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Selling Microsoft® Servers
A Customer Prospecting Guide
This sales guide helps you reach new customers by offering guidance on the early phases of the sales cycle and providing a quick reference for key items such as small and midsize business (SMB) customer challenges and benefits, frequently asked questions, and pointers to additional resources. It will help you initiate a dialogue with new prospects, uncover their needs for server technologies, and schedule follow-up meetings for your sales team. By establishing these meetings, you’ll enable your sales team to take the next step in the sales process—performing on-site assessments to determine which products best meet your prospect’s needs. 
[bookmark: _Toc176859637]I. Prepare for the Call: 
Know the Business Value of a Server
Some business decision makers may not view a server purchase as a way to help them create a business that runs leaner and more efficiently. Commonly, new servers are perceived as major purchases with the potential to increase the complexity of IT infrastructures, increase demand on already-busy staff, and/or take too much time and money to implement effectively. 
However, in today’s challenging economic climate, businesses must simplify their IT management and protect business information while increasing operational efficiencies. This means it is critical for them to find tools that help make employees more productive and reduce IT-related costs and risks that could disrupt their focus and negatively affect their bottom line. During this first call, you may have a better chance of keeping the interest of your prospect if you focus the conversation on these business benefits rather than on specific product features.
Top Five Reasons for SMBs to Invest in Server Solutions
These Top Reasons incorporate key themes and messages that have been researched and proven to be positively received by SMB audiences.
1. Improve productivity by securely connecting employees to shared resources such as printers and important business applications.
2. Stay connected and up-to-date while out of the office with secure access to business contacts, calendars, e-mail, files and other important desktop resources from any Internet-connected computer, virtually anywhere, at any time. 
3. Reduce travel costs with advanced communication and collaboration software and improve the way your team works together with collaboration-enabling capabilities that include built-in workflow functionality, easy online/offline access, and built in version control.
4. Increase overall IT reliability and security with the latest security updates, for both PCs and servers, delivered automatically.
5. Help prevent data loss with backups, scheduled to occur automatically, so your critical documents and sensitive data are secured against external threats and can be recovered in the event of a system failure. 
II. Make the Call
 (
Keep in mind…
Your customer prospecting
 activity represents the initial stage of the sales process. As such, your primary goal is to 
make 
appointments
 and have conversations
, not 
sell 
products. Probe, don’t push. 
Providing
 too much product information at this first stage
 could derail the sale, so instead, u
se this opportunity to listen and under
stand the customer’s challenges. This will 
prepare
 you for proposing
 appropriate products during your follow-up visit.
)Step One
Introduce yourself and explain why you’re calling. Once you’ve determined that it’s a good time for your prospect to talk, briefly introduce your company and explain what you’re calling about. The following sentences may help.
“We help companies like yours reduce IT costs and risks, save time, and get organized with powerful server solutions. Would you be willing to invest a few minutes of your time for me to explain how we might help your business with this? Yes? Great! Can you tell me a little about your role at the company?
Step Two
Establish the need with some probing questions that will help establish their current technology infrastructure including the number of PCs, servers, and pain points. 
“First I’d like to learn about how your business currently operates. 
Can you tell me a little about your role at the company?
What are the primary IT systems that your company depends on, such as e-mail, CRM, or collaboration?
Can you and your employees find and access the information you need when you need it?
Is your business information protected in the event of a disaster or theft?
How easy is it for you and your employees to work together on a document?
Are you confident that your sensitive business information is safe?
Are you currently using any servers? If so, what are they used for?
What are your growth plans over the next six months to a year? Do you expect to add IT functions that would require new servers? 
Are your servers meeting your needs? 
Step Three
Develop interest. Once you’ve established the pain points of your prospect, tailor the recommended responses and key points below to position your solution to best align with their challenges. 
“Mr. Smith, it seems like you are experiencing some of the same challenges as customers we’ve helped in the past. I think our server solutions may be of value to your company. Our solutions can help you:
Save time and money by improving productivity and efficiency, in the office, with collaborative online workspaces.
Stay connected and up-to-date while out of the office with secure access to business contacts, calendars, e-mail, files and other important desktop resources from any Internet-connected computer, virtually anywhere at any time. 
Increase overall IT reliability and security with the latest security updates, for both PCs and servers, delivered automatically.
Help prevent data loss with backups, scheduled to occur automatically, so your critical documents and sensitive data are secured against external threats and can be recovered in the event of a system failure. 
Step Four
Schedule a follow-up appointment. Getting a specific time for a follow-up meeting is the desired outcome for this telesales call. The follow-up from this meeting will then be the attempt to close the sale. 
“Mr. Smith, now that we’ve explored how a server [or whatever need has been established] could address some of your business priorities, I’d like to set up an appointment to better understand what server solution might best meet your needs, now and in the future. Are you free on Wednesday at 3:00 p.m.?”
If yes, book and schedule the time. If no, but the prospect is interested in additional information, ask the contact if there is a better time for a meeting in the next two weeks. If schedules don’t align, confirm you have their correct contact information and arrange time for a follow-up call.
III. Prepare for a Follow-up Meeting
You scheduled a follow-up meeting with your prospect during the initial call and now you need to be prepared. The following information can help you develop more in-depth questions to determine your prospect’s specific business needs during your second meeting.
Server Needs Assessment
Conduct a business and technology assessment during your second meeting with your prospect. It will help you determine your customers’ business needs and pain points so you can recommend targeted solutions to help them meet their objectives. 
You can access the Microsoft® Business and Technology Assessment Toolkit at https://partner.microsoft.com/BTAT. Our step-by-step approach will help guide your assessment. 
Handling Customer Objections
Thinking through some possible tough questions ahead of time will increase your confidence in working through the real-time objections, even if they are not exactly the same as what you had prepared for. Always come back to the business value of what you are offering to keep the conversation progressing.
“I think my business is too small to warrant purchasing a server.”
Regardless of the size of your business, server technologies provide a wide variety of benefits that can help improve your businesses’ organization and efficiency, and the security of your IP and other critical business information. Servers enable multiple users to share files, manage documents, and collaborate more securely and easily. A server solution can also provide you with secure, easy access to your important business information remotely, from virtually anywhere.
“I don’t have the time or money to upgrade my server technology right now, plus it doesn’t seem like an urgent need.”
Windows Servers® are not expensive and do not require a lot of time to setup and maintain. Since your company servers store your important business information and manage daily user activity such as e-mail and file sharing, keeping that technology up to date is critical to the safety and productivity of your business. As a Microsoft partner, our company can help you determine when you should upgrade the technologies you rely on, and provide you with support before, during, and after deployment of the upgrade.
“I don’t want to spend any money on IT during uncertain economic times.”
Servers can actually help you save money, by making you more efficient and helping you respond to the uncertain times faster and position your business to thrive when the economy gets better. Server solutions will help you reduce IT-related incidents that would disrupt your focus and negatively affect your bottom line, and attract new customers so you can gain an edge over your competitors. Microsoft servers can also help your employees collaborate more effectively in the office, and stay connected to important business information more securely, out of the office.
“I don’t have the time or staff to implement new IT infrastructure right now.”
Microsoft serves are easy to deploy. They come with management features that can ultimately reduce the strain on your IT staff and help keep them more organized. Plus, as a Microsoft partner, we can offer you support, guidance, and educational resources as you deploy your new technology. 
Microsoft Server Products
Use this table to quickly identify the difference between the product offerings, or to learn more by visiting the Web pages for each product.
	Product
	Description
	Number of Users each Server Supports

	Windows Server® 2008 R2 Foundation
http://www.microsoft.com/windowsserver2008/foundation.aspx 
	Entry level server operating system for running business applications and sharing information and resources.
	Up to 15 users

	Windows Server® 2008 Standard
http://www.microsoft.com/windowsserver2008/2008-std.aspx 
	Advanced server operating system with built in virtualization capabilities for increased reliability and security.
	Unlimited users

	Windows® Small Business Server 2008 
http://www.microsoft.com/sbs/default.aspx 
	All in one server suite for enhanced productivity and a more professional business image.
	Up to 75 users

	Windows® Essential Business Server 2008 
http://www.microsoft.com/ebs/default.aspx 
	Enterprise class server suite for enhanced manageability and security.
	Up to 300 users

	Windows Server® 2008 R2 Enterprise
http://www.microsoft.com/windowsserver2008/2008-ent.aspx 
	Advanced server operating system with built in virtualization capabilities and high availability for increased business agility.
	Unlimited users


Up Sell Guidance
When you have a short period of time on the phone to determine the customer’s needs it is important to understand several common upsell opportunities. If they need a server, the starting point is Windows Server 2008 R2 Foundation. 
	Upsell to…
	Improve Security and Simplify Management 
	Enable Employees to Work Virtually Anywhere 

	WS Standard 2008 R2 
	Do you need advanced security features?
	· Do your employees need access to their desktops and applications from various locations?
· Do you need to enable direct connections to corporate resources for your remote staff?

	SBS 2008
	Do you need an easy (non technical) method to add or delete users to your network, grant permissions to specific information, or identify if your network is working and up to date with the latest security updates? 

	· When working away from the office, do you need immediate access to your business information such as e-mail, files, calendars, and business applications from your PC, laptop, an internet kiosk, and from your mobile phones?
· Do you need an affordable, secure, and dependable database to run your new line of business program?

	EBS 2008
	Are you interested in getting built-in security configured with over 300 pages of best practices? 

	· When working away from the office, do you need immediate access to your business information such as e-mail, files, calendars, and business applications from your PC, laptop, an internet kiosk, and from your mobile phones?
· Do you need an affordable, secure, and dependable database to run your new line of business program?

	WS EE 2008 R2
	Do you need an easy and secure way to install and configure your servers to ensure they are always running?

	· When working away from the office, do you need immediate access to your business information such as e-mail, files, calendars, and business applications from your PC, laptop, an internet kiosk, and from your mobile phones?
· Do you need to enable direct connections to corporate resources for your remote staff?
· Is getting information from your branch offices unreliable, impacting employee productivity and customer service in these locations?
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