
97% of enterprises would purchase new tech solutions from 
CSPs, but first CSPs need to bridge 6 gaps 

Bridge the gaps, unlock 
the opportunity, grow revenue 

DEVELOP AND 
HARNESS A GROWING 
PARTNER ECOSYSTEM

CHOOSE THE RIGHT 
PARTNERS

of enterprises would increase their spend with 
CSPs by more than 16% if they close these gaps 

Misalignment between who enterprises 
expect to buy from, and who CSPs are 
partnering with

of enterprises more likely to buy 
from CSPs who collaborate with an 
ecosystem of partners

MIND THE GAPS
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RE-ALIGN INVESTMENT PRIORITIES 
WITH REVENUE ENGINES

of CSPs expect enterprise to be their main 
source of revenue in the next 2-3 years… 
only 31% plan on investing in it

47%

1

The multi-trillion-dollar 
CSP enterprise opportunity

EXPERIMENT MORE, 
ACCELERATE SPEED 
OF INNOVATION AND 
FREQUENCY OF 
SERVICE LAUNCHES 

of enterprises pointed to challenges 
around innovation and solution relevancy 

in working with CSPs 

CLOSE SIGNIFICANT 
KNOWLEDGE GAPS AND 
BETTER UNDERSTAND 
ENTERPRISE CLIENTS

4

ENSURE IT SYSTEMS 
ARE POWERING 
BUSINESS AGILITY
49% of CSPs’ current IT 
set-up does not give 
them the flexibility to 
launch o�erings quickly 
into market

3 out of the top 5 challenges in 
selling to enterprises are related to 
CSPs’ lack of customer knowledge

3.6
EXCLUSIVE SURVEY: compares 90 CSP B2B leaders with 250 Enterprise viewpoints on their current and 
future investment plans, challenges and growth opportunities

To learn more, download the full report or visit our BearingPoint//Beyond website.

39%

https://www.bearingpointbeyond.com/en/industries/telecommunications/telco-enterprise/
https://www.bearingpointbeyond.com/en/?noRedirect=1

