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2 / Quick Conversation Guide for Renewals 

Extender 
For Customers on a Perpetual License 

The goal of this guide is to assist you in having a 

conversation with your customer who currently uses 

Extender on the perpetual license model.   

. 

Partner: As I was reviewing your account the other day, one thing caught my attention. Your team has 
utilized Extender since [X date]. It is a key solution for your team since it provides you with [describe their 
current use – for example: “it provides you with the custom windows which track your rental tenant 
information”].  

Customer: Right, I’d think we need to continue moving forward with that.  

Partner: The reason this is coming up is because eOne, the creators of Extender, has changed their renewal 
price – so it’s slightly increased - [Extender Standard renewal price is $640 OR Extender Enterprise renewal 
price is $1275]. The nice thing is they never raise their prices without adding a benefit. So now, when you 
renew at the new price you also receive two free support incidents from their team. This is not a benefit you 
had prior to this change.  

The other thing you can do is renew early this year, before July 1st, if you want to renew at the old rate – 
17.5% of the Q2 price list - so you’ll get a small discount.  

Customer: What are the next steps?  

Partner: Let’s work together to see what would be best for you in terms of your renewal. We can have you 
renew now to have you save some money on this year’s renewal.   

Customer: Let’s do that.  

Partner: Alright, I’ll send an invoice your way now.  

OR 

Customer: From a cash flow perspective I think we should wait.  

Partner: Not a problem, the nice benefit with waiting is that you’ll get the two free support incidents since 
you’re paying under the new plan.  

Customer: Perfect.  

 

Partner: Greeting | Customer: Greeting 
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Flexicoder 
For Customers on a Perpetual License 

The goal of this guide is to assist you in having a 

conversation with your customer who currently uses 

Flexicoder on the perpetual license model.   

. 

Partner: As I was reviewing your account the other day, one thing caught my attention. Your team has 
utilized Flexicoder since [X date]. It is a key solution for your team since it saves your team a ton of time 
recoding your GL distributions. Without it, my guess is that you’d need another person focused on the 
recoding efforts – at least a 4 to 8 hours a week [or add in your estimate of how much time you think they’d 
need to focus on].  

Customer: Right, I’d think we need to continue moving forward with that.  

Partner: The reason this is coming up is because eOne, the creators of Flexicoder, has changed their 
renewal price – so it’s slightly increased and is now $1275. The nice thing is they never raise their prices 
without adding a benefit. So now, when you renew at the new price you also receive two free support 
incidents from their team. This is not a benefit you had prior to this change.  

The other thing you can do is renew early this year, before July 1st, if you want to renew at the old rate – so 
you’ll basically get a small discount.  

Customer: What are the next steps?  

Partner: Let’s work together to see what would be best for you in terms of your renewal. We can have you 
renew now to have you save some money on this year’s renewal.   

Customer: Let’s do that.  

Partner: Alright, I’ll send an invoice your way now.  

OR 

Customer: From a cash flow perspective I think we should wait.  

Partner: Not a problem, the nice benefit with waiting is that you’ll get the free support incidents since you’re 
paying under the new plan.  

Customer: Perfect.  

 

Partner: Greeting | Customer: Greeting 
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Node Builder 
For Customers on a Perpetual License 

The goal of this guide is to assist you in having a 

conversation with your customer who currently uses Node 

Builder on the perpetual license model.   

. 

Partner: As I was reviewing your account the other day, one thing caught my attention. Your team has 
utilized Node Builder since [X date]. It is a key solution for your team since you’ve built the nodes or 
integration points for [x solution] to integrate to them. It’s not something you’d want to stop renewing at this 
point. 

Customer: Right, I’d think we need to continue moving forward with that.  

Partner: The reason this is coming up is because eOne, the creators of Node Builder, has slightly changed 
their renewal price – so it’s slightly increased and is now $440. The nice thing is that they never raise their 
prices without adding a benefit. So now, when you renew at the new price you also receive two free support 
incidents from their team. This is not a benefit you had prior to this change.  

The other thing you can do is renew early this year, before July 1st, if you want to renew at the old rate – so 
you’ll basically get a small discount.  

Customer: What are the next steps?  

Partner: Let’s work together to see what would be best for you in terms of your renewal. We can have you 
renew now to have you save some money on this year’s renewal. 

Customer: Let’s do that.  

Partner: Alright, I’ll send an invoice your way now.  

OR 

Customer: From a cash flow perspective I think we should wait.  

Partner: Not a problem, the nice benefit with waiting is that you’ll get the free support incidents since you’re 
paying under the new plan.  

Customer: Perfect.  

 

Partner: Greeting | Customer: Greeting 
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SmartPost 
For Customers on a Perpetual License 

The goal of this guide is to assist you in having a 

conversation with your customer who currently uses 

SmartPost on the perpetual license model.   

. 

Partner: As I was reviewing your account the other day, one thing caught my attention. Your team has 
utilized SmartPost since [X date]. It is a key solution for your team since it eliminates the need for you to 
dedicate someone to manually posting your transaction batches. Without it, I’d guess you’d need to dedicate 
someone to posting – which would take at least an additional day every week. It’s not something you’d want 
to stop renewing at this point. 

Customer: Right, I’d think we need to continue moving forward with that.  

Partner: The reason this is coming up is because eOne, the creators of SmartPost, has slightly changed their 
renewal price – so it’s slightly increased to $395. The nice thing is that they never raise their prices without 
adding a benefit. So now, when you renew at the new price you also receive two free support incidents from 
their team. This is not a benefit you had prior to this change.  

The other thing you can do is renew early this year, before July 1st, if you want to renew at the old rate – so 
you’ll basically get a small discount.  

Customer: What are the next steps?  

Partner: Let’s work together to see what would be best for you in terms of your renewal. We can have you 
renew now to have you save some money on this year’s renewal 

Customer: Let’s do that.  

Partner: Alright, I’ll send an invoice your way now.  

OR 

Customer: From a cash flow perspective I think we should wait.  

Partner: Not a problem, the nice benefit with waiting is that you’ll get the free support incidents since you’re 
paying under the new plan.  

Customer: Perfect.  

 

Partner: Greeting | Customer: Greeting 
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Extender 
For Customers on Saas License 

The goal of this guide is to assist you in having a 

conversation with your customer who currently uses 

Extender on the Saas license model.   

. 

Partner: Greeting 

Customer: Greeting 

Partner: As I was reviewing your account the other day, one thing caught my attention. Your team has 
utilized Extender since [X date]. I believe it is a key solution for your team since it provides you with [describe 
their current use – for example: “it provides you with the custom windows which track your rental tenant 
information”].  

Customer: Right, I’d think we need to continue moving forward with that.  

Partner: The reason this is coming up is because eOne, the creators of Extender, has bumped their price up 
just slightly to X/month [$200/month for Extender Standard or $420/month for Extender Enterprise]. The 
nice thing is that they never raise their prices without adding a benefit. So now, when you pay at the new 
price you also receive two free support incidents from their team. This is not a benefit you had prior to this 
change.  

Customer: What are the next steps?  

Partner: I’ll send an invoice your way for X days out – so you know what the price is on your renewal in July.   

Customer: Great 

 

Partner: Greeting | Customer: Greeting 
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Flexicoder 
For Customers on Saas License 

The goal of this guide is to assist you in having a 

conversation with your customer who currently uses 

Flexicoder on the Saas license model.   

. 

Partner: As I was reviewing your account the other day, one thing caught my attention. Your team has 
utilized Flexicoder since [X date]. I believe it is a key solution for your team since it saves your team a ton of 
time recoding your GL distributions. Without it, my guess is that you’d need another person focused on the 
recoding efforts – at least a 4 to 8 hours a week [or add in your estimate of how much time you think they’d 
need to focus on].  

Customer: Right, I’d think we need to continue moving forward with that.  

Partner: The reason this is coming up is because eOne, the creators of Flexicoder, has bumped their price 
up just slightly to $385/month. The nice thing is that they never raise their prices without adding a benefit. 
So now, when you pay at the new price you also receive two free support incidents from their team. This is 
not a benefit you had prior to this change.  

Customer: What are the next steps?  

Partner: I’ll send an invoice your way for X days out – so you know what the price is on your renewal in July.   

Customer: Great 

 

Partner: Greeting | Customer: Greeting 
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Node Builder 
For Customers on Saas License 

The goal of this guide is to assist you in having a 

conversation with your customer who currently uses Node 

Builder on the Saas license model.   

. 

Partner: As I was reviewing your account the other day, one thing caught my attention. Your team has 
utilized Node Builder since [X date]. I believe it is a key solution for your team since you’ve built the nodes or 
integration points for [x solution] to integrate to them. It’s not something you’d want to stop using at this 
point. 

Customer: Right, I’d think we need to continue moving forward with that.  

Partner: The reason this is coming up is because eOne, the creators of Node Builder have bumped their 
price up just slightly to $240/month. The nice thing is that they never raise their prices without adding a 
benefit. So now, when you pay at the new price you also receive two free support incidents from their team. 
This is not a benefit you had prior to this change.  

Customer: What are the next steps?  

Partner: I’ll send an invoice your way for X days out – so you know what the price is on your renewal in July.   

Customer: Great 

 

Partner: Greeting | Customer: Greeting 
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SmartPost 
For Customers on Saas License 

The goal of this guide is to assist you in having a 

conversation with your customer who currently uses 

SmartPost on the Saas license model.   

. 

Partner: As I was reviewing your account the other day, one thing caught my attention. Your team has 
utilized SmartPost since [X date]. I believe it is a key solution for your team since it eliminates the need for 
you to dedicate someone to manually posting your transaction batches. Without it, I’d guess you’d need to 
dedicate someone to posting – which would take at least an additional day every week. It’s not something 
you’d want to stop using at this point. 

Customer: Right, I’d think we need to continue moving forward with that.  

Partner: The reason this is coming up is because eOne, the creators of SmartPost, has slightly changed their 
monthly price - so it’s slightly increased to $240/month. The nice thing is that they never raise their prices 
without adding a benefit. So now, when you renew at the new price you also receive two free support 
incidents from their team. This is not a benefit you had prior to this change.  

Customer: What are the next steps?  

Partner: I’ll send an invoice your way for X days out – so you know what the price is on your renewal in July.   

Customer: Great 

 

Partner: Greeting | Customer: Greeting 
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SmartList Builder & SmartView 
For Customers on a Perpetual License 

The goal of this guide is to assist you in having a 

conversation with your customer who currently uses 

SmartList Builder or SmartView on the perpetual license 

model.   

. 
Partner: [SmartList Builder Discussion]: As I was reviewing your account the other day, one thing caught my 
attention. Your team has utilized SmartList Builder since [X date]. I believe it is a key solution for your team 
since you’ve been able to provide your team with the exact SmartLists they need – saving them [estimate 
time]. It’s not something you want to stop using at this point as it is critical for your team. 

Or 

Partner: [SmartView Discussion]: As I was reviewing your account the other day, one thing caught my 
attention. Your team has utilized SmartView since [X date]. I believe it is a key solution for your team since it 
allows your team to quickly access and see the SmartLists they need. It’s not something you’d want to stop 
using at this point as it is critical for your team. 

Customer: Right, I’d think we need to continue moving forward with that.  

Partner: The reason this is coming up is because eOne, the creators of [SmartList Builder or SmartView], has 
changed their renewal price - so it’s slightly increased [$510 for SLB or $660 for SV]. The nice thing is that 
they never raise their prices without adding a benefit. So now, when you renew at the new price you also 
receive two free support incidents from their team. This is not a benefit you had prior to this change.  

The other thing they are providing current SmartList Builder and SmartView customers only is 40% off the 
purchase of Popdock.com. Have you had the opportunity to see that yet?  

Customer: No, never heard of it.  

Partner: Basically, Popdock lets you access cloud and online data from one app. It is a great solution for your 
team who needs to see all their reports while out in the field or traveling. The other cool thing is that 
Popdock widgets enable you to take the data from your connector and integrate the list or graph into the 
applications that you use daily. 

Continued on next page 

 

Partner: Greeting | Customer: Greeting 



Customer: Hmmm, interesting. Not sure how that would change what we’re doing now.  

Partner: Here’s my recommendation – lets set you up to see a 30-minute demo of it over the next few 
weeks. From there you can decide if you want to take advantage of the offer or not. I’ll attend with you, so I 
can provide my opinion, too.  

Customer: Great. What are the next steps?  

Partner: Let’s work together to see what would be best for you in terms of your renewal. If you renew now, 
you’ll save on this year’s renewal. I’ll also send you the link to sign up for the Popdock demo. Let me know 
what date you sign up for, so I can do the same.  

Customer: That’s great. Let’s move forward with the renewal now.  

Partner: Alright, I’ll send an invoice & link for the demo your way.  

OR 

Customer: From a cash flow perspective I think we should wait.  

Partner: Not a problem, the nice benefit with waiting is that you’ll get the free support incidents since you’re 
paying under the new plan. I will go ahead and send the Popdock demo link your way though, so we can get 
that decision made together. 

Customer: Perfect.  
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SmartList Builder & SmartView 
For Customers on a Saas License 

The goal of this guide is to assist you in having a 

conversation with your customer who currently uses 

SmartList Builder or SmartView on the Saas license model.   

model.   

. 
Partner: [SmartList Builder Discussion]: As I was reviewing your account the other day, one thing caught my 
attention. Your team has utilized SmartList Builder since [X date]. I believe it is a key solution for your team 
since you’ve been able to provide your team with the exact SmartLists they need – saving them [estimate 
time]. It’s not something you want to stop using at this point as it is critical for your team. 

Or 

Partner: [SmartView Discussion]: As I was reviewing your account the other day, one thing caught my 
attention. Your team has utilized SmartView since [X date]. I believe it is a key solution for your team since it 
allows your team to quickly access and see the SmartLists they need. It’s not something you’d want to stop 
using at this point as it is critical for your team. 

Customer: Right, I’d think we need to continue moving forward with that.  

Partner: The reason this is coming up is because eOne, the creators of [SmartList Builder or SmartView], has 
changed their monthly price - so it’s slightly increased to $100/month for SLB or $240/month for SV. The 
nice thing is that they never raise their prices without adding a benefit. So now, when you renew at the new 
price you also receive two free support incidents from their team. This is not a benefit you had prior to this 
change.  

The other thing they are providing current SmartList Builder and SmartView customers only is 40% off the 
purchase of Popdock.com. Have you had the opportunity to see that yet?  

Customer: No, never heard of it.  

Partner: Basically, Popdock lets you access your GP Smartlists + “Smartlists” from the rest of your business 
apps. It is a great solution for your team who needs to see all their reports while out in the field or traveling. 
The other cool thing is that Popdock widgets enable you to take the data from your connector and integrate 
the list or graph into the applications that you use daily. 

Continued on next page 

 

 

 

Partner: Greeting | Customer: Greeting 

 



Customer: Hmmm, interesting. Not sure how that would change what we’re doing now.  

Partner: Here’s my recommendation – lets set you up to see a 30-minute demo of it over the next few 
weeks. From there you can decide if you want to take advantage of the offer or not. I’ll attend with you, so I 
can provide my opinion, too.  

Customer: Great. What are the next steps?  

Partner: I’ll send you the invoice for what your monthly payment of SmartList Builder/SmartView will be as of 
July 1st. I’ll also send you the link to sign up for the Popdock demo. Let me know what date you sign up for, 
so I can do the same.  

Customer: That’s great.  

Partner: Alright, I’ll send an invoice & link for the demo your way.  

Customer: Perfect.  
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SmartConnect 
For Customers on a Perpetual License 

The goal of this guide is to assist you in having a 

conversation with your customer who currently uses 

SmartConnect on the perpetual license model.   

model.   

. 
Partner: As I was reviewing your account the other day, one thing caught my attention. Your team has 
utilized SmartConnect since [X date]. I believe it is a key solution for your team since it provides you with 
[describe their current use – for example: “it provides you with integrations between GP and CRM” or “all 
your Excel journal entry integrations” etc].  

Customer: Right, I’d think we need to continue moving forward with that.  

Partner: The reason this is coming up is because eOne, the creators of SmartConnect, has changed their 
renewal price – so it’s slightly increased to $1400.  Considering the nature of integrations has really changed 
and they know their platform needs to be cloud ready, so they’ve added hundreds of features over the past 
few years to ensure that customers may future-proof their integrations for any new requirements they have.  
This is all included in the new pricing.  

The other nice thing is that eOne never raises their prices without adding a benefit. So now, when you renew 
at the new price you also receive two free support incidents from their team. This is not a benefit you had 
prior to this change.  

There really are two options for you moving forward to consider.  

Option 1 is to make no changes. Basically, you stay with SmartConnect in the perpetual license model – 
which you are on now – and pay the annual enhancement as normal. Now, you can renew early this year, 
before July 1st, if you want to renew at the old rate – so you’ll basically get a small discount. You could also 
renew after that time – at the slightly increased price – but get access to the two support incidents. So that’s 
option 1 – keep using the perpetual license as is.  

Option 2 is to purchase the Standard, Professional or Premium subscription level plans. So you’d have a 
monthly payment at these levels rather than an annual renewal. The nice thing with this is that you’d have a 
40% discount on any of the levels I mentioned for 2 years. After that time, you’d revert to their normal price. 

Continued on next page 

  

 

 

Partner: Greeting | Customer: Greeting 



With all the subscription plans I mentioned, you’d have access to unlimited connectors for SmartConnect on 
premise, you’d get all the benefits for SmartConnect.com of the subscription package you select. The 
professional and premium levels have unlimited support – so there are some really good benefits to 
consider when moving this way.  

This would require a two-year commitment. The other nice thing is that once you move to the monthly 
subscription model, you wouldn’t have the AEP payment once a year.  

Customer: Can you explain the differences between all the plans and make a recommendation?  

Partner: Absolutely.  

In the Standard plan, you’d be looking at $400/month – but 40% off that price for the first two years. So it 
would be $240/month for the first 24 months. The benefits to highlight on that plan would be the fact you 
get 4 active system connections & 4 SmartConnect on-premise connections, unlimited integrations, access 
to SmartConnect.com – so the full cloud version of SmartConnect – templates, access to a success coach for 
a total of about 4 hours of scoping and project management, and $100 for access to email & phone 
support.  

Moving up to the Professional plan, you’d be looking at $550/month – but 40% off that price for the first two 
years. So, it would be $330/month for the first 24 months. You’d have all the same benefits of the standard 
plan, but 6 connections instead of 4.  A bit better yet is that you’d have access to unlimited email and phone 
support, a free 2-day training bootcamp in Fargo, and the developer kit.  

Moving to the highest level of the Premium plan, you’d be looking at $850/month – but 40% off that price for 
the first two years. So, it would be $510/month for the first 24 months. You’d maintain all the benefits of the 
benefits of the professional plan but also move to 8 connections. In addition, you’d have access to high 
volume bulk integrations, 4 hours of professional services – whether that’s training, q & A, or small projects. 
You’d also have the annual integration health check and report and could pay $100 for each additional 
connection.  

Customer:  Does this mean I have to move my existing integrations, which run in the on-premise version of 
SmartConnect, to the cloud version (SmartConnect.com)? 

Partner:  No, not necessarily.  However, you will have dual use rights to both in the monthly subscription 
plans.  One thing to note generally, eOne is aligning and enhancing both their online and on-premise 
versions of SmartConnect.  This means that with both the on-premise version and the online version, you’re 
able to integrate with both your on-prem and cloud apps.  It’s just a matter of where you want that 
integration to be running.  Some people have multiple cloud apps and prefer to connect everything in the 
cloud, if there is no on-premise component, like a local server for example. 

With the subscription option, keep in mind that if your team is looking to connect an online app, like D365 
with another online app, like a marketing system, they’d have rights do that with SmartConnect.com, in 
addition to what you’re already using the on-premise SmartConnect for.  In the future, you would also have 
rights to move your integrations to the cloud if you wanted to. 

Continued on next page 
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Customer: That’s a lot to consider. Not sure what we’d need. Any ideas?  

Partner: I’d say with what your team is doing, to move to the [name plan] subscription plan. Continuing to 
pay the AEP isn’t necessarily gaining you a ton, whereas moving to the [name plan] would meet all your 
current needs plus give you access to things like the support you need, as well as get you set up for the 
cloud.  

Customer: What are the next steps?  

Partner: Let me put together the invoice for you to move to [name plan] subscription.  

Customer: Let’s do that.  

Partner: Alright, I’ll send an invoice your way now.  

OR 

Customer: From a cash flow perspective, I think we should go with renewing our AEP as we always have.  

Partner: Not a problem, the nice benefit with waiting is that you’ll get the two free support incidents since 
you’re paying under the new plan. I’ll get that invoice ready and sent your way. 

Customer: Perfect.  
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SmartConnect 
For Customers on a Saas License 

The goal of this guide is to assist you in having a 

conversation with your customer who currently uses 

SmartConnect on the Saas license model.   

model.   

. 
Partner: As I was reviewing your account the other day, one thing caught my attention. Your team has 
utilized SmartConnect since [X date]. I believe it is a key solution for your team since it provides you with 
[describe their current use – for example: “it provides you with integrations between GP and CRM” or “all 
your Excel journal entry integrations” etc].  

Customer: Right, I’d think we need to continue moving forward with that.  

Partner: The reason this is coming up is because eOne, the creators of SmartConnect, has changed their 
monthly price - so it’s slightly increased to $400/month for their Standard plan. Considering the nature of 
integrations has really changed and they know their platform needs to be cloud ready, so they’ve added 
hundreds of features over the past few years to ensure that customers may future-proof their integrations 
for any new requirements they have.  This is all included in the new pricing.  

The other nice thing is that eOne never raises their prices without adding a benefit. So now, when you renew 
at the new price you also receive two free support incidents from their team. This is not a benefit you had 
prior to this change.  

What will happen is they will actually grandfather you into their SmartConnect Standard Subscription level – 
which gives you access to 4 active system connections and 4 SmartConnect on-premise connections. You 
can also continue running unlimited integrations and now get access to SmartConnect.com. You now have 
the opportunity add on unlimited phone and email support for $100 for a 6-month period of time.  

The best part of this is that they’ll grandfather you in at that level for 20% off the regular price for 2 years. It’s 
normally $400 per month, however you’ll pay $320/month for 24 months.  

There are a few other plans to consider that give you more benefits, as well, if you want to move on from the 
Standard level. 

Customer: Great. What are the next steps?  

Partner: I’ll send you the invoice for your monthly payment of SmartConnect for July 1st.  

Customer: Perfect.  

Partner: Greeting | Customer: Greeting 
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