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Introduction

For your organization to thrive, you will inevitably 

rely on technology.  Unfortunately, there are so many 

tech-providers to choose from and each vendor has 

hidden secrets that don’t just get revealed until after 

you make the purchase. You need to try things out 

or do costly proof of concepts (POCs) before you  

know what to expect. 

Enter: The advisor and wholesale distributor combo.  
From here on out we will call them “wholesale advisors.”

wholesale advisors
These wholesale advisors can help you get the best service 
and prices on a wide variety of solutions from Cyber  
Security, Managed Services, Managed Infrastructure, SaaS 
support such as CRM, ERP, and EHR. Also, you can expect  
a better experience when sourcing enhanced  
connectivity with High Speed Internet and SD-WAN and 
even Cloud Services like Unified Communications and  
Desktop-as-a-Service. The list of technology services, with 
the right wholesale advisor, can literally fill volumes.

Selecting the right match will allow you to gain expert  
advice and great deals on the big brands like VMWare,  
Cisco, Microsoft, and AWS. However, and perhaps even 
more important, are the connections and knowledge the 
wholesale advisor has for lesser known firms who service 
niche markets and have offerings tailored to your needs. 
 

Similar to a consultant, a wholesale technology advisor can 
give you the insight you need to make better decisions and 
if they are connected to a wholesale technology distributor. 
This can be a match made in heaven because they are able 
to provide cost savings on products and services that you 
would buy otherwise.  They will help you know, what you 
don’t know, you don’t know!

3

The C-Level’s Guide to Selecting The Best Technology Consulting



What You Know  You Don’t Know

The purpose of technology always has to be to further the operations and mission of 
the organization. But as we see in the pie chart above, if you don’t even know you don’t 
know something, it can be hard to make informed decisions.  

You need information to better execute on behalf of the organization. 

Keep reading to learn how you can properly assess your needs, review 
solutions, and purchase at the optimal price for your organization!

 In this guide we will help you address the following:

We call these “technology blind spots.” Technology Source offers free consultations to 
help you identify your technology blind spots.

What you 
don’t know
you don’t  

know

What you know 

What you know 
you don’t know 

What issues am I currently facing?

What am I not doing to prepare for future risks to my organization?

What technology is available to help me solve the problems I am having or improve on where I am now?

Why would an advisor see or know things that I don’t?

How do I gain access to the wholesale pricing model?

Purchasing mistakes to avoid!

How many quotes should you get before you make a decision?

4

The C-Level’s Guide to Selecting The Best Technology Consulting



INITIAL PROVIDER  
DISCOVERY

A talented advisor will select the best 
providers and removes providers who 

do not perform well for other  
customers.

GOAL SETTING

 Advisors will provide a discovery 
meeting to uncover your organization’s 

needs, and also to share insight on 
your strengths, weaknesses,  
opportunities and threats.

INSIDER KNOWLEDGE

The right distributor will employ  
top executives who have held  

long-standing positions in leadership 
with the vendors to ensure you are 

represented by those who know  
what to look out for.

What is technology wholesale pricing?

Why bother with an advisor or technology distributor?

Before we dive any deeper, let’s iron-out exactly what technology wholesale pricing is.
Here’s a fancy definition: “Wholesale technology distribution is the process of securing  
preferred pricing on the purchase of technology such as cloud, infrastructure, SaaS, and  
telecom solutions by aligning with a technology wholesale distributor. Payments and  
contractual agreements for these solutions are between the buyer and the solution  
provider.”

Most tech-solution providers have direct sales team that can serve your firm’s needs.  
So why add another entity to the mix? Price. This is something most organizations have to 
consider at some point. You can have the most wiz bang solution that does the best things, 
but if the price is out of reach, there is no sense in day dreaming about upgrades. 
 
Working with the right advisor and distributor also has these benefits:

BEFORE YOU BUY:
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ADDITIONAL  
DISCOVERY AS NEEDED

After the initial kickoff, your advisor 
and their connections on the  

wholesale team may find that they 
need to do more in depth analysis 

such as system audits or full bill and 
report reviews. This is to look for  

savings such as server consolidation or  
mobility plan improvements. Even 

penetration testing, business impact 
analysis, further discovery calls  

and more may be needed to help you 
get to where you want to be.

TALENT SCOUTING 

The technology distributor and advisor 
work together to seek out the best 

solutions to your challenges and goals. 
The right team will include assistance 
in writing and delivering RFI and RFPs 

if needed.

BOOK APPOINTMENTS 

A solid advisor will set up  
appointments and demos with the 

best providers/solutions for a  
company’s needs. They will also  

ensure the best engineers from each 
provider are included so they get the 
best information as fast as possible.

FOLLOW UP

Anything that wasn’t answered on the 
initial calls, or any numbers or quotes 

that need to be shown, should be  
delivered by your advisor. The right 

advisor team will chase that  
information down and deliver it  

to the customer.

PROTECT YOUR TIME

The right technology advisors manage 
the provider relationships so that the 

customer is not contacted without 
their permission – this stops the  

burdensome sales calls and emails 
from multiple sales people who are 

struggling to make quotas.

BEST PRICE GUARANTEE

We mentioned this first, but we want 
to mention it once more, as this is one 
of the strongest factors for why most 
firms select a wholesale technology 

advisor.
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VENDOR SELECTION 
SUPPORT 

When it comes time to select the 
vendor, your wholesale advisor should 

provide any guidance, alert the  
winning provider(s), and inform the 
other candidates of your decision. 
They can also set up future contact 

rules so you stay off any future contact 
lists and avoid the nuisance of sales 
content from unwanted providers.  

CONTRACT SUPPORT

Your wholesale advisor will ensure any 
contracts are delivered to you.  

In addition, if there is any negotiation 
that needs to be done, your advisor 

should help to facilitate those  
meetings as needed.

AVERAGE CUSTOMER COST SAVINGS PER YEAR

YEAR ONE

YEAR TWO

$0      $10,000       $20,000        $30,000     $40,000     $50,000      $60,000     $70,000     $80,000     

YEAR THREE

STANDARD CONSULTANT WHOLESALE ADVISOR

So all that said, it is pretty clear that working with a wholesale advisor can help you land huge savings. 
Additionally, there’s a good chance you will have a better experience with the onboarding, and long term 

relationship with the provider, which can help to boost your organization’s productivity.
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How to select

You a lready know how important  i t  i s  to  work with  a  

wholesale  technology advisor.  You have got  projects  and  

technology needs in  mind.  Perhaps you’re  even consider ing 

craft ing  a  succ inct ,  yet  powerful ,  RFP or  RFI  to  get  started 

in  locat ing the r ight  serv ices  for  your  f i rm.  Al l  that  i s  left 

to  do is  se lect  the r ight  advisor!

But  there are  dozens of  advisory  f i rms out  there,  so  how 

do you ensure your  advisor  can del iver?

the Right Technology Advisor For Wholesale Pricing, Consulting,  
and Custom Cloud Solutions

Fol low this  f ive-step guide to learn how. 

1. Aim for wisdom and stability

Select an advisory firm who has been around a while. 
We always suggested to work with a firm that has been 
around for 15 or more years so you know they can  
survive a downturn and are not going anywhere if things 
get tough. Firms who have survived the 2008 downturn, 
are better poised to withstand the current economic  
uncertainty surrounding the coronavirus, and better 
poised as consultants to help you do the same!

2. Go for a track record of success

You don’t want to be someone’s guinea pig. Every  
decision you make now will have a ripple effect on your 
organization.  Make sure your wholesale advisor can  
deliver testimonials or key account references who are in 
your same, or similar, industry. When you want to share 
some good news, We’ll bet you’re tempted to tell as many 
people as possible. You want everyone to hear about it, 
right? So, wouldn’t the good news of technology  
innovations at wholesale pricing be the same?
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10 Minutes of Detective Works Pays Off 

Next, it’s time to spend a few minutes of digging on your 
wholesale advisor and the company they represent.  
On LinkedIn, search both their company page and the  
individual advisor. This will be helpful to understand 
more about them.

If you find the advisor has hopped from company to 
company, chances are they might be just as irritating to 
work with as the rotation of salespeople you are trying 
to avoid.  
 
Also check out their personal recommendations and  
consider looking at the past roles they have served to 
see if their experience lines up with the kind of person 
you want on your team.  
 
Advisors who have served in executive roles, worked in 
cybersecurity, or in technical roles with the federal  
government or other relevant experience, all tend to 
have lasting empirical knowledge that can benefit your  
organization.

4. Ask for their onboarding guide

5. Follow the “Ten C’s”

Good partnerships start with clear expectations.  
A wholesale technology advisor relationship should 
start the same way! Ask them to detail the services that 
they’re providing, including who, precisely, will be  
working on your account. Depending on the how  
advanced the firm is, they might offer an onboarding 
guide. Review this to see the services they provide and 
what you’ll be on the hook for.

Mismatches between your wholesale technology  
purchasing needs and what an advisor offers can add 
costs, cause delays, and even damage your organization’s 
reputation – for example, just think of the long term  
negative impact it could have if the technology solutions 
you land on are substandard.

Dr Carter, director of DPSS Consultants, first outlined his 
Seven Cs of Supplier Evaluation in a 1995 article in the 
Journal of Purchasing and Supply Management. He later 
added three new Cs to the model.

Dr. Ray Carter, a leader in procurement established the 
10 Cs criteria for assessing the suitability of a potential 
supplier, but these can be used to also select the right 
advisor. Use them as a checklist when deciding who to 
approach, and who to avoid. 
 
They are:

1. Competency.
Look at how competent the advisor is. Make a thorough 
assessment of their capabilities and measure them against 
your needs. 

2. Capacity.
The advisor needs to have enough capacity to handle your 
organization’s requirements. So, ask how quickly they will 
be able to respond to your needs, and to market demands.

3. Commitment.
Your advisor needs to provide evidence that they are 
committed to high quality standards. Where appropriate, 
look for quality initiatives within the organization, such as 
awards and certifications.

4. Control.
The right wholesale advisor has power and control over 
relationships with vendors that extend beyond the reach 
of your individual organization. Ask them to share with 
you how this can benefit you.

3. Ensure they eat their own dogfood

This crass saying is an inside joke in the advisor  
community. It refers to the idea that before you sell  
something, make sure you have tried it and believe in it. 
Ensure the advisors you work with have tested and  
vetted the solutions they are bringing to the table.  
Ask them about their experience, what types of vendors 
they work with, and don’t hesitate to ask them if they 
have tried the solutions themselves.
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5. Cash.
Your wholesale advisor should be in good financial health. Cash-positive firms are in a much better position to weather 
economic ups and downs. Remember these are life-long relationships you’re looking to build.

So, it’s okay to ask what information can the advisor and their vendors offer to demonstrate their ongoing financial 
strength?

6. Cost.
Advisors come in many forms, but a wholesale advisor often prioritizes cost for your organization. They have access to 
better pricing. Listen to stories they have about saving customers money. These will help you think of ideas for your 
own organization to consider.

Also, cost refers to the cost of the advisor’s services. Some advisors use a consulting model where you will pay them 
for their services, while other advisors are able to pass on the cost to the vendors. The latter could leave you in a  
win/win situation – better price on services, and no fee to gain the access to these prices and the advisor’s 
support along the way.

7. Consistency.
You’ll want to ensure your wholesale advisor has a consistent process for your firm. Review their onboarding guide and 
ask how you will fit into these steps.

8. Culture.
The best business relationships are based on closely matching values. Be sure your advisor shares your work ethic, 
commitment, and ask them to provide their company mission statement to see if it aligns with yours.

9. Clean.
Does this advisor have a track record of corporate social responsibility? Positive BBB standing and reviews online? 
Glassdoor could give you insight into how their employees feel. A little time spent looking into the firm you choose can 
mean you feel good about the relationship!

10. Communication.
Find out how the advisor plans to keep in touch with you. Will their proposed communication approaches align with 
your preferred methods? And who will be your advisor from the firm?

It’s also important to find out how the advisor will handle communications in the event of a crisis. Will you be able to reach 
senior people if you need to? 
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What are my Blind Spots?
Before we let you go, we wouldn’t feel right if we didn’t 

at least share some of the blind spots we see customers 

facing. Working with customers all over the nation, and 

the world for that matter, we have witnessed customer 

experiences of all kinds!  

 

We equate it to going out to dinner alone at a fine  

dining restaurant vs. going to that same restaurant  

with a team who have been dining there for over 20 

years. Imagine that team knows the owners and the 

chefs, has a direct line to the host to get the best  

reservation times, and has sampled the best pairings 

they offer. Imagine they also know what items on the 

menu to avoid, the best time and day to visit.  

 

Another great part of their joining you is that they  

usually get complimentary appetizers, desserts, and 

more often than not get access to dishes not even listed 

on the menu.  

 

This metaphor for working with the right advisor may 

be oversimplifying it, but we have had some amazing 

experiences with our providers – and have stories of 

both positive and negative experiences to share. We 

would love to share some of the best, most positive  

stories with you during your next discovery meeting.   

But for now, here are just four areas we have seen 

customers face that we now strive to help them avoid!

 

You can have the best solutions in the world, but without 
the right migrations or provisioning team, you’re starting out 
the relationship on the wrong foot. Work with an advisor 
who understands this law, and ensures the teams assigned 
to your account are the best!

Weak Provisioning Teams

We see customers missing out on all sorts of free or  
discounted items that are not offered to them when they 
work directly with the supplier or with advisors who don’t 
know what to ask for. It’s always a sad day to see a signed 
contract for items that we know should have been included 
at no or low cost. The right advisor can check with multiple 
firms to find the best deals, special offers, and advocate for 
your pricing needs.

Missed Discounts

With the ever expanding nature of technology, it can be 
exciting to get the biggest, best, fastest solutions out there. 
And often times these are perfectly architected to your 
needs. Other times, we see the vendors dishing out what 
we consider overkill on things like storage, memory, data, 
speed, capacity, etc. These tactics can be an oversight by 
the vendor, or intentional padding they add to your account 
to inflate the monthly costs. The right advisor will review 
your agreements with you before you sign, to ensure the 
services you are signing up for match your needs. They can 
also help you clarify the ease of scalability should your  
organization need more services so they are waiting on 
your needs, not the other way around.

Over Provisioning

As companies strive to dominate their industry, they might 
prioritize customer experience above all else. However, 
many times we have seen customers get the short end 
of the M&A and high-growth stick. The culture clash and 
capital demands of the company can change dramatical-
ly during these situations, leaving support teams for your 
organization short staffed, overburdened, or worse, totally 
unaware of your firm’s needs. And while the hype from 
huge injections into marketing budgets around these firms 
might be big, the right advisor will help you steer clear of 
firms who are experiencing these types of situations. 

M&A and Growth Situations

Now hopefully you’ll let us join you on your next fine  

dining experience!  Reach out to us at Technology Source  

to be matched with the right wholesale technology  

advisor today!
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1551 N. Tustin Ave.
Suite 125 
Santa Ana, CA  92705

600 Peachtree St. NE 
Atlanta, GA 30308

440 Stevens Ave,  
Suite 200
Solana Beach, CA  92075

3343 Aspen Grove Dr, 
Suite 220
Franklin, TN  37067

6203 San Ignacio Ave, 
Suite 110,
San Jose, CA  95119

CALL US 
UK: 44-2036-087459

714-556-8006 

(470) 300-2550

760-729-5305

615-905-0090

CALIFORNIA 

GEORGIA TENNESSEE LONDON, UK

Orange County

Atlanta 

San Diego

Nashville

San Jose 

CONTACT US

www.technologysource.com
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