The 2026
MSP Buyer's Guide

Published by MyMSPHub.com

Your complete guide to finding, evaluating,
and hiring the right Managed IT Service Provider

Edition: March 2026

Free download from mymsphub.com

Page O



MyMSPHub.com | The 2026 MSP Buyer's Guide

Table of Contents

Introduction: Why This Guide? . . . . . . . . . . . . . ... .. 2
Chapter 1: Do You Need an MSP? . . . . . . . . . . . . .. .. ... ... 3
Chapter 2: Key Servicesto Look For . . . . . . . .. . ... ... .. ... .. 6
Chapter 3: Pricing Models Explained . . . . . . . .. . . ... ... ...... 8
Chapter 4: How to Evaluate MSP Candidates . . . . . . . . .. .. ... ... 10
Chapter 5: Red Flagsto Avoid . . . . . . . . . . . . ... ... ... .... 13
Chapter 6: Your MSP Evaluation Checklist . . . . . . . . . ... ... . ... 15
Chapter 7: Contract Negotiation Tips . . . . . . . . . . . . . . . . ... ... 16
Chapter 8: How to Use MyMSPHub . . . . . . . . . . . . . ... ... .... 18

Page 1



MyMSPHub.com | The 2026 MSP Buyer's Guide

Introduction: Why This Guide?

The managed IT services market has exploded over the past decade. In 2026, there are
over 40,000 MSPs operating across the United States, ranging from one-person shops to
large national providers with thousands of employees. For business owners and IT

decision-makers, this abundance of choice can be overwhelming.

This guide is designed to cut through the noise. Whether you are a small business owner
evaluating managed IT for the first time, a growing company looking to switch providers, or
an enterprise IT leader supplementing your in-house team, you will find practical, actionable

advice in these pages.

We created MyMSPHub because we saw how difficult it was for buyers to compare MSPs
objectively. Most directory sites are pay-to-play, meaning the companies that pay the most
appear at the top -- regardless of quality. MyMSPHub takes a different approach: we index

every MSP we can find and let verified reviews and objective data do the talking.

Who This Guide Is For

Small business owners (10-100 employees) without dedicated IT staff

Mid-market companies (100-1,000 employees) looking to augment internal IT

IT directors evaluating whether to outsource specific functions

CFOs looking to understand and predict IT spending

Anyone comparing MSP providers and unsure what to look for

How to Use This Guide

Read it cover to cover for a complete education, or jump to the chapter most relevant to
your current stage. If you are just getting started, begin with Chapter 1. If you already have
a shortlist of MSPs, skip to Chapter 4 for the evaluation framework. Chapter 6 contains a

printable checklist you can bring to vendor meetings.

Pro Tip: Bookmark this guide and refer back to it as you go through the evaluation
process. The checklist in Chapter 6 is designed to be printed and used in vendor

meetings.
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Chapter 1. Do You Need an MSP?

Before diving into how to choose an MSP, it is worth asking whether you need one at all.

Managed IT services are not a fit for every organization. Here are the signs that suggest

you would benefit from partnering with a managed service provider.

7 Signs Your Business Needs Managed IT

1. Your team spends more time fixing IT than doing their jobs. If employees

regularly lose
productivity to
slow
computers,
network
outages, or
software
issues, an
MSP can
resolve these
problems
proactively
before they
impact your

business.

2. You have no documented disaster recovery plan. If a ransomware attack or
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server failure hit tomorrow,
could your  business
survive? An MSP builds
and tests backup and
recovery systems so you
are never caught off

guard.
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3. You have experienced a security incident in the past 12 months. Phishing

attacks,
data

breaches,
and

ransomwa
re are on
the rise.
MSPs

implement
layered
security
defenses
that most
small IT
teams

cannot

replicate
on their

own.

4. Your IT person is a single point of failure. If one person manages everything

and they leave, get sick, or go on
vacation, who keeps things
running? An MSP provides a full
team with shared knowledge of

your environment.

5. You are growing and your IT cannot keep up. Adding new employees,
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offices, or cloud services
requires diverse expertise that
a generalist IT person may not
have. MSPs bring specialists

across multiple domains.
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- 6. You need to meet compliance requirements. HIPAA, SOC 2, PCI-DSS, and
CMMC all require specific IT
controls. MSPs specializing in
compliance can implement the
required controls and save you

audit headaches.

- 7.Your technology budget is unpredictable. MSPs  convert  surprise IT
expenses into a predictable
monthly cost, making budgeting
easier and eliminating the shock of

unexpected infrastructure failures.

When In-House IT Makes More Sense

An MSP is not always the answer. If your organization has complex, highly specialized
systems (such as custom manufacturing software or classified government networks), an

in-house team with deep institutional knowledge may be more effective.

Similarly, very large enterprises with 500+ employees often have the scale to justify a full
internal IT department with specialists for networking, security, cloud, and help desk. Even
then, many enterprises use MSPs for specific functions like 24/7 security monitoring or help

desk overflow during peak periods.

The Hybrid Approach: Many organizations find the best solution is a mix -- an internal IT
manager who understands the business, supported by an MSP that handles day-to-day

operations and specialized functions like cybersecurity.
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Chapter 2. Key Services to Look For

Not all MSPs offer the same services. Understanding the core service categories will help
you match your needs with the right provider. Here are the six most critical service areas to

evaluate.

Managed IT Support / Help Desk

The foundation of any MSP relationship. This includes day-to-day technical support for your
employees, workstation management, software updates, and troubleshooting. Look for
providers offering 24/7 help desk access with guaranteed response times. The best MSPs
use a ticketing system that tracks every issue and provides you with monthly reports

showing resolution times and common problems.

Cybersecurity

In 2026, cybersecurity is non-negotiable. A strong MSP should offer endpoint detection and
response (EDR), security awareness training for your employees, email filtering, multi-factor
authentication setup, vulnerability scanning, and incident response planning. Ask
specifically about their security stack -- they should be able to name the tools they use and

explain why they chose them.

Cloud Services

Most businesses now rely on cloud platforms like Microsoft 365, Google Workspace, AWS,
or Azure. Your MSP should be able to manage cloud migrations, optimize your monthly
cloud spend, configure security settings, and provide ongoing administration. If you are
planning a major cloud migration, ensure the MSP has specific experience with your target

platform.

Backup and Disaster Recovery

Your MSP should implement a comprehensive backup strategy following the 3-2-1 rule:
three copies of your data, on two different media types, with one copy offsite. More
importantly, they should conduct regular disaster recovery tests -- at least quarterly -- to

prove that your backups actually work. Ask to see results of their most recent DR test.
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VolIP and Unified Communications

Many MSPs now manage business phone systems (VolP), video conferencing, and unified
communications platforms. If your business relies heavily on phone service, look for an
MSP that includes this in their offering or has a strong partnership with a reputable VolP
provider. Integration between your phone system and IT infrastructure reduces complexity

and improves reliability.

Compliance Support

If your industry requires compliance with regulations like HIPAA (healthcare), SOC 2
(SaaS/technology), CMMC (defense contractors), or PCI-DSS (payment processing), you
need an MSP that understands these frameworks intimately. They should help you
implement the required technical controls, maintain compliance documentation, and prepare

for audits.
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Chapter 3: Pricing Models Explained

MSP pricing can be confusing. Different providers use different models, and comparing
guotes apples-to-apples requires understanding how each model works. Here is a

breakdown of the most common pricing structures in 2026.

Per-User Pricing ($100 - $250/month)

The most common model for small and mid-sized businesses. You pay a flat monthly fee for
each employee who uses IT services, regardless of how many devices they have. This
model is simple, predictable, and scales naturally as you hire. Typical range: $100 to $250

per user per month, depending on the level of service and your geographic market.

Example: A 50-person company at $150/user/month = $7,500/month or $90,000/year.
This typically includes help desk, monitoring, patching, basic security, and cloud
management. Compare this to the cost of a single senior IT hire at
$85,000-$120,000/year plus benefits -- and you get an entire team.

Per-Device Pricing ($30 - $100/device/month)

You pay based on the number of devices managed: desktops, laptops, servers, firewalls,
switches, and other network equipment. This model can be cheaper if employees have few
devices, but costs add up quickly in device-heavy environments. Server management is

typically priced higher ($100-$300/month per server) than workstations.

All-Inclusive Bundles

Some MSPs offer fixed-price bundles that include everything: help desk, cybersecurity,
backup, cloud management, and even hardware procurement. These bundles offer
maximum predictability but may include services you do not need. Always review what is

included and ask whether you can customize the bundle to your actual requirements.

A-La-Carte Services

If you only need specific services -- such as cybersecurity monitoring, backup management,

or compliance support -- many MSPs will sell individual services. This gives you flexibility
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but can become expensive if you end up buying multiple services separately. It also means

coordinating between multiple vendors if issues span service boundaries.

What Affects Pricing?

Several factors influence what you will pay:

- Number of users and devices in your environment

- Complexity: multi-site offices, hybrid cloud, legacy systems

- Industry compliance requirements (HIPAA, CMMC, PCI-DSS)

- Level of support needed (business hours vs. 24/7/365)

- Geographic location -- costs vary significantly by market

- Contract length -- longer commitments often mean lower monthly rates

- Current state of your IT -- a neglected environment costs more to stabilize

Budgeting Rule of Thumb: Plan to spend 4-7% of annual revenue on IT (including MSP
fees, software licenses, and hardware). For a $5M company, that is $200,000-$350,000

per year.
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Chapter 4: How to Evaluate MSP Candidates

Once you have narrowed down your list of potential MSPs, it is time to evaluate them
systematically. Gut feeling is not enough -- use these six criteria to make an objective

decision.

Experience and Certifications

Look for MSPs with relevant industry certifications. These demonstrate investment in their

team's skills and adherence to industry standards. Key certifications to ask about:

CompTIA Security+ and Network+ (technician-level competency)

- Microsoft Solutions Partner (cloud and modern workplace expertise)

- SOC 2 Type Il (independently audited security and operational practices)
- CMMC Registered Provider Organization (defense industry expertise)

- Cisco, Fortinet, or Palo Alto partner certifications (networking and security)

ITIL certification (service management best practices)

Response Time Guarantees (SLAS)

A reputable MSP will have clearly defined Service Level Agreements with specific response
and resolution times for different severity levels. If they do not have written SLAs, that is a

red flag. Here is what good SLAs look like:

Critical (business down): 15-30 minute response, 1-4 hour resolution target

High (major impact, workaround available): 1-hour response, same-day resolution

Medium (limited impact): 4-hour response, next-business-day resolution

Low (informational, no business impact): 1-business-day response
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Security Practices

Your MSP will have privileged access to your most sensitive systems and data. Their own

security practices must be airtight. Ask these questions:

- Do they conduct background checks on all employees?

- What security tools and frameworks do they use internally?

- Do they carry cyber liability insurance? What is the coverage amount?

- Have they ever experienced a security breach? How did they handle it?
- Do they enforce multi-factor authentication on all internal systems?

- How do they manage privileged access credentials for client environments?

Client References

Always ask for at least three references from current clients in a similar industry and

company size. A confident MSP will readily provide them. When speaking with references:

- How responsive are they when something breaks unexpectedly?

- Have they ever had a major incident? How was it communicated and resolved?
- Are there any hidden fees or surprise charges on invoices?

- How is the onboarding process? Was it smooth or chaotic?

- Would you renew your contract with them? Why or why not?

Onboarding Process

The onboarding process reveals a lot about an MSP's professionalism and maturity. A

well-run MSP should have a repeatable, documented process:

- Conduct a thorough IT assessment and network audit before quoting
- Provide a detailed onboarding timeline (typically 30-90 days)

- Document your entire environment during onboarding

- Assign a dedicated onboarding project manager

- Set clear expectations for the transition period
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- Run parallel operations with your current provider during handoff

Contract Terms

Read the contract carefully before signing. Key terms to understand and negotiate:

- Contract length: month-to-month vs. 1-3 year terms

- Auto-renewal clauses and required cancellation notice periods

- Data ownership: what happens to your data and documentation if you leave?
- Price increase caps and annual escalation clauses

- Scope of services: what is included vs. billed as a separate project?

- Liability caps and indemnification language

Page 12



MyMSPHub.com | The 2026 MSP Buyer's Guide

Chapter 5. Red Flags to Avoid

Not every MSP delivers on their promises. The sales process can be polished while the
actual service falls short. Here are warning signs that should give you serious pause during

the evaluation process.

No SLA or Vague Guarantees

If an MSP cannot provide a written SLA with specific response times and measurable
metrics, walk away. Phrases like 'we respond as quickly as possible' or 'we prioritize urgent

issues' are meaningless without defined targets and accountability.

Unwilling to Provide References

Any established MSP should have happy clients willing to vouch for them. If they cannot
produce three references from similar-sized companies, ask yourself why. Either they do

not have satisfied clients, or they are too new to have a track record.

No Cybersecurity Specialization

In 2026, an MSP that treats security as an afterthought or an expensive add-on is a liability,
not a partner. If they cannot clearly articulate their security stack, their approach to incident
response, and their own internal security practices, they are not equipped to protect your

business.

Long Lock-In Contracts with No Exit Clause

Be wary of MSPs that require 3-year commitments with no termination clause or punitive
early exit fees. A confident MSP will let the quality of their service speak for itself and offer
reasonable exit terms. Month-to-month or annual contracts with 60-90 day termination

clauses are the industry standard.
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No Onboarding Plan

If the MSP's transition plan is ‘we will figure it out as we go," expect a rough first few months.
Professional MSPs have a documented, repeatable onboarding process that they have

refined over dozens of client engagements.

They Cannot Explain Their Pricing Clearly

If the quote is confusing, full of hidden line items, or uses vague language like 'additional
charges may apply,' that is exactly how your monthly invoices will look. Transparent, simple

pricing is a hallmark of a trustworthy partner.

High Technician Turnover

If you get a different technician every time and nobody knows your environment, the MSP
likely has serious retention problems. High turnover means your issues take longer to
resolve and institutional knowledge of your systems is constantly lost. Ask about their

average technician tenure.
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Chapter 6: Your MSP Evaluation Checklist

Use this checklist when meeting with MSP candidates. Print this page and bring it to your

vendor meetings. Check each item as the MSP demonstrates it.

MSP has been in business for at least 3 years

Holds relevant industry certifications (CompTIA, Microsoft, SOC 2)
Provides a written SLA with specific response and resolution times
Offers 24/7 monitoring and support (not just business hours)

Has experience in my industry or with similar-sized companies
Provided at least 3 client references | can contact directly

Has a documented onboarding process with a clear timeline
Cybersecurity is a core competency, not an optional add-on
Pricing is transparent, simple, and clearly explained

Contract terms are fair with a reasonable exit clause

Includes regular technology reviews and strategic planning (vCIO services)
Has a tested disaster recovery and business continuity plan

Uses enterprise-grade tools for monitoring, patching, and security

Carries cyber liability insurance with adequate coverage

Dobddooboododooon

Can scale services up or down as my business changes

Scoring Guide: 12-15 checks = strong candidate, schedule a deeper dive. 8-11 checks =
has potential, ask about gaps. Below 8 = keep looking, this provider is not ready for your
business.
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Chapter 7. Contract Negotiation Tips

The MSP contract is one of the most important business agreements you will sign. A bad
contract can lock you into poor service with no recourse. Here is how to negotiate effectively

and protect your business.

SLA Terms to Negotiate

Define severity levels clearly with specific examples from your business operations
- Include financial penalties (service credits) for repeated SLA breaches
- Require monthly SLA reporting with real data, not just 'everything is fine'

- Specify escalation procedures: who gets notified if an issue is not resolved on

time?

- Include a right-to-audit clause so you can verify their performance claims

Pricing Lock Periods

Negotiate a pricing lock for the duration of your initial contract term. Many MSPs will raise
prices annually, sometimes significantly. A good compromise is capping annual increases at
3-5% or tying them to CPI. Get this in writing -- verbal promises mean nothing when your

renewal comes up.

Exit Clauses
- Negotiate a 60-90 day termination clause for cause (SLA breaches, security
incidents)
- Include a convenience termination option with reasonable notice (90-120 days)
- Require a data transition period after contract end (minimum 30 days)

- Ensure you own all your data, documentation, and configurations created during

the relationship

- Clarify who owns custom scripts, automations, and playbooks built for your

environment
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Scope Creep Protections

Clearly define what is in scope (included in monthly fee) and what constitutes a billable
project. Common gray areas include new office setup, major migrations, hardware
procurement, and one-time projects. Get specific about what triggers additional charges and

require written approval with a cost estimate before any out-of-scope work begins.

Insurance and Liability

Ensure the MSP carries adequate cyber liability insurance (minimum $1M for small clients,
$5M+ for mid-market). Understand the liability caps in the contract -- most MSPs will try to
limit their total liability to 12 months of fees. Negotiate higher caps if your potential damages

are significant.

Negotiation Leverage: Remember that MSPs want long-term clients. A multi-year
commitment is extremely valuable to them. Use that leverage to negotiate better pricing,
more favorable exit clauses, and higher SLA guarantees. Do not give away term

commitment for free.
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Chapter 8: How to Use MyMSPHub

MyMSPHub.com is a free, buyer-focused directory of managed IT service providers across
the United States. Unlike pay-to-play directories, our listings are based on verified data.

Here is how to get the most out of the platform.

Search by Location

Start by entering your city, metro area, or state. MyMSPHub indexes MSPs in over 860
cities and 90 metropolitan areas across all 50 states. Each location page shows local
providers sorted by relevance, with Google ratings, service specialties, and contact

information. You can also browse by service type if you need a specialist.

Compare Ratings and Reviews

Every MSP listing includes Google ratings from verified reviews. Use these to quickly
identify providers with strong track records in your area. Pay attention to both the rating
score and the number of reviews. An MSP with a 4.8 rating and 50 reviews is generally
more reliable than one with a 5.0 rating and only 3 reviews. Look for patterns in the reviews

-- consistent praise for responsiveness is a strong signal.

Request Quotes from Multiple Providers

When you find MSPs that look like a good fit, use the contact form on their profile to request
a quote. We recommend reaching out to at least three providers so you can compare.
Provide as much detail as possible about your environment: number of employees, devices,
office locations, current pain points, and any compliance requirements. The more

information you share, the more accurate the initial quote will be.

Use the MSP Cost Calculator

MyMSPHub includes a free MSP Cost Calculator that helps you estimate what managed IT
services should cost for your specific situation. Enter your company size, industry, service
needs, and location to get a personalized cost range. Use this estimate as a benchmark
when comparing quotes -- if a provider is significantly above or below the range, ask them

to explain why.
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Try the free MSP Cost Calculator at mymsphub.com/tools/msp-cost-calculator -- it takes
less than 2 minutes and gives you a realistic budget range.
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Try the free MSP Cost Calculator at mymsphub.com/tools/msp-cost-calculator -- it takes

less than 2 minutes and gives you a realistic budget range.

Need Help?

If you have questions about finding the right MSP for your business, visit mymsphub.com or
reach out through our website. We are here to help you make an informed decision -- no

sales pitch, no strings attached.
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Ready to Find Your MSP?

Visit mymsphub.com

Search 11,000+ MSPs across 860+ cities

Try our free MSP Cost Calculator:
mymsphub.com/tools/msp-cost-calculator

Copyright 2026 MyMSPHub.com. All rights reserved.

This guide is provided for informational purposes only.



