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Executive Summary

The cybersecurity industry is currently navigating a profound structural metamorphosis
as it moves through 2026.

For the Channel Partner sector—comprising Managed Service Providers (MSPs),
Managed Security Service Providers (MSSPs), and Value-Added Resellers (VARs)—the
era of selling discrete, "add-on" security tools is definitively concluding.

The market is transitioning into a phase defined by Cyber Resilience, Regulatory
Compulsion, and Al-Driven Asymmetric Warfare. This report provides an exhaustive
analysis of the market dynamics, buyer behaviors, and strategic imperatives that will
define success in this new epoch.
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Executive Summary: The Age of
Enforced Resilience

The cybersecurity industry is currently navigating a profound structural metamorphosis
as it moves through 2026.

For the Channel Partner sector—comprising Managed Service Providers (MSPs),
Managed Security Service Providers (MSSPs), and Value-Added Resellers (VARs)—the
era of selling discrete, "add-on" security tools is definitively concluding.

The market is transitioning into a phase defined by Cyber Resilience, Regulatory
Compulsion, and Al-Driven Asymmetric Warfare. This report provides an exhaustive
analysis of the market dynamics, buyer behaviors, and strategic imperatives that will
define success in this new epoch.

Current market analysis indicates that the UK cybersecurity market alone is projected to
reach approximately USD 23.4 billion by 2030, growing at a compound annual growth
rate (CAGR) of 12.8% from 2025.

Globally, spending is accelerating with equal vigor, with predictions hitting USD 454
billion annually by 2025 and potentially USD 522 billion by 2026. However, this liquidity
is not evenly distributed across the ecosystem.

It is flowing disproportionately toward partners capable of delivering outcome-based
resilience rather than simple transactional defense. The "break-fix" model is not merely
dying; it is becoming a liability in a landscape where downtime is measured in reputation
rather than just revenue.

The primary drivers reshaping the 2026 landscape are threefold. First, Legislative
Upheaval is rewriting the rules of engagement. The UK Cyber Security and Resilience
Bill, alongside the European Union’s NIS2 and DORA directives, is forcibly expanding
the total addressable market (TAM) by mandating strict security standards not just for
critical infrastructure, but for the supply chains that serve them—specifically designating
MSPs as regulated entities.

Second, the Al Arms Race has moved Artificial Intelligence from a marketing feature to
an active combatant. Attackers are utilizing Al for automated social engineering and
vulnerability exploitation, necessitating Al-driven defensive mechanisms that operate
faster than human reaction times. Finally, Business Model Evolution is forcing a
departure from the traditional per-device pricing model, which is failing under the weight
of loT proliferation and margin compression. Successful partners are pivoting to
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"Fractional CIO" roles and risk-based pricing models that decouple revenue from labor
hours.

For the channel, 2026 serves as a crucible. The convergence of these factors means
that partners can no longer operate as passive suppliers of technology. They must
evolve into strategic risk advisors, shielding their clients not only from technical
exploitation but from regulatory penalty and uninsurability.

This report details the major buyer trends, uncovers high-margin niche opportunities,
and delineates the sales strategies required to capture value in a market that demands
proof, resilience, and strategic alignment.

Market Sizing and Financial Outlook
2026

Global and Regional Growth Trajectories

The financial outlook for the cybersecurity sector is robust, characterized by double-digit
growth rates that defy broader economic uncertainties. The imperative to protect
increasingly digitized businesses, governments, and Internet of Things (loT)
ecosystems is propelling global spending to unprecedented levels.

In the United Kingdom, the market presents a microcosm of this global trend, reflecting
a mature yet rapidly expanding sector. The UK Cybersecurity Market size is estimated
at USD 17.36 billion in 2025 and is expected to reach USD 28.49 billion by 2030,
growing at a CAGR of 10.42% during the forecast period. Other analysis suggests an
even more aggressive trajectory, projecting revenue of USD 23.4 billion by 2030 with a
CAGR of 12.8%.

This growth is not merely organic; it is catalyzed by increasing cyberattacks which have
compelled the nation to strengthen its defensive capabilities. The rising demand for
digitalization, scalable IT infrastructure, and the adoption of cloud-first strategies are
primary engines of this expansion. Furthermore, the UK sector currently supports over
46,700 skilled jobs and generated £8.9 billion in revenue in the previous year alone.

Globally, the numbers reflect a massive prioritization of security in corporate budgets.
Cybersecurity Ventures predicts that global spending on cybersecurity products and
services will hit USD 522 billion by 2026, up significantly from USD 260 billion in 2021.
The United States and Western Europe are expected to account for more than 70% of
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this global security spending in 2025. Crucially for the audience of this report, the
channel's role in this expenditure is paramount. More than 90% of the projected USD
281 billion cybersecurity spending in 2025 will involve partners. This statistic
underscores a fundamental market reality: the "direct-to-customer" model remains
inefficient for complex security needs, cementing the channel as the primary vehicle for
market delivery and implementation.

The Shift in Buyer Authority

A critical shift is occurring in who controls the budget. The traditional hegemony of the
Chief Information Security Officer (CISO) or IT Director is being diluted. Approximately
15% of cybersecurity spending now originates outside the CISO's office, a figure
expected to grow at a 24% CAGR over the next three years. This "non-CISO" spending
is driven by Line of Business (LoB) leaders—heads of finance, operations, HR, and
legal—who are purchasing security outcomes to protect their specific workflows and
ensure compliance.

This decentralization of buying power requires partners to fundamentally alter their
sales language. The conversation must shift from "threat detection" and "firewall
throughput" to "business continuity," "regulatory insurability," and "brand protection." A
CFO purchasing a security solution is not interested in the technical specifications of an
EDR agent; they are interested in whether that agent reduces their cyber insurance
premium or prevents a GDPR fine.

Channel Economics: Margins vs. Multipliers

The era of high margins on simple product resale is effectively ending. The market is
shifting from "margins to multipliers," where the value lies in the services wrapped
around the product rather than the license itself. Vendors are incentivizing partners who
can drive consumption, adoption, and integration (service-led) rather than just the initial
transaction.

The data indicates a bifurcation in the channel. "Champions"—vendors and partners
who excel in ecosystem management and channel engagement—are pulling away from
the pack. Companies like Palo Alto Networks, Sophos, and Trend Micro are recognized
for creating strong pull around their platforms, generating significant multipliers for
partners who build services on top of them. Conversely, partners who remain stuck in
transactional models are seeing their margins erode as cloud marketplaces simplify the
procurement of basic licenses.
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Metric 2024 2026 Trend Driver
Baseline Forecast
UK Market Size ~$11.5 ~$19 Billion | Regulatory pressure &
Billion (Est) Digital Transformation
Global Spending ~$350 $522 Billion | Al Threats & Cloud
Billion Complexity
Partner High >90% of Skills Shortage &
Involvement Spend Complexity
Spending Source IT/CISO 15%+ Business Risk Awareness
Non-CISO
Managed ~$350 >$424 Shift to OpEx &
Services Market Billion Billion Outsourcing

The Regulatory Tsunami: NIS2, DORA,
and the UK Cyber Bill

In 2026, regulation will be the single largest driver of channel revenue. The compliance
landscape has shifted from voluntary frameworks to mandatory legal obligations with
severe punitive measures. This "regulatory tsunami" is forcing organizations that
previously viewed security as optional to invest heavily in compliance-driven security
architectures.

The UK Cyber Security and Resilience Bill (CSRB)

Post-Brexit, the UK is introducing its own stringent framework to parallel the EU's NIS2
directive. The Cyber Security and Resilience Bill (CSRB) was introduced to Parliament
in late 2025 and is expected to receive Royal Assent in 2026, with full implementation
following shortly thereafter. This legislation is designed to modernize the framework for
Critical National Infrastructure (CNI) and correct the deficiencies of the 2018 NIS
Regulations.

Impact on MSPs:

This bill represents an existential change for the channel. For the first time, Managed
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Service Providers (MSPs) will be directly regulated. The bill expands the scope of
"essential services" to include MSPs and data centers, recognizing that these entities
hold the keys to the kingdom for thousands of other businesses.

e Direct Supervision: Medium and large MSPs will fall under the oversight of the
Information Commissioner's Office (ICO) or a designated competent authority.
They will be required to register, appoint a UK representative if based overseas,
and demonstrate robust cyber governance.

e Incident Reporting: A strict timeline is imposed: initial notification of significant
incidents must be made within 24 hours of awareness, followed by a full incident
report within 72 hours. This requirement forces MSPs to have mature, automated
incident response capabilities; manual reporting processes will fail to meet these
statutory deadlines.

e Penalties: The financial stakes are massive. Fines for non-compliance can reach
the higher of £17 million or 4% of global turnover. This aligns the UK's penalty
regime with the GDPR, ensuring that cybersecurity failures have board-level
consequences.

The Supply Chain Hook:

Crucially, the Bill introduces the concept of "Critical Suppliers." Regulators can
designate suppliers (including MSPs) that are critical to essential services—such as a
diagnostic lab serving the NHS or a chemical supplier to a water company—forcing
them to meet minimum security standards. This creates a massive sales opportunity:
MSPs can approach clients not just as IT support, but as a "compliance shield." They
can offer services to help clients map their own supply chains and ensure that their
downstream vendors are compliant, effectively monetizing the complexity of the
regulation.

NIS2 and DORA: The Cross-Border Reality

While NIS2 and DORA are European Union regulations, their extraterritorial impact on
UK and global channel partners is profound.

e NIS2 (Network and Information Security Directive 2): This directive significantly
expands the scope of "essential" and "important" entities to include sectors like
waste management, food production, and manufacturing. UK businesses trading
with the EU must comply with NIS2 requirements to maintain their commercial
relationships. If an MSP supports a German manufacturing client, that MSP is
part of a NIS2 supply chain and must adhere to the directive's security standards.
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e DORA (Digital Operational Resilience Act): Specifically targeting the financial
sector, DORA mandates that financial entities manage ICT third-party risk. Article
30 of DORA requires specific contractual provisions between financial firms and
their ICT providers (i.e., MSPs) regarding access, audit rights, and security
standards. This means that any MSP wishing to service the financial sector must
be willing to sign binding agreements that grant their clients (and regulators)
significant oversight powers.

Strategic Insight: MSPs should effectively "productize" compliance. By 2026, a
"DORA-Ready" or "NIS2-Compliant" managed service bundle will command a
significant premium. Partners must audit their own contracts to ensure they can sign
DORA-compliant addendums without incurring unmanageable liability. The complexity
of these regulations is the MSP's best friend; clients cannot navigate them alone.

The Cyber Assessment Framework (CAF)

The National Cyber Security Centre (NCSC) Cyber Assessment Framework (CAF) is
becoming the de facto standard for assessing regulatory compliance in the UK. Unlike
Cyber Essentials, which is prescriptive (a checklist of controls), the CAF is
outcome-based, focusing on whether risks are actually managed effectively.

e Relevance: It is the mechanism by which adherence to the Cyber Security and
Resilience Bill will likely be measured.

e Channel Opportunity: There is a scarcity of expertise in translating CAF
outcomes into technical controls. MSPs that can map their technology stack to
the CAF's four objectives (Managing Security Risk, Protecting Against Attack,
Detecting Events, Minimizing Impact) will be positioned to win government and
critical infrastructure contracts. The ability to offer "CAF Readiness Assessments"
will be a high-margin consultancy service in 2026.

The Al Paradigm Shift: Threat, Defense,
and Opportunity

By 2026, Artificial Intelligence (Al) will no longer be a buzzword; it will be the primary
operational substrate for both attackers and defenders. The cybersecurity landscape is
evolving into a machine-vs-machine battleground where human reaction times are
insufficient.
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The Al Threat Landscape

The "Al Arms Race" is accelerating, and the offensive capabilities of threat actors have
grown exponentially. Threat actors are utilizing Large Language Models (LLMs) and
generative Al to industrialize social engineering and exploitation.

e Hyper-Personalized Phishing: Attackers utilize Al to scrape public data and craft
convincing, context-aware lures at scale. These attacks bypass traditional "red
flags" like poor grammar or generic greetings. "Social Engineering will skyrocket
in 2026," with Al empowering attackers to increase the quantity and believability
of attacks.

e Deepfakes and Impersonation: Al-generated voice and video are being used to
impersonate executives and authorize fraudulent transfers—a threat vector that
standard email filters cannot catch. This targets the "human layer" of security,
which remains the most vulnerable.

e Automated Exploitation: Perhaps most dangerously, Al agents can now reason
about environment structures. By 2026, Al agents will be capable of executing
entire attack chains—initial access, privilege escalation, lateral movement, and
data exfiltration—without human intervention. These "autonomous intrusions"
compress attack timelines from days to minutes, rendering manual response
protocols obsolete.

Al in Defense: The "Invisible MSP"

To counter machine-speed attacks, the channel must adopt machine-speed defense.
The concept of the "Invisible MSP" refers to self-healing environments where Al detects
and remediates issues before the client (or the technician) is even aware of them.

e SOC Automation: With nearly 90% of Security Operations Centers (SOCs)
overwhelmed by false positives and backlogs, Al is essential for triage. It moves
from "nice to have" to a survival strategy. Al-driven SOCs can correlate vast
amounts of telemetry to identify behavior-based threats that signature-based
tools miss.

e Predictive Remediation: Al analyzes telemetry to predict hardware failure or
breach indicators, allowing for preemptive action. This shifts the MSP value
proposition from "fixing broken things" to "ensuring things never break."

e Efficacy vs. Noise: The challenge for 2026 is not just deploying Al, but tuning it.
High-performing SOCs will prioritize "readiness-driven" models that reduce dwell
time and false positives, enabling analysts to focus on genuine threats rather
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than alert fatigue.

Monetizing Al Governance and "Shadow Al"

A major emerging revenue stream for 2026 is Al Governance and "Shadow Al"
management. Clients are adopting Al tools (ChatGPT, Copilot, Jasper) faster than they
can secure them, creating massive data leakage risks. Employees often paste sensitive
corporate data into public LLMs, inadvertently exposing trade secrets.

e The Opportunity: MSPs can sell "Al Readiness" assessments, data sanitization
services (ensuring sensitive data isn't fed into public LLMs), and ongoing
monitoring of Al agent behavior.

e Service Definition: "Trust Architecture" services that verify the ethical use of Al
and data sovereignty will become core offerings. Clients will need help answering
questions like: "Is my data being used to train the model?" and "Who owns the
output of this Al agent?".

Channel Business Model
Transformation

The traditional MSP model—high-volume, low-margin, reactive support—is obsolete in
the 2026 landscape. The market demands a shift toward strategic partnership,
operational resilience, and vertical expertise.

From "Tech Support"” to "Fractional CIO"

Commoditization of basic IT tasks (patching, helpdesk) is driving MSPs up the value
chain. By 2026, successful MSPs will operate as Fractional ClOs or vCISOs (virtual
Chief Information Security Officers).

e Strategic Alignment: Services will focus on aligning technology with business
outcomes (e.g., reducing risk to lower insurance premiums) rather than just
uptime. The conversation moves from "server health" to "business risk".

e \lerticalization: Generalist MSPs will struggle to compete. Specialization in
verticals (Healthcare, Finance, Legal) allows for deeper compliance expertise
and higher margins. Reports indicate that MSPs focused on vertical markets see
higher retention and can command premium pricing because they understand
the specific regulatory burdens of their clients.
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e Advisory Retainers: Revenue streams will increasingly come from advisory
retainers rather than just technical support. This "consultancy-led" approach
insulates the MSP from the race-to-the-bottom pricing of commodity tools.

Vendor Consolidation and Platformization

"Tool sprawl" is a margin killer. MSPs are aggressively consolidating vendors to reduce
overhead, improve visibility, and recapture margins.

e Platform over Point Solutions: Partners are favoring platforms that integrate
Remote Monitoring and Management (RMM), Professional Services Automation
(PSA), and Security into a single pane of glass. Vendors like ConnectWise,
Kaseya, N-able, and HaloPSA are central to this consolidation.

e Operational Efficiency: Consolidation allows for better automation and data
correlation, which is essential for the Al-driven "Invisible MSP" model. It also
simplifies vendor management, training, and billing.

e Risk Reduction: Managing fewer vendors reduces the MSP's own supply chain
risk. A consolidated stack means fewer potential entry points for attackers
targeting the MSP itself.

Co-Managed IT (Co-MITS)

Mid-market companies (50-500 seats) often have internal IT teams but lack
cybersecurity depth. They cannot afford a full 24/7 SOC or a CISO. Co-Managed IT
allows the MSP to handle the heavy lifting (security, compliance, 24/7 monitoring) while
the internal IT team handles daily support and user issues.

e Why it works: It reduces friction with internal teams and positions the MSP as a
partner rather than a replacement. It is particularly effective for delivering
"Compliance as a Service" to mid-sized regulated entities that need advanced
tooling but lack the expertise to manage it.

e Growth Potential: This model is expected to grow significantly as the mid-market
faces the same threats as enterprises but with a fraction of the resources.

Product Niche Opportunities for 2026

While the broader market grows, specific niches offer outsized returns due to high
demand and specialized skill requirements.
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Identity Access Management (IAM) & Identity
Governance

Identity is the new perimeter. The global IAM market is projected to reach USD 116
billion by 2035, driven by the absolute necessity of Zero Trust architectures.

e The Driver: Zero Trust requires granular verification of every user and device.
The dissolution of the traditional network perimeter means identity is the only
control plane that matters.

e The Channel Play: MSPs should move beyond simple Multi-Factor
Authentication (MFA) to comprehensive Identity Governance and Administration
(IGA). This includes managing machine identities (APIs, bots, service accounts),
which will vastly outnumber human identities by 2026.

e Top Vendors: Microsoft Entra ID, Okta, JumpCloud, Ping Identity, and CyberArk
are key players. JumpCloud, for instance, offers features tailored for MSPs
managing hybrid environments.

Internet of Things (loT) Security

With the edge computing market growing to USD 249 billion by 2030, loT security is a
critical gap. Billions of connected devices—from smart cameras to industrial
sensors—are being deployed without adequate security.

e The Risk: loT devices are often unmanaged, lack native security, and serve as
easy entry points for lateral movement into the corporate network.

e The Service: "loT Visibility and Segmentation." MSPs can charge for discovering
rogue devices, segmenting them onto isolated VLANs, and monitoring traffic for
anomalies using tools like Claroty, Armis, or Forescout.

e Satellite l10T: For specialized verticals (maritime, agriculture, logistics), Satellite
loT security is a growing niche. Services here focus on resilience against GPS
jamming and spoofing, ensuring the integrity of asset tracking data.

Sovereign Cloud and Data Residency

With the tightening of data privacy laws (GDPR, UK Data Protection Act), "Data
Sovereignty" is a major concern.

e The Need: Clients need assurances that their data stays within specific
jurisdictions (e.g., UK-only data centers for government work).
e The Service: MSPs can offer "Sovereign Cloud" solutions or configure hyperscale
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clouds (Azure, AWS) to ensure strict data residency compliance. This is a critical
requirement for public sector and legal clients.

Pricing and Packaging Strategies

The pricing model an MSP chooses in 2026 dictates its profitability and scalability. The
explosion of devices and the shift to remote work have broken the old "per-device"
models.

The Decline of "Per-Device"

The "Per-Device" pricing model involves charging a fee for each endpoint (PC, Server,
Firewall).

e Why it fails: 10T proliferation means a single user might have a laptop, phone,
tablet, and smart watch. Charging for each creates friction and high bills that
clients resent. It also creates a perverse incentive where clients hide devices to
save money, creating security gaps.

e Status: While simple to audit, it is becoming less viable for modern, user-centric
environments.

The Dominance of "Per-User”

The "Per-User" model charges a flat fee per employee, covering all their devices and
support needs.

e Why it works: It aligns with the way modern businesses operate (SaaS, Identity).
It is predictable for the client and scalable for the MSP. Typical pricing ranges
from $100 to $250 per user per month for comprehensive managed services.

e Best Practice: Define "User" carefully (e.g., "Active Directory Account") and
include a "fair use" policy for the number of devices per user to prevent margin
erosion from power users.

Value-Based and "All-In" Pricing

The emerging standard for high-maturity MSPs is Value-Based Pricing. This decouples
revenue from labor and devices entirely.

e The Model: The MSP charges a fixed fee for "IT Outcomes" or "Compliance." For
example, a "HIPAA Compliance Package" might cost $5,000/month regardless of
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the number of tickets generated.

e The "All-In" Seat: High-performing MSPs are standardizing on a single,
non-negotiable stack. They do not offer "Bronze" or "Silver" tiers where security
is optional. Instead, they offer a "Secure" tier that includes everything (EDR,
MFA, Backup, SAT). This simplifies support and ensures every client meets the
MSP's minimum security standards.

e Outcome Bonuses: innovative pricing models may include bonuses for hitting
resilience targets (e.g., 99.9% uptime or <1 hour incident response).

Comparative Analysis of MSP Pricing Models 2026

Model Description Pros Cons 2026
Viability
Per-Device Fee per Easy to Margins erode Low -
endpoint (PC, countand | as users add Discourage
Server) audit. devices d due to
(loT/Mobile). loT
complexity.
Per-User Flat fee per Simple for | "Power users" High -
employee, clients, with many Industry
covering all scales devices can standard
devices. with reduce margin. for 2026.
headcoun
t.
Tiered Good/Better/Be | Captures "Bronze" tiers Medium -
(Gold/Silver) st packages. different often leave Moving
budget clients toward
levels. insecure/expose "All-In"
d. single tiers.
Value/Outcom Fixed fee for "IT | Decouple Hard to sell Emerging -
e Based Department” or s revenue | without high The goal
"Compliance". from time; | trust/maturity. for mature
High MSPs.
margin
potential.
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Sales and Marketing Mastery: Winning
the 2026 Buyer

Selling cybersecurity in 2026 requires a consultative approach that speaks the language
of risk, not specifications. The "fear, uncertainty, and doubt" (FUD) tactics of the past are
less effective against sophisticated buyers who demand proof of value.

Consultative Selling to the C-Suite

CEOs and CFOs do not care about "endpoints" or "firewalls." They care about business
interruption, reputation, and liability.

e The Approach: Focus on "Business Impact Analysis." Ask questions that force
the prospect to quantify their risk.
e Key Questions:
o "If a ransomware attack hit us tomorrow, what is the business impact and
recovery time?" (Forces them to confront the reality of downtime).
o "Who currently owns cybersecurity decisions—and is it the right person?"
(Highlights the gap that a vCISO service fills).
o "Do you have to ask your MSP to advise on improvements, or are they
proactive?" (A powerful "wedge" question to displace an incumbent).
o "What are your top five cyber risks — and how do we quantify them?"
(Exposes lack of visibility).

Marketing: From Referrals to "Trust Stacking”

While referrals remain the top source of leads, they are not scalable. Successful MSPs
in 2026 will run sophisticated marketing engines.

e Answer Engine Optimization (AEO): With the rise of Al search (ChatGPT, Google
SGE), MSPs must optimize content for answers. Instead of keywords, create
content that directly answers complex questions like "How does the UK Cyber Bill
affect dental practices?" This positions the MSP as the authority.

e TrustStack™ Framework: Marketing must build social proof. This involves
leveraging detailed case studies, testimonials, and transparent reporting of the
MSP's own security practices. Proving you eat your own dog food is a massive
differentiator.

e Event Marketing: Hosting educational webinars or breakfasts on specific
regulatory topics (e.g., "NIS2 for Manufacturers") is a high-performing tactic for
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generating qualified leads.

The "Compliance Lever”

Use the incoming regulations as a sales catalyst. Compliance is a binary state—you are
either compliant or you are not—which makes for a compelling sales event.

e Strategy: Offer a "Regulatory Gap Analysis." Audit the prospect against CAF,
NIS2, or DORA standards. The gap analysis almost always reveals deficiencies
that lead to a managed services contract to close those gaps.

e Proof of Credibility: Buyers are demanding proof. MSPs must display their own
certifications (SOC 2, ISO 27001, Cyber Essentials Plus) to win trust. "It's not
enough to say your stack is secure; you must show it".

Operational Resilience: Protecting the
MSP

The "Supply Chain" focus of the UK Cyber Bill places a target on the MSP's back. An
MSP cannot sell security if it is not secure itself. Attacks on MSPs (like the Kaseya VSA
incident or Cloud Hopper) have demonstrated the devastating "one-to-many" impact of
compromising a provider.

Internal Housekeeping

e Eat Your Own Dog Food: MSPs must enforce the same MFA, EDR, and Zero
Trust policies internally that they recommend to clients. There can be no "admin
exemptions".

e Service Account Hygiene: Strictly manage and audit the privileged accounts used
to access client environments. These are the "keys to the kingdom" for attackers.
Implementing a Privileged Access Management (PAM) solution is
non-negotiable.

e CAF Alignment: MSPs should align their internal operations with the Cyber
Assessment Framework (CAF). Even if not immediately forced to by regulation,
this alignment prepares the MSP for the inevitable audits that will come with the
UK Cyber Bill.

Cyber Insurance as a Guardrail

ChannelPartners.net | Page 17



https://channelpartners.net/

Cyber insurance is becoming a prerequisite for doing business.

e Insurability: MSPs must maintain their own comprehensive coverage to protect
against liability claims from downstream clients.

e Advisory: Helping clients qualify for cyber insurance (by implementing required
controls like MFA and immutable backups) is a valuable billable service. It aligns
the MSP's goals with the client's financial interests.

Conclusion and Strategic Roadmap

The cybersecurity industry in 2026 offers immense rewards for Channel Partners willing
to evolve. The convergence of strict regulation, Al threats, and business model shifts
creates a "adapt or die" environment. The "hobbyist" MSP is being regulated out of
existence, leaving the market open for professional, resilient, and strategic partners.

Strategic Roadmap for Success:

1. Immediate (Q1 2026): Conduct a "Regulatory Readiness" audit. Assess your
client base for exposure to the UK Cyber Security & Resilience Bill, NIS2, and
DORA. Prepare a "Compliance Upgrade" bundle that brings these clients into
alignment.

2. Operational (Q2 2026): Implement Al-driven SOC automation (or partner with a
Master MSSP) to reduce alert fatigue and enable "Invisible MSP" capabilities.
Ensure your internal house is in order by aligning with the CAF.

3. Sales (Ongoing): Shift pricing models towards value-based or comprehensive
per-user tiers. Eliminate "monitoring only" packages that leave clients (and you)
exposed. Use the "10 Strategic Questions" to elevate sales conversations to the
C-Suite.

4. Long-Term: Verticalize. Choose one or two sectors (e.g., Finance, Manufacturing)
and become the undisputed expert in their specific regulatory and threat
landscape.

The winners in 2026 will not be the partners with the cheapest tools, but those who can
credibly promise—and deliver—resilience in the face of inevitable threats.

Detailed Market Data & Tables
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Key Regulatory Frameworks Impacting the UK Channel in 2026

Regulation Scope Key Penalty Channel
Requirement Risk Opportunity
UK Cyber MSPs, Data Incident £17m or Compliance
Security & Centers, reporting 4% auditing,
Resilience Essential (24/72 hrs), Turnover vCISO
Bill Services Supply Chain services,
audits Critical
Supplier
readiness
NIS2 (EU/UK | Essential & Supply chain €10m or Consulting
Impact) Important security, CEO | 2% for UK
Entities (Mfg, | accountability | Turnover exporters,
Food, Supply chain
Waste) security
management
DORA Financial Operational Periodic "DORA-Rea
Entities & resilience, penalty dy" managed
ICT Third-party payments service
Providers risk mgmt contracts,
Exit strategy
planning
Cyber OES, Outcome-bas | Regulatory | CAF
Assessment Government, | ed resilience Censure alignment
Framework CNI (not checklist) workshops,
(CAF) Continuous
monitoring
mapped to
CAF
Top Niche Technology Opportunities for 2026
Technology Market Driver Service Offering Target Vertical
Niche
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Identity Zero Trust, Managed ldentity, Finance, Legal,
(IAM/IGA) Remote Work Machine Identity Tech
Mgmt
loT Security Edge loT Discovery, Manufacturing,
Computing, Segmentation, Logistics,
Manufacturing Monitoring Healthcare
4.0
Al "Shadow Al", Shadow Al Audits, Professional
Governance Data Privacy Data Sanitization, Services,
Policy Design Creative, R&D
Co-Managed Talent Shortage, Tier 2/3 Support, Mid-Market
IT Compliance SOC-as-a-Service, (50-500 seats)
Compliance Mgmt
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Roadmaps

Enterprise Ildentity

The enterprise identity market, encompassing identity and access management (IAM),
privileged access management (PAM), identity governance and administration (1GA),
and related security solutions, is experiencing robust growth due to the increasing
complexity of digital ecosystems, rising cyber threats, and regulatory compliance
requirements.

Valued at approximately $13.5 billion in 2024, the global IAM market is projected to
grow at a CAGR of 15.6%, reaching $25.6 billion by 2029. Key drivers include the shift
to cloud-based infrastructure, the proliferation of remote work, and the adoption of zero
trust security models.

However, challenges such as integration complexities, skill shortages, and evolving
threat landscapes pose significant hurdles. This report analyzes market trends, drivers,
challenges, competitive landscapes, and future opportunities to provide actionable
insights for channel partners.
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