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THE $105 
TRILLION 
WORLD 

ECONOMY
China’s GDP expected to 
grow 7.1% ahead of U.S 
growth of 5.5%

India dethrones the 
UK as the 5th largest 
economy in the world



75%
OF WORLD TRADE 

FLOWS INDIRECTLY



Total addressable IT market by category and segment

All figures in US$ billion
Source: Canalys estimates, July 2023

Components and peripherals: US$43
  Cybersecurity: US$79
    Unified communica=ons: US$45

Client 
devices, 
imaging, 
printing: 
US$324

Telecommunications 
services: US$1,423

IT services: US$1,506

SoAware: US$833

Infrastructure:
US$417

Outsourcing: US$111

On-premises application software: US$425

Cloud applicaHon soAware: US$215

Other software: US$193

Client computing: US$214
Imaging and printing: US$54

Smartphones: US$56
Networking: US$72

Servers: US$107
Storage, backup and disaster recovery: US$54

Service provider infrastructure: US$185

Managed services: US$488
Cloud infrastructure services: US$287

IT consulting: US$190Deployment and integraHon services: US$140

Maintenance and support: US$289

$4.7 trillion
Worldwide total addressable 

IT market value (2023) 



Total addressable IT market by category and segment

Source: Canalys es>mates, July 2023

73.1% 
to, through, with 

the channel



Total addressable IT market by category and segment

Source: Canalys estimates, July 2023

~$5 trillion
Es#mated for 2024

+5%



Managed Services hits $488 billion in 2023

Source: Canalys managed services provider opportunity database, MSP Analysis, July 2023 (Excludes vendor services)

Number of partners (global)

Resellers, 
SIs, service 
providers, 
telcos and 
consultants

125,629 

123,026 

43,531 

43,015 
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$488 
billion



Smooth seas never made a skilled sailor.

Watching 5 distinct macro-economic 
headwinds in 2024.



High inflation and interest rates: Highest levels 
in 20 years, attacks in the Red Sea have driven 
up shipping costs 329% from China to Europe.

Macro 1



Geopolitics and upcoming elections: 
Biggest election year in history with 45% of world 
population heading to the polls in 50+ countries.

Macro 2



Fallout from ongoing issues around climate change: 
2023 hottest year on record, 2024 will exceed.

Macro 3



Energy security: Fossil fuel demand will reach 
record in 2024, supply disruptions could drive 
oil prices higher.

Macro 4



Cyber-attacks: Ransomware surged 68% in 2023
& new powerful groups emerge (fueled by Gen AI)

Macro 5



Channel Partner Confidence For 2024

• Source: Canalys Survey, December 2023. Number of global respondents 285.



TRENDS TO 
WATCH IN 20245



B2B buying is changing. 

So is the psychology, behavior, and journey.

.
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Digital-first.

Subscription / consumption friendly.

75% don’t want to talk to a salesperson.

.



Integration-first.

7-layer stack. 7 partners trusted.

Marketplace friendly.

.



79% of buyers would only buy a 
car if it supported Apple CarPlay

Source: Emily Schubert, Apple







2024 is the 
year of the 
platform
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TAM
334 million global customers

$5 trillion in B2B spend

SAM
Go to market

Solu;on coverage

SOM
Current

capacity, capability, 
& coverage

TARGET ADDRESSABLE MARKET

SERVICEABLE AVAILABLE MARKET

SERVICEABLE OBTAINABLE MARKET

Total market for your 
product or service

Portion of market you can acquire 
based on business model

Percentage of the SAM you can
realis=cally capture



VECTORS 
OF PARTNER
SEGMENTATION6

COUNTRIES

SUBINDUSTRIES

297TECHNOLOGY & 
BUSINESS BUYERS

20

MARKET SECTORS
& SEGMENTS

12 TECH PRODUCT
& SERVICES

250

PARTNER 
BUSINESS MODELS

20

193



Alliance channels

Transactional channels

Influence/retention “shadow” channels

Influencers
Affiliate
Affinity

Advocate
Ambassador

Co-sell
4 million-plus

Emerging technology
(IoT, AI, automation, 

blockchain, quantum,
metaverse, etc)

800,000

Management consultants and
other professional services

2 million-plus

Legal
compliance
100,000

VAR
Retail

Distribution
427,232

MSP
86,546

MSSP
10,000

Telco 
agents

30,000

Print
Copy

10,000

Accounting 
CPA

300,000

Digital
agencies
200,000

XaaS
Consultants
(implement,

integrate)
100,000

GSI
20

Healthcare
240,000

Transport
120,000

Construction
150,000

ISV
SaaS

No-code
175,000

Rapidly expanding global technology channel

Source: Canalys estimates, June 2022

Retail
POS

2,500
Pro
A/V

5,000

RSI
1,000



0%

20%

40%

60%

80%

100%

120%

140%

0

5

10

15

20

25

30

35

40

45

50

2019 2020 2021 2022 2023 2024 2025

CSP marketplace spend Growth

End-user spend 
(US$ billion)

Year-on-year 
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Cloud marketplaces growing rapidly

• Source: Canalys estimates and forecasts, September 2021

Five-year CAGR: 86%



Tech solutions distributor (telco) 

Cloud distributors

Distributors 

Cloud marketplaces

MSP providers

Aggregators

Routes to market are diversifying for IT vendors

Logos are representative examples of players in each category and do not represent an exhaustive list
Source: Canalys estimates, February 2023

Marketplace development platforms



Multipliers instead of margins – 

New language of modern platforms













Business process/change management

Procure

Design

Manage

Cybersecurity & governance
New customer

Adopt

Advise
Build

Custom integration

Application modernization

White-label technology
Co-innova=on

Service support

Cross-sellAssess and monitor

Tech advisory
Assessment

Digital strategy

Analytics

Integra=on

Design

Migra=on

Infrastructure setup
Testing environments

Architecture

Business productivity

Vertical-specific offers

Embedded

Training

Maintenance and improvements Upsell

Enrichment
Incident and event management

Many different activities within motions

Source: Canalys partner ecosystem study, October 2022



Proportion of multiplier by service category

Note: $ is US dollar
Source: Canalys partner ecosystem study interviews, October 2022

Advise
16%

Design
18%

Procure
5%

Build
26%

Adopt
17%

Manage
18%

$6.40



Economics of partnering 
changing for first time ever

.
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Partner compensation tied to point of sale.

Half of partners underpaid; others overpaid.

Suboptimal for subscriptions & marketplaces.

.



Alliances: technology, strategic and business

Measuring partners at point of value

Customer
digital
journey

Referrals, alliances, 
consultants, 
ambassadors, 
influencers, advocates, 
affiliates, affinity

Influence

Vendor
selection and
transaction

VARs, agents, dealers, 
resellers, marketplaces, 
distribution, MSPs / 
MSSPs, retail

Land

Retention,
enrichment and
lifetime value

Integrators, consultants, 
industry services,  
implementors, MSPs / 
MSSPs, agencies, ISVs

Expand











END OF THE 
COOKIE4







GET OBSESSED OVER 28 MOMENTS
OF THE NEW CUSTOMER JOURNEY

Search
Social media
Events
Podcasts
Magazines

Associa7ons
Peer/user groups
Vendor communi7es
Distribu7on
Analysts J Bloggers/Thought Leaders

Consultants/Coaches
Direct Website/CPQ
Marketplaces
Sales Demo
Training companies



Click to edit Master title style
Click to edit Master subtitle style

PURCHASE IS THE FIRST  
30 DAYS 
WITH THE CUSTOMER…



Click to edit Master title style
Click to edit Master subtitle style

1. Driving Adoption / Habit Forming
2. Deeper Integrations / Stickiness 
3. Upsell / Cross-sell / Enrichment

RETENTION



OF INFLUENCE

PARTNER 
EVENTS

270

MARKETPLACES

25

SOCIAL MEDIA

143

ASSOCIATIONS

67

PODCASTS

130

MEDIA 
COMPANIES

106

VENDOR 
COMMUNITIES

2,000

ANALYSTS

10

DISTRIBUTION
COMMUNITIES

500

CHANNEL 
CONSULTANTS

100
PEER & USER 

GROUPS

100

COACHES / 
THOUGHT 
LEADERS

50

CHANNEL 
EDUCATION / 

TRAINING

32CHANNEL 
LANDSCAPE 
VENDORS

233

14 SPHERES



Gen AI is a huge opportunity. 

Just not the way we think.
.
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“We are already as an ecosystem participating in a 
US$4 trillion opportunity that could in fact grow by 
another 50%... so that means approximately US$2.5 

trillion dollars of additional TAM is going to be 
addressable across our partner ecosystem…”

Satya Nadella, Executive Chairman and CEO, Microsoft

Gen AI is a generaKonal opportunity for the channel



“We are excited to expand 
partnerships for every layer of the AI 

stack – chipmakers, foundation models, 
AI platforms, technology partners 

enabling machine learning models, 
app-builders solving customer use 

cases with gen AI, and global services 
and consulting firms that help 

enterprise customers implement all of 
this technology at scale.”

-Thomas Kurian, Google Cloud CEO

Gen AI is a generational opportunity for the channel



Gen AI Market Opportunity for Partners

All figures in US$ billion
Source: Canalys estimates, July 2023

$15.4 billion (2023)



Gen AI Market Opportunity for Partners

All figures in US$ billion
Source: Canalys estimates, July 2023

$158 billion (2028)

59.3% CAGR



Healthy degree of skepticism across channel

Source: Canalys Quick Polls, 359 and 320 IT channel respondents respectively, May 2023
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Tremendous
opportunity

Somewhat of an
opportunity

We are not investing
in AI

2018 2023

How much business opportunity does AI represent for your 
company over the next 2 years?



Internal adoption of Gen AI creates differentiation

Source: Canalys, August 2023

More
compe((ve 

services

Improved
ROI + innovation

Automated 
processes and 
task efficiency

More 
client attention 

and 
personalization

Win more 
clients

Solve client 
challenges 

more 
effec(vely

Improved 
business 
functions 

(sales, 
marketing, 

CX)

Utilize client 
data more 
effectively

Internal AI 
adopDon

Internal 
opportunities for 
partners:

1. Automate business functions 
+ drive efficiencies

2. Improve services
3. Improve margins
4. Drive more ROI for clients



Gen AI Opportunities across customer journey

Source: Canalys, August 2023

Business process

Procure

Design

Manage

New customer

Adopt

Advise
Build

Custom integrations

Co-innovaEon

White-label technology
Co-development

Business transformaEon

Assess and monitor

Tech advisory
Assessment

Change management

AnalyEcs

Ongoing management

Architecture
Data strategy, LLM advisory

Strategy and design

Customization

Training

Maintenance and improvements
Data management and orchestraEon

Executive level planning
Roadmap and Use case development

Security, compliance

Data collection, cleansing and optimization

Embedded tooling

Industry applications

Implementation and integrations

ConfiguraEon and customizaEon



Gen AI service opportunities in the next 18 months

Source: Canalys, August 2023

AI services

Services that help 
companies adopt, 

implement, use 
and op=mize AI.

Advanced data 
services

Advanced data and 
analytics services 
that use or enable 

gen AI.

AI software 
development

Developing gen AI 
software, 

applications and 
plug-ins.

AI products (resell, 
co-sell, upsell)

Reselling, co-selling 
or cross-selling AI 

products and 
services.

$$$ $$$$$ $



CONCLUSION – MAKING THE CASE

New 
ecosystem-
driven buyer

Changes in 
core revenue 
functions

New 
economics of 
partnering

The 
platform 
economy



Thank you.

Jay McBain
Chief Analyst, Channels, Partnerships, Alliances & Ecosystems

@jmcbainjaymcbain



Insight. Innovation. Impact.

The written content of this document represents our interpretation and analysis of information generally available to the public or released by responsible individuals in the 
subject companies but is not guaranteed as to accuracy or completeness. It does not contain information provided to us in confidence by the industry. Market data contained in 
this document represents Canalys’ best estimates based on the information available to it at the time of publication.

Canalys has a liberal policy with regard to the re-use of information that it provides to its clients, whether within reports, databases, presentations, emails or any other format. A 
client may circulate Canalys information to colleagues within his or her organization worldwide, including wholly-owned subsidiaries, but not to a third party. For the avoidance of 
doubt, sharing of information is not permitted with organizations that are associated with the client by a joint venture, investment or common shareholding. If you wish to share 
information with the press or use any information in a public forum then you must receive prior explicit written approval from Canalys.


