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TSP ecosystem participation for digital business
solutions to grow to 60% in next few years

Ecosystem Participation by TSPs Selling Digital Business Solutions
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Partnerships are not new but scale and pace of
innovation is driving participation

Drivers of ecosystems:

= TSPs often competing globally rather than
locally

= Pace of technology innovation coupled with
complexity — companies can’t “go it alone”

= Need to go where customers are (customer at
core of go-to-market)
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Large vendors are battling for partnerships
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There are many different types of ecosystems
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Ecosystem That Accesses New Sales and
Distribution Channels

Ecosystem Providing New Customer Interactions
and Product Capabilities
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Ecosystem That Extends or Creates Products
and Services
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As a starting point,
think of what you are
trying to achieve by
participating in an
ecosystem
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Visualization of ecosystem can support strategy
development...

Actions

v Develop understanding of
market from customer’s
perspective

4 Identify customer use
cases & tie them to key
business outcomes

4 Develop a market/
solution taxonomy

v Follow the money — where
and how does value flow?

v Uncover control points in
ecosystem — can your
company own the control
point?

Example of ecosystem map in Oil & Gas industry
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.=and can be used to anticipate potential conflicts
or synergies

Actions Example of ecosystem map in Oil & Gas industry

p
\/ |dent|fy Compar“es that (loT Services\ (|0'|- Security\ Connected Oil & Gas - Upstream ]
. : . 4 ) )
play in each intersection Business Embedded || \
Consulting MOERNA /Collaboration Center for\ . . " / . . \
H . Deloitte . - Connected Oil Pumping & Flow Assurance Flow Line Leak Detection
v Profile companies to @ _ Drilling & Completions* _ | _ /[ _ _ " _ . __ S I -
n
pwelk [ \ __ | g
better understand _ % J|[\erovesrun )| 1] g recriorme. 2 pergrioud (@bpetrotloud nts\rtd@k ’ TechnipFMC |8 :
posture and potential e N e | I e s 7 =
] Technolpgy Device D& || = T e e T B B B B e B B B B B M B — ] ¢
mutual benefits Consutting [l Kev/ (| “13ancocean  <»ambyint _ - “rnmocem 5!
éﬁ* AT redentia : Transocean sclllllmbepﬂel' Endress+Hauser Telit . g
/ C\Maﬁ%rt' | snhl“mbﬂl’gﬂl‘ e —— . KJELLER Endress+Hauser Z I
Be prepared When virtusa POLARIS ) o e e e g i e e e g e e e g e e e e e e S e e/
. \ ) FORGEROCK) ( . ‘
approaching vendors | S
Implement. Real-Time I‘ RigStat 1
Visibility & ('—_—_—_—_—_—_—_—_—_—_—_ = = = = = = e e e e e e e o e e e ey e T T _—/‘
o) ro| o o
FUJITSU Q¥BTeM | (bi GWES inGenu Q\JRedline UIGENU [ |inkLabs wavidt (bl GWES § :
. . ag °
accenture Ozngex I __ _ ________| o o ©
N\ < < ( N DEEP TREKKER ol
( ansged ||( Professiona ||!| @ KONEAR DG D DIGI s oes cousen = A winoel | 21
Services | Services 1 asn MIROS D/I
?’j‘:. Paremus . J( ________ 7 o -‘( ______________ 7_ - _k _________ j -
Bastille
(3 Cognizant ‘ Infrastructure (Core IT) Cloud
—J J
[ | Ll [ ] Ul Control Point * Implies Adjacent Use Case

Characteristic Solution

6 © 2019 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner is a registered trademark of Gartner, Inc. and its affiliates. Ga rtne';



What are top performers doing differently?

Participating in Digital Ecosystems Shifting Culture & Technology

Enterprise Participation in Digital Ecosystems

Do you think your business/government or public entity
participates in a digital ecosystem?

Top performer attributes:

Typical

Trailin a1
performers performgrs 1) |nter0perab|||ty
49% 24%
Top performers 2) EXternal mlndset
79% = s RRRU
- 3) Interdependence
Percentage of respondents who A

think their organization participates
in a digital ecosystem

Il Top performers (n=171)

[ Typical performers (n = 2,083) Trailing performers (n = 166)
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Contacts
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pes of Ecosystems

Ecosystem That Accesses New Sales and
Distribution Channels

Ecosystem Providing New Customer Interactions Matching-Style Business Ecosystem
and Product Capabilities
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Example of Leaders: Salesforce and Cerner in
Healthcare

CRM Heritage Electronic Health The two companies are exhibiting
Records Heritage leading qualities:
= Interoperability —
salesforce - v' Salesforce acquired Mulesoft, iPaaS, to
| ~— Ce r n e I’ support integration
v Salesforce is part of alliance with other tech
, giants to create open standards to foster
Salesforce I—_|ea|th Cloud & Cerner’s Healthelntent interoperability in Healthcare
Marketing Cloud ] )
= External Mindset & Mastering
Interdependence
"The health care industry is undergoing a powerful v Cerner’s platform can work with other EHR
transformation. Patients are bringing new \t;ef;dOVS ans ehﬁb'ehs appls and extensions
expectations to their experiences — they want ) S“'Itt(f’ work wit ‘:: Zrtso utions ——
: . . : » alesiorce committea to using paritners 1o
prqwders to deliver better service on their terms e e S Ve
Keith Block, COO, Salesforce
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Questions to ask yourself when creating an
ecosystem...

= Prioritize big established players or niche vendors?
= Geographic strategy?

= How many partners in each market do you want to
partner with? (+/- of many vs. few)

= What companies are already working with your
customers?

= What can you provide to incentivize partners to work
with you?

= How do you approach partners? (i.e., company
characteristics drive approach)
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Questions to ask yourself when managing an
ecosystem...

= What is the Go-to-Market strategy? How does a
customer find you or your partners?

= What are the rules of engagement with partners?
With customers?

= How do you ensure/ take ownership of customer

success (particularly as customers move to SaaS
model)?

= How do you maintain strong productive relationships
with different types of partners?
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