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WHY MSPS ARE IDEAL COMPLIANCE PARTNERS

A s you know, managing compliance has become a growing challenge for 
organizations across industries. With complex regulations like HIPAA, 

NY DFS, the SEC security rule, and others requiring strict adherence, many 
businesses are struggling to keep up. 

That's why more companies are turning to managed service providers 
(MSPs) for much-needed help. MSPs o’er technical expertise and a deep under-
standing of compliance requirements, giving businesses the tools and guidance 
they need to stay compliant while focusing on growth. 

Why Are MSPs Considered Go-To Compliance Part-

ners?

Expertise in technology and security: MSPs stand out as compliance part-
ners due to their specialized knowledge in managing IT systems and protecting 
sensitive information. With a solid grasp of complex compliance standards, they 
are crucial for businesses navigating industry regulations.

Ability to over proactiOe solutions: The modern MSP doesnjt —ust solve 
problems as they arise B it prevents them. Jy o’ering proactive solutions 
such as continuous monitoring and vulnerability management, managed IT 
providers help businesses stay ahead of compliance issues before they become 
costly problems.



RALED CASNEL, MICHAEZ KJALS2YO

fpportunities For Torging Urust: MSPs are in a unique position to part-
ner with businesses, understand how businesses operate, and become the trust-
ed partner to enhance business processes through technology while providing 
the cybersecurity needed to keep it all running safely.

Core compliance services MSPs can offer
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What Do End-Users Expect from MSPs?

Itjs not really an option any more: MSPs are expected to play a critical role in 
helping businesses meet and maintain compliance with industry regulations. 
Their responsibilities often include4

  Cnderstanding releOant regulations: MSPs must stay well-versed 
in laws and applicable frameworks to advise clients e’ectively and align 
their services with compliance requirements.

  konducting rism assessDents: MSPs are expected to identify vul-
nerabilities and risks within a clientjs IT infrastructure and provide 
detailed recommendations to mitigate them.

  PeOeloping and enForcing policies: MSPs should help create, im-
plement, and enforce comprehensive security policies, enabling their 
clients to become compliant, more secure, and better align their risk.

  fvering continuous Donitoring: MSPs are responsible for contin-
uous system monitoring to detect potential threats or non-compliance 
issues. They are also expected to provide real-time alerts and regular 
reports to keep businesses informed of their compliance status.

  "roOiding user training: The !rst line of defense in any organization 
are the users.  Through training the users can form a human !rewall 
to protect the organization.  MSPs are expected to educate a clientjs 
sta’ on best practices in data protection and security through tailored 
training programs.

  "roactiOely Danaging coDpliance: Jeyond reacting to issues, MSPs 
should o’er proactive solutions like patch management, system up-
dates, and vulnerability assessments to prevent compliance violations 
before they occur.
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  PocuDenting coDpliance evorts: MSPs must maintain proper 
documentation of compliance activities, including system audits, in-
cident reports, and risk mitigation e’orts, to ensure their clients can 
provide proof of compliance if audited.

When MSPs Struggle to Monetize Compliance

Many MSPs struggle to monetize compliance services, leading some to opt out 
of o’ering compliance at all. If compliance seems too complex or costly to 
implement, an MSP may decide to press on with a critical gap in their service 
o’erings. 

That's exactly why we wrote this book. MSPs can no longer bury their heads 
in the sand when it comes to compliance B nor should they want toC With the 
right approach and appropriate tools, your compliance o’ering can become a 

reliable source of revenue rather than a source of stress.
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IDENTIFYING THE CORRECT TARGET MARKET

W hen it comes to selling Compliance-as-a-Service, not every business has 
the same needs or faces the same challenges. MSPs must be strategic in 

identifying their ideal target market, tailoring their services to address speciqc 
industry reBuirements, and understanding the uniBue pain points of potential 
clients. wy doing so, MSPs can position themselves as trusted compliance part-
ners, oTering the right solutions to the right businesses.

Industry-Specioc CmlpaiBnce Needs

wecause diTerent industries are governed by varying regulations, each presents 
its o:n set of compliance challenges. Ho eTectively serve clients, MSPs must 
qrst understand the speciqc regulations that apply to each sector. Common 
regulations MSPs :ill encounter in the :ild includeI

  HealthcareI With la:s like AzPDD, healthcare organiOations are re-
Buired to ensure the conqdentiality, integrity, and availability of pa-
tient data. MSPs :orking in this space need to oTer services that in-
clude encryption, access control, and auditing capabilities, along :ith 
risk assessments tailored to protecting sensitive health information.

  FinanceI Hhe qnancial sector must adhere to regulations :hich im-
pose strict data security and reporting reBuirements like PCz-XSS, 
SER, and the SJC Security Nule. MSPs should focus on services such 
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as secure payment processing, transaction monitoring, and reporting 
solutions that help qnancial institutions meet their regulatory obliga-
tions.

  GovernmentI (overnment agencies face heightened security and 
compliance reBuirements, often dictated by frame:orks like ZzSH 
and CMMC. MSPs must ensure their services include strong cyber-
security measures, regular audits, and the ability to navigate comple) 
reporting protocols.

wy focusing on the speciqc needs of each industry, MSPs can develop targeted 
service oTerings that address the pain points businesses face in maintaining 
compliance.

SMvs .sL gBrfe Enterprises Bnd Cm-MBnBfed

Company siOe and structure also play a critical role in determining the com-
pliance needs of a business. Small and medium-siOed businesses FSMwsU often 
lack the internal resources to manage compliance eTectively, making them ideal 
clients for outsourced compliance services. MSPs can provide full-service com-
pliance management, from initial risk assessments to ongoing monitoring and 
training, giving SMws the support they need to stay compliant :ithout hiring 
an in-house team.

En the other hand, large enterprises and co-managed environments 
typically have some level of internal zH and security teams in place. Managed 
service providers can support these organiOations by qlling in gaps or oTering 
specialiOed services, such as conducting audits, handling comple) reporting, or 
providing advanced threat detection. Hhe key is to understand ho: MSPs can 
complement internal teams rather than replace them, allo:ing for a seamless 
partnership.
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TBiamrinf Ozzerinfs vBsed mn CmlpBny SiUe Bnd 

Needs

Ho ma)imiOe eTectiveness, MSPs must tailor their oTerings based on the siOe and 
speciqc needs of their clients. 7or e)ampleI

  SMBsI MSPs may focus on providing all-in-one compliance solutions, 
handling everything from policy development to training. SMws often 
need a more hands-on approach and simpliqed pricing structures to 
understand the full value of the service.

  EnterprisesI Karger organiOations might reBuire specialiOed or ad-
vanced services, such as custom policy development, more freBuent 
audits, or detailed reporting that satisqes industry-speciqc regulators.

  Co-Managed EnvironmentsI 7or clients :ith e)isting zH teams, 
MSPs can oTer modular services that align :ith :hat the internal 
team is already managing. 7or e)ample, an MSP could focus solely 
on monitoring and reporting :hile the client=s in-house team handles 
implementation and daily management.

Hailoring services to meet the client=s siOe and uniBue needs ensures that 
MSPs remain competitive and relevant, oTering value :here it=s most needed.

PnderstBndinf Caient ,Bin ,mints

Negardless of the industry or siOe of the business, certain pain points consistent-
ly arise :hen it comes to compliance. MSPs that understand and address these 
concerns are more likely to build strong relationships and close deals. 



LDNJX CDSZJN, MzCADJK YwDNS6G>

wy addressing these pain points directly, MSPs can demonstrate their value, 
making it easier for potential clients to see the beneqts of :orking together. 
wlacksmith znfoSec helps MSPs identify these pain points using our built-in 
Nisk Negister, and Buickly generate Policies that cater to speciqc needs, ensuring 
that compliance services are both eTective and proqtable.

zn the ne)t chapter, :e=ll e)plore ho: zH providers can build out their com-

pliance oTering, including pricing strategies and Managed Service Dgreements.
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BUILDING A COMPLIANCE OFFERING

C reating a compelling and probtaqle compliance ouering res-iref care,
x-l planning. ftrategic pricing. and fetting clear eMpectationfv kanaged 

ferhice prohiderf need to defign pacwagef tyat meet client needf Jyile enf-ring 
ferhicef are delihered euectihelA and probtaqlAv
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Designing Your Compliance Package

'ye brft ftep in creating a compliance ouering if deciding yoJ to prefent Ao-r 
ferhicefv 0o-r pacwage fyo-ld qe defigned to attract a Jide range ox clientf Jyile 
qeing zeMiqle eno-gy to cater to fpecibc needfv Zere are weA confiderationfF

Tiered service models:
E tiered model alloJf Ao- to ouer harAing lehelf ox ferhice qafed on tye 

client’f fi(e. ind-ftrA. or q-dgetv )or eMample. Ao- migyt yaheF

  Basic ComplianceF SntrA,lehel ferhice Jity minimal xeat-ref. f-cy af 
qafic rifw affeffmentf and policA templatefv

  Advanced ComplianceF Lncl-def contin-o-f monitoring. in,depty 
rifw affeffmentf. and -fer trainingv

  Premium ComplianceF Compreyenfihe ferhicef Jity detailed re,
porting. c-ftom policA dehelopment. and reg-lar a-ditfv

'iered modelf gihe clientf tye zeMiqilitA to cyoofe a lehel tyat btf tyeir needf. 
and it prohidef a clear patyJaA xor -pfelling more adhanced ferhicef af tyeir 
compliance needf groJv

Custom vs. standardized packages:
0o-Pll need to decide Jyetyer to ouer ftandardi(ed pacwagef tyat applA to 

moft clientf or c-ftom pacwagef tailored to indihid-al q-fineff needfv C-ftom 
pacwagef prohide more hal-e xor larger or yigylA reg-lated ind-ftrief. q-t tyeA 
can qe more refo-rce,intenfihe to deliherv Itandardi(ed pacwagef. on tye otyer 
yand. are eafier to fcale and manage q-t maA lacw tye zeMiqilitA needed xor 
certain clientfv

Inside and outside an MSA:
'ye kafter Ierhice Egreement or kanaged Ierhicef Egreement OkIE. ei,

tyer JaAG if a weA contract xor kIUf. and deciding Jyetyer to q-ndle compli,
ance into tye kIE or ouer it af a feparate ferhice if criticalv Lncl-ding com,
pliance infide tye kIE can ftreamline qilling and red-ce tye compleMitA ox 
client agreementfv jn tye otyer yand. ouering compliance af an additional 
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ferhice o-tfide tye kIE alloJf xor more fpeciali(ed pricing and zeMiqilitA in 
ftr-ct-ring tye agreementv

Adding a “compliance” line item to the MSA:
IimplA adding compliance af a line item in tye kIE mawef it eafier to 

introd-ce CaaI af an integrated part ox Ao-r ouering Jityo-t ohercomplicating 
Ao-r eMifting contractv YA incl-ding it af a fpecibc. qillaqle item. clientf fee tye 
hal-e ox compliance af a feparate q-t neceffarA ferhice. mawing it eafier to 2-ftixA 
pricingv kanA Ylacwfmity partnerf Jill not tawe on a client Jityo-t incl-ding 
compliance in tyeir ftacw ? a cyoice tyat moft end,-ferf bnd reafonaqle af 
doing fo protectf all inholhed partiefv

Pricing Strategies

Suectihe pricing if effential xor tye f-cceff ox Ao-r compliance oueringv 0o- 
need to qalance probtaqilitA Jity competitihe pricing tyat clientf Jill bnd 
reafonaqlev YeloJ are a xeJ pricing ftrategief tyat can yelpF

Value-based pricing:
@ity hal-e,qafed pricing. Ao- price Ao-r compliance ferhicef qafed on tye 

perceihed hal-e to tye client ratyer tyan tye coft ox delihering tye ferhicev )or 
inftance. yealtycare prohiderf maA qe Jilling to paA more xor compliance fer,
hicef qeca-fe tye ftawef are yigyer. Jyile fmall q-fineffef maA res-ire more 
q-dget,xriendlA optionfv 'yif approacy alloJf Ao- to maMimi(e rehen-e xrom 
yigy,rifw ind-ftrief Jyile ftill ouering auordaqle optionf xor IkYfv

Bundling compliance with other MSP services:
Y-ndling compliance Jity Ao-r otyer oueringf. f-cy af fec-ritA or netJorw 

monitoring. can mawe it eafier xor clientf to adoptv 'yif ftrategA createf a 
more compreyenfihe ferhice pacwage. increafing client retention and fatifxac,
tionv Y-ndling alfo alloJf Ao- to croff,fell compliance to clientf Jyo maA not 
initiallA fee it af a prioritA. fyoJing tyem tye hal-e ox a Jell,ro-nded fol-tionv

Pass-through solution sales:
kIUf can ouer compliance toolf or tyird,partA fol-tionf af part ox tyeir 

ferhicev Uaff,tyro-gy falef alloJ Ao- to refell tyefe fol-tionf at a marw-p. adding 
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anotyer rehen-e ftream to Ao-r compliance pacwagev ZoJeher. qe ca-tio-f 
aqo-t yoJ m-cy Ao- relA on tyif model?clientf maA eMpect a fignibcant 
amo-nt ox added hal-e in addition to tye foxtJare or toolf Ao-Pre fellingv

Creating a Service Level Agreement (SLA)

jnce Ao-r compliance pacwage and pricing ftrategA are fet. Ao- need to debne 
eMpectationf and deliheraqlef clearlAv 'yif if Jyere tye Ierhice Behel Egreement 
OIBEG comef inv E Jell,debned IBE fetf tye qo-ndarief ox Ao-r ferhice and en,
f-ref qoty Ao- and Ao-r client yahe a m-t-al -nderftanding ox Jyat’f incl-dedv

Setting expectations:
0o-r IBE fyo-ld clearlA o-tline tye fcope ox tye compliance ferhicef Ao-Pre 

prohidingv 'yif incl-defF

  'ye xres-encA and tApe ox a-ditf or affeffmentfv

  SMpected refponfe timef xor compliance,related incidentfv

  ZoJ oxten reportf Jill qe generated and deliheredv

De'ning deliverables:
kawe f-re Ao- eMplicitlA lift Jyat tye client Jill receihe. f-cy afF

  Netailed rifw affeffmentfv

  UolicA creation and -pdatefv

  Contin-o-f monitoring reportfv

  Wfer training feffionfv

YA fpecixAing tye deliheraqlef in Ao-r IBE. Ao- not onlA fet clear eMpectationf 
q-t alfo protect Ao-r kIU xrom fcope creep. enf-ring clientf -nderftand tye 
x-ll hal-e ox Ao-r compliance ferhicefv
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SELLING COMPLIANCE: WHAT MSPS SHOULD KNOW

S elling compliance services requires a thoughtful approach that resonates 
with potential clients, addresses their concerns, and clearly communicates 

the value of the o.eringM Pany PS“s struggle with ”nding the —sweet spotU 
when it comes to positioning, pricing, and selling compliance b often leading 
to them giving up entirelyM

Nnfortunately for these providers, the decision to pass on compliance creates 
its own proIlemsM xot only does it lead to questionaIle security, Iut it leaves the 
PS“ at a competitive disadvantageM xot to mention missing out on a relatively 
straightforward stream of revenueM

jn this chapter, we will ekplore e.ective sales techniques, how to overcome 
common oIJections, and the marAeting channels that can Ie leveraged to reach 
your ideal audienceM
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Effective Sales Pitches
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:aAe a looA at these other tips for crafting your sales pitchesz
Highlighting the ROI of compliance services in positive terms
Lompliance is often seen as a cost center rather than a value(added serviceM 

Post PS“s )ip the narrative Iy emphasi’ing the return on investment 6DTjW 
of staying compliantM Yy ekplaining how compliance reduces the risA of costly 
”nes, Ireaches, or legal issues, they7re mostly playing on GNHM Es we said, this 
doesn7t always worAM

jnstead,  5ive them ideas of how to use this information in their own mar(
Aeting to Iolster their Irand b and come ready with case studies of how your 
other clients leveraged compliance toward greater success, not Just avoiding risAM

Agency over policies that you need
Llients want control over their Iusiness operations, especially when it comes 

to policies that a.ect their day(to(day worA)owsM Grame your compliance o.er(
ing as a way to give them agency over their policiesM Dather than forcing them to 
follow a rigid set of guidelines, o.er compliance as a tool that empowers them 
to create custom policies that meet Ioth regulatory standards and their speci”c 
Iusiness goalsM :his approach positions your PS“ as a partner in their success, 
rather than Just a service provider enforcing rulesM

Overcoming Common Objections

jn any sales conversation, oIJections are inevitaIleM :o successfully close deals, 
it7s important to anticipate and address these concerns head(onM

“We don’t need it—we’re too small to worry about compliance.”
Pany small Iusinesses assume they aren7t large enough to Ie a.ected Iy 

compliance regulations, or that they can )y under the radarM :his is a common 
misconceptionM PS“s can counter this oIJection Iy ekplaining that compliance 
is aIout protecting the Iusiness, no matter the si’eM Zighlight how cyIer threats 
and data Ireaches don7t discriminate Iased on company si’e and how non(com(
pliance can result in unekpected costs that could cripple a smaller IusinessM 
Cmphasi’e that compliance also opens doors to new Iusiness opportunities, 
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especially if they want to worA with larger companies or government contracts, 
which often require strict complianceM

“We already have the policies we need.”
Some Iusinesses may feel con”dent that they already have suCcient com(

pliance policies in placeM Zowever, regulations are constantly evolving, and 
what was compliant last year may no longer meet today7s standardsM PS“s can 
handle this oIJection Iy o.ering to review ekisting policies for gaps or outdated 
practicesM Ckplain that j: regulatory compliance requires ongoing monitoring, 
updates, and training to ensure policies remain e.ective and align with new 
requirementsM T.ering a risA assessment as part of your pitch can also demon(
strate the value of having an ekpert review their current frameworAM

Making Use of the Best Marketing Channels

Yeyond one(on(one sales conversations, PS“s can leverage various marAeting 
channels to promote their compliance o.erings and reach a Iroader audienceM 
Yy targeting the right audience through digital and networAing strategies, you 
can Iuild a steady pipeline of potential clientsM

Digital marketing strategies
Tnline marAeting tools liAe email campaigns, weIinars, and social media are 

cost(e.ective ways to reach a larger audienceM Cmail campaigns can Ie tailored 
to speci”c industries or Iusiness si’es, o.ering insights on regulatory updates 
or compliance Iest practicesM DeIinars, in particular, are powerful tools for 
educating potential clients on the importance of compliance while positioning 
your PS“ as a trusted authorityM Lonsider hosting weIinars on topics liAe 
—Zow to “repare for a Lompliance EuditU or —:op Lompliance PistaAes Small 
Yusinesses PaAeMU

Networking and industry events
jn(person networAing still plays a critical role in Iuilding relationships 

and trustM Ettend industry events, conferences, and trade shows where deci(
sion(maAers in your target industries are liAely to gatherM :hese events o.er op(
portunities to meet potential clients, Iuild Irand awareness, and demonstrate 
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your ekpertise in complianceM Ye prepared to o.er informational Irochures or 
one(pagers detailing your compliance services and how they can solve common 
Iusiness challengesM

Yy using Ioth digital and in(person channels, PS“s can ensure they are visi(
Ile and accessiIle to Iusinesses that need compliance services, creating multiple 
touchpoints for engagementM

Getting the Sale

Selling compliance services requires more than Just a list of o.eringsbit de(
mands a strategic, client(focused approachM Yy highlighting the DTj of com(
pliance, speaAing directly to the client7s needs, and proactively addressing oI(
Jections, PS“s can e.ectively convey the value of compliance as a serviceM Ed(
ditionally, leveraging digital marAeting and networAing events will ekpand your 
reach and Iuild a stronger client IaseM Dith the right sales strategies in place, 
you7ll Ie well(positioned to grow your compliance o.erings and drive long(term 
Iusiness successM
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OVERCOMING THE CHALLENGES OF SELLING 

COMPLIANCE

S elling compliance services isn’t without its hurdles. Despite the importance 
of staying compliant with industry regulations, many businesses hesitate 

to invest in these services. This chapter will explore common hurdles managed 
service providers face when selling compliance, how to handle objections, and 
the best ways to prepare your sales team for success.
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Common Sales Hurdles

MSPs frequently encounter resistance when pitching compliance services. Un-
derstanding the root of these challenges will better equip you to address them.

One of the most common hurdles is reluctance from potential clients, par-
ticularly when it comes to investing in something that doesn’t directly drive 
revenue. Compliance often feels like a “nice-to-have” rather than a necessity for 
many businesses, especially those that haven’t faced regulatory scrutiny in the 
past. For small and medium-sized businesses (SMBs), budget concerns com-
pound this reluctance, as compliance can appear to be an added expense they’d 
rather avoid.

MSPs typically overcome this by emphasizing the potential risks and costs of 
non-compliance — with mixed results. While  nes, legal fees, and reputational 
damage from compliance failures far outweigh the cost of proactive manage-
ment, end users tend to be reductive and dismissive when it comes to these risks.?

What’s the alternativeE Many Blacksmith partners have found success in 
highlighting the positives around compliance. Rather than hammering clients 
with FUD (fear, uncertainty, and doubt), they talk about the emotional and 
practical bene ts of being compliant. 

Handling Objections

Kvery sales conversation around compliance will likely involve some degree of 
pushback. Jnowing how to eAectively handle these objections will help you 
turn resistance into opportunity.

“It’s too expensive.”
Cost is often the  rst objection raised by potential clients. To counter this, 

MSPs need to shift the conversation from cost to value. Frame compliance 
as an investment that protects them from sleepless nights and nagging worry. 
One strategy is to break down the compliance services into smaller, digestible 
components, showing how they contribute to the client’s overall risk mitiga-
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tion strategy. 0ou can also take the approach of including compliance in your 
cybersecurity stack rather than treating it as an à la carte item. (It’s quite easy 
to show the value and importance of it when you make it clear that you simply 
won’t take on a client who doesn’t maintain compliance.)

“We’ve never had an issue, so why invest now?”
Clients who have never experienced a compliance breach or audit may feel 

they don’t need to invest in compliance services. This objection can be tackled by 
explaining that compliance is about future-proo ng their business. Regulatory 
requirements are constantly evolving, and being reactive rather than proactive 
can lead to expensive, last-minute  xes. Present compliance as a preventative 
measure that ensures their business is ready for any regulatory audits or changes. 
L good analogy to use relates compliance to a ':1(k) planE If you wait until 
youFre close to retirement to invest in your ':1(k), youFll need to invest a ton of 
cash to  ll the account. Zowever, if you start investing early, even small amounts 
of early capital will accrue into a much larger value.

“We already have someone handling compliance.”
If a client claims to have compliance covered in-house or through another 

provider, it’s important to diAerentiate your MSP’s services. Lsk detailed ques-
tions about how they are currently managing compliance and whether their in-
ternal team has the expertise to stay up-to-date with changing regulations. OAer 
a complimentary risk assessment to highlight any gaps or areas of improvement. 
This approach not only demonstrates your value but also positions you as a 
proactive partner rather than a replacement.

Training Your Sales Team

Selling compliance is complex, and your sales team needs to be well-equipped to 
handle the intricacies of this service. Proper training is key to ensuring they can 
communicate the value of compliance and handle objections con dently.

Understanding the value and intricacies of compliance services
0our sales team should have a deep understanding of both the technical and 
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regulatory aspects of compliance. They need to be able to explain how your 
MSP’s services align with speci c industry regulations, whether it’s ZIPLL 
for healthcare or PCI-DSS for  nance. This level of expertise builds credibility 
and helps the sales team eAectively articulate the importance of compliance to 
potential clients.

Regular training sessions can keep the team up to date with the latest reg-
ulatory changes and help them re ne their sales pitch. 0ou may also consider 
role-playing exercises where team members practice handling objections or ex-
plaining compliance services to diAerent types of clients, from SMBs to large 
enterprises.

Focusing on consultative selling
Compliance isn’t a one-size- ts-all solution, and your sales team should 

adopt a consultative approach. Kncourage them to listen carefully to the client’s 
speci c needs and pain points, and use a compliance tool or software solution 
that both works with all clients and allows you to custom-tailor their experience.

Providing sales collateral and resources
Kquip your team with case studies, whitepapers, and brochures that demon-
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strate the success of your compliance services. These resources provide tangible 
proof of your MSP’s ability to deliver results and help your sales team build 
trust with potential clients. Ldditionally, oAering demos or free assessments can 
lower the barrier to entry for prospects, making it easier for them to see the value 
of compliance before committing. Using a compliance solution like Blacksmith 
gives you even more opportunities, such as free trial periods wherein your client 
can experience policy management  rsthand.?



6

SUPPORTING AND GROWING COMPLIANCE SERVICES

D elivering compliance services doesn’t end with the initial sale. For 
long-term success, managed service providers (MSPs) must focus on 

onboarding clients eycientlT, scaling their services, and maintaining contin-
uous engagement. xodaT, we’ll eJplore strategies for ensuring smooth client 
onboarding, implementing scalable solutions, and driving additional revenue 
through ongoing engagement and upselling.



ARECD NRSICE, MHNLRCZ BKRESY24q

Onboarding New Clients

xhe krst step in delivering compliance services is onboarding new clients in a 
waT that sets the stage for a successful partnership. R structured onboarding 
process not onlT helps build trust but also ensures that Tour compliance services 
are aligned with the client’s specikc needs from the outset.

Best practices for a smooth transition:
R smooth, painless onboarding process is essential for ensuring clients un-

derstand their compliance rezuirements and the role Tour MSP will plaT in 
meeting them. Start with a comprehensive ris  assessment to identifT potential 
vulnerabilities and gaps in their current compliance posture. xhis allows Tou 
to prioritiOe issues based on ris  level and regulatorT urgencT. Cnsure Tou’re 
communicating clearlT with the client throughout, eJplaining what each step 
entails and how it contributes to their overall compliance.

Blacksmith InfoSec onboarding approach:
Klac smith HnfoSec emphasiOes the importance of a holistic securitT program 

and smooth onboarding.GKT aligning policT creation to framewor s, MSPs can 
streamline compliance with a fullT-aligned roadmap.Gxhis plan prioritiOes a list 
of actions, beginning with the most critical ris s, turning compliance into a set 
of manageable tas s. xhe result is an approach that helps the client feel more in 
control of the process while providing a structured plan for success.

Policies and risk factor priority:
R  eT part of onboarding involves creating or updating the client’s com-

pliance policies. xTpicallT, businesses will need policies covering areas li e data 
securitT, access control, and incident response. Policies can be deploTed as a sin-
gle long, all encompassing, information securitT policT or as numerous policies 
covering the information securitT program.G Policies are the infrastructure that 
the securitT program will be based on and should be deploTed to provide the 
roadmap to compliance.

Scaling a solution that stays proRtable:
Rs Tour client base grows, Tour compliance services need to scale without 
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increasing costs disproportionatelT. xhis means standardiOing processes where 
possible, automating routine tas s li e monitoring and reporting, and o/ering 
tiered service levels to accommodate di/erent client needs. Klac smith HnfoSec 
provides tools that allow MSPs to scale their compliance services while  eeping 
them proktable, such as automating policT updates and enabling ris  man-
agement, ensuring that even as Tour client roster grows, Tour services remain 
eycient and scalable.

Continuous Client Engagement

Unce onboarding is complete, the neJt challenge is maintaining regular engage-
ment with clients. Nontinuous communication not onlT ensures compliance 
standards are met but also provides opportunities to upsell additional services.

-egular checkUins and updates:
Eegular communication is  eT to  eeping clients informed and engaged 

with their compliance e/orts. Schedule periodic chec -ins6whether monthlT 
or zuarterlT6where Tou provide clients with compliance reports, updates on 
regulatorT changes, and anT recommendations for policT ad?ustments. xhis 
proactive approach helps clients staT on top of their compliance obligations and 
builds trust in Tour MSP as a long-term partner.

vpselling additional ser�ices:
Nontinuous engagement also opens the door for upselling. Rs clients become 

more comfortable with basic compliance services, theT maT need additional 
o/erings such as advanced threat detection, custom policT development, or spe-
cialiOed audits. xa e advantage of regular client meetings to identifT new pain 
points and o/er cTbersecuritT solutions that align with their evolving needs. For 
eJample, if a client’s business is eJpanding into a new mar et or industrT, theT 
maT need additional compliance support to meet new regulatorT demands.

—pselling can also include bundling compliance with other services Tou 
alreadT o/er, such as managed securitT, disaster recoverT, or SHCM@SUN. KT 
integrating compliance with these services, Tou provide clients with a more 
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comprehensive solution, increasing their reliance on Tour MSP and driving 
additional revenue.

Forging Ahead

Supporting and growing Tour compliance services rezuires a strategic focus on 
client onboarding, scalable solutions, and ongoing engagement. KT following 
best practices for onboarding new clients, ensuring Tour solutions can scale 
proktablT, and maintaining continuous communication, Tou can not onlT meet 
client needs but also create opportunities for upselling and eJpanding Tour 
service o/erings.



Thanks for Reading!

We hope you enjoyed learning more about Forging Trust with your clients. To 
see Blacksmith in action, scan the QR code below to schedule a demo!






