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Sample deliverables — Market Sizin

Market Sizing Summary TAM to SAM

The WholesaleCo's GTM plan is focused on capturing the opportunity in the segment 1 of the XX Wholesaler market Estimated serviceable market 1 opportunity is “5XXM in incremental revenue ($XXM GP) based on 2024 figures
2024 XX Market Size & WholesaleCo Share To be years | Markat 1
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Filter a: Assumed Capture
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Opportunity GP

Sizing and Forecasting Market Share Summary

Client has ~XX% of the XX market, there is a growth opportunity of $XM majorly driven by penetrating customers not currently managed by

The XX Services Market is large and is growing, offering a unique opportunity to value in a high growth segment sales

SXXM

XX Services Market Overview (2024) Market Overview [2028) XX Total Addressable Market Breakdown: Breakdown of Addressable Opportunity by vendors
$XM
$XXM 9.5% o Competitor 1
CAGR [2024-2028) $XXM Description of revenue breakdown and key USPs
R — e o @ o Competitor 2
Descrigtion of revenue breakdown and key USP
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Sample deliverables — Market Sizing (Excel Models)

Detailed coverage with Methodology, and assumptions

Table of Contents

Page# PageName

1 Final Output
1.1 Pivot Table SAM Market Model
1.2 Pivot Table TAM Market Model
2 Methodology

3 Outputs by Step

Description

Pivot table - Total Serviceable market for Datacenter Services and Maintenance
Pivot table - Total Addressable market for Datacenter Services and Maintenance
Description of market sizing methodology

Added initial splits of Service category and contract type (these market share were updated in the next step to add variability b/w XX

Updating Service Category and Contract Type market share based on the insights from Expert interviews and discussion with client stakeholders

3.1 Step 1-XX Creating initial data cube with XX inthe US

3.2 Step2- XX Adding XX, XX

3.3 Step3- XX Adding Size splitand XX Market share to XX

3.4 Stepd - XX Updating standard XX based on theXX

3.5 Step 5-XX Convert XX to total service cost

3.6 Step6- XX

3.7 Step7-XX

3.8 Step 8- XX Identified XX that s outside of client's SAM and excluded them from the model
4 Sources and Assumptions Sources and assumptions used in the market sizing model
5 Raw Data

5.1 Raw Data SAM Market Model
5.2 Raw Data TAM Market Model

Automation for Annual Refresh us1ng ETL Tools
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Final output of market sizing SAM (Raw Data)
Final output of market sizing TAM (Raw Data)

Software Segment 1

Subscription Type
Vendor Name

DC Capacity - Infrastructure Buyer
= Enterprise Software

10,000+

“Year BF

2023
$113.6M

2024

$134.3M

2025°

$144.4M

$158.4M

Pivot Table Based Detailed Excel Models

$172.7M

Less than 100

Centrally controlled Assumptions sheet

Enterprise Software 1,000-10,000 $25.6M: $29.9M: $31.9M: $346M: $37.3M
Enterprise Software 100-1,000 $9.1M: $11.2M: $12.6M: $14.4M: $16.5M
Enterprise Software Less than 100 $18.3M: $21.7M: $23.2M: $25.4M: $27.6M
=lInfrastructure Software 10,000+ $66.5M: $73.1M: $92.6M: $108.2M: $124.2M
Infrastructure Software 1,000-10,000 $12.7M: $13.8M: $17.3M: $20.1M: $22.8M
Infrastructure Software 100-1,000 $4.1M:  $4.7M: $6.2M: $7.5M:  $9.0M
Infrastructure Software $9. 2M 310 lM 312 ™ 314 ?M

FY26

FY27



Case Studies




e Client sought to strengthen position in the
rapidly growing data center market but
faced gaps in services offerings, value
proposition alignment, and identification of
high-potential segments

Needed a strategic roadmap covering
market sizing, competitive analysis, and
targeted GTM strategies to capture greater
market share

Stratkalytics DBA Commercial IQ| Confidential

Data Center HVAC Services Market Sizing

Client: Trane Technologies | Commercial HVAC Manufacturer

Commercial 1Q Solutions

Market Ecosystem & Trends / Competitive Assessment: Analyzed
data center segmentation, operating models, growth dynamics,
ecosystem players, and competitive landscape including key
competitors in building services

DC Services Market Sizing: Developed 2023-2028 market size
forecasts for US and global DC building services; segmented by
center type, ownership, new vs. existing builds, and service type

Customer Assessment & Segmentation: Identified key purchase
criteria via interviews; segmented customers by industry, size, and
geography; recommended GTM strategy with tailored messaging and
win themes

Define Client Services Portfolio: Conducted gap assessment; defined
tailored offerings and future-state SLAs by segment to enhance value
proposition and capture market share

1 L o) % w 2 Grundloal

Commercial

Strategize. Analyze. Realize.

Impact

Structured 2023-2028

market sizing view
delivered across US and global
data center building services

High-potential customer

segments
identified with tailored GTM
messaging and win themes

Differentiated services

portfolio defined with
future-state SLAs by customer
segment



Commercial

Strategize. Analyze. Realize.

Data Center HVAC Services Market Sizing — Work Samples

Power Bl Market Sizing Dashboard Services Portfolio & SLA Framework

Services Portfolic & SLA Framework — DC HVAC Services

DC HVAC services market sizing tracker — 2023-2028

US & glabal data center buiding services | Figures masked

o — offering availability and prios

Offering gaps

2023-2028 DC

e A HVAC market : = mapped with
: r . =
tracker : = future-state SLAs
Enterprise L} I N 1o ]
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cro DC L] New by
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2023-2028 US MARKET FORECAST CUSTOMER SEGMENT PENETRATION L ‘ x =
XX%
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=

Customer Assessment & Segmentation TAM to SAM Market Funnel

r Assessment & — DC HVAC Services

SlX—Seg ment GTM Total addressable market (TAM)

Global DC HVAC & building services

matrix with I Market narrowed

purchase criteria I S — e ST by center type and
ownership model

Filter 2 — ownership model
Owner-operated - Leased / colo - New builds - Retrofit stock
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systems installation & O&M upgrades




Summa

e Client needed a clear understanding of the
professional services market size across 35
countries, without which setting realistic
regional sales targets and benchmarking
market share against competitors was
challenging

Client also required a forward-looking view
to forecast growth opportunities over the
next five years across prioritized regions

Stratkalytics DBA Commercial IQ| Confidential

IT Services SaaS Implementatwn Services Market Szzmg Project

Commercial 1Q Solutions

Global Market Sizing: Conducted a detailed market sizing exercise
for the professional services market across 35 countries, leveraging
attach rates and historical contracts as key methodology inputs

Vendor Share Analysis: Estimated the market share of leading
service providers to help the client benchmark their performance
and identify competitive gaps

Forecasting Future Growth: Developed a five-year market size
forecast based on insights gathered from expert interviews, enabling
the client to identify growth opportunities and prioritize regions for
investment

Competitive Landscape Assessment: Analyzed competitive dynamics
across regions to highlight strengths, weaknesses, and areas for
potential market capture

Commercial

Strategize. Analyze. Realize.

Impact

35-country market sized
via attach rate methodology +
historical contracts, giving the
client a credible baseline for
regional sales targets

6-year market growth

forecast built
from expert interviews, enabling
leadership to prioritize high-
growth regions

Vendor market share

benchmarked
across leading providers, enabling
the client to quantify gaps and
sharpen market positioning
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IT Services SaaS Implementation Services

Samples

Vendor market share analysis

"

Vendor market share breakdown

Sized and visualised the
market share of leading
vendors by industry
segment, giving the client
a clear view of the
competitive landscape and
where they stood relative
to the overall market.

Ranked individual vendors
by estimated market share
to identify the client's
nearest competitors, the
gap to market leaders, and
where consolidation or
share capture
opportunities existed.

{1 ’

Sizing- Work

Commercial

Strategize. Analyze. Realize.

5-year market size forecast - professional services market ($B)

IT Services Excel Model

Modelled the annual market
size build-up over five years
using expert interview insights,
showing the incremental
growth trajectory and total
opportunity the client could
plan against.

Attach rate model built from
historical contract analysis,
sizing the full 50-country
market, benchmarking
vendor share, and projecting
a 5-year growth scenario.
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About the founder - Jatin Modi

Jatin Modi
Founder - Stratkalytics Consulting

- 4
Gartner. 5. O

BAIN & COMPANY

A seasoned Ex-MBB Strategy and Analytics Consultant with deep expertise in market sizing, pricing strategy, and go-to-market
| execution. Jatin brings over eight years of experience delivering scalable, data-driven solutions at Gartner, Bain & Company, and
Y | PwC. He holds an MBA in IT Business Management and a Bachelor’s degree in Computer Applications.
|

d ]

Key Industries: Manufacturing, High Tech, Pharmaceuticals

Jatin Modi’s experience includes:

* Fortune 50 IT Services Provider: Built an enterprise-grade market sizing and vendor-share model covering 30+ software markets and 50+ vendors,
leveraging 5M+ data points from D&B and secondary sources; model was adopted as a single source of truth for strategy and planning teams.

* Global IT Services Provider: Developed a market sizing framework used to set global sales targets across regions and service lines, with clear assumptions,
market taxonomy, and refreshable sizing logic for annual planning cycles.

* HVAC Manufacturer (Data Center Segment): Led end-to-end data center HVAC services market sizing, including segmentation by data center type,
geography, and service category, directly informing investment and GTM prioritization.

* Telecom Services Provider (Software Expansion): Conducted market sizing and opportunity assessment to support entry into adjacent software and
digital services markets, including TAM/SAM estimation and competitive landscape mapping.
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Appendix - PoV




Market Sizing Helps Estimate Demand, But
the Approach Varies

Market sizing is the process of estimating and quantifying the total demand for a product, service, or industry.

Types of market sizing:

High-Level Market | [ Wide Coverage O Actionable Market 4 Combination of
.. . . . . YV
Sizing !’ Market Sizing Sizing ‘v Approaches

* Broad industry estimates, * Covers multiple dimensions * Granular, account-level + Blends multiple techniques
e.g., "The global cloud like countries, opportunity sizing (e.g., depending on business needs.
computing market is SX product/service categories, potential revenue from specific budget and data availability
billion in 2024 and will grow customer segments, and customers)
at a CAGR of XX%” pricing tiers « Example: Using macro trends

* Used for sales targeting, and for high-level insights but

» Useful for investors, * Example: Estimating total GTM execution. customer-level data for
executives, and strategic software spend across execution
planning industries and regions
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Market Sizing Has Multiple Use Cases, and
the Level of Detail Depends on the Objectlve

mmon use cases for market sizing

Level of Depth in Sizing

Product Demand & Marketing

Market Penetration
Strategy

Fundraising and Expansion Sales Targeting

* Raise funds for entering a * Estimate demand for a » Set sales targets for sales * Capture additional market

new business or
expansion

Use high-level market
sizing to provide a
ballpark estimate of the
opportunity

Focus on TAM (Total
Addressable Market) and
industry trends.

product/service & develop
a marketing strategy

Calculate potential
revenue and validate
product-market fit

Identify customer

segments, industry
adoption rates, and
pricing benchmarks

reps

Define realistic quotas
based on market potential
and historical sales
performance

Use actionable market
sizing to estimate revenue
opportunities by account
or region

share (Who to target?)

Identify high-potential
segments and competitive
gaps

Use granular, bottom-up
analysis to pinpoint
underpenetrated regions,
industries, or customer
segments



Not All Market Sizing is the Same—How
TAM, SAM, and SOM Differ

— gTotal Addressable Market (TAM)

What it is: The entire market demand for a product/service, assuming no competition or constraints.

o——

When to use:
Investor pitches - Showcase the total industry opportunity.
Long-term strategy - Identify high-growth industries to enter
Early-stage product validation - Assess if a market is big enough for investment
Example: "The global cybersecurity software market is expected to reach $500B by 2030."

@ Serviceable Addressable Market (SAM)
What it is: The portion of TAM that aligns with your company’s target audience, region, or business
model.
When to use:
Go-to-market (GTM) strategy - Define the realistic market your company can serve
Product-market fit analysis - Validate if the market is accessible and profitable
Market segmentation - Identify which segments are most relevant.
Example: "The cloud computing market for mid-sized enterprises is valued at $150B."

@ Serviceable Obtainable Market (SOM)
+ Whatiitis: The realistic share of SAM that your company can actually capture, considering competition
and execution.
+ When to use:
+ Sales planning & revenue forecasting -> Define achievable growth targets
- Competitive positioning - Assess market share vs. rivals
+ Budgeting & resource allocation - Focus efforts on winnable opportunities.

« Example: "With current sales capacity, our cloud platform can capture S5B in revenue from
mid-sized enterprises."



There are two primary ways to size any
market - Top-Down and Bottom-Up

Top-Down Approach Bottom-Up Approach
e Starts with broad industry data, then narrows *  Starts with actual data (customers, pricing) and
down using assumptions scales up
*  Relies on industry reports, government data, *  Uses customer surveys, sales data, and industry
and macroeconomic trends benchmarks
* When to use: *  When to use:
* Early-stage business planning - Quick, *  Detailed business cases > When precision
directional estimate of market potential. matters for budgeting or sales planning
* Investor presentations - Provides a *  Product pricing & GTM strategy - To
compelling story based on credible industry understand revenue potential by segment
sources. *  Targeted market expansion - Identifying
* Estimating large, broad markets -> When realistic opportunities based on customer
granular data isn’t available adoption.
*  Total cloud computing market is S500B *  Total customers purchasing cloud
*  mid-sized enterprises are 30% computing services is 10,000
*  Market size for mid-sized enterprises = $150B *  Average annual spend per customer is
$15,000

*  Market size = S150M

17



Market Sizing Follows a Structured
Approach-From Defining Scope to Validating
Results

Activities

Overall approach for market sizing:

. Identify Data Define

Identify
product/service
categories, industry,
and geographic scope
Define customer
segments (B2B vs.
B2C, enterprise vs.
SMB)

Example: Sizing the
cybersecurity software
market for mid-sized
enterprises in North
America.

Primary Research:
Surveys, expert
interviews, customer
data

Secondary Research:
Industry reports
(Gartner, IDC),
government databases
Example: Using Gartner
data for industry size,
supplemented with
survey data for pricing
benchmarks.

* Top-Down Approach:

Quick, broad estimates
using macro data
Bottom-Up Approach:
More precise, using
transaction-level data
Hybrid Approach: A
combination for balance
and accuracy

Example: "Starting with
IDC’s cloud computing
market size, then
refining it with
customer

Assumptions
and
Adjustments

Identify growth rates,
penetration
assumptions,
competitive landscape
If required, make
assumptions and
adjustments to estimate
SAM/ SOM from TAM
Perform sensitivity
analysis to account for
uncertainty

Example: Assuming a
10% YoY growth rate
based on historical
trends

* Compare with existing
benchmarks and
competitor insights
Use multiple sources to
triangulate accuracy
Example: Comparing
estimates with publicly
available financials of
key competitors

Validate and
Cross-Check Final Report

* Usevisuals like funnel
models, tables, and
segment breakdowns

* Clearly state market
assumptions,
limitations, and key
insights

* Example: A PowerPoint
slide showing TAM -
SAM - SOM with key
revenue opportunities.

Choosing the right tool is crucial for market sizing. Large datasets may require advanced ETL tools like Alteryx for processing, while Excel is ideal for testing

assumptions. Often, a combination of both works best—Alteryx for heavy lifting and Excel for scenario modeling




Accurate Market Sizing Requires the Right
Data, Assumptions, Methodology & Validation

Key things to consider while market sizing:

Data

Accurate
o

n .‘@". Right Key

"< Assumptions

B ;1 Right
= == Methodology

¢ —
n vZ| Triangulation

B ..o Sensitivity
=~ Analysis

Reliable market sizing starts with quality data and sources vary based on the market and use case
Public sources (macro-economic data, firmographic databases, industry reports)

Purchased datasets (ZoomInfo, IDC, Gartner, CaplQ)

Internal client data (CRM, sales records, past research).

When data is limited, use surveys, expert interviews, or proxies to fill gaps.

Not all data is directly available, so assumptions play a crucial role

Every assumption must have a logical rationale behind it

When assumptions are weakly supported, validate them through expert interviews, short surveys, or internal
benchmarks

Market sizing methodology depends on:
*  Whatis being sized? (Market, product, service)
*  What data is available? (Full vs. partial data)
The methodology should make logical sense for the industry —not every approach works everywhere

For higher accuracy, use multiple sizing methodologies
A primary methodology should be detailed, and secondary sources (industry reports, competitor analysis) should
validate it

Market sizing relies on assumptions, so small changes can have a big impact
Example: If a key assumption changes by 10%, the market size estimate may change by 10% or more
Always test different scenarios to provide a range of possible market sizes instead of a single number.
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