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This MSP used its private label hosted solution to capture recurring revenue by
answering a medical center’s need for secure email.

hen most people think about net-
work security, the concern lies with
data leakage or threats filtering in
through Internet gateways. But for
some cuslomers, the
question of security
is tied to communications. In the case
of a cancer treatment center with two
offices, the challenge came when it
was time o communicate about
patients over email. With its records
secured by an electronic medical
records (EMRs) VAR, the medical cen-
ter knew the next step was securing
its communications about patients. To
accomplish that, it needed t© move
past tracitional post office protocol
(POP) email, especially since, with no
IT stalf, each individual at the medical
center was responsible for their own
hard drive backups. More often than
not, that meant a hard drive problem
equaled lost email, lost contacts, and
lost time.
The answer, provided by managed
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knew they were open to attack,” says Cohn.

With rthose needs identified, SAGE
AppRiver Hosted Exchange with SecureTide, which
SAGE rcbrands with its own name and logo. “Their
communications needs dictated a
centralized email system with  the
ability to securely push  emuil,
appointments, contacts, and tasks to
mobile devices,” explains Cohn. He
adds that because the medical center
had no Microsoft servers in place o
begin with — the EMR system ran on
Linux — it didnt make sense 10
install an in-house email server that
would require monitoring and main-
tenance by an IT staff that didn't
exist. “Our hosted solution mer their
needs, plus protected their network
from any outside threats, and they
didn't need 10 worry about mainte-
nance.”

Using AppRiver’s solution allowed
the MSP to not only brand its own
solution, it allowed it to roll out that
solution in a mater of days. After
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email, a concept gaining popularity
throughout the SMB market. “We
were referred to this client by the EMR
supplier, which only handles records
management; they don't touch security in terms of the
outside world,” explains Jeff Cohn, president and CEO
of SAGE. The two VARs have worked together on past
projects, adds Cohn, which has built a high level of
trust with the EMR VAR. Once on the project, SAGE sat
with the client to determine exactly what the needs
were at the medical center before proposing a hosted
solution.

“The client currently has about 25 users, and the care
providers [doctors and nurse practitioners] must get
emails no matter where they are — at the office, in one
ol several hospitals, or anywhere in between,”
explains Cohn. “Their focus is on their patients —
either making them feel better or getting them through
a tough time — so the entire staff values and needs
effective communication.” In addition, the center’s staff
wanted o share calendars and documents at any time
or place, which meant security was a top concern,
Legal requirements about patient confidentiality are
strict and played a large role in SAGE's proposed solu-
tion. “The customer was already very cautious about
what they mentioned about patients in emails. ‘They
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installed the necessary software at
both user locations and pushed out
the connections o the
mobile phones used by the medical
center staff. As simple as that, SAGE completed the
$1,500 installation project. Today, it serves as an MSP
for the medical center, billing the client for the appro-
priate number of mailboxes hosted by AppRiver while
also monitoring and managing the center's IT nerwork.
“We are the trusted advisor now,” says Cohn.

SAGE estimates the new solution has saved at least
$6,500 in lost productivity simply by eliminating the
cosl of each employee wading through spam that
slipped through on its prior email system. With cach
of the 25 cmployees spending about 30 minutes per
week handling spam, that totals 12.5 hours lost each
week. At a conservative rate of $10/hour, thar time
was costing the center $6,500 per year in lost produc-
tivity.

“We see these sorts of problems in many small 1o

necessary

medium professional offices, so we are actively mar-
keting this solution,” says Cohn. His advice for other
VARs — netwark and truly listen to your customers.
“Being referred certainly can get you in the door, bur
listening to the client and understanding their business
will keep you in.”



