
Increase  
Your Revenue
7 Critical Changes Every MSP 
Owner Must Know About Selling 
Managed Services With Audits



Let’s face it. 
If you haven’t completely revaluated your sales 
process in the last 14 months, it’s broken. 

If you have leads that don’t convert, or you are 
spending hours performing FREE audits,  
this report is for you.

Does this sound familiar?
You’ve sent mailers, made calls, connected on LinkedIn, redone your 
website, written newsletters, sent e-mails all in the hopes of getting an 
appointment. AND GUESS WHAT?!? 
It worked!
Your phone rings with a prospect who is ready to buy! What next? You 
explain that you’ll start with a FREE Problem Prevention Network Audit. 
You start asking when you might be able to send a technician out, and 
preparing them to give you (a stranger) access to their entire network…
You wince as you think about the amount of time you are going to be 
spending doing this audit. You fall back to the memory of that time when 
your technician drove all the way out to a client site just to learn that they 
were not able to get onto the server. You think about the thousands of 
dollars it costs you to get a phone call from a prospect like this one.

There is a better way. Read on to find out how.

Not because you haven’t been working on it or even trying to 
improve it. The BIG reason is that the processes and tools that 
worked 14 months ago don’t work today. You and your team 
could be chasing your tails trying to get assessments completed 
and potential clients impressed, and in doing so, your process is 
missing KEY elements to a successful sale. Worse, your process 
might be driving clients away.
In this report, I am going to uncover the biggest mistakes I’ve 
seen (or made!) when it comes to the sales process AND how you 
can improve your results with a few simple steps. This report is 
full of golden sales nuggets of advice that have taken me years to 
uncover. These are secrets I’ve used to grow my own MSP over 
$1.3M MRR in a single year.



MAKE A PRODUCT THAT SELLS ITSELF
For your audits to be successful, we must start with your 
product. Let me share a little lesson I learned the hard way:

I used to meet with the prospect and sell a complete-up-front project to 
“stabilize” their network. We would require payment for it in full and would 
not start supporting them until the work was done. This project included 
stuff like getting them onto Office 365, cleaning up their Active Directory, 
and often included server or hardware upgrades. 
My lesson: STOP DOING THIS. This stabilization project was high risk, took 
a long time, and often got our relationship off on the wrong foot. 
Create an onboarding process that you can complete in less than 10 
business days that includes, auditing their accounts, installing your security 
stack, implementing 2FA, and documenting the basics. 
Then begin your Technology Business Review (TBR) process with them 
within 60 days to start getting them aligned to your standards.
This allows you to gather much more information about how they use 
their systems, how their business runs, and discover the closets where the 
skeletons are hiding before committing yourself to a price for that project. 
Oh, and one more thing: you get to start their recurring revenue right 
away rather than waiting. 
The bottom line is figure out the pieces of your product that are making it 
hard for you to deliver OR making it difficult for the prospect to buy and 
eliminate them. Creating your product is a topic onto itself, but this should 
keep you out of the upfront project valley of doom.

NOW! GET THE 
REFERRAL
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KNOW YOUR 
PROSPECT

I’m not going to spend much time 
focusing on the marketing portion 
of this puzzle, BUT we do need 
to discuss your offer. It must be 
irresistible. I know you are thinking: 
how on earth do I do that?

Knowing who you’re 
targeting and what 
their pains are is 
the first critical step 
of creating that 
irresistible offer.  
To make this work, 

you must be very specific about 
the type of organizations you 
service. Be careful. There are 
three types of organizations out 
there when it comes to cyber: 
basic, security-conscious, and 
compliance-driven. You will want 
to focus on verticals that are either 
security-conscious or compliance-
driven. A rule of thumb: if the 
organization can go for 24 to 48 
hours without their computers, 
find a different target market.

Issue:   Lack of Irresistible Offer 
To Differentiate Your Services
Re-evaluate your irresistible offer. 
The more specific you can get on 
“who” you service, the easier it is to 
articulate their issues, pains, and 
concerns. People buy when your 
marketing speaks to them, rather 
than when it attempts to speak to 
everyone. If your offer mentions 
these pains AND drives them to 
take action, you will have better 
conversions. Here’s an example: if 
you are selling to accountants, you 
may consider saying something 
about taxes or the software they 
use in your offer. 

Which would be more effective?
1. FREE Problem Prevention 

Network Audit – find out what 
is slowing your network down, 
identify ways hackers are getting 
in, and eliminate downtime.

2. FREE Problem Prevention 
Network Audit for Accountants 
– never worry about another tax 
software update, find out how 
to keep hackers out of  
your locally hosted or cloud 
based accounting tools, and 
keep your computer running 
smoothly during tax season 
(AND all year round)

Obviously, if you were an accoun-
tant, you would probably pick the 
second one. If you weren’t you 
would probably pick the first one.

COVER THE 
OBJECTIONS

Alright, you have your offer  
cleared up, and it sounds much 
more irresistible. Or does it?  
I used to tell prospects that this 
was a good way to take a look 
at our work product before they 
even make a decision. Who would 
do that? It is all about me, and 
not about them. To improve your 
conversion here, you will need 
to improve your communication 
around these FREE audits. If you 
don’t, your offer will fall flat,  
ending up with zero interest. 

Issue:   They Don’t Relate To  
Or Understand Your Offer
Make sure you help them 
understand why they want to do 
the offer. I’ve found prospects to 
be much more educated today. 
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They are interested in making 
sure they are secure. They’ve seen 
organizations around them get 
hacked. You can use this to your 
advantage. I’ve gotten great results 
providing either Ransomware 
Vulnerability Assessments or 
Penetration Tests. Both offers 
require a little bit of explanation, 
but it helps you in the long run 
because you are talking about 
something new to them. You are 
already showing your value by 
educating them.

Issue:   The Current IT Support 
Needed to Proceed (they may 
be COMPLETELY against having 
you inspect their work!)
Today, when a prospect reaches 
out to you, they already have 
someone doing some sort of 
managed services or computer 
support. I’ve found that many 
prospects don’t want to have a 
conversation with their IT provider 
about the fact that they are 
shopping around. The solution? 
Penetration Tests. 
I’ve had the best results 
performing penetration tests 
rather than a standard Problem 
Prevention Network Audit. With a 
penetration test you don’t need to 
ask for network credentials.  
[Keep reading for details on  
how to do this.] 

Issue:   They Don’t Trust  
You With Their Data
You wouldn’t just trust anyone 
to know about your network and 
its vulnerabilities. The best way 
to overcome this objection is to 
not allow it to come up in the first 
place. Immediately out of the gate 
offer to provide a Non-Disclosure 

Agreement (I’ve attached a very 
simple one I’ve used for years to 
this report). Leading with a simple 
agreement allows you to have 
the conversation about why they 
should trust you with their data 
in a proactive fashion rather than 
circling back around to it when 
they ask.

Issue:   Audits are slowing  
down your sales process
When the prospect has to gather 
information, you are creating 
speed bumps for your sales 
process. If you are asking for 
firewall access, server access, 
or requesting credentials to the 
domain, you are slowing your 
sales process down and driving 
prospects away. Keep your asks 
simple. I recommend asking a 
few questions about their current 
vendor and sending them a link 
they can click on to evaluate their 
computer. 

NAIL THE 
ASSESSMENT

You finally get your prospect to 
move forward with an assessment 
after convincing them why (your 
marketing material might spend 
several pages trying to do this!). 
You are faced with a variety of 
challenges BEFORE you are even 
able to start:

Issue:   Need An Onsite 
Resource To Perform The Audit
I use an auditing tool that does not 
require an engineer to go onsite. 
This is especially important when 
the client has multiple locations 
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or people working from home. 
This saves you time because you 
don’t have to coordinate the onsite 
appointment. You even end up 
saving money because you don’t 
have an engineer driving all over 
the place. (Yep, that is a shameless 
plug for our product and tools.)

Issue:   Your Audit  
Requires Agent Installation
Not all auditing tools are created 
equally. Remember, your goal is 
to sell a prospect on your services. 
Make sure the tool you are using 
does not require you to install 
anything on their computers. 

Issue:   Administrator 
Credentials Needed
Asking for domain administrator 
credentials or access to their 
Microsoft365 tenant are big turn 
offs for a prospect. This is the spot 
where most prospects just tell 
you no, or they have to request 
this information from their IT 
provider. Either way your audit is 
getting stuck in the mud. If you 
are still asking for administrator 
credentials – it’s time to reevaluate 
your entire security stack (not just 
your audit.) 

Issue:   Your Audit  
Changes Your Prospect’s 
Security Settings
If your audit process requires 
you to turn on services or modify 
the client’s security posture by 
modifying their WMI settings, you 
are actually reducing their security 
posture during your audit process. 
Make sure you are using purpose-
built tools that avoid opening 
security holes.  

Issue:   Audits Are Time 
Consuming, Especially For  
Your Technical Resources
Are your salespeople waiting for 
your technical team to complete 
the audit details? Does the audit 
report you are generating provide 
pages and pages of garbage data? 
Do you spend hours cleaning it up? 
Are you afraid to do audits for free 
because they cost you too much 
time or money? If you answered 
yes to any of these questions,  
read on to find out more about 
how you can eliminate the time 
your technical team is spending  
on audits. 

READOUT: TURN THE 
PROSPECT INTO A 
CLIENT

By the time you’ve jumped all the 
hoops to get to the readout, you 
BETTER close this deal! You’ve 
spent thousands of dollars, hard 
work and sweat to get to this 
point. Better not screw it up! The 
problem you’re facing is the owner 
or decision maker doesn’t typically 
care enough about IT to take 
time out of their day to chat. Your 
assessment process may have 
even taken too long to keep their 
interest. Even if you meet with the 
right people, you might not be 
pushing the right information—the 
meaty stuff that they understand 
and really care about. Your 
problem prevention audit may 
have simply turned into a problem 
pointing audit that either over- 
or under-whelms your prospect 
enough to inaction.
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Issue:   Decision Makers Aren’t 
Going To Be In The Meeting
STOP! If you learn the decision 
maker won’t be in the room for the 
readout of the audit results – reach 
out to the decision maker directly 
and say: “I’ve found some serious 
issues in your environment. Some 
of them contain confidential 
information. I am not comfortable 
sharing them without you in 
the room.” This eliminates the 
ability for them to tell you: I have 
delegated the authority to make 
this decision to someone else. Also, 
I highly recommend having them 
participate in the audit, so their 
results are part of the readout. 

Issue:   Too Many Technical 
Details Prospects Don’t  
Care About
If you typically spend more than  
9 minutes talking tech about things 
like missing patches, encryption, 
Active Directory, or firewall 
vulnerabilities, you are either 
selling to an IT person, or you are 
doing it wrong. My best results 
come from pointing out the high-
level issue, then sharing a story my 
team dealt with illustrating the risk 
and outcome of not addressing 
the problem. This is much more 
engaging than telling them: you 
have to do this because if you get 
audited you will get a fine… 
I would avoid telling them they 
“have to do something” during the 
readout. Focus on this: you are 
here to educate them of the risks 
related to your findings.  
NOT THE FINDINGS.

Issue:   Not Closing The Deal
Chances are, if you aren’t closing 
the deal it has nothing to do with 
prices or your product. The key 
component of closing the deal is 
keeping the meeting interesting 
and on track. I recommend the 
following agenda: 10 minutes for 
check in, 10 minutes to review the 
results, 10 minutes for questions, 
and finally 20 minutes to review 
your solution. So, you start with 
10 minutes about them and how 
everything has been going. Then 
you spend 10 minutes going over 
the results. Remember to focus on 
education of what the issue is, and 
a true story about how that creates 
risk. Then back to them for any 
major questions. 
Finally, you are 
going to focus on 
your agreement, or 
the solution you are 
bringing to the table 
to solve all this stuff.
At the end, simply ask them if 
they would like to approve the 
agreement and move forward. If 
the answer is not yet, then you 
have one goal: getting the next 
meeting scheduled. Do not leave 
without having an actual next 
meeting, phone call, or virtual 
meeting lined up.
Notice, I didn’t spend any time 
trying to show them the value or 
how much money they are saving. 
If you are focused on that as part 
of your sales process, you are 
selling on the wrong thing. Today 
people are more interested in 
knowing their networks are safe 
than they are saving a couple 
hundred bucks here and there.



FOLLOW UP OR DIE
They probably won’t make a decision on the spot with a problem 
prevention because you haven’t struck the right chord with them. 

I’m sure your team is used to the game of following up. You should have 
a second meeting scheduled or a check-in. During that meeting, your goal 
is to: revisit the items discussed during your readout. See how they are 
doing. Did they make progress? How have things been running? 

NOW! GET THE REFERRAL
After the deal is done, don’t you want more clients like them lined 

up at your door? Will they want to introduce you to other colleagues to 
start your sales process? Was it that easy that they’d naturally talk about it 
to their friends? 

Issue:   It Takes A Long Time To Get Referrals
Could you ask sooner? What if the assessment sold itself? What if you 
could actually get the people you’re currently selling to fill your assessment 
pipeline without hesitation? That’s what a BETTER assessment process 
could do for you and your business!
When I was running 
my MSP, we would get 
referrals at the end of the 
readout meeting. Instead 
of asking for a new client. 
Ask: “Is there anyone 
you can think of that 
would benefit from an 
assessment like this?” 
They’ve already seen 
the assessment. They 
know what the results 
are like. The key here is 
asking AFTER they have 
had a chance to buy.

tired of driving prospects away?
Ready to improve your audit process and even improve your  

own security posture in the process? Get started at:

galacticscan.com/stack

LESSONS LEARNED…
One final note, when I began building 
out my sales team, I had to really 
focus on standardizing our sales 
process. If you don’t have your process 
documented with an agenda, scripts, and 
objections – now’s the time to get that 
done. I also recommend a check list that 
includes phases for: audit, readout prep, 
readout, and follow up. This will help you 
consistently produce the same results. 
If those results suck, you have a written 
process to tweak…
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More Detailed Than The  
Rest—All MSPs Should Be  
Using This Tool
I’m skeptical to try new tools, but once I 
ran it I was shocked at how much data 
and detail one computer can give me—
with one simple scan. From credit card 
numbers to passwords it’s a lot deeper 
than any of the scan tools that we use 
now as an MSP. Much more detailed that 
I’ve ever seen than any other product 
on the market. The reports make it easy 
for the client to understand their risks 
and sell them the services they need 
to address them. All MSPs should be 
using this tool.

Security-Centric MSPs  
Should Consider These Tools
I wrote the book on MSP security. 
And I’ve gone through all the steps on 
locking down an MSP. I’ve even gotten 
pen testers confirming our security is 
sound. I was certain when Bruce McCully 
asked me to run his security tool on our 
network, he’d find nothing.

Bruce found PII from employee enroll-
ment forms, old password sheets from 
onboarding clients and even identified a 
problem with our firewall’s DLP.

Even if you are a security-minded MSP 
taking all the right steps, you need to be 
reminded that you can never let your 
guard down.

Galactic Advisors  
Really Brings The Heat!
Galactic Advisors recently 
performed a security scan on 
our network and WOW, were 
they ever thorough.

They delved deep into our 
entire operation and pointed 
out some possible issues we 
did not even know could be 
exploited.

Bruce McCully, the Chief 
Security Officer, was 
extremely personable, yet 
professional, in not only 
pointing out these things, 
but also in advising an exact 
path to a quick and cost-
effective remediation. Helping 
organizations by providing an 
opportunity to get ahead of 
security issues, before it is too 
late, is their stated goal.

I would not hesitate to refer 
and recommend Bruce and 
Galactic Advisors to any 
MSP or business owner 
looking for a comprehensive 
answer to the #1 question 
you must always be asking… 
“Am I vulnerable?” You may 
be surprised how often the 
answer is “Yes” and how 
quickly it can become “No!” 
It is my pleasure to write this 
and I stand behind it.

Ikram Massabini 
CEO, MVP Network Consulting

Charles Henson 
iCEO, Nashville Computers

Tom Cole 
VP and General Manager, 
Networking Delaware

Here’s what other MSPs are saying about our audits:



SALES PROCESS SELF ASSESSMENT:
If you are currently using audits to sell, is your audit process 
working? Simply answer YES or NO to these to find out whether 
your process is working the way it should:

Did you answer yes to any of the above?
Wouldn’t you like a better way?  

Evaluate your process along with your entire Cyber Stack at:

galacticscan.com/stack

Does someone have to go onsite to run your audit?

Do you have to install agents while performing an audit?

Does your assessment tool require domain admin rights?

Does your auditing solution require you to  
reduce the client’s internal security posture?  
(Do you modify their WMI settings?)

Does your process alert the incumbent IT provider  
that their client is seeking a second opinion?  
(So they can start fixing stuff and poisoning your results.)

Does your auditing process fall apart  
when users are working remotely?

Does your audit require your salespeople  
to wait for your engineers?

Do you end up with a bunch of technical details that you 
have to turn into something the client cares about?

Do you have problems getting decision makers  
to attend your readout meeting?

Does your audit process slow down your sales cycle?

YES   NO



Vulnerability Assessment
CONFIDENTIALITY & NON-DISCLOSURE AGREEMENT

In an ongoing effort to protect the world from hackers, Galactic Advisors, 
LLC (“Galactic”) will perform a Network or Workstation Vulnerability 
Assessment for ________________________________ (“Client”).  As part of the 
assessment, Galactic will run a small utility on Client’s network which 
will help Galactic quickly gather system information about Client users, 
computers, and network configuration. This data will enable Galactic to 
provide a real-time report on Client’s current security posture. Galactic 
will also include information on potential problem areas on the edges 
of Client’s network, locations of personally identifiable information, as 
well as passwords found during this assessment. Galactic will schedule 
a post assessment meeting to review the findings and identify the most 
important areas to focus future efforts. 

During the vulnerability assessment, Galactic may discover proprietary 
technical or business information (“Confidential Information”). Any such 
Confidential Information discovered is incidental and only in possession of 
Galactic for the purposes of identifying risks and ultimately securing Client 
data from unwanted third parties.  At no time shall Galactic’s possession of 
the Confidential Information be considered to have provided Galactic with 
any right or interest in the Confidential Information.  Galactic will maintain 
the Confidential Information using a commercially prudent degree of care at 
least equal to the degree of care Client uses to protect its own information.

Galactic and the client retain their respective ownership of any confidential 
information that is disclosed during this Vulnerability Assessment and the 
resulting post assessment meeting.

Client Name:

Date:

Client Representative:

Galactic Representative:



www.galacticscan.com/stack


