
Record- Setting Growth for New MSP
Midnight Blue Gains Serious Momentum with N-able Technologies®  

C A S E  S T U D Y

Midnight Blue Technology Services was a little nervous about dipping its toes 
into the managed services waters. “We knew that other VARs were doing 
managed services, but were concerned about what it was going to take for us to 
get into the game,” says Larry Schwartz, President of Midnight Blue, based in 
Pittsburgh, PA. 

Yet once Midnight Blue saw first-hand N-able Technologies’ hosted 
subscription-based N-central® network and systems management software in 
action, the company’s hesitation vanished and the enthusiasm to get started was 
contagious. “N-able’s SaaS solution provided a way for us to get into managed 
services and pay only for those clients who were being managed – nothing 
more,” says Jason DeMacio, Midnight Blue’s Chief Technology Officer. 

Midnight Blue shifted 15 percent of its client base to a managed services delivery 
model, DeMacio says, and upgraded from the software as a service (SaaS) 
solution to the N-central on-premise offering within the first 12 months. “We 
wanted to develop our managed services offering further and with N-able’s 
on-premise N-central platform, we had the technology and the business 
development team to help us,” says DeMacio. “With the N-central platform, 
we were buying not only the software, but the people behind it.”

600 devices under management

Today, 60 percent of Midnight Blue’s revenues are associated with its Blue 
Central services offering, a figure that Schwartz says continues to increase 
steadily. The fast-growing managed service provider has bought 1,000 N-central 
licenses to date and is currently managing 600 nodes, including desktops, 
laptops, servers and other customer devices.

“We doubled our business in the first nine months of 2007 compared to 2006,” 
says Schwartz, adding that the company’s success didn’t stop there. “By August 
of 2008, we’ve achieved the same revenues in eight months that we did in 12 
months the year before.”

About Midnight Blue Technology Services

Midnight Blue Technology Services specializes 
in helping small to midsize companies use 
technology to increase bottom line profits. Their 
consultants understand business, not just 
technology. Services include overseeing day-
to-day network needs, network infrastructure 
design, conducting network and security 
audits, and managing IT projects.

Location:  Pittsburgh, PA

Website:  www.midnightbluetech.com

Challenges

• Delivering IT services proactively and   
 cost-effectively

• Making the transition to a managed services  
 model

• Providing stronger business value to clients

Solution

• N-central remote monitoring and 
 management software

 - Hosted service followed by on-premise  
  solution 

Benefits

• Accelerated growth

 - Doubled its 2006 business in first nine  
  months of 2007

 - Matched 2007 revenues in first eight  
  months of 2008, setting a new corporate  
  record

• Proactively manages 20 clients with 600  
 nodes

• Managed services revenue accounts for  
 60% of business and continues to grow

“We wanted to develop our managed services offering further and with N-able’s 
on-premise N-central platform we had the technology and the business 
development team to help us.”

Jason DeMacio

Chief Technology Officer, 
Midnight Blue Technology Services
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Streamlining customers’ IT

Currently, Midnight Blue is supporting 20 companies through its Blue Central 
managed services offering. Schwartz says the company focuses its attention on 
small and midsize businesses, helping them to streamline their IT and focus on 
their core business. For example, the Kerr Agency, an insurance agency in 
Beaver Falls, PA, was finding its efficiency constrained by the fact that it had two 
separate offices that were operating completely independently of one another.

“They weren’t at all connected … and had separate databases, phone systems 
and everything,” explains DeMacio. “We were able to get in and look at their 
network and set them up to monitor and manage both offices remotely, including 
database and phone system, so they could operate seamlessly as a single 
company.” 

Today, the 18-person company looks to Midnight Blue for ongoing “soup to nuts” 
support including PCs, Internet and server maintenance. “We are on call 24x7 for 
Kerr, but the biggest advantage for them is that we are able to address the 
company’s issues before they even notice a problem,” says DeMacio. 

But Midnight Blue’s success has only just begun. The company is poised to 
support its growing customer base and add more clients in 2009. “We want to 
continue growing our managed services business,” says Schwartz. “We still do 
project work, but are no longer actively seeking those kinds of reactive 
customers. Instead, we’re focused on earning the business of those clients 
that we can service proactively and offer stronger business value to.” 

“We doubled our business in the first nine 
months of 2007 compared to 2006. By 
August of 2008, we achieved the same 
revenues in eight months that we did in 
12 months last year.”

Larry Schwartz

President,
Midnight Blue Technology Services

“N-able’s SaaS solution provided a way for 
us to get into managed services and pay 
only for those clients who were being 
managed – nothing more.”

Jason DeMacio

Chief Technology Officer,
Midnight Blue Technology Services
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“We doubled our business in the first nine 
months of 2007 compared to 2006. By 
August of 2008, we achieved the same 
revenues in eight months that we did in 
12 months last year.”
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