TBR CASE STUDY

Insight Center for Ecosystem Intelligence

TBR data estimates 83% of total Enterprise IT spend will go through
a multivendor ecosystem of partners and alliances

CLIENT CHALLENGE

In just a few short years, leading global systems integrators have gone from vendor agnosticism to overt or covert favorites among ISV, hyperscaler and OEM partners. Planning, managing and
enabling design-with, build-with, sell-with and sell-through alliances has become a highly competitive and high-stakes game of cross-team training and certification, engineering collaboration,

and technical as well as commercial alignment.

TBR’s Ecosystem Intelligence allows alliance participants and aspiring partners to
objectively measure revenue, headcount and credential data of the top GSI technology
alliance teams, by region.

HOW INSIGHT CENTER™ CAN HELP

TBR Insight Center™ delivers objective data and analysis on the top 400-plus tech companies,
spanning go-to-market, financial and operational strategies. Curate insights, collaborate with
colleagues, and explore in-depth intelligence across telecom, cloud and software, systems
integrators, and consultancies.

TBR’s research dives into sizing of market opportunities, verticals, use cases, adoption trends and
competitive performance. With Insight Center, access data detailing over $3 trillion in benchmarked
revenue and expense as well as more than 4 million unique data points across the broader IT

ecosystem, updated quarterly, and able to be fed directly into enterprise Al business intelligence tools.
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TBR proprietary data helps teams highlight apples- TBR '
to-apples comparisons of trailing 12-month

ecosystem data points including revenue,

headcount, credentials, and quarterly revenue of top

20 systems integrators by ITO, BPO, AO and C&SI 15.0%
as well as geographic headcount breakout data for
the top 20-plus systems integrators.
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Competitive and Market Intelligence
Your alliance team partnered with Accenture may know all they need to know about Accenture, but do they know how Accenture partners
with your competitors?

* Complete teardown of major vendors within your core business segments

* P&L performance, deals, alliances and go-to-market motions assessed in an apples-to-apples comparison for easy benchmarking

Executive Summary: IT Services Vendor Positioning TBR'

Despite overall TTM revenue growth deceleration, 16 benchmarked vendors reported year-to-year
growth and exceeded the average in 3Q24

Ad&be: Salesforce (DMS only)
Represented 22.8% of Capgemini 4
TTM DMS revenue

Represented 4.3% of Capgemini’s 4Q22 3024 TTM REVENUE [IN 4 MILLIONS ), PROFITABILITY AND YTY TTM REVENUE GROWTH

TTM DMS revenue

$96 Million
In 4Q22 TTM Adobe practice
revenue, up 5% year-to-year
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IT Services Companies and Consultancies: Accenture

ServiceMow Business Group:
Launched Octaber 2020

Represented 2.5% of Accenture’s
4024 TTM IT services revenue

73% of Ca $1.7 Billion

Came from Capgemini’s broader portfolio and se In 40241T5T2.;|6pracﬂce revenue,
’ ! 0
growing 10.6% year-tg up yeario-year
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Average TTM ServiceMow practice
staff in 4024, up 7.2% year-to-year

Average TTM ServiceNow-accredited Average TTM delivery staff in
employees as of 4024, up 15.4% year-to-year 4024, up 4.2% year-to-year

Made Al agents including Intelligent Change Management and Intelligent
K Problem Management apps available on ServiceNow Store

came from Accenture’s traditional business lines, in addition to revenue from other ecosystem partners including
Microsoft, AWS, SAP, Oracle, Salesforce, Dell Technologies (Dell) and HPE, growing 2,5% year-to-year in 4024 TTM

97.5% of Accenture’s IT Services Revenue
revenue to $64.7 billion.

33 May 2025 ServiceNow Ecosystem Report ©2025 Technology Business Research, Inc.

“These [Insight Center] boards will help
us keep our competitor stories

straight.”

— Vice President of Competitive Intelligence,
Top 3 Global OEM

Click here to download full
TBR Insight Center
Ecosystem Intelligence board.
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https://marketing.tbri.com/hubfs/Campaign%20Assets/2025%20Campaigns/Ecosystem%20Intelligence/TBR%20Board_Ecosystem%20Intelligence.pdf?utm_medium=pdf&utm_campaign=ecosystem+intelligence&utm_content=case+study

Partner Enablement

Partner marketing teams often rely on TBR’s objective analysis to substantiate claims and document partner success in outbound, partner-facing and
client-facing collateral.

* Independent and validated analysis of the performance of your partners and their peers

 Best practice takeaways and validated data on revenue, headcount and partner ecosystems to map opportunity trends and growth trajectories and to validate staffing, R&D and marketing investment

SPECIALREPORT

“TBR is my go-to for executive-facing

intelligence because their work can be
directly implemented into our strategy
canvases. We regularly make decisions

based on TBR insights.”

— Global Program Director
of Market Intel and Advisory,
Fortune 50 Technology and Services Firm

SPECIAL REPORT

TBR

INSIGHT CENTER

Informatica’s Alliance Strategy: Powering GSls, Scaling Al and Strengthening the D

Authors: Patrick Heffernan (patrick.heffernan@tbri.com], Principal Analyst; Catie Merrill (catie.merrill@tbri.com), Senior Analyst; and Boz Hri
Principal Analyst
March 25, 2025

SoftwareOne strategy brings speed, ease, flexibility and
low cost to SAP clients in DACH region

Informatica uses the ‘power of three solutions’ to bolster its ecosystem

Anincreasing amount of research and analysis time at TER is focused on ecosystem intelligence, which applies a set of questions and frame
intelligence and competitive intelligence approaches in an effort to better understand a market. Recently, TBR analysts spoke with Informatic|
President, Global Partners, and his insights into the actions the company is taking to enhance its alliance relationships with nine key partners|
We believe Informatica is doing the following things really well:

Authors: Patrick Heffernan (patrick. heffernan@tbri.com), Principal Analyst
Boz Hristov, Principal Analyst
Allan Krans, Principal Analyst
Alex Demeule, Analyst

Cloud Vendors

June 25, 2024

Partners appear satisfied with cloud vendors; AWS and Microsoft expose them to risk and
opportunity when operating at scale while Snowflake shows how staying agnostic helps it §

A look at SoftwareOne’s strategy for SAP clients in DACH

In a June chat with SoftwareOne’s DACH (Germany, Austria and Switzerland) leadership,
TBR came away with three observations on what might make SoftwareOne a potentially
unique player in the SAP ecosystem. At a minimum, SoftwareOne in DACH appears to be
taking a different approach to the market opportunities created by the confusion around
RISE with SAP, GROW with SAP, migrations to S/4HANA, and the 2027 deadline for the
end of ECC support. From the presentation by and discussion with SoftwareOne’s Stephan

Satisfaction with cloud partners

+ AWS has the most diversified partner feedback among all the profiled vendors. This is not TBR SATISFACTION WITH CLOUD PARTN
surprising given the company's share in the publie eloud space, which exposes it to various
scenarios where it can experience a backlash. 5till, over half of the respondents who work with
AWS appear to be very satisfied with their relationship, which likely reflects its efforts to Mdeta el NS L]
respond to feedback from clients asking for more understanding of their specific industry and Altaba [a = 5 s
business problem. By integrating the teams that align dosely with partners with those that focus aviin=161 [E ae 24w
on business development and support customers throughout the praduct life cycle, AWS

Click here to download full
TBR Insight Center
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risks alienating partners as it continues to expand its portfolio and position itself as a complete Microaclt Asuee (n = 1] | 478 E Berchtold, service director DACH, TBR noted that: E( :OS Ste l I l I l Ite I | I e I l (:e b Oa rd
end-to-end cloud service provider. Orschein = 5] -

« Microsoft appeals best to partners, as 58% of respondents working with the company daimed S Ueud Mt o= 51
they were very satisfied with their relationship. As part of the company’s broader growth Paly ko = 1]
strategy, Microsoft has moved quickly to emphasize Al within its partner ecosystem, which is [P
now called the Microsoft Al Cloud Partner Program. In lanuary Microsoft rolled out three new
channel partner benefits packages: Partner Launch, Partner Success Core and Partner Success

e SoftwareOne remains focused on customers’ current SAP environments and
helping those customers get to S/4HANA and to the cloud. SoftwareOne is
decidedly not focused on business processes. TBR believes that distinction, while

Expanded. In addition to offering discounted accass to Al tools like Microsoft Sales Copilot, each wrin-1 N e subtle, matters because almost every other IT services company and consultancy
level complements existing channel partner packages and offers additional benefits, induding Sarvicebicrs i = ) s 1% 3 " g Tgie & ag s
involvement in Microsoft's Al go-to-market efforts. P = in the SAP ecosystem of SoftwareOne’s scale and larger starts with identifying

= The fact that Snowflake’s platform runs on any infrastructure and reduces vendor lock-in is [ o business problems and processes that need to be fixed and then declaring, “Hey,
deemed highly valuable by customers, which is also apprediated by partners, as evidenced by e G L look at that, SAP RISE is a pEI"fECt solution to fixi ng these pF0b|EmS!" SoftwareOne
B8% of the profiled partners working with the company expressing satisfaction. This degree of Percentage of Reapo

flexibility, combined with a broader set of features and capabilities than what the hyperscalers
can provide, makes Snowflake a worthwhile investment on top of paying for Microsoft Azure,
AWS or Google Cloud.

20 Summer 2024 Voice of the Partner Ecosystermn Report D2024 Technology Business Research, Inc.
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https://marketing.tbri.com/hubfs/Campaign%20Assets/2025%20Campaigns/Ecosystem%20Intelligence/TBR%20Board_Ecosystem%20Intelligence.pdf?utm_medium=pdf&utm_campaign=ecosystem+intelligence&utm_content=case+study

Strategy and Planning

Executive decisions on staffing, resourcing and funding marketing spend, training hours, and certifications depend on dependable partner
data. TBR tracks services revenue of the top 20-plus global systems integrators and revenue of all leading enterprise ISVs and hyperscalers.

» Validated, outside-in view on key vendors in cloud, services, telecom and infrastructure

» Consolidated view on peers’ investment agenda, strategic initiatives and M&A activities

alll
Resource Management Strategy TBR'

Most employee efficiency metrics remain pressured as Accenture
recalibrates staffing levels to market demand and accounts for GenAl

_ Accenture's Efficiency Metrics
TBR 2023 2024 IT OUTSOURCING REVENUE FOR ACCENTURE, CAPGEMINI AND HCLTECH
5 87305 $ 87124 (IN $ MILLIONS)

TTM Operating Income per Employee 35 12,591 &
91%

TTM Revenue per Employee

12,371

Utilization 92%

13%

Turnover

Efficiency Performance

- Trailing 12-month (TTM) revenue per employee declined for the eight cons
FY3Q24. While Accenture’s ongoing reorganization has helped it slow the
uptick in headcount due to accelerated acquisitions, combined with the cof,
decline, will likely continue to pressure the metric through the rest of FY24

- TTM operating income per employee declined 1.7% in FY2Q24, mainly driv
related to Accenture’s ongoing business optimization efforts. We expect thi
pressured for the foreseeable future as Accenture doubles down to compe
services where lower-cost providers have more pricing agility and Accentu
with its higher-value consulting revenue. “I would say just in terms of priciffssoo
commenting on this for quite some time. You are correct. We've had overall
business continued pricing pressure.” — KC McClure, CFO, Accenture, FY3Q

- Utilization increased 100 basis points to 92% in FY3Q24 and remained abosaco
range of 88% to 90% as Accenture balances talent supply with client dema
internal digital tools such as recently enhanced GenWizard industrialize de

« While attrition remains in line with historical average, the metric climbed boff5200
and sequential basis 100 basis points to 14% in FY3Q24, suggesting the rece
revenue performance, coupled with increased acquisition activity, is compel
opportunities elsewhere. $0

1019 2Q19 3Q19 4Q19 1Q20 2Q20 3Q20 4Q20 1021 2021 3Q21 4Q21 1022 2Q22 3022 4Q22 1QG23 2023 3023 4023 1024 2024

27 Accenture 2024

JURCE: TBR ESTIMATES AND COMPANY DATA =& Accenture Capgemini HCL

“This will save me and my team time
each quarter as we compile the Big

Four comps.”
— Global Strategy & Innovation Director,
Global Tax, Audit and Advisory Services Firm

Click here to download full
TBR Insight Center
Ecosystem Intelligence board.
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Trillions in revenue
Billions in profit

Thousands of insights

All in one dashboard

Start your Insight Center

60-day free trial today

Top 5 Titles of TBR Readers
» Sr. Director, Alliances/Partners

« Sr. Director, Product/Service

Management

* VP, Product/Service Management
« Sr. Director, Strategy

* Sr. Director, Product Marketing

Top 4 Use Cases of TBR Readers
* Competitive/Market Intelligence
« Alliance Strategy and Management
* Operational Benchmarking

* Commercial Ecosystem Management

(Best Practices, Resourcing and
Investment Decisions)

TBR: Ecosystem, Competitive & Market Insights

Who Uses TBR Research? ...and Why? TBR"""'"""

24,000+ Readers per Month

1,000+ Equity Analyst
Readers (Buy/Sell) per Month

10 of the Top 10 Global
Systems Integrators

4 of the Top 5 Telco Vendors

Top 3 Hyperscalers

3ofthe Top4IT
Infrastructure OEMs

4 of the Top 6 U.S. Federal
Systems Integrators

7 of the Top 12 Management
Consultancies

© 2024 Technology Business Research Inc.

©2025 TECHNOLOGY BUSINESS RESEARCH, INC.


https://landing.tbri.com/ecosystem-intelligence-insight-center-free-trial?utm_medium=pdf&utm_source=hubspot&utm_campaign=ecosystem+intelligence&utm_content=case+study



