


CPI Inside Track is a half day, one-stop-shop for partners 
looking to educate themselves on the latest trends and 
opportunities faced by their customers in the managed 
services market.

Unlike many virtual conferences and exhibitions, 
CPI Inside Track will be a highly focused, single stream 
event which zones in on the key topics affecting MSPs and 
their customers, allowing attendees to digest information 
easily and at their convenience. 

Alongside vendor-led sessions, the event will include 
CPI Inside Track mini-documentaries to help offer a wider 
market perspective on the challenges facing customers 
today.

Throughout the event we will talk with partners and 
vendors to examine what problems their customers are 
facing, how they are helping and how key products and 
solutions are enabling businesses to keep moving forward.
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Why sponsor?

• If you’re a thought leader in managed services, 
sponsorship offers a platform to educate our MSP 
audience on how to best serve their customers. 

• Your logo will be aligned with all pre-event marketing 
aimed at our US MSP audience from Feb through April, 
providing sustained and targeted brand awareness.

• Sponsorship packages also include a bespoke content 
series to help position you as a true thought leader.

• Each sponsor will receive guaranteed leads from 
engagement with their session – both live and on 
demand.



08:30 08:35 Editorial Opening Remarks, Channel Partner Insight 

08:35 09:05 Editorial Panel What will the cybersecurity landscape look like in 2021?

09:05 09:30 Gold sponsor The shifting MSP landscape 

09:30 09:40 Silver sponsor Vendor Q&A 

09:40 10:10 Editorial Panel How will changing customer expectations impact MSPs next year?

10:10 10:35 Gold sponsor The future workplace of the MSP 

10:35 11:00 Gold sponsor Selling in a pandemic 

11:00 11:10 Silver sponsor Vendor Q&A 

11:10 11:40 Editorial Panel Do MSPs need to take more control in 2021? 

11:40 12:05 Gold sponsor How can vendors support their MSPs 

12:05 12:10 Editorial Closing Remarks, Channel Partner Insight 

The Future of MSPs
8:30am PT, April 22nd 2021



Gold Sponsor Session 1:  
The shifting MSP landscape

The COVID-19 crisis has presented the managed 
services industry with some of the biggest 
challenges and opportunities it has ever faced.

MSPs are planning for the year ahead in a world 
that still remains wracked by market 
uncertainties.

This discussion will explore how MSPs are 
recalibrating their ambitions and whether the 
pandemic has forced the managed services 
space to re-plot their growth strategies in 2021.

• Will MSPs and their vendors make big 
investments in 2021, or will they use the 
time to hunker down and regroup?

• Which areas of the managed services 
market will grow next year?

• Have MSPs replotted their growth 
strategies, or pivoted their business into 
new areas as a result of the COVID-19 crisis?

Gold Sponsor Session 2: 
The future workplace of the MSP 

The COVID-19 pandemic has caused a seismic shift in the everyday 
working patterns of MSP customers. Forrester predicts a third of 
Europeans will work remotely full-time in 2021. That's a change 
from four per cent in 2019.

As small and agile organisations themselves, MSPs were more 
prepared than most in adapting to the remote working revolution.

But what will the future workplace of an MSP look like in a post-
COVID world, and are permanent office spaces a thing of a past for 
the high performance MSP of the future?

• Have MSPs gauged the preferred working patterns of their 
employees? Where do their preferences lie?

• Are MSPs making some office time mandatory for employees?
• Are MSPs looking into saving costs by reducing their office 

space over the next 12 months?
• How have MSP attitudes towards working from home changed 

over the last six months?
• How are MSPs collaborating in a work from home 

environment?
• Do physical office spaces inspire innovation?



Gold Sponsor Session 3: 
Selling in a pandemic

Traditional sales and marketing rulebooks have been 
thrown out the window amid the global pandemic. With 
face-to-face meetings out of the question, and must-
attend industry events going virtual, the COVID-19 crisis 
has forced the managed services to rethink how they 
engage with their customers.

This webinar will explore how MSPs are selling in a 
pandemic, and how they’re bringing their marketing 
strategies to a new virtual audience.

• How are MSPs selling in a pandemic?
• Have MSPS adjusted their pricing on some services?
• Have MSPs been offering customers extended or 

flexible payment times?
• Are MSPs bundling together COVID-19 related 

services to sell to your customers?
• What are MSPs doing to connected to customers 

during the pandemic?

Gold Sponsor Session 4: 
How can vendors support their MSPs

A strong vendor relationship can provide MSPs with a vital 
lifeline during these unprecedented times. Some vendors 
have stepped up to the plate during the COVID-19 crisis 
when their managed services partners needed them 
most.
In this episode, MSPs reveal stories of the good, the bad 
and the ugly in how vendor partners have responded 
during the last six months.

• MSPs give feedback on how vendor partners have 
responded during the COVID-19 crisis

• What do MSPs need from their vendor partners 
during these unprecedented times?

• Are MSPs expecting to increase or reduce the number 
of vendors you work with over the next 12 months?



On the day:

 Pre-recorded sessions to play live during allocated 
timeslot in the program.

 Option to answer live questions via the chat function.

 Session to remain on the Session Library on-demand 
after playing live.

 Virtual sponsor “booths” to host “about the sponsor” 
profile and additional downloadable assets e.g. 
whitepapers and case studies (to be provided by 
sponsor).

 Guaranteed leads from engagement.



Gold Sponsorship 

 20 minute pre-recorded speaking session in the program:  in-depth thought leadership discussion and 
ownership of that topic.  Incisive Media to edit post production.

 Option to answer live questions via the chat function.

 Virtual “booth” to host chat function, “about the sponsor” profile and additional downloadable assets e.g. 
whitepapers and case studies (to be provided by sponsor).

 Publication of 1 x native editorial article on ChannelPartnerInsight.com ahead of the event promoting 
your sponsorship.

 10 minute pre-recorded interview Q&A with CPI’s editor on a topic of your choice to be published on 
ChannelPartnerInsight before the event.  Incisive Media to edit post production.

 1 x bespoke marketing email to entire US partner database promoting your involvement and content 
stream.

 Logo included on all event marketing between Feb – April including bespoke co-branded traffic driver ads.

 CPI to create bespoke social media tile for you to promote your involvement.

 Guaranteed 150 leads from engagement.

Investment Required: $25,000



Silver Sponsorship 

 10 minute pre-recorded interview Q&A with CPI’s editor on a topic of your 
choice.  Incisive Media to edit post production.

 Option to answer live questions via the chat function.

 Virtual “booth” to host chat function, “about the sponsor” profile and 
additional downloadable assets e.g. whitepapers and case studies (to be 
provided by sponsor).

 Publication of 1 x native editorial article on ChannelPartnerInsight.com 
ahead of the event promoting your sponsorship.

 1 x bespoke marketing email to entire US partner database promoting your 
involvement and content stream.

 Logo included on all event marketing between Feb – April including bespoke 
co-branded traffic driver ads.

 CPI to create bespoke social media tile for you to promote your involvement.

 Guaranteed 100 leads from engagement.

Investment Required: $18,000



For further info, contact:

Nina Patel
VP, Global Sales
nina.patel@incisivemedia.com
+44 (0)207 484 9943

mailto:nina.patel@incisivemedia.com

