Growing Your
Technology
Services Business:
A Practical Guide




In today’s dynamic business environment, technology services are
no longer a value-add but a necessity for driving accelerated growth.

Companies across all industries rely on robust technology infrastructure services and skilled professional
services to operate efficiently and compete effectively. For technology services businesses, this presents
a significant opportunity for expansion, if they can overcome the major challenges of a services-centric
growth strategy:

* Internal alignment: Shifting from a product-centric approach to a service-centric one requires a
company-wide cultural change. Sales, marketing, and customer service teams all need to be on the same
page regarding prioritizing customer needs and building value-based relationships.

+ Consistent delivery: Maintaining a high standard of service delivery across all touchpoints can be
challenging. Investing in clear communication protocols, standardized processes, and ongoing employee
training can help ensure consistent service quality.

* Developing services expertise: Transitioning to a services-led model might expose gaps in your current
service offerings or employee skill sets. You may need to invest in training or acquire new talent to deliver
the level of service required.

* Success measurement: The success of a product can be easily measured by sales figures. However, the
impact of a service can be more nuanced and require a shiftin how you measure success. Developing
metrics that track customer satisfaction, retention, and lifetime value becomes crucial.

Navigating the challenges on a services-aligned growth journey requires a well-defined long-term plan and
solid understanding of your organization’s maturity level. This white paper explores key steps in developing
a strategic roadmap that fosters sustainable growth for your technology services business.

Our beliefs

Teton Cloud Consulting was created to expand
customers’ market share and accelerate revenue
growth by accelerating services growth.
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Our approach
drives 5X+in
follow-on across
your services stack.
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Integrated revenue
motions tie your
portfolio together for
rapid-scale growth.

We help construct
your organization
to drive a growth
outcome.
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We can optimize
technology
investments across
your entire portfolio.




Setting the stage: Understanding
your growth drivers

Before embarking on an expansion plan, take a step
back and assess your current landscape. Answering
these questions will help you get started:

* Vision definition: Articulate your company’s
long-term aspirations. What impact do you want
to have on your customers and the industry?

What market position do you strive to achieve?
A clearly defined vision serves as a guiding star for
your expansion strategy.

* Market analysis: |dentify key trends in the
technology services industry. What are the emerging
technologies driving demand? Who are your main
competitors, and what are their strengths and
weaknesses? Understanding the market landscape
allows you to identify potential areas for growth and
differentiation.

* Customer base analysis: Analyze your existing
customer base. Are there opportunities to offer
additional services to your current clients? Segment
your customer base by industry, size, and needs to
tailor your expansion strategy accordingly.

* Internal capabilities assessment: Evaluate your
current strengths and weaknesses. Do you have
the necessary technical expertise and resources
to support your expansion plans? Identifying gaps
allows you to develop a roadmap for acquiring new
skills and capabilities.

Defining your expansion strategy

With a clear understanding of the market and your
internal capabilities, you can now define your
expansion strategy:

+ Service assessment: Evaluate the profitability,
scalability, and market fit of your current services.
Identify services needing modernization or those that
may have reached maturity.

+ Service portfolio expansion: Identify new service
offerings that complement your existing portfolio and
address current market demands. This could involve
offering services like cloud migration, cybersecurity
expertise, or data analytics solutions.

* Market expansion: Consider expanding your
geographic reach or targeting new customer
segments. Leverage your existing expertise to cater
to specific industry verticals where your services can
offer significant value.

* Acquisition strategy: Evaluate the potential
benefits of acquiring complementary businesses or
talent to accelerate your growth. Carefully analyze
potential synergies and cultural fit before pursuing
any acquisitions.

Creating the foundation for success

Once you’ve defined your expansion strategy, focus on
building a strong foundation for long-term success:

* Developing a scalable infrastructure: Invest in the
infrastructure and resources necessary to support
your growth plans. This could involve scaling up
your IT systems, hiring additional technical staff, or
developing robust project management processes.

* Investing in talent acquisition and training:
Attract and retain top talent with the necessary
skills to deliver your expanded service offerings.
Invest in training and development programs to
continually upskill your existing team and ensure
they remain current with the latest technologies and
industry trends.

* Building strong partnerships: Forge strategic
partnerships with technology vendors, industry
leaders, or complementary service providers. These
partnerships can broaden your reach, access new
markets, and enhance your service offerings.




Building a sustainable financial model

A sound financial model underpins the long-term
viability of your expansion strategy. These steps can
help ensure your financial sustainability:

* Cost analysis: Carefully analyze the costs associated
with service expansion, including talent acquisition,
technology investments, and marketing initiatives.
Develop a financial model that forecasts revenue
growth and profitability projections based on your
expansion plans.

* Investment justification: Clearly articulate the ROI
potential of your expansion strategy. Demonstrate
how your expanded service portfolio will generate
revenue, improve margins, and contribute to the
long-term financial health of your company.

Developing marketing and sales
strategies for growth

Next, use these strategies to reach your target audience
and drive sales to achieve your expansion goals:

* Developing a targeted marketing strategy: Tailor
your marketing message to resonate with your
ideal customers. Focus on highlighting the value
proposition of your expanded services and the
specific benefits they can deliver.

* Establishing brand awareness: Leverage various
marketing channels such as content marketing,
industry events, or social media to build brand
awareness and establish your expertise in your
target market.

* Building a strong sales team: Ensure your sales
team is well versed in your expanded service
offerings and equipped to effectively communicate
the value proposition to potential clients. Develop
sales training programs to enhance their skills in
solution selling.




Implementing metrics for continuous improvement

Measuring your progress is crucial for course correction and sustained success. In this final step, create methods for
evaluating your progress:

* Key performance indicators (KPIs): Define clear * Data-driven decision-making: Leverage data insights
KPIs to track the progress of your expansion strategy. from your CRM systems, client feedback, and market
These may include metrics such as sales growth, research to continuously refine your service offerings
client satisfaction, service profitability, and employee and overall expansion strategy. A data-driven approach
retention. Monitor these KPIs regularly and make ensures your business remains agile and adaptable to
adjustments to your strategy as needed. market shifts and evolving customer demands.

Integrated roles streamline success
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Success in motion: Technology services client success

Every dollar in client consulting booked was associated with 10% growth in professional services,
20% growth in managed services, and 8X-10X product pull through.

We worked with a $1B+ systems integrator to build a new consulting unit Benefits

from the ground up..The organization |n.tended t.o unite the entire services + Accelerated growth
and product portfolio through one services motion. el

Our team helped the client review the current state of its consulting services * Operational support
framework, assist with strategic planning and design, and deliver ongoing * Customer retention
operational support. As a result, the client’s consulting organization was

empowered to drive accelerated growth across the entire portfolio.




Conclusion

Building a successful technology services business requires a well-defined strategy, a skilled team,
and a commitment to delivering exceptional value to your clients. With an aligned services strategy
in place, your organization stands to drive accelerated growth and improved profitability through
operational excellence — even driving five to eight times return on revenue for the entire portfolio.

And when you work with Teton Cloud Consulting, we’ll help you define your business’s strategic
roadmap with an approach that meets you at your current maturity level and sets you up for
accelerated growth.

Building your roadmap to success with Teton Cloud Consulting

Develop an Establish performance Continuously monitor and
implementation plan: metrics: improve:
Our consultants outline We define key performance Our team regularly reviews your
the steps, resources, indicators (KPIs) to track performance, gathers feedback,
Beyond and timelines your progress and measure and adapts your strategy as
needed to put your the effectiveness of your needed to ensure alignment with
strategy into action to strategy. changing market dynamics and
potentially phase out. customer needs.
Define your service Design your sales Design your service delivery model:
portfolio: and GTM model: We determine how you will deliver
Based on the analysis, we How are you going your services, considering factors like
Blueprint help decide which services to sell, market, and technology, resources, and customer
you should offer, how to support deal flow touchpoints. We set pricing strategies
package them, and which with the integrated that reflect the value you offer, your
ones to potentially phase out. functions? target market, and operational costs.
) Market analysis: Internal analysis: Competitive
- We start with the “why.” We research your We evaluate your analysis:
" What are )./ou,r target market, organization’s We identify your key
g Baseline organization’s overall including their needs, strengths3 \{veaknesses, competitors, their
T vision a‘nd goals, .and how preferences, and opportunities, service offerings,
o do services contribute to buying behavior. and threats (SWOT and their strengths
achieving them? analysis). and weaknesses.

By following the steps outlined in this white paper, you can establish a solid foundation for growth,
resolve key challenges, navigate the competitive landscape, and expand your thriving technology
services business in today’s dynamic market.




