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EXPERT ADVICE ON EXPEDITING MSP GROWTH
Turn on the news and there’s constant worry about when to expect the next recession. Change the 
channel and business has never been better and the economy is on its way to reaching new heights. 
There aren’t two sides to the story anymore. There are several. Which side should you be on?

The answer to that is quite simple. Cut out all of the noise surrounding you and stopping you from 
focusing on growing your business consistently. Business growth is the only answer to keeping up with 
rising costs of living and doing business in this economy. No matter what the situation tomorrow, other 
businesses will always be in need of solid managed service providers and you, as a top tier MSP, need to 
be the one on the frontline. 

Growing your business is easier said than done. Being a managed service provider, there are a certain 
few tips from experts which will actually make the difference you need to take things to the next level.

Luckily, we’ve compiled some of our top picks and hope you can implement them to keep business 
growing, sustainably.

Welcome to the August edition of the MSPE Newsletter! We have a lot of great discussions in store for 
you. Looking back at last month, what was your top most priority? Is that going to be the core focus of 
your business for the coming time or are you in the process of shifting your goals in the last few months 
of 2019?

Let’s use this time to reflect back at the past 7 months and how things are going to change for a 
different perspective. We hope you achieve the ideal level of business in the months to come and we’ll 
always be sending you the best of the best to make it happen.
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Have you considered franchising?

It may not seem to be the right time to expand. This could especially be true talking about unknown 
territories and unchartered business sectors you don’t have much experience of managing services for.
 
Not to worry.

What you do have is the business expertise to know how to run and manage a successful managed 
service business provider. 

Use that to your advantage. Offer the business model you find to work well as an opportunity to 
franchise with investors in different areas of the country or even just the state you are based in. The 
potential to make it a way to truly make that leap of faith may just end up being your best business 
decision yet.

Bring on the marketing experts

You could be lacking a solid marketing strategy. 

We at MSP Expediter know how intimidating it can be to get into the world of marketing and sales. 
Which is why some of our most in-demand services consist of our digital marketing and management 
products. 

Bringing on the experts in marketing is one of the top ways how MSPs take their business beyond 
current single digit growth levels. Wanting to achieve that new level of brand recognition and authority 
requires an investment. 

Are you ready to enter the realm of the top MSPs in the league? 

Everything from your current SEO strategy to social media presence and how you handle all of your 
online working will be completely assessed. In many cases, MSPs require an entire overhaul because 
they are losing out on so much business just because of their shortcomings online. 

The world is online, and you need to be a leader in the virtual world. 

Investing in improving your MSP’s internal processes and functioning is crucial to business success. 
Some organizations ensure to budget for it. How much have you reinvested back into your business 
these past months? 
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INCREASING YOUR CONTENT OUTREACH TO
MAXIMIZE MSP VISIBILITY  

Between digital marketing and content performance, the only aspect making the difference is how well 
you reach out to your target audience. Being on social media and trying to advertise on search engines 
may seem like an easy task, but the ability to do it efficiently while still being effective is a science in its 
own sense. 

There’s a reason why so many managed service providers trust us with their online marketing and 
outreach campaigns. 

It gives them the ability to bring on board some of the best marketing experts focused solely on the 
managed service business while getting results which matter. Smaller MSPs have a tougher time 
juggling between tasks all on their own, but not all hope is lost. 

We’re in the business of you succeeding and right now, we want to show you how to get your content 
out to as many potential clients as possible.

Forget about the clickbait content strategy

When you provide titles and content which really doesn’t add value to the reader, it’s more than 
probable that they will hit the unlike and unfollow button pretty fast. This includes using images and 
thumbnails which confuses readers into thinking that the article or video is going to contain something 
different than it actually does.
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Clickbait is a blackhat method to get traffic quickly to your page. 

But in the long run, it hurts your brand. 

You’re not a celebrity gossip website and certainly not selling quick weight loss programs. Stay away 
from clickbait and don’t risk the chance of massive reputation damage. MSPs are in the business of 
providing value and all the content you share or provide online should maintain a certain level of 
integrity. 

Remember, the value is in the quality, not quantity. 

Use social media measurement tools

What works and what doesn’t? This is an age old question any content creation team is faced with on a 
daily basis. The answer is that there’s nothing that is always guaranteed to work, and it always does not 
have to either. 

You’re not in the game, as an MSP, of going viral and creating funny videos. While it’s great to provide 
a high level of creative entertainment to your audience every now and then, keep the consistency for 
ongoing performance.

What’s the best way to measure what’s working for you? Use a plethora of social media measurement 
tools available at your disposal. Tools and programs like Sprout, SME Rush and so many more provide 
content ideas, show how your social media channels are performing and the latest trending topics to 
keep you on top of what’s going on. 

Expand your online presence

Sticking only to LinkedIn and avoiding investing in other channels? This is a common MSP mistake. Get 
out there and develop a brand people love to follow. Engage with them and provide those personalized 
customer touch points. 

While success on social media in never promised through any single technique, it does provide a high 
level of value to MSPs who choose to invest in it long-term. It requires input of a certain degree to 
expect a specific output. 
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INVESTING IN RAPPORT BUILDING WITH CUSTOMERS
HAS A HIGH ROI FOR MSPS 

Whatever business you’re in, rapport building with existing customers and potential clients is a must. In 
a world which is so noisy and managed service providers are fighting for every lead out there, what is it 
that will set you apart from the rest?

It’s the level of relationship, trust and understanding that you invest in building for the other person to 
finally sign on that dotted line.

As an MSP, your primary focus always needs to be on client service delivery. 

The approach to doing that in the best possible way is to invest greatly in rapport building. Without it, 
you’re just every other MSP out there. Nothing is special for the client. 

They can leave you today and continue with another in the same way tomorrow.

But when you have that certain understanding, it is always harder to say goodbye. Businesses want to 
work with service providers who are easier to deal with and know what to do without them having to 
describe every step of the process. 

They want an MSP which will be there through thick and thin. Be that MSP. 

Need some advice on how to be better at rapport building? Let’s dive in.
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Focus on listening

What many MSPs fail to do is actually listen to their clients. It’s easy to talk, talk and talk some more, 
but it’s extremely difficult to be all ears. Clients want to be heard, want to be relatable and need that 
feeling of personalization. No matter how large the client is. 

Providing a dedicated support system to meet every one of their needs will always keep them coming 
back for more.

Developing great communication skills for you to be able to do that takes some time. The mental 
processing of accepting you want to do it is the first step. The next steps come naturally. Have the 
intention to be more listening to your clients when that next call comes around or even in an email.

Describe in whatever way you’re communicating that you’re focused completely on them and then tell 
us how business is going.

Be descriptive in all the right ways

Your website, email format, advertising and social media posting all needs to have one major 
component in common. That’s the feeling of understanding. 

While all MSPs are flaunting how many clients they have and why they’re the best, be the MSP which 
shows just how customer focused you are.

With a consistent messaging strategy, you are bound to develop a certain persona about your brand. It 
will become naturally how an audience perceives you.

Test out different styles of messaging and this in-direct way of communication can be a lot more 
effective than you could imagine it to be. 

Whatever you do, always be relatable. 

Use messaging and styles of communication which show you understand exactly what they are saying. 
Portray how you understand their challenges and aspire to achieve success and overcome them. Take 
their hand and prove to them that they made the right choice in hiring you as their managed service 
provider. It takes a lot to outsource all of your IT needs to one company. 

Don’t let them down. 
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HOW TO KEEP THOSE IDEAL CLIENTS ON BOARD FOR LONGER 
Every thriving managed service provider has those set of clients which they consider to be their top tier. 

Without these clients, business would sharply decline and that could spell disaster. While it’s always a 
good idea to mitigate risk as a business by diversifying your income streams and not rely on a few ‘big’ 
clients, worrying about losing them everyday is a bigger problem.

Just how can MSPs retain those big paying clients for longer and not have to keep devising ways to 
have them on board for just one more year? 

When stakes are high, some businesses end up making major mistakes. It’s not always easy working 
under such stressful conditions and you shouldn’t have to when you do it smart.

A couple of clients paying you 80 percent of your profit are always better than the dozens making up 
the remaining 20 percent. It’s simply the 80/20 rule, which if you already don’t know about, need to 
read up on.

Here are some ways which will help in retaining your top clients for longer and also end up making your 
MSP a more customer centric one. 

Don’t always make it about the sales funnel

What MSPs get wrong is that they treat every single client as needing to come through the ‘sales funnel’ 
and be handled like every other potential customer. Every business should be treated strategically in an 
personalized manner. 

Make the approach unique and target the points which will force them to consider you as their sole 
service provider.

You’re the IT specialist. They get that. So are several other MSPs out there. It’s easy to sign up for a set 
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price and set of services, but it’s always better to be signing up with a friend. 

It’s also easier to end a professional relationship, but always harder to end a friendly one.

Be that friend those businesses need. Make them see that they can count on you every step of the way 
and why you are their friend in need. It might seem cliché but there’s a reason why it is. It works. That’s 
why. 

Reward your loyal clients

Don’t just expect your clients to remain loyal to you. Reward them for it. Offer them promotions that 
no other client gets. Not even those who sign on for the first time. Make them feel special for having 
invested so much in you for so long. This is how true friendships develop.

If there’s a business client of yours who you know is going through some financial troubles, offer to cut 
costs for a while. It will mean the world for them and you can count on that gesture going a very long 
way indeed.

Understand who your ideal client is

Not knowing your ideal client is, is what keeps most MSPs in the dark about providing the best possible 
service. 

Develop specific metrics and KPIs to measure what makes the client an ideal one for your style of 
business. Maybe you provide better service to those healthcare clients than you do to law firms. It could 
be for any reason at all. When you know, you’ll be able to develop a continuous process of catering to 
their needs without them even having to say it. 

That will truly mean everything for those clients. A win-win situation for everyone involved.
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