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Introduction
Managed Service Provider (MSP) programmes have historically been 
considered a go-to solution for companies with a significant contingent 
workforce (defined for these purposes as greater than $50 million in 
contingent worker spend annually). MSPs are capable of delivering 
sustainable control, compliance and agile processes. Navigating complex 
legislative environments, operating consistently across multiple countries 
and integrating vendor management system (VMS) technology are high-
resource endeavors that have traditionally been highly customised and 
practical only for large-scale initiatives. Today, however, a number of 
economic, social and regulatory dynamics have converged to create 
demand for MSP solutions among companies that may have been 
previously challenged by the traditional model due to the scale in their 
contingent workforce populations. 
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THE NEED FOR A NEW MSP MODEL
The past three years have seen a dramatic shift in the demand for MSP workforce 
solutions among organisations of all sizes. Opening of borders, economic and 
efficiency pressures, government pressures, legislative change, rising customer 
expectations, changing talent availability and evolving VMS technologies are only a 
few of the factors at play. The speed of change requires new thinking 
for how MSP workforce solutions can be scalable – not upward 
but downward – to be able to support companies with a smaller, 
more agile and more at-risk demand for contingent workers.  

A surge of mid-sized market entrants has occurred in recent years. For example,  
the total global MSP market grew 17 percent in 2014; clients entering the MSP 
market with a contingent workforce spend  between $10-50 million make up  
one of the faster growing segments. According to Staffing Industry Analysts, this 
particular segment grew more than 20 percent between 2013 and 2015.1 This 
is consistent with ManpowerGroup’ Managed Service Provider TAPFIN’s own 
experience, where more than 50 percent of European market growth in 2015  
can be attributed to programmes below the $50 million spend threshold.

There are specific market dynamics that are giving rise to increased demand for 
MSP workforce solutions. The right MSP solution can break with the 
traditional MSP model to provide scalability and agility to the 
wider market.  

1 SIA VMS/MSP Competitive Landscape Reports (2012-2015)
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INTRINSIC AND EXTRINSIC FACTORS DRIVE DEMAND
Increased demand for multi-country MSPs is driven by several interdependent dynamics, including intrinsic 
factors within a company’s control, geographical or corporate expansion into new markets, and/or balancing HR 
and procurement strategic priorities. Extrinsic factors include the increasingly complex regulatory environment 
and the rising sophistication of the contingent workforce. 

Corporate Expansion  
Drives Demand

As global economies rebounded, 
Foreign Direct Investment (FDI) 
projects in Europe rose 10 percent 
between 2013 and 2014, with a 
36 percent increase in footloose 
investment (referring investments 
not tied to a particular location) 
during that period.3 Some countries 
in Asia experienced even more 
dramatic growth, with FDI projects 
in India growing by 47 percent in 
2014 and Vietnam showing a capital 
investment increase of 56 percent.4  

Many analysts expect these trends 
to continue. For example, more than 
eight in ten U.S. companies report 
plans to expand internationally, 
with Europe and Asia topping the 
list of possible locations.5 Likewise, 
nearly nine in ten (89 percent) of 
global CEOs identified new growth 
strategies and geographic expansion 
as their top priorities. A significant 
share of global companies (84 
percent) also say global expansion  
is the focus of their mergers and 
acquisitions (M&A) strategy.6 

Legislative Shifts  
Impact Labor Markets

Globally, CEOs say the regulatory 
environment is a leading concern 
and major issue impacting their 
companies.7 This is particularly 
acute in the area of contingent 
workforce legislation. Governments 
are equally impacted by the difficult  
economic cycles and need  
to consider the balance of 
economic stimulation and revenue 
generation: government, business 
and unions working in a changing 
landscape to ensure workers 
are protected through local and 
regional legislation. 

Accelerated complexity around 
how organisations are legally 
able to contract with and utilise 
contingent labor must be managed 
carefully. Companies are aware 
of the high stakes involved and 
compliance is top of mind. 
The rapid pace of change in 
employment law is one of the key 
issues driving companies new to 
the concept of engaging MSP to 
consider it as a solution.

The Global  
MSP Footprint:  
A Dramatic Shift 

A few decades ago, MSP 
programmes were concentrated 
primarily in North America. 
However, the last five years 
have brought about a dramatic 
shift, with significant expansion 
into Europe and Asia. According 
to one study, market size in the 
EMEA (Europe, Middle East 
and Africa) region grew 13-18 
percent, while growth in the 
Asia-Pacific region stood at 

33-38 percent.2 The practical 
result of this growth is that these 
markets are demonstrating an 
increased demand for MSPs by 
organisations of all sizes.

DYNAMICS DRIVING  
INCREASED DEMAND FOR MSP

2   http://www.everestgrp.com/2015-12-global-msp-market-share-and-growth-market-insights-19387.html
3   http://www.ey.com/Publication/vwLUAssets/EY-european-attractiveness-survey-2015/$FILE/EY-european-attractiveness-survey-2015.pdf
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Work Models Evolve

While evolving legislation impacts the definition, tenure and management of contingent workers, 
it is clear that business in our new economic world requires a greater demand for agility – and an 
organisation’s non-permanent workforce is going to play an increasingly important role. One global 
study found 51 percent of employers said they expect their contingent workforce needs to grow 
over the next three to five years.8 

Meanwhile, technology provides opportunities to connect contingent workers with employment. 
Companies like Upwork and Toptal connect freelancers to potential clients, while ‘gig economy’ 
businesses like Amazon Mechanical Turk and Uber are reshaping people’s expectations on how 
they will find work.

4 http://report.fdiintelligence.com/
5 http://www.tmf-group.com/en/media-centre/news-and-insights/october-2014/8-in-10-us-companies-look-to-asia-and-europe-to-expand-sales
6   http://www.ey.com/Publication/vwLUAssets/ey-international-expansion/$FILE/ey-international-expansion.pdf
7   https://assets.kpmg.com/content/dam/kpmg/pdf/2015/08/global-ceo-outlook-2015.pdf
8   http://www2.deloitte.com/content/dam/Deloitte/at/Documents/human-capital/hc-trends-2015.pdf
9   Nelson Hall Report: Targeting Managed Service Programs, October 2015

Increased Awareness of MSP Programmes

Twenty years ago, most corporate leaders were unaware of the existence of MSP 
programmes. The concept was new and the technology was rudimentary. Today’s 
increased prevalence of MSP programmes and their reported success has raised 
awareness of the possibilities. Companies of all sizes have high expectations and  
are demanding solutions that fit their wider business strategy. 

Technology Creates Opportunity

The increased sophistication and reliability of cloud-based vendor 
management systems (VMS) and analytics capacity have dramatically 
increased the potential reach of MSP initiatives. Earlier technology compelled 
a higher touch model, regardless of the programme’s size. Today’s advances 
have created new opportunities for MSPs to extend their services to 
organisations that otherwise would not have been able to practically engage. 

For the smaller market segment, one study also noted that a key driver of 
MSP programme uptake is the need to support business growth through 
VMS upgrade.9  

Another factor that has increased awareness of the technological capabilities 
of MSP has been the high-profile acquisitions of VMS companies by large 
enterprise resource planning (ERP) companies, such as SAP’s acquisition  
of Fieldglass in 2014. 

The dynamics noted above have resulted in increased demand among a set 
of customers that are more diverse in the scope of the contingent workforces 
they wish to manage. Organsations with $5-15 million under management in 
one country, or $15-20 million spread across two or three countries, are now 
seeking the benefits of an MSP programme.
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A CENTRALISED MODEL
To develop a model suitable for both small and mid-sized markets, it is necessary to eliminate the barriers  
while retaining the benefits. This requires addressing issues related to the high-touch, heavily customised, 
integrated approach that most traditional MSP programmes feature. 

Historically, multi-country MSP programmes have featured significant amounts of technology training and  
back-office integration on the part of both the client and the MSP. Hiring managers are involved in most  
aspects of the day-to-day effort, and they develop and regularly utilise a large knowledge base associated  
with the technology and process. Even if such a model were made to be cost-effective for lower-volume 
programmes, such as those found at small and medium businesses, it would be difficult for the people  
involved to retain the necessary skill-set. Essentially, it is a “use it or lose it” situation.

One solution is a centralised model that moves the technology and administration  
into a single location managed by the MSP, delivering a more flexible model that 
balances quality with process efficiency. 

Scenarios for a centralised model
While large, high-volume deployments will continue to benefit from high-touch MSP programmes, there  
are several instances in which new thinking might be optimal. To be clear, these are not “small” companies.  
In fact, they are often very large companies that are expanding and simply have an emerging presence in  
a particular region.

 Expansion of a  
 multi-national

It is not uncommon for very large companies  
with long-standing MSP programmes to expect  
that the same model they are accustomed to is 
deployed when they expand. While this may be 
appropriate in some cases, many companies 
expand their footprints gradually and may benefit 
from a more streamlined, cross-country solution  
that is practical in terms of on-the-ground  
presence during the early phases of expansion.

M&A activity among  
multi-nationals

Foreign investment is  
a key focus of M&A  
activity and this is likely to drive continued  
demand for streamlined solutions. Likewise,  
past M&A activity has given rise to global 
companies with subsidiaries that require  
smaller-scale interventions than their parent 
companies might require.

 Mid-sized companies in  
 regional growth mode

 With a majority of companies  
 focused on  growth and many looking  
 to expand across borders, there  
  are many opportunities for  
  medium-sized enterprises to  
  explore efficient solutions that  
 were previously unavailable.

  National companies

  With strong local presence,  
  a balanced workforce of   
  contingent and permanent workers 
and a demand for greater sophistication in the sourcing 
channels through which talent is accessed, new 
solutions are needed to safely maintain compliance 
within the changing legislative landscape, as well as 
bring on board the know-how to access the business 
intelligence inherent within worker profile data.  
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The Centralised  
Model in Action
TAPFIN recently launched a centralised 
model solution in Prague to meet the  
needs of a growing number of mid-market 
and U.S.-expanded multi-national MSP 
initiatives in Europe. The solution was 
created in response to the considerable 
growth mentioned previously, as well as 
measurable demand increases among  
the $5-30 million market segment. The 
following components demonstrate how 
such a model is working:

Design Addresses  
Barriers to Entry
The process is specifically designed  
to address four areas that have  
historically presented obstacles for  
smaller-scale MSP programmes:

 • Alleviate administrative burden

 • Minimise the need for re-training on  
new processes and undergoing  
extensive change management

 • Simplify the sourcing channels and  
improve the candidate pool quality 

 • Reduce implementation timeframe  
and cost

Location, Location, Location
One of the critical decisions in launching  
the centralised model in Europe was 
location selection. To create a streamlined 
and cost-effective process for customers, 
it was necessary to balance cost and 
efficiency with the availability of high- 
quality resources. Key factors in location 
selection included geopolitical stability, 
economic strength, availability of talent to 
service the operation, cost, technological 
infrastructure, internal management 
resources and the potential to develop 
future leaders.  

A constantly changing 
regulatory environment 

& inconsistent workforce 
practices across different 

locations can create  
significant risks for 

organisations – all of  
which are mitigated  

by a centralised model.

The solution  
brings the universe  
of talent under a single 
entity and allows for 
consistency of quality 
and talent management 
across the board.

MSP interventions  
give visibility into  

supply chain structure: 
sourcing, governance, 
compliance and cost.

An experienced MSP 
can provide market 
intelligence, such 
as talent availability 
and benchmarking 
capabilities.

MSPs provide the  
ability to measure and 

manage workforces  
in real time and  

with consistency.

A Higher Quality Experience for Customers
The streamlined approach ensures that small and mid-sized  
market clients are able to realize the same benefits as larger 
programmes, including:

These types of outcomes are particularly important because smaller 
enterprises, subsidiaries and newer sites may not have the internal 
resources to respond to ever-changing opportunities and challenges 
related to strategy, talent acquisition, market intelligence and compliance.
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About TAPFIN
TAPFIN is a leading managed service provider (MSP) dedicated to the innovation and delivery of integrated workforce 
management solutions worldwide. TAPFIN’s customised, scalable MSP solutions for contingent and project-based spend are 
instrumental in driving process, performance and productivity improvements across the client organisation, while providing 
visibility, predictability, risk mitigation and overall cost reduction. Part of ManpowerGroup™ Solutions, the outsourced services 
offering from ManpowerGroup, TAPFIN offers a complete suite of workforce management solutions that fully leverages a  
blend of global expertise and local knowledge.

Join the conversation on TAPFIN’s social media channels:
LinkedIn TAPFIN

Twitter @TAPFIN

Managed Service Provider deployments are inherently process-oriented. Successful initiatives rely on  
hyper-consistent delivery, or the value of the engagement is lost. Such consistency has historically been  
the result of face-to-face implementation and high-touch execution, which have proven impractical for mid-
sized organisations. 

A centralised model seeks to create this level of consistency by streamlining buying 
behavior across an organisation, regardless of location. 

Issues such as job taxonomy, how people engage with supply chains, on- and off-boarding, compliance and 
documentation and worker payment all must be standardised across a company. This is the type of activity 
that prevents breaches and noncompliance. 

Market conditions, technological evolution and regulatory shifts have come together to create a pressing need 
for new kinds of MSP workforce solutions. Innovative workforce solutions require agility and scalability; a great 
MSP must deliver the best solution to meet the needs of an enterprise at a particular moment in time and 
then reset for the next situation. A common team and process from a centralised service location provide the 
opportunity to deliver the value and benefits of MSP initiatives to a much broader group of organisations than 
ever before.

LOOKING AHEAD

http://www.tapfin.com
https://www.linkedin.com/groups/TAPFIN-1824183/about
http://twitter.com/tapfin

