
When you go to hire a new employee, do you show up without questions prepared? 
Probably not. The same goes for interviewing a potential Co-Managed IT Firm. The more 
you treat it like a defined recruitment process, the better off you’ll be. 

I’ve been in 200+ sales meetings with IT and other organization leaders. In this short 
E-book, I have compiled some of the best questions that I have been asked over the years. 
The criteria is not “these are the questions that I like to be asked.” In fact, some of these 
questions really put me on the spot. Which is exactly what you want. The person you are 
speaking to has refined their pitch and knows how to get to the root of your problem, 
especially as you move to more mature IT firms. So, you need to come equipped with 
questions that will hopefully uncover any red flags before it’s too late. 

10 QUESTIONS TO ASK A 
POTENTIAL CO-MANAGED IT FIRM

LET’S GET STARTED



Do you provide a per computer or user discount 
since I have in-house IT Support?

The fact is, having an internal IT person is going to lighten the load of the 
Managed Service Provider. The organization either already has rates that 
compensate for the fact that your organization has internal IT or they are willing 
to provide a credit on the per user or per computer fee. I don’t think it should be 
a deal breaker if they do not come down on the per user price. In fact, that’s 
probably a good sign. Either way, this is a question that needs to be asked. 

Why should we partner with you as our IT firm?

This is the “alley-oop.” The rep has been waiting for this question. They have their 
Unique Selling Proposition ready. They have their metrics ready. Customer 
satisfaction. You name it; they’ve got it. The reality of this question? It’s the 
primer for the next question which is much more meaningful. 

Why shouldn't we partner with you as our IT firm?

I have only been asked this question ONE time in all the meetings that I’ve been 
in. I loved it. It made me really think. It’s the epitome of “what is your greatest 
weakness?” I started writing this E-book specifically because of this question. 
So, please ask this question. If they say “we are perfect” then they are either lying 
or not human. Let’s start the partnership off with transparency. 

By the way, the individual that asked me that question did end up hiring us 
despite our very honest answer. If you want to know my answer to this question, 
feel free to set up a sales meeting and ask me!
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What is your process for keeping up with the 
rapidly changing IT environment?

I recently deleted or updated all blogs on our website that were over 2 years old. 
The reason? They were almost all obsolete. That is how quickly IT is changing in 
this new world. New vendors, best practices, tools, etc. It takes a team of people 
constantly evaluating and updating best practices to stay up to date. Period. This 
reason alone is why I do not recommend working with a smaller Managed 
Service Provider. I am all about supporting small business. We are a small 
business. However, if the organization is sub 5 employees, there is no way they 
are putting the needed hours in to staying up to date. Ask this question and write 
down the answer. See how it compares depending on the maturity of the 
organization. 

How many customers do you currently support 
that have internal IT support? 

This is very important. It took us some time to develop the right process in a 
Co-Managed IT environment. I hate to say our first Co-Managed client was the 
Guinea pig…. But the first Co-Managed client was the Guinea pig. Fortunately, we 
must have done a good job because we have since added many Co-Managed 
customers. So, consider asking this question, but it does not have to be a deal 
breaker. If you are the first, that may be fine with you. Just set your expectations 
accordingly. 

What role do you typically take on as the 
outsourced IT help?

In our infographic on successfully transitioning to Co-Managed IT we discuss 
the importance of defining roles. It’s important to identify what aspects of the 
computer network the MSP will be managing. Is it the Help Desk? Servers? 
Backup? Everything? Clearly define these roles with the provider and it will start 
the partnerships off on the right track.  
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Are you willing to provide 5 customer references 
that we can reach out to?

This one does not need much of an explanation. If the provider cannot 
provide 5 references, it’s on to the next one. 
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Do you have a customer portal? What does it include?

This is another good way to gauge the maturity of the MSP. Do they have a 
defined portal for their customers? Does this vary for Co-Managed IT 
customers? If they say yes, then ask them how you would go about logging in. If 
they say no, this is a red flag and shows that they do not have their processes as 
defined as they should be. 

In your eyes, what is an ideal partnership with 
an in-house IT team?

I don’t have much guidance on this one, I just really like the question. Are they 
sincere with their answer or do they continue in “sell” mode?

08

09

What makes a partnership/client relationship 
less than ideal?

An honest answer is great here. The outsourced team should be an extension of 
the internal IT department. You need to ask yourself whether you are ready to 
change your processes to accommodate the MSP or if you are going to require 
them to change their processes for you. This question will help bring some of 
that to light. It’s also a good opportunity to follow up with the bigger discussion 
of process changes that will need to be made (from both parties potentially).
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These questions will set you up for success with your upcoming 
conversations with potential IT firms. Make sure to write their answers 
down and compare answers from all providers. 
Most likely, you will work with the chosen provider for many years, so it’s 
important to do your due diligence prior to signing up.
I hope this is a helpful guide for you! If you have any questions or would like 
to consider Data Magic Inc as one of the potential IT firms, please contact 
me at:

Gary Sullivan
gary.sullivan@datamagicinc.com

Office (469) 635-5501


