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One platform. Four customer entry points.

25+ 200+ 400+ 500K+

ye;alslserV|ng F:omplex employees carrier and technology-provider circuits, services and devices
technology environments relationships under management

A practical operating model for services, devices, spend, and support.

Start with the issue creating friction. Add support only where it improves the outcome.

@ Carrier Services ® Managed Mobility Services

What: broadband, internet,
fixed wireless, satellite/LEO

What: access, accessories, carrier coordination
Prepare: configure, stage, kit, enroll

N-etwork: SD-WAN, SASE, Naas, Carrier Deploy: ship, activate, migrate
disaster recovery Services Services Manage: MDM, inventory, support, lifecycle
Secure: carrier-delivered security, management
levelBlue, DDoS protection
Mobilize: plans, activations, porting
Communicate: UCaaS, CCaas,
Al-enabled communications
® Enterprise Expense Management EEter fisc Managed ® Managed IT Services
X 2
Validate: invoices, rates, exceptions nt IT Services Infrastructure: network, cloud, endpoints

Inventory: services, assets, owners Security: identity, email, endpoint, risk

Govern: contracts, renewals, disputes Collaboration: voice and workplace tools

Improve: audit findings and sourcing action Support: defined ownership and escalation

One relationship. Clear ownership. Better follow-through. \:\ OPTRIC.com




