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Get ready to 10x your mid-market sales
Join three President s̓ Club winners
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Senior Training & 
Development Manager

Founder & 
Managing Partner

Principal Channel 
Sales Manager
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Whatʼs in it for you?
Get ready

Insights to unlock 
mid-market dynamics

Learn the players, tools & strategies 
to convert opportunities into sales

Maximize and open up 
mid-market relationships
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Insights to unlock mid-market dynamics
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Defining mid-market

● What is your definition of 
mid-market?

● What does mid-market look like?

● How does it differ from small 
business? 

● What are your challenges with 
mid-market?

● What are business challenges 
within mid-market?

● Challenges, causes, and 
solutions
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What market are you targeting today?
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Tailoring your message to meet their needs

● How do you communicate with 
mid-market customers?

● What are they looking for?

● What are you seeking to address 
in the mid-market?

● Letʼs refine your value prop for 
the mid-market
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2024 mid-market business issues & challenges

Source: techaisle



Convert mid-market opportunities into sales

Players, tools, and strategies
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Making the most of mid-market players
How to identify and engage

Target 
Best ways to engage

strategies for top-level access
Determine the players

Leverage 

Connections at various levels

Champion 

Determine their WIN
Obtain success metrics

Benefits of your partnership
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Customer modes and how to approach them
What is the customer s̓ perception for change and urgency?

Growth  
Desired results exceed 

current reality 
High probability of 

taking action 

Trouble  
Current reality falls short 

of desired results
High probability of

taking action

Even Keel  
Desired results match 

current reality 
Low action likelihood

Create a compelling 
reason for change 
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Overconfident  
Desired results are low due to 

false perception of reality
Nil probability of taking action

Create a strategy to align 
their perception with reality
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Strategies for winning mid-market
Three ways

On your own 

Email campaign structure
AppDirect.AI & experts

Analytics tools
Referral avenues

Hybrid approach 
On your own + expert team)

Hire team while using resources

Expert team

Steve s̓ success story
OmniCenter

AMaaS
PSS/SE Team
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On your own: 
Tools to help

Create a customer email 
campaign with AppDirect.AI

Steve s̓ success using 
Connectivity Service Locator

AppDirect.AI

Connectivity Service Locator:
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“Iʼve got someoneˮ - AppDirect expert team 

Aaron Lee
Sr Product Sales 

Specialist

Steve Leach
Sr Microsoft Sales 

Specialist

Chris Teeluck
Data Center & Private 

Cloud Specialist      

Jordan Magda
Cloud Sales 

Specialist        

Matt Sanders
Director Cloud Sales        

Andrew Marshall
Solution Engineer

Lee Pallat
Enterprise Solution 

Architect 

Greg Hancock
Senior Solution 

Engineer 

Chris Donlan
Senior Manager,

 Solution Engineering  

David Landsberger
Channel Education & 
Enablement Director

Bruce Guemmer
Sr Advisor 

Enablement Mgr

Andy Potts
Sr Product Sales 

Specialist

Justin Foxwood
Solution Engineer

Michael Hamlin
CX Architect I Solution 

Architect  

Laura Jaffrey
Sr Advisor 

Education Mgr

Eric Hills
Sr Training & 

Education Mgr

Jeff Moss
VNOC Product 

Sales Specialist

Tanya Sheppard
Training & Education 

Analyst

Erik Posey
Google Product 
Sales Specialist

Kevin Hyed
Solution 
Engineer

Chantel Cummings
Microsoft Sales 

Specialist    

Tom Mroz
Security Sales 

Specialist

Thomas Combs
Software Sales 

Specialist 

John Boyer
Microsoft Sales 

Specialist 

Lionel Gross-Bey
AWS Sales Specialist 

Michael Mulligan
AWS Sales Specialist 

Cassidy McQuaid
VNOC Product 

Sales Specialist
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Maximize and open up your relationships

Tech Wheel and more valuable tools to help
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 The Tech Wheel

Engage customers

Attract prospects

Agnostic business 
conversations

Effective follow-ups
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Using the Tech Wheel & engaging existing customers
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 “What technology categories are you 
exploring to boost productivity, manage 
change, or address risks within your 
organization?ˮ 

“How do these areas align with your 
key business objectives and 
contribute to your overall strategy?ˮ

Setting up the Technology Wheel conversation
➢ The Tech Wheel acts as our 

compass, guiding us 
through eight distinct 
technology categories

➢ Each one finely tuned to 
align with your business
challenges and priorities
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Technology Wheel conversations
Leverage your business conversations with powerful resources
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Resources to help you sell
AppDirect advisor?

Click the tiles:
1. AppDirect AI
2. AppDirect Academy
3. Customer Marketing Toolkit
4. Events: Emerging Tech Sales Workshop

Not an AppDirect advisor?

Register & Sign in academy.appdirect.com
to access resources



Thank you for experiencing 
How to 10x Mid-Market Sales

Bruce Guemmer
Senior Training & 

Development Manager

Steve Ancheta
Founder & 

Managing Partner

Nick Collins
Principal Channel 

Sales Manager
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