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MSP ORGANIZATION READINESS  ·  DEVELOP  ·  NEW
SWOT and Competitive Differentiation
 
Identify where your firm can win: the strengths to build on, the gaps to close, and the competitors and alternatives customers compare you to.
How to use
1. Complete the SWOT with sales, delivery, and marketing leaders in the room.
1. List the top competitors and alternatives in your target segments.
1. Summarize two or three differentiators to carry into your unique value proposition.
Shaded cells are yours to complete. Gray italic rows show an example.
SWOT analysis
	Item
	Your entries

	Strengths
Skills, certifications, customer relationships, vertical expertise.
	

	Weaknesses
Gaps in coverage, tools, staffing, or brand.
	

	Opportunities
Installed base demand, segments, refresh cycles, Extreme programs.
	

	Threats
Competitors, pricing pressure, in-house IT, talent market.
	


Competitive landscape
	Competitor or alternative
	Where they win
	Where they are weak
	How we differentiate

	Example: Regional MSP A
	Price, local presence
	No 24x7 NOC, limited Wi-Fi expertise
	AI-driven Extreme platform with 24x7 monitoring and vertical apps

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


Differentiators to carry forward
	Item
	Statement

	Differentiator 1
	

	Differentiator 2
	

	Differentiator 3
	


Supports Action Plan DV4  ·  AMP UP! support: AMP UP! Service Concept Ideation Workshop
Guidance and related templates: playbook.extrememsp.com/organization#swot
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