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Everest Group defines MSP as the transfer of ownership of all 

or part of the management of an organization’s 

contingent/temporary staffing activities on an ongoing basis

MSP process pyramid

1 Statement of Work (SoW) consultants are contracted for project-based work with pre-determined deliverables (as specified in the SoW) to be completed 

within a fixed amount of time. They are often paid on the basis of final outcome/deliverable, but can also be paid on an hourly basis

Source: Everest Group (2015)

Everest Group defines MSP deals as those which satisfy the following key characteristics:

 A minimum of four core processes are included

 A minimum contract term of two years

 Scope of hires includes temporary/contingent hires, SoW consultants1, and independent contractors

Strategic

Judgment-intensive

Transaction-intensive

Enabling

11. Contact center / helpdesk10. Vendor management system

MSP

strategy

1. Spend data analysis

2. Demand rationalization

3. Vendor sourcing

4. Vendor management

5. Candidate selection

8. Billing and payments

7. Day-to-day order management 

9. Performance and compliance monitoring and reporting

6. Recruitment administration
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Source: Everest Group (2016)

A detailed view of MSP processes

Strategy (done in-house)

 Mission/corporate strategy

 Business strategy

 Geographic strategy

 Technology strategy

Vendor sourcing

 Sourcing strategy

 Vendor selection

 Contracting

 Sourcing implementation

Spend data analysis

 Baseline analysis

 Data “cube” construct

 Saving-opportunities 

identification

Day-to-day order 

management

 Approval workflow

 Requisition

 Order distribution

 Expediting/troubleshooting

1

3

Vendor management 

 Vendor relationship 

management

 Contract administration 

4

Demand rationalization

 Hire-volume rationalization

 Specifications/standards

 Transformation/change 

management

 Process and systems 

implementation

Performance and 

compliance monitoring and 

reporting

 Vendor assessment

 Overall program 

assessment

 Service levels / standards 

monitoring

 Compliance management

 Policies and procedures

 Performance and results 

reporting

Billing and payments

 Invoice receipt

 Consolidated billing

 Supplier payments

7

8

Candidate selection

 Screening

 Assessment

 Background verification

5

2
9

Vendor management 

system

 Proprietary platform

 Technology support

10

Contact center / helpdesk
11

Recruitment administration

 Candidate tracking

 Interview scheduling and 

co-ordination

 Offer-letter management

 On boarding

6

Strategic

Judgment-intensive
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Enabling
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XXXX (page 1 of 4) 

MSP service capability and strategy

1 MSP engagement model (based on percentage of requisitions filled by MSP (or subsidiary / sister company):

Vendor-neutral (0 to 10% requisitions), hybrid (10 to 50% requisitions), and master-supplier (greater than 50% requisitions)

2 FTEs in low-cost offshore or nearshore locations and delivering services to high-cost locations

Source: Everest Group (2016)

Company profile

XXXX

Headquarters: xx

Leadership: XX

Ownership: Private

Parent company: XX

Stock exchange/symbol: XX

Website: www.xyz.com

MSP experience (2014)

 Total managed spend: xx

 Total number of current MSP clients: xx

 Total number of contingent workers managed: xx

Technology strategy

Proprietary Vendor Management System (VMS)

Name: XX

Number of current deployments: xx

Technology partnerships

VMS: XX

Others: XX

Number of technology-related FTEs: xx

Total MSP delivery FTEs = XX

Global sourcing2

50% 25% 25%

Onsite Onshore Offshore

50% 50%

As percentage of managed spend

Vendor-neutral Master supplier

MSP engagement model1

As percentage of managed spend

25% 25% 25% 25%

Location A Location C Location D

Geography focus

Location B
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XXXX (page 2 of 4) 

MSP portfolio

Managed spend split by job family

Managed spend split by type of worker

Temporary 

workers 

Statement of 

Work (SoW) 

workers

Independent 

contractors

Percentage of current clients

Percentage of current deals 

Small (<US$50 million)

Mid-size

(US$50-100 million)

Large size

(US$100-300 million)

Mega size 

(>US$300 million)

Energy & utilities

Media

Government and 

public sector

Manufacturing

Financial services

Retail

Hi-tech and 

telecom

Healthcare

Others

Deal size (based on spend managed)

Major MSP clients Nature of workforce managed Buyer industry

Engineers / IT 

professionals / 

scientists

Sales & marketing

Healthcare
Accounting, 

finance, and legal

Call centre

Blue collar 

Source: Everest Group (2016)
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XXXX (page 3 of 4) 

Key MSP delivery locations

Offices / centralized delivery locations

London

Bangalore

Source: Everest Group (2016)
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XXXX (page 4 of 4) 

Detailed assessment of MSP capabilities

Measure of 

capability:
Best-in-class Very high High Medium high Medium Medium low Low Not matured

 XXXX

 XXXX

 XXXX

 XXXX

 XXXX

 XXXX

Strengths Areas for improvement

Dimension Rating Remarks

Scale XXXX

XXXX

Scope XXXX

XXXX

Technology 

and innovation

XXXX

XXXX

Delivery 

footprint

XXXX

XXXX

1 Based on contractual and operational information as of September 2015

Source: Everest Group (2016)
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MSP research calendar
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HR Analytics in Europe: A Patchwork Landscape  - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - September 2015

Recruitment Process Outsourcing – Service Provider Landscape with PEAK Matrix™ Assessment 2015  - - - - - - - - October 2015

Rise of MSP 2.0   - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - Q1 2016
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MSP – Service Provider Landscape with PEAK Matrix™ Assessment 2015 - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - December 2015

Blended Model in Talent acquisition – A new age   - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - Q1 2016

MSP in Europe   - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - Q1 2016

Technology in BPS - Market Landscape refresh   - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - Q2 2016
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MSP – Service Provider Profile Compendium 2015 March 2016
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Additional MSP related research recommendations

The following documents are recommended for additional insight into the topic covered in this research. The recommended 

documents either provide additional details on the topic or complementary content that may be of interest

1. Managed Service Provider (MSP) – Annual Report 2015: Moving Beyond the Horizon (EGR-2015-3-R-1645); 2015. The global MSP 

market is witnessing fundamental changes that are altering the dynamics of the market. MSP buyers, having obtained the relatively low 

hanging fruits, are now looking for additional strategic gains from their MSP programs. This, in a way, has also provided opportunity for 

service providers to differentiate themselves by bringing in innovative solutions and best practices from allied industries in the broader 

Business Process Outsourcing (BPO) area such as RPO, HRO, and PO

2. Recruitment Process Outsourcing – Service Provider Landscape with PEAK Matrix Assessment (EGR-2015-3-R-1595); 2015.

This report provides a comprehensive analysis of the RPO service provider landscape along multiple dimensions and assesses service 

providers to position them on the Everest Group PEAK Matrix. Each of the 21 RPO service providers analyzed are segmented into 

Leaders, Major Contenders, Aspirants, and Star Performers. Additionally, it provides key insights on the areas in which service providers 

differentiate themselves

3. Managed Service Provider (MSP) – Service Provider Landscape with PEAK Matrix™ Assessment 2015 (EGR-2015-3-R-1661); 

2015. This report examines the dynamics of the global MSP service provider landscape and its impact on the MSP market. Based on the

comprehensive Everest Group PEAK Matrix, each of the 13 PO service providers are segmented into Leaders, Major Contenders, and 

Aspirants. The report also provides key insights into the capabilities of various service providers. It will assist key stakeholders (service 

providers, buyers, and technology providers) understand the current state of the MSP service provider landscape

For more information on this and other researches published by Everest Group, please 

contact us: 

Rajesh Ranjan, Partner                                             rajesh.ranjan@everestgrp.com

Arkadev Basak, Practice Director: arkadev.basak@everestgrp.com

Dhananjai Gaur, Senior Analyst: dhananjai.gaur@everestgrp.com

Website: www.everestgrp.com | Phone: +1-214-451-3000 | Email: info@everestgrp.com

https://research.everestgrp.com/Product/EGR-2015-3-R-1645/Managed-Service-Provider-MSP-Annual-Report-2015-Moving-Beyond-
https://research.everestgrp.com/Product/EGR-2015-3-R-1595/Recruitment-Process-Outsourcing-Service-Provider-Landscape-wit
https://research.everestgrp.com/Product/EGR-2015-3-R-1661/Managed-Service-Provider-MSP-Service-Provider-Landscape-with-P
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