
Making the Transition from VAR to MSP
Four essential requirements for building and running  

a successful managed services business



It’s hard to be A VAR.
If you’re a value-added reseller (VAR), you know that times are tough. 

Your core services are becoming increasingly commoditized. You face 
fierce price competition in a crowded marketplace. And although 
demand for hardware and software is growing, profit margins have 
become razor-thin — and are steadily declining. 

To break free from these challenges, you need a way to diversify your 
value proposition and service offerings, generate new sources of re-
curring revenue, and increase the value you deliver to both new and 
existing customers.

As more and more VARs are discovering, the answer lies in transition-
ing to the managed services business.



Why shift your business model?
Becoming a managed service provider (MSP) offers an immediate 
path to higher-value, higher-margin services that complement those 
you already offer to your customers. Yet the MSP business model  
offers more than just a higher business valuation from new sources 
of recurring revenue. It also helps you build stronger relationships 
with your customers, who will come to see you not just as a vendor 
but as their trusted IT advisor. 

The MSP Business Model

MSPs generate recurring revenue by serving as their customers’ out-
sourced IT department, either augmenting their internal resources or 
meeting all of their day-to-day IT needs. As an MSP, you will assume 
responsibility for your customer’s entire IT environment rather than 
access services and hardware alone.



Why do businesses need an MSP?
Businesses of all sizes want to focus on serving their customers — 
not on managing the multitude of systems, networks and devices 
they rely on every day. They’re looking for a service provider they 
can trust to deliver solutions that will help them handle:

 » The skyrocketing adoption of mobile devices in the workplace

 » The need for seamless connectivity between IP-enabled devices 
and mission-critical networks 

 » The increasingly complexity of their business and IT systems



What you need to succeed as an MSP?
Four elements are key to overcoming these challenges and making 
a successful transformation:  

 » A remote monitoring and management (RMM) automation platform

 » A flexible licensing model with modular service offerings

 » A strategy for business planning and transformation

 » Effective back-end network operations center (NOC) and helpdesk 
support services



The right platform.
How do you efficiently deliver a wide of range of managed services to 
customers with diverse IT needs? A big part of the answer is automation. 
A fully featured RMM platform should enable you to automate: 

 » Routine IT tasks and processes — applying patches, resetting 
passwords, running defrags, deploying applications, and checking 
networks and devices for regulatory compliance

 » Advanced monitoring of IP-enabled devices — giving you the 
‘big picture’ perspective you need to uncover trends and streamline 
management tasks

 » Device-specific remote management and control sessions — 
allowing technicians to remotely troubleshoot issues, patch desktops 
and servers, and distribute software and scripts

 » Detailed performance reporting — demonstrating to customers 
that value of the services you provide and the benefit you’re bringing 
to their IT environments 

 » Managed endpoint protection — integrating antivirus into your RMM 
platform to make it easier to deploy, manage and monitor for customers 
of all types



The right service offering.
Not all customers require the same level of IT support or place the 
same value on outsourced IT services.

To meet the needs of all kinds of customers, you need a flexible 
licensing model — in which you offer comprehensive, fully managed 
services as well as less extensive trial offerings — complemented by 
modular, à la carte service offerings such as backup and security. 

This approach lets you reach the broadest possible number of  
potential customers: from those who buy services only when something 
goes wrong (reactive customers) to those who outsource all of their 
IT functions (proactive customers). It also gives you the opportunity to 
turn reactive customers — who make up 80 percent of the marketplace1 
— into proactive customers by demonstrating over time how your 
services can address more of their needs.

1 Gartner Research. (2005). IT Management Process Maturity Model. Sourced November 27th, 2014. 
   https://www.gartner.com/doc/486700/new-technologies-attempt-meet-itsm

https://www.gartner.com/doc/486700/new-technologies-attempt-meet-itsm


The right strategy.
To make the transition to the MSP business model and go to market 
as quickly as possible, you’ll need a solid business planning and 
transformation strategy. There are some very specific questions 
related to the business, marketing and sales strategy that you will 
need to address as an MSP. These include:  

 » Do I have a clearly defined service model? 

 » How profitable are my current contracts? 

 » How do I sell managed services to different types of customers? 

 » What will make ad hoc customers convert to fixed-fee contracts? 

 » What processes do I need to ensure optimum business, marketing 
and sales efficiency?

 » Do I have a structured approach to lead generation?



The right support.
Becoming an MSP means you’ll have to start addressing a much 
wider range of customer-premise equipment and service-related 
issues. To keep your customers satisfied, you’ll need a robust and 
efficient back-end network operations center (NOC) and helpdesk 
support services specifically engineered for managed services.

When you choose to outsource or internalize these functions, you’ll 
need a plan for addressing:   

 » Staffing considerations

 » Hardware, software and operating system versions and configurations

 » The network and bandwidth requirements for remotely monitoring 
and managing your customers’ IT environments

 » Backup and recovery strategies to ensure business continuity in 
the event of a service interruption or natural disaster

Delivering better service with an integrated platform
MSP Manager by SolarWinds N-able is a cloud-based service- 
management platform that simplifies the way you create support 
tickets, schedule technicians and generate professional invoices.



How SolarWinds N-able can help 
you make the transition.
A recognized market leader in MSP business transformation solutions, 
SolarWinds N-able has a unique, multifaceted strategy to help you 
seamlessly transition to the managed services model. This includes:  

 » The N-central® RMM platform, which unifies all of the tools used by 
an MSP in one centralized, state-of-the-art management console 

 » A flexible suite of additional products for delivering services such 
as security, backup, mobile device management, and auditing and 
compliance

 » A hybrid licensing model that gives you the flexibility to upgrade 
reactive customers to a fully managed solution when they’re ready

 » Comprehensive go-to-market business support services, including 
dedicated partner development specialists, self-directed training 
modules, and customizable sales and marketing collateral



About SolarWinds N-able
SolarWinds N-able is a leading global provider of complete IT  
management, automation and MSP business transformation solutions. 
The SolarWinds® N-able N-central® product is an award-winning 
RMM and MSP Service Automation Platform. SolarWinds N-able has 
a proven track record of helping MSPs standardize and automate the 
setup and delivery of IT services in order to achieve true scalability. The 
N-central platform is backed by comprehensive business enablement 
support services. Thousands of MSPs use SolarWinds N-able solutions 
to deliver scalable, flexible, profitable managed services to over 
100,000 SMBs worldwide. With offices in North America, the Netherlands 
and Australia, SolarWinds N-able is 100% channel-friendly and maintains 
strategic partnerships with Microsoft®, Intel®, IBM® and Cisco® 
among others. www.n-able.com.
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