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Keychain Logic, the premier Software-as-a-Service revenue acceleration company, contributes frequently to the 
development of SaaS best practices. Co-founder Ken Boasso shares his industry expertise and evangelizes the 
adoption of the service-focused business model by publishing whitepapers & articles, speaking at conferences & 
summits, and leading workshops & seminars. 
A prolific writer, Ken is active in the Software & Information Industry Association’s SaaS Executive Council and chairs 
the SaaS ISV Best Practices Committee, which publishes case studies, articles, and whitepapers. His recent industry 
contributions include: 

Transforming the Software Industry Accelerated Revenue Growth In an Evolving Market 
SIIA SaaS Working Group Whitepaper Keychain Logic Marketplace Backgrounder (case study) 
Principal Author (12,000 words) Principal Author (2,300 words) 

It’s All About the Money: How SaaS Companies Boasso on Business: 
Are Solving the Sales Compensation Problem Observation & Outlook on the Business of Technology 
SIIA SaaS ISV Best Practices Article Personal Blog at www.BoassoBusiness.blogspot.com 
Author (1,200 words) Author 

An enthusiastic and provocative advocate for the evolution of the software industry, Ken is often recruited to appear 
as a featured speaker or panelist at key SaaS functions. Focusing primarily on the benefits and challenges inherent 
in an on-demand, subscription-based business model, he appears before audiences that include software executives, 
industry analysts, investors, and press. Representative speaking engagements include: 

Software Business Transformation Summit SDForum SaaS Special Interest Group 
“Moving to a Subscription Software Model,” panelist “It’s an Inbound World,” speaker 
The 451 Group & Tier 1 Research Bingham McCutchen 
Las Vegas, June 13 & 14, 2006 Palo Alto, September 14, 2006 

Key Trends In Software Licensing Software-as-a-Service Series 
“Mutual & Reciprocal Ts&Cs for SaaS Contracts,” speaker “Pure-Play SaaS versus Hybrid,” panelist 
Information Technology Association of America San Diego Software Industry Council 
Mountain View, September 21, 2006 San Diego, September 26, 2006 

OnDemand 2006: Enabling & Delivering SaaS 
“Sure, It’s an Inbound World. Now What? Guerrilla Tactics for Lead Generation” panelist 
Software & Information Industry Association 
San Jose, November 8 & 9, 2006 

Supporting the industry’s desire for open discussion and broad-based education, Ken works with leading companies, 
associations, and other SaaS advocates to conduct workshops and seminars on implementing these best practices. 
Interactive and dynamic, Ken’s workshops are crafted to provide comprehensive, quality, and useful content. 
Presentation topics frequently include SaaS go-to-market strategies, guerrilla tactics, pricing, sales cycle accelera-
tion, incentive compensation plans, and the challenges inherent in operating a hybrid business model. 

SaaS Revenue Acceleration Workshops Software University: SaaS Series 
“Sales & Marketing Support for SaaS ISVs” “Sales, Marketing, Pricing & Legal Implications” 
Presented in Association with OpSource & Microsoft Sponsored by CompTIA / SoftwareCEO 
Santa Clara, Austin, Dallas, Chicago, & Atlanta, various dates Webinar, October 26, 2006 
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Keychain Logic accelerates revenue growth in the Software-as-a-Service and On Demand sectors by delivering customized 
tools and services to independent software vendors that supercharge their entire revenue production engine. 

A major contributor to the Software & Information Industry Association’s SaaS Executive Council, Keychain Logic chairs the 
SaaS ISV Best Practices Committee, which produces articles and case studies addressing issues faced by vendors and 
VARs in the new enterprise software industry. 

Additional resources can be found at www.KeychainLogic.net. 
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A co-founder of Keychain Logic, the premier Software-as-a-Service revenue acceleration company, Ken Boasso is 
the firm’s most recognizable name and face. Responsible for sales and marketing, Ken also works with key SaaS ISV 
clients on the design and implementation of go-to-market strategies and accelerating customer acquisition efforts. 
Frequently recruited to speak at industry events and share ideas about the SaaS revolution, Ken is held in high re-
gard by other technology executives and thought-leaders: 

Ken has become one of the best thinkers on where the sales aspect of Software-as-a-Service is going. I would recom-
mend that anyone looking to change their sales model should talk with Ken. 
 — Treb Ryan, CEO, OpSource 
Ken has been an excellent strategic coach as we develop our company’s SaaS go-to-market plan. He has a “big-
picture” view, but he is more than willing to roll up his sleeves and contribute to the end product. His visibility into the 
growing SaaS market is invaluable, and he has contributed many industry insights. 
 — Elias Hanan, CEO, Vertisoft, SA CV 
A true entrepreneur, Ken provided a versatile blend of business acumen, sales strategy & execution, business develop-
ment, and superior negotiation skills to our sales force. He groomed our team with the skills necessary to meet our 
customers’ needs and provide win-win results that dramatically grew our business. I highly recommend Ken to firms 
seeking executive sales leadership to define and drive strategy, grow and mentor their sales teams, and foster excep-
tional customer relationships. 
 — Tim Guarnieri, President, Bungi Communications (former VP/GM of PAIX.net) 

An entrepreneurial executive with a background building high-performance organizations, Ken’s experience includes 
leading the national sales organization at PAIX.net (now Switch and Data) to achieve 290%+ revenue growth during a 
2½ -year industry-wide recession. Ken also was instrumental in MCI’s entry into the $30B systems integration market, 
developing, approving and implementing the business case that generated more than $200M in new SaaS-driven 
emissions control system contracts in less than two years. 

Ken is a bright and insightful business person, empowering those around him. His candor, honesty, and fairness are 
refreshing, and he asks tough questions that encourage the evaluation of business problems from multiple angles. 
 — Mary Wilson, Director of Business Development, Kintera 
Ken “gets” SaaS. He understands the business and has the experience to help companies navigate the rapids when 
they transition to a subscription model. 
 — Michael Mankowski, SVP, Tier 1 Research 
Ken can be counted on to think outside the box. He is expert at matching product-focused technology to emerging 
needs so new models can be integrated into mainstream service offerings. His ideas are executable, scalable, and 
focused on the customer value proposition. Combined with his skill as a manager, his unwavering commitment to build-
ing new standards for providing solutions helped us accelerate revenue growth and stay far ahead of the competition. 
 — Sheldon Fishman, (former) Vice President Sales & Marketing, PAIX.net 
An enthusiastic and creative force, Ken always seems to have a new idea that is just what we need at critical points 
along the way. He has a keen eye for marketing and presentation detail, and our use of many of his suggested guerrilla 
tactics has spurred a remarkable viral effect. Moreover, Ken is a master of the consultative sales process and effec-
tively shares his expertise with others. We are glad we found him. 
 — Dennis Thompson, Managing Partner, Thompson Associates 

Ken’s core competencies also include: strategic business planning & execution; business process improvement; mergers & organ-
izational integration; team building, training & leadership; and complex contract negotiations. He holds a bachelor's degree from 
the University of California at Davis and a masters in business administration from St. Mary's College of California. 
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Keychain Logic accelerates revenue growth in the Software-as-a-Service and On Demand sectors by delivering customized 
tools and services to independent software vendors that supercharge their entire revenue production engine. 
With broad experience marketing and selling technology services and applications across market segments that include 
Fortune 500, SMB, & governments, Ken’s teams have used Keychain Logic’s strategies to generate explosive growth in 
technology businesses, resulting in more than $3.2 billion in profitable new contract revenue over the past 20 years. 
Additional information can be found at www.KeychainLogic.net. 
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