Organization Name: Mytech Partners, Inc.

Words You Own (Mindshare):

Make IT Easy - for the foreseeable future, we want to own the mindshare of our clients and prospects thinking of us as the company that helps
Make IT Easy.

Sandbox and Brand Promises:

Who/Where (Core Customers) What (Products and Services) BRAND PROMISES KPI‘s

Small to Medium size business Mytech Smart Business Suite is a Primary: Our Clients will achieve 4x | - less than 30 min/
owners that have 15 - 500 business consulting service that More Value & Productivity from employee/month of
employees, that are within 45 miles | delivers a proven IT strategy. The their IT investments productivity loss due to IT
of one of our physical offices, who | infrastructure solutions are defined by support requests
fall into the Pragmatist or our Mytech Best Practices Value Map. | Supporting: 1) We remove IT - NetPromoter Score of
Conservative mindset (according to | We also re-sell Cloud hosting Challenges; 2) We enable our >50%
Crossing the Chasm). *More detail | Services, such as: 0365, SaaS, PaaS, | clients to serve their customers - Net Ticket CSAT of
on the VTO. laaS. We do NOT sell or intend to sell | petter; 3) We empower our clients | >97%

Mytech owned cloud services. to be more adaptable to other - Number of times we

business challenges waive termination fees

Brand Promise Guarantee (Catalytic Mechanism):

Mytech agreements can be terminated, and we will waive the Managed Services termination fee if the client has fulfilled the following:
1) Executive participation in annual Strategic Planning & Budgeting sessions
2) Participate in the building and execution of a technology plan that adheres to the Mytech Best Practices Value Map

One-PHRASE Strategy (Key to Making Money):

"Make I.T. Easy" We intentionally mean this in two ways: 1) We want our entire team to ‘Make IT Easy’ for our clients, and 2) ‘EaaSy’ meaning
Everything as a Service.

Differentiating Activities (3 - 5 How’s):
1) Provide a Premium Experience

2) Maintain a Thriving Culture

3) Invest in a Highly Skilled Team

4) Minimize Client Support Time

5) Focus our Scope of Services

*Reference Mytech Partners Strategy document

X-Factor (10x = 100x Underlying Advantage):

Every member of the Mytech team needs to have and continually improve their respective business and technical acumen - to move beyond the
owner-led aspects of our industry.

Profit per X (Economic Engine): BHAG* (10 - 25 Year Goal):

Revenue per X: Average $125/supported user/month (SUM) 1500 Client Companies, 500 Mytechians, 20 Pro-bono clients, 40,000
Client Employees Served.

*BHAG is a Registered Trademark of Jim Collins and Jerry Porras
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