
 

WHAT IS IT – SECURITY ASSESSMENT MODULE 

The Security Assessment Module gives MSPs the power to deliver IT security services that they can sell as a 
Managed Security Service for new recurring revenue, or as project-based Security assessments. 

 

By performing regular security health checks,  MSPs can help their clients protect their assets, guard against 
downtime, and help them sleep better at night. And not only is it a potential new source of revenue for the MSP, it will 
differentiate them from other MSPs, as well as aid in retention since their client doesn’t need to look to a different 
provider for security services. 

 
The Security Assessment Module makes it easy to provide these services without the need to hire expensive security 
experts.  The module includes an external vulnerability scan to identify security vulnerabilities on client firewalls,  
along with reports that document security policies on the network, who has access to company data and information, 
along with login success and failure to identify potential mis-use or break-in attempts. 

 

 

WHY DO YOU NEED  IT? 

Client networks are always changing, and what was secure yesterday might be exploitable or have vulnerabilities 
today. The continuous amount of public security breaches shows traditional security tools and techniques are not 
100% effective. That’s why clients need a “regular IT security check-up” performed by their trusted technology 
advisor/MSP. 

 
This creates a huge market for IT security services that few service providers are taking advantage of. Clients don’t 
know what they don’t know, yet service providers don’t feel they have the skills on staff to deliver Security services. 
Which is why they need the Security Assessment Module. 

 

 

VALUE TO PROSPECT (MSP) 

 
 Augment the Network Assessment Module by adding security focused reports and identifying security risks 

that can lead to new projects, increased revenue, and demonstrate value. 

 Security reports can be presented as a one-time IT security assessment, or as a part of a regularly- 
scheduled Managed Security Service. 

 Automation of security reports keeps costs low for MSPs and frees you up to work on other projects. 

 No need to go onsite.  Scans can be initiated and data can be collected remotely. 

 MSPs can offer a low-cost/high value alternative for external vulnerability scans; it is easy and affordable for 
your clients while being profitable for you. 

  



 

 

WHAT IS IT – NETWORK ASSESSMENT MODULE 

The Network Assessment Module provides the MSP with a deep understanding of a prospect or customer network 
and the systems running on the network. The data collection is fast (45-60 minutes on a typical SMB network), 
completely automatic and non-intrusive, making no changes to the network so it is perfect for prospecting as well as 
running on existing client networks. 
 
The report generation is also completely automated and can be customized with the MSP’s logo, colors, company 
name and more. It comes with an extensive set of reports including (a) the Risk Report (executive summary), (b) full 
network detail report that documents the systems, users, printers, network assets, configuration, installed 
applications, and endpoint security, (c) asset detail report, (d) extensive change reporting and more. 
 

The data is also analyzed and the reports include a risk score for the network, a prioritized list of the issues found and 
recommendations. 

 

WHY DO THEY NEED IT 

There are many ways to use and monetize IT Assessments, but it is a very time consuming task to gather information 
manually or with today’s “point tools,” and then analyze and write the reports. MSPs need a tool that can gather 
information from a network without installing agents or probes, is fast, and can automatically analyze the data and 
produce the reports. 
 
One of the top ways to use an IT Assessment is in marketing and sales.  First, MSPs can offer discounted or “Free” 
IT Assessments as a means to get the first “sales” appointment. Then use Network Detective to gather the 
information without making any changes to the network. The MSP then has information about the prospect’s network 
to build a proposal, and the assessment will often point out big problems with security and configuration that they 
can leverage to sell against.  They also have the information required (number of systems, applications, etc.) to 
confidently write and present a proposal that will win the business. And the details of the assessment help show the 
professionalism of the MSP. 
 
IT Assessments can also be sold to SMBs and mid-Enterprise, providing a third-party audit or review of the network. 
 

And MSPs use the information and reports on a regular (quarterly) basis to audit their own work and use in their 
Quarterly Business Reviews. 

 

VALUE TO PROSPECT (MSP) 

- Saves time with Automated data collection and Automated Report creation 

- Eliminates the hassle of analyzing information and writing reports 

- Consistent approach to collecting data; won’t miss steps when performing manually 

- Consistent reports so that the MSPs team knows exactly where to go to get specific information 

- Participate in more “prospecting” assessments due to reduced time and hassle to grow business faster 

- Create proposals that win business due to more accurate information. Won’t leave money on the table and won’t 

overprice and lose the opportunity 

- Close business faster by identifying security and configuration issues and problems on a prospect’s network 

- Identify and document billable projects 

- MSPs can protect their client base and improve client satisfaction through ongoing reports and Quarterly 

Business Review (QBRs). 

- Sell third-party network audits to both SMB’s and mid-tier customers that have their own IT staff 
License allows an unlimited number of network assessment reports to use for identifying selling opportunities 

  



 

WHAT IS IT – EXCHANGE ASSESSMENT MODULE 

The Exchange Assessment Module provides the MSP the fastest, easiest way to perform assessments of their 
client’s or prospect’s Exchange Environments. The easy-to-use data collectors do not require any Exchange 
expertise to use, and are run from the Exchange server for on premises environments for Exchange 2003, 2007, 
2010 and 2013. Office 365 is also supported! 
 
Information is provided in editable word documents with the MSP’s branding (logo, colours, etc.), and also in Excel for 
detailed analysis or easy import to other tools. The reports include high-level information on mailbox space used 
compared to quota, the distribution lists and members, delegated access by user and by mailbox, and a very detailed 
report that documents all of the settings of every mailbox along with quotas and space used by each by each folder in 
the mailbox. 
 

 

WHY DO THEY NEED IT? 

There are several great uses for the Exchange module, from prospecting and onboarding new clients, scoping 
and aiding in Exchange migrations, regular health checks for your clients, and providing regular documentation for 
your clients with larger Exchange environments. 
 

When prospecting, you can more accurately quote your support costs with a thorough understanding of your client’s 
mailbox use and Exchange environment. When onboarding, you have the information of the new client’s employees 
and their mailbox use. It integrates with Autotask, ConnectWise and Tigerpaw to automatically create contacts for the 
new customer or use the Excel output to populate your internal systems. 
 

Use it for scoping and planning an Exchange migration, whether to an updated on premises environment or to the 
cloud. You will have all of the settings of the environment to build an accurate proposal and plan, and can quickly 
document the new environment once complete to show the work was performed, the environment is setup correctly. 
And the reports can even help you get paid faster. 
 
Add an Exchange health check-up to your managed services for additional recurring revenue or just to differentiate 
your expertise from the other MSPs you compete against. 
 

For larger clients, even those with internal IT staff, you can sell a third-party audit and documentation of their 
Exchange environment for profit! 
 

 

VALUE TO PROSPECT (MSP) 

 
 Saves time with Automated data collection and Automated Report creation 
 Perform Exchange data collections without writing complicated scripts or needing to be an Exchange expert 
 Scope and perform Exchange Migrations to win more projects 
 Get paid faster with detailed documentation after migrations 
 Onboard new clients more easily. Automatically will create contacts in popular PSA systems: Autotask, 

ConnectWise and Tigerpaw, or use the Excel data to import into your system 

 Sell Exchange documentation projects and audits to both SMB’s and mid-tier customers that have their own IT staff 

 License allows an unlimited number of network assessment reports to use for identifying selling 
opportunities. 

 


