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• Calm in a Sea of
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Primary Focus of Corporate Manager

Risk ManagementRisk Management

Job Security

Achieve Job Security by:

Maintaining Budget
Risk Avoidance 
Integrated Systems are real
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Primary Focus of Corporate Manager

Risk ManagementRisk Management

Job Security

Achieve Job Security by:

Maintaining Budget
Risk Avoidance (Not Rocking the Boat)

Integrated Systems are real-time, tech solutions
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The PresentationThe Presentation

Seamless Integration into

The ‘Ask For It’

Seamless Integration into
Installation Proposal 

Place Price Below Install Price
Avoid Looking Like an Option
Make It Easy To Sign (one T&C)
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The ‘Ask For It’ Principle
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Place Price Below Install Price
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24 Availability

Differentiate Service From Warranty

24 Availability

Priority Response

Instant Loaner

10% Discount on Add-Ons

Reduce First Year Price
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Flow
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Annuities
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Sales CommissionsSales Commissions
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Longer the Term, the Larger the 
Commission
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Results of Our ApproachResults of Our ApproachResults of Our ApproachResults of Our Approach

90%90%90%90%
Purchased Service 
Agreements from

the Git-Go
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Value Added Comparison TableValue Added Comparison Table

Availability

Feature

Response Priority

Response Time

Defect Corr. Response Time

Loaner

One Fixed Price

Value Added Comparison TableValue Added Comparison Table

T&M FSA

M-F

After
FSA
As

24Hr
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2 to 4 Hr

Defect Corr. Response Time

As
Available

2 to 4 Hr
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N/A

N/A

N/A
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• Billing Cycles

• Multi-year Contracts

Cash FlowCash Flow

• Multi-year Contracts

• Renewals

Standard Part of Every

Billing Cycles (focus on cash flow)

year Contracts

Cash FlowCash Flow

year Contracts

Every Proposal Template
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We Are Not Responsible for Anything!

OK, We Are Responsible for Up to $250!

Gross Negligence Versus Negligence

Holding Your Nose
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Unless Solely and Specifically Negligent

Limiting Your Liability

Increasing Size of ExposureIncreasing Size of Exposure

Unless Solely and Specifically Negligent



CommittingCommitting

Your Resources!Your Resources!

CommittingCommitting

Your Resources!Your Resources!



Committing Your Resources

Step 1: Standardization 

• Our Products have short technology cycles
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“Beware of the artist within”
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• Make Everything Look Alike
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• Easier to Train Technicians

• Reduce Labor Cost per Service Call
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What The Market Will Bear
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Base Hourly Rate
Benefits (30%)
Inefficiency (20%)��������
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Inefficiency (20%)
Call-backs (15%)
Truck and Equipment
Overhead (35%)

Total Cost (Hourly Rate)

The ‘True’ Hourly CostsThe ‘True’ Hourly Costs

Base Hourly Rate $25.00
$8.00

Inefficiency (20%) $6.00Inefficiency (20%) $6.00
$4.00

Truck and Equipment $10.00
$18.00

(Hourly Rate) $71.00
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Raise the Rates of Your ��������Raise the Rates of Your 
Existing Service Contracts!

HOW OFTEN????HOW OFTEN????
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