


Partner Virtual Training Conference:
Managed Service Provider – Day 1



Agenda

• The Growth in Managed Services and the  
Opportunities for Partners

• Symantec MSP Program
•Partner Success Story
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The Growth in Managed Services and the 
Opportunities for Partners

Brian Burch
VP, Americas Marketing
SMB & .cloud Worldwide Marketing



The Great Recession Was The Worst Since WWII
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Source: The Calculated Risk Blog



Luckily, It Was Mild When Compared With Other “Econoquakes”,
But It Hit at a Critical Time…
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Source: The Calculated Risk Blog



and a DRAMATIC Force
Has Been Unleashed Because of This…
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Source: The Calculated Risk Blog
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Accidental Entrepreneurship = Final Economic Chapter of

THE BABY BOOMERS
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The number of workers between the ages 
of 65 and 74 is predicted to soar by 83% 
between 2006 and 2016

Labor Force Participation in the U.S.
Among those aged 65 years and older

Source: Bureau of Labor Statistics
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Millennials With Elite Education Unable To Find Jobs
20‐30% of Top 15 B‐School Graduates in ‘10 & ’11

NO JOB
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Source: US News & World Report, 2011 and 2012 Ranking of Best B‐Schools in America



Post‐Recession Business Creation

The Accidental Entrepreneur is REAL and Forever Changing the SMB Market in the US 10

Source: U.S. Bureau of Labor statistics, via Forrester; Kauffman Foundation Index of Entrepreneurial Activity; D&B 2010 SMB Count vs. 2011 SMB Count; The Washington Post, Feb 8, 2013
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“I’ve been a venture capitalist for more than 40 years and 
I’ve never seen start-up activity to match what I’ve seen in 

the last three years”
“and it’s not just New York, San Francisco and Boston… it’s 
happening in Kansas City, it’s happening in Ames, Iowa, it’s 

happening all over this country.”

-Alan Patricof, founder and managing director Greycroft Partners



Job Growth in Silicon Valley at
Internet Bubble (1999) Levels

11

Source: IPR PSG Market Model, September 24, 2010

"This is prodigious job creation. The growth is crazy and it's getting crazier.”
-Russell Hancock Joint Venture Silicon Valley President
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Source: 2013 Silicon Valley Employment Index



Pleasure Seekers

My Passion is My Love of Something

I Want to Be My Own Boss

“I Hope I Can Make Enough”

Accidental Entrepreneurs Actually Are
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My Passion is a Better Idea

I Have to Solve This

“Money’s Nice, But Not The Goal”

Problem Solvers Profit Machines

My Passion is MONEY

I Have The Capital, 
The Network, 

The Sense of Urgency

“I’m Absolutely,
Positively Trying to Get Rich”



• Driven by profits not passion (30% more likely to have exit strategy)

• Bullish about growth
– 4X more plan to double payroll in 2 years

– 75% expect revenue to grow 10%+ in next year

• Take dramatic and immediate advantage of the cloud (51% cloud software)
– Familiar with new technologies
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Key Findings

Source: “The Accidental Entrepreneur,” Forrester Custom Research prepared for Symantec, May 2012

Nothing Accidental About Their Plan ‐ GROWTH
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Research Methodology

Study was performed in October of 2012

Sample of 400 IT solution providers or channel firms

Dedicated research panel

5% margin of error
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What level of transformation are the channel 
firms experiencing?
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What do the channel firms expect?
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• Limits cash requirements
• Captial can be allocated elsewhere
• Better planning for the future

Opex instead of capex

• Centralization of resources allows for higher utilization & quality

It brings higher scale IT to smaller customers

• It is easier to replace a contractor than an employee.
• Competition allows for better valuation of services.

Outsourcing allows for competition

• Incentives align to take preventative measures and proactive posture with IT.

Proactive stance with IT

MSP Model Benefits (End Customer)

PVTC: Managed Service Provider



• Improved cashflow and budgeting
• Easier access to credit
• Book value increases an average of 5X

Predictable revenues 

Customer retention increased

Helps compete against the big guys

Expanding wallet share of customers

Why is the MSP model better for IT providers?
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Why are MSPs and Customers making the 
move?

“Let me get this straight, my current 
vendor’s (VAR) profitability is based on 
my stuff breaking and he gets to come 
charge me to fix it. 

Your model (MSP) is based on my 
stuff working, you don't hear from me 
and I don't hear from you, and it works. 
It sounds like your (MSP) profitability 
model and my profitability model are 
more in alignment."

21
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Service 
Contract

Additional 
Services

Service 
Contract

Additional 
Services

Service 
Contract

Additional 
Services

Phase 1

Phase 2

Phase 3



• Record number of SMBs 

• New phenomenon of Accidental Entrepreneur subset
– Laser‐ focused on profitability 
– Growing faster than less technically‐sophisticated, less agile SMBs 
– Need solutions that are effective but keep IT out of their way as they 
quickly scale their company

• MSP Market Growing Rapidly 
– More MSP Offerings available everyday
– MSP revenue increasing YoY
– Increasingly larger % of overall revenue

• MSP Ideal for Accidental Entrepreneur subset
– Time and resources can be focused on the core of the business
– Familiar with cloud managed services

PVTC: Managed Service Provider 24

Conclusion:
NOW is the time to offer a Symantec Managed Service



Symantec MSP Program

Luke Higgins
MSP Business Development Manager
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Introducing The Symantec MSP Program

Updated Buying Options Management Solutions

Advanced Support Trusted By Millions
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Updated Buying Options



• ExSP Buying Program
–Monthly Subscription Licensing
–MSP owns the license
–No more renewals
–Predictable OPEX
–No upfront fees ‐ Pay after use

Program Highlights
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•No accreditations needed to purchase ExSP products
• Add or remove users on demand
•Unlimited use license key
• Same products, new key – no uninstall required
• Licenses are bundled with essential support
• Access to the latest software

License Features

PVTC: Managed Service Provider



Management Solutions
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Management Solutions
•Partner Management Console
•RMM Integration
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Simple, Multi‐tenant, Web‐based portal for customer management:

• Add or remove customers

• Commission trials and subscriptions 

• View the status of customers’ trials 

• Support, monitor and manage accounts

• Sign up in minutes with immediate access to services
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Symantec Partner Management Console (PMC)
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https://manage.symanteccloud.com

Partner Management Console
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Home Dashboard
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Adding Customers
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Customer Dashboard
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Customer Portal
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Customer Portal – Installing Product
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Reports – Billing & Utilization 
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Reports – Custom Reports
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Management Solutions
•Partner Management Console
•RMM Integration
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Symantec Backup 
Exec 2010

Monitor & Report
Service Module
LP Partner Portal

Monitor & Report
Plug‐in
BE plug‐in Link

Monitor

Symantec Backup 
Exec 2012

Event Log & Servie
Monitoring

Monitor & Report
Plug‐in
BE plug‐in Link

Monitor, Report & 
Manage

Symantec Endpoint 
Protection 12.1,
Symantec Endpoint 
Protection SBE 
2013

Monitor & Report
Policy Modules
LPI Managed Workplace

Monitor, Report & 
Manage 
Plug‐in
Plug‐In Link

Monitor, and Report

Cloud‐managed 
Products (endpoint 
security, backup)

Monitor & Report
Planned CY2013

Monitor & Report
Planned CY2013

Monitor & Report 
Planned CY2013

Symantec Integrates with Leading RMM 
Vendor Platforms
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Advanced Support



“The direct access to level 
2 support is extremely 
helpful. They answer right 
away and are very 
knowledgeable. This 
aspect of Symantec’s 
program really adds 
value to MSPs.”

Russell A. Haynes
Coast Range Technologies

Superior Tech Support for MSPs

• Less than one minute wait times
• Level 2 support – Monday 5:00am 
pacific until Friday 5:00pm pacific

• Native English Speaking
• Supports standard product lines

PVTC: Managed Service Provider

– Symantec Endpoint 
Protection 
• Small Business Edition
• Enterprise Edition

– Symantec System 
Recovery

– Symantec Backup Exec
• Backup Exec (Core)

− Agent for Active Directory 
− Agent for Exchange Server 
− Agent for SQL Server
− Agent for Vmware
− Agent for Sharepoint
− Deduplication Option

• Small Business Server

Supported Products



MSP Specialist Support

• Account Management specifically geared for MSPs
– MSPU course availability

– Pricing

– Marketing

– Service Delivery

– Operations

– Technical Processes

– Sales

PVTC: Managed Service Provider



Trusted By Millions



Market Leading Solutions

• Millions of Users

• Enormous threat‐detection network and resources

• 11 years experience providing cloud services

• Market‐Leading SLAs

• 15 data centers: global, secure and redundant

• Available on‐premise and/or hosted in the cloud

PVTC: Managed Service Provider



Thank you!

SYMANTEC PROPRIETARY/CONFIDENTIAL – INTERNAL USE ONLY
Copyright © 2012 Symantec Corporation. All rights reserved.
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Coast Range Technologies & Symantec
Partner Success Stories

Russell Haynes
Coast Range Technologies, CEO



Introduction to Coast Range Technologies

• Founded in 2001

• Located in San Jose, CA

• IT Services include:
– Managed IT Services

• 65% of Revenue

• Infrastructure monitoring

• Backup and Disaster Recovery

• Managed endpoint security 

– Projects, Break/fix and product sales
• 35% of revenue 

• Smaller size clients with one or no server.

• Low inventory, Product procurement as needed

• Symantec, Juniper, Microsoft
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SEP SBE 12.1
• Purchasing via ExSP Buying Program

– Paying Quarterly in arrears

• Managing with Level Platforms (LPI) RMM
– Using LPI reports to assist with quarterly usage reports

• Billing customers monthly
– 2x Markup based on other services delivered

• Utilize Level‐two Tech Support and MSP Account Managers
– i.e. Help with initial set up and roll out of LPI RMM 
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Our Symantec Managed Services Set Up 
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How to contact us:
MSP@Symantec.com

855.210.1101

Did you enjoy today’s event? Have a few suggestions? 
If so, please visit the link below and provide your feedback today. 

https://symantecpartnerevents.verite.com/smbenablement

Thank you for attending

PVTC: Service Provider



Partner Virtual Training Conference:
Managed Service Provider – Day 2



Agenda

•A Brave New World
– Sales & Marketing
– Proactive Data Protection Offering

• Partner Management Console Demo

– Malicious Activity Assessment Offering
• MAA Demo

•MSP Program Next Steps
– MSP Resources
– 30/60/90 Day
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A Brave New World 
Sales & Marketing

Anne Stobaugh
Channel Marketing, MSP



Agenda

A Brave New Mindset

A Brave New Pricing Model

A Brave New Sales and Marketing Approach
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A Brave New Mindset

• Change is hard but worth it
– “Rolling the rock” is familiar but only lasts 30 days

– Recurring revenue is the gift that keeps on giving 

• Fix what might not seem to be broken
– The rock gets smaller and effort gets larger

• Customers aren’t asking for it
– Innovation creates solutions that didn’t          
previously exist
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• Don’t be Afraid to Mark Up from the Cost of Individual Parts
– Still a market in flux, not uniform commodities 

• Half of the largest and two‐thirds of medium sized firms are still in exploration

– CapEx OpEx not just a buzz word
• Loans/sources of capital are harder than ever for SMBs 

– Same Concept as Utilities
• Most SMBs don’t generate their own electricity.   

• Various Pricing Structures
– 31% By user consumption
– 22% Fixed Recurring Fee
– 20% Per user
– 19% Varies based on customer
– 9% Per device
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A Brave New Pricing Model



• Market and Sell the “What” not the “How”
– Sell the HOUSE and “what” that provides
– The whole is more than the sum of it’s parts

• Don’t sell the plumbing and wires or “how” the house is created
– Get away from the features of each product
– Avoid the urge to show your technical expertise
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A Brave New Sales & Marketing Approach



Offer “Spec” Houses

• Use principals of mass 
production
– Package offerings

– “Custom” is a combination of 
packages with a custom 
wrapper
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• Ask for the monotonous/routine yet 
time consuming tasks 
– Doesn’t have to be “either/or” can be 
“and/both”

– Backup, exchange, endpoint

• Well‐oiled machine means less fires
– Predictive and routine so environment 
should not break down

– Hire a different mentality 

• Avoid the Managed Services 
Conundrum
– Monthly and Quarterly updates on why 
their environment is running so  smoothly

61PVTC: Managed Service Provider

Managed Services Should Be Boring
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Make a Conscious Effort to Grow Managed Services

• New Compensation Plans
– Sales reps

– Engineers

• Target audience at end user may change
– Business owner, CIO, VP 

• Continuously improve on your “spec” offerings
– Better documentation, service delivery

• Cross reference business between VAR and MSP
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Act On These Concepts Today

Concrete Examples



MSP@Symantec.com
855.210.1101
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Thank You
Anne Stobaugh

Manager, MSP Channel 
Marketing

How to contact us
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A Brave New World
Proactive Data Protection Offering

Anne Stobaugh
Luke Higgins



Overview
• Professional service levels of protection for client 
systems and servers

• Endpoint security and back up service

• Hosted cloud delivery

• Pay As You Go

PVTC: Managed Service Provider

Proactive Data Protection – Introduction



Value
• Better data protection than SMBs provide for themselves

• Proactive problem detection

• Onsite and cloud encrypted storage

• Deep expertise in back up and security

• Real‐time updates & always‐on services

• Free up resources (time, money and personnel) to accomplish 
strategic business‐related goals

• Move capital expense of big‐ticket IT resources to much smaller 
operational expense

PVTC: Managed Service Provider

Proactive Data Protection – Introduction
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End User Demand for Managed Services



A Brave New World
Partner Management Console (PMC) 
Demo

Brandon Frost
MSP Specialist
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BE.cloud ‐ FAQ

• Where is the data stored?
• Can I locate the on‐prem
server at my location or does 
it have to reside at the end 
user’s location?

• What type of security does 
this provide?

• How long will BE.cloud keep 
my data?

• What platforms is it 
compatible with?

SEP SBE 2013– cloud 
Managed Features

• AV
• Anti‐Spyware
• USB Device Control
• Local Update Service
• Insight
• Sonar
• Local Firewall
• Web Browser Security

Product Details
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• Pricing 
– Mark up from your cost of product

– Larger Backup Increments

– Start at 300% for Security

• Commission
– 60% pay monthly

– 30% pay on full value of deal upfront

– 10% pay % upfront and remaining balance as customer continues on 
services
• 50% upfront, balance spread out monthly

71

Pricing & Commission
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• What frustrations do you have with your 
current security and backup situation (OR 
provider)? 

• What would happen if a disaster struck 
and you couldn’t restore the data from 
your backups?

• Are you sure your security solution can 
identify the latest threats? 

72

Qualifying Questions
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MSP@Symantec.com
855.210.1101
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Thank You
Anne Stobaugh
Luke Higgins

Brandon Frost
MSP Business Development 

Manager & Specialist

How to contact us
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A Brave New World
Malicious Activity Assessment Offering

Aaron Chen
Symantec Channel Systems Engineer



Agenda

Malicious Activity Assessment1

Symantec Web Gateway Refresher2

Demo3

MAA Planning and Design 4

Reporting and Wrap‐Up  5
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Attacks On The Rise …

80% of malicious websites 
were compromised 
LEGITIMATE sites

44.6% of malicious 
domains were NEW in 

August 2011

14.5% of web-based 
malware was NEW in 

August 2011

PVTC: Managed Service Provider



Drive bigger security deals with the Malicious Activity 
Assessment …

Goal

– Identify and report presence of active malware on customer network

– Drive multi‐product security deals on short sales cycles

What it is …

– 7 to 14 day deployment to assess current threat level

– Passive monitoring and discovery of production traffic

– Security intelligence from Symantec Global Intelligence Network and DeepSight

Customer Benefits

– Understand the volume and impact of malicious activities

– Identify key areas for improved protection and response

– Leverage new sources of security intelligence ‐‐ Insight

PVTC: Managed Service Provider



Use Cases Covered
Monitoring for Malicious Traffic 

– Traffic coming in (malware, exploits…) an organization

– Internal machines connecting to suspect external systems 

Monitoring for Malware and suspected Bot activity

– Hosts connecting to other hosts 

– Outside servers propagating infectious downloads and exploits

– Behavioral algorithm to identify specific Bot activities

Monitoring End Point Threat Activity
– Threats with multiple attack vectors

– Information from multiple ports/protocols

– Risk indicators

– Prioritize remediation actions

PVTC: Managed Service Provider



MAA Opportunity Scenario
Customer with Competitive Endpoint Security Solution

Offer: Insight into Security Posture

Action: Isolate Infections & Present 
Results

Sell: Symantec Protection Suite 
Enterprise Edition 

PVTC: Managed Service Provider



MAA Opportunity Scenario
Customer with Symantec Endpoint Protection

Offer: Healthcheck

Action: Isolate Infections, Present 
Results, Stress Configuration Review

Sell: Symantec Protection Suite 
Enterprise Edition 

PVTC: Managed Service Provider



Case Study: Healthcare Vertical

• Customer battling a Conficker outbreak at two hospitals, team 
deployed Web Gateway to assess the environment …
– Quickly identified 2,000 infected clients (400 critical) and began triaged 
remediation

– Conficker variants were primary infections, Qakbot and Sality were big too, 
and several trojans, fakeAV,  rootkits, throughout the environment

• Keys to driving rapid close
– Bringing visibility to extensive malware presence enabled team to quickly 
build credibility and attain the status of trusted security advisor

• $1M+ purchase
– Protection Suites, Security Information Manager, Critical System Protection, 
Business Critical Services and other security products

– Closed 2 months from assessment deployment
– Displaced ineffective competitive endpoint protection

PVTC: Managed Service Provider



Malicious Activity Assessment Basics

Customer Requirements

– Gain executive commitment to assessment process and outcomes

– Secure IT Staff to participate (install requires < 1 day of technical resource)

– Identify and configure SPAN Port or Tap for bi‐directional passive monitoring

– Key stakeholder participation in presentation of results

PVTC: Managed Service Provider



8450 8490 84V

CPU Single, 4 Core (HT) Dual, 6 Core (HT) 2 CPU (min)

Memory 8 GB 72 GB 4 GB – 8 GB

Disks Single Disk Raid 5 90 GB 

Redundant Power YES YES N / A

Form Factor 1U 2U Virtual

SPAN/Tab Mode 
Throughput 500 mbps 1000 mbps 400 mbps

Target customer size < 1,000 1,000 – 10,000 < 700

Deployment Sizing 
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MAA Demonstration



MAA Planning and Design



Getting Started – the red tape

• Finding the right customer

• Finding the right contact

• Agree on MAA

• Have Technical Questionnaire completed

• Get the License

• Agree on Installation (Change process?)
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Planning deployment

• Physical or Virtual deployment?
– Remember: Virtual SWG requires:

• ESX compatible machine, 4GB RAM, 2 physical NICs!

• Deploy Web Gateway in SPAN mode

• Prepare the SWG Box
– If necessary, bring your own SPAN/Mirror port capable network switch!

• Interesting traffic 
– Malware, Bots, Infections, Torrents, other traffic…?

– Real IP’s (no NAT)

• Picking right traffic is crucial for success
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MAA Deployment – the easiest way 
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MAA Deployment – with a Proxy
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MAA Deployment – with a Proxy – DON’T DO THIS 
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Practice Time !

• Use VMware and Virtual SWG appliance

• Deployment of SWG

• Configuration

• Testing…

• Maybe Proxy configuration later…. (time permitting)
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MAA Reporting and Wrap‐Up



Start with…

• Executive Summary
– Gives a good indication about the status

– Worth grabbing the graphs
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Continue with…   Botnet Report #1
Active Bot x1, Suspected Bot x5

Botnet Report

Active Bots
Must investigate ASAP

Suspected Bots
Should monitor continuously

Should specify the machine
usage and scan the machines by
the latest virus definition
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Assessment Result – Potential Attacks
IP Scanning x2

Potential Attacks

Two machines are run IP scanning to broader external IP ranges.
Must investigate why the machines are doing so.

xxx.xxxxx.co.jp
(xxx.xxx.xxx.247)

xxx.xxx.xxx.xxx run 
IP scanning to…
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Assessment Result – Virus Downloads
xxx.xxx.xxx.xxx downloads virus twice

Virus Downloads

Trojan.GEN.2 Risk Level 1: Very Low

McAfee (Generic Downloader.ha) Founded on Aug 16th, 2010
Assuming that Virus definition on McAfee gateway may not be updated or Virus may be downloaded by the another channel.

Download site and fine name
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Assessment Result – P2P Application
P2P Application on 3 clients

•xxx.xxx.xxx.xxx
The machine is using BitTorrent and communicate with the server located in Germany.

•xxx.xxx.xxx.xxx

The machine is using Ares
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What is BitTorrent /Ares?
BitTorrent /Ares is P2P file exchange 
application like Kazaa and WinMx
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Summary

•Investigate machines running active botnets (suspected botnet as well) 
Recommend to disconnect those machines from corporate network if that doesn’t affect to business applications and run virus 

scanning with the latest definition on those machine. 

Host A

Host B

Host C

:

•Investigate machines running P2P applications
Recommend to check what applications / process are running

Host A

Host B

:

•Investigate machines which might be successfully downloaded malwares
Assuming that Virus definition on McAfee gateway may not be updated or Virus may be downloaded by the another channel.

Host A

•Enhance URL filtering application
Block malicious sites

•Redesign of corporate network architecture
Some proxy server are running and it causes difficulties to identify the infections. Client may access to internet via unauthorized 

network channels.
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Symantec Proposal

Internet

Monitoring by Symantec Web Gateway

WWW (Public Web Server)

L3 switch

Proxy

Monitoring botnet
activities on mirror port

Confidential 
Information

Symantec Insight™  Anti Virus by Symantec Endpoint Protection 12

Symantec Insight™ 

Data loss prevention by 
Symantec DLP

Host IPS by Symantec 
Critical System Protection

Anti‐Spam by Symantec Messaging Gateway 

Automated incident 
response by Symantec 

Workflow

Symantec Insight

Symantec Insight is reputation-based security technology that 
puts files in context, using their age, frequency, location and 

more to expose threats otherwise missed. Built on contributions 
from over 175 million systems in over 200 countries, Symantec 
Insight has the power to examine and track the context of files. 

With the recent growth of APT and targeted attack, protecting a 
single layer is not sufficient. We need “multi layer protection” based 

on that machine is infected.

Consolidate management by 
Symantec Protection Center 

による統合管理
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At‐a‐Glance

Qualify Engage Discover Report Close

1 2 3 4 5

MAA Resources: Tools to Help you Win
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MAA Playbook on PartnerNet
https://partnernet.symantec.com/Partnercontent/Product/MaliciousActivityAssessment.jsp

Datasheet Qualify: Share with customers and partners in early stages of 
sales engagement process

Cheat Sheet Qualify: Provides tips on what to listen for, overcoming 
objections and positioning the MAA

Kick‐Off 
Presentation Engage: Deliver to customer before starting an MAA

Pre‐MAA Technical 
Questionnaire

Engage: Send to customer 2 weeks before  MAA to gain 
insight into network topology and environment

MAA Video Conduct: Step by step video to help you properly configure 
Web Gateway to conduct an MAA  
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Selling Resources cont…

MAA Whitepaper Conduct: Detailed technical guide on how to conduct a 
successful MAA

Post‐MAA Wrap 
Up Presentation

Report, Close: Template for reporting back to customer on 
MAA, to be customized by Account Manager and Partner 
with relevant information  

Download SWG virtual appliance & 30 day license file
http://www.symantec.com/web-gateway

Test Your Symantec Web Gateway
http://testwebgateway.com/test

http://www.eicar.org
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MSP Program Next Steps

John Queener
MSP Account Manager
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The Symantec MSP Program

Updated Buying Options Management Solutions

Advanced Support Trusted By Millions
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• Advanced tech support
– Access to level 2 support for on‐premise BE and SEP averaging less than 
one minute hold time – 24/5 Monday through Friday

• Dedicated account manager
– Access to internal use licenses

– Order new product

– Assist in reporting

– Connect with an engineer

• MSP group on Partner Connect
– Symantec Connect Link

• MSP training
– Sales, technical, and marketing
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MSP Resources
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• Simple enrollment form
– Company name, address, email, phone #, contact
– Select fulfillment partner

• Product fulfillment
– Be prepared for the unexpected
– Products utilizing now
– Proactive Data Protection (SEP SBE 2013 and BE.Cloud)
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Quick and Easy Enrollment

• How to enroll
– Contact one of our MSP enrollment specialist at msp@symantec.com or 
855‐210‐1101
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Next Steps

Getting the most out of our MSP offerings



1. Enroll in the ExSP buying program / Product Fulfillment
2. Introduction to MSP account manager and partner support
3. Create login for the Partner Management Console(PMC)
4. Deploy internal use licenses for SEP SBE 2013 and BE.Cloud
5. Begin deployment to customer base
6. Test the Malicious Activity Assessment (MAA)
7. Review reporting
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First 30 Days
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• Pull renewals lists and schedule migration to ExSP
• Market and deploy first MAA

– Evaluate results
– Present recommended solutions to customer

• Look for additional opportunity where ExSP licenses will benefit
– Symantec Endpoint Protection Small Business Edition 2013 (SEP SBE 2013)
– Backup Exec.Cloud
– Backup Exec On‐Premise solutions
– PGP Encryption
– Symantec Protection Suite
– Many others
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60 Days
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• Transition products into service offerings

• Market newly incorporated services to prospects and customers
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90 Days
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How to contact us:
MSP@Symantec.com

855.210.1101

Did you enjoy today’s event? Have a few suggestions? 
If so, please visit the link below and provide your feedback today. 

https://symantecpartnerevents.verite.com/msptrainingmarch

Thank you for attending
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