
 


Creating Highly 

Successful Sales

Proposals

The MSP’s Guide to



© 2021 Pactora Inc. All rights reserved. 1

While first impressions are critical in business, the only way to gain 

new clients and begin to forge those connections into long-lasting 

relationships is by closing the initial deal. When decision-makers 

sign on the dotted line, that magic moment usually comes at the 

conclusion of a lengthy dance that involves numerous contacts and 

discussions, and various proposals. The more complicated the 

project or services offering, the more time it may take to secure 

those vital signatures.   

MSP sales are rarely quick or easy. While companies occasionally 

seek out a specific IT services provider ready to sign a contract, 

the traditional courting process takes months, if not years, from 

the initial contact to the official day of onboarding. One of the 

primary reasons for that extended time duration is the complexity 

of the potential technology solutions and all the variables for each 

prospective client site.
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MSPs can shorten the sales cycles considerably with quality 

proposals and effective tools. In fact, a survey by the RAIN Group 

Center for Sales Research found that companies that send proposals 

experience an average win rate of 47%, while the mean across all 

industries is a mere 19%. The computer and IT services norm is 

slightly better than normal at 23% and the use of automation and 

quality proposals could surely boost that number much higher. 

The fastest way to move along conversations and help prospective 

clients visualize potential business relationships is to provide the 

decision-makers with all the details in an easy-to-read document. A 

sales proposal essentially provides those prospects with a roadmap 

of the engagement. That document becomes the baseline for further 

discussions and negotiations, giving each side a reference point for 

shifting the scope of work, altering services and support levels, and 

adjusting the financials. 
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IT services sales proposals are more than a formality. Relatively few 

business leaders know specifically which technologies and services 

are needed to manage their daily operations and boost operational 

efficiency, so they rely on IT professionals to provide that insight. The 

complexity of IT and continual changes and advancements make this a 

critical step in the sales process for MSPs and their prospective 

clients.


With variables such as remote workforces, cloud solutions, and 

business unit-specific applications, all the prospect’s decision-makers 

typically review sales proposals today. Final approval may also require 

insight from influencers, including accounting and legal professionals, 

as well as other end-users who may be affected by changes to their IT 

environment.
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The first step for building a successful 

proposal is to frame out the document. 

While MSPs should develop and follow 

sales playbooks as a primary guide for 

increasing close rates and shrinking the 

timeframes for winning deals, written 

proposals are a critical part of the 

negotiations. These documents convey 

important aspects of the potential 

relationship and outline key deliverables 

and responsibilities for each party upon 

final adoption of the contract.

The goal is to design proposals that help decision-makers recognize 

the value of each recommended solution (including all the options) 

and persuade them to sign on the dotted line quickly. Closing the deal 

is easier when MSPs provide the proper encouragement. A 

well-written sales proposal can make that happen, laying out a plan 

that clearly addresses business leaders’ concerns, growth 

opportunities, and all the IT services and infrastructure requirements.    

Ingredients

Assemble


and Use


the Proper 




For IT services companies, sales proposals are also an opportunity to 

emphasize their firm’s value proposition and upsell prospective 

clients on services not included in previous discussions.  Many sales 

tools allow MSPs to subtly pitch a more comprehensive set of 

solutions to the final decision-makers as they review details of an 

online or app-based proposal.
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Whether using paper or web applications to create these 

documents, there are several critical components that every IT 

services company should incorporate in its sales proposals. Some of 

the crucial elements to consider when constructing templates and 

working documents include

The value of this section depends on the 

MSP’s sales process. Some suggest a 

separate greeting inside a proposal is 

needed to set the right tone for closing a 

deal, while other IT services firms include 

this information in an email with the 

document as an attachment. Either way, 

sales professionals should always include 

a salutation and convey appreciation for a 

prospect’s time and the opportunity to 

discuss their business and technology 

needs.   

Introduction

/Cover

Personal 

?
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The introduction is the conversation kick-starter that gives MSPs a 

chance to set a constructive tone for any subsequent negotiations 

between sales and the key decision-makers. Individualizing the 

message helps create a connection between the sales leads and the 

prospective customer, so providing contact information for the 

principal at this point is essential. Whether in the proposal or in a 

message the MSP sends with that document, this note should be 

client-focused, referencing their company more than the IT services 

firm. Consider the introduction to be a project or service mission 

statement − a very high-level announcement of what the IT services 

company will do for their business.


This area is where MSPs can share brief details of the firm’s history 

(i.e., years in business, experience, relevant IT specializations), 

distinguished clients, awards, and any other points of recognition. 

Sales proposals should be primarily about the prospects, so these 

references should be kept to a minimum and emphasize the MSP’s 

stability, success, and ability to support the recipient’s business 

goals.
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Emphasize branding. Using the MSP’s official letterhead, logo, and 

email templates will strengthen the connection and name 

recognition. Instruct sales team members on the importance of the 

company’s branding standards and prohibit the use of improvised 

documents and messages. Continuity ensures recognition and can 

improve the team’s chances of closing the deal.  

The introduction should not exceed one page. Decision-makers 

should be able to quickly read through the greeting and 

information and feel inspired to open and review the complete 

sales proposal.
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Good sales proposals begin with a short 

synopsis of the MSP and its offerings. This 

section of the document provides 

prospects with a brief overview of the IT 

services firm and its comprehensive 

capabilities, helping establish its 

credentials and potential value to the 

prospective buyer.

Brevity here is critical. The writer must capture and keep the reader’s 

attention and leave decision-makers with a good first impression 

before quickly transitioning to all the proposal's technical details. A 

little creativity (professional, of course) with the company history or 

previous business experiences, if not included in the introduction, can 

boost the engagement factor and help ensure prospects will want to 

continue the conversation. However, writing lengthy summaries or 

abstracts will detract from the narrative and may prevent the 

intended audience from reading the complete document, including 

material that could sway their opinions or close the deal. 

Summary

Executive 


or Abstract 



© 2021 Pactora Inc. All rights reserved. 10

The amiability aspect is huge. People willingly engage with those 

they like and respect. When MSPs can mix in a little humor and 

geniality with serious business discussions, prospects will be more 

likely to lower their defenses. 

The issue statement can incorporate both quantifiable and emotional 

facts based on the discussions with the prospect as well as research 

that validates the proposed solutions.  MSPs should use this section to 

demonstrate their comprehension of the prospective client’s issues, so 

the conversation flows naturally into the scope of work. Many business 

professionals consider this a perfect segue to present optimal 

solutions and support services.

MSPs should cover the problems or 

projects they plan to address for a 

prospect early in the proposal. While the 

sales team may discuss those matters in 

the executive or abstract summary, this is 

where the team should mention all the 

critical concerns from both a technological 

and organizational perspective.

Statement

Issue 
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For the prospect, this section of the sales proposal helps guarantee 

that the MSP will complete all services, projects, and other activities 

based on these specific guidelines. An effective SOW will include work 

details, schedules, terms, and all expected outcomes, so sales teams 

must double-check the specifics and ensure the information is 

complete. Each subsection is critical to the sale and the potential 

success of a long-term business relationship.

This section of the sales proposal is where 

MSPs can connect all the dots. After 

covering the issues and sharing the IT 

services company’s value proposition, it all 

comes together in the statement of work, 

which some prefer to call their scope of 

work. The good news is the acronym SOW 

works for both!

 of 

Work/  

of Work

Statement

Scope

The language should be clearly written for the intended audience, with 

the appropriate explanations for technologies, delivery mechanisms, 

and other less commonly used terms and phrases.  MSPs use SOWs 

for a variety of purposes, from a single cabling or implementation 

project to a long-term comprehensive managed services proposal.
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Whatever the goal, the sales team should clearly outline each of these 

details:


How long will it take to complete the project? If proposing a longer 

managed services contract, whether a short-term commitment or a 

multi-year engagement, be sure to include starting and ending dates. 

This is also a good place to propose Quarterly Business Review (QBR) 

schedules and periodic checks. The SOW should detail each phase of 

the relationship, from the time required and starting date of single 

projects to each stage of an MSP’s service deliverables.


Timeline
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This section complements the timeline, breaking down each deliverable 

into more manageable tasks that are easier for both parties to track and 

monitor. For larger and more long-term programs, specific milestones 

allow MSPs and clients to chart the progress and results of the various 

projects and activities, from contract signing and onboarding to 

implementation and ongoing management meetings. Visuals (such as a 

calendar or chart) make it easier for decision-makers to track key dates, 

especially when the sales team presents complex plans or pitching 

long-term managed services programs.

Milestones
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When and how often will MSPs provide a formal accounting of their 

activities? Progress reporting is critical, no matter what the deliverable. 

This section should include the timing and form of communications 

(email, phone, in-person) for conveying the results of the business 

relationship. MSPs may choose to avoid including too many specifics on 

the reporting data since the variables can change depending on the 

client’s needs and requirements. Business customers may also select 

different services and support deliverables over a contract's lifetime.   


Reporting
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This section represents the “main course” of the proposal “menu,” 

where sales should include each solution, service, and support 

program's key details. Another primary objective is to report how 

those deliverables will meet the prospective client's specific 

technology, compliance, and business requirements. Include any 

deadlines or scheduling information not covered in the timeline or 

milestone sections. Sales must set clear expectations on what will 

happen and when it will occur to ensure the relationship will get off 

to a good start.


Details

Deliverables/ 

Work 
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MSPs should use caution to tell prospective clients the price of all 

those valuable services and solutions ONLY after showing them all 

the deliverables. A well-crafted sales proposal tells a story, starting 

with the prospect’s challenges and opportunities, then introducing 

the solutions (or the conclusion). Only after establishing the IT 

services company’s value proposition, or closing that “book,” should 

they introduce the financial piece. Avoiding “price” and “cost” in this 

section is imperative, ensuring prospects focus more on the benefits 

they will receive rather than cash outlays. While it might seem trivial, 

replacing those words with “monthly rates” and “services fees,” or 

“recurring charges,” are subtle ways to keep decision-makers 

focused on the value of all the deliverables. and value 

Pricing
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 Including quotes from current clients with similar businesses is a good 

way to drive home the opportunities for prospects. Adding a concise 

sentence or two can grab their attention early in the proposal or 

bolster the MSP’s story if placed before the pricing section or the 

conclusion. Case studies allow the sales team to reinforce their value 

proposition further. Of course, MSPs may choose to send those 

success stories at any point in the sales process. However, attaching 

case studies showing the firm helping similar companies with 

comparable issues can reinforce the firm’s value proposition for the 

prospect and strengthen the chances of closing the deal.      


Case Studies

Testimonials or 
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This section is essentially a closing statement for the sale. Like any 

proposal, at the conclusion of the “conversation,” MSPs must ask 

prospects to take some type of action. The key is ensuring the 

request is written clearly and conveyed properly to the respective 

audience members. 



Decision-makers often come from diverse backgrounds with varying 

levels of technical experience and knowledge, so sales should use 

language that everyone can understand. Whether appealing to a 

business owner, financial investor, accountant, or other department 

heads, MSPs should avoid using terms that alienate one or more of 

the people who can influence the sale. Specific calls to action include 

approving user numbers and technical specifications, commiting to a 

demo, setting up a meeting to discuss the next steps, or signing off 

on the sales proposal. The goal for MSPs is to ask the prospect to 

take the next step in the sales process.


Statement

Call to Action 
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Be sure to thank prospects in the final comments. Never close a 

proposal without expressing appreciation for their time, attention, 

and the opportunity to submit a proposal and their consideration. 

While this is not the place to make a hard close, it does give an MSP 

a final chance to leave a great impression. Showing gratitude will 

encourage decision-makers to leave the door open to future 

discussions, even if this proposal does not meet their current needs 

or expectations. An initial sales proposal is often the first step in 

negotiations.  

Close

Acknowledgment/



© 2021 Pactora Inc. All rights reserved. 20

While the structure or template for sales proposals is critical to 

success, building the storyline concisely and effectively, sales 

teams must also engage prospects using their own narrative. How 

can the MSP turn their challenges into a triumphant tale of business 

achievement?


The first step for any potential sales is to complete a thorough 

assessment of the prospect organization and its technology stack. 

Noting the strengths, weaknesses, opportunities, and threats in both 

areas typically provides MSPs the information they need to design 

intelligent plans and more targeted sales proposals for that 

organization.

Closing Probability

Assessments Improve 
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This process allows IT services firms to create an ideal buying 

experience for prospects that effectively encourages them to close 

themselves on a project or support contract. Assessments allow 

MSPs to write proposals that provide the most valuable and relevant 

content for their unique business needs.

These evaluations also allow providers to avoid unforeseen and 

costly problems. In addition to identifying a prospect's current pain 

points and longer-term challenges, which some business leaders 

may not regularly do on their own, these assessments should 

highlight potential growth opportunities and the limitations that keep 

SMBs from prospering. Each of those things can lead to new sales 

options for MSPs.



© 2021 Pactora Inc. All rights reserved. 22

Assessments also make IT firms look more professional. That, in turn, 

makes prospects more likely to buy and be willing to pay a fair, if not a 

premium price for an MSP’s offerings. The evaluation process also 

allows the technical and sales teams to describe how they can change 

the purchasing organization for the better, from improving operational 

efficiency and the user experience to reducing management 

headaches and reporting difficulties.

Assessments allow MSPs to bring attention to situations they did not 

know about and offer solutions that can cut expenses and increase 

revenue, improving their profits and ability to invest in IT upgrades. 

Using this methodology, sales teams can establish a collaborative 

environment early on in the business relationship to drive long-term 

success (and more monthly recurring revenue options).
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1. Assessments allow MSPs to connect 
with their customers on a deeper level 



Through the evaluation process, which usually includes discussions 

with key decision-makers and numerous end-users and a fairly 

comprehensive look at existing infrastructure and technologies, sales 

team members can begin building relationships with their prospective 

clients.  The companies’ leaders will also appreciate knowing exactly 

what they must do to improve efficiencies and generate more income. 

IT assessments solidify the sales team’s relationships and create 

familiarity with the prospect’s infrastructure and processes, which can 

help the technical team get a great start if the deal closes. New clients 

will consider that MSP a guiding force to help their businesses achieve 

specific goals, not just another IT firm pitching an inflexible portfolio of 

required services.

A pre-sales evaluation gives IT services firms a variety of methods 

for boosting revenue and ensuring other positive outcomes (for 

themselves and their clients). Here are a few of the key factors to 

consider:



Many decision-makers may not understand or care to hear about the 

mechanical details of various solutions and support programs. 

However, with the right templates and formats, sales professionals can 

break all that information down into more understandable pieces for 

anyone with a vote in the approval process.

2. Rationalize the sale in a non-technical 
manner



3. Streamline pricing methodologies 



Many businesses will pay a premium for top quality products and 

services rather than settling for offerings that may not meet their 

specific needs or standards. Of course, MSPs must know what those 

prospects want in order to build proposals with those specifications to 

request those higher prices. Sales assessments give providers the 

insight they need to design those types of solutions and properly 

convey all of the various aspects to prospects. When done well, the 

MSP will receive solid profit margins for delivering the products and 

services their clients truly value.
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Gathering information on clients’ work ecosystems creates a reservoir 

of opportunities. MSPs can then communicate the risks within each 

environment and recommend ways to tackle various obstacles with 

specific services in a highly compelling sales proposal. Each pitch built 

off a comprehensive assessment will have a better chance of hitting 

home with the prospect and getting decision-makers to sign on the 

dotted line.

After explaining core technology needs, assessments give providers a 

forum to discuss all the additional offerings a prospect may be 

inclined to purchase on their own. Those options may be listed in a 

written proposal or, for MSPs using an automated sales platform, on a 

“pop-up” bubble. Suggestions can include upgraded PCs or laptops 

and mobile devices, VoIP-enabled phones and solutions, maintenance 

programs for printers and MFPs, and other supplemental technology 

offerings. By providing free trials, discounts, and other promotions for 

these complementary services, MSPs can increase their appeal and 

drive incremental monthly revenue. 

5. Boost deal closing rates

4. Upsell with confidence 
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Strike the Right Balance with Pricing

The goal for IT services firms is to show how those expenditures can 

improve business efficiency, increase security, trim expenses, and 

increase their cash flow. Connecting their goals with one or more of 

those factors gives MSPs more cushion in their pricing models.


Most prospects rarely say no because of the cost. Business leaders 

tend to turn down offers due to two critical factors: poor value 

propositions and presentation. The most high-value clients are 

organizations that align with (or that appreciate) the MSP’s mindset, 

methodologies, and professionalism.



As mentioned previously, businesses will often pay more for higher 

quality products and services. However, MSPs have to balance their 

desire to maximize MRR and profits with their prospects' budget 

limitations. Few companies have an endless reserve of cash on hand 

to invest in new projects.  
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Using words such as quality, compliance, efficiency, and performance 

to emphasize the value of specific deliverables helps engage the 

readers. Successful sales professionals typically leverage information 

from the assessment to connect business and industry requirements 

and decision-makers’ desires with relevant offerings. MSPs may set 

firm prices for those high-value services and leave more room for 

discounts in other technology areas during the negotiation process. 

Leveraging portfolio strengths allows providers to give and take in less 

critical (often high margin) offerings. 

If the pricing model is clear and reasonably competitive, and the 

proposal addresses all the functional needs of the business, 

decision-makers will be more likely to continue the sales discussion. 

The story behind the cost is critical.
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While simple documents are always appreciated, an engaging 

design with visuals and color elements makes proposals more 

enticing for the readers. Most business owners and other 

influencers will appreciate clear text using professional fonts, with 

complex information displayed in charts and columns. The easier it 

is to read and digest, the more likely that prospect is to move 

forward in the sales process.  

Once they refine that proposal, incorporating that design into a 

template can save time and ensure consistency. That option allows 

sales team members to import information and update terms and 

other details into that standard format rather than recreating the 

entire document for each potential new deal. 

Proposals

Create Visually 

Pleasing
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The goal is to make proposals with a custom look and feel, not 

simply cut and paste the same boilerplate material every time an 

opportunity appears. Combining automation with templates can 

help MSPs tailor these documents to address specific business 

cases and prospects.

The objective of a great template is to help sales close the deal, not 

to check another box on the sales manager’s “to-do” list. Proposals 

must connect with prospects, making decision-makers feel like the 

MSP understands their issues and knows how to help move their 

business forward. Customizing proposals is one way for providers to 

demonstrate their comprehension in those areas.
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Every business needs to cover its potential liabilities. Whether 

taking out an insurance plan to cover theft, fire, and other losses, 

or implementing strong cybersecurity coverages to protect data, 

leaders must address every possible risk.


The terms and conditions in a sales proposal help MSPs manage 

several other exposure points. In any business contact, it is 

imperative to outline each party’s responsibilities and include details 

such as scheduling and duration of activities, individual duties, the 

process for making changes, and any related charges.


Terms and conditions remove any ambiguity about the 

deliverables and ongoing services. That ensures MSPs and sales 

prospects work from the same page before the agreement is in 

place, lessening potential conflicts later on in the relationship.


Terms & Conditions

Properly Address 
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This information must be clear and specific to avoid 

misunderstandings and minimize financial liabilities. MSPs should 

always have an attorney with experience in the IT services field 

review all their official documents, including proposal templates, to 

ensure the terms, conditions, and language eliminate legal 

liabilities.


Terms and conditions typically cover:


   	 A description of both parties. In this case, the MSP and client


   	 Length of the contract


   	 Service prices, fees, and payment requirements


   	 An outline of objectives and respective responsibilities


   	 Information not covered in the statement of work (SOW)


   	 Cancelation options and restrictions


   	 An outline of other liabilities and legal concerns
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The final step is the best news of all. MSPs now have tools that can 

save them a tremendous amount of time and money when building 

sales proposals. These platforms can streamline and automate 

various steps to collect and organize data from PSAs and other IT 

services management tools. Combined with customizable 

templates, any sales professional can build highly successful 

proposals with the ability to import all that collective information 

quickly.


Automation platforms allow MSPs to manage the entire process online. 

Team members can create and send sales proposals seamlessly 

through the web. Prospective clients can receive, review, ask clarifying 

questions, collaborate with senders, and sign off the contract – 

without in-person meetings or calls.   

Sales tools speed the process. Automation reduces the friction, 

eliminating some of the burdensome manual steps such as printing 

and distributing numerous copies of proposal drafts and managing all 

the document changes. That can be an onerous task when an MSP is 

pitching a complex project or a complicated managed services 

contract.  


Proposal Process

Automate the 

+
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Technology is a differentiator. Sales automation platforms allow 

MSPs to create easily repeatable and highly professional proposals 

to help sway prospects. These programs not only automate the 

process but let sales teams (and managers) track progress and 

results, adapt templates, quickly customize programs, and 

collaborate with co-workers and others.



With sales automation tools in place, MSPs can boost revenue and 

profitability and drive incremental MRR. Platforms like Zomentum 

allow prospects to select and add other products and services to 

the mix. MSPs using traditional paper proposals miss out on those 

types of opportunities.
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Reimagine your IT selling process and transform your customers’ 

buying experiences for the better. The Zomentum sales acceleration 

platform is tailored to meet the specific needs of IT services providers, 

helping them sell smarter and faster and drive more monthly recurring 

revenue. 


 sales@zomentum.com 


We’re here to help!  Contact our team at


www.zomentum.com


usAbout 

Get Started Now
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