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China’s GDP expected to 4

grow 7.1% ahead of U.S

growth of 5.5%

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

Source: Visual Capitalist (2023)
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Total addressable IT market by category and segment

Client computing: US$214

= = Imaging and printing: USS54
t r l I O n Smartphones: USS56
y Networking: US$72
Worldwide total addressable ier ServSetrS: Uss:)o7k e .
l n rr ry:
IT market value (2023) orage, backup and disaster recovery

Service provider infrastructure: US$185
Components and peripherals: US$43
Cybersecurity: US$79
’ Unified communications: US$45

On-premises application software: US$425

Cloud application software: US$215

Maintenance and support: US$289
Other software: USS$193

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

Cloud infrastructure services: US$287 Outsourcing: USS111
Managed services: USS488

All figures in USS billion 6 Ca na lyS

Source: Canalys estimates, July 2023
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Managed Services hits $488 billion in 2023

REVENUE FROM MANAGED
More than 50% 43,015 }~ Pure-play MsPs SERVICES (BY REGION)

of revenue

>31% and <=50% .
of revenue 43’531 23%
Resellers, 5488
) -20° Sls, service 5
>11% and <=30% 123 026 . id 3%
of revenue ’ providers,

telcos and bi"ion

consultants

0 20 40 60 80 100 120 140

>=1% and <=10%
of revenue

m North America EMEA Latin America APAC

Number of partners (global)

@ canalys

Source: Canalys managed services provider opportunity database, MSP Analysis, July 2023 (Excludes vendor services)
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Watching 5 distinct macro-economic
headwinds in 2024.
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Blggest electlon\year in hlstory with 45% of world
population heading to the polls in 50+ countries.
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~ Fallout from ongoing issues around climate ¢

2023 hottest year on record, 2024 wil
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Energy security: Fossil fuel demand will reach
record in 2024, supply disruptions could drive
oil prices higher.
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Channel Partner Confidence For 2024

Revenue Growth Profit Growth

Growth of more Growth between 1% Flat year on year Decline between Decline of more Growth of more  Growth between 1% Flat year on year Decline between Decline of more
than 10% and 10% 1% and 10% than 10% than 10% and 10% 1% and 10% than 10%

Source: Canalys Survey, December 2023. Number of global respondents 285. 6 C a na lys




TRENDS TO
WATCH IN 2024
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B2B buy ng is changing.

So is the psychology, behavior, and journey.

@ canalys
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Subscription / consumption friendly.

Digital-first.

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

@ canalys



Integration-first.

7-layer stack. 7 partners trusted.

Marketplace friendly.

@ canalys



79% of buyers would only buy a
car if it supported Apple CarPlay
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Source: Emily Schubert, Apple
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The State
of Platforms

The State
of Platforms

2024 is the
year of the
platform

HubSpnt @ canalys
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“ IS CHANGING ouR LIVES
“ AND WHAT THE WORLD'S
J“w BEST COMPANIES
“; ARE LEARNING FROM IT

Drive Sales and
Boost Your Bottom Line by |
Creating, Communi'cating,

and Capturing | (0) [
Customer Value

@ canalys
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TAM

334 million global customers
S5 trillion in B2B spend

SAM

Go to market
Solution coverage

=10))"

CUKEent
CapPacity, capanility,
&Y COVErage

TARGET ADDRESSABLE MARKET

Total market for your
product or service

SERVICEABLE AVAILABLE MARKET

Portion of market you can acquire
based on business model

@ canalys




SUBINDUSTRIES

297

VECTORS

OF PARTNER
SEGMENTATION

TECHNOLOGY &
BUSINESS BUYERS
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Rapidly expanding global technology channel

Retail
Pro POS .
AV 2,500 aDclj:z?es
5,000 8
200,000 Healthcare
Influencers 240,000
Affiliate
Affinity
Advocate XaaS
Ambassador
Consultants
Co-sell .
(implement,

o Management consultants and
4 million-plus

other professional services
2 million-plus

Construction

150,000

integrate)

100,000
—

Legal
compliance

100,000

Emerging technology
(loT, Al, automation,

Sans Accounting Transport
blockchain, quantum, Noac?)de CPA 120,000
metaverse, etc) ! 300,000
800,000 175,000

O Alliance channels
‘ Transactional channels

O Influence/retention “shadow” channels
Source: Canalys estimates, June 2022

@ canalys



Cloud marketplaces growing rapidly

End-user spend Year-on-year
(US$ billion) growth

50 Five-year CAGR: 86% 140%

45
120%
40 B CSP marketplace spend =e=Growth ’

35 100%

30 80%

25

0,
20 60%

15 40%
20%
0%
2019 2020 2021 2022 2023 2025

Source: Canalys estimates and forecasts, September 2021 6 C a na ly S




Routes to market are diversifying for IT vendors

Distributors © o sYNNEX INYRAMI: N\N\AOW AR oD  westcon 7% Comstor @) esprinet’ M

osherweb NEXTGEN  jnerami: @>Cloud o JENNE'

GRMUP o ooy eseonsaes oo
Cloud marketplaces AWS ms Microsoft  Google Cloud appexcha”ge

Tech solutions distributor (telco) bAppDirect S TELARUS AVANT = < SANDLER

INTELISYS

Aggregators @ L Insight. CANCOM "ONE () crayon
MSP providers m CONNECTWISE Kaselyk’a@ datto N=N-ABLE ninjaOne

VECT PR AV LTINS EC O El A AppDirect ©) MIRAKL guoBie | MARKETPLACER Z|VENDASTA

Logos are representative examples of players in each category and do not represent an exhaustive list
Source: Canalys estimates, February 2023 6 Cand lyS



Multipliers instead of margins —

New language of modern platforms



New Study Finds Salesforce
Economy Will Create 9.3 Million
Jobs and $1.6 Trillion in New
Business Revenues by 2026

salesforce




The HubSpot Ecosystem:
Nearly $19 Billion in
New Opportunity Ahead




D.

Google Cloud

Partners make $5.70 (versus $5.20 in the previous study) in
downstream revenues across sell, service, and build revenue streams for
every dollar a customer spends on Google Cloud consumption.




Microsoft CEO Satya Nadella’s Plan To Unlock ‘Trillions Of Dollars’ In Partner
Opportunity

Microsoft CEO Satya Nadella views every business program or business model change through a channel lens: How
does it impact partners and how will it help them drive technology acceleration?

By Donna Goodison April 12, 2021, 10:00 AM EDT

Subscribe
to CRN —

Know What’s
Happening

Trust CRN for
the latest IT
channel news.




Partners who sell multiple AWS
services can make ($6.40) for
every $1 of AWS they sell

CANALYS ITNER ECOSYS II‘~1Ul.TH’LIliR§TUD , 2022
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Many different activities within motions

Service support
Enrichment
Incident and event management

Tech advisory
Assessment
Digital strategy

New customer

Analytics
Business process/change management
Training
Integration

Maintenance and improvements
Assess and monitor

Source: Canalys partner ecosystem study, October 2022

Infrastructure setup
Testing environments

Migration
i .
Architecture

‘ Design

Design

Procure

Cross-sell

Application modernization
Vertical-specific offers
Custom integration
Business productivity
Cybersecurity & governance
Embedded
Co-innovation
White-label technology

@ canalys




Proportion of multiplier by service category

Note: S is US dollar
Source: Canalys partner ecosystem study interviews, October 2022 6 Ccana lyS
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Economics of partnering

changing for first time ever



Half of partners underpaid; others overpaid.

Suboptimal for subscriptions & marketplaces.

@ canalys



Measuring partners at point of value

O e

Alliances: technology, strategic and business

@ canalys



Channels Ecosystem Landscape 2023

(Ficosen findr

ol Ry @ Grata

& PapPGloval g
233 m : Ecosystem Ecosystem management and '“""‘"u apa-n:er&:::
co pa nies ey marketplace and orchestration: US$92 million b e e | i
D Aopoirect . T y Axuitterbit @i EAgmant L)) | ooy \
2y ite Nmm integrations: 3 @ puermenras A e
HIH N\GW uur? US$381 ml"lon n: - allianceboard 'zt’r'*"""‘ Ecosystem data -
U SSS . 3 b | I I'O n 8 au.m.,stbé';%% insights 7 ANAQUA e P’°:c°“cbl and mapping: Ecosystem recruitment

and visualization:
softwa re revenue

" p Channelyze REVEAL ST HIN
CloudBhse asset@com P ) CONNACT ey =
L ditterbrt @Labru MARKETPLACER 8 Constenant [EJCoSeu T .;’\m_;oc_w US$67 m"hon US$47 ml"lon
(from 2022) emwrsticen QMBAKL o@morphed 4 p o Q© 360Leaming
: BRE  Q SITECORE \f Sphar Josor @S fPes oo
tacklelo @ 1o synnex PARTNER © PR Osgtrcan  Bluevolt G
ZIVENDASTA v\”“ ’ - CHANNEL

......

USS11.8 billion \\ s

- L-T.’;.uh %', Allbound ' pronto SPI'SEE = EVERFLOW S : el L ——
forecast I((:hta ? t:1e|2(s)<;f8t;/va re FogRaa—— St ot G G5 elio” @esee L,
market (by

Ingenious - @ L5535 IMPROVEDAPPS B KickPost  Kklyck io «~LaTTuoE
channelperts ,( Channelyze waTion WV Workspan IMPARTNER [= PARTNERIZE A\ GROWTH IGHS st

HIGHSPOT

& partnerstack () wmonresowre TUNE A - LEADsmart nediafly

(frcosen

minat
comviva Crealic elio

©3 mobile EXA g s P
H = IMPARTNER C?novo Ckiflo M\ mo%eﬂ%nx ECOSVStem. inﬂuence a U?E Dnanun. w 4
Channel incentives Qropms MBS CRACLE  @murmnce (5 emten 8 ruresck and attribution: . “’;‘f“‘ - LEC
rlr}ggiaglel;q?nt: ﬂ B iorche zinfi USS$231 million Channel learning
.1billion Apeca  © o =

and readiness:
US$740 million

TiowIT

<z Partner relationship management: o)
O 9 ansra augeo Y US$710 million insights Channel finance,

insights

- - . oo R ropsns pricing and inventory:
o0 (BN i, US$618 million

Through-channel
wE ., marketing automation:
branciscle Opcopiary HBll ok Etiine CalMaIEEem N— - Us$719 millon
- US$389 million Appsite I ghanos,

g channelPro  comviva ° )dash

Acauia
Mechanics channel apri

—_—— K 1 — ~Brand 9 sriocELINE
fe) " Ffiol ions Aximpro oMM cleverbridge CloudBue CHANNEXT = * randmuscl s O campignios ,ﬁ: P 7
e2open |« 1elo flintfox AIN & COMPANY (@ - annel Xpe

(% FORMA.AI

. bomisco oo (@) daXai demand. ’. distribion
frossr - . i , Bydekt Q@  comput ROCSHEAM . 0 @ dealhub demand. M> . i e20pen Eicteral” drigue
# L‘a’g‘ig incentg: g? HMI simpact Incentive Solutions G ita gr . g e fielo © GlassHive A Gorilla < seiering 57 Marcomcentral o

IMPARTNER

e
Power % promoboxx  Relevize RVLVR

¥ ( ’
PRGS rebatx Ivercrest sprout :: @ ”‘ ZIVENDASTA
sitecore StructuredWeb twogether
©
Techlarget

<& S
sccesty Vistex: : < zift zinfi
xOXodaU Q renewtrak AD wedia xAmplify
‘ Voe gy [ am & v

iservicePath @) To SYNNEX s vendave

Source: Canalys estimates, August 2023 Vistex  vagna 6 Ccand lyS

: < €20pen i Gorila d Model N e2 asset@com Model N onebill =
@ Maritz Model N Rewaros 7PARTNERIZE Sprout Spoe S EAGEPLEX

netsertive
. m’. PartnerScore  [7) PARTNERTAP  [.) 02
\Iansun A end \/ VIRTUAL Vistex » ORACLE br
L v e INCENTIVES
ey s



ner Score,

lutions pPart

uces New So

Microsoft Introd
ame Change

Plans Program N

R MILLWARD »
PM EDT

this evolution now

which is why we ar
» Microsoft Channe ' y Clark said in @
volution utting
nvestment.’

BY WADE TILE
MARCH 16, 2022, 03:00

constantly evolving, e announcing

and prepar'm will bring,

' xt step in the €

blog post. ‘We'
ed partner i

@ canalys



#

Category

70+ points

In each subcategory

Performan ce

Skilling

8 ustomer
Success

repre:ent: ma Imum number
of points in that :ubcategory

Each Solutions Partner
designation requires

Solutions Partner
with at least one point

‘ Solutions Partner
for Business

for Data & Al
Appiications (Azure)

Solutions Partner Solutions Partner Solutions Partner Solutions Partner
for Digital & App for infrastructure for Modern Work for Security
Innovation (Azure) (Azure)

Net Ccustomer

Subcategory
Net Customer Net Ccustomer Net Customer Net Customer Net Customer
adds » 15 adds ¥ 30 adds ¥ 30, adds ¥ 30 adds e adds ¥ 20
lntermediate lntermediate intermediate Intermediate
Certs » 20 Certs » 20 Certs ) 20 Certs _—
Intermediate intermediate
Certs ) 40 Certs ) 0.
Advanced Advanced Advanced Advanced
ts 'S 3 ts 1 s
Certs » 15 Certs > 20 Certs ) 20, Certs » 15
Usage Growth ) 30. Usage Growth ) 20. Usage Growth ) 20, Usage Growth > 20,. Usage Growth ) 30, Usage Growth ) 20.
Deployments > 20, Deployments ) 10. Deployments > 10, Deployments > 10.

Deployments > 2, Deployments > 20,
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® Globaibatg,

GlobalData Thematic Intelligence June 23, 2021

Share this article <

Go deeper with
GlobalDat4
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GET OBSESSED OVER 28 MOMENTS
OF THE NEW CUSTOMER JOURNEY ¢

Associations
e Peer/user groups
O By,
® o L Vendor communities

o V Distribution
' e UX /
./) Search { ‘
' [ 2 Social media ® '\
Events
O
OO Podcasts A «®

Magazines

\/\\/
.' ¢

Analysts ©

[

o 4

Bloggers/Thought Leaders
Consultants/Coaches
Direct Website/CPQ
Marketplaces

Sales Demo

Training companies
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1. Driving Adoption / Habit Forming

RETENTION 2. Deeper Integrations / Stickiness
3. Upsell / Cross-sell / Enrichment
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Gen Al is a huge opportunity.

Just not the way we think.







Gen Al is a generational opportunity for the channel

“We are excited to expand
partnerships for every layer of the Al
stack — chipmakers, foundation models,
Al platforms, technology partners
enabling machine learning models,
app-builders solving customer use
cases with gen Al, and global services
and consulting firms that help
enterprise customers implement all of

this technology at scale.”

-Thomas Kurian, Google Cloud CEO

@ canalys




Gen Al Market Opportunity for Partners

$15.4 billion (2023)

@ canalys



Gen Al Market Opportunity for Partners

. $158 billion (2028)
59.3% CAGR

@ canalys



Healthy degree of skepticism across channel

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

)18 2023

35

30
25
20

15

R

10

Tremendous Somewhat of an We are not investing
opportunity opportunity in Al

Source: Canalys Quick Polls, 359 and 320 IT channel respondents respectively, May 2023 6 Candg lyS



Internal adoption of Gen Al creates differentiation

More
competitive
services Zh
[ ‘Internal Al

—aadoption
Improved
ROI + innovation

Source: Canalys, August 2023 6 Ccana lyS



Gen Al Opportunities across customer journey

Business transformation
Executive level planning

Roadmap and Use case development
Tech advisory

Assessment
Change management

New customer

Analytics
Business process
Training

Ongoing management
Maintenance and improvements

Assess and monitor

Source: Canalys, August 2023

Architecture
Data strategy, LLM advisory

Strategy and design
Configuration and customization

Co-innovation
Customization
Security, compliance
Procure Custom integrations
Industry applications
Co-development

White-label technology
Embedded tooling

Implementation and integrations

Data collection, cleansing and optimization
Data management and orchestration

@ canalys




Gen Al service opportunities in the next 18 months

Source: Canalys, August 2023

$S5

Al software
development

Developing gen Al
software,
applications and
plug-ins.

<

$S

Advanced data
services

Advanced data and
analytics services
that use or enable

<{=IaWA\R

@ canalys




CONCLUSION - MAKING THE CASE
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Thank you.

Jay McBain

Chief Analyst, Channels, Partnerships, Alliances & Ecosystems

in jaymcbain Y @jmcbain
Y - Lef# Connedd!
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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.
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