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The reference gate ecosystem: 2,700 partners, six Global Elite, 97 verified acquisitions and a 
program rebuilt in 2026 to make the top of it harder to reach. Certified headcount is the asset.

Now, for tomorrow
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Executive Summary
ServiceNow is the cleanest example of a gate-phase partner ecosystem in enterprise software, and the one where vendor tier policy visibly created the scarcity that drives M&A.
The program counts more than 2,700 partners with only six at Global Elite; in April 2026 it unified every program onto a five-tier ladder after retiring a points system under which
almost everyone reached the top, freezing partner status and giving partners eighteen months to meet harder certified-headcount and outcome thresholds. Ninety-seven verified
partner-firm acquisitions have closed, roughly 4 percent of the channel, with volume peaking at fourteen deals in both 2021 and 2024. Half the consulting population still sits
below 100 employees. That combination — a thinned top, a fragmented base and a hard threshold — is why this ecosystem is the most actively consolidated services channel in
the study.

2,700+
PARTNERS IN THE PROGRAM

Against roughly 1,300–2,200 consulting and
implementation firms on the services-only count.

Six
GLOBAL ELITE PARTNERS

Including Accenture, Cognizant, Infosys, Deloitte
and DXC. The scarcest accreditation in the
ecosystem.

97
VERIFIED DEALS, 2015–25

Roughly 4% of the channel bought, peaking at
fourteen deals in both 2021 and 2024.

~50%
CONSULTING PARTNERS UNDER 100
STAFF

With roughly 300 boutiques under 50 employees
joining in a single year. This is the pipeline.

Five tiers
PROGRAM REBUILT APRIL 2026

Registered, Select, Premier, Elite, Global Elite —
replacing a 37-area points system.

18 months
TO MEET THE NEW THRESHOLDS

Status frozen while partners hit harder certified-
headcount and outcome bars.

Premium
SINGLE-VENDOR PURITY HERE

The exception to the concentration discount: pure-
plays price highest because the buyer wants the
bench.

23,000+
ACCENTURE SERVICENOW
CERTIFICATIONS

Capacity concentrates in the GSIs; the long tail is
certification-thin by comparison.

Sources: ServiceNow partner program data (2,700-plus partners, six Global Elite, five-tier ladder unified April 2026, 37-area points system retired, status frozen with an 18-month runway; consulting and
implementation count ~1,300–2,200, Q4 2024); Aventis Advisors, 97 verified ServiceNow partner acquisitions 2015–2025; Accenture certification disclosure; all as cited in Baker Tilly, The Enterprise
Software Partner Ecosystem (Sept 2026). 02
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Segmentation
ServiceNow is the ecosystem where the usual concentration rule inverts. Across IT services, single-vendor concentration is a discount — 0.5 to 1 turn above 25 to 30 percent and
1 to 2 turns above 35 percent — but in a scarce-certification gated program, purity is a premium, because the buyer is acquiring the certified bench itself rather than a diversified
revenue stream. A ServiceNow Elite pure-play therefore prices above a comparably sized multi-platform generalist, and that inversion is the single most important segmentation
fact in this deck.

A fragmented base under a thin top
ServiceNow consulting-partner population by employee band

~50%
under 100 employees

~300
boutiques under 50,
one year's intake

Six
Global Elite

WHERE CAPACITY ACTUALLY SITS

Partners across the ecosystem employ roughly 7.7 million professionals, but only
a fraction hold ServiceNow certifications. Accenture alone reports over 23,000 —
so capacity concentrates in the GSIs while the long tail is certification-thin.

THE CONCENTRATION INVERSION

Elsewhere, single-vendor purity is a 0.5-to-2-turn discount. Here it is a premium,
because the acquirer wants the scarce certified bench, not revenue diversification.

What each partner type is worth
EV / EBITDA, verified partner-firm transaction medians

Value-added resellers 7.8x

IT consulting 9.8x

Systems integration · MSP 10.7x

Cybersecurity services 16.1x

Data & analytics 16.3x

THE ARBITRAGE

5–8x entry on sub-USD 3m EBITDA specialists

10–14x on the platform they fold into

Scale alone is worth six turns: 6.7x below USD 5m EV, 12.7x above USD 500m.

Sources: ServiceNow consulting-partner size distribution (~half under 100 employees; ~300 boutiques under 50 joining in a single year); partner-capacity data (7.7 million professionals, Q4 2024; Accenture
23,000-plus certifications); Aventis Advisors subsector and deal-size medians and the IT-services concentration-discount convention; all as cited in Baker Tilly, The Enterprise Software Partner Ecosystem
(Sept 2026). 05
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Complementary & Substitute Solutions
The complement playbook in this ecosystem is well established and well evidenced: buy project-led implementers, attach managed services and IP, sell the scaled recurring-
revenue asset to a strategic. Thirdera and NewRocket were built exactly that way. The arithmetic behind it is that recurring MSP revenue prices at roughly 6 to 8x EBITDA against
3.5 to 5x for project revenue. The substitute risk runs the other way and is concentrated in the implementation stage, which is the most AI-exposed stage in the chain.

Complements, ranked by multiple effect Substitutes, priced honestly

Managed-services annuity. The proven ServiceNow play. Attach application management at
go-live and the firm moves from project pricing toward the MSP median of roughly 8.9x
EBITDA.

→

Proprietary IP and accelerators. Carry a software multiple rather than a services multiple; the
mechanism by which Thirdera and NewRocket became platform assets rather than
consultancies.

→

ServiceNow Store products. An app that runs only on the host platform converts delivery
expertise into subscription revenue with install-base lock-in.

→

Agent governance and MCP integration. Emerging billable categories: enterprises deploying
agents need supervision, audit and integration, which recaptures hours automation removes.

→

Agentic AI in the platform itself. ServiceNow bought Moveworks for 2.85bn dollars to put
agentic AI in the product. Capability that ships natively is capability a partner no longer bills for.

→

The captive GCC. India hosts more than 1,700 global capability centres employing 1.9 million
people. Recurring run work moves in-house above a volume threshold; spiky specialist work
does not.

→

Low-code and citizen development. Substitutes for well-documented configuration; fails on
complex integration, migration and regulated work requiring defensible sign-off.

→

The vendor's own services motion. Wins the largest and most strategic accounts, as in every
ecosystem where the vendor runs a professional-services P&L alongside a channel.

→

Sources: Aventis Advisors ServiceNow roll-up analysis (Thirdera, NewRocket, GlideFast) and subsector multiples (MSP median 8.9x; data and analytics 16.3x); Salt Creek Advisory recurring-vs-project
pricing framework; ServiceNow / Moveworks USD 2.85bn (Mordor Intelligence); NASSCOM FY24 GCC data; Gartner agentic-AI projections; all as cited in Baker Tilly, The Enterprise Software Partner
Ecosystem (Sept 2026). 08
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Relevant Transactions & Takeaways
ServiceNow has the most complete disclosed transaction record of any services channel in this study, which is what makes it the reference ecosystem for pricing a certified
bench. Two exits above 350 million dollars, a live sponsor-platform carve-out and a vendor that co-invests alongside the buyers. Every value below is sourced to a primary
release or a named press report, and the estimates are marked as such.

TRANSACTION ACQUIRER YEAR VALUE / MULTIPLE STRATEGIC SIGNAL

Thirdera Cognizant 2023 ~$430m
Largest ServiceNow pure-play platform exit — the completed proof of the sponsor-
build-to-strategic path.

GlideFast ASGN 2022 ~$350m
Roughly USD 95m of sales and about 350 consultants. A 25x EBITDA figure circulates
but is a press estimate, not disclosed.

InSource (ServiceNow unit) CoreX / NewSpring 2025 n.d.
Closed late December 2025; more than doubled US headcount and ServiceNow
certifications, folding in 1,500-plus implementations.

Plat4mation Keensight — n.d.
Sponsor platform with ServiceNow Ecosystem Ventures co-investing alongside — the
vendor on the cap table.

Moveworks ServiceNow 2025 $2.85bn
Agentic AI and 500 specialists bought by the vendor itself. Capability that ships natively
is capability partners stop billing for.

Perficient EQT / GIC 2024 ~18.5x EBITDA
The ceiling benchmark for scaled multi-platform digital services. Estimate on disclosed
reporting.

1 Underwrite the bench, not
the badge
Certified headcount and
specialisations are the asset. Tier
status must be tested against the
post-2026 thresholds.

2 Purity is a premium here
The one ecosystem where
single-vendor concentration lifts
rather than discounts the
multiple.

3 Buy the tail, sell the
platform
Half the channel is under 100
employees. Entry at 5–8x,
platform value at 10–14x, exit to
a strategic.

4 Move on annuity, not
hours
Implementation is the most AI-
compressed stage. Application-
management run revenue is
what survives the repricing.

5 Map your buyers first
Five sponsor platforms and two
GSIs are active. Tension is
available — but only if
engineered.

Sources: Aventis Advisors named-deals reference table (Cognizant / Thirdera ~USD 430m 2023; ASGN / GlideFast ~USD 350m 2022, with the 25x EBITDA figure a ChannelE2E estimate rather than a
disclosed number; CoreX / InSource ServiceNow unit closed late December 2025; Plat4mation / Keensight with ServiceNow Ecosystem Ventures co-investment; EQT and GIC / Perficient ~18.5x EBITDA,
estimate on disclosed reporting); ServiceNow / Moveworks USD 2.85bn (Mordor Intelligence); all as cited in Baker Tilly, The Enterprise Software Partner Ecosystem (Sept 2026). n.d. = value not disclosed. 12
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