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Drivers leading to the Marketplace practice investment

Interviewees and ISVs varied in

size and operational boundaries but typically
developed solutions that fell into one or more of the

following solution areas: 1) data, 2) analytics, and 3)

security. These organizations were driven to AWS

Marketplace for the following reasons:

Customer demand and imperatives.While

listing on AWSMarketplace was purely a

strategic decision for some ISVs, for others it was
a matter of winning or losing out on deals. Some

interviewees alluded to situations in which

customers required the ISV to be on AWS

Marketplace to even consider procuring a
solution. These scenarios were most common

when customers had committed to a certain

spend with AWS through EDP and were looking

to procure third-party solutions through AWS

Marketplace to draw down on those

commitments.

Interviews

Role Revenue Operating Regions Solution Area

VP of alliances <$10M Americas Cloud monitoring

CEO <$10M Americas Managed cloud

Chief growth officer $10M to $50M Americas Data platform

Chief revenue officer $10M to $50M Americas Data platform

VP of cloud transformation $10M to $50M Americas Data analytics

Head of partnerships $10M to $50M Americas Media monitoring

Chief cloud officer $10M to $50M Global Data platform

Director of technical alliances $100M to $1B Global Security

Director of strategic alliances $100M to $1B Global Security

Sales executive $100M to $1B Global Security

Director of strategic partnerships $1B+ Global Data warehousing

Sales specialist $1B+ Global Security
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Quantif ied revenue data as applied to the composite

Evidence and data. For successful ISVs, the

f inancial impact of AWSMarketplace extended

beyond direct transactions routed through

marketplace. Interviewees noted that participation in
and growing pipeline through AWSMarketplace

allowed their ISVs to gain themindshare of AWS

sellers and partner teams, ultimately activating cosell.

Because AWS sellers had their own Marketplace
quotas to meet, ISVs that showed they could help

these sellers meet their quotas through shared

pipeline growth ultimately had the most success

collaborating on leads and jointly tackling

opportunities.

Additionally, adopting AWS Marketplace factored into

some ISVs receiving invitations to exclusive AWS
programs, such as ISVAccelerate. Participation in

these programs often came with important perks,

such as marketing sponsorship or white-glove ISV

go-to-market support froman AWS partner manager.
These benef its, along with the aforementioned

collaboration, resulted in additional deals and

revenues for ISVs AWSMarketplace influenced.

Modeling and assumptions. Forrester assumes that

the percentage of leads

transacting through AWSMarketplace increases from
10% in Year 1 to 20% by Year 3 as AWS sellers

contribute an increasing number of leads to the

shared opportunity pipeline.

Risks. There are no risks involved that would impact

this revenue stream.

Results. Over three years, AWS Marketplace
inf luenced gross profits reached a total PV

(discounted at 10%) of $547,000.

Revenue Streams And Gross Profits

Ref. Revenue Streams Year 1 Year 2 Year 3 Total
Present
Value

Atr
AWS Marketplace influenced
gross profits

$55,458 $222,394 $416,794 $694,645 $547,356

Btr
AWS Marketplace private
offer gross profits

$26,827 $160,088 $599,024 $785,939 $606,748

Ctr
AWS Marketplace self-service
gross profits

$12,500 $75,225 $283,400 $371,125 $286,456

Total benefits (risk-adjusted) $94,785 $457,707 $1,299,218 $1,851,709 $1,440,560
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Quantif ied investment data as applied to the composite

Evidence and data. ISVs
dedicated a percentage of an alliance or partnership

partnership, building and articulating the value story,

and driving continued commitment from AWS. This
manager frequently engaged with AWSon everything

from joint comarketing events and initiatives to

securing continued buy-in with sponsorship dollars

and market development funds (MDFs).
Simultaneously, this resource also assisted in

developing the value story around procuring a

solution through AWSMarketplace for end customers

and salespeople interacting with those customers.

Modeling and assumptions. Forrester assumes an

annual salary for a VP of alliances of $250,000 in
Year 1, which includes a 25% benefits overhead rate.

Forrester assumes an additional 3% salary growth

rate in subsequent years.

Results. Over three years, cosell and go-to-

marketing investments reached a total PV

(discounted at 10%) of $311,000.

Cosell And Go-To-Market

Ref. Metric Source Initial Year 1 Year 2 Year 3

D1
FTEs managing alliances and go-to-
market

Interviews 0.0 0.5 0.5 0.5

D2
Fully burdened annual salary for vice
president of alliances

Assumption $0 $250,000 $257,500 $265,225

Dt Cosell and go-to-market D1*D2 $0 $125,000 $128,750 $132,613

Three-year total: $375,000 Three-year present value: $319,675

Total Investments

Ref. Investments Initial Year 1 Year 2 Year 3 Total
Present
Value

Dtr
Cosell and go-to-
market

$0 $125,000 $128,750 $132,613 $386,363 $319,675

Etr Partner operations $0 $99,375 $102,356 $105,427 $307,158 $254,142

Ftr Sales training and
enablement

$74,865 $0 $40,732 $46,423 $162,020 $143,406

Gtr
Marketplace
onboarding and
integration

$30,000 $0 $30,000 $30,000 $90,000 $77,333

Total investments
(risk-adjusted)

$104,865 $224,375 $301,838 $314,463 $945,541 $794,556
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Cash Flow Chart (Risk-Adjusted)

Total costs Total benefits Cumulative net benefits The financial results calculated in the

Revenue Streams and Investments

sections can be used to determine the
ROI, NPV, and payback period for the

composite ISV

assumes a yearly discount rate of 10%
for this analysis.

Cash Flow Analysis (Risk-AdjustedEstimates)

Initial Year 1 Year 2 Year 3 Total Present
Value

Total investments ($104,865) ($224,375) ($301,838) ($314,463) ($945,541) ($794,556)

Total gross profits $0 $94,785 $457,707 $1,299,218 $1,851,709 $1,440,560

Net benefits ($104,865) ($129,590) $155,868 $984,755 $906,168 $646,004

ROI 81%

Payback 25 months
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1 Forrester Research, Inc., February 14, 2022.
2

technology decision-making processes and assists vendors in communicating the value proposition of their

products and services to clients. The TEImethodology helps companies demonstrate, justify, and realize the

tangible value of IT initiatives to both senior management and other key business stakeholders .
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