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MSP Landscape and Universe

Globally segmented into three categories by revenue and other key characteristics. All three MSP categories rely heavily on SMBs for
revenue. On average, over 75% of an MSP’s revenue is from the SMB space

Large asset heavy, with strong investments in their own datacenters

Annual Revenue # of MSPs
$100M+
_ Few A Telcos, hosters, Sis offering managed IT services
0 Verizon, Rackspace, Dimension Data, etc.
A Global footprint
v Mid-sized, most with own datacenters, but limited scale

Mid-Sized MSPs A Strong managed services sales volume
: A National/regional footprint

Long tail- channel partners/VARSs, few with own data centers

70-80%

Long-Tail Channel Partners/MSPs A Limited sales volume individually
A smB partner ecosystem players

A Local footprint

Current Forecast

52,000 Globally " 74,000 Globally
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Global ICT Spending and the Growth of Managed Services o AMI,

As worldwide spending increases, channel partners like MSPs will play an increasingly important role in delivering solutions. Growth in L.
the MSP space is driven by the opportunity to capture a larger share of ICT spending

. Global SMLB Spending on Managed Services
<lelEl SIV(ISLTIi"Iig:IS')Spendmg & Other Cloud Services Global Growth of MSPs
($ Trillions)
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10% $4.01 i $1.2T 154% | 74,000
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S 0.58T | o APAC
; 40,000 - y
= Managed - : .
i 8776 ! ) = EMEA
Services ! Py
17% Other Cloud ™ Americas
CAGR - 86% . | .
Services | -
2016 2021 2016 2021 2014 2016 2021
MSP spending capture is growing nearly Proportion of spending on managed services Driven by VAR migration and new
2x greater than overall spending ! and other cloud expected to double ! entrants

MSPs are expanding beyond Managed IT Services

Desktop as a Service Platform as a Service Mobile Security laaS Saas _

2016 Spending (in $M) $1,455 $2,362 $1,345 $48,512 $52,076 $83,713

20162071 CAGR 21,45 2% 2% 21.6% wow | nos
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Key Coverage Areas for WW MSP Study

The study will provide a comprehensive overview of the MSP landscape with granular insights into business operations, service
offerings, business models, vendor partnerships and sales & marketing activities

1 2 3 4
Firmographics Business Model & Offerings Transformation Journey Cloud Services’ Porfolio

A Customers served A Pricing models A Strategic approach A Specialized solutions
A Revenue breakdown A Managed service offerings A Profitability metrics (KPIs) A Current mix

A Best practices for success A Margins A Services evolution A Data managed

A Top verticals A Challenges & Cost Drivers A Cost of doing business A Planned solutions

A Customer breakouts A Subscription renewal A ROI A Projected growth

5 6 7 8
Hosting Models & Platforms Service Delivery Model Sales & Marketing

A Private/public/hybrid share A Variety of tools A Current A Budgets

A Benefits and Constraints A Usage of tools A Planned A Staff composition

A Providers & Partnerships A Monthly spending A Evaluation criteria A Usage and sales impact
A Monthly spending A Preferred vendors A Difficulties A Effectiveness
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Study Methodology and Approach

A mix of quantitative and qualitative assessments, representing a global mix of large, mid-sized and small/long-tail MSPs

A Samples by Region:
Region Sample
NA (US) 300
O Depth A Quantitative: 950 MSP surveys . LATAM (Brazil, Mexico) 125
EU (UK, Germany) 200
M-APAC (AU, Japan) 175
E-APAC (India, China) 150
S —
$ N=
- Power Players 33 (3%)

A Mix of MSP types based on
annual revenue

O Breadth

Timeframe: Quantitative surveys fielded in Q2 2017. Results available in Q3 2017.
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199 (21%)

718
(76%)

Long-tail
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Top 3 Business Challenges Faced by MSPs

MSPs operate in a price sensitive environment; more than 60% of MSPs are also struggling to
maintain close relationships with vendors

Pricing pressure;
commoditization

Investments in
datacenter infrastructure

Maintaining close
6 2 % relationships with

vendors
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MSPs to Vendors: Help Us ...

1. Differentiate (service levels/technology excellence, customize, CX)
2. Automate (architecture planning, onboarding, provisioning)

3. Evolve, and sync with you better (training, bite-sized chunks)
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Deliverables — Products & Services o AMI

AMlI-Partners is proud to offer a selection of actionable products designed to address your company’s pain points, help k—.
differentiate your business in a crowded marketplace, and win new clients

Offered

1 Global Overview with Regional Breakouts AExecutive Summary
AcComprehensive worldwide analysis of the MSP space with regional ADetailed _Findings
comparisons across NA, LATAM, EU, and APAC ﬁlPowerP(.)mt Dec!<
AMSP Market Segmentation - MSP Analysis by Size: nteractive Webinar
(Small <$10M, Mid-$10M+, and Large-$100M+) at WW and Regional Levels AMSP Segmentation All Available

2 Regional Focus with Country Breakouts

AExecutive Summary

AEnhanced Regional/Localized examination of NA, LATAM, EU, and APAC ADetailed Findings Ca” for
Country Level - US, UK, GE, BR, MX, JP, AU, IN & CH ApPowerPoint Deck ]
| - Anteractive Webi Customized
AMSP Market Segmentation - MSP Analysis by Size nteractive Webinar =
(Small <$10M, Mid-$10M+, and Large-S100M+) at Regional & Country Level available PflCIﬂg
3 Worldwide Managed Services Forecast / 2017 - 2021 APowerPoint Overview
ADetailed drill down and Breakout by service type, 57 countries/geos, 19 ﬁEP?(CG: _T_azfd Tool 646 356 7510
ivot Tables

verticals, 12 employee size segments

MSP Playbook ADetailed Findings
4 APowerPoint Deck

AKey steps to implement a successful MSP business transformation journey and best
practices utilized to seize managed service opportunities

Value added bundles are available for you to focus on what matters most to success !!!
Please give us a call at 646 356 7510 or drop an email to jrezac@ami-partners.com to schedule an Overview discussion of the study
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AMI Solves today’s Toughest Sales and Marketing Issues Globally

SMB Market
Key Success Factors

Experience (CX)

Create Bundled
Offers

Market
Segmentation

Engagement

Superior Customer

Small & Medium Business
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Upskill Channel Partner
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AMI Solutions

&

partners

Syndicated Studies

ACountry/ICT Overviews
Aln-depth assessment of attitudes,
adoption, brands, channels, etc.

Global Model

AMarket sizing, forecast
A130+ ICT categories

A50+ countries

Alnteractive drill down lenses

Cloud Playbooks

ACloud bundles and sales-lift
assessment

AMulti-country studies

Segmentation, GTM, Activation
AAttitudes, behaviors driven, actionable
AcCraft products, offers, and messaging
ATargeted campaigns via high-value
prospects and database scoring engines

Channel Partner Transformation
A Benchmarking against top performers
A Partner skill-set roadmap
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Contact Information

Please reach out to discuss this opportunity with our regional teams

T: 646 356 7510

SVP
Global Accounts

JRezac@ami-partners.com KChoudhury@ami-partners.com
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