\ AUGMENTT



Agenda

e Adapting to the Adoption of Cloud

Uiage  #h  Secuy g  Finonce 4 Productivity 4
1 A 9 B °
30 2 5 6

Current Challenges of Managing
M365 and Saa$s

Office 365

e How to Grow & Scale Your M365 &
SaaS Security Services

G\ AUGM=NTT




Hybrid SaaS Adoption Curve

e Cloud Services/SaaS is the largest and fastest-growing segment of IT Gartner

e SMBs view Cloud Services that support Hybrid work as their #1 priority eChannel

e Data theft increased 88% last year The Dutch Data Protection Authority

e MSPs should help clients “Proactively” manage & secure M365 & Saa$S

e MSPs need multi-tenant tools to monitor, manage & secure M365 & SaaS

e Technology Service Providers that fail to adapt to the pace of cloud shift, face an increased

risk of becoming obsolete Gartner
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How Strong Are Your Clients
M365 Security Policies?

. 89% of M365 accounts do not have MFA enabled
Alex Weinert

. Over 1.2M Microsoft accounts are breached every month
Microsoft

. 99% of these breaches would not happen if MFA was enabled
Microsoft
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Rate Your M365 Security Practice

Chaotic

MSP Sells M365 but does
not set up MFA & key
security policies.

No regular audit of
policies.

* Break-fix, T&M

Proactive
MSP sells M365.
Reactive Configures MFA plus
; other key security
MSP sells M365. Sets policies.
up MFA plus one or Monitors policies in real
two security policies. If time. Updates and
and vyhen tl['n_e enforces policies
permits, policies are weekly.
audited and enforced.
*200 seats /tech *400 seats /tech

Profitability of Services Delivered




B Opportunity: SaaS & Shadow IT

If you asked your clients today ...

1. How many desktop and SaaS applications are
used in your organization?

2. Are these apps secure and compliant?

3. Do you have duplicate apps, unused or under
used licenses?

Could they give you an accurate answer?

Should MSPs audit and monitor to answer
these questions?
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Four Key Things 90% Of MSPs Want

To Grow Managed & Security Services Revenue
Make Their Sales Process Easier For New Customer Acquisition
Drive Down The Cost of Delivering Services

To Be The Trusted IT Advisor
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Key Multi-tenant Tools To
Manage & Secure Hybrid IT

o RMM to audit, monitor, manage & secure the Network v
o RMM to audit, monitor & manage M365 Security Policies (MFA...) X

o Centralize and simplify M365 administration tasks such as X
On-boarding, Off-boarding, MFA, Password reset.....

RMM to audit, monitor, manage & secure the SaaS app usage X \



5 Steps to Grow & Scale Your M365 & SaaS Security

Services

e #1: Get your team on board

e #2: Get a multi-tenant RMM tool for M365 & SaaS Security and Management

e #3a: Audit & report on each clients M365 security policies & current threats

e #3b: Sell “M365 Security Package”: Configure, Monitor & Remediate key policies

o #4: Simplify & automate M365 security and admin tasks = 2-4 X L1 techs capacity

e #5a: Audit & report on each client’s SaaS app usage

e #5b: Sell “SaaS Security Reporting”: Monitor & report all SaaS app usage for Shadow IT, compliance,
SaaS cost optimization & employee productivity

Audits and ongoing reporting = High-profit security projects

“M365 Security Package” and “SaaS Security Reporting” = High-profit security MRR
G\ AUGMENTT




How To Go from Reactive > Proactive > Managed Saa$S Security Services

Leverage an RMM for SaaS Security & SaaS Management to scale your people and processes

Discover Applications June 26, 2021 - July 26, 2021 Export v
®) Discover
.
L e .
«&, Engage All companies @
Reporting
Configuration >
License Center
Apps by Approval Status Apps by Risk Scores Apps by Productivity
System Users i
Approved Low Risk i High
’ 30 1 ) 24
Billing
Pending R... Medium Ri.. Medium
Support 0 . 31 | 15
) ® Restricted ® High Risk ® Low
Look and Feel
3 1
Unknown Unknown Unknown
10 0 0
43 Applications
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Partner Offer:

e 100 free licenses of Augmentt Secure, Engage & Discover

* Free access to Augmentt Academy

Become a Partner by December 15" 2022

e Special Site license: Up to 2,000 Secure, Engage and
Discover licenses for 199 Euro per month.

e Month-to-month subscription

CLAIM YOUR OFFER NOW!
https://try.augmentt.com/portland-distributor-100free-discover

portland®




ll Are you ready to Grow
and Scale Your Hybrid
Managed Security
Services?

Thank You

gavin.garbutt@augmentt.com

www.augmentt.com
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The Future is Hybrid

Presented by Shaun Riches

M‘ICONNECTWISE‘



Presented by

Shaun Riches

Sales Engineer, UMM

I’m stuck in the 80’s for my music tastes.

* 16 Years MSP Experience

* 30year IT Industry
knowledge

* Director of IT (Corporate)

*  Trusted Advisor

*  One of the first Continuum
partners in the UK using NOC
and Helpdesk Expert Services

Implemented Manage

Implemented Command and Expert Services
Implemented Recover BDR

Joined Connectwise Nov 2021

CW-RMM Sales Engineer

Work closely with the Product Teams on
UMM

Expert Services Evangelist

Recover SaaS and Recover BDR




* Integration the Future

* Current why integrations work
* Future state of integrationing
* Current Integrations

*Top 5



Move information
around by APls from
product to product







Categories

+ Audio Visual

+ Application Development
+ Business Intelligence

+ Business Continuity

+ Collaboration

+ Cloud Computing

+ Consulting

+ Configure, Price and Quote
+ CRM

+ Employee Recognition

+ Human Resources

+ Finance

+ IT Management

+ Network Infrastructure

+ Onsite Computing

+ Operations

+ Sales and Marketing

" .+ Cybersecurity

300+ integrated third-party offerings,
all built with you in mind.

N’ CONNECTWISE

Bitdefender

#1 RATED ANTIMALWARE

# By Classification

Buy it Today on
the Marketplace!

Buy through ConnectWise

Buy through ConnectWise

e ‘
‘\bltdefender
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* Manage

* BrightGauge
* Acronis

* Bitdefender
* Veeam

* Webroot

* Auvik

* ESET



Speaker Intro

Glen Brown (de Bruin)

Regional Sales Manager — Northern Europe

Fun fact:
* One of the most fluent Dutch speaking English people

* 8 years of experience working with MSP in the Benelux

* Extensive knowledge of workflow management, automation and
business operational efficiencies

* Trusted industry expert

* One of the first Autotask employees in the UK working across
Northern Europe

* Helped deliver digital transformation across 200+ MSP’s the
Benelux
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Tijd voor netwerken en herfst buffet

THANKS FOR COMING

Speak soon!




