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Objectives
	• This IDC InfoBrief explores smart/connected 

solutions and new service activities as 
strategic imperatives. Actionable insights 
guide stakeholders and decision-makers on 
how to capitalize on key industry trends and 
benefit from emerging market opportunities.

	• The insights in this report are based on 
a quantitative survey of 464 electrical 
contractors serving commercial/industrial 
customers in nine different countries 
across global regions to understand the 
evolution of their business models and 
investment priorities related to the adoption 
of smart/connected solutions and new 
service activities (see Appendix 1 for the 
methodology and demographics).

In This InfoBrief

For all data graphics in this document: n = 464; Source: IDC’s Electrical Contractor Survey, August 2024

The business landscape for electrical 
contractors (ECs) is undergoing  
significant transformation due to technical 
innovation through IT/OT convergence, 
digitalization, and expanding customer 
requirements. Strategically investing in the 
appropriate capabilities can unlock new 
business opportunities and drive enhanced 
competitiveness. Establishing strategic 
partnerships and maintaining engagement 
with manufacturers are crucial components  
of this process.
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Executive Summary: Key Takeaways

GROWTH AMBITIONS
ECs expect 58% of opportunities to include  
smart/connected solutions by 2029. The projection  
is that revenue share from new services will nearly  
double in the next five years from 35% to 67%.

BUSINESS PRIORITIES
ECs are tackling a variety of business priorities,  

including greater efficiency, closer customer relationships,  
and higher margins. New investments can underpin  

and bolster those ambitions.

TANGIBLE BENEFITS
Investments in smart/connected solutions and  

new services can unlock business benefits for ECs, 
including more predictable revenue streams,  

portfolio differentiation, growth opportunities,  
and higher margin potential.

MANUFACTURER RELATIONS
Closer engagement with strategic manufacturer 

partners is key to developing opportunities around 
smart/connected solutions and new services.

SUCCESS FACTORS
Strong customer relationships and awareness of  
their operational needs are key to successfully  
positioning smart/connected solutions and services.

NEW SERVICE OPPORTUNITIES
Modernization/retrofits/upgrades and  
maintenance/service/repairs not under contract  
are ECs’ most prioritized new service activities.
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New Solutions That Meet Changing  
Customer Requirements
Commercial and industrial end  
customers are increasingly adopting  
smart/connected technologies  
to benefit from enhanced efficiency,  
performance, and reliability,  
improved regulatory compliance,  
and new, data-fueled capabilities.

These end customers require more 
services, as they want ECs to take 
expanded responsibility for the installation, 
integration, and management of smart, 
low-voltage electrical distribution systems.

Offering smart/connected solutions 
and services provides competitive 
benefits. Unlocking these 
opportunities requires investing  
in new skills. 

agree that offering  
smart/connected  

solutions and services  
is essential.

agree they need to  
develop new skills  

to access opportunities 
around smart/connected 

solutions.

say that  
clients require  
more services.

88% 88%66%
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Skills shortage.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Supply chain constraints.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Competition on price.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .  

Digital transformation.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .  

New regulations.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Economic uncertainty.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .  

Distribution/panel builder relations.  .   .   .   .   .   .   .   .   .   .   .   .   .

Geopolitical uncertainty.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Competition on quality and capabilities.  .   .   .   .   .   .   .   .

Manufacturer relations.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

18%

20%

4%

16%

27%

28%

31%

33%

37%

39%

What are the biggest challenges your company is facing? 
(Top three answers combined)

Positive Steps to Overcome  
Business Transformation Challenges

Key challenges include persistent skills 
shortages, supply chain constraints, 
and price-based competition from 
peers. New regulations and economic 
and geopolitical uncertainties create 
additional pressure.

ECs are balancing those concerns while 
simultaneously recognizing the need  
to digitally transform by investing in new 
capabilities around smart/connected 
solutions and new service activities.

Emerging industry trends and  
evolving customer needs drive new 
opportunities that address critical 
business challenges.

A dynamic market environment requires ECs to weigh and navigate a complex mix of concerns. 
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Developing and retaining talent.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Improving efficiency .  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Building closer relationships with  
clients/end users/owners.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .  

Driving higher margins.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Addressing new sectors and industries.  .   .   .   .   .   .   .   .

Offering new services .  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Expanding business.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .  

Differentiating through  
smart/connected solutions.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .  

Investing in asset traceability.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .  

Helping customers become  
more sustainable.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Successful Transformation Can Boost  
Core Business Priorities

17%

23%

11%

15%

25%

29%

30%

35%

36%

41%

Common concerns, such as talent 
development and retention,  
increased efficiency and profitability,  
and closer customer relationships, 
represent leading business priorities. 

Investments in forward-looking 
technologies and capabilities help 
address core business priorities while 
also driving increased competitiveness 
and unlocking new growth potential.

Proactive investments in  
emerging growth drivers and 
expanded capabilities represent 
strategic opportunities.

What are your company’s top business priorities? 
(Top three answers combined)



8InfoBrief, sponsored by Schneider Electric  
August 2025  |  IDC #US53684225

Table of Contents

Powering the Digital Future: How Electrical Contractors Can Thrive with Evolving Customer Needs

Expanded Service Capabilities Unlock 
New Activity and Revenue Centers

ECs need to carefully weigh and 
identify priorities for new services 

based on their customer base,  
existing capabilities, competitive 

environment, and appetite for risk.

	• Maintenance/service/repairs are already 
common service activities. 

	• ECs prioritize activities around 
modernization, retrofits, and upgrades, 
along with commissioning for new service 
development.

	• Less established activities represent 
future growth opportunities for 
development over the next five years.

The figure on the next page shows to what 
extent respondents are offering or investing 
in service activities within their low-voltage 
electrical contracting businesses.
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Commissioning

15% 55% 19%

Software system 
integration

Expanded Service Capabilities Unlock  
New Activity and Revenue Centers (continued)
To what extent is your company offering or investing in service activities within your low-voltage electrical contracting business? 

For an accessible version of the data on this page, see Supplemental Data in Appendix 2.

■ Already have a revenue-generating offering    ■ �Currently developing or plan to offer in the next 12 months    ■ Plan to offer in the next five years

Preventative 
maintenance and 
service contracts

Asset life-cycle 
management

Modernization/
retrofits/upgrades

21% 31% 48% 5% 17% 55%

Energy/power 
monitoring 

software and 
services

5% 12% 43%

24 x 7 emergency 
response service 

and repair

5% 11% 27% 3% 6% 41% 1% 1% 2%

Maintenance/ 
service/repairs  

not under 
contract

50% 17% 31%
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10% 11% 19%

■ Biggest opportunity    ■ Second biggest    ■ Third biggest

33% 9% 1% 9% 21% 10% 6% 17% 16% 5% 16% 12% 5% 13% 9% 0% 0% 1%30% 13% 1%

Services Investments Align with  
Growth Opportunities
Out of those service activities, which three represent the biggest growth opportunities for your company in the next five years?

For an accessible version of the data on this page, see Supplemental Data in Appendix 2.

Biggest growth potential  
over the next five years

Modernization/
retrofits/upgrades

Maintenance/ 
service/repairs  

not under 
contract

Commissioning Software system 
integration

Preventative 
maintenance and 
service contracts

Asset life-cycle 
management

Energy/power 
monitoring 

software and 
services

24 x 7 emergency 
response service 

and repair

Service development and prioritization follow the projected size of the opportunity in alignment with customer needs. 
Less commonly offered services can provide opportunities for greater differentiation.
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TODAY BY 2029BY 2029TODAY

Smart/Connected Solutions and  
New Services Are Becoming Mainstream
Smart/connected solutions  
and adjacent new service 
activities are expected to see 
strong, sustained growth.

Most business opportunities  
(on average, 58%) are projected to 
include smart/connected solutions 
in five years’ time. 

At the same time, ECs expect  
new service activities to account  
for two-thirds of their revenue  
by 2029.

Approximately what share of the  
opportunities your company pursues 
includes smart/connected solutions?

What share of your company’s 
revenue do new service 

activities generate?

The projected growth in smart/connected solutions and new services makes it imperative for ECs to invest in order  
to benefit from emerging growth opportunities and address customers’ evolving requirements.

67%
58%

35%

15%

TODAY BY 2029BY 2029TODAY
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Entering the market/developing  
a customer base for new offering(s).  .   .   .   .   .   .   .   .   .   .   .   .  

Identifying and prioritizing the right business 
opportunities for your company .  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Establishing client/end-user/owner  
readiness.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .  

Managing a core business and  
new venture(s) in parallel.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .  

Financing new investments.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .  

Recruiting skilled talent .  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Upskilling the existing workforce.  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  

Identifying and developing  
new partnerships.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Handling technical complexity.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   . 17%

19%

22%

23%

26%

33%

40%

41%

44%

What are the biggest barriers or challenges to successfully developing and  
commercializing new service offerings?
(Top three answers combined)

Successfully Launching New Offerings  
Involves Navigating Key Challenges
Successful market entry is 
challenging and depends on 
client readiness.

Identifying and prioritizing  
the right business opportunities  
is critical and requires  
a customer-centric approach.

Building new offerings involves a 
financial commitment, investments 
in skilled talent, and the 
development of new partnerships.

ECs need to articulate a clear  
value proposition that aligns with 
customer priorities.
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28%

31%

33%

35%

38%

40%

42%

Smart/Connected Solutions and Services  
Must Address Customer Needs

An existing proof of concept  
in the market is a catalyst for  
the commercial success of  
smart/connected technologies. 

A history of incidents that could 
have been mitigated through  
smart/connected solutions  
in particular drives enhanced 
customer interest. 

Collaboration with players across  
the value chain — including 
consultants and manufacturers —  
is key to driving influence  
with customers.

Close engagement with customers is critical for successfully positioning smart/connected solutions and 
services, both in terms of awareness of their operational needs and the strength of relationships.

Which of the following are most important to successfully positioning smart/connected  
solutions and services with clients/end users/owners? 
(Select up to three)

Awareness of the client/end-user/owner’s 
operational needs.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Strong relationship with the  
client/end user/owner.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .  

Proof of concept in the market.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

History of incidents that could have been 
resolved using a smart/connected solution.  .   .   .  

Influence with the design consultant.  .   .   .   .   .   .   .   .   .   .   .  

Collaboration with the manufacturer  
to influence.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Free trial .  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .  
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Portfolio, Reputation, and Sustainability Are 
Growing Criteria for Brand Selection

	• A mix of considerations drives  
brand and product selection for  
smart/connected solutions  
and services. 

	• Key criteria include resiliency  
and reliability, technical innovation,  
the availability of manufacturer  
support services, and delivery  
lead times. 

	• Importantly, cost/price is not the 
dominant consideration.

Portfolio breadth, the brand  
reputation of manufacturers,  

and sustainability are becoming  
more important criteria  

for brand/product selection.
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15%

31%

25%

20%

25%

11%

29%

16%

33%

22%

37%

22%

23%

27%

10%

30%

10%

33%

14%

36%

17%

40%

Portfolio, Reputation, and Sustainability Are 
Growing Criteria for Brand Selection (continued)
CURRENTLY: What are the most important criteria for your company in the brand/product 
selection of smart/connected solutions and services for electrical equipment?

NEXT FIVE YEARS: What do you anticipate  
will be the most important criteria?

Resiliency and reliability.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .  

Technical innovation.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Manufacturer support services .  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Delivery lead time accuracy and duration.  .   .   .   .   .   .   .   .   .   .   .   .   .   .  

Cost or price.  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  

Portfolio (same manufacturer for most equipment) .  .   .   .  

Quotation lead time and accuracy.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .  

Manufacturer brand reputation.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Manufacturer origin/geopolitical considerations.  .   .   .   .   .   .  

Preferred brand of technician(s) .  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

Sustainability.  .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .   .

For an accessible version of the data on this page, see Supplemental Data in Appendix 2.
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Long-Term Success Hinges on Intelligent 
Strategic Investments
ECs that seize the opportunity and strategically invest in smart/connected solutions and new service 
activities can unlock tangible business benefits. Deeper long-term engagement with customers is not only 
critical for success but is also fueled by new capabilities and an augmented portfolio.

Competitive differentiation, driving higher customer relevance and engagement

Key Benefits

Greater predictability through recurring revenue streams and higher margin potential

Demonstrable value and ROI through smart/connected solutions and services

Future-proofing operations through business model innovation

Revenue growth potential through cross-sell/upsell opportunities
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Key Priorities to Accelerate  
Your Business Transformation
Smart/connected technologies and new service activities represent strong opportunities for growth  
and business evolution. ECs should consider the following on their journeys:

Prioritize closer 
engagement with 

strategic manufacturer 
partners to accelerate 
your transformation.

Prioritize portfolio 
innovations based 
on your customers’ 

operational and 
business needs.

Educate and invest  
in upskilling 

talent across your 
organization.

Explain and evangelize 
the value and  
ROI that new 

technologies and 
services can unlock.

Reinforce engagement 
and partnerships  

with all players along 
the value chain.

Manufacturer 
partnership

Identification of 
opportunities

Workforce 
empowerment

Customer  
education

Leaning on  
the ecosystem

1 2 3 4 5
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IDC collected survey responses from 464 respondents via web interviews (CAWI)  
between June and August 2024.

Appendix 1A: Methodology

Requirements for participating companies: 

	• Engage in electrical contracting activities, defined  
as “selecting, buying, installing, and/or maintaining  
low-voltage electrical equipment and systems in  
physical facilities (such as buildings and datacenters).”

	• Focus a minimum of one-third (33%) of their business 
activities on low-voltage electrical distribution and 
related equipment, systems, and services.

	• Primarily serve commercial/industrial customers in 
their activities as electrical contractors.

	• Have a minimum of six employees.

Requirements for survey respondents: 

	• Senior professional employee or higher seniority level

	• Familiarity with the company’s business strategy for 
growth activities around digitization (smart/connected 
solutions and services for electrical equipment  
and life-cycle software adoption) and sustainability 
(e.g., decarbonization and energy conservation)
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20%

19%

RESPONDENT SENIORITY LEVEL
RESPONDENT FUNCTIONAL ROLE/DEPARTMENT

NUMBER OF LOCATIONS/BRANCHES  
IN COUNTRY

66%

1

29%

2–10

3%

11–20 More than 20

2%
Spain

United Arab Emirates

Saudi Arabia

Australia

United States

United Kingdom

Italy

Germany

France

12%

12%

11%

11%

11%

11%

11%

11%

11%

GEOGRAPHICAL RANGE OF OPERATIONSCOUNTRY

NUMBER OF EMPLOYEES

100–249
22%

500 or more
11%

Fewer  
than 50
41%

50–99
17%

250–499
9%

C-level
8%

Manager
32%

EVP, SVP, VP
10%

Senior professional
31%

Director
19%

Design and engineering

Installation and field operations

Project management

Maintenance and services

Estimation and tendering

Business development/ 
sales/marketing

Procurement and supply chain

Owner/management

14%

12%

12%

8%

8%

7%

■ � Local: We operate primarily in 
one specific local area and  
the immediate surroundings.

■ � Regional: We operate in 
multiple local areas  
across a wider region but  
not nationwide.

■ � National: We have operations 
and serve customers across 
the entire country.

National
25%

Regional
41%

Local
34%

Appendix 1B: Demographics
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Appendix 2: Supplemental Data
The tables in this appendix provide accessible versions of the data for the complex figures in this document.  
Click “Return to original figure” below each table to get back to the original data figure.

SUPPLEMENTAL DATA FROM PAGE 9

To what extent is your company offering or investing in the following service activities within your low-voltage electrical contracting business?

Already have a  
revenue-generating 
offering

Currently developing or 
plan to offer  
in the next 12 months

Plan to offer in the  
next five years

Maintenance/service/repairs not under contract 50% 17% 31%

Modernization/retrofits/upgrades 21% 31% 48%

Commissioning 15% 55% 19%

Preventative maintenance and service contracts 5% 17% 55%

Energy/power monitoring software and services 5% 12% 43%

24 x 7 emergency response service and repair 5% 11% 27%

Asset life-cycle management 3% 6% 41%

Software system integration 1% 1% 2%

n = 464; Source: IDC’s Electrical Contractor Survey, August 2024

Return to original figure
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Appendix 2: Supplemental Data (continued)

SUPPLEMENTAL DATA FROM PAGE 10

Out of those service activities, which three represent the biggest growth opportunities for your company in the next five years?

Biggest opportunity Second biggest Third biggest

Maintenance/service/repairs not under contract 30% 13% 1%

Modernization/retrofits/upgrades 33% 9% 1%

Commissioning 10% 11% 19%

Preventative maintenance and service contracts 9% 21% 10%

Energy/power monitoring software and services 6% 17% 16%

24 x 7 emergency response service and repair 5% 16% 12%

Asset life-cycle management 5% 13% 9%

Software system integration 0% 0% 1%

n = 464; Source: IDC’s Electrical Contractor Survey, August 2024

Return to original figure
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Appendix 2: Supplemental Data (continued)

SUPPLEMENTAL DATA FROM PAGE 15

CURRENTLY: What are the most important criteria for your company in the brand/product selection of smart/connected solutions and services  
for electrical equipment? NEXT FIVE YEARS: What do you anticipate will be the most important criteria?

Biggest opportunity Second biggest

Resiliency and reliability 40% 37%

Technical innovation 36% 33%

Manufacturer support services 33% 29%

Delivery lead time accuracy and duration 30% 25%

Cost or price 27% 25%

Portfolio (same manufacturer for most equipment) 23% 31%

Quotation lead time and accuracy 22% 15%

Manufacturer brand reputation 17% 22%

Manufacturer origin/geopolitical considerations 14% 16%

Preferred brand of technician(s) 10% 11%

Sustainability 10% 20%

 = 464; Source: IDC’s Electrical Contractor Survey, August 2024

Return to original figure
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Message from the Sponsor

Learn more

At Schneider Electric, we believe that the future of electrical contracting is being shaped 
by digital transformation, smart technologies, and evolving customer expectations.

This InfoBrief, developed in collaboration with IDC, offers timely insights into how electrical 
contractors (ECs) can adapt and thrive in a rapidly changing landscape. The findings highlight 
a clear shift: smart/connected solutions and new service activities are essential for growth, 
differentiation, and long-term success. Those ECs who embrace these opportunities will better 
position themselves to deliver more customer value, deepening their relationships while 
also unlocking new revenue streams. As your trusted partner in energy management and 
automation, Schneider Electric is committed to supporting ECs with innovative technologies, 
training, and strategic collaboration. We invite you to explore the insights presented here  
and take the next steps in your transformational journey with us.  
Let’s power the digital future together.

https://www.se.com/ww/en/partners/contractors/?utm_source=IDC-infobrief&utm_medium=Infobrief&utm_campaign=Contractors%202025&utm_content=Powering%20the%20Digital%20Future&utm_term=Electrical%20contractors,%20Powering%20the%20Digital%20Future,%20IDC%20Infobrief
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