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CONSIDERING GIVING YOUR TECH PEOPLE SALES TRAINING? 
NOW’S THE BEST TIME!

Managed service providers everywhere have always asked this question. Should we give our tech 
people sales training? The answer from us always has been an astounding yes! Yesterday was the 
best time and the second best time to do so is now. But there’s a reason why so many MSPs are 
always questioning this. Do tech people really need to be the salesman or should sales be left to the 
professionals?

The straightforward and simplest answer to that your technicians are there when clients need them the 
most. It is at that very moment when a need has been identified and existing or potential clients need 
that solution right then and there. 

Striking when the iron is red hot makes the sale. Salespeople on the other had have to struggle with 
finding leads, warming them up and trying to make the pitch. The success ratio of that is always very 

Who’s ready for the final quarter of 2019! Can you believe it? We’re in the last few months of 2019 
already. 2020 is going to be huge! It’s a start of a whole new decade and time for you to take your 
business to the next level. Technology is moving at a rapid pace and newer tools makes business 
growth more possible than ever. But this means there’s a gap to fill. The gap of the human relationship. 
September is time to get back to building those connections that will benefit you into the New Year. 
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low. When the client needs something, salespeople are not there. Technicians are. Either in-person 
or on the phone or even via email. That is the moment when the iron is the hottest. If you don’t strike 
then, it may very well be an opportunity missed. 

How to Engage Technicians with Salespeople

If you’ve always kept your salespeople separated from your technicians, it’s time now to bring those 
two departments together in some ways. Areas where they can commonly come together, learn and 
share their experiences is the best way to take it forward. 

This means including them in those quarterly business reviews, sales forecasts, brainstorming sessions 
and sharing the data to show where the organization is headed. Show technicians how the client 
management portfolio and account handling is done. 

Look up some basic and intermediate level sales courses in and around your area. Which ones do you 
think will provide your technicians with the most exposure? But once they complete those trainings 
and seminars, continuously engaging them is key to keeping that sales mindset alive. 

Provide Those Sales Incentives

We all know what salespeople live for. That’s the incentive and the drive to earn more on commissions 
monthly and yearly. 

Wanting to push people for more business development needs to be incentivized. This is the prime 
motivation which keeps salespeople pushing for more and applies to technicians as well who are 
expected to meet some sort of targets through their client interactions. 

An expert tip on building the sales confidence for technicians is sending them out regularly with 
salespeople on meetings. This is a way they can experience firsthand how sales are done and how they 
need to present products and services to clients. 

It doesn’t have to be to the extent where they begin missing out on technical client calls. Instead, keep 
it to weekly or even monthly. Take it slow and allow them to adjust into the sales realm. Don’t be too 
pushy. No one likes to be pushed around, especially salespeople themselves. 

The technical knowledge technicians have cannot be matched by anyone else. Using them to also make 
sales can be a powerful combination. Especially for smaller MSPs looking to enhance business while 
keeping things lean.
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STRATEGIC PARTNERSHIPS HELP AMPLIFY 
MSP BUSINESS GROWTH  

In an ever changing and more demanding world, managed service providers, especially the smaller 
ones, are not always able to keep up with demands. Even the larger players in the market find it hard to 
be a jack of all trades. The truth is that as an organization, you don’t have to be the single player when 
it comes to meeting customer demands and requirements.

This era is prime for strategic partnerships and alliances which can benefit two, if not more 
organizations when a certain scenario plays out. Why stress out to do everything yourself when you can 
outsource the work to a partner’s organization and keep clients happy everywhere?

Partnerships build relationships and make the business pie accessible to everyone. The era of greed 
and wanting to take over everything is gone. Learning how to work with organizations in your industry, 
even though they are your competitors, will amplify your MSPs growth. In reality, we need each other 
on a daily basis, so why do we want to keep everything exclusive? Share the profits and business will 
come to you.

What’s Your Core Focus?

Every MSP is good at a lot of things, but really great at only a few. What are some client requirements 
you have experienced in the past which you were hesitant about doing yourself? This could be anything 
from social media management to graphic and website designing or even copywriting. Yes, MSPs are 
asked to provide these services and most are not equipped with the right tools.
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This doesn’t mean you have to say no to a specific project or take on an extra burden which is going to 
ruin your client-vendor relationship later on. Instead, having strategic alliances will allow you to take on 
bigger, more diverse projects without wondering how you’re going to get the work done.

As an example, MSPs from all around the country partner with us to take care of their and their client 
needs such as:

• Project Management
• Business Mentorship
• Telemarketing
• Social Media Management
• Custom Blogging and Newsletters
• Graphic Design
• Virtual Assistants
• Web Tracking and Analytics
• Bookkeeping 

And so much more!

How to Manage Partnerships

It may be confusing as to how to manage a partnership after you’ve reaching an agreement to share the 
workload. It is normally done in two ways:

•  Referring the client to a partner organization and taking a commission or percentage of the 
revenue.

•  Subcontracting the work to take on some of the load yourself based on expertise and 
outsourcing the rest to a more competent organization

You can stick to one popularly adopted method or use a combination of both based on the situation. 
It’s recommended to see what works best for you and ends up delivering the most client satisfying 
results. 

The better your clients are serviced, the more business will begin to flow in. Use partnerships and 
alliances to share and build business. It works. We’ve been doing it for years!
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2 NON-TECH ESSENTIALS TO A SUCCESSFUL MSP OF TODAY 
The good old days were when you could be a technical expert in your field and get business coming in 
based solely on that. Unfortunately, running a managed service provider business just isn’t that simple 
anymore. MSPs are all over the place, trying new things and slowly adapting to the new marketplace.

Clients just expect much more. It is hard to compete in any industry and believing it is going to be 
an easy task would cause any organization to fall hard on its face. A lot of technical know-how is 
important as a managed service provider. But what is your x-factor? How have you taken your business 
development methods to the next level? 

This comes as a surprise to many new MSP business owners. IT seems straightforward in the start, 
but when they actually get going, things can get really tough, real fast. But this can be applied to any 
industry. Doing business today is much different from what it was just 5 or 10 years ago. Times change 
rapidly and keeping up isn’t enough. You need to be five years ahead of now to be successful. 

How can an MSP do that? We’re going to talk about three non-tech essentials for every successful MSP 
of today. 

Up Your Marketing and Communications Game

Yes, we know you’re a tech organization and IT is where your expertise is. But we’re almost at 2020 now 
and the requirements for MSPs are more different than they were ever before. Do you have a dedicated 
marketing and communications specialist, or have you outsourced to a partner organization?
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Everything from web design, content writing, blogging, social media management, internal and 
external communications come under this realm. MSPs are usually at the lower end of the spectrum 
here. How else are you going to brand your MSP to market to the next generation? 

People live online and love a good story. Is your marketing and communications promoting that side of 
your business? 

Promote Your Best Side

Now that we’ve covered just how important marketing and communications are for any MSP, it’s time 
to realize another essential. Which is promoting your best side and determining what that is. What is 
the x-factor your business can promote to the world and make your niche? 

Businesses need to know what they are getting out of an alliance with your organization. This is your 
chance to show them why they need you and not the other way around. 

You may be great or even the best at backup and disaster recovery or managed services, but if people 
don’t hear about it and see the success stories, how will they know how good you are? The world, 
especially the virtual one, is very noisy. Be a unique voice people want to hear. 

Running an MSP today is a great experience. MSP owners love what they do and how they go about 
satisfying their clients. Show that passion to the world and grow your business by using modern tools 
and methods. There’s no way you can lose on that sort of investment.
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THE RIGHT WAY TO LOSE A CLIENT 
Gaining and losing clients is a part of any managed service provider’s lifecycle. There is never going to 
be an MSP which has not lost a client. It just doesn’t work that way. It also doesn’t mean that you are a 
bad service provider. Clients come and go based on several, varying reasons.

It could be the economy, internal political decisions of the organization or just a move to another 
service provider based on certain business goals. You, as an MSP, may also not be fit for every client. As 
business owners, it is important to not fall into the trap of taking every lost client as a personal hit. 

Keeping your ego out of the client loss cycle will make doing business easier, while also keeping that 
relationship intact. You never know. They may make a comeback later on if the level of service and 
customer interaction is something they fail to see in other MSPs. 

The instinctive move is to make life tough for the client and the organization which may be taking over 
the task of managing their IT service. This isn’t the right approach. Remember, keep that relationship a 
priority and always maintain friendships. Don’t let it affect your personally. 
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Make the Transition Smooth

Some organizations will be going with other MSPs, while some may even be internalizing their IT 
support services. Whatever the situation is, play a positive role to make the transition for your now 
former client as smooth as possible.

A good example of an understanding MSP is providing a good level of support even after the transition 
is done. For smaller clients, go the extra mile. Take a few calls for free if the need ever arises. This shows 
them just how much you care. If they never even come back themselves, it is highly likely that they will 
mention your name to their friends and business contacts. That’s for sure. 

Decide on a Final Price Point

There’s going to be a client every now and then who wants rates well below your threshold. As a 
professional and reputable MSP, you need to have a final price point which you’re not willing and able 
to go below. 

While it’s advised to provide exceptional customer service, it’s understandable that it cannot be 
provided without making any money. If a client has to go to those rates which don’t make financial 
sense for you, it may be a good time to just shake hands and say goodbye instead.

It’s always better to have fewer, better paying clients instead of several, lower paying ones.

Trying to keep clients on board who don’t understand good financial sense can be stressful. It’s also a 
barrier in you focusing on growing your MSP with other clients. Don’t keep the stressing clients when 
you can have more aligned ones. 

Moving on can be tough and at times, even seem impossible. Fortunately the reality is that you can and 
will move on and recover. The market is hot and don’t keep yourself tied to clients who would not want 
to be there. It may work out for the better for all parties involved. 

1059 S Sherman Street
#140 Richardson, Texas, TX 75081

www.mspexpediter.com

info@mspexpediter.com

972-411-2473


