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and trends shaping the industry today




Summary

We surveyed 414 MSPs (managed service providers) and IT professionals across the US to uncover the latest

pricing strategies and trends in the MSP space. The report aims to inform and educate MSPs on the landscape
of the industry, as well as provide insight and guidance on how:

Their pricing compares with industry standards

To optimize their pricing strategies to remain competitive

To use the key insights of the report to adapt to changing market dynamics

What stands out from what we learned:

The MSP space continues to grow and doesn’t show signs of slowing down.
Despite the ups and downs of the economy following the pandemic, over half of the organizations surveyed made
more than $10M in revenue in 2022, and nearly half of respondents anticipate additional revenue growth in 2023.

The bigger the company, the bigger the pricing selection.

The organizations that tend to offer more than one pricing plan are the ones that show signs of growth and scale,
e.g., larger, have higher revenue, more endpoints, etc., indicating that as MSPs grow, so too do the pricing options
in order to keep up with the evolving needs of their expanding customer base.

Economic factors play a huge part in price increases.

Inflation, rising labor costs, the general cost of doing business. These and other economic factors were the
leading reasons why most respondents raised their prices in 2022. Looking forward, it’s imperative for business
owners to consider socioeconomic factors and the current state of the MSP landscape to ensure they remain
competitive, profitable, and aligned in the evolving industry.



Which industries do
MSPs serve?

Due to its heightened need for IT services,
cybersecurity, and network management -
and as businesses everywhere are increasingly
reliant on technology for everything from
operations to marketing - it’s no surprise the
technology and software sector is the most
common industry MSPs serve.

It’s the industry that arguably presents the
most white space for MSPs, both in terms
of innovation as well as overall business
opportunity.
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Industry

Technology/software
Government/public sector
Financial services
Healthcare/pharmaceutical
Manufacturing
Telecommunications
Retail/e-commerce/restaurants
Transportation/logistics
Education
Media/entertainment
Energy/utilities
Hospitality/tourism

Legal




How did MSPs perform financially in 2022?

2022 Revenue
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Pre-revenue $25K - $100K $100,001 - $500K $500,001 - 1M

Expected Growth

Almost half (45%) expect revenue
growth of 10-20% in 2023.

About one-quarter (26%) expect less
than 10% revenue growth in 2023.

55%

16% 17%

$1,000,001 - $5M $5,000,001 - $10M More than $10M

Average breakdown of
annual revenue

Monthly recurring managed
service contracts

Hourly-based work

Project-based work




Credit/Debit Card 80%

How do MSPs

Online If’qyment 70%
q Cce p-l- pqym e n1-? (e.g., PayPal, Stripe, etc.) °
Direct Debit 59%
While credit and debit cards continue
to reign supreme as the preferred Check/Cash 57%
payment options for MSPs, some Wire Transfer 43%
traditionally unorthodox methods are

inching their way into the space. E-Transfer 58%

Cryptocurrency 15%

0% 10% 20% 30% 40% 50% 60% 70% 80%

MSPs most likely to accept cryptocurrency:

By size By years in operation

0,
Less than 25 employees Less than 5 years 9%

Between 5 - 25 years 42%

More than 25 employees
More than 25 years 6%

Cryptocurrency transactions offer decentralization, lower fees, and the potential for international payments, making
them appealing to MSPs that want to explore less conventional payment methods, are looking for ways to meet the
evolving needs of clients, enhance security, or stay competitive in the shifting MSP landscape.




MSP pricing plans

« Most organizations offer four or more standard plans; however, 11% offer none.

« Organizations that are larger, have greater revenue, more endpoints, and have
hired more technicians in the last year tend to offer more plan options.

« Variable pricing plans are used much more compared to flat-rate plans.

#of Standard Plans

Most likely to have four
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or more pricing plans

Has more than 25 employees 37%
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Earned more than $10M in 42%
revenue in 2022

Manage/maintain more than 45%
500 endpoints

X

Added 50 or more technicians 48%
in the last year

4 or more



How MSPs price non-project work

28%
24% 24%

Fee per user Combination of fee Fee per endpoint (e.g., laptops, Per hour Combination of fee per user Fee per network equipment Block hours
per user + Endpoint phones, other user devices, efc.) + network equipment (e.g., servers, routers, firewalls, etc.)
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10%

5%

0%

Average pricing per method
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PRICE PER PRICE PER PRICE PER HOURLY BLOCK
USER ENDPOINT NETWORK EQUIPMENT RATE HOURS

$151.95 $98.94 $104.93 $109.79 $105.18




MSP pricing strategies

Many MSPs struggle with creating a pricing
strategy due to various factors, including lack
of time or market research, fear of customer
resistance, or simply because they operate in
a reactive vs. proactive mode.

When asked how their organization came
up with its pricing strategy, the majority of
respondents said they didn’t know.

*

While there is no right or wrong way
to structure pricing - so long as it
aligns with company goals - having a
clear strategy for pricing is critical to
success and sustainable growth.

Without establishing a strategic
pricing methodology and plan,
MSPs risk revenue inconsistencies,
operational challenges, and the
inability fo communicate or report
their value to customers effectively.

How did your organization come
up with their pricing strategy?

33%
Other

Current costs
/budget

Staff/committee/
executive
decisions

I don’t know

Market trends
/competition

Research/analysis/
strategy and planning

26% of respondents said they don’t know how
their organization created its pricing strategy,
while only 7% said their strategy was backed
by research, analysis, strategy, and planning.



MSPs and price increases

63% of the organizations
surveyed have raised prices
in the last 12 months.

Reasons for raising prices
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MSPs and price increases

Environmental factors outside of their control led many MSPs to raise their prices in the past
year. As expenses rise due to factors like inflation, labor costs, or technology investments,
maintaining profitability becomes even more of an uphill battle.

To sustain business operations and provide quality services, MSPs often must adjust pricing
to simply cover these rising costs. Achieving positive ROI may prompt them to tick prices up

even further.

Most likely to have raised prices:

80%  74% - 69%

Smaller organizations Organizations that have Organizations that
(< 25 employees) added 51+ technicians offer volume discounts
in the last year or pricing incentives




The road ahead

While technology, digital transformation, and telecommuting were already alive and well in the
MSP space (and world) prior to the pandemic, COVID-19 accelerated all three and increased
demand for MSP services.

Today, that means an MSP’s success requires and is reliant on flexible pricing options, hybrid
service delivery, and proactive client communication. To achieve - and maintain - this success,
MSPs must not only stay diligent about establishing thoughtful pricing strategies, but also about
how they market their services and communicate their value to prospects and customers. Doing
so is the only way to stay competitive and thrive in the evolving tech landscape.

About the Data

Study Methodology

This report presents the results from an online survey that was conducted on behalf of Syncro and completed
by people who work as a managed service provider (MSP) or IT professional in the US. The survey ran from
September 14-25, 2023. The objective of this survey was to uncover pricing strategies and trends among
MSPs and IT teams and provide data-driven insights to help them more effectively and successfully run their
businesses.

Study Respondents
A total of 414 MSP and IT professionals completed this survey.




Whether you’re an MSP business owner, manager, or technician,
keeping abreast of the trends within the broader landscape will
be the key to sustainable success.

Learn how Syncro helps MSPs run a more profitable MSP.

SYyNCro

The integrated business
platform for running a
profitable MSP

« PSA, RMM & remote access in one
affordable package

» Integrations with 50+ third-party tools

* Unlimited endpoints, no contracts, no
minimums

START YOUR FREE TRIAL



https://syncromsp.com/start-my-free-trial?utm_medium=offline&utm_source=pricing_insights_pdf&utm_campaign=syn_lg_msp_pricing_insights_2023&campid=syn_l_msppricing&utm_content=free_trial

