
M S P  &  V C I S O

Every client's security basics, on one board B E TA

Posture & pipeline: see who needs attention, then price the work.

A portfolio tab in the MSP Portal, beside Clients and Insights. Four security basics, Identity, Endpoints, Patching and Incidents,
read for every client from its own tools or its own finalised assessments, and the clients that need attention listed first. Then, for
each of those clients, a remediation project priced at your own rates, ready to send as a statement of work. Rules decide every
reading and every price: no AI is used.

The board. Each bar shares the clients out as bad, warning, good or no data, and each segment filters the list. Below, the
clients that need attention, most in need first. Illustrative data.

WHERE EACH READING COMES FROM WHO NEEDS ATTENTION

Check it, then quote on it. Select a client to see every reading
and its source, with links to its connected tools and assessments.

One client, every reading and its source. MFA from Microsoft 365, EDR from CrowdStrike Falcon, patching from the
client's own Cyber Essentials answers. Illustrative data.

A connected tool first: Microsoft 365, Google Workspace, Okta
or CrowdStrike Falcon. Microsoft 365 and Google Workspace
count only once a sign-in has tied them to the client's own
organisation.

▸

Otherwise the client's own answer in its latest finalised
assessment of a framework that asks the question.

▸

Every reading names its source, and a tool reading over 30
days old is shown in grey. Microsoft Secure Score is listed but
never scored.

▸

A warning or a bad reading on any of the four basics.▸

Answers its own tools contradict: the client said it was in place,
and its tools show otherwise.

▸

An assessment over 90 days old.▸



P R O J E C T S  T O  P R I C E

From what the board shows to a signed statement of work
One remediation project for each client that needs attention, priced in days at your rates.

The pipeline. Your fees across every project by stage, before VAT, with lost projects counted beside it; each stage filters the list. Below it, the
rates the portfolio owner sets. Illustrative data.

The work
The client's open
Remediation Tracker actions
in a package for each basic,
and the policies each weak
basic calls for.

Your fees
Leading the work each
month, each policy and a
monthly board report, in days
at your day rate.

Who delivers
The client's own team, or Pro
Services from a printed
request for quote; a partner
MSP's quote is
subcontracted.

The statement
Numbered, priced on the
server from its own rates and
quotes, and kept at that price.

One client's project. A package priced by Pro Services, two quotes in and one chosen,
beside your fees. Illustrative data.

The statement of work, as printed.
Illustrative data.

Requests for quote and statements of work print (Save as PDF) with your business name, and Export CSV writes a project's actions,
policies, fee lines and totals. A project moves from to price to proposed, won or lost.

The portfolio owner sets the rates; team members see only their clients, and Viewers change nothing. Posture & pipeline is in beta in the MSP Portal. Screens are the
shipped product showing a fictional MSP and its clients; names, readings and prices are illustrative.

Why this work: each basic's reading and its
source, from the board.

▸

Done means the actions are complete and the
basic reads good on the board.

▸


