
GenAI was utilized in the creation of this image

Ecosystem 
partnerships:

Advisory Insights

December 2024

Research summary



2© 2024 KPMG LLP, a Delaware limited liability partnership and a member firm of the KPMG global organization of independent member firms affiliated with KPMG International 
Limited, a private English company limited by guarantee. All rights reserved.

Overview of partner ecosystem primary research

• Defined partner ecosystem as “Any third party an organization uses to enable and progress strategic and 
operational objectives, initiatives, and / or programs”

• Fielded a quantitative survey to 258 respondents using a double-blind methodology in partnership with 
GLG

• Respondent criteria for participation included:

Research objectives
Understand what organizations 
must do to evolve their ecosystem 
partnerships to support the strategy 
and business of the future. 
Specifically, this survey assesses:
• What organizations are challenged 

with today in managing their 
ecosystems

• How ecosystems are changing for 
the future 

• How organizations should design, 
architect, and manage their partner 
ecosystem to drive growth and 
deliver value

Methodology

Geography: 
US-based

Level: 
Approx 50% Director/Sr. Director and 50% VP+

Function: 
Back, middle, and front-office roles

Company Revenue: 
$1B+ annually

Decision-maker, leader, or influencer in 
the ecosystem partnerships where the 
company participates, with a plurality 
(37%) responsible for establishing 
and managing partnerships

Industry: 
Any (except public sector)
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Our research provides insight as to how organizations are strategizing and architecting 
partner ecosystems as a future value generator

Key Takeaways

Partner ecosystems are growing, 
with almost 50% exploring 
new types of partnerships to 
expand capabilities

Tech advancements (i.e., AI) 
and evolving market demands 
are top drivers of partner 
ecosystem changes

A top challenge 
organizations’ face is aligning 
goals and expectations 
among partners

Organizations see 
ecosystems having a 
significant role in advancing 
growth strategies 

• Firms’ ecosystems are dominated 
by technology partners, 
emphasizing the importance of 
collaborating for technological 
expertise; yet strategic 
partnerships are almost 
as commonplace

• Nearly half of the respondents are 
aiming to explore new types of 
partners to grow their ecosystem 
in the next 1-3 years

• 75% of respondents agreed and 
acknowledged the advantages of 
ecosystem partnerships in 
expediting their growth strategies

• Increased revenue and profitability 
was ranked first in priorities for 
ecosystems, followed by 
innovation and tech 
advancements and then market 
expansion opportunities

• Gen AI has had a significant 
impact on the ecosystem strategy 
and planning, with 48% stating a 
somewhat influential effect

• In the next 1-3 years, there will 
be increased focus on expanding 
digital collaboration and virtual 
ecosystems, as well as 
increasing the utilization of AI and 
automation capabilities

• 71% of organizations are 
challenged with aligning goals and 
expectations among partners

• Only 36% of respondents 
consistently measure 
ecosystem performance
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Does your organization currently have an ecosystem of 
partnerships in place?(a)

Almost all respondents currently have an ecosystem in place

98%

2%

Yes

No

How would you describe your role in the ecosystem partnerships within 
your organization?(a)

I am responsible for 
establishing and 

managing partnerships 
with external 

organizations to 
support our ecosystem

I work collaboratively 
with partner(s) in our 
ecosystem, but I am 

not responsible for the 
partnership(s)

I own the relationship 
with one or more 
partners in our 

ecosystem

I manage the day-to-
day operations and 

organization of 
partners

I help in partner 
selection, but I do not 

actively work with 
chosen partners

37%

29%

24%

5% 4%

Note(s): (a) Sum of percentages may not add up to 100% due to rounding off
Source(s): Partner ecosystem survey, Sep 24
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Most respondents are somewhat mature in managing their partner ecosystems 

81%
67% 58%

45% 37% 27%

58%

19%
33% 42%

55% 63% 73%

42%

TMT ENRC HCLS IM FS C&R Other

High Maturity (c) Low Maturity (b)

N=108 N=6 N=52 N=38 N=22 N=12 N=20 

Sectors’ maturity view (Crosscut of QS1 and QS7 in screeners)

Note(s): (a) Sum of percentages may not add up to 100% due to rounding off: (b) Low maturity includes respondents who selected “We have not thought about formalizing our ecosystem + We are in the early stages of developing and managing our ecosystem + We have 
established some basic processes and guidelines for managing our ecosystem”; in S7 screener question; (c) High Maturity includes respondents who selected “ We have implemented standardized processes and have a clear understanding of our ecosystem's value + We 
have a well-established ecosystem management framework but not always leveraged to strategic advantage + Our ecosystem management practices are highly refined, and we consistently achieve desired outcomes” in S7 screener question

Source(s): Partner ecosystem survey, Sep 24

How mature is your organization in managing your ecosystem?(a) 

Our ecosystem 
management 
practices are 
highly refined, 

and we 
consistently 

achieve desired 
outcomes

We are in the 
early stages of 
developing and 
managing our 

ecosystem

We have 
established some 
basic processes 

and guidelines for 
managing our 

ecosystem

We have 
implemented 
standardized 

processes and 
have a clear 

understanding of 
our ecosystem’s 

value$ 
{res.value}

We have a well-
established 
ecosystem 

management 
framework but 

not always 
leveraged to 

strategic 
advantage

14%13%

26%
24%

23%
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1 - Significantly decreased

2

3

4 - Neither increased 
nor decreased

5

6

7 - Significantly increased

1%

1%

7%

15%

47%

16%

13%
Technological 
advancements

Evolving market 
demands

Restructuring 
or realignment 
of ecosystem

Mergers and 
acquisitions

Regulatory 
changes

72% 72%

50%

38%

26%

Partnerships have surged in the last 3 years, driven by tech advancements 
and market demands

How has the number of your organization's partnerships changed over the past 3 years?(a) What key factors drove significant changes in your organization's ecosystem?(b)(c)(d)

Note(s): (a) Sum of percentages may not add up to 100% due to rounding off; (b) For respondents who selected 'Neither increased nor decreased’ in Q “How has the number of your organization's partnerships changed over the past 3 years”, didn’t answer this question; (c) Sum 
of percentages may not add up to 100% as it is a multi-select question; (d) Other, please specify” option is not included in the graphical representation, due to low number of respondents

Source(s): Partner ecosystem survey, Sep 24

Respondents have witnessed a surge in partnerships in the last 3 years, with roughly 3/4th experiencing an increase driven by evolving market demands/disruptions and 
technological advancements
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Technology is a crucial factor for respondents 
when evaluating an ecosystem

Technology 
partners

Strategic/ 
business 
partners

Distribution 
partners

Suppliers/ 
manufacturers

Marketing 
partners

Customers Financial/ 
funding partners

Regulatory 
partners

84%
78%

52%
48%

45%
42%

22% 21%

Technology partners dominate firm ecosystems; yet strategic / business partners 
play a significant role

Key observations:
• Currently, firms’ ecosystems are 

dominated by technology 
partners, emphasizing the 
importance of collaborating for 
technological expertise, with 
strategic/business partners 
also playing a significant role

• Partnerships with regulatory 
bodies and financial/funding 
partners are less common at 
21% and 22% respectively

What type of partners are currently part of your ecosystem?(a)(b)

Note(s): (a) Sum of percentages may not add up to 100% as it is a multi-select question; (b) Other, please specify” option is not included in the graphical representation, due to low number of respondents
Source(s):  Partner ecosystem survey Sep 24
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Digital transformation is a top capability for partnership, but culture and R&D 
are leading capabilities that respondents aim to build themselves

54%
38% 37% 34% 29% 27%

17%

31%

43%
36% 45% 60%

21%

72%

16% 19%
27% 21%

11%

52%

10%

Digital 
transformation

Risk management Supply chain 
management

Customer 
support services

R&D Customer 
Relationship 

Management (CRM)

Culture

Buy Build Partner

Key observations:
“Digital transformation" (54%), 
emerged as the top capability that 
organizations intend to partner on, 
while “Culture” (72%) and R&D 
(60%) were the top capabilities that 
firms intend to build themselves to 
achieve objectives for the future

Thinking of the ecosystem you would like to build to achieve objectives for the future, what capabilities need to be…(a)(b)

Note(s):  (a) Sum of percentages may not add up to 100% due to rounding off; (b) Other, please specify” option is not included in the graphical representation, due to low number of respondents
Source(s):  Partner ecosystem survey, Sep 24
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Experience 
and 

expertise 
within the 
industry

23%

24%

14%

Technological 
compatibility

17%

13%

16%

Shared 
vision 

and goals

11%

17%

15%

Agility and 
receptiveness 

to digital 
transformation 

initiatives

10%

11%

15%

28%

7%

14%

13%

Data privacy 
and security 

within the 
ecosystem

3%4%
3%

18%

ESG 
commitments 

of the 
partners

70%

61%

46%
43%

36%
33%

10%

24%

Cultural fit 
and trust

Rank 1 Rank 2 Rank 3

19%

21%

Technological 
compatibility

15%

21%

19%

Experience 
and 

expertise 
within the 
industry

17%

19%

16%

Agility and 
receptiveness 

to digital 
transformation 

initiatives

16%

16%

11%

Data privacy 
and security 

within the 
ecosystem

16%

7%

18%

Shared 
vision 

and goals

11%

13%

10%

Cultural fit 
and trust

6%
3%
5%

ESG 
commitments 

of the 
partners

59%
56%

52%

43% 41%

34%

14%

17%

Rank 1 Rank 2 Rank 3

Current priorities in ecosystem building focus on experience and expertise, 
but the next 1-3 years will emphasize technology compatibility

Note(s): (a) Other, please specify” option is not included in the graphical representation, due to low number of respondents
Source(s):  Partner ecosystem survey, Sep 24

Currently, experience, industry expertise, and technological compatibility are prioritized by respondents when building their ecosystem
•  However, in the next 1-3 years, technological compatibility, industry expertise, agility, and receptiveness to digital transformation will prove to be more important for ecosystems

Which partner attributes are currently most important in your ecosystem?(a) Which partner attributes do you anticipate will become more important for your ecosystem 
in the next 1-3 years?(a)
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Organizations see ecosystems having a significant role in advancing 
growth strategies 

Combining 
strengths with 
partners can 

help us navigate 
industry shifts 

and positions for 
long-term growth

By leveraging 
the expertise 

and resources of 
our partners, we 
can accelerate 
innovation and 

drive 
transformative 
change within 

our organization

By collaboratively 
providing us 

access to cutting-
edge technologies 

and improve 
operational 
efficiency

Facilitating 
knowledge 
sharing and 

challenge existing 
processes, driving 
transformational 
improvements for 

us

We plan to rely 
on strategic 

partnerships to 
do get new 

things done and 
change direction

67% 65%
57%

46%
36%

Strongly agree

Agree

Neutral

Disagree

Strongly disagree

20%

55%

21%

2%

2%

Please rate your level of agreement with the following statement “Ecosystem partnerships help 
organizations accelerate their growth strategy”(c)

How do you anticipate your partnerships facilitating strategic growth within your organization's 
transformation efforts?(a)(b)

Note(s): (a) Sum of percentages may not add up to 100% as it is a multi-select question; (b) Other, please specify” option is not included in the graphical representation, due to zero respondents; (c) Sum of percentages may not add up to 100% due to rounding off 
Source(s):  Partner ecosystem survey, Sep 24

3/4th respondents (75%) agree and recognize the benefits of ecosystem partnerships in 
accelerating their growth strategies

Partnerships are seen to effectively navigate industry shifts, enhance innovation and drive 
transformation by collaborating with industry experts and leveraging their resources, 
contributing to strategic growth within organizations

Among “Agree” 
& “Strongly 
agree”
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Organizations are exploring new types of partnerships beyond traditional 
resellers or distributors to expand their ecosystems in the future

Yes - by exploring new 
types of partnerships 

beyond traditional resellers 
or distributors, such as 

technology partnerships, 
strategic alliances, or co-
innovation partnerships

Yes - by developing a robust 
incentive program to reward 
top-performing partners and 

attract new ones

Yes - by implementing a 
co-selling program that 
encourages joint sales 

efforts between partners 
and our organization to 
drive mutual success

Yes - by launching a partner 
advisory council to gather 

insights and feedback from 
top-performing partners and 

collaboratively co-create 
strategies for growth

No

49%

15%
12%

5%

17%

Note(s): (a) Sum of percentages may not add up to 100% due to rounding off; (b) “Yes - if other, please specify” option is not included in the graphical representation, due to low number of respondents
Source(s):  Partner ecosystem survey, Sep 24

Are you intending to expand your partner ecosystem in the next 1-3 years? If yes, how?(a)(b)

Key observations:
Overall, 49% respondents are 
exploring new types of 
partnerships beyond traditional 
resellers or distributors, such as 
technology partnerships, 
strategic alliances, or co-
innovation partnership

Approximately 80% of respondents 
are looking to expand their ecosystems 
in the next 1-3 years
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Gen AI has significantly impacted ecosystem strategy and planning, prompting 
organizations to increasingly depend on partners for Gen AI solutions in the future

1 - No influence at all

2

3

4 - Moderate influence

5

6

7 - Significant influence

2%

5%

11%

35%

22%

16%

10%

15%

Gen AI

17%

21%

16%

Cloud 
technologies

17%

14%

13%

Software 
as a 

Service 
(SaaS) 

solutions

19%

10%

15%

AI/ML

7%

10%

13%

Advanced 
security 

measures 
and data 
privacy 

practices

10%

6%

12%

IT 
infrastructure 

support

6%

10%

10%

Developing 
and 

leveraging 
LLMs

2%

22%
5%

23%

Augmented 
reality/Virtual 

reality

60%
54%

44%

7%

29% 28% 26%

14%

44%

To what extent has Generative AI influenced your ecosystem strategy/planning in 
any manner?(a) 

In the future, for which technological aspects do you anticipate your organization will 
increasingly rely on partners?(b)

Note(s): (a) Sum of percentages may not add up to 100% due to rounding off; (b) “Other, please specify” option is not included in the graphical representation, due to low number of respondents
Source(s): Partner ecosystem survey, Sep 24

Gen AI has had a significant impact on the ecosystem strategy and planning of respondents, with 48% stating a somewhat influential effect
• Hence, in the future, organizations are expected to rely more on partners for technological aspects like Gen AI, Cloud technologies, SaaS solutions and AI/ML

Rank 1 Rank 2 Rank 3
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Organizations foresee a shift to digital collaboration, AI, and automation in ecosystems, 
stressing the need for technology, data analysis, and agile decision-making

Increased usage of AI and
 automation capabilities

Expansion of digital collaboration 
and virtual ecosystems

Advancement of data sharing
 and privacy practices

Increased focus on 
cross-industry collaborations

Emphasis on localized solutions with
a global perspective (Global Approach)

Emphasis on sustainability 
and green initiatives

More regulatory oversight

69%

57%

40%

37%

31%

23%

22%

Technology 
and digital 

transformation 
capabilities

Data analysis 
and insights 
capabilities

Agility and 
flexibility 

in decision 
making

Customer-
centric 

mindset and 
experience 

management 
skills

Leadership 
and change 

management 
skills

Continuous 
learning and 
professional 
development 

focus

Risk 
management 

and 
adaptability

65%
56% 55% 51% 48%

41%
35%

The key attributes that respondents currently search for in 
their partner ecosystem include increased profits, tech 
advancements, market expansion and cost reduction

Note(s): (a) Sum of percentages may not add up to 100% as it is a multi select question; (b) “Other, please specify” option is not included in the graphical representation, due to low number of respondents 
Source(s): Partner ecosystem survey, Sep 24

How do you expect your ecosystem partnership will evolve in the next 1-3 years?(a)(b) What are the capabilities that the business needs to develop in the future, specifically for the 
trajectory of a transformation?(a)(b)

Respondents expect their ecosystem partnerships to evolve in the next 1-3 years, with 
increased usage of AI and automation capabilities and a growing focus on expanding 
digital collaboration and virtual ecosystems

In order to thrive in future business transformations, respondents emphasize the importance of 
developing capabilities in technology and digital transformation, data analysis and 
insights, and agile and flexible decision-making 
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Increased 
revenue 

and 
profitability

Innovation 
and 

technology 
advancements

Market 
expansion 

opportunities

Cost 
savings or 
operational 
efficiencies

Competitive 
agility

Access to 
unique skills 

or 
capabilities

Data 
protection 
and risk 

resilience

Resilience 
during an 
economic 
downturn

73%
67%

63% 60%
53%53%

30%

21%

Aligning goals and 
expectations 

among partners

Managing changes 
in the ecosystem

Data sharing and 
security issues

Managing 
competition 

among partners

Limited technical 
capabilities

71%

48% 47%

38%

26%

Top ecosystem challenges include goal alignment and change management, 
with partners prioritizing profit, technology progress, and market expansion

What are you looking for most from your ecosystem?(a)(b) What challenges do you face with your partner ecosystem?(a)

The key challenge faced within the partner ecosystem is aligning goals and expectations among partners (71%), while the key attributes that respondents search for in their partner ecosystem 
include increased profits, tech advancements, market expansion and cost reduction

Note(s): (a) Sum of percentages may not add up to 100% as it is a multi-select question; (b) Other, please specify” option is not included in the graphical representation, due to low number of respondents
Source(s):  Partner ecosystem survey, Sep 24
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Yes, we have 
consistently measured 

the performance of 
our ecosystem

No, we have not 
yet measured the 
performance of 
our ecosystem

We are in the process 
of implementing KPIs 

to measure the 
performance of our 

ecosystem

We have tried 
measuring the 

performance of our 
ecosystem, but our 

methods have 
been ineffective

36%

27%

19% 19%

Shift towards 
outcome-based 
measurement 

methods

Will include more 
comprehensive 

KPIs

Introduction of 
new techniques 
to measure the 
value delivered

Will have 
enhanced risk 

scorecards

Inclusion of ESG 
related metrics

63%

53%

43%

32%

19%

Only a third of respondents currently measure their ecosystems effectively, 
highlighting the need for evolved, outcome-based metrics and KPIs for growth tracking

• There is a need for enhanced measurement of ecosystem performance, as only 36% of the respondents currently do so consistently
• To track growth better, companies estimate measurement methods to evolve into outcome-based metrics and comprehensive KPIs

Note(s): (a) Sum of percentages may not add up to 100% as it is a muti-select question; (b) Other, please specify” option is not included in the graphical representation, due to low number of respondents
Source(s):  Partner ecosystem survey, Sep 24

Have you been effectively measuring the performance of your ecosystem? How do you think measurement methods will evolve to better track the growth and value 
delivered in partner ecosystems?(a)(b)
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