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Capturing the
Tech Mid-Market
with a Global Technology
Superstore  
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Limited options: Low-cost providers offer 
basic, DIY services with minimal expertise.

High costs: Premium consultancies deliver 
expensive, specialized solutions that often 
lack completeness.

Underserved: Businesses with complex  
 scalable,            

and affordable tech solutions.

Vendor overload: Managing multiple 
providers wastes time and resources.

Unclear ROI: 
value from tech investments.

Cybersecurity blind spots: 

The Mid-Market Technology Gap

DIY MARKET ENTERPRISE

Enterprise-grade solutions
Without enterprise-level pricing, and the expertise required to make IT all work 
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dominate the fragmented middle market, worth US$2.26B in MRR, offering investors a 
compelling growth strategy with measurable traction and scalable revenue models.

The Business Opportunity 

Provides a complete IT 
solution

from compliance           
and cybersecurity to 

infrastructure and 
devices

D elivered with 
Enterprise G rade quality  
without enterprise-level 

pricing, from 
$49 USD per user 

Global partner network 
with 24/7 support    
offering a single 

partner with 24/7 
support and 40 years 

experience 

Secure and scalable to 
 

growing with the 
customer from a phone 

call to $70,000+ in 
recurring revenue

TAM is based on 358M businesses at 0.05% penetration
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Total Addressable Market (TAM)
Complete IT is TTGI’s
all-in-one solution designed 
specifically for the middle market                 
businesses with 10 to 1,000 seats 
that are underserved by traditional 
enterprise vendors.

Acting as a technology superstore, it replaces 
fragmented solutions with a single, scalable platform 
that covers cybersecurity, cloud, compliance, and more.

This market is vast and growing. With over 350 million 
SMEs globally, TTGI estimates a US$2.26B Total 
Addressable Market that is underserved, and poorly 
monetized.

By focusing on this segment, TTGI delivers high-margin, 
recurring revenue while solving real-world IT challenges        
for a market that’s ready to scale.

Size by # of        
Employees

Approx # of 
Companies Percentage

Conversion 
Rate

Avg # of 
Staff

Total # of 
Users

P
SaaS Revenue

Micro (E) <10 250,600,000 70.000% 0.050% 5 626,500 $156,625,000

Small (S) 10-49 64,440,000 18.000% 0.050% 17 547,740 $136,935,000

Medium (M) 50-249 17,900,000 5.000% 0.050% 110 984,500 $246,125,000

Enterprise (L) 250+ 25,060,000 7.000% 0.025% 1100 6,891,500 $1,722,875,000

358,000,000 9,050,240 $2,262,560,000

Micro (E) MMR TAM=$156m Small (S) MMR TAM=$136m Medium (M) MMR TAM=$246m
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Cybersecurity

Networks
Services

DarkWeb &
Ransomware

Cloud
Security,
Backup &
Recovery

Agentic
Powered
Solutions

Post
Quantum

Cryptography
(PGC)

Identity &
Access

Management

Professional
Services

Hardware,
Software &

Cloud
Services

Managed
Services

Compliance
 & Employee

Training

Telco, Voice
& Video

Complete
IT

Growth Strategy
A White-Label Technology Superstore for MSPs
A fully integrated, full-stack platform, known as which 
bundles everything from connectivity and cybersecurity  to backup, 
using AI-powered marketing, and compliance. 

Channel Partner Model: Partner-led approach to gaining             
access to the full SME market. 

Acquisition: Potential close December 2025  

     24M+ revenue 
     

Proven revenue history
     Australia, USA and UK presence

Agentic AI Solutions: 
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Global Sales Model  

US$2.26B

Current 
channel  
partners 

80+

channel 
partners 

Future
Acquisitions  

Cybersecurity

Networks
Services

DarkWeb &
Ransomware

Cloud
Security,
Backup &
Recovery

Agentic
Powered
Solutions

Post
Quantum

Cryptography
(PGC)

Identity &
Access

Management

Professional
Services

Hardware,
Software &

Cloud
Services

Managed
Services

Compliance
 & Employee

Training

Telco, Voice
& Video

Complete
IT
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Driving  & Shareholder Value

Cybersecurity

Network
Services

DarkWeb &
Ransomware

Cloud
Security,
Backup &
Recovery

Identity &
Access

Management

Professional
Services

Hardware,
Software &

Cloud
Services

Managed
Services

Compliance
 & Employee

Training

Telco, Voice
& Video

Complete
IT

Enterprise-grade solutions...

...without enterprise-level pricing… 

…and the 
expertise

required to
make IT
all work

Generating 
an average 

of 63% gross 
margin and 
saving the 
customer 

monthly IT 
costs 

 Number of 
seats

10 seats
100 seats

1000 seats

 Monthly 
Revenue

$2,500
$25,000 

$250,000

 Monthly 
Gross margin

$1,575  
$15,750

$157,500

 Monthly 
EBITDA Low 

(10%)

$157.50  
$1,575  

$15,750  

 Monthly 
EBITDA Mid 

(15%)

$236.25  
$2,362.50 
$23,625 

 Monthly 
EBITDA High 

(20%)

$315  
$3,150  

$31,500  
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A proven track record
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2023 (A) 2024 (A) 2025 (E) 2026 (TA) 2027 (TA)
$5,077,982 $6,077,653 $8,553,184 $25,000,000 $100,000,000
$3,596,017 $3,655,776 $5,422,719 $12,500,000 $50,000,000
-$2,636,210 -$1,200,000 -$1,000,000 $3,000,000 $20,000,000

Our Revenue Journey with Forward Looking Projects

2022 (A)
Revenue $5,155,039
Gross Margin $3,696,510
Adjusted EBITDA -$2,800,000

-$20,000,000

$0

$20,000,000

$40,000,000

$60,000,000

$80,000,000

$100,000,000

$120,000,000

All values shown in Canadian Dollars - (A) = Actuals, (E) Estimates, (TA) Targetting via Acqusition(s)



Case Study
Customer Overview: 

4GW, distributed across 8 countries worldwide.

GPG

Service Wheel”.

Initial Setup: with 
a handful of staff and no internal IT resources.

The Challenge: The challenge GPG would face over the coming 

The Solution:

Current State: 

$600

$500

$400

$300

$200

$100

$0

Global Power Generation

Global Power Generation

Global Power Generation Revenue Journey

Linear (Global Power Generation)

Acquired via acquisition, Technology as a Service introduced

Revenue Journey

Th
ou

sa
nd

s

20242023202220212020 2025

$57,023 $82,060 $171,907 $233,970 $515,032 $461,731

FOR MORE INFORMATION

6 Year Revenue Trend
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Canadian Small-Cap SaaS Software
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As of: / /2025 Canadian SaaS Small Cap
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Driving Change
Doug Childress
Claratti Founder and Global CEO of TTGI   

 
 

 - all founded on a 
 

Doug’s vision is simple  
 

and ISPs with scalable, white-label solutions.

Doug’s approach is simple and human-centered:  
 

Under his leadership, TTGI is growing rapidly  
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Board of Directors
Doug Childress, CEO, Director, Claratti Founder
Is an experienced company director with 38 years’ experience as a 
Technologist having spent his past 26 years as Chairman and Chief 

With years of technical knowledge, proven leadership skills, and 
unwavering drive and commitment to taking Turnium forward into 

 

Co-founded Focus Merchant Group in September 2018 and has over 

He is a Director of TSX-listed Converge 

Johan Arnet, Director, Turnium Co-Founder
 

   

 technology and is a well-respected thought leader in 
networking 

Erin Campbell, ICD.D, Director 
Has over 25 years as an entrepreneur and business advisor 
experience with board and corporate governance in growth and 

Craig Pentland, Director
Is an experienced company director with over 25 years’ experience 

Jim Lovie, Director
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Investor HighlightsThe time is right
TTGI is no longer building — 

 proven  
strong gross margins, and a clear path to $100M 
in revenue and $20M in EBITDA by 2027, TTGI is 
positioned for breakout growth. 

Our transformation into a solutions-based 
company, has unlocked a massive market 
opportunity. The team is in place, the channels 
are active, and the economics are working. 

Undervalued Growth 
Opportunity    

TTGI trades at 1 - 2x 
revenue vs. competitors 
at 5-6x — a compelling 

entry point

Scalable 
SaaS Model

Upto C$250 average 
monthly revenue per 
user with 63% gross 

margins and recurring 
revenue

Channel-Led
Strategy

B2B channel model expected 
to drive 15%- 20%+ 

EBITDA margins and rapid 
partner-led expansion

Massive
TAM Access

US$2.26B in potential MRR 
through established global 

channels

Claratti-Led 
Transformation

Shifted TTGI from a 
product-based to a 

solutions-based company, 
accelerating growth

Operational
Leverage in Motion  

EBITDA swung from –$1.2M 
to positive in Q2; after one-
off costs, is now trending 

back to positive

Roll-Up 
Strategy 

With a p . 
management team and 

distribution network we are 
ready to scale through 

acquisitions

Market Timing 
Advantage  

The mid-market is under-
served and ready. TTGI is 

at the front of the line with 
the whole 

(Complete IT) solution
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 Connectivity
Matters

Thank you

 IR Manager  |  investor.relations@ttgi.io  |  + (416) 479-9547




