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MSP OFFER READINESS  ·  DEVELOP  ·  TABLE 8
Market Segmentation and New Service Idea
 
Define the segments and buyer personas you will target, then capture each new managed service idea in a one-page brief to vet internally and validate with buyers.
How to use
1. Describe each target segment and its buyers.
1. Complete one idea brief per candidate service.
1. Validate with target buyers through surveys, focus groups, or customer advisory sessions before committing.
Shaded cells are yours to complete. Gray italic rows show an example.
Target segments and personas
	Segment
	Buyer persona
	Top business problems
	Buying triggers
	Why they buy managed

	Example: Multi-site retail
	VP of Store Operations
	Store downtime, guest Wi-Fi, lean IT
	New store openings, POS refresh
	Predictable cost, 24x7 coverage

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


New managed service idea brief
	Item
	Description

	Managed service overview
The idea, target segments, and channels.
	

	Managed service positioning
Fit with your strategy and current services catalog; key differentiators.
	

	Competitive positioning
The competitive landscape and the gap this fills.
	

	Pricing strategy
Monthly, per device, per access point, per site, per user, or per transaction.
	

	Customer value proposition
Compelling reasons to buy.
	

	Platform architecture
Extends existing platforms, new, or third party; known implementation challenges.
	

	Go-to-market strategy
Sales, delivery, and operations requirements; sales strategy and enablement needs.
	

	Buyer validation results
What target buyers told you.
	


Supports Action Plan DV9, DV11, DV12, DV13, DV19  ·  AMP UP! support: AMP UP! Service Concept Ideation Workshop
Guidance and related templates: playbook.extrememsp.com/offer#idea-presentation
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