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[image: ]1. “Why Partners Win with BCS365” 
One‑Pager (Core Asset) – Draft Version Here.
Purpose: This should be the first thing a Trusted Advisor sees. Think of it as a decision accelerant, not a brochure.
Key Messaging Angles (Partner‑Centric):
· How BCS365 helps advisors close more deals
· How BCS365 protects advisor ownership of the client
· How BCS365 reduces post‑sale risk and escalations
Recommended Sections:
· Ideal Use Cases (e.g., “When you need an MSP that won’t compete with you”)
· Partner Engagement Model (white‑label, co‑sell, or subcontract clarity)
· What We Handle vs. What You Control
· Differentiators vs. Other AVANT MSPs
· Fast Facts (SLA response times, NOC/SOC coverage, vertical expertise)
✅ Why this drives business: Partners want reassurance they won’t lose control or credibility. This asset directly addresses that fear.

2. “Deal Scenarios” Playbook (Extremely High Value)
Purpose: Show advisors exactly when and how to bring BCS365 into a deal.
Format: Short, skimmable scenarios. 1 page or modular sections on AVANT.
Example Scenarios:
· UCaaS + MSP Attach 
· “Customer wants Teams Phone but lacks IT staff”


· Security‑Led Deal Rescue 
· “Advisor wins SD‑WAN, customer suddenly asks about SOC/MDR”
· Mid‑Market IT Takeover 
· “Customer outgrows break‑fix MSP”
· Private Equity / Multi‑Site Customer 
· “Need consistency, reporting, and governance fast”
For Each Scenario:
· Customer pain
· Advisor risk
· How BCS365 solves it
· Advisor outcome (deal size ↑, risk ↓, stickiness ↑)
✅ Why this drives business: Advisors don’t want theory, they want “When do I use you?” answers.

3. Co‑Sell Process Diagram (Trust Builder)
Purpose: Eliminate fear, confusion, and friction before first engagement.
Visual Asset: Simple flow diagram showing:
· Who owns the relationship
· Who leads discovery
· Who presents
· Who supports post‑sale
· How renewals and expansions work
Include Language Like:
· “BCS365 does not direct‑sell into AVANT accounts”
· “Advisor remains primary customer owner”
· “White‑label or co‑branded, partner choice”
✅ Why this drives business: This is often the #1 unspoken concern for advisors choosing an MSP partner.

4. “Attach Rate Booster” Sell Sheet (Revenue‑Focused)
Purpose: Show how BCS365 increases total contract value on AVANT deals.
Examples:
· UCaaS + Managed Endpoint
· Connectivity + Managed Firewall
· Cloud + Backup + DRaaS
· CCaaS + Managed Security
Metrics to Highlight (Even Ranges Are Fine):
· Typical % increase in monthly recurring revenue
· Reduction in churn
· Improved customer stickiness
✅ Why this drives business: Advisors are commission‑driven. Show them more MRR, less churn.

5. Partner‑Facing Case Studies (Not Customer Marketing)
Purpose: Case studies written for advisors, not end customers.
Structure:
· The advisor’s challenge (not just the customer’s)
· Why they chose BCS365 over another MSP
· How BCS365 made the advisor look good
· Results for both advisor and customer
Bonus: Label them clearly:
“Trusted Advisor Case Study”
✅ Why this drives business: Peer validation matters more than vendor claims.





6. “First 30 Days with BCS365” Onboarding Snapshot
Purpose: Reduce perceived operational risk.
Outline:
· Day 0 - 5: Discovery & documentation
· Day 6 -15: Tooling, security baseline
· Day 16 - 30: Stabilization & reporting
· Communication cadence with advisor
✅ Why this drives business: Advisors fear messy transitions. This reframes onboarding as controlled and predictable.

7. AVANT‑Specific Landing Page or Profile Copy
Purpose: Tailor messaging specifically for the AVANT ecosystem.
Language to Include:
· “Built to support AVANT Trusted Advisors”
· “Experienced in AVANT‑sourced deals”
· “Aligned with AVANT’s next‑gen technology stack”
Sections:
· Ideal AVANT partner profile
· Typical AVANT deal motions supported
· How to engage BCS365 via AVANT
· We also need to have a form partners can fill out to register a deal with BCS365
✅ Why this drives business: Shows you understand their ecosystem, not just MSPs in general.




8. Short Video: “Why Advisors Choose BCS365” (Optional but Powerful)
Format:
· 90 - 120 seconds
· No marketing fluff
· Focus on: 
· Trust
· Responsiveness
· Non‑competition
· Ease of doing business
✅ Why this drives business: Video humanizes the relationship—especially helpful for first‑time MSP partnerships.

Priority Order 
These four alone will dramatically increase partner engagement:
1. ✅ Partner Value One‑Pager
2. ✅ Deal Scenarios Playbook
3. ✅ Co‑Sell Process Diagram
4. ✅ Advisor‑Focused Case Study
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