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ADDITIONAL OPPORTUNITIES 
FOR YOU AND YOUR TEAM

PARTNERING FOR NOC 
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Why working with a partner for NOC is an 
opportunity for your team – not a threat.
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1. Your engineers will remain the bedrock of 
your business

With significant levels of expertise, knowledge of the systems you are supporting 
and the monitoring and automation tools you are using – plus a first-hand 
relationship with your customers – your team are the face of your MSP business.
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2. They won’t have to be on call for out-of-hours 
services

Many MSPs start working with a partner for 
NOC monitoring and remediation to cover out-
of-hours first. Like them, you may want your 
own teams to continue to handle during normal 
business hours, but use a partner outside of this 
and to extend your service to 24/7.

This means you retain what you have in place 
but can access through your partner the 
additional resources you need, whenever 
you need them. This is often the way our own 
relationships with MSPs begin.
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3. Freed from the daily grind your engineers can 
focus on in demand IT services such as security

Are your engineers happy to be constantly 
called upon for routine maintenance and low-
level reactive support tasks? Resolving daily 
network and server maintenance issues for 
NOC, for example.

By delegating the ‘daily grind’ to a partner, 
your engineers will be freed up to focus on 
specialist projects; on higher-margin services 
that will extend and improve your value in the 
eyes of your customers – security, for example, 
or cloud, or big data. 

These are the areas where companies readily 
admit to needing outside help.
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4. Gain the requisite skills to deliver these 
‘in-demand’ IT services

They may have the time, but do your engineers 
currently have the right technical skills to 
deliver the new services outlined previously?

According to CompTIA’s State of the Channel 
Report, around 40% of MSPs said they needed 
to invest in new technical training and 
development – particularly to accommodate 
the new skills for the areas noted above; and 
accepted that they may even need to hire new 
people to meet this demand.

With your engineers ‘liberated’ from the 
constant stream of routine maintenance 
tasks, thanks to these being handed over to 
your partner, wouldn’t they appreciate the 
opportunity to gain the new skills you need – 
rather than you having to bring in new hires?
There is nothing more demotivating than being 
passed over for a new opportunity because you 
are deemed essential in your current position as 
a ‘safe pair of hands’.

Hand over that responsibility to your partner, 
giving your engineers the chance to work on 
high value mission critical services such as 
security that your customers are in need 
of now.
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5. Focus on progressing relationships with your 
customers

It takes time to achieve the ‘holy grail’ of acting 
as vCIO or vCSIO to your customers; time that 
your senior engineers do not have if they are 
constantly being pulled away to firefight.

With a partner taking care of daily monitoring 
and remediation, your team could take 
on more of the crucial role of developing 
customer relationships: finding out what the 
real customer concerns are, identifying new 
opportunities, planning for future requirements 
and incorporating these into your services. This 
is essential if you are to move up to servicing 
larger customers with more complex needs.
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6. Less stress for you and your team

Do your engineers start the day stressed – and 
it just gets worse?

Your partner will deal with any overnight 
issues (including planned maintenance) so 
your engineers won’t be running round first 
thing in the morning to resolve a problem that 
came up during the night; instead of playing 
catch-up, they can focus on requirements that 
come in during the day.
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7. Less likely to be tempted away by a better offer

If your engineers feel they are stagnating, with 
little chance of upward advancement, acquiring 
new skills or of being deployed into a new 
service area, then the grass of another employer 
will inevitably seem greener – even though they 
may really enjoy working for you! 

So you risk losing the very people you 
don’t want to see walking out of the door: your 
most highly skilled and experienced technicians.

With the routine but essential tasks offloaded 
on to your NOC partner, the grass could 
become an awful lot greener right where 
they are.
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8. Make sure they understand ‘why’

A relationship only works with buy-in from 
both sides. Make sure your engineers realize 
that your partner is an extension of the team; 
that partner resources will be complementary 
– not competing.

People fear the unknown. Much better to make 
your team part of the decision, to make sure 
they understand how it will work in practice, 
what specifically will change about their role 
and how this is an opportunity to become even 
more valued members of your business.



11

INBAYTM 
October 2017

ABOUT INBAY

Providing exceptional service to our partners’ clients is our number one priority. Inbay has been 
providing specialist IT support since 2003, first as an MSP and now as a trusted partner to MSPs 
on an international basis.

We have built a reputation for helping our partners grow their managed services businesses 
by providing the highest quality service desk, NOC and project services at a fair price.

Operating from our headquarters in London, we offer MSPs 24/7 support to complement and 
extend their own resources, enabling them to scale cost effectively and drive profitable growth. 

For more information, please visit: 

          www.inbay.co.uk

Head office (UK/EMEA Sales) 
London, United Kingdom 
45 Broadwick Street 
London W1F 9QW 

Telephone
+44 (0)20 3435 6435
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