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TL;DR: Selling your MSP or any other type of business requires more than 
just strong revenue—it’s about profitability, recurring revenue, client 
diversification, and operational efficiency. Buyers favor businesses with clean 
financials, transferable contracts, and a stable team. The right buyer isn’t 
always the highest bidder, and growth potential can boost valuation. Be 
prepared for a detailed due diligence process, and consider working with an 
M&A advisor to maximize your exit. 

 

The managed service provider (MSP) industry is experiencing unprecedented 
M&A activity, with more buyers than ever looking to acquire profitable, 
well-run businesses. If you're an MSP owner considering an exit, preparation 
is key to securing the best deal. 
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As an M&A firm selling businesses across a multitude of industries, we've 
successfully facilitated dozens of deals. Through these experiences, we've 
identified ten critical lessons that can help you maximize your MSP's 
valuation, attract the right buyers, and ensure a smooth sale. 

 

1. Valuation Goes Beyond Revenue 

Many MSP owners assume their business is valued solely on revenue, but 
buyers focus on profitability, recurring revenue, client diversification, and 
operational efficiency. Strong EBITDA margins, predictable cash flow, and a 
scalable business model will drive higher valuations. 

2. Recurring Revenue is King 

Buyers prefer MSPs with a high percentage of recurring revenue—ideally 
above 60%. Long-term managed service contracts, subscription-based 
pricing, and multi-year agreements create stability and increase your 
business’s attractiveness. 

3. Customer Concentration Can Kill a Deal 

If a single client accounts for more than 20% of your revenue, buyers see it 
as a major risk. A diversified client base reduces dependency on any one 
account and makes your MSP more appealing to acquirers. 

4. Clean Financials Increase Valuation 

Accurate, up-to-date, and transparent financial records are crucial. Buyers 
will scrutinize revenue trends, expense allocations, and profitability. 
Disorganized books, unexplained expenses, or inconsistent financial 
reporting can reduce valuation or even derail a deal. 

5. Contracts and Documentation Matter 



Standardized contracts, clearly defined service-level agreements (SLAs), and 
well-documented processes make your MSP easier to transition and 
integrate post-sale. Buyers look for businesses with minimal legal liabilities 
and transferable agreements. 

6. The Right Buyer Matters More Than the Highest Offer 

Selling to the highest bidder isn’t always the best option. Cultural fit, 
operational synergies, and post-acquisition integration are just as important. 
The right buyer ensures a smoother transition for your employees and clients 
while preserving your business’s legacy. 

7. Your Team is One of Your Most Valuable Assets 

A strong leadership team and technical staff significantly impact your MSP’s 
valuation. Buyers look for businesses that can operate without the owner. 
Having a manager in place to handle day-to-day operations increases buyer 
confidence and deal attractiveness, but business shouldn’t halt altogether if 
the manager would move on to another role post closing. 

8. Growth Potential Can Boost Your Valuation 

MSPs with clear expansion opportunities, scalable operations, and strong 
sales pipelines command higher valuations. If your business demonstrates 
recent client wins, new service offerings, or geographic expansion potential, 
you’ll attract more competitive offers. 

9. Be Prepared for an Extensive Due Diligence Process 

Selling an MSP takes time—typically 3–7 months from initial discussions to 
closing. Buyers conduct thorough due diligence, reviewing financials, 
contracts, operational processes, liabilities, and customer retention rates. 
Being well-prepared speeds up the process and strengthens your negotiating 
position. 

10. Partnering With an M&A Advisor Maximizes Your Exit 



An experienced M&A advisor can help MSP owners navigate complex 
negotiations, improve valuation, and ensure a seamless transaction. From 
vetting buyers to structuring deals, expert representation can significantly 
impact your final sale price and terms. 

Ready to Sell Your MSP? Let’s Talk. 

Selling your MSP is a major decision, and preparation is the key to getting the 
best deal. Whether you’re looking to sell now or in the next few years, 
aligning your business with these ten lessons will help you achieve a 
successful and profitable exit. 

Thinking about selling your MSP business? Contact our M&A experts today 
for a confidential consultation and discover how to maximize your business’s 
value while attracting the right buyers. 

If you’re interested in selling your business with a trusted advisor, contact Vista Business Group today at 

(913) 944-2285. 
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