
Enterprise Inventory S.C.R.U.B. and Renewal Opportunity Program  
(A Systematic Compilation, Review and Understanding of your Business)

The Components of The Program
� A complete review and recap of the client 

enterprise

� Actionable data, recapping the potential 

opportunity, will be provided with each SCRUB 

including:

� All machines on warranty not set for 

post warranty maintenance

� Additional HWMA & SWMA agreements 

sold by both IBM and IBM channel 

partners

� All exposed machines

� A complete Software Services Study 

noting ALL potential SWMA opportunities
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Benefits To Your Company

� Increased services revenue

� Become your clients “Trusted Advisor” with a comprehensive 

view of your customer including:

� Renewal Opportunities

� SWMA Gap Analysis

� Competitor Contract Detail and Validation

� Storage Opportunities

Objective:

The objective of the S.C.R.U.B. is to assist IBM Business 

Partners in increasing annual services revenues, and 

potential GIO rebate payments, while decreasing the time 

spent by sales and support teams chasing maintenance 

opportunities.
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� Storage Opportunities

� Server Consolidation Opportunities

� Determine VAE Requirements

� Headlights into End of Life Equipment

� All Customer Locations

� Data enabling you to conduct business proactively, not reactively

� Competitor Intelligence

� IBM, channel partner or both

� VAE Compliance

� Future view of Client Opportunity beyond HW & SW Maintenance

� Increased End-User Satisfaction

� Less inventory revisions

� Reduced contract management costs

� Reduced exposure to service denials and downtime

� Decreased Opportunity Identification Costs

Analysis

ActionResults

Data

Is This Offering For me?

� Do I have upcoming customer renewals?

� Are there multiple competitors competing for 
my business?

� Is my sales team losing time in the field 
working on administrative tasks?

If you answered yes to any of the above
questions, this offering is for you!



Line Item Detail Tabs provide both 
you and your End User with detailed 
information:
• Contract Number
• Install/Warranty End Date
• Service Start/End Date
• Physical Location

Contract Recap Tab provides a snap 
shot of all IBM contracts within an 
End Users enterprise.  

See who your competitors are and if 
there is an opportunity to increase 
your maintenance footprint.

Sample Reports:

Contact us at 561-869-4399 or visit www.managedmaint.com

Managed Maintenance, Inc 

301 Yamato Road, Suite 2180 / Boca Raton, FL 33431 

If you would like to learn more about MMI’s Enterprise Scrub and Renewal Opportunity Program, please 

contact Claire Millsap at cmillsap@managedmaint.com or you can call 561-869-4399 x1137 

How Do I Learn More?

Software Maintenance detail shows 
potential lapses in coverage, as well as 
upcoming SWMA opportunities (both 
OS and Layered Products).


