
#
W

eA
re

Ex
cl

us
iv

e

In partnership with



#
W

eA
re

Ex
cl

us
iv

e

Our SDWAN Accelerator process is designed to help kickstart your SDWAN product launch. Our structured approach 
helps you consider all the factors needed to develop a profitable SD-WAN service for your MSP and highlight the key 
considerations and decisions you need to make along the way. 

Business Case
Identify your key stakeholders and sponsors
Profile your customers and identify likely targets

Service Design
Agree MSP infrastructure and customer devices
Agree the scope for managed services

Review Current Systems
Do monitoring, ticketing and customer portals 
need upgrades or investment to support SDWAN?

Build Training Plans
Undertake a skills assessment of your team and 
build a training plan for Operations and Sales

Identify Costs
Identify all burden costs for the MSP and any Cost of 
Sales which should be in the commercial model

Build Contracts
Agree target margins and charges for Setup and 
ongoing managed services; create SLAs and terms

Build Sales Materials
Create Customer Pitch Decks, Datasheets and 
Battlecards. Build Website landing page content

Marketing Plan
Plan your 30-60-90 day Marketing Launch and 
social media content
Plan your mailing campaigns and record your 
webinar content


	SD-WAN�Accelerator
	Slide Number 2
	Overview
	Key Considerations
	Key Considerations
	Why SD-WAN?   Why Now?
	Why SD-WAN?   Why Now?
	Identify Stakeholders
	Choose your SD-WAN Model
	How Do You Plan to Monitor and Report?
	Does the Customer have Access to Make Changes? 
	Systems Integration
	Service�Blueprints
	Service Bundles
	Pricing Model Guidance
	Training Plans
	Training Plans
	Fast Track Schedule
	SD-WAN Formal Certification Plan
	Skills Matrix
	Recruitment Role Descriptions
	Recruitment and Role Descriptions
	Security Engineer (Fortinet SDWAN)
	Senior Security Engineer (Fortinet SDWAN)
	Service Definitions
	SD-WAN Service Definition Matrix
	Go to Market Tools
	Service Overview: Value Proposition
	Service Overview: Executive Summary
	Service Overview: Executive Summary
	Service Overview: Managed SD-WAN Service
	Service Overview: Managed SD-WAN Service
	Service Overview: Managed SD-WAN Service
	Service Overview:  Key Features & Benefits
	Go to Market Data Sheet
	SD-WAN Data Sheet
	Business Benefits
	Go to Market Battlecard
	SD-WAN Battlecard
	SD-WAN Battlecard
	SD-WAN Battlecard
	SD-WAN Battlecard
	Go to Market Customer Pitch Deck
	Slide Number 44
	Slide Number 45
	Slide Number 46
	Slide Number 47
	Slide Number 48
	Slide Number 49
	Slide Number 50
	Slide Number 51
	Slide Number 52
	Slide Number 53
	Slide Number 54
	Slide Number 55
	Slide Number 56
	Slide Number 57
	Slide Number 58
	Slide Number 59
	Slide Number 60
	Marketing Guidance
	30, 60 and 90 day marketing plan
	Value Add Services
	Our Services 1st Approach
	Exclusive SDWAN Accelerator Split.pdf
	SD-WAN�Accelerator
	Slide Number 2
	Overview
	Key Considerations
	Key Considerations
	Why SD-WAN?   Why Now?
	Why SD-WAN?   Why Now?
	Identify Stakeholders
	Choose your SD-WAN Model
	How Do You Plan to Monitor and Report?
	Does the Customer have Access to Make Changes? 
	Systems Integration
	Service�Blueprints
	Service Bundles
	Pricing Model Guidance
	Training Plans
	Training Plans
	Fast Track Schedule
	SD-WAN Formal Certification Plan
	Skills Matrix
	Recruitment Role Descriptions
	Recruitment and Role Descriptions
	Security Engineer (Fortinet SDWAN)
	Senior Security Engineer (Fortinet SDWAN)
	Service Definitions
	SD-WAN Service Definition Matrix
	Go to Market Tools
	Service Overview: Value Proposition
	Service Overview: Executive Summary
	Service Overview: Executive Summary
	Service Overview: Managed SD-WAN Service
	Service Overview: Managed SD-WAN Service
	Service Overview: Managed SD-WAN Service
	Service Overview:  Key Features & Benefits
	Go to Market Data Sheet
	SD-WAN Data Sheet
	Business Benefits
	Go to Market Battlecard
	SD-WAN Battlecard
	SD-WAN Battlecard
	SD-WAN Battlecard
	SD-WAN Battlecard
	Go to Market Customer Pitch Deck
	Slide Number 44
	Slide Number 45
	Slide Number 46
	Slide Number 47
	Slide Number 48
	Slide Number 49
	Slide Number 50
	Slide Number 51
	Slide Number 52
	Slide Number 53
	Slide Number 54
	Slide Number 55
	Slide Number 56
	Slide Number 57
	Slide Number 58
	Slide Number 59
	Slide Number 60
	Marketing Guidance
	30, 60 and 90 day marketing plan
	Value Add Services
	Our Services 1st Approach




