
From Attention to 
Revenue

How MSP Buying Actually Works
A signal-driven model for MSP vendors



The Model Vendors Are Taught Doesn’t Match Reality

What We’re Taught
• Leads
• Meetings
• Demos
• Revenue

What Actually Happens
• Exploration
• Silence
• Internal discussion
• Delayed decisions

Vendors aren’t failing because of product or effort.



MSPs Don’t Buy Linearly

• They explore privately
• They disappear
• They re-engage later
• They share internally
• They delay without signaling

Delay is not disinterest.



Vendors Enter This Model for Different Reasons

Squirrel Startup
< $1M ARR | 0–1 SDR
Credibility + early traction

Cautious Cat
$1M–$5M ARR | Small sales team
ROI confidence

Charging Cheetah
$5M–$50M ARR | Full sales engine
Scale without friction

Mighty Mammoth
$50M+ ARR | Inbound + outbound
Market influence



Where Most Vendors Lose Momentum

Outcomes are preceded by invisible signals.

AttentionAttention (unmeasured 
/ ignored)

(unmeasured 
/ ignored) InterestInterest RevenueRevenue



Stop Measuring Outcomes First.
Start Measuring Signals.

• Outcomes come last
• Signals come first
• Signals show momentum
• Momentum predicts revenue

You can’t accelerate what you don’t measure.



Signals Show Up in a Predictable Progression

This is momentum — not a funnel.
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Why Momentum Breaks Before Revenue Shows Up

• Early interest gets over-pressured
• Automation replaces awareness
• Follow-up ignores context
• Buyers pull back silently

Trust breaks quietly — long before deals are lost.



Visibility Creates Readiness — Not Opportunity
• Recognition lowers friction
• Familiar brands get attention
• Unknown vendors get ignored
• Engagement performs better when familiarity exists

You can’t engage with what you don’t recognize.



Engagement Signals Are Where Momentum 
Becomes Visible

• Buyer-initiated
• Intentional actions
• Topic-specific
• Time-based behavior

This is curiosity — not commitment.



• Buyer-declared
• Opt-in behavior
• Higher intent
• Still buyer-controlled

Interest can be observed.
It cannot be forced.

Declared Interest Is Reported — Not Promised



Clear Guarantees. Clear Boundaries.

What We Guarantee
• Market visibility
• Engagement activity
• Signal capture
• Reporting and insight

What We Do Not Guarantee
• Meetings
• Pipeline
• Revenue
• Close timelines

We guarantee momentum — not outcomes.



Momentum Is Shared. Ownership Is Clear.

What We Own
• Market access
• Attention systems
• Signal capture
• Reporting and insight
• Education and guidance

What You Own
• CRM
• Sales process
• Follow-up
• Timing and cadence
• Close decisions

Momentum is collaborative.
Results are buyer-driven.



Momentum Compounds When It’s Respected

• Familiarity reduces friction
• Repeated signals accelerate recognition
• Educated buyers move faster
• Trust shortens future cycles

Consistency beats intensity.



Designed for the Right Kind of Vendor

This Model Is For Vendors Who:
• Think in quarters, not weeks
• Respect buyer (MSP) timing
• Follow up with discipline
• Value signal insight over shortcuts

This Model Is Not For Vendors Who:
• Need meetings immediately
• Want pay-per-lead guarantees
• Expect outsourced selling
• Chase volume over trust

Fit matters more than speed.



Thank You


