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BCS365 Co-Sell Process


[image: ]A trust-first engagement model for AVANT Trusted Advisors
Purpose
This document explains how BCS365 engages with AVANT Trusted Advisors in a co‑sell model. It is designed to remove uncertainty, protect advisor ownership of the customer relationship, and clearly define roles throughout the sales, delivery, and support lifecycle.
Guiding Principles
· Advisor remains the primary owner of the customer relationship at all times.
· BCS365 does not direct‑sell or market into AVANT partner accounts.
· Engagement model is flexible: white‑label or co‑branded at the advisor’s discretion.
· Clear roles, escalation paths, and accountability from discovery through ongoing support.
BCS365 Co‑Sell Engagement Flow
Step 1: Advisor Owns the Relationship
The AVANT Trusted Advisor leads the account and controls all commercial conversations. BCS365 operates as a supporting MSP resource, never as the primary vendor.
· Advisor identifies the opportunity and initiates engagement.
· Advisor remains the main point of contact for the customer.
· BCS365 engagement style (white‑label or co‑sell) is determined by the advisor.
Step 2: Discovery & Needs Assessment
BCS365 supports discovery to validate technical requirements, risks, and scope, either behind the scenes or directly with the customer, based on advisor preference.
· Optional 30‑minute Fast Scope call with advisor and BCS365.
· Identification of IT, security, cloud, and compliance gaps.
· No disruption to the advisor’s existing sales motion.
Step 3: Joint Solution Design
BCS365 provides technical recommendations and phased roadmaps while the advisor controls solution packaging and positioning.
· Phased, low‑risk approach to MSP attachment.
· Security‑ and compliance‑aware solution design.
· Reduced implementation and post‑sale risk.
Step 4: Joint Presentation (Optional)
The advisor determines how BCS365 is introduced to the customer, or whether BCS365 remains fully behind the scenes.
· Advisor‑only presentation.
· Joint presentation with BCS365 as an MSP partner or operations team.
· BCS365 never positions itself as the primary vendor.
Step 5: Implementation & Delivery
BCS365 assumes responsibility for onboarding, deployment, and stabilization while keeping the advisor informed but not burdened.
· Defined SLAs, escalation paths, and ownership.
· Minimal advisor involvement required during delivery.
· Predictable, professional implementation experience.
Step 6: Ongoing Management & Support
BCS365 delivers ongoing managed services through its 24/7/365 operations model, ensuring consistent performance and customer satisfaction.
· 24/7/365 help desk, NOC, and SOC support.
· Proactive monitoring, remediation, and security operations.
· Quarterly reviews available with or without advisor participation.
What Never Changes
· Advisor retains full ownership of the customer relationship.
· No channel conflict or direct selling by BCS365.
· Transparent communication and clearly defined roles.
· Flexible delivery models aligned to advisor preference.
Why This Model Works for AVANT Partners
· Enables larger, more complex deals without building internal MSP operations.
· Reduces post‑sale escalations and delivery risk.
· Improves customer retention and long‑term recurring revenue.
· Preserves advisor trust, credibility, and account control.
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