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As an MSP we offer our clients a variety of products 
and solutions, ranging from IT security, training, 
and technology evaluation to cloud deployment of 
critical business applications.

We are constantly considering ways of adding value 
to all our client interactions, so as a business, we are 
focusing more on the customer experience, as we 
believe this is where the most value is observed.

We recognise that each customer is different with their 
individual concepts of value being totally subjective, 
so we cannot treat each client the same. However, our 
goal has always been to develop a partnership with our 
clients where we invest in several ways to support their 
success.

What value are our 
clients looking for



How we demonstrate value
At Quiss we focus on a select few vertical markets and in one 
of these, UK law, we further segment the market by size and 
technology stack.

This does mean that our total addressable market is a lot smaller 
than some others, but it does mean that over the years we have 
built knowledge, relationships, and technical expertise that few can 
match. So, what does our value look like?

Pricing
This is always the ‘elephant in the room’. We 
understand where we need to be in terms of pricing 
our key services, knowing we cannot charge too 
much for our managed services as it would not be 
economically viable for our market. However, clients 
need to recognise that a cheap price can be a red 
flag.

We recognise that we must constantly invest in 
technology, people, processes etc., to remain 
competitive and Quiss is not in the game of profit 

maximisation at our price point; we believe we offer 
true value.

Quiss is on a different journey to most of its 
competitors. We believe in managed growth, running 
a profitable business and delivering on our core 
values. We have been in operation nearly 35 years 
and are proudly independent and will continue to be.

This mindset is different from what exists in the 
market currently and we are not looking to get our 
business into a position to sell, but looking to grow 
in a controlled way in the sectors that we have built 
knowledge in over many decades.

Service
Our portfolio consists of not only the supply and support of tier 1 
technology vendors but also industry specific solutions that are only 
focused on mid-market UK law. This comprehensive mix of solution 
sets enables us to offer our clients the scope of services that adds 
true value to their business.

We don’t like the phrase ‘one-stop-shop’ as it conjures up images of 
a business that sells anything, but what we have done is develope 
relationships with key vendors whose products deliver a strong 
value proposition to our client base.

This focus has enabled us to become a trusted technology partner 
to many of our clients, rather than just a supplier, but for new 
clients this takes time as we build trust into the relationship.
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Responsiveness
At Quiss we support thousands of users with 
their day-to-day IT needs and a large part of this 
is our service desk, which delivers 1st, 2nd and 
3rd line support.

When a client rings the desk 99.99% of the time 
they have an issue, and typically in the industry 
that we are working with most,  the issue means 
they are not billing - as time is money. This means 
that our ability to respond quickly  is key and a 
focus of our business.

We see responsiveness as a key driver of value, 
whether on the service desk or by reacting to 
other issues in a timely manner – we understand 
that responding to customer issues and requests 
can be a clear differentiator over our competition.

To address this, we invest heavily in training 

across all of our business. In fact we have our 
own in-house training team, which not only works 
with clients but also helps develop the skills of 
our people. We recognise that the better trained 
our team is, the more value it delivers to our 
clients.

The Quiss concept of value is continually evolving. 
And we know it needs to, as our market and the 
environment is changing constantly too. Our 
clients rely heavily on us, not only to support 
their traditional infrastructure but to continually 
answer questions like ‘what is next?’ ‘how can we 
develop?’ ‘what are others doing?’. 

So our belief is that to drive true value in our 
client relationships we approach large parts of 
our operation from the customers perspective, 
understanding our service from their point 
of view and doing things that help move their 
business forward.

Relationships
Our determination to put our clients at the centre of all aspects of 
our business, is one of the ways we are trying to build value. We 
are interested in our customers’ success and post-sale have built an 
account management function tasked to deliver success.

We know all MSP’s can offer the same technology, usually at a 
similar price but some tend to sell products/solutions, not value. We 
try to show them how solutions/products can support their growth, 
which showcases value.

As part of our beliefs, the team recognise that what is truly 
important is the customer and their needs, not our needs – with the 
key question in all interactions being, what are our clients’ priorities?
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