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Solution PromotionCon�guration

A company would want  to achieve 

an attachment rate of 50% or higher. 

16.7% have achieved
attachment rates 
of 70% or more

70% have attachment 
rates less than 50%

70%
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COMPANIES COMPANIES

A company would want to 

achieve a renewal rate 

of 75% or higher. 

22.5% have achieved
renewal rates 
of 90% or more

69.5% have achieved
renewal rates 
of 75% or more

90%

75%
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Learn how you can Optimize Service Contract Management to 
grow service contract revenues and increase attach and renewal rates.

813-971-2666   •   www.m-ize.com   •   info@m-ize.com

Pro�tabilityOpportunityMarket Size

Steady market growth from 
$29B in 2006 to $42B in 2016

Contract margins are 2-5 times 
product margins

Target attach rate for Service
Contracts is 50% of Install Base

$29B

$42B
2016

2006

Install
Base

Attach
Rate

50%
Contract
Margins

Product
Margins

Marketing and selling 
these programs is separate 

and distinct from those 
involved in selling products.

Processes and systems that 
facilitate a company’s ability to 

configure, price, and quote 
customized service contracts.

Length of coverage, level of 
customization, processes 
engaged and resources 

employed.

Offer 4-5 year 
coverage

23.5%

Remote Product
Monitoring

29.1%

Cross sell or Up-sell
Service Contracts

59.6%

4 or more Advance 
Noti�cations for Renewals

36.4%

Structured process to sell
Service Contracts

87.5%

Con�gure, Price, and Quote
software application

13.8%
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CHANNEL PARTNER

OFFER

• Flexible Programs

• Options, Pricing

SELL

• Market & Sell

• Register & Renew

MANAGE

• Channels and Sales

• Contract Administration

TRACK

• Service Delivery

• Claims

SERVICE

• Repair & Maintain

• Field Service

INSIGHTS

• Sales Performance

• Earnings & Loss ratios

BUY

• Products & Plans

• Accessories

ACCESS

• Self-Service

• Support & Service
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Best Practices in Marketing and Selling Extended Warranties, 29 May 2017
Michael Blumberg, CMC and Ron Giuntini

Consumer Reports' 2006 Extended Warranty Ad, 29 September 2016
http://www.warrantyweek.com/archive/ww20160929.html

813-971-2666

www.m-ize.com

info@m-ize.com

8610 Hidden River Parkway, 

Suite 200

Tampa, FL 33637, USA

•  PROGRAM BEST PRACTICES  •

•  KEY PERFORMANCE INDICATORS  •

Connect all stakeholders and processes to maximize service contract 
revenues, pro�tability, and customer value. 

 

PTIMIZE
SERVICE CONTRACT MANAGEMENT

•  REQUEST A DEMO!  •

<50%

PTIMIZE


