
Our annual State of the MSP Report identified two 
consistent drivers of MSP growth: 

1. Generating a higher portion of total revenue  
from managed services

2. Setting specific revenue and growth goals

Managed services
Shifting to managed services, rather than project 
work, a break/fix model, or relying on hardware sales, 
allows you to capture more revenue. A higher portion 
of revenue from managed services also helps you 
improve your business resiliency by maintaining 
steady cash flow and revenue during times of 
economic uncertainty. As more SMBs are faced with 
accelerated digital transformation, offering managed 
services becomes more important. If you work with 
clients in the healthcare or education market, there’s 
a great need for ongoing IT support that’s beyond 
the scope of one-off projects. In many cases, MSPs 
working in collaboration with internal IT teams can be 
a much-needed lifeline.

Setting specific growth goals
MSPs who set specific growth goals see about 2 
points of additional annual growth compared to MSPs 
who don’t. Whether you’re looking to expand or stay 
at your current level, you’ll perform better when you 
set business growth goals and build a plan to achieve 
them. Focusing your plan on areas where you can 
provide specialisation for specific industries as well 
as valuable expertise can lead to revenue growth.

Making the move to MSP 
Making the move from break-fix to recurring managed 
services will boost your bottom line and make you 
more valuable to your clientele. To learn more about 
becoming an MSP, take a look at our eBook, How to Be 
an MSP: 7 Steps to Success.
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Break-Fix to MSP:  
Benefitting Your Bottom Line

Moving from break-fix to managed services can seem 
overwhelming at first - but it will benefit your bottom line. 
Managed service providers (MSPs) build steadier recurring 
revenue from clients than their break-fix counterparts, and with 
overall small and medium business (SMB) spending on managed 
services growing at 15% per year (Canalys, 2020-2023 market 
forecast), it’s no surprise that most MSPs are growing.
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