
MS Sales Path for SBS and WatchtowerMS Sales Path for SBS and Watchtower

1. Opportunity Identified1. Opportunity Identified 2. Evaluation & Technical Discovery2. Evaluation & Technical Discovery 3. Qualification of Solution & Budget3. Qualification of Solution & Budget 4. Proposal Generation & Presentation4. Proposal Generation & Presentation 5. Negotiation5. Negotiation 6. Commitment6. Commitment
SBS and Watchtower Onboarding 

Processes
SBS and Watchtower Onboarding 

Processes
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StartStart

New 
prospect?

FOR PROSPECTS: Determine 
if we charge for Risk Overview 
and how to provide budgetary 

numbers (High Level)
(AM, BTA, BTC, BDE)

FOR PROSPECTS: Determine 
if we charge for Risk Overview 
and how to provide budgetary 

numbers (High Level)
(AM, BTA, BTC, BDE)

Yes

Quote Strategic Insight and 
Risk Overview engagement

(AM, AC)

Quote Strategic Insight and 
Risk Overview engagement

(AM, AC)

Client 
approved?

No

Schedule the Strategic Insight meeting 
– send the 4 Quadrants of Strategic 

Business IT Planning to help the MPOC 
prepare for the meeting

(AM, BTA, BTC)

Schedule the Strategic Insight meeting 
– send the 4 Quadrants of Strategic 

Business IT Planning to help the MPOC 
prepare for the meeting

(AM, BTA, BTC)

No Yes

Strategic Insight meeting 
(formerly called Business 

Overview meeting) – ask for/
confirm estimated start date

(AM, BTA, BTC)

Strategic Insight meeting 
(formerly called Business 

Overview meeting) – ask for/
confirm estimated start date

(AM, BTA, BTC)

SE verification of completed 
SIRO/confirm to close project

(SE)

SE verification of completed 
SIRO/confirm to close project

(SE)

Ticket moved to Project 
Oversight board to 

assign to a PM
(AM, AC, BTA, BTC)

Ticket moved to Project 
Oversight board to 

assign to a PM
(AM, AC, BTA, BTC)

Project is created and SBS 
Strategic Insight and Risk 

Overview template applied
(PM)

Project is created and SBS 
Strategic Insight and Risk 

Overview template applied
(PM)

Schedule Risk 
Overview and follow 
up review meeting

(PM)

Schedule Risk 
Overview and follow 
up review meeting

(PM)

Risk Overview – internal 
for renewals and onsite 

for prospects
(trained tech)

Risk Overview – internal 
for renewals and onsite 

for prospects
(trained tech)

Create MS calculator, add user 
list, update what is known, and 

add to the appropriate 

\\mtp.local\root\clients folder

Create MS calculator, add user 
list, update what is known, and 

add to the appropriate 

\\mtp.local\root\clients folder

Is this a 
current 
client?

Yes

Develop renewal strategy – 
review with Executive Leaders

(AM, BTA, BTC)

Develop renewal strategy – 
review with Executive Leaders

(AM, BTA, BTC)

No

SE will scope any critical 
projects and confirm MS 

calculator is correct or make 
any necessary changes

(SE)

SE will scope any critical 
projects and confirm MS 

calculator is correct or make 
any necessary changes

(SE)

SE and STS confirm 
backup solution and 

does a quick check on 
quantities
(SE, STS)

SE and STS confirm 
backup solution and 

does a quick check on 
quantities
(SE, STS)

Save MS calculator to the 
client folder and move on to 

the quoting stage
(AM, AC, BTA, BTC)

Save MS calculator to the 
client folder and move on to 

the quoting stage
(AM, AC, BTA, BTC)

Quote managed services – 
SmartBusiness Suite
(AM, AC, BTA, BTC)

Quote managed services – 
SmartBusiness Suite
(AM, AC, BTA, BTC)

Critical work 
required to 

support?

Create quote for critical 
project work

(AM, AC, BTA, BTC)

Create quote for critical 
project work

(AM, AC, BTA, BTC)

Yes

No

Executive pre-approval 
before presenting to client

(GM, Sales Manager)

Executive pre-approval 
before presenting to client

(GM, Sales Manager)

Present critical quote 
(if applicable)

(AM, BTA, BTC)

Present critical quote 
(if applicable)

(AM, BTA, BTC)

Present MS quote – see 
guide in drill down for SBS 

budgetary guide
(AM, BTA, BTC) 

Present MS quote – see 
guide in drill down for SBS 

budgetary guide
(AM, BTA, BTC) 

Present Risk Overview
(AM, BTA, BTC)

Present Risk Overview
(AM, BTA, BTC)

Changes 
needed – qty, 

Executive 
Worker?

Make adjustments 
to quote

(AM, AC, BTA, BTC)

Executive approval and 
signature/DocuSign

(GM, Sales Manager)

Yes

No

Provide updated 
quote to client for 

their signature
(AM, AC, BTA, BTC)

Provide updated 
quote to client for 

their signature
(AM, AC, BTA, BTC)

Client signs quote – attach  
to the Opportunity

(client)

Confirm start date, 
set tone for next 

phase of onboarding
(AM, BTA, BTC)

Confirm start date, 
set tone for next 

phase of onboarding
(AM, BTA, BTC)

Client welcome 
basket and letter

(AM, AC, BTA, BTC)

Client welcome 
basket and letter

(AM, AC, BTA, BTC)

Win Opportunity, Finance 
approval and handoff

(Sales and Finance)

Win Opportunity, Finance 
approval and handoff

(Sales and Finance)

Project Manager 
applies template, initial 

handoffs scheduled
(PM)

Project Manager 
applies template, initial 

handoffs scheduled
(PM)

Onboarding to 120 
Days SmartBusiness 

Suite 

Onboarding to 120 
Days SmartBusiness 

Suite 

Onboarding 
Watchtower
Onboarding 
Watchtower

NEW PROSPECTS may require 
budgetary numbers BEFORE we are 
able to quote and perform the Risk 
Overview. For RENEWALS, see the 

Renewal Strategy stage after 
Strategic Insight and Risk Overview 

are both completed. 

WE DO NOT QUOTE OR 
CHARGE OUR CURRENT 

CLIENTS - we always quote 
for new prospects, even if 
we do not charge for the 

evaluation.

SBS: SALES will confirm full 
user list at this meeting. This 
list of users will be added to 

the MS calculator.

The first 3 quadrants of the 
Strategic Business IT Planning 

MUST BE COMPLETED 
BEFORE RISK OVERVIEW. 

BOTH Strategic Insight and 
Risk Overview MUST BE 

COMPLETED for SE handoff.

                                                                                                                                                                                  NO MORE THAN 10 BUSINESS DAYS

NO MORE THAN 5 BUSINESS DAYS

The strategy for renewal will be 
completed BEFORE any 

BUDGETARY conversation – 
THIS MUST BE REVIEWED WITH 
AN EXECUTIVE TEAM MEMBER.

Add user list to comments in 
Monthly Managed Services 

tab

Watchtower: No deep dive 
currently executed in 

onboarding – this is the 
opportunity to get the technical 

information we need. 

For ALL renewals/upgrades, you will need to have the following in your 
review with an Executive team member:
- Agreement profitability (CW)
- Agreement profitability (BrightGauge)
- Current agreement counts
- Enrolled number of users on SecureWorker
- Number of workstations needing to be replaced in the next 12 months
- List any alignment issues to the Best Practices Value Map 

DO NOT START THE DOCUSIGN 
PROCESS – THIS IS PRE-APPROVAL 

– GM will be advised (assigned 
ticket AND advise GM to review 

for pre-approval) so a Sales 
member can present to client 

before the final Executive 
approval. 

Sales Manager reviews and 
suggests changes before the final 
Executive approval – EXECUTIVE 

APPROVAL IN DOCUSIGN MUST BE 
DONE BY THE GM.

Sales will set the tone for the 
next phase of onboarding 

with the client. 

FOR CURRENT CLIENTS, we 
have more wiggle room for 

the contract start date – this 
will help with billing.

STS will begin setting 
up management 

systems – schedule 
ticket in project

STS will begin setting 
up management 

systems – schedule 
ticket in project

STS builds and refines 
MSSOW and attaches 

to the project
(STS)

STS builds and refines 
MSSOW and attaches 

to the project
(STS)

https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Prospect_SmartBusinessSuite_EvaluationStage.pdf?csf=1&web=1&e=5mKgg4
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Prospect_SmartBusinessSuite_EvaluationStage.pdf?csf=1&web=1&e=5mKgg4
https://mytechpartners.sharepoint.com/:w:/r/sites/CSI/_layouts/15/Doc.aspx?sourcedoc=%7BC243F22A-EA5F-4C8C-B1B0-AD7D7226CE79%7D&file=4%20Quadrants%20of%20Strategic%20Business%20IT%20Planning.dotx&action=default&mobileredirect=true&cid=a7c2bafc-9f11-45ce-abc9-dd82af32de95
https://mytechpartners.sharepoint.com/:w:/r/sites/CSI/_layouts/15/Doc.aspx?sourcedoc=%7BC243F22A-EA5F-4C8C-B1B0-AD7D7226CE79%7D&file=4%20Quadrants%20of%20Strategic%20Business%20IT%20Planning.dotx&action=default&mobileredirect=true&cid=a7c2bafc-9f11-45ce-abc9-dd82af32de95
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Converting%20Won%20Opportunity%20to%20the%20SBS%20Strategic%20Insight%20and%20Risk%20Overview%20Project.pdf?csf=1&web=1&e=aokNfa
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Converting%20Won%20Opportunity%20to%20the%20SBS%20Strategic%20Insight%20and%20Risk%20Overview%20Project.pdf?csf=1&web=1&e=aokNfa
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/SBS-Presenting_Preliminary-Budget-Proposal.pdf?csf=1&web=1&e=6Dfddq
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/SBS-Presenting_Preliminary-Budget-Proposal.pdf?csf=1&web=1&e=6Dfddq
https://mytechpartners.sharepoint.com/:w:/r/sites/CSI/_layouts/15/Doc.aspx?sourcedoc=%7BE76EEC69-0068-46ED-9DF6-DD599D9F25F6%7D&file=Client%20Welcome%20Basket%20Letter.dotx&action=default&mobileredirect=true&cid=1c970a39-9b17-44ef-9a09-2021d57f0794
https://mytechpartners.sharepoint.com/:w:/r/sites/CSI/_layouts/15/Doc.aspx?sourcedoc=%7BE76EEC69-0068-46ED-9DF6-DD599D9F25F6%7D&file=Client%20Welcome%20Basket%20Letter.dotx&action=default&mobileredirect=true&cid=1c970a39-9b17-44ef-9a09-2021d57f0794
https://mytechpartners.sharepoint.com/sites/CSI/Published%20Processes/Winning%20Opportunties-Handoff%20to%20Finance.aspx
https://mytechpartners.sharepoint.com/sites/CSI/Published%20Processes/Winning%20Opportunties-Handoff%20to%20Finance.aspx
https://mytechpartners.sharepoint.com/sites/CSI/Published%20Processes/Onboarding%20to%20120%20Days%20SmartBusiness%20Suite.aspx
https://mytechpartners.sharepoint.com/sites/CSI/Published%20Processes/Onboarding%20to%20120%20Days%20SmartBusiness%20Suite.aspx
https://mytechpartners.sharepoint.com/sites/CSI/Published%20Processes/Onboarding%20Watchtower.aspx
https://mytechpartners.sharepoint.com/sites/CSI/Published%20Processes/Onboarding%20Watchtower.aspx
https://mytechpartners.sharepoint.com/:x:/r/sites/CSI/Shared%20Documents/STS_MSSOW_Template.xltx?csf=1&web=1&e=YLvJhF
https://mytechpartners.sharepoint.com/:x:/r/sites/CSI/Shared%20Documents/STS_MSSOW_Template.xltx?csf=1&web=1&e=YLvJhF


StartStart

Client 
approved?

Creating the quote for 
the Strategic Insight 
and Risk Overview 

engagement

Creating the quote for 
the Strategic Insight 
and Risk Overview 

engagement

Update your Opportunity 
with a follow up and set 

the ticket status to 
“Pending Approval”

Update your Opportunity 
with a follow up and set 

the ticket status to 
“Pending Approval”

Set Opportunity to 
“Lost” and update the 

CW ticket

Set Opportunity to 
“Lost” and update the 

CW ticket

Client has approved 
quote- win the quote 
and update the CW 

Opportunity and ticket

Client has approved 
quote- win the quote 
and update the CW 

Opportunity and ticket

If you do not have a ticket connected to 
this Opportunity, create one now. This 
will be used to hand off to the Project 
Oversight board. Add ticket notes for 

the scheduled business overview so the 
PM can coordinate the evaluation

If you do not have a ticket connected to 
this Opportunity, create one now. This 
will be used to hand off to the Project 
Oversight board. Add ticket notes for 

the scheduled business overview so the 
PM can coordinate the evaluation

https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Creating%20the%20Quote%20for%20the%20Strategic%20Insight%20and%20Risk%20Overview.pdf?csf=1&web=1&e=uSyjpa
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Creating%20the%20Quote%20for%20the%20Strategic%20Insight%20and%20Risk%20Overview.pdf?csf=1&web=1&e=uSyjpa
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Win%20Approved%20SBS%20Strategic%20Insight%20and%20Risk%20Overview%20Quote%20in%20Sell.pdf?csf=1&web=1&e=bdYQsA
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Win%20Approved%20SBS%20Strategic%20Insight%20and%20Risk%20Overview%20Quote%20in%20Sell.pdf?csf=1&web=1&e=bdYQsA


StartStart

Are we performing 
the traditional 

Network 
Evaluation?

Yes

No

Move ticket to SE board 
(CO SE currently using CO 
Project Oversight Board)

Move ticket to SE board 
(CO SE currently using CO 
Project Oversight Board)

Documentation from Network 
Evaluation is stored in the 

\\mtp.local\root\clients folder

Documentation from Network 
Evaluation is stored in the 

\\mtp.local\root\clients folder

SBS Risk Overview 
deliverables: completed SBS 

technical evaluation 
checklist, Rapidfire report 

package, onsite photos

SBS Risk Overview 
deliverables: completed SBS 

technical evaluation 
checklist, Rapidfire report 

package, onsite photos

Complete Network 
Evaluation / up to 

$1,250 in deliverables

Complete Network 
Evaluation / up to 

$1,250 in deliverables

If we have performed a 
Network Evaluation within 

the last 3 months, or if this is 
an existing client, then there 

will be no onsite required 
(we will still need to have 

their remote activities 
performed and checklist filled 

out).

SBS Risk Overview – Process and Expectations for Technical StaffSBS Risk Overview – Process and Expectations for Technical Staff

SBS Risk Overview RequirementsSBS Risk Overview Requirements

SBS Risk Overview ChecklistSBS Risk Overview Checklist

https://mytechpartners.sharepoint.com/sites/CSI/Published%20Processes/Network%20Evaluations.aspx
https://mytechpartners.sharepoint.com/sites/CSI/Published%20Processes/Network%20Evaluations.aspx
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Mytech%20SBS%20Risk%20Overview.pdf?csf=1&web=1&e=UG4oB3
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Mytech%20SBS%20Risk%20Overview.pdf?csf=1&web=1&e=UG4oB3
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/SBS%20Risk%20Overview%20Requirements.pdf?csf=1&web=1&e=lAAAZV
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/SBS%20Risk%20Overview%20Requirements.pdf?csf=1&web=1&e=lAAAZV
https://mytechpartners.sharepoint.com/:x:/r/sites/CSI/Shared%20Documents/SBS%20Risk%20Overview%20Checklist.xltx?csf=1&web=1&e=7KbUpO
https://mytechpartners.sharepoint.com/:x:/r/sites/CSI/Shared%20Documents/SBS%20Risk%20Overview%20Checklist.xltx?csf=1&web=1&e=7KbUpO


StartStart SE reviews project and completed 
information – validates and confirms 

for PM to close project or may request 
additional information needed before 

project can be closed

SE reviews project and completed 
information – validates and confirms 

for PM to close project or may request 
additional information needed before 

project can be closed

SE transfers ticket back to Sales 
board – TBD status add needed?
SE transfers ticket back to Sales 
board – TBD status add needed?



StartStart Click for the link to the 
SmartBusiness Suite 

Calculator 

Click for the link to the 
SmartBusiness Suite 

Calculator 

If this is a renewal, schedule a 
renewal strategy meeting with CEO, 
GM, or VP of Business Development. 
If this is NEW SBS, then set the ticket 

to “Txfr>SE New~”

If this is a renewal, schedule a 
renewal strategy meeting with CEO, 
GM, or VP of Business Development. 
If this is NEW SBS, then set the ticket 

to “Txfr>SE New~”

https://mytechpartners.sharepoint.com/:x:/r/sites/CSI/Shared%20Documents/SmartBusinessSuite_Calculator.xltm?csf=1&web=1&e=qbFYv1
https://mytechpartners.sharepoint.com/:x:/r/sites/CSI/Shared%20Documents/SmartBusinessSuite_Calculator.xltm?csf=1&web=1&e=qbFYv1


StartStart

1 2

3

4

Extend current agreement 
with no project(s)

Extend current agreement 
with no project(s)

Extend current agreement 
with project(s)

Extend current agreement 
with project(s)

Execute SBS quoting 
with no project(s)

Execute SBS quoting 
with no project(s)

Execute SBS quoting with 
contingent project(s)

Execute SBS quoting with 
contingent project(s)

For ALL renewals/upgrades, you will need to have the following in your 
review with an Executive team member:
- Agreement profitability (CW)
- Agreement profitability (BrightGauge)
- Current agreement counts
- Enrolled number of users on SecureWorker
- Number of workstations needing to be replaced in the next 12 months
- List any alignment issues to the Best Practices Value Map 



StartStart
SE will scope any additional 
critical project needed. SE 

confirms and/or updates MS 
calculator and then confirms 
with STS for backup and QTY

SE will scope any additional 
critical project needed. SE 

confirms and/or updates MS 
calculator and then confirms 
with STS for backup and QTY

Transfer ticket to STS Tasks 
board at the status of 

“New”

Transfer ticket to STS Tasks 
board at the status of 

“New”



StartStart

Is this a new 
MS prospect?

No

Yes

Apply SBS template to 
ticket and open attached 

QTY confirmation checklist

Apply SBS template to 
ticket and open attached 

QTY confirmation checklist

Template applied to ticket will attach the QTY 
confirmation checklist – this should be a 

quick validation that the numbers look right 
in the spreadsheet – compare to what we are 

currently monitoring and CONFIRM 
QUANTITIES AND BACKUP SOLUTION

Template applied to ticket will attach the QTY 
confirmation checklist – this should be a 

quick validation that the numbers look right 
in the spreadsheet – compare to what we are 

currently monitoring and CONFIRM 
QUANTITIES AND BACKUP SOLUTION

Confirm MS calculator 
quantities and backup solution

Confirm MS calculator 
quantities and backup solution

Transfer the ticket back 
to the Sales board

Transfer the ticket back 
to the Sales board

https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/SE%20and%20STS%20Confirm%20Backup%20Solution%20and%20Checks%20on%20Quantities.pdf?csf=1&web=1&e=ABODk3
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/SE%20and%20STS%20Confirm%20Backup%20Solution%20and%20Checks%20on%20Quantities.pdf?csf=1&web=1&e=ABODk3
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/SE%20and%20STS%20Confirm%20Backup%20Solution%20and%20Checks%20on%20Quantities.pdf?csf=1&web=1&e=ABODk3
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/SE%20and%20STS%20Confirm%20Backup%20Solution%20and%20Checks%20on%20Quantities.pdf?csf=1&web=1&e=ABODk3


StartStart Your calculator is finished 
and you are ready to 

create the quote

Your calculator is finished 
and you are ready to 

create the quote

Use the SmartBusiness Suite 
quote template – follow the step 

by step instructions attached

Use the SmartBusiness Suite 
quote template – follow the step 

by step instructions attached

Once the SBS Calculator is 
finished, you will see a base 

amount with included user count, 
a per additional user price, and 
addons that make up the total 

monthly enrollment

https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Quoting%20SmartBusiness%20Suite.pdf?csf=1&web=1&e=K99Jut
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Quoting%20SmartBusiness%20Suite.pdf?csf=1&web=1&e=K99Jut


StartStart

Ready for GM 
review and pre-

approval?

Yes

No

Sales Manager coordinates 
pre-approval with GM – if 

approved for presentation, 
ticket status is set to “SBS 
Ready for Presentation”

Sales Manager coordinates 
pre-approval with GM – if 

approved for presentation, 
ticket status is set to “SBS 
Ready for Presentation”

Sales makes changes 
requested by the 

Sales Manager

Sales makes changes 
requested by the 

Sales Manager

This is pre-approval- Branch 
Sales Manager reviews and 

may request updates or 
changes – NO SIGNING 

ANYTHING IN DOCUSIGN YET

This is pre-approval- Branch 
Sales Manager reviews and 

may request updates or 
changes – NO SIGNING 

ANYTHING IN DOCUSIGN YET



StartStart
Sales Manager review  this 

then MUST go to the GM for 
Executive approval before 

client signature

Sales Manager review  this 
then MUST go to the GM for 

Executive approval before 
client signature

GM review and 
signature

GM review and 
signature



StartStart Convert project from 
Won Opportunity (drill 

back from Service Ticket 
to Opportunity)

Convert project from 
Won Opportunity (drill 

back from Service Ticket 
to Opportunity)

Apply SBS project 
template

Apply SBS project 
template

Schedule resources for 
Network Evaluation 

handoff and Deep Dive 
launch meeting

Schedule resources for 
Network Evaluation 

handoff and Deep Dive 
launch meeting

Alert STS team that the 
project has been created
Alert STS team that the 

project has been created

Transfer token ticket to 
Purchasing for hardware, 
software, licensing, etc.

Transfer token ticket to 
Purchasing for hardware, 
software, licensing, etc.



Documentation

1. Opportunity 
Identified

2. Evaluation & 
Technical 
Discovery

3. Qualification of 
Solution & Budget

4. Proposal 
Generation & 
Presentation

5. Negotiation Miscellaneous6. Commitment

Prospect Guide – 
Preparing for the SIRO
Prospect Guide – 
Preparing for the SIRO

SOP Create Quote for 
SBS SIRO
SOP Create Quote for 
SBS SIRO

SOP Win Approved SBS 
SIRO Quote in Sell
SOP Win Approved SBS 
SIRO Quote in Sell

SOP Converting Won 
Opportunity to the SBS 
SIRO Project

SOP Converting Won 
Opportunity to the SBS 
SIRO Project

4 Quadrants of 
Strategic Business IT 
Planning

4 Quadrants of 
Strategic Business IT 
Planning

SBS Risk Overview – 
Expectations and 
Process for Techs

SBS Risk Overview – 
Expectations and 
Process for Techs

SBS Risk Overview 
Requirements
SBS Risk Overview 
Requirements

SBS Risk Overview 
Checklist
SBS Risk Overview 
Checklist

SmartBusiness Suite 
and Watchtower 
Calculator

SmartBusiness Suite 
and Watchtower 
Calculator

SOP for Creating the 
SBS Quote in Sell
SOP for Creating the 
SBS Quote in Sell

SOP for Creating the 
Watchtower Quote in 
Sell

SOP for Creating the 
Watchtower Quote in 
Sell

Presenting SBS 
Preliminary Budget 
Guide

Presenting SBS 
Preliminary Budget 
Guide

Client Welcome Letter 
Template
Client Welcome Letter 
Template

STS MSSOW TemplateSTS MSSOW Template

Activity Definitions Activity Definitions 

Opportunity Type and 
Forecast Definitions
Opportunity Type and 
Forecast Definitions

MSA TemplateMSA Template

MSA Template via 
DocuSign
MSA Template via 
DocuSign

Mytech Best Practices 
Value Map
Mytech Best Practices 
Value Map

Purpose of Quarterly 
Client Business 
Overviews

Purpose of Quarterly 
Client Business 
Overviews

https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Prospect_SmartBusinessSuite_EvaluationStage.pdf?csf=1&web=1&e=1Pu3wJ
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Prospect_SmartBusinessSuite_EvaluationStage.pdf?csf=1&web=1&e=1Pu3wJ
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Creating%20the%20Quote%20for%20the%20Strategic%20Insight%20and%20Risk%20Overview.pdf?csf=1&web=1&e=xFdd9R
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Creating%20the%20Quote%20for%20the%20Strategic%20Insight%20and%20Risk%20Overview.pdf?csf=1&web=1&e=xFdd9R
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Win%20Approved%20SBS%20Strategic%20Insight%20and%20Risk%20Overview%20Quote%20in%20Sell.pdf?csf=1&web=1&e=B6rgNQ
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Win%20Approved%20SBS%20Strategic%20Insight%20and%20Risk%20Overview%20Quote%20in%20Sell.pdf?csf=1&web=1&e=B6rgNQ
https://mytechpartners.sharepoint.com/:b:/r/sites/CSI/Shared%20Documents/Converting%20Won%20Opportunity%20to%20the%20SBS%20Strategic%20Insight%20and%20Risk%20Overview%20Project.pdf?csf=1&web=1&e=VOYTKt
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