
 

 

Solution Accelerator Plan:  
Windows 11 Migration Opportunities 
for Managed Service Providers 

Executive Summary 
The impending end of support (EOS) for Windows 10 on October 14, 2025, presents a 

significant opportunity for Managed Service Providers (MSPs) to assist businesses in 

migrating to Windows 11.  

With approximately 67% of Windows users still on Windows 10 as of early 2025 and only 

29% on Windows 11, there is a substantial market of enterprises and small-to-medium 

businesses (SMBs) needing migration support. This business plan outlines a market 

research strategy for MSPs to evaluate the demand, competition, and operational 

requirements for offering Windows 11 migration services. By leveraging expertise in IT 

infrastructure, cloud solutions, and cybersecurity, MSPs can position themselves as trusted 

partners in this transition, driving recurring revenue and long-term client relationships. 

 

 

 

 

 



1. Market Overview 

1.1 Industry Context 

●​ Windows 10 End of Support (EOS): Microsoft will cease mainstream support for 
Windows 10 on October 14, 2025, after which only paid Extended Security Updates 
(ESU) will be available, starting at $61 per device in year one and doubling annually. 

●​ Windows 11 Adoption Trends: As of early 2025, Windows 11 adoption is at 29% 
globally, with enterprises lagging due to hardware compatibility issues, application 
testing needs, and economic uncertainty. Analysts predict a significant uptick in 
migrations starting mid-2025 as the EOS deadline approaches. 

●​ MSP Market Growth: The global managed services market is projected to grow 
from $365.33 billion in 2024 to $511.03 billion by 2029, with a CAGR of 6.9%, driven 
by demand for cloud migration, cybersecurity, and IT infrastructure management—all 
critical components of Windows 11 migrations. 

1.2 Target Market 

●​ Enterprises: Large organizations with complex IT environments, legacy 
applications, and multi-device fleets. These clients require phased rollouts, hardware 
assessments, and compliance management. 

●​ Small and Medium Businesses (SMBs): Companies with 1-150 employees, 
representing 60% of the average MSP client base. SMBs often lack in-house IT 
expertise and need cost-effective, turnkey migration solutions. 

●​ Verticals with High Potential: Banking, Financial Services, and Insurance (BFSI), 
IT & Telecom, Healthcare, and Retail, where regulatory compliance, security, and 
digital transformation are priorities. 

1.3 Market Drivers 

●​ Regulatory Compliance: Post-EOS, Windows 10 will no longer receive security 
updates, risking non-compliance with standards like GDPR, HIPAA, and FISMA. 

●​ AI and Productivity Gains: Windows 11’s integration of AI tools like Microsoft 
Copilot appeals to businesses seeking operational efficiency. 

●​ Hardware Refresh Cycles: Many devices from 2020 (pandemic-era purchases) do 
not meet Windows 11’s stringent requirements (e.g., TPM 2.0, Secure Boot), 
necessitating upgrades or replacements. 

1.4 Market Challenges 
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●​ Hardware Compatibility: Approximately 11% of existing devices require 
replacement, and 1% need upgrades to support Windows 11, increasing costs for 
clients. 

●​ Application Compatibility: Legacy and in-house applications may require testing or 
redevelopment, delaying migrations. 

●​ Economic Uncertainty: Budget constraints may push some businesses to delay 
upgrades or opt for ESU, reducing immediate demand. 
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2. Competitive Analysis 

2.1 Key Competitors 

●​ Large MSPs (e.g., Accenture, NTT DATA): Offer comprehensive migration 
services, leveraging scale and partnerships with Microsoft. They target enterprises 
with complex needs. 

●​ Regional MSPs: Focus on SMBs with localized support, often competing on price 
and relationships rather than advanced capabilities. 

●​ Microsoft Solutions Partners: Certified partners with deep Windows expertise, 
benefiting from Microsoft’s tools (e.g., Windows Autopilot) and incentives. 

2.2 Competitive Advantages for MSPs 

●​ Specialization: Focusing solely on Windows 11 migrations allows MSPs to develop 
niche expertise, differentiating from generalist providers. 

●​ Agility: Smaller MSPs can offer personalized, flexible solutions compared to larger, 
process-heavy competitors. 

●​ Bundled Services: Combining migrations with cybersecurity, cloud management, 
and ongoing support creates a compelling value proposition. 

2.3 Barriers to Entry 

●​ Skilled Labor Shortage: Demand for professionals with Windows 11, cloud, and 
cybersecurity expertise exceeds supply. 

●​ Partnerships: Access to Microsoft Azure, AWS, or Google Cloud partnerships 
enhances credibility but requires investment. 

●​ Client Trust: Convincing clients to migrate early requires overcoming inertia and 
proving ROI. 

 

3. Opportunity Assessment 

3.1 Market Size 

●​ Global Opportunity: With 80% of businesses planning PC refreshes by late 2025 
and an estimated 1.4 billion Windows devices worldwide, the migration market could 
exceed $50 billion in services and hardware spending. 
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●​ SMB Focus: Assuming 60% of MSP clients are SMBs with 50 devices on average, a 
single MSP with 100 clients could target 5,000 devices, translating to $2.5-$5 million 
in migration revenue (at $500-$1,000 per device, including services and hardware). 

3.2 Revenue Streams 

●​ Migration Services: Hardware assessments, application testing, phased rollouts, 
and post-migration support. 

●​ Hardware Sales: Partnering with OEMs (e.g., Dell, HP) to supply Windows 
11-compatible devices. 

●​ Recurring Revenue: Managed security, cloud management, and Windows 365 
subscriptions post-migration. 

3.3 Timing 

●​ Lead Time: A typical migration takes 14 months, meaning MSPs must begin 
outreach by mid-2024 to complete projects before EOS. 

●​ Inflection Point: Analysts predict a surge in adoption starting Q3 2025, creating a 
narrow window for maximum impact. 

 

4. Research Methodology 

4.1 Primary Research 

●​ Client Surveys: Poll existing clients to assess Windows 10 usage, hardware 
readiness, and migration timelines. Sample question: “What are your primary 
concerns about migrating to Windows 11?” 

●​ Interviews: Conduct discussions with IT managers in target verticals (e.g., BFSI, 
Retail) to understand specific needs and pain points. 

●​ Pilot Projects: Offer discounted migrations to early adopters, gathering data on 
timelines, costs, and challenges. 

4.2 Secondary Research 

●​ Industry Reports: Analyze data from Gartner, IDC, and MarketsandMarkets on 
Windows adoption and MSP market trends. 
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●​ Competitor Benchmarking: Review service offerings, pricing, and case studies 
from top MSPs via websites and public filings. 

●​ X Platform Analysis: Search posts and discussions on X about Windows 11 
migrations to gauge sentiment, common issues, and MSP involvement. 

4.3 Tools and Data Sources 

●​ Microsoft Tools: Use PC Health Check and Windows Autopilot to assess client 
hardware compatibility. 

●​ Web Search: Leverage real-time data on migration trends and vendor partnerships. 
●​ Internal Data: Review current client device inventories and support tickets related to 

Windows 10. 

 

5. Strategic Plan 

5.1 Service Offerings 

●​ Hardware Assessment: Evaluate client devices against Windows 11 requirements, 
identifying upgrade or replacement needs. 

●​ Phased Migration: Implement a staged rollout (e.g., IT staff first, then departments), 
minimizing disruption. 

●​ Application Compatibility Testing: Validate third-party and in-house apps, offering 
remediation support. 

●​ Post-Migration Support: Provide 24/7 helpdesk, security monitoring, and Windows 
365 integration. 

5.2 Marketing Strategy 

●​ Education Campaigns: Host webinars and publish whitepapers on “Why Migrate to 
Windows 11 Now” to build urgency. 

●​ Targeted Outreach: Focus on SMBs nearing hardware refresh cycles and 
enterprises with compliance needs. 

●​ Partnerships: Collaborate with Microsoft and OEMs for co-branded promotions and 
incentives. 

5.3 Operational Plan 
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●​ Staff Training: Upskill technicians on Windows 11, Copilot, and cloud integration by 
Q2 2025. 

●​ Tooling: Invest in migration tools (e.g., SCCM, Intune) and cybersecurity solutions to 
streamline processes. 

●​ Capacity Planning: Hire or contract additional staff to handle peak demand in 2025. 

5.4 Financial Projections 

●​ Costs: $50,000-$100,000 for training, tools, and marketing in Year 1. 
●​ Revenue: $1 million from 2,000 device migrations in Year 1, scaling to $3 million in 

Year 2 as EOS nears. 
●​ Profit Margin: 20-30% after initial investment, driven by high demand and recurring 

services. 

 

6. Risk Mitigation 
●​ Hardware Delays: Partner with multiple OEMs to avoid supply chain bottlenecks. 
●​ Client Hesitation: Offer flexible payment plans and pilot programs to reduce upfront 

costs. 
●​ Competition: Differentiate with bundled AI and security services, leveraging 

Windows 11’s unique features. 

 

7. Conclusion 
The Windows 11 migration wave represents a transformative opportunity for MSPs to 

deepen client relationships, expand service offerings, and secure recurring revenue. By 

conducting thorough market research and executing a strategic plan, MSPs can position 

themselves as leaders in this space. With the EOS deadline looming, the time to act is 

now—starting with proactive outreach in 2025 to ensure clients are ready by October 14, 

2025. 
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MEDDIC Profile 

Metrics 

Enterprises measure success through tangible outcomes. Upgrading to Windows 11 can be 

tied to metrics like: 

●​ Productivity Gains: Features like Snap Layouts, improved virtual desktops, and a 
streamlined interface can reduce time spent on task-switching, potentially boosting 
employee output by 5-10% (based on typical productivity studies). 

●​ Security Incident Reduction: Windows 11’s TPM 2.0 requirement and enhanced 
Windows Defender capabilities could decrease security breaches by up to 60% 
compared to older systems (per Microsoft’s claims on Zero Trust architecture). 

●​ Support Cost Savings: With Windows 10 support ending October 14, 2025, 
enterprises face rising costs for extended security updates. Upgrading avoids these 
fees, potentially saving millions for large fleets (e.g., $200 per device annually). 

Economic Buyer 

The decision to upgrade typically rests with: 

●​ CIO/CTO: They oversee IT strategy and budget, caring about long-term cost, 
security, and scalability. 

●​ CFO: Focused on ROI and avoiding unplanned expenses (e.g., post-support 
penalties). 

●​ VP of Operations: Concerned with minimizing downtime and ensuring workforce 
efficiency. These buyers need a clear financial case—e.g., a 3-year TCO comparison 
showing Windows 11’s upfront cost offset by reduced risk and support expenses. 

Decision Criteria 

Enterprises evaluate based on: 

●​ Compatibility: Will existing hardware (e.g., 8th-gen Intel or later) and software (ERP, 
CRM systems) run on Windows 11? A 2023 Gartner report estimated 20-30% of 
enterprise PCs may need replacement due to TPM 2.0 requirements. 

●​ Security: Does it meet compliance standards (e.g., GDPR, HIPAA) with features like 
BitLocker and Secure Boot? 
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●​ User Adoption: Is the interface intuitive enough to avoid retraining costs? Windows 
11’s similarity to Windows 10 helps here. 

●​ Cost: Upfront licensing and hardware upgrades vs. long-term savings. 

Decision Process 

The upgrade decision typically follows: 

1.​ IT Assessment: Audit current device fleet for Windows 11 compatibility (e.g., using 
Microsoft’s PC Health Check tool). 

2.​ Pilot Testing: Deploy Windows 11 on a small group to validate performance and 
compatibility. 

3.​ Budget Approval: Economic buyers sign off after reviewing TCO and risk analysis. 
4.​ Rollout Planning: Phased deployment to minimize disruption, often tied to hardware 

refresh cycles. 
5.​ Vendor Negotiation: Engage Microsoft or resellers for volume licensing discounts. 

Identify Pain 

Enterprises face real pains driving the upgrade: 

●​ End of Support: Post-October 2025, Windows 10 devices become vulnerable and 
costly to maintain. 

●​ Security Risks: Older OS versions are prime targets for exploits—e.g., ransomware 
attacks rose 57% in 2024 per industry reports. 

●​ Performance Lag: Legacy systems struggle with modern workloads (e.g., AI tools, 
cloud apps), frustrating employees. 

●​ Competitive Pressure: Laggards risk falling behind peers leveraging Windows 11’s 
AI features like Copilot. 

Champion 

The internal advocate could be: 

●​ IT Director: Sees Windows 11 as a way to modernize infrastructure and reduce 
tickets. 

●​ Security Officer: Pushes for it to meet compliance and thwart breaches. 
●​ Innovation Lead: Wants AI-driven features to keep the organization competitive. 

This champion needs data—e.g., a pilot showing 15% faster boot times or 20% 
fewer helpdesk calls—to rally stakeholders. 
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Use Case Scenarios 

1.​ Large Financial Institution: Pain is regulatory fines from outdated security. Metrics 
focus on breach reduction. Champion is the CISO, convincing the CFO with a 
risk-cost analysis. 

2.​ Global Manufacturer: Pain is productivity loss from clunky interfaces. Decision 
criteria prioritize user experience. Operations VP champions, using pilot data to sway 
the CIO. 

3.​ Healthcare Provider: Pain is HIPAA compliance gaps. Metrics tie to audit success 
rates. IT Director pushes, aligning with CTO’s strategic goals. 

In short, enterprises upgrade to Windows 11 to dodge security risks, cut long-term costs, 

and boost efficiency—each tied to MEDDIC’s lenses, with the urgency amplified by 

Windows 10’s looming end-of-life in 2025. 
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