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Who this is for

This playbook is for resellers and partners who

support voice and contact center environments.

If you help clients manage UCaaS, CCaas, carriers,
and endpoints, this gives you a clear starting
point. Instead of working from multiple portals
and spreadsheets, you can build one current
record of the environment and use it to support

clients more consistently.
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Executive Summary:

Voice and contact center environments are harder
Partner outcome
to manage than they used to be.
«  Build one current record of the
. . communications environment
Many clients now rely on a mix of UCaa$S and

CCaasS platforms, SIP trunks, PBXs, session border * Reduce surprises and cleanup delays

« Give clients clear monthly actions on
controllers, desk phones, softphones, and agent y

cleanup, renewals, and risk
headsets. Those records are often spread across P

. « Create a service motion that supports
carrier portals, vendor dashboards, spreadsheets, PP

. recurring revenue
and email threads. &

That creates a simple problem. It takes too long to

answer basic questions.

+  Whatis active right now?
*  What is underused?

*  What is near capacity?

+  What renews next?

+  What changed since last quarter?

When resellers do not have one current record of
the communications environment, support gets
slower, cleanup gets delayed, and renewal

conversations get weaker.

WanAware helps resellers build one trusted
record of trunks, licenses, endpoints,
infrastructure, and renewal data across client
environments. That record makes it easier to
support clients, spot issues sooner, and guide

better decisions over time.

For resellers, that creates a stronger monthly role.
Instead of showing up only for migrations,
purchases, or outages, you can help clients keep
the environment current, reduce waste, and

prepare for what is next.
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What this looks like as a service

Once the environment is visible, it stops being a

one-time project.

It becomes an ongoing service you can deliver.

That may include:

+  Building the initial inventory

+  Reviewing it monthly

+ ldentifying unused licenses and cleanup
opportunities

+ Tracking capacity and renewal risk

+ Helping clients plan changes with a clear view

of what is in place

That creates a repeatable way to stay involved

between larger projects.
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The Communications Environment Is
Harder to Manage Than It Looks

Most client communications environments got this

way over time.

A company added a hosted phone system. Then a
contact center platform. Then remote users,

softphones, more carriers, and more sites.

Now the reseller is dealing with a mix of:

«  SIP trunks from multiple carriers

+ DID inventories

+ UCaaS and CCaas licenses

+ Desk phones and conference phones

+ Agent headsets and softphone clients

+ Session border controllers, gateways, and
PBXs

The records for these services and assets are
usually spread across carrier portals, vendor
dashboards, spreadsheets, onboarding files, and

email threads.

That makes basic questions harder to answer than
they should be.

It takes too long to confirm what is active, what is
assigned, what is underused, and what needs

attention before renewal.

When there is a service issue, resellers often have
to piece together the environment before they can

start solving the problem.

This is the same pattern behind many contact

center challenges and contact center performance
issues.
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Questions you should be able to answer
fast

Which trunks are near capacity?
Which licenses are not being used?
Which devices are still active?

Which contracts renew this quarter?
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What Resellers Usually Cannot See in
One Place

In many client environments, no one has one

current record of the full communications setup.

That leaves gaps in everyday management.

Advisors often cannot easily see:

+  Which trunks are nearing capacity

*  Which licenses are inactive or underused

*  Which phone or headset models are outdated

+  Which PBXs or SBCs are still in service

*  Which sites or user groups depend on which
services

*  Which contracts and renewals need attention

soon

This is where work starts to slow down.

Instead of moving straight to a fix, the advisor has
to check multiple systems just to understand what

is involved.

That creates longer support cycles, slower
planning, and less confidence during renewal

discussions.

When migrations are involved, those missing

details also create avoidable risk. That is one

reason CCaaS migration challenges take longer
than they should.
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Why Communications Asset Inventory

Comes First

You cannot clean up, plan, or support what you

cannot see clearly.

Before a reseller can help a client reduce waste,
manage renewals, or speed up troubleshooting,
there has to be a current record of the

environment.

That record should show:

+  What services are active

+  Who or what is assigned to them
*  What hardware is still in use

*  What depends on what

«  Whatis coming up for renewal

That is what makes a current inventory so useful
when you are trying to trace issues, explain

impact, or understand dependencies across the
environment.

Without that foundation, every project starts with

manual discovery.

WanAware Asset Inventory Management helps
resellers build and maintain that record across the

communications environment.

That gives you one place to work from instead of
jumping between portals, spreadsheets, and

vendor tools.
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Start small, expand later
Start with inventory

Then add deeper visibility as the client needs it
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What WanAware Discovers and
Organizes

WanAware helps Resellers build one current

record of communications assets across client Why this matters for resellers
environments. A cleaner record makes it easier to support

clients, prepare renewals, and build a

That includes: repeatable monthly service.

Carrier services

«  SIP trunks

« DID blocks

« Toll-free numbers

« Carrier contract details

+ Renewal dates

UCaaS and CCaas licenses
+ User assignments
+  Feature packages

+  Usage details

Hardware endpoints

+ Desk phones

+ Conference phones

+ Agent headsets

*  Model and firmware details

+ Warranty status, where available

Software endpoints
« Softphone clients

« Version and configuration details

Communications infrastructure
«  PBXs
« Session border controllers

+  Gateways
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This gives resellers a cleaner view of what the

client is actually running today.

It also makes it easier to find outdated records,
overlapping services, inactive assets, and renewal

risks.

What You Can Deliver Once the
Environment Is Visible

Once the communications environment is visible
in one place, the advisor can do more than react

to issues.

You can help the client make practical decisions

month after month.

That may include:

+ Identifying unused or overlapping licenses

* Finding trunks that are nearing capacity

+ Reviewing endpoint age and refresh needs

*  Preparing for contract and renewal
conversations

+ Supporting migration planning with better
records

* Resolving service issues faster because the

environment is easier to trace
Once the communications environment is visible
in one place, the reseller can do more than react

to issues.

You can help the client make practical decisions

month after month.
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This is where the role becomes more valuable

between major projects. You are not just helping a

client buy, renew, or migrate. You are helping

them keep the environment cleaner, easier to

manage, and better prepared for change.

This is also where the work becomes easier to

package as an ongoing service.

That is the same shift described in how resellers

build recurring revenue.

What a Reseller Can Deliver Each Month

A strong monthly motion does not have to be

complicated.

For many clients, it starts with a current record, a

short review, and a clear action list.

That might include:

Monthly reseller deliverables
« License cleanup list

« Capacity watchlist

*  Renewal reminders

«  Deuvice lifecycle review

«  Priority exceptions for this month

Month 1: Build the current
record

Monthly: Keep it current and .
caytch is's)ues early Quarterly: Plan ahead

Help the client establish a

trusted record of:

« Active trunks and services

«  Current licenses and
assignments

+  Endpoints and
communications
infrastructure

* Major renewal dates and

contract basics

Provide a short list of actions Guide larger conversations

such as: such as:

+  Provide a short list of + License right-sizing
actions such as: * Hardware refresh timing

+ Unused license cleanup + Service cleanup

«  Trunk capacity watchlist + Migration preparation

+ Outdated endpoint review * Renewal strategy

« Changes that need
follow-up
+ Renewals that need

attention
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This gives the client a simple reason to stay
engaged. It also gives the advisor a repeatable

service motion that is easier to explain and deliver.

Why This Creates Stickiness

Clients are less likely to switch resellers when that

reseller owns the most trusted record of the Stickiness drivers

. *  Trusted record owner
environment.
*  Fewer surprises
. * Easier renewals
That matters because the current record is useful

. +  Useful monthly actions
in everyday work.

It helps with:

+ Troubleshooting
*  Renewals

«  Cleanup

« Lifecycle planning

+ Service changes

When you are the reseller who keeps that record
current and helps the client act on it, your role
becomes harder to replace and easier to justify

month after month.
You are no longer involved only when there is a
purchase, outage, or migration. You become part

of the client's ongoing operating rhythm.

That is what makes the relationship stickier.
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Why WanAware Fits Resellers

WanAware is built for resellers who manage

multiple client environments.

It helps you:

+ Build one current record for each client

+  Work across fragmented carrier and platform
records

+  Support clients with a practical monthly
motion

«  Start with inventory and expand later

This matters for resellers because many clients do

not need a large rollout on day one.

They need a better handle on what they already

have.

WanAware gives resellers a way to start there,

show value early, and build from that foundation.
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Deliver It Under Your Brand

WanAware can be delivered as a
white-labeled experience, so
partners can offer the platform
under their own brand.

That helps keep your name in
front of the client during
monthly reviews, reporting and
insights, and ongoing service
discussions. It can also
strengthen the client experience
by tying your advisory role to the
platform they rely on.

For partners building a recurring
service offer, that branded
experience can become an

important part of how clients
understand and remember the
value you provide.
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How to Start With Your First Client

The easiest way to begin is with one
communications environment or one site

group.

A simple way to start looks like this:

Step 1 Step 2

Step 3

Build the current record of Find one cleanup opportunity,

trunks, licenses, endpoints, one support risk, and one
and communications upcoming renewal or planning
infrastructure. issue.

Turn that into a simple
monthly review with clear
next actions.

First-client quick start

+ Inventory the environment

+  Find one cleanup win

«  Find one renewal or support risk

« Set a monthly review rhythm

Common Questions

“We already use carrier portals.”

Carrier portals show one provider at a time.
WanAware helps you keep one current record
across services, platforms, and carriers, so
you can manage the communications
environment as a whole.

“We already have dashboards.”
Dashboards may show activity or usage, but

they often do not solve the broader contact
center challenges that come from scattered
records and unclear ownership.
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“Will this take a lot of manual work?”
WanAware is designed to reduce manual
record gathering and make it easier to keep

communications inventory current over time.

“Do | need to start with everything at
once?”

No. Most resellers start with one
environment, one service area, or one client
group, then expand once the inventory is in
place.

WanQware

How this becomes recurring revenue

This is where the model changes.

Instead of only being involved when something
breaks or a purchase is needed, you are helping

the client manage the environment over time.

That creates:

+ Aconsistent monthly role
« Clearer conversations around renewals

+  Opportunities to identify improvements early

When you own the most reliable record of the
environment, your role becomes harder to

replace.
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Conclusion

Voice and contact center environments are harder
to manage when records are scattered across too

many systems.

That slows down troubleshooting, hides waste,

and makes renewals harder to plan.

WanAware helps resellers build one current
record of trunks, licenses, endpoints,
infrastructure, and renewal data across the

communications environment.

That gives resellers a practical way to support
clients more consistently, guide better decisions,

and stay useful between larger projects.

For clients, that means fewer surprises and better

visibility.

For resellers, it creates a stronger and more
durable relationship and a clearer path to

recurring revenue.
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Next Steps

Turn communications inventory into a
repeatable service.

The easiest way to start is with one client
environment. Build a current record of trunks,
licenses, endpoints, infrastructure, and renewals.
Then use that record to guide a simple monthly

review around cleanup, risk, and next steps.

For resellers, that creates a practical way to stay
involved between larger projects. For clients, it
creates better visibility, fewer surprises, and

clearer decisions over time.

New to WanAware?
See how the Reseller Partner Program helps you
deliver communications inventory as an ongoing

service.

Contact WanAware about becoming a partner

Already a partner?

Start with one client account. Build the inventory,
run a monthly review, and identify one cleanup
opportunity, one support risk, and one upcoming

renewal.

Related reading
+  Contact Center Challenges

+ Contact Center Performance Issues
+ (CCaaS Migration Challenges

+  How Resellers Build Recurring
Revenue

© WanAware | v1.1 — 2026

WanQware

VOICE AND CONTACT CENTER ASSET INVENTORY FOR TECHNOLOGY ADVISORS

—
D


www.wanaware.com/partners/resources/call-center-challenges-why-modern-systems-are-hard-to-manage
www.wanaware.com/partners/resources/contact-center-performance-issues-why-call-quality-and-reliability-break-down
www.wanaware.com/partners/resources/ccaas-migration-challenges-why-moving-contact-centers-is-harder-than-expected
www.wanaware.com/partners/resources/how-resellers-build-recurring-revenue-from-client-environments
www.wanaware.com/partners/resources/how-resellers-build-recurring-revenue-from-client-environments
https://engage.wanaware.com/partner-program
Alejandro Olaya
Subrayado

Alejandro Olaya
Subrayado

Alejandro Olaya
Subrayado

Alejandro Olaya
Subrayado

Alejandro Olaya
Subrayado


WanDware

www.wanaware.com

Version 1.1 — 2026





