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Most MSP services are easy to 
compare. The ones in this 
playbook are harder to 
replace.
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modern client environments
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Many MSP services still look the same to buyers. 

Monitoring, device management, and reactive 

support are widely offered and often compared on 

price.

At the same time, client environments have 

become much harder to understand. Applications 

now depend on cloud workloads, SaaS platforms, 

identity providers, APIs, on-prem infrastructure, 

and shared network paths.

That creates a real opportunity for MSPs and 

MSSPs.

Partners who can explain what is running, what is 

exposed, how systems connect, and where 

failures begin offer something clients have a 

harder time finding elsewhere.

Those capabilities support services that can:

• Create recurring revenue

• Improve renewals

• Reduce price pressure

• Make the partner harder to replace

A typical client may now depend on:

• SaaS applications

• Cloud workloads

• Identity providers

• APIs connecting outside services

• On-prem infrastructure

• Shared network paths

Executive Overview:
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How One Application Depends on Many Systems
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Figure 1: One business application often depends on several connected 

systems. When one of those systems fails, the problem may appear in the 

application even though the root cause started elsewhere.

One business application may depend on an 

identity provider, a database, a network path, a 

SaaS service, and an external API at the same 

time.

When one of those systems fails, the user often 

only sees that the application stopped working.

This playbook shows how MSPs and MSSPs can 

turn that complexity into practical services that 

help clients understand their environments more 

clearly and give partners a stronger way to grow 

revenue, improve renewals, and stand out from 

lower-value offerings.
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Many internal IT teams can monitor individual 

systems. Far fewer can explain how those systems 

work together across cloud, SaaS, identity, 

network, and outside services.

Clients notice who can explain what happened 

and who cannot.

When a provider can explain what failed, what else 

was affected, and what to do next, the relationship 

changes.

That often leads to:

• Stronger client trust

• Recurring services

• Less price pressure

• More expansion opportunities

A current asset inventory is the starting point.

As assets are discovered, their relationships 

become visible. That process continues as the 

environment changes.

Partners can then see:

• How systems connect

• Which components sit upstream or 

downstream

• Which services rely on each other

Why This Matters for Partner Businesses

How WanAware Works
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Turn Visibility Into Services You Can Sell
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That makes it easier to explain how the 

environment actually works and where problems 

begin.

Most MSPs and MSSPs already provide 

monitoring, support, and security tools.

What is often missing is a clear way to show clients 

how their environment actually works and where 

risk or failure starts.

This is where WanAware changes the 

conversation.

Instead of reacting to tickets or alerts, you can 

offer services that show:

• What is running

• How systems connect

• Where exposures exist

• What breaks when something fails

Each of the services below builds on the one 

before it. Together, they give you a way to move 

from reactive support to ongoing, high-value 

advisory work.
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Identifies the systems running 

across the environment, including 

cloud, SaaS, APIs, and network 

infrastructure, and keeps that view 

current as the environment 

changes.

Identifies systems that are 

reachable from the internet and 

tracks new exposures as the 

environment changes.

Shows how systems connect and 

which services depend on each 

other to function.

Helps trace performance issues 

and outages back to the system 

where the problem began.

Shows which systems and services 

are affected when a component 

fails or degrades.

Incident investigation, reducing 

time to resolution, explaining 

where failures start

Explaining how applications work, 

identifying upstream and 

downstream dependencies, 

architecture reviews.

Security reviews, ongoing 

monitoring, identifying 

internet-facing systems that may 

introduce risk.

Onboarding new clients, building 

an accurate inventory, 

understanding what systems 

support critical applications

Service

Asset Discovery

(Live Mapping)

Exposure Monitoring

Dependency Mapping

Root Cause Analysis

Impact Analysis

What it does Use it for

Prioritizing response, 

understanding downstream 

effects, communicating business 

impact to clients

5 Core Services You Can Deliver with
WanAware
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These are not one-off deliverables.

They form a progression:

• You start by identifying what exists

• Then you show how everything connects

• Then you help clients understand risk, failure, 

and impact

That progression is what allows you to:

• Move upstream from ticket-based work

• Stay involved in architecture and planning 

decisions

• Create services that clients rely on 

continuously

When you package and deliver these services, you 

are not just adding features.

You are changing how clients see your role.

Instead of being the team they call when 

something breaks, you become the team that 

helps them understand how their environment 

actually works.

That leads to:

• Longer client relationships

• More consistent recurring revenue

• Fewer competitive comparisons based on 

price

How These Services Work Together

Why This Matters for Your Business
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How to Use This in a Client Conversation
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• Stronger positioning in security and 

infrastructure conversations

You do not need to change how you sell overnight.

This works best when you introduce it during 

conversations you are already having.

Start where the client already feels the problem.

Step 1: Start with What They Cannot 
See
Most clients assume their environment is known 

and documented.

It usually is not.

Instead of asking broad questions, show them:

• What is actually running

• What may not be tracked

• What supports their key applications

This is where Asset Discovery (Live Mapping) 

becomes your entry point.

You are not selling a tool.

You are showing them their environment for the 

first time.

Step 2: Show How Things Actually 
Connect

Once they see what exists, the next question is:
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“How does all of this work together?”

This is where you introduce Dependency 

Mapping.

You can show:

• Which systems support critical applications

• Where multiple services rely on the same 

component

• How a failure in one place can affect 

something else

This is often the moment the conversation shifts.

Clients start to realize: “We did not know it worked 

like this.”

Step 3: Introduce Risk and Exposure in 
Context

Now that the environment and connections are 

clear, you can talk about risk in a way that makes 

sense.

This is where Exposure Monitoring comes in.

Instead of generic security discussions, you can 

show:

• Which systems are reachable from the 

internet

• Where exposure exists today

• What has changed over time

This makes security visible and specific.

Step 4: Use Incidents to Prove Value

When something breaks or slows down, this is 

your opportunity to stand out. M
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What Changes in the Relationship
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With Root Cause Analysis and Impact Analysis, 

you can:

• Show where the issue started

• Explain what was affected

• Help the client understand why it happened

Instead of joining the back-and-forth between 

vendors, you bring clarity.

That is what clients remember.

Step 5: Turn This Into an Ongoing 
Service

This is where most MSPs stop short.

Do not treat this as a one-time exercise.

Use it as a foundation for:

• Regular environment reviews

• Ongoing exposure monitoring

• Architecture and planning discussions

This is how the work becomes recurring.

And this is how your role becomes harder to 

replace.

When you follow this approach, the conversation 

changes.

You are no longer:

• Reacting to tickets M
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Turn These Capabilities Into Ongoing
Services

111

• Chasing down issues across vendors

• Competing on response time alone

You become:

• The person who explains how things actually 

work

• The one who can show where problems start

• The advisor clients rely on to make decisions

To grow, you need services that go beyond 

monitoring, alerts, and response.

These capabilities give you a way to offer work 

clients can use on an ongoing basis.

You are not just reacting to issues. You are helping 

clients understand:

• What is running

• How systems connect

• Where risk exists

• Where failures begin

That creates room for services that continue over 

time, not services that end after a ticket is closed.
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You are not just delivering data.

You are delivering understanding.

Deliver This Value Under Your Own Brand
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When these insights are presented through a 

portal under your own brand, the value becomes 

clearer to the client.

They are not logging into a generic third-party tool.

They are seeing your team’s view of their 

environment, your explanations, and your 

guidance.

That makes your service more visible and easier 

for clients to understand.

Most partners do not need a complex pricing 

model.

A simple three-tier structure is enough to get 

started.

• Asset Discovery (Live 

Mapping)

• Initial Dependency 

Mapping

• Asset Discovery 

(ongoing)

• Exposure Monitoring

• Dependency Mapping 

(maintained)

• Everything in Visibility

• Root Cause Analysis

• Impact Analysis

• Ongoing reviews

Foundation

Visibility

Advisory

“We show you what is 

actually running and how 

your core systems are 

supported.”

“We keep your 

environment current and 

show you where risk is 

developing.”

“We help you understand 

what happened, what it 

affects, and what to do 

next.”

One-time project or 

included in 

onboarding

Monthly recurring 

service

Higher-tier recurring 

service with regular 

reviews

Service Tier What’s included How to position it How to structure it

Package These Capabilities Into Services
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This model follows a natural progression:

1. Start with a real problem

2. Show the client something they cannot already 

see

3. Keep that view current as the environment 

changes

4. Use real incidents to demonstrate value

5. Expand into ongoing services

Each step builds on the one before it.

That is what creates work that continues over 

time.

You are no longer limited to reactive work tied to 

tickets.

You have a clear way to:

• Introduce higher-value services

• Expand accounts over time

• Build more consistent recurring revenue

This is how you move beyond basic monitoring 

and support and build services clients continue to 

use.

How This Turns Into Recurring Work

What This Means for Your Business
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Clients do not remember every ticket or alert.

Clients remember who helped them understand 

what happened.

When you can show:

• What systems are running

• How those systems connect

• Where a problem started

• What else was affected

Your role changes.

You are no longer just the provider responding to 

issues.

You become the partner helping the client 

understand how their environment actually works.

That makes your service harder to replace.

Clients are more likely to stay with a provider who 

can explain complex incidents clearly, guide them 

through change, and help them understand risk 

before it turns into a larger problem.

That position becomes even stronger when those 

insights are delivered through a portal under your 

own brand.

The client is not logging into a generic third-party 

tool.

Why Clients Stay With Partners Who Can 
Explain the Environment
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Better understanding of 
client environments

Clearer incident explanations

Stronger client trustOngoing service 
engagements

Renewals and service 
growth

115

They are seeing your team’s view of their 

environment, your explanations, and your 

guidance.

That deepens the relationship and strengthens 

your renewal position over time.

Being easier to trust makes you harder to replace. 

That is what leads to longer client relationships.
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How Explaining Client Environments Leads to Growth

Figure 2:  When clients rely on your explanations, they are more likely to 

stay engaged, renew services, and expand the relationship over time.
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You do not need to introduce every service at 

once.

Start where the client already feels the problem.

Good entry points include:

• Onboarding a client with incomplete 

documentation

• Recurring outage or performance issues

• A security review or audit

• Recent growth in cloud, SaaS, or remote 

access

• An environment that has grown without clear 

structure

These are all moments when the client already 

knows something is missing.

Start with one service

Most often, the easiest entry point is:

Asset Discovery (Live Mapping)

That gives you a simple way to say:

“Before we keep chasing symptoms, let’s show 

what is actually running and how your systems 

connect.”

That is easy for the client to understand and easy 

for you to deliver.

Where to Start
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Show something the client did not 
already know
The goal is not to explain everything.

The goal is to show something the client has not 

seen before, such as:

• Systems they did not realize were involved

• Dependencies they had not considered

• Exposures they were not aware of

That is usually the moment the conversation 

changes.

Build from there
Once the client sees the environment more 

clearly, the next steps follow naturally.

You can expand into:

• Ongoing discovery

• Exposure monitoring

• Dependency mapping

• Root cause analysis

• Impact analysis

Each step builds on what the client has already 

seen.

Keep it simple
You do not need a new sales motion.

You do not need to lead with a long service 

catalog.

Start with one client. Start with one problem. Show 

value. Then expand.
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Modern client environments are harder to 

understand than they used to be.

Applications now depend on cloud platforms, SaaS 

services, identity providers, APIs, and outside 

infrastructure.

Most providers still approach those environments 

the same way:

• Monitor

• Alert

• React

That is no longer enough.

Clients need clear answers
When something breaks, clients want to know:

• What is running

• How systems connect

• Where the problem started

• What else is affected

The partner who can answer those questions 

clearly stands out quickly.

That is what makes you different
You are not just watching systems.

You are helping clients understand how their 

environment actually works.

That changes the relationship.

A Better Way to Serve Modern Clients
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You become easier to trust, harder to replace, and 

more likely to be included in the conversations 

that matter.

That is also how you grow
Growth does not come from adding more of the 

same services.

Growth comes from offering services clients 

cannot easily compare or replace.

When you can explain the environment clearly, 

you create room for:

• Ongoing services

• Account expansion

• Stronger renewals

• Longer client relationships

Start with one client
Choose one client where there is uncertainty or 

lack of clarity.

Use Asset Discovery (Live Mapping) to show what 

is actually running and how systems connect. 

Learn how Asset Discovery works

Show them something they have not seen before.

Then build from there.

See how WanAware supports this approach

Learn how WanAware helps partners deliver these 

services under their own brand.

When you help clients understand their 

environment, you become part of how they run it.
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https://www.wanaware.com/products/aim/asset-discovery
Alejandro Olaya
Subrayado
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