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Top-Performing MSPs Don't Just
Forecast Better; They Actually Hit
Their Budgets.
It sounds simple, but it's rare. And it's one of the strongest predictors of profitability.

In the 2025 Service Leadership Index report, Best-in-Class MSPs achieved 106% of
their revenue targets and 109% of their EBITDA goals. Median firms hit just 82% of
their EBITDA target. Bottom-quartile MSPs missed by nearly half. 

Budgeting wasn't an administrative exercise for the top performers, it was a
management discipline.

Budget attainment isn't just about numbers; it's about how a leadership team runs
the business. 

Firms that consistently hit their budget share three habits:
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Each department owns its assumptions
(revenue, labor, SG&A) and commits to
them.

That ownership creates accountability, not
just a spreadsheet.

2. They Manage to Gross Margin
Dollars (GM$), Not Just Revenue

CFOforIT

Service Leadership's Best-in-Class firms keep SG&A near 57% of GM$, versus 70%+ in
median performers.

When MSPs budget SG&A against margin instead of revenue, profitability stabilizes.

1. They Budget From the Bottom
Up, Not the Top Down
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Insight
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In my experience scaling three IT services firms past $100M, we found that the
discipline of budgeting created more value than any single system
implementation.

It forced clarity. It exposed friction points. And it made financial conversations
strategic, not reactive.

The result was a leadership team that could see and manage the future, not just
report on the past.

3. They Treat Budget Variance as a
Management Signal, Not a
Postmortem
They treat budget variance as a management signal, not a postmortem. 

The best CFOs review revenue, margin, and SG&A variances weekly, not quarterly,
and adjust resourcing or pricing in real time.
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Budget attainment isn't finance work. It's leadership work. It's the operational
heartbeat that separates high-performing MSPs from everyone else.

If you want to measure your operational maturity, don't just look at revenue growth
or EBITDA margin, ask a simpler question:

Because the answer to that question tells you more about your company's maturity
than any KPI ever will.

If you're considering CFO expertise without full-time costs, CFOforIT is here to help.
Book a free consultation to explore how we can help you grow more profitably.
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Conclusion

How often do we
actually hit our plan?
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