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GETTING STARTED AS AN MSP
The global managed services market is growing, fast.Valued at $186 billion in 2019,  

it’s expected to expand to a massive $356 billion by 2025*. So where has this appetite 
for managed services come from and how can resellers evolve their business model 

to make the most of the MSP opportunity?

Become a Zyxel MSP today

Visit: msp.zyxel.com/en
Call: 0118 912 1700

* https://www.mordorintelligence.com/industry-reports/global-managed-services-market-industry



Why resellers are evolving their business model  
to include managed services

Have you considered the benefits of 
offering managed services?

The IT industry has always been one of the most rapidly changing and often turbulent markets 

going. Innovations in IT often make or break businesses. For IT, change comes frequently and 

rapidly, and this poses new opportunities and challenges for all players across the full breadth 

and width of the IT Channel. One such way that the IT channel has adapted over recent years 

is to embrace managed services, either into the product set of an IT reseller or as an active 

MSP customer.

Becoming a managed services provider has genuine appeal in today’s market. More customers 

are looking to benefit from the convenience, predictable cost and easy scalability of cloud-

based software and services and reaching out to expert third-party providers to manage key 

aspects, if not all of their IT systems.

Being able to offer remote managed services means 

you can increase your geographical reach, and scale 

your business faster. You can be more proactive and 

responsive, and as fewer on-site visits are required, 

the cost of maintenance can be significantly reduced. 

Managed services drive recurring revenues and enable 

you to build closer relationships with customers. Crucially, 

they also reduce dependency on conventional product 

and software sales. 

Today, “traditional” IT resellers face a variety of 

challenges that can be mitigated by gradually 

adding managed services into their portfolio. Many 

of the products offered by resellers are becoming 

commoditised, making price the critical factor for 

purchase. This, in turn, can lead to reduced margins 

on hardware sales, and less credence on the value of 

support. To further compound this issue, a large amount 

of hardware is moving to the cloud, creating even less 

opportunity for resellers that only deal in equipment.

The increasing appetite for managed services can be attributed to two key areas:

1. Changing customer requirements

2. Better business opportunities for resellers

Getting started with managed services

For many resellers, the thought of elevating their business model to include managed services 

is a daunting process, but with the right processes, services and business partners in place, 

making the most of the managed services opportunity can be closer than originally thought.

Although the definition of “managed services” may vary depending on who you ask, it 

ultimately boils down to a supplier offering a regulated service – normally defined and agreed 

on in an SLA.

The most common managed service in the realm of IT is most likely  remote monitoring and 

management of networks and if you want to get started with your managed services business, 

or you have ambitions of becoming an MSP, you will almost certainly want to offer this as part 

of your portfolio.

For your customers, having someone who has real expertise watching over their infrastructure 

and devices, adjusting settings when necessary to achieve optimum performance, and picking 

up on any potential issues before they become problems, has real value.

You may already be providing managed services in some form already – but just not calling it 

that. If you are, you perhaps just need to standardise and articulate what you offer  

more tangibly.

eCommerce has always been a challenge for resellers in the 

IT channel – it’s a highly competitive business model that can 

be difficult to beat from a pricing perspective. eCommerce 

stores like Amazon and Newegg are further commoditising IT 

hardware and putting additional strain on resellers. However, 

it’s difficult for eCommerce organisations to offer additional 

value or services, which means adding managed services as an 

add-on to your business portfolio can often give you an edge 

over these dominant forces, as well as increase your margins. 

All of the above factors are contributing to the development of 

a highly-concentrated, competitive landscape in which it can 

be challenging to stand out.

As hardware margins shrink and increasing purchasing 

cycles are putting the pressure on resellers, managed service 

providers are successfully embedding themselves into 

their customer base. By offering managed services, they’re 

successfully building up loyalties and enjoying a recurring 

income that allows them to accurately predict their revenue, 

profit and opportunity to grow.
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What benefits do managed IT services 
provide to your customers?

A recent comprehensive study from technology marketplace Spiceworks estimates that 

managed services expenditure is expected to increase by 25% year-on-year*. A significant 

share of this market growth is being attributed to SMBs and cloud services, despite a lagging 

growth rate in SMB IT expenditure as a whole.

Today, the SMB managed service market is booming, with over 75% of SMBs either currently 

utilising managed services in some regard, or seriously considering them.

* https://www.spiceworks.com/marketing/state-of-it/report/

https://searchitchannel.techtarget.com/definition/managed-service-provider

Use of managed services among SMBs

The most obvious opportunity for end customers that utilise managed IT services is cost 

savings and less of a reliance on high upfront capital expenses. A shift to operational 

expenses can make new IT infrastructure more accessible and is generally accompanied by 

all the benefits of a managed service, including:

Even if your customers have one full-time member of staff 
responsible for IT management, the reality is that they’re not 
available 24x7x365. The remote management capabilities of an 
MSP make this a reality, ensuring proactive IT care that leads to 
improved reliability and uptime.

Round the clock support

There’s a global shortage of IT expertise, especially around crucial 
IT functions such as cybersecurity or even cloud computing. Many 
small businesses operate with a limited number of IT professionals, 
so partnering with an MSP can help to fill in skill gaps.

Access to technical expertise

The most effective MSPs work collaboratively with their customer’s 
internal IT teams, alleviating some of the pressures, handling specific 
tasks, and increasing the skill base of the team. Customers of MSPs 
also have access to business-grade technologies that for many 
organisations are unaffordable in house.

Improved efficiency of IT operations



What’s expected of an MSP? 

Every reseller or MSP is at a different stage 

of its development. Wherever you are on your 

journey, you’ll already know that there is a lot 

more to being an MSP than merely being able 

to offer services on a monthly subscription 

basis. Of course, you can specialise in a 

technology or market – in security or print for 

example – but most MSPs will undoubtedly 

want to offer support and monitoring  

of IT systems and networks as part of  

their proposition.

For customers who have little or no IT 

expertise themselves – and that’s most 

customers – having someone who has real 

expertise, whom they can rely upon to monitor 

and manage their core IT functions and 

network will have a very immediate appeal. 

It means they can get on with using their 

systems to run their business and deliver their 

services, rather than having to worry about 

keeping it all up and running.

They will be more than willing to pay for such 

a service, especially if it provides pro-active 

monitoring and thus reduces the chances of 

any unexpected equipment failure or glitch 

leading to unplanned downtime to almost 

zero. Using such a service would also reduce 

the burden on any internal IT staff (if they 

have any) or mean that there is no need to 

recruit and pay for an IT specialist. 

It is worth keeping in mind that customers also 

expect their MSP to be able to demonstrate 

the value that they are delivering with their 

services. With remote network management, 

that will mean providing information and 

reports on network performance, how the 

demands on the network are changing, and 

what adjustments have been made to adapt 

the system to those needs.

How to make your service profitable and 
getting closer to customers 

Your service needs to be attractively priced to the customer, and also deliver recurring 

revenues and profits to your business. It needs to be sophisticated and flexible enough 

to meet the needs of your customers, while also having the degree of functionality and 

control your technical staff will need to provide an active monitoring service. In addition, 

it should also be easy to use, to reduce time on simple tasks, improve your agility, and 

help as you scale up as a business.

Any such system needs to be capable of supporting a multi-tenanted set-up so that you 

can manage multiple customers through a single, consistent service. It should be geared 

to the needs of an MSP in terms of licensing.

One significant benefit of being an MSP and providing services upon which the customer 
relies to keep their IT systems up and running is that they become very dependent on 
that service. This naturally brings you closer to your customers and, as they experience 
your service frequently, their trust in you as a supplier will deepen and grow.

This growing level of trust delivers benefits both to the MSP and the customer. MSPs can 
steadily build a loyal customer base that will provide regular, predictable (and profitable) 
income. In turn, end-user customers know that they have a highly competent supplier 
whom they can trust to provide the on-going support and guidance they need on IT 
systems and networks.

They will also expect their MSP to provide 

insight and advice on how the network 

can be updated and expanded to ensure 

optimum levels of performance and 

efficiency continue to be delivered. One 

such example would be the analysis of 

the reliability of a wireless network. If, for 

example, a wireless access point has a 

high density of devices connecting to it 

(for example in a lobby, cafeteria or even 

a more-populated part of the office), it 

may be suffering from overcrowding, 

creating unreliable connectivty. It would 

be the role of the customer’s MSP to 

identify this problem, and offer the best 

solution for the problem.



How to become an MSP with Zyxel

Zyxel has been designing, manufacturing and marketing networking 

equipment for more than 30 years. From the outset, we have 

designed solutions to meet the needs of customers. We constantly 

evolve and innovate our products and solutions from feedback 

from our partners and their customers, and use this to prioritise 

our research and development efforts.

As more web-based services and faster and lower-cost 

broadband became more widely available, many more 

end-user organisations started to make use of both wired 

and wireless networking. This created a need for a more 

flexible, easily-available and highly-functional remote 

management system that could be used to make the 

deployment, configuration and control of switches, 

gateways, access points and other network devices.

In response, Zyxel developed Nebula, a cloud based 

solution that enables you to monitor and control 

Zyxel networking equipment remotely, no matter 

where it’s located. The initial releases of Nebula 

provided a simple way to pre-configure and 

remotely deploy devices on networks. This meant 

engineers were not required to attend installations 

or simple upgrades  in person, significantly 

reducing costs. Nebula devices can still be 

set-up in this way, of course, but this is only one 

of its benefits.

Since the first release of Nebula in 2014, we have 

received and acted on a wealth of feedback 

and deepened and broadened our knowledge 

of network management. As a result, Nebula 

has become an all-encompassing management 

system that is being used by IT teams and  

MSPs as the platform through which they 

manage the networks of their customers, all 

through a single control panel accessible from 

any location. 

Zyxel is constantly evolving Nebula, so as new 

technologies and products arrive, Nebula will 

be adapted, without you or your customers 

having to do anything. It is always up to date, 

always secure, and always compliant.

Nebula’s functionality and capabilities 

Nebula provides everything required to activate remotely,  

set-up and configure, and manage network devices.  

Nebula-enabled switches, security gateways and wireless 

access points can be set up before they are shipped - even 

while they are still in the box - and auto-configured once 

they are connected to the network. This means that there 

is no additional software or hardware required to get up 

and running, further reducing costs and simplifying the 

management of the network as a whole. 

As mentioned already, multiple customers can be monitored 

and managed with Nebula through a single control panel. 

Technicians can monitor Quality of Service and traffic flows 

and adjust settings on devices to cope with the peaks and 

troughs. Recurring processes and checks can be automated. 

Customisable dashboards make it easy to get an overview of 

the network, while offering the capability to drill down and look 

at detailed information. Alerts can be set to notify engineers 

of specific events and thresholds. Reports can be produced 

regularly or on request – for use by your technical team, or to 

provide customers with an up to date picture of activity and 

the positive impact and value being delivered by the service. 

Making the MSP journey easy

Due to its functional capabilities and ease of use, Nebula makes it very simple for reseller 
businesses who are moving into managed services to start offering a remote network 
management service. 

As we’ve already discussed, it has wide-ranging monitoring, control and management 
features, which enable technicians to manage devices and connections in detail. Its support 
for multiple sites means it is ideal for an MSP that has – or plans to have – several customers 
subscribing to its remote network management services. All tenants can be managed 
through a single Nebula cloud.

The Nebula licensing model makes it extremely cost-effective for both managed service 
providers and their customers. There is no charge for the basic Nebula service, so you 
can start by offering a simple monitoring proposition at a very low cost and move onto 
offering a more comprehensive service later. Zyxel has specific licensing models designed 
to support the use of Nebula for managed services. Both you and your customers can move 
at the pace that suits you. In this way, Nebula provides a risk-free and highly-effective 
foundation on which you can build a profitable service offering.

Making the MSP journey easy



Setting yourself apart

One of the constant challenges that all IT businesses 

have is identifying and communicating their distinct 

value. By providing a remote network management 

service for your customers, you will be meeting a 

definitive need for such a service - and Nebula makes 

it very easy for you to do that.

But what Nebula does not do is preclude or restrict 

you in any way from adding your value to your 

customers. Using Nebula as a base, you can add your 

services on top. You might want to provide an out-

of-hours service, for example; and as you can access 

and use the Nebula Control Panel on a laptop, tablet 

or smartphone, engineers can be on-call and view 

networks at any time. 

If you wanted to provide 24-hour monitoring and 

support, you would not necessarily need to do that 

from a local office. You could give staff located on the 

other side of the world access to Nebula if you wanted 

to provide a service out of regular hours. With Nebula, 

there are no geographical limitations - either in terms 

of where you provide the service from or where your 

customer is located. 

What’s your destination?

Another reason that Nebula is such an excellent platform for 

businesses who are just starting on their MSP journey is that it does 

not compel you to over-commit. You could manage only a handful of 

networks through the platform, or hundreds. If required, it even allows 

you to revert to a more traditional, hands-form of management.

This flexibility and scalability of Nebula means that you can develop 

your proposition and sales model at your own pace, without making 

substantial up-front investments, and ensure that Zyxel can fit in with 

your strategic plan. You may be aiming to become a fully-fledged and 

committed MSP business, and if that is the case, Nebula provides an 

ideal platform from which you can provide remote network management 

services. Equally, it can provide a reliable and cost-efficient foundation for 

businesses aiming to provide managed services network management as 

part of a broader portfolio that mirrors the hybrid adoption strategy that 

many customers are now taking to IT.

Setting out on the journey - taking the 
first steps with Nebula 

Some vendors make the journey to becoming an MSP sound complex 

and arduous. Zyxel has seen this first hand and knows from experience 

that this process does not need not be complicated, or demand vast 

amounts of resource. Resellers can become excellent, competent, 

successful providers of managed services within the short span of just 

a few weeks.

Nebula provides the perfect platform for resellers taking the first 

steps into the world of managed services. There is no necessity 

to recruit new technicians with special skills or experience, or to 

deploy a complicated and expensive monitoring solution. With 

Nebula, you can keep your managed services very simple and 

uncomplicated.  

Getting started with Nebula is remarkably easy. Zyxel will provide 

you with all the training and support you need to get started and 

develop your knowledge and proficiency to a sufficient level. Both 

technical and sales training is available. Support is provided 

locally in your language.

We also provide workshops and webinars to give you an 

insight into the commercial aspects of offering managed 

services and developing your MSP business. We’ll provide 

hands-on support as you get your business up and 

running. We have a whole MSP Partner Programme 

planned, but the only commitment Zyxel will ask you to 

make is to attending required training courses, either in 

person or online. 

With Nebula providing a reliable and competent 

platform, you can confidently offer remote 

management services to your customers with the 

assurance that this is a tried, tested, and trusted, 

cloud based solution, provided and backed by one of 

the world-leaders in networking technologies.

Become an MSP with Zyxel today

Get started

http://www.prism10digital.com/zyxel/611309-fanny-MSP-landingpage/index.html?=msp_evolve_form
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