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Welcome to the MSP Playbook: Positioning Your Services in 2025.

In a sea of sameness, this playbook helps you rise above. It’s not
just about the stack you sell — it’s how you package it, position it,
and communicate it. Whether you're refining your GTM messaging
or rethinking your service bundles, this playbook is here to help
you move from reactive to strategic.

You’ll find frameworks, messaging tips, and real-world insights that
speak the language of modern MSPs.
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Why Clarity
Wins in 2025
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They buy fewer headaches. Faster
workflows. Better security. When your
messaging focuses on outcomes, not
features, you're already ahead. Clarity
builds trust, trust wins deals.

CLIENTS DON’T BUY TOOLS

Positioning starts with focus. Targeting
the right clients — not all clients —
means sharper offers, stronger
referrals, and better margins.
Generalists struggle. Specialists grow.

YOUR NICHE IS YOUR EDGE
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Define Your
Core Offer with
Confidence
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Clients don’t want to decode your services — they want to know
what you own. Three to five clear service pillars make it easier to
explain, easier to sell, and easier to scale.

💡 Example: “Modern Workplace” is clearer than “365-Intune-
Autopilot stack”.

WHY PILLAR CLARITY MATTERS

Use this simple method to structure each one:
Name (outcome-based, short, bold)
Problem it solves
Relevant technologies or tools (if needed)
Deliverables & value

🧠 Tip: Focus on the transformation, not the tools.
 Instead of “Endpoint Security,” say “Always-On Protection.”

HOW TO BUILD YOUR PILLARS
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Positioning
Health Check

C

M
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Can your team clearly
explain your value — in
under 30 seconds?
 Sales, marketing, and
delivery teams must tell
the same story, aligned to
real business problems.

MESSAGING

Do clients instantly
understand what you
do and why it matters?
 Your service names, web
copy, and pitch should be
free of jargon and
focused on outcomes.

CLARITY F Are you targeting the
right clients — or trying
to serve everyone?
 Niche down. Positioning
is sharper and stronger
when it’s not diluted
across industries.

FOCUS

S Do your services follow
a repeatable delivery
model?
 Positioning is supported
by operational clarity.
Structure drives scale.

STRUCTURE

Strong positioning isn’t a tagline. It’s how you show up, speak up, and
stack up — across every client touchpoint.
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Strategic
Content That
Converts

Clarify Your ICP’s Needs

Choose Trusted Formats

Elevate Expertise

Align Content with 
Buyer Journey

Create Consistent Signals

Distribute with Purpose
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Know What Your Clients Care About
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Digital
Presence is
Proof of Value
SHOW UP WHERE YOUR
CLIENTS LOOK FOR ANSWERS.

Your digital footprint speaks before you
do. Every page, post, and profile should
reinforce your positioning. A clear,
consistent, and professional presence
builds confidence with future clients.

Align your website, LinkedIn, and
decks visually and verbally.
Feature proof: testimonials, client
logos, or mini-case studies.
Showcase your tech stack and why
you chose it.
Use brand visuals that support your
message, not distract.
Reduce friction: make contacting you
effortless.

Modern buyers investigate before they
engage. Let your presence pre-sell your
credibility.
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Basic GTM principles and practical tips
for modern MSPs

Clarity Over Complexity: Use simple, outcome-driven language clients
understand.
Consistency Across Teams: Sales, marketing, and service must speak the
same language.
Alignment with ICP: Everything starts from knowing exactly who you're
targeting.
Focus on Value Delivery: Show how your offer improves business outcomes,
not just IT operations.

BASIC PRINCIPLES:

Name your services in ways clients can repeat and understand.
Use a one-pager to unify messaging across sales and delivery.
Map your sales process to client readiness, not your own.
Include your GTM motion in quarterly reviews — test, measure, adjust.

PRACTICAL TIPS:
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Go-to-market is how your offer reaches and resonates with your
audience. It’s not a one-time launch — it’s a system that blends

positioning, process, and promotion.
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Strategic
Partnerships &
Ecosystems

STRATEGIC
PARTNERSHIPS

Smart MSPs don’t scale alone. They build ecosystems —
combining vendors, consultants, and communities to create
mutual value. A great partnership amplifies reach, sharpens
positioning, and delivers trust by association. Prioritize
alignment over volume: choose partners who share your
vision, serve your ICP, and bring complementary strengths.
Whether it’s joint campaigns, referrals, or co-branded
solutions, strong partnerships don’t just support growth —
they accelerate it.
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Your one-liner clearly states who you help and what you solve

Service names reflect business outcomes — not just tools

Your ideal client profile (ICP) is defined and documented

Sales, marketing, and delivery all tell the same story

Your onboarding experience reinforces your value proposition
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Positioning Readiness Checklist
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Let’s Build
Together

+31 6 39 41 36 65

Phone Number

abovethestack@currentmarket.net

Email
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