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1998 Oprichting Portland 

2007 Oprichting Kaseya Benelux & EVP Europe

2011 Mede oprichter FirmTel

2012 Mede oprichter Bridge Ventures

2017 Terug bij Portland

Getrouwd. Vader van drie pubers. Ondernemer. 
Early adaptor. Die hard promotor. Crossfitter 󰖶

EVEN VOORSTELLEN



VAR’s. Resellers. IT Consultants. Remote beheer & helpdesk

RMM en PSA
einde van Break-fix ingeluid

MSP markt wordt volwassen

Vendor Consolidatieslag 2012

MSP consolidatieslag2018
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1998 Start Portland

Cyber Security. Na RMM en PSA 2de golf2023

2002 2005 2008 2009 2015 2016 2022

Marktintroducties door Portland

ONZE REIS SAMEN MET MSP’S



WAAROM ‘WINTERGRATIONS’
Interessante ontwikkeling 

● Enerzijds exponentieel stijgend aantal vendoren  
● Anderzijds wens MSP’s tech stack verkleinen

Slimme MSP vendoren gaan voor integraties om churn
te voorkomen en ook relevant te blijven

Volgens Canalys o.b.v. van onderstaande 

Five core technologies used by MSP’s(according to Canalys)

● RMM and PSA
● Backup and disaster recovery
● Cloud SaaS applications
● IT service management
● Cybersecurity 



TWEEDE GOLF CYBERSECURITY MESH
Moderne MSP heeft PSA en RMM op orde. Dit wordt de tweede golf.

Welke rol speelt MSP. Beveiligen. Verzekeren. Hulpdiensten?

Keuze maken wie na kantooruren ‘meekijkt’.

Komende 12-18 maanden gaan MSP’s keuzes maken 
● EDR. XDR. MDR 
● SOC NOC diensten
● SaaS Management
● Cyberprotectie



DE KEUZE IS REUZE. PORTLAND HELPT



DE JUISTE KEUZE MAKEN IS NIET EENVOUDIG

DE AANWEZIGE VENDOREN GEVEN GRAAG HUN VISIE



HOE PORTLAND HELPT

De juiste tools vormen het 
essentiële fundament van 
een goed lopend MSP 
bedrijf. PSA. RMM. Cyber.

Producten om jouw MKB en 
KMO klanten optimaal te 
beheren en beveiligen. 
Cyber security is topprioriteit

Verzoeken voor onbekende 
software of cloud diensten? 
Portland neemt het werk 
voor jou uit handen.

Eén centrale inkoop Geen Creditcards License & Cloud Management Gezonde marges



VAN VAD NAAR TRUSTED ADVISOR
Het IT kanaal is (weer) aan het verschuiven richting two-tier. 

Dat zien wij ook. Aantal fabrikanten die Portland hebben benaderd dit jaar

130 nieuwe vendoren
74 een vendor survey gestuurd
21 ingevuld retour 
3 compleet
1 opgetekend, 2 in de maak.

Wij blijven selectief in aan boord halen nieuwe fabrikanten

Wij selecteren op drie kernwaarden die MSP’s helpen
● efficiënter
● productiever 
● winstgevender te worden 



MSP MARKT ANNO NU



MSP MARKT VOLGENS CANALYS

3500

2500

250

Wereldwijd
● 75.000 MSP’s 
● 10.000 MSSP’s 

Benelux
● 14.000 resellers (microsoft)
● 3.300 MSP’s 
● 1.700 MSPs >50% MSR
● 1.600 MSPs 30-50% MSR
● 1.500-2.000 use RMM
● 800 use PSA solution

MSP = Managed Services Provider
MSR = Managed Services Revenue



M&A HONGER ZET DOOR
● Consolidatie aan kant van de MSP 

centrische vendoren zet door
● Zo ook aan de kant van de MSP’s
● You better be prepared :)



AGENDA



Michael van der Vaart Chief Experience Officer at ESET

Gavin Garbutt Co-Founder at Augmentt

Keynote: Robin Ody Senior Analyst at Canalys

One minute Pitches

Break - Live integraties - Connect

AGENDA

Rick Hebly Director of Product Management at Acronis

Shaun Riches RMM Sales Engineer at ConnectWise

Break - Live integraties - Connect

Herfst buffet - Drinks - Live integraties - Connect



KEYNOTE



Robin Ody, Senior Analyst

Canalys

MSP trends and opportunities for 2023
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We track core MSP technologies within the MSP Tech Stack

Understand MSPs by understanding their stack

Source: Canalys estimates of end-user spending (CY2021), MSP Analysis, 2022



Partner managed services revenue up 13% in 2021

Source: Canalys worldwide managed service provider opportunity database, MSP Analysis, 2022

US$374 billion
the value of managed IT services through the 
channel globally in 2021.

331,000
the number of channel partners globally that 
are delivering IT managed services.

Partners delivering managed services, by regionRevenue from managed services, by region

Revenue Partners



US$107 billion
total managed 
services revenue 
delivered by channel 
partners in 2021

149,000
partners delivered 
managed services

• Trends in managed services in EMEA show 
managed cloud and data center solutions are 
growing, while cybersecurity demand has 
risen as regulations and vendor requirements 
have increased.

• Cyber-resiliency packages are on the rise as 
customers invest in email, backup, 
next-generation firewalls and infrastructure.

Cyber-resiliency packages boost partners’ revenue

2021: 
US$107 billion

Source: Canalys worldwide managed service provider opportunity database, MSP Analysis, 2022

EMEA managed services revenue generated through the channel

Number of partners by managed services revenue band



US$7.3 billion
total managed 
services revenue 
delivered by channel 
partners in 2021

6,843
partners delivered 
managed services

Netherlands partners building best practices

2021: 
US$7.3 billion

Source: Canalys worldwide managed service provider opportunity database, MSP Analysis, 2022

Netherlands managed services revenue generated through the channel

Number of partners by managed services revenue band

US$5.4 billion
The total value of managed services 
delivered by non-MSPs (resellers, systems 
integrators, consultancies etc.) in 2021 in 
the Netherlands.



US$2.7 billion
total managed 
services revenue 
delivered by channel 
partners in 2021

4,599
partners delivered 
managed services

Belgium sees continued cybersecurity boost

2021: 
US$2.7 billion

Source: Canalys worldwide managed service provider opportunity database, MSP Analysis, 2022

Belgium managed services revenue generated through the channel

Number of partners by managed services revenue band

US$2.1 billion
The total value of managed services 
delivered by non-MSPs (resellers, systems 
integrators, consultancies etc.) in 2021 in 
Belgium.



Security and cloud IaaS key growth opportunities

Source: Canalys, managed services survey 2022, June 2022 (112 IT channel responses)

Partners that are selling managed services 
will see higher average revenue growth than 
those that do not; the growth in demand for 
managed services is helping those partners 
differentiate and win business.

52% are using a distributor or 

distributor marketplace.

Only 12% were using cloud 

marketplaces for these technologies.

Canalys take:

69% of partners are billing managed 
services monthly; vendors must recognize 
this and provide the same flexibility 
without punishing partners.

Key areas for growth
are in data centers, cloud 

infrastructure management, 
device services and 

cybersecurity.

Key areas for managed 
services growth

are in data centers, cloud 
infrastructure, device 

services and cybersecurity.



Automation helps partners drive revenue and profit

Source: Canalys, managed services survey 2022, June 2022 (112 IT channel responses)

76% of partners that expect to 

see over 10% growth in 2022 have 
automated some or all of their 
managed services processes.

RMM and PSA (ConnectWise, Datto, Kaseya, 
N-able) are key to this growth for smaller 
MSPs, while ITSM tools, such as ServiceNow, 
are more established in enterprise.

Canalys take:

Many partners that are automating processes 
but do not use RMM and PSA tools have built 

their own in-house capabilities; vendors in 

these spaces must build better support 
and security models if they are to convince 
these partners to invest.

Automation is key
to building managed 

services practices. 



Partner analytics Data

Vendor allliancesEcosystems

Vendors need the right philosophy for MSP engagement

L.A.E.R Lifecycles

Billing toolsMarketplace

Partner experienceCX

Source: Canalys research, MSP Analysis, December 2022



Managed services will see good growth in 2023

Source: Canalys quick poll, 111 respondents (Western Europe only), 2022

For partners selling managed services:
How much growth do you expect to in your managed services revenue in 2023?

89% of those 

partners selling 
managed services are 
expecting growth in 
2023, despite 
economic 
uncertainty and 
budget constrictions.



Opportunities and challenges exist for MSPs in 2023 

Source: Canalys research, MSP Analysis, December 2022

Cybersecurity

Cloud infrastructure

Endpoint management

Data center management

Network managed services

Business model development

Technology integrations

Internal tech (ERP, automation)

Skills development/retention

Competition

Opportunities Challenges



With more than 18,000 members worldwide, Candefero is our research base. Partner 
interviews, polls and surveys allow us to get immediate feedback for clients

Benchmark 
partner 

satisfaction with 
their vendors

Feedback on 
vendor 

announcement 
and program 

changes

Capitalize on 
the shift to 

cloud, managed 
services and 
subscriptions

Trends in 
partner and 

market 
performance

Analyze routes 
to market from 
distribution to 

marketplaces to 
direct

Understand the 
channel 

opportunity in 
sustainability 

and ESG

Candefero: a unique channel community

www.candefero.com



Insight. Innovation. Impact.

The written content of this document represents our interpretation and analysis of information generally available to the public or released by responsible individuals in 
the subject companies but is not guaranteed as to accuracy or completeness. It does not contain information provided to us in confidence by the industry. Market data 
contained in this document represents Canalys’ best estimates based on the information available to it at the time of publication.

Canalys has a liberal policy with regard to the re-use of information that it provides to its clients, whether within reports, databases, presentations, emails or any other 
format. A client may circulate Canalys information to colleagues within his or her organization worldwide, including wholly-owned subsidiaries, but not to a third party. For 
the avoidance of doubt, sharing of information is not permitted with organizations that are associated with the client by a joint venture, investment or common 
shareholding. If you wish to share information with the press or use any information in a public forum then you must receive prior explicit written approval from Canalys.



ONE MINUTE PITCHES



Bas Peters
Sales & channel development leader



Viral Vora
Distribution Manager Hornet Security



Raymond Heijberg
Oprichter NSO & Applicationlink



Victor Raessen 
Oprichter eigenaar Salesbuidr



Jan van Dijk
Director Product & Marketing EMEA



BREAK. DRINKS. DEMO



INTRODUCTIE ESET



2022

Managing 
Expectations vs 
Meeting 
Expectations



SECURITY? 
Dat doet mijn IT leverancier.















86% 
heeft niet veel vertrouwen in hun 
cyberweerbaarheid 



”Bij ESET geloven we dat het 
hoogste niveau van beveiliging 
alleen kan worden bereikt door 
een combinatie van robuuste 
technologie en menselijke 
expertise.



Managed Detection and Response – MDR

Security Monitoring
• 24x7 Beveiligingsmonitoring van ESET PROTECT XDR Platform

• Continu hardening & tuning door ESET security specialisten

• Maandelijkse rapportage & kwartaalbesprekingen

First response bij security incidenten
• Dedicated ESET Threat analisten 

• Direct contact  & alerts richting het IT team

• Meteen te implementeren adviezen & incident rapportages



PROBLEM: 

LACK OF INTERNAL 
SECURITY TEAM 

SLOW TIME TO MARKET 
FOR SECURITY SERVICES

MISSED MARKET 
OPPORTUNITY

CUSTOMERS FAIL TO 
IMPROVE SECURITY 

POSTURE

MANAGED 
DETECTION & 

RESPONSE 
for Partners 

EXPERT SECURITY 
TEAM WITHOUT 
INVESTMENTS

INSTANT GO TO 
MARKET

MORE SALES THROUGH 
SERVICE OUTCOME

CONTINUOUS SECURITY 
IMPROVEMENT, LESS 

DOWNTIME

SOLUTION: 

MANAGED DETECTION & RESPONSE for partners



Managed Service Provider 

Alerting Monitoring Reporting Meeting Supporting

Technical Risk

CUSTOMER

Optimization & Support Security MeetingsService Center 
(Central point of contact)

Business Risk 

MANAGED DETECTION & RESPONSE for partners



The entire MSP 
Ecosystem is designed 
around you



Integration with leading RMMs

ESET PLUGS IN TO YOUR RMM ENVIRONMENT



Endpoint
Protection

File Server
Security

Mail Server
Security

Mobile 
Protection

2FA Data
Encryption

Cloud Sandbox Endpoint Detection 
and Response

ESET SOLUTIONS

BRINGING THIS ALL TOGETHER

+ +

Daily Billing, 
Monthly Invoicing

Multi-tenant Console 
+ RMM plugins

Stay Independent

MSP MANAGED DETECTION & RESPONSE for 
Partners 

MSP INTEGRATIONS



INTRODUCTIE ACRONIS



56

 Predefined text styles.  Click on the chosen text style, press  ⌘+Shift+C (macOS)  or  Ctrl+Shift+C (Windows)  to copy, then do  ⌘+Shift+V  or  Ctrl+Shift+V  to apply this style to your text.

© Acronis 2022

Van integreren komt automatiseren

Van aanbod tot de factuur
.. en alles ertussen .. 

Rick Hebly | Director of Product Management, Platform Integrations
2 December 2022, Maarssen
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 Predefined text styles.  Click on the chosen text style, press  ⌘+Shift+C (macOS)  or  Ctrl+Shift+C (Windows)  to copy, then do  ⌘+Shift+V  or  Ctrl+Shift+V  to apply this style to your text.

© Acronis 2022

Unified Platform

Backup

Platform

Security

Storage

Disaster Recovery

Datacenters

Management

Compute

Automation

Network
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 Predefined text styles.  Click on the chosen text style, press  ⌘+Shift+C (macOS)  or  Ctrl+Shift+C (Windows)  to copy, then do  ⌘+Shift+V  or  Ctrl+Shift+V  to apply this style to your text.

© Acronis 2022

80+ MSP Tooling Integraties
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 Predefined text styles.  Click on the chosen text style, press  ⌘+Shift+C (macOS)  or  Ctrl+Shift+C (Windows)  to copy, then do  ⌘+Shift+V  or  Ctrl+Shift+V  to apply this style to your text.

© Acronis 2022

Operations Process Automation

•Service Catalog
•Tenant Provisioning
•Managed Service 
Contracts

PSA

•Deployment
•Monitoring
•Policy Management
•Task Automation

RMM •Alert to Ticket 
Synchronization

•Prepaid & PAYG 
Billing

PSA
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 Predefined text styles.  Click on the chosen text style, press  ⌘+Shift+C (macOS)  or  Ctrl+Shift+C (Windows)  to copy, then do  ⌘+Shift+V  or  Ctrl+Shift+V  to apply this style to your text.

© Acronis 2022

https://solutions.acronis.com
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 Predefined text styles.  Click on the chosen text style, press  ⌘+Shift+C (macOS)  or  Ctrl+Shift+C (Windows)  to copy, then do  ⌘+Shift+V  or  Ctrl+Shift+V  to apply this style to your text.

© Acronis 2022

www.acronis.org

• Building new schools
• Providing educational programs
• Publishing books

Create, Spread and Protect
Knowledge With Us!

Building a more knowledgeable future

http://blog.acronis.com/


BREAK. DRINKS. DEMO



INTRODUCTIE AUGMENTT



Helping Clients Manage and 
Secure Hybrid IT

Gavin Garbutt, Co-Founder & Chairman
Gavin.Garbutt@augmentt.com

December 1st, 2022

mailto:Gavin.Garbutt@augmentt.com


Gavin Garbutt

Co-founder & former CEO of N-able, 
The 1st RMM for MSPs

 
Co-founder & Chairman of Augmentt, 

The 1st RMM for SaaS & M365 Security 
and Management for MSPs

Augmentt’s Mission is to enable MSPs to 
manage & secure cloud services

1.5M licenses sold. 1,200% Growth in 2022



• Adapting to the Adoption of Cloud

• Current Challenges of Managing 
M365 and SaaS

• How to Grow & Scale Your M365 & 
SaaS Security Services

Agenda



• Cloud Services/SaaS is the largest and fastest-growing segment of IT Gartner 

• SMBs view Cloud Services that support Hybrid work as their #1 priority eChannel

• Data theft increased 88% last year The Dutch Data Protection Authority

• MSPs should help clients “Proactively” manage & secure M365 & SaaS

• MSPs need multi-tenant tools to monitor, manage & secure M365 & SaaS

• Technology Service Providers that fail to adapt to the pace of cloud shift, face an increased 

risk of becoming obsolete Gartner

Hybrid SaaS Adoption Curve



How Strong Are Your Clients 
M365 Security Policies?

• 89% of M365 accounts do not have MFA enabled                              
Alex Weinert

• Over 1.2M Microsoft accounts are breached every month
Microsoft

• 99% of these breaches would not happen if MFA was enabled
Microsoft

6
8





 Opportunity: SaaS & Shadow IT

If you asked your clients today …

1. How many desktop and SaaS applications are 
used in your organization?

2. Are these apps secure and compliant? 

3. Do you have duplicate apps, unused or under 
used licenses?

Could they give you an accurate answer? 

Should MSPs audit and monitor to answer 
these questions? 



Four Key Things 90% Of MSPs Want 

1. To Grow Managed & Security Services Revenue

2. Make Their Sales Process Easier For New Customer Acquisition 

3. Drive Down The Cost of Delivering Services 

4. To Be The Trusted IT Advisor  



Key Multi-tenant Tools To 
Manage & Secure Hybrid IT 

❑ RMM to audit, monitor, manage & secure the Network 
❑ RMM to audit, monitor & manage M365 Security Policies (MFA…)
❑ Centralize and simplify M365 administration tasks such as                     

On-boarding, Off-boarding, MFA, Password reset….. 
❑ RMM to audit, monitor, manage & secure the SaaS app usage 

7
2



• #1: Get your team on board 

• #2: Get a multi-tenant RMM tool for M365 & SaaS Security and Management

• #3a: Audit & report on each clients M365 security policies & current threats

• #3b: Sell “M365 Security Package”: Configure, Monitor & Remediate key policies

• #4: Simplify & automate M365 security and admin tasks = 2-4 X L1 techs capacity

• #5a: Audit & report on each client’s SaaS app usage

• #5b: Sell “SaaS Security Reporting”: Monitor & report all SaaS app usage for Shadow IT, compliance, 

SaaS cost optimization & employee productivity

 Audits and ongoing reporting = High-profit security projects

“M365 Security Package” and “SaaS Security Reporting” = High-profit security MRR

5 Steps to Grow & Scale Your M365 & SaaS Security 
Services



How To Go from Reactive > Proactive > Managed SaaS Security Services

Leverage an RMM for SaaS Security & SaaS Management to scale your people and processes



Portland
Partner Offer:

• 100 free licenses of Augmentt Secure, Engage & Discover

• Free access to Augmentt Academy

Become a Partner by December 15th, 2022

• Special Site license: Up to 2,000 Secure, Engage and 
Discover licenses for 199 Euro per month.  

• Month-to-month subscription

CLAIM YOUR OFFER NOW!

https://try.augmentt.com/portland-distributor-100free-discover



gavin.garbutt@augmentt.com

www.augmentt.com

Thank You 
You!

Are you ready to Grow 
and Scale Your Hybrid 
Managed Security 
Services?

7
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INTRODUCTIE CONNECTWISE 



The Future is Hybrid
Presented by Shaun Riches



Shaun Riches

Sales Engineer, UMM

• 16 Years MSP Experience
• 30 year IT Industry 

knowledge
• Director of IT (Corporate)
• Trusted Advisor
• One of the first Continuum 

partners in the UK using NOC 
and Helpdesk Expert Services

• Implemented Manage
• Implemented Command and Expert Services
• Implemented Recover BDR
• Joined Connectwise Nov 2021 
• CW-RMM Sales Engineer
• Work closely with the Product Teams on 

UMM
• Expert Services Evangelist
• Recover SaaS and Recover BDR

I’m stuck in the 80’s for my music tastes.



Today

• Integration the Future

• Current why integrations work

• Future state of integrationing

• Current Integrations

• Top 5 



Move information 
around by APIs from 
product to product







Top Automate Integrations

• Manage

• BrightGauge

• Acronis

• Bitdefender

• Veeam

• Webroot

• Auvik

• ESET



Speaker Intro

Fun fact:
• One of the most fluent Dutch speaking English people

• 8 years of experience working with MSP in the Benelux
• Extensive knowledge of workflow management, automation and 

business operational efficiencies
• Trusted industry expert 
• One of the first Autotask employees in the UK working across 

Northern Europe
• Helped deliver digital transformation across 200+ MSP’s the 

Benelux

Glen Brown (de Bruin)
Regional Sales Manager – Northern Europe




