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LAN3’s lessons in honesty prove fruitful

I

was lucky enough to have a chat recently with one of the founders of LAN3, a networking-focused channel business that has just celebrated its 10th birthday. The firm has been through a lot in the past decade, including the worst recession since the Wall Street Crash
of 1929, vendor consolidation that affected its main supplier and the need to adapt the business to changing customer demands.
When you talk to co-founder Steve Thompson, there is clearly a passion there for the business and an ambition to carry on and keep
the operation growing. He spotted that the arrival of iPods and iPads,
which needed Wi-Fi, would have an impact on that side of the networking business and made the moves to expand the portfolio to cover
he lessons that come out
that. The firm has also taken steps to extend beyond its key education
of
are not just about
market base and generate more business in the enterprise space.
The lessons that come out of LAN3 are not just about perseverperseverance and the need for
ance and the need for solid vendor relationships, they’re also about
the rewards that come from being honest. Since the start, when the
solid vendor relationships
operation was being run out of a friend’s carport, the firm has never
they re also about the rewards
tried to pretend it can do more than it can.
That is something that is now one of the reasons it is winning busithat come from being honest
ness against much larger competitors. Not just the honesty, because
you would expect all resellers to possess that, but the personal touch
and promise to deliver.
It’s good to hear stories like that of LAN3 – it not only demonstrates that the old adage about the channel being able to adapt and
survive is true, but that what we were all told at school about hard work paying off might have some substance to it.
The summer holidays are over and here comes the crucial fourth quarter. Good luck to everyone looking at doing the business and
hitting their targets in the next few months. n

T

LAN3

,

’

Simon Quicke, editor
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Preferred partner programme builds on
Dell EMC’s promise of easy collaboration
The data storage vendor takes collaborative approach to improving channel enterprise sales. Christine Horton reports

D

ell EMC has launched an enterprise partner programme
that promises to deliver “more predictability in engagements, more front-end margins and more speed and
simplicity around quotes and deal registration”.
Announced in a blog post to partners, Dell EMC’s channel chief,
Joyce Mullen, said the Enterprise Preferred Channel Programme
aims to simplify its sales engagement and be more prescriptive
about how its sales teams and partners work together.
“We’re looking at ways to incentivise and support our partners as they engage with us on these large enterprise opportunities,” Dell EMC’s UK and Ireland vice-president of sales, Sarah
Shields, told MicroScope.
“We’re looking at closer, deeper relationships with sales
teams, a more managed way of working together through strategic account planning, access to technology, additional financial reward and working more collaboratively.”
Mullen announced several programme features, including a dedicated channel team to support sales engagement in
Enterprise Preferred accounts.

Mullen said Dell EMC was giving partners “the greater frontend margin they asked for”, offering a new acquisition deal
registration with an incremental discount tied to it for eligible
storage opportunities.
Accompanying this will be a “compensation uplift” for Dell
EMC sales teams to protect their commission on these accounts
and encourage Enterprise Preferred sellers to work closely and
scale with its partners.
Mullen also promised more collaboration with partners to provide “clarity to everyone involved” and help focus the company’s
efforts in the right places.
The vendor is offering more formal protection for partners
through an earned partner of record model, available in certain
whitespace accounts within the Enterprise Preferred segment
for either Storage or Infrastructure Solutions Group (ISG) lines
of business, including servers and networking.
“For our partners who earn partner of record status for all
of ISG, this means they will truly own the datacentre in that
account,” said Mullen.
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The announcement follows Mullen’s comments at Dell’s
Global Partner Summit in May when she vowed to make it easier
for partners to work with the IT giant.
She added that the vendor was “exploring the possibility” of
applying a similar programme to its commercial segment later
this year.
Shields will head up the programme in Europe after recently
stepping into the newly created position of vice-president
of enterprise channel. She revealed that her UK and Ireland
replacement had been chosen, but was yet to be announced.
“It gives me an opportunity to build this programme from
the ground up, which is what I love,” said Shields, who will be
working directly with Dell EMC Europe, Middle East and Africa
(EMEA) president, Adrian McDonald.
There will be specialist teams for the programme in each
European country, said Shields, with national account manager
Nick Gain overseeing UK operations.
Shields added that Dell EMC was “hiring like mad” in both the
UK and Europe, including partner account managers, a sales
director, internal salespeople and presales engineers.
“We need to continue to grow and outpace the market; it’s all
about major lines of business,” she said, adding that her next
mission was to gain ground in the mid-range storage market.
“We have a cracking line-up now and a first-class channel programme, and I want my market share back there,” she said. “We
have an opportunity to show the channel we are committed,
we are loyal and absolutely channel friendly. And the financial
reward we offer the channel right now is world class.” n

Dell EMC channel chief Joyce Mullen says the preferred channel
programme will allow sales teams and partners to be more collaborative

microscope.co.uk

September 2018 4

ANALYSIS
Home

Preferred partner
programme builds
on Dell EMC’s promise
of easy collaboration

How to plug the cyber security skills
gap with degree apprenticeships

How to plug the cyber
security skills gap with
degree apprenticeships

With an increase in complicated cyber attacks, the need to employ security experts is clearer than ever. Simon
Quicke looks at what the industry is doing to improve the situation and arm the UK against future threats
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T

he cyber security skills gap is getting wider and the
pressure on firms and governments to protect data continues to mount. Attacks are becoming more complex,
and with ransomware, the General Data Protection Regulation
(GDPR) and brand reputations on the line, the stakes are getting ever higher.
That’s the bad news. But on the plus side, there is plenty being
done to tempt more people into a security career, and the industry has taken up the challenge of increasing the number of people manning the data protection barricades.
It is not just a question of reaching out to young people
and getting them interested in cyber security. The industry is
also looking to get other groups – which have perhaps been
ignored in the past – to undergo training and join the ranks of
skilled professionals.
That is going to take a bit of time, however, with the pressure
already being felt in the market as firms of all shapes and sizes
struggle to get hold of qualified staff.

“Organisations now recognise the need to invest heavily
in security,” said Paul German, CEO of Certes Networks. “Yet
when day rates for cyber security experts hit £1,400, the industry clearly has a massive problem regarding supply and demand.
While it is fair to say that the escalation in cyber threats has
created an unprecedented need for individuals with skills, talent
and experience, it is chronic under-investment in training and
education that is at the heart of the skills shortage problem.
“The UK used to lead the world in cyber security expertise.
Now, government representatives are travelling to countries
across the globe – including some that are flagged as ‘questionable’ by our security services - in the hope of attracting essential startup expertise and skills. And with the proposed National
College of Cyber Security sited at Bletchley Park now unlikely to
open before 2019, home-grown talent is simply not being developed,” he added.
German blames a number of factors for the UK being in this
position, including the outsourcing trend of a decade ago, with
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the Transfer of Undertakings (Protection of Employees) regulations. The regulations, known as Tupe, saw large numbers of
technical experts move across from public sector to private sector organisations. This meant that a history of training, education and skills development was lost, and the skills of those who
left the industry were never fully replaced.

The DevOps challenge
One of the biggest problems with security is that the world
doesn’t stand still. When it comes to DevOps, there is plenty of
work still to be done, according to Greg Day, vice-president and
chief security officer, EMEA, at Palo Alto Networks.
“There can be a communications gap within organisations that
hampers the development and execution of effective systems
and processes to prevent cyber attacks,” he said. “We recently
found that nearly three-quarters of businesses have already
moved or plan to move to DevOps, yet there is a clear gap in
those who understand DevSecOps and how prevention needs to
be integral to how apps are created and updated continuously,
and those who don’t,” he said.
“Aside from an understanding of cyber security technology,
businesses are looking for people with strong process, creative,
investigative and analytic skills in cyber security. What’s become
evident is that there is no obvious source for this – some come to
us with formal qualifications, while other great talent does not.
“We have worked on developing challenges – such as our cyber
range exercises – to test people in real-world scenarios. In these,
we can evaluate the potential for grace under pressure and

intellectual adaptability to how some attacks can change course
and approach without warning. At the same time, we have an
academic programme, the Cybersecurity Academy, which is
designed to help academic students gain real-world experience
and to help academia ensure they have current and relevant
content for students in a very dynamic space,” he added.
Getting some fresh blood in to replace those outgoing experts
is a challenge for the IT industry and one that is focusing plenty
of minds.

“A common misconception
is that the only cyber security
jobs available are for those with
computer science degrees or
coding qualifications”
Cath Goulding, Nominet
“A common misconception in the cyber security world is that
the only jobs available are for those with computer science
degrees or coding qualifications,” said Cath Goulding, head of
cyber security at Nominet. “While those are extremely valuable
positions with gaps that urgently need filling, they aren’t the
only positions in need of talented individuals. The trouble is that
cyber security vacancies are opening up faster than the talent

❯Businesses must engage with younger generation to help fill security skills gap
microscope.co.uk
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emerges. As schools begin to teach computer skills and coding, we risk overlooking the other key roles in the industry. For
example, we are in desperate need of auditors, policy makers
and generalists in the cyber field.
“Key skills for a CISO [chief information security officer]
include strong communication skills and an ability to translate
complex cyber issues into corporate risk. It requires intelligent,
educated people who are creative and are able to apply critical
thinking to solve problems. Of course, an interest in cyber security is key, but a degree in Stem [science, technology, engineering and mathematics] subjects – for certain positions – isn’t a
prerequisite,” she added.

Investing in the future
There have been many criticisms of the traditional education
model, with courses failing to teach the skills needed and the
training on offer being largely provided by vendors. As a result,
certifications are often based on a limited number of products.
“The only way organisations will be able to address the huge
demand for cyber security skills will be to take control and
invest,” said Certes Network’s German. “That means shifting
away from outsourcing and a reliance on expensive contractors
towards re-insourcing key services, including security. The onus
is now on companies to build up their own expertise in-house.
“At the same time, the IT industry needs to step up and invest
in training – true, agnostic training, not product-specific, ersatz
sales education. If the next generation of cyber security individuals are going to be able to make the right decisions, they

Nominet’s Cath
Goulding warns that other
security roles could be
overlooked due to a focus in
schools on coding
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need an excellent grounding in security – from compliance to
standards, including GDPR, PCI and ISO 27001. It is only with
that in-depth understanding of end-to-end security issues that
individuals will be able to create a robust security infrastructure
supported by the right product choices,” he added.
BT has taken an approach that is driven by providing the best
skills, rather than something proprietary, and has teamed up
with Royal Holloway to provide a structure to a degree apprenticeship scheme that gives individuals a chance to come out
with independent qualifications that will stand them in good
stead for the future.
The company has a large dedicated cyber security practice, staffing 2,600 experts and, in recent years, has been providing degree
apprenticeships with De Montfort University. For this year’s intake,
the firm is offering a full degree cyber apprenticeship, called the
cyber security technical professional degree apprenticeship.
Saana Mäkijärvi, strategic resourcing lead for BT Security, said
the company recently completed the first three-year programme
with a number of apprentices who have been getting an education alongside working for the telco giant. “Apprenticeships are
hugely important. It is about strategic resources, and we want
to take a lead on cyber security skills,” she added.
The firm provides very high levels of support for those who get
on to its scheme, with days off for studying and blocks away at
college, as well as time spent gaining practical skills on the job.
At the end of the process, the apprentices have the skills needed
not just to help BT with current issues, but with the knowledge
and skills to react to the changing security landscape.

BT has been one of the pioneers of the degree apprenticeship approach, and Mäkijärvi is pleased with the results. “It is
an excellent way to get more people in the industry and develop
it and improve it – this is about shaping the programmes in the
right way,” she said.
The industry can expect to see a lot more degree apprenticeship
schemes, as they manage to provide both a robust education and
the real-life experience that means those skills can be applied to
practical situations.

“[Degree apprenticeships] are
an excellent way to get more
people in the industry”
Saana Mäkijärvi, BT Security
“Degree apprenticeships are an excellent way for individuals
to pursue a degree, alongside their day-to-day job; for employers to develop a more skilled workforce; and for those employers who pay into it, an opportunity to make use of the levy payments that have been made,” said Arden University’s Benjamin
Silverstone, programme leader of degree apprenticeships and
quantitative business.
“In the ever-growing field of cyber security, a degree apprenticeship is an ideal means of growing capacity and resilience
in the workforce, as the work-based nature of apprenticeships
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means that the currency of the work undertaken is as up to date
as it can be, more so than in a traditional full-time degree.”
For that approach to work, more employers will need to follow
the route BT has taken and provide the support and environment that will help students.
“If your employer has a payroll large enough to pay into the
apprenticeship levy, then they will fund 90% of the apprenticeship programme,” said Silverstone. “If your employer does not
pay into the levy, then some universities have access to government funding to cover the whole amount of the programme. The
most important part is finding a good degree apprenticeship
provider to work with.”

London Digital Security Centre’s Simon Newman believes
firms must be creative in their approach to finding new talent

Discovering talent
Regardless of what approach is taken, there is still the issue of
attracting the right people, and employers are having to be creative in the way they reach out to emerging talent.
“Many of the cyber security companies we speak to recognise
that to grow, they have to use increasingly innovative recruitment
strategies to identify and attract new talent,” said Simon Newman,
chief strategy officer at London Digital Security Centre (LDSC).
“At LDSC, we have successfully established partnerships with
a number of academic institutions. One aspect of this is mentoring students interested in pursuing a career in cyber security.
“We also involve students in delivering our In the Community
events, where we accompany officers from the Metropolitan
Police in visiting small businesses across London to help them
reduce their vulnerability to cyber crime. In terms of apprentices,
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LDSC has used the Tech City Stars scheme. We’ve just placed
our first apprentice in their first full-time role,” said Newman.
For Ryan Weeks, CISO at Datto, the key is to engage with
emerging talent that comes straight out of university at a stage
when the skills are still being developed.
“A member of my team or I will attend career fairs, speak at
classes and participate in information security competitions.
This allows us to provide mentoring opportunities and build networks of high-potential candidates that we work to bring into
our internship programme. Many candidates see the value in
working with companies that are interested in investing time to
build their skills and support their future success,” he said.
“The key to a successful internship is to offer a candidate work
that addresses a real-world business problem, rather than a limited, sandboxed project. This helps them get excited about the

company, their role and the team they work with, as well as giving them a true feel for what it’s like to be in a full-time position.”
Students looking to build a career in cyber security should talk
to university career services departments and head of schools
to understand what internship opportunities are available to
them. They should also monitor school and internet job boards,
as such internships are frequently advertised in a similar way to
full-time roles, said Weeks.
The number of schemes is increasing and the determination to
try to crack the security skills gap is clear to see. Around 80%
of firms can’t find qualified staff to fill cyber security positions,
according to CyberEdge’s 2018 Cyberthreat defense report.
That is just one recent stat trying to put a number to a problem.
What is clear is that there are thousands of vacancies out there
and there is still a lot of work to do to fill them. n
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Understanding what a degree apprenticeship entails and what its benefits are
Degree apprenticeships are made of the degree itself and
the activities that make up the rest of the apprenticeship.
One of the biggest benefits of a degree apprenticeship is
not having to worry about university fees or finding a job
at the end of it, if an individual is able to prove themselves
to be valuable to the employer. Another main benefit is the
structure of the apprenticeship, which is fresher than other

existing degrees and often has the input of a number of
different firms.
At Arden University, the apprenticeship standard represents
current thinking on industry needs from a variety of different
employers, such as Accenture, BT, Capgemini and IBM. Other
employers, such as PricewaterhouseCoopers (PwC) and
Santander, are also involved in the programme.
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Your finger for
your phone?
Just how far will people go to make sure they
are not separated from their smartphones?
Billy MacInnes is bemused by research
that claims to have found the answer

O

“

ne in 10 millennials would rather sacrifice a finger than
give up their smartphones” blared the headline to a
press release from Tappable. “At long last,” I thought, “a
silly story for the silly season.”
I was beginning to lose all hope that we would have any silliness
this summer. With Brexit chaos and reports that the government
will begin stockpiling food and medicines, along with the amazing
scenes from the Trump/Putin meeting in Helsinki, the real world
has been far too serious (and dangerous) for this time of year.
In the middle of all this madness, it was a relief to be greeted with
the news that one-tenth of everyone who was born between 1981
and 1996 would willingly cut off a finger rather than forgo their
smartphones indefinitely. Yes, one in 10 people were prepared to
give the finger to their smartphones, so to speak, although I can’t
help feeling they may be taking all the talk of “digital transformation” a little too literally.
More worrying is the fact that no one seems to have given much
thought to what would be done with all those fingers. Still, I’m
sure someone has a plan to hand.
I must confess it was cheering to find, despite all the concerns
expressed over the effects of smartphones on people’s physical
wellbeing, millennials emphasising the health benefits of their
iPhone/Android phone use, with nearly 40% revealing their readiness to give up alcohol to retain their devices.
Maybe that could form the basis of a new public health campaign: “Give up drinking or we’ll take away your smartphone.”
But it was disappointing that almost a quarter were prepared
to lose one of their five senses – touch, smell, hearing, sight and
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taste – rather than give up their smartphones. This suggests to
me that many millennials are already missing their sixth sense:
common sense.
Other findings were that 16% would give up travel and 15%
would stop having sex to keep their smartphones. I can’t quite
think of it right now, but I’m sure there’s a phrase to be made
around a smartphone in the hand being worth more than something else in the bush, and it could be quite apposite here. IT also
suggests that, when it comes to millennials, we may have to revisit
the old adage about “travel broadening the mind”.

Would young people really be willing
to give up a finger or one of their
senses to keep their smartphones?

Extreme dependency
Elli Denison, director of research at The Center for Generational
Kinetics – “the leader in generational research and solutions,
especially with millennials and gen Z” – told Tappable: “The
younger generations are completely immersed in technology,
particularly mobile devices, and feel extreme dependency.
There is no sign of this slowing down as younger generations
are immersed in technology from birth.”
There’s no arguing that younger generations are very attached
to their mobile devices, but it’s also true they can be separated
from them for short(ish) periods of time. My gut feeling is that
making the choice so stark – as this survey does – runs the risk of
eliciting hyperbolic responses and I can’t help wondering, when it
comes down to it, just how many millennials would be prepared
to lose a finger. Or to give up a sense.
I have a feeling that if I asked any French millennials if they were
prepared to give up a sense, most of them would reply: “Non”. n

HINTERHAUS PRODUCTIONS/GETTY
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The coming two years are going to be a business
bonanza for the channel, says Philippe Ortodoro,
vice-president of Emea channel sales at TrustArc

I

n the next two years, the biggest growth area for the channel will be ensuring that small and medium-sized enterprises
(SMEs) can meet privacy regulations.
The General Data Protection Regulation (GDPR) didn’t end on
25 May, it just started. And in about six to seven months, the
European Union’s ePrivacy Regulation will no longer be provisional – it will also become mandatory.
Both legislative requirements extend to any company that
stores, manages or processes EU citizens’ data, no matter
whether they are in Japan, India or Benelux.

It’s not just about technology
We tend to think of complying with GDPR and the ePrivacy
Regulation as mainly having the right technologies in place. This
is wrong. A firewall doesn’t ensure GDPR compliance; neither
does an intrusion detection system. Of course, technologies play
a vital role in meeting these mandatory requirements, but they
are only components in what is an overarching drive to ensure
privacy and protection of data.
At TrustArc, we have been in the business of providing privacy
for 21 years. But consider this: for 21 years, we have sold direct.
The channel was something we considered, but the timing didn’t
seem right. But last year we started going through the channel.
Why? In simple terms, we want to be everywhere: India, Japan,
the UK, France, Germany, Italy, the Nordics, and so on. Why do
we want to be everywhere?
Are we driven by delusions of grandeur and an obsession with
power? Of course not. It is because thousands and thousands of
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smaller businesses – those with up to 250 employees – are going
to be driven by the need to meet privacy obligations and we want
to ensure we can reach them all.
The big boys have already, by and large, nailed GDPR because
they have the resources. But smaller companies see it as a headache and have visions of hard-earned profits being sucked out of
the business like oil spurting out of a broken pipeline.
And they have good reason to be wary. The GDPR is very complicated and it takes people with extensive privacy expertise
to understand the requirements of the legislation and design a
solution that meets the needs for each business based on its
particular situation.
There are privacy experts in the channel, though, whether managed service providers, value-added resellers (VARs), systems
integrators and consultancies. We are also talking to and engaging with lawyers who are real experts in this area and have a
detailed knowledge of the legislative requirements.

Five-minute interview

Privacy experts – the real deal
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Dovetailing this understanding with the expertise of privacyaware channel players ensures a security blanket for SMEs that
is sweepingly comprehensive and watertight. But it’s not about
selling in technologies; it’s about developing cost-effective services that, in a sense, can be rented out to SMEs as a service.
For instance, one of the GDPR requirements is for companies
to have a data protection officer (DPO) who essentially has full
responsibility for compliance and must also ensure that internal
processes are safeguarding data.

Ask any of the large enterprises about their DPO and they will
smile big shiny smiles and tell you all is in order. Ask an SME and
their brow will probably furrow with disconcertion. If you listen
carefully, you also may hear the sound of grinding teeth. However,
if they receive a cost-effective DPO as a service, they too will end
up giving big shiny smiles.

“The technologies to offer
these privacy technologies as a
service already exist. The only
requirement is that channel
players truly understand the
legislative requirements”
Philippe Ortodoro, TrustArc
The technologies to offer these privacy technologies as a service already exist. The only requirement is that channel players
truly understand the legislative privacy requirements and can
position themselves as real experts.
This is the biggest and sustained long-term opportunity for our
growing number of channel partners in a long time, and as auditors begin to put companies under their scrutiny, it’s a business
opportunity that is going to grow and grow. n
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Digital decisions

are shaping storage
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MicroScope gathered together a group
of channel representatives to discuss how
digitisation is affecting the storage pitch

D

igital transformation is a buzz phrase that is being
used in almost every channel conversation to describe
the activities customers are undertaking to make sure
they remain relevant. What it means for the channel in
practical terms is plenty of spending on infrastructure. It has also
had an impact for those operating in the storage world.
The storage world is changing both in terms of delivery, with a
growth in managed services, and from a technology point of view,
with hyper-convergence growing in popularity.
The aim of this MicroScope roundtable discussion is to gauge
how big an impact digitisation has had on the storage world and
what it means for vendors and their partners. A good starting
point is to turn to Logicalis to get the view from the front line
about just what is happening with digital transformation.
SCOTT REYNOLDS: Generally, when we get engaged in digital
transformation projects, much of the decision-making process
around how to best drive a new digital strategy has already happened inside the business. It’s usually then left to the IT teams to
implement these changes and solve any problems along the way,
so they will often consult a partner like us during these stages.
Digital transformation means different things to different people. It may relate to the IoT [internet of things]. It may relate to
hybrid IT and IT automation. In fact, those two often go hand in
hand – if you want to embrace hybrid IT, you have to embrace IT
automation. You can’t just do one or the other in isolation.
At Logicalis, we also see quite a lot of datacentre consolidation projects as global businesses downsize or decide to adopt
cloud-first strategies, driving a need to have a smaller footprint.
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Many customers no longer want to own and operate their
datacentres. The primary drivers for this are probably productivity, internal process and efficiency, as well as product and
services innovation.

Q. Is the experience of Logicalis something
that vendors have also seen in the market?

JAMES LOWE: You get a different answer depending on who
you speak to in whatever part of the organisation. So, regarding
IBM, if you talk to Global Business Services you’ll likely be having a conversation regarding the strategy behind digital transformation. This discussion regarding digital transformation will
drive spend.
So the digital transformation-related projects we’re seeing
are really about consolidation, being more efficient, converging,

moving stuff to the cloud to simplify. But in terms of doing more
analytics, getting more value from our data, less on that front.
SCOTT REYNOLDS: Interestingly, at Logicalis, we have seen
both sides. Customers often ask, ‘Where do I place data? How
do I manage it, protect it, back it up?’ Essentially, they want to
know how to carry out all the operational duties. But there’s also
an increasing focus on how to shape and structure that data so
it can start to be understood and therefore leveraged.
So, the conversation turns to assessing their data landscape,
indexing the content before we even talk about what platform
to put it on. The customer needs to understand what they have
before they can look at the BI [business intelligence] piece on top
in terms of how can they convert the data.
MARK SHAW: Digital transformation is a reality for most
organisations from the top down and, as its effect filters down

Storage roundtable:
How digitisation is
changing storage
Five-minute interview
Channel comment:
GDPR compliance and
cyber security are under
discussion this month

“IT budgets are being assigned to projects and tools that will
help the business digitally transform. CIOs want to invest in
initiatives that align to the overall business strategy, reduce
IT complexity and set the stage for future innovation”
Mark Shaw, Rubrik
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to IT, we often see that it is the driving force for change in the
traditional IT department and a real focus for how businesses
spend their money on IT.
Instead of having an IT budget that’s shrinking, there is growth.
But the portion assigned to traditional infrastructure is getting
smaller. IT budgets are being assigned to projects and tools that
will help the business digitally transform. CIOs want to invest in
initiatives that align to the overall business strategy, reduce IT
complexity and set the stage for future innovation. The pressure
is on for IT teams to do more with less.
There are key strategic long-term, transformational initiatives,
but the broader, near-term projects are more IT focused – multicloud, automation, compliance, and datacentre modernisation
and consolidation. The reality is that all of the near-term projects
are the enabler for IT, allowing it to be in a position to help the
business really transform and achieve key strategic goals.
JOACHIM MASON: We need to consider the way we consume
applications as individuals, and as organisations. We are seeing
scenarios where IT is potentially less isolated, because it’s no
longer the operation that says ‘no’ or is slow to react. Organisations
have to give their IT departments the toolsets they need based
on operational analytics to truly know what’s going on. This helps
provide the visibility needed to understand what’s going on from
the user experience, from customers, and all the way through to
what we can refer to as the IT stack. There’s a lot of value around
the visibility of what’s going on, and not just from an operational
context, but also a business context – all of a sudden they become
the same thing. You can actually monitor, step-by-step at a line

Roundtable attendees
n Angelo Apa, director of Lenovo DCG, Lenovo
n Andy Brewerton, director of channels, Western Europe

and Africa, Nutanix
n Aad Dekkers, EMEA marketing director and global
channel programmes, Scale Computing
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and code level, what is going on with a particular application for
a customer or group of customers. That’s a level of insight that’s
very valuable. It’s a more digital market.

Q. Did the introduction of the EU’s General
Data Protection Regulation (GDPR) have a

big influence on spending as customers looked
to get the data side of their operations in order?
JOACHIM MASON: The thing we need to guard against is these
industry buzzwords. ‘Digital transformation’ is one. ‘Cloud’ is
another. ‘GDPR’ is especially bad – you constantly see countless
things on Twitter or LinkedIn about it. And it all becomes meaningless, because you switch off when you see it. GDPR is much
more involved with people, process and technology engagement. There’s no single thing that will be a silver bullet.

ANGELO APA: Organisations are realising that they have to
change their business to survive. The industry can offer a bunch
of tools that could or could not be used to assist in changing
that business model. It has nothing to do with IT to begin with.
The way we then go on to think about data and the value of data
is something that underpins everything all of us in this room
have to give cognizance to. This is no longer about, in our case,
selling hardware. It’s now about how you can help an organisation to impact their P&L [profit and loss] through the use of the
data they own.
But from a challenge perspective, what we have to think about is
how we can help our channel to ask the question about whether
or not an organisation can survive in its current format or whether
it needs to create some sort of future-defined datacentre to take
advantage of the value of that data.
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“Organisations are realising that they have to change their
business to survive. The industry can offer a bunch of tools
that could or could not be used to assist in changing that
business model. It has nothing to do with IT to begin with”
Angelo Apa, Lenovo
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So, there’s a way of looking at this to gain advantage as a chanJOHN ROLLASON: It seems like the cloud changed everynel partner rather than us making the mistake, which you’re
thing, data changed everything, GDPR changed everything and
alluding to, and you do not see these things on Twitter. It’s just
nothing sort of thing, and it seems to come in two ways. It’s
somebody trying to sell us something rather than going in and
sort of internal pressures, where people realise they have to do
having a conversation with a customer to help them to undersomething different, or there’s the external pressure of somestand that there may be other ways of looking at something to
body disrupting somebody else’s market. And then that drives
drive profit and loss impact from that data. That’s kind of the
digital transformation. And then, to your point, we also seem to
way we are looking at it today –
get the digital transformation prohow we can help our channel partjects, but actually nothing of that
e need to be careful with
ners to do that.
sort – people doing exactly what
AAD DEKKERS: We need to
they were last year, they just have
the
idea
that
if
customers
be looking at the different types
to tag it to digital transformation to
of customers and the size of the
get project funding.
or partners implement one
organisation. I think there is a difJOACHIM MASON: It’s the techparticular
solution
they
are
ferent picture for each company,
nology that continues to change. But
depending on its type and size. For
we need to be careful with the idea
destined
for
digital
greatness
example, with mid-sized enterthat if customers or partners impleprises and distributed organisament one particular solution they
hat s not necessarily the case
tions, the challenges are growing
are destined for digital greatness.
J
oachim
M
ason
,
C
isco
around security, GDPR and digital
That’s not necessarily the case.
transformation. For these organisaThere will be very specific places
tions, it’s about adding value to a business and being strategic
where this could be possible, particularly when we consider the
with three, four, five, six, seven or eight people.
potential impact on business models or employee experiences.
If you can simplify this and help enterprises reduce the comThe main point to consider is that we all use technology differplexity and continue to leverage the same type of platform, they
ently to how we did 10 years ago, and that’s relevant for everyone,
will be able to spend more time on strategic business operations.
both professionally and personally.
And whether that’s in the company or the cloud, that depends on
STUART GILKS: From a business perspective, there’s more
the nature of the business.
challenge around possibility, more challenge than traditional IT.
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What are they going to turn to that will allow them to raise their
game? IT has an ever more demanding customer, which is pushing the boundaries and asking, ‘What can we do with the assets
we’ve assembled, both digital and infrastructure?’.
MARK SHAW: It’s an interesting time because those in the
channel and their customers are all part of the same GDPR learning process and trying to figure out what’s next. Many businesses
are in the midst of a comprehensive review of processes, people
and technology to provide a reasonable level of protection. We
can help with GDPR compliance in some very specific ways. And
often when we’re selling to GDPR, customers are bringing us into
conversations on the future of their business – what does that
mean for compliance, governance and legal, for how the business
will look and operate in the future?
ANDY BREWERTON: With regards to digital transformation,
we need to understand what is the trigger that initiates change.
We talk about digitisation of an industry or a vertical, and it is
usually a disrupter coming in to the market that makes everybody
else react with some kind of digital transformation. A common
reference is Uber versus the London cab; that’s a classic example
of somebody using IT to digitise an industry, then everybody else
having to change really quickly to catch up.
JOACHIM MASON: Yes, because in that scenario, your differentiation is defined by your application. When you think software
as a service (SaaS), you sometimes think of something ‘off the
shelf’, you think of something which is fairly horizontal as a backend business process. However, nowadays it is your application,
and there’s so much pressure on the app development teams to

innovate for, and on behalf of, customers and businesses. If businesses can get this right, it’s been shown that they can differentiate and disrupt the market very quickly. You want to appeal to
the application development community because they’re charged
with the responsibility to innovate.

Q: Last year was the first year where we saw more
deployment coming to off-prem than on-prem. So hybrid
cloud is the reality, and more workloads and applications are moving to SaaS. Are you seeing that?

JOACHIM MASON: You hear the term ‘hybrid cloud’, you hear
the term ‘multi-cloud’ and there are different academic definitions for both. If you think about it, it’s everything that is integrated on-prem, and public cloud is about accessing more than
one external cloud service. If you put those two things together,
it’s top of the IT department’s list.
SCOTT REYNOLDS: Every single client we’re talking to at
the moment wants to enforce a multi-cloud or hybrid strategy
because they’re always going to have a bunch of stuff left behind.
We estimate maybe between 40% and 60% of normal enterprise
applications are not going to go to public cloud.
In the past six months, I have not met a single customer which
doesn’t have a cloud-first strategy where SaaS is top of the list.
And customers with an existing enterprise application customised to their business model and designed to meet their workflow processes, cannot run it in any of the SaaS-provided models because they do not allow for customisation or tailoring. So,
instead, they have to manage those on-prem.
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JOACHIM MASON: I think what customers actually want when
you get into the conversation is ‘cloud-like first’. They don’t really
care where it is or what the execution workload venue is, but they
want the experience. They want the ‘cloud-like’ experience. They
want the economics of it, the agility, flexibility – all those words
that we all use in every single presentation. That’s what they want.
ANDY BREWERTON: I would agree with that. Customers are
wanting a cloud-like experience, and are increasingly understanding that this means a combination of on- and off-prem
infrastructure. In the customer’s mind, it’s about the speed of
execution. If the infrastructure is designed correctly, then that
could deliver cloud-like on-prem. The key thing is that it all
really comes down to how much it costs to operate in a particular location. Then how can that be measured? Organisations
need to keep asking, ‘Is that currently the most efficient?’. As

the application matures, does somewhere else become a more
cost-efficient way of running the application?
ANGELO APA: People are interested in the economics of cloud
more than they’re interested in the ability to host it somewhere
else. It’s basically, ‘How can I pay for what I use?’, rather than,
‘How do I pay up front?’. That’s the real question that’s being
answered here, the flexibility and the availability and all that
stuff is used to go out and try to sell the stuff, but in terms of
what the customer is looking for, the customer is looking for a
model where they can say, ‘Today, I want to use that, pay for
that’, or ‘I don’t want to pay for it any more’. And that’s what I
think this is really all about.
MARK SHAW: The reality here is that the pressure to deliver
new services at the speed that the business needs is driving adoption of public cloud when IT is not capable or ready to deliver
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“With digital transformation, we need to understand what
is the trigger that initiates change. When we talk about
digitisation of an industry or a vertical, it is usually a
disruptor to the market that makes everybody else react”
Andy Brewerton, Cisco
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those services. It is easy for a department to purchase a SaaS
application, rather than wait for IT to deliver, or for a developer to
leverage new services in public cloud platforms.
This – and the fact that hybrid cloud has become the new normal for many enterprises – leads to new common challenges for a
business, which often centre around, or are caused by, silos forming in the organisation. If you’re responsible for one portion of
your infrastructure, you still require visibility and control of other
data in other locations and applications.
When it comes to SaaS, I see similar challenges and issues that
you’ve seen in business often. It might be more of an issue on the
digital side of things. But it looks like silos and if you’re responsible
for that portion of your infrastructure, then, all of a sudden, we still
have compliance and governance, but less control.
We still require visibility for all that data in all those locations.
So, they’re struggling with SaaS applications because they were
initially introduced by a department outside of IT, but IT are
then expected to provide the business with the control, governance and cost management it needs. It’s a real pain point and a
challenge – it needs to change for organisations. I just see a big
change, real pain, lots of silos in information – how do you remove
those together in a normal controlled way that IT has done for a
long period of time?
JOHN ROLLASON: I would say 99% of companies are using
public cloud somewhere.
AAD DEKKERS: It depends on which type of applications you are
using. There needs to be a balance between applications, costs,
performance, compliance and the experience of the application.

There are so many different parameters that determine the location of the application.
JOHN ROLLASON: It’s like balance of investment, and that
seems more important really than whether to use these models.
JOACHIM MASON: It’s interesting that some customers seem
to be turning to the cloud to save money, as in some cases it can
cost more. In some instances, customers are prepared to accept
that, because it might give them some sort of business advantage. But you don’t get economy of scale from utilising cloud.
Very often, the driver for the cloud piece is because those are
the toolsets we’re developing. So, they’ve got that responsibility
to code and innovate. They’re going to do that quickly and they
might not care what sits underneath.
The business case, though, is transforming the reputation of
IT teams as ‘the enemy’, into entities which are seen to fully
support business environments and business-critical outcomes.
The thing to guard against in that scenario, however, is developing such that you are completely locked in to a particular cloud
environment. There are two or three well-known ones.

Q: Are you changing the way you sell and

the way you package your infrastructure
solutions to really support this IT guy?
ANDY BREWERTON: A common goal of any customer is to
simplify how IT is delivered to the organisation, how to drive
efficiency to free up time and budgets so innovation can occur.
However, it is not uncommon that by moving into a hybrid world,
the IT guy could have a more complex environment, so that’s
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delivering the opposite. This is because you’re no longer just
monitoring different infrastructures and different applications in
the datacentre, you’re now managing the business relationship
with your cloud provider. We are developing tools and components of our platform that drive automation and therefore help
simplify these often increasingly complex environments.
JOACHIM MASON: I agree with that. The responsibility to simplify has never been greater, but nor have the complexities ever
been more apparent.
You’re trying to get a simplified ‘cloud-like’ (if that’s the phrase)
experience for your customer, and maybe IT. It could just as easily
be someone in the business. It could just as easily be someone
with an application responsibility. You’re trying to be relevant to
them, and driving that relevance requires different approaches
and meeting different priorities.

Q: As things become more complicated, that
must be good news for the channel? Are you seeing

an increase in services revenue around stuff like this?
SCOTT REYNOLDS: Yes, without a shadow of a doubt. A lot
of it is based on the fact that clients who move in this direction want their existing IT staff to manage the new, but they
still need to manage the old. So, there’s a huge opportunity for
channel players like us to step in and help manage the older
systems. Or, if it’s the other way around and the organisation
needs to embrace the new but doesn’t fully understand it, then
we can also help there.
More often than not, our first point of call is to establish why the
business fundamentally wants to change its systems. Sometimes
it’s based on perception – for example, if people inside the business think cloud is easy. It’s cheap, it’s scalable, it’s more agile
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“Clients who move to SaaS want their existing IT staff
to manage the new, but they still need to manage the old.
So, there’s a huge opportunity for channel players like us
to step in and help manage the older systems”
Scott Reynolds, Logicalis
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– but the moment you move into the cloud model, you lose some
element of control. You have to layer complexity on top to manage the new environment. But most clients I talk to aren’t going
to employ 20 more people; they’re still on the same headcount.
So, there’s plenty of opportunity out there for us to help. Our
challenge is that the landscape has changed dramatically. It used
to be very simple and one-dimensional, and now it’s very broad.
We have to make sure the skillset within our business can match
this. But we also have to accept the fact that there’s huge competition in our space.
JAMES LOWE: The complexity is an interesting discussion point
because as that increases, then, not only do most resellers have to
scale out their workforce, but partnering opportunities suddenly
become much more viable. So, I see the ecosystem beginning
to have to mesh to deal with that increased complexity. We as
organisations are having to be much more open in how we talk to
our partners, which were often competitors 12 or 18 months ago.
Now, we’re talking in a much more collaborative way about how
we’re going to market, and that’s been driven by the complexity of
the requirements.
SCOTT REYNOLDS: Yes. From a delivery point of view, we
can’t do this by ourselves; we need people to help us in all these
different areas. Sometimes, we approach competitors sitting
across the table, and in the bid process we end up partnering
to try to jointly win an opportunity. This is possible because we
realise that we’re greater than the sum of our parts. We have
had to expand our vendor portfolio to accommodate this complex world and access complementary tools and technologies.

In fact, we often find that widening our partners also introduces
us to other players – an added bonus.
JAMES LOWE: People haven’t got the skillsets, especially with
some of the new technologies coming down the line. If your heritage is in a particular legacy technology, and the adoption of that
technology is now being driven by AI [artificial intelligence], then
partners have to look at partnership. Otherwise, you don’t get the
opportunity to sit at the table, so, yes, absolutely.
AAD DEKKERS: Our partner programme was called ‘community’ programme for a reason – to bring those partners together.
If you go down to the infrastructure level, there might be some
partners specialised in security and others that are focused on
infrastructure. The idea is to ensure they work together in a complementary way.
Partners are looking to build skills – they have a pretty solid
business and want to work together to satisfy customer needs.
The vendors we have been working with also stimulate cooperation between partners. Everyone is in agreement that this needs
to be complementary and, as a whole, it’s agreed they won’t ‘bite
each other’.
SCOTT REYNOLDS: I’d say there are fewer than 10 partners in
the UK that do most of this themselves.

Is the growth in managed services a trend that

is having an impact on the way vendors partner?
SCOTT REYNOLDS: Logicalis entered into the managed services market probably about 14 or 15 years ago with a focus on
networking, but since then we’ve been building on that.
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About five to six years ago, we were looking to move into the
outsourcing space, and realised that market is completely different. Unless you’re a big SI [systems integrator], you need to
approach it differently, so that’s the attitude that we now take.
Rather than continually going for the big, wholesale kind of managed services contracts, we’re saying, ‘Give us an element to
manage, however small or discrete the piece. Is it just monitoring? Is it just service desk?’. We have revisited how we deliver
managed services.
On the flipside of that, we also see a change in attitude when
it comes to buying infrastructure because of how businesses
consume it. So, how can we include a piece of infrastructure
in a consumption model with additional managed services? At
Logicalis, we’ve been doing this for years, but we’ve never made
it repeatable. We’ve always done it for clients, but haven’t had

a pre-defined, fixed, highly repeatable model. Instead, everything has been bespoke for each customer. We want to turn that
around so it’s a lot quicker and slicker, to make it easier for us to
go to market.
AAD DEKKERS: This is definitely something we are seeing at
the moment – there is a trend for everyone to offer multiple services. Smart partners need to listen to their customers and customise their offering to what they need – and we as vendors need
to facilitate that.
SCOTT REYNOLDS: I think more is being done by vendors to
take some of the pain and challenges away from partners like
us. For example, if we’re going to embark on providing kit as well
as managed services, the exposure to us is financial. Traditional
finance models don’t lend themselves to having a consumptionbased offering for a customer. Therefore, there’s an element of
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“At the moment, there is a trend for everyone to offer
multiple services. Smart partners need to listen to their
customers and customise their offering to what they
need – and vendors need to facilitate that”
Aad Dekkers, Scale Computing
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risk that we have to take on board and we have to factor that, in
terms of additional margins, into the model. Nowadays, there are
programmes out there from vendors that make our lives easier
because we are able to de-risk the financial exposure through a
flexible commercial model.
ANDY BREWERTON: If you think of your partners in the service provider world as your customers, then you avoid the mistake of treating them differently from your end user customers.
It’s important to understand how somebody’s going to consume
your product in order to offer a service, and even if that’s an end
user with an internal IT department – as we’ve seen with digital
transformation – it’s all about providing a service to the business
and delivering it as efficiently as possible. So, the model should
be no different when you’re selling to your partner, who is essentially your customer, or the end user who is again your customer.
You should offer consumption models which best match their
business model.
And remember that not every service provider is adverse to
capex [capital expenditure]; some like capex. It’s a case of this
consumption being flexible to suit the need. I think more vendors,
and most of us around the table, realise that, and that it’s not simply about a price list. Instead, we should be addressing questions
such as, ‘Here are some excellent solutions and products, how
would you like to buy it from us? How would you like to consume
it from us?’. I truly think that’s where the relationship will shift.
We are all about choice, keen not to force anyone down a certain
route. We offer opex [operational expenditure] and capex models, so we offer everything.

JOHN ROLLASON: And some of these transitions take time.
The idea that we stop doing traditional enterprise IT and the cloud
takes over tomorrow is just nonsense. But it does seem to be a
trend, right? So, you meet plenty of enterprises run by service providers, but you never meet a service provider that wants to look
like an enterprise.
But there are different people in different stages of the journey,
and for me, that’s a choice. Even if most organisations are moving
to a consumption model naturally, organically, it’s going to take
time. Having about 60% of applications in the cloud tomorrow
just doesn’t seem credible – our research suggests that about 10%
of applications have moved to the cloud. There’s a huge amount
of work to be done.
AAD DEKKERS: The UK is quite advanced in the way it adopts
these kinds of new technologies, more than other, more traditional countries.
ANGELO APA: To come back to the original question around
VARs [value-added resellers] becoming MSPs [managed service providers], the shift in business models is so dramatic.
It’s very rare that I’ve seen a VAR become an MSP overnight
or within a year. Normally, it’s the setting up of a division. And
the business model that an MSP has is fundamentally flawed
because of the challenges around having to invest so much up
front and deferring your profit by at least 18 months, depending
on how successful you are.
So, the capex/opex challenge, as the accounting rules change,
will become more of a cash flow charge impact only. And that
needs to be addressed in different ways, in the way that – I’m
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not sure whether you’re just talking about the software or the
it was a huge risk, lots of infrastructure on the floor, hoping and
combined hardware/software side of your business. A diffipraying the demand was going to arrive and fill them up in a
cult thing around that shift for all parties is that while software
reasonable timeframe, while all the time holding a huge finanhas a certain cost associated with development out into the
cial exposure. HCI [hyper-converged infrastructure] gives you a
future of software, hardware has an immediate cost.
model where you can much more closely align the infrastructure
So, building a consumption model
costs to the point-in-time demand
around hardware – which is what
and, hence, revenues.
MSPs actually need for the hardSCOTT REYNOLDS: But that
ne
of
the
developments
ware side of their business, not the
will then actually create a slightly
licensing side of their business – is
different challenge for us working
around
consumption
model
incredibly difficult because somewith the client, where we’re going
body, somewhere, has to take a
from old to new. We need to comflexibility offerings is that we re
risk. Somebody, somewhere, has
pletely validate that it is fit for puralso providing new architectures
to own the assets. Somebody,
pose without actually giving them
somewhere, has to make a loss for
50-60% headroom. We want to
which more closely mirror
a period of time. And that’s somemake sure we’re right-sizing that
thing we’ve been wrestling with for
as much as possible, which in itself
the point in time demands of
a while, but we’ve now managed to
is an opportunity for us to risk, you
overcome that, as I’m sure other
know, provide consulting services
that infrastructure
vendors would as well, and help
around that to size and get that
Stuart Gilks, HPE
those organisations that want to
accurate and then stand behind
become MSPs or perhaps are born
that particular design.
as MSPs to move forward.
STUART GILKS: One of the developments around consumption
Q: What is happening with hyper-convergence?
model flexibility offerings is that we’re also providing new archiThere seems to be growing use of the
tectures which more closely mirror the point-in-time demands
technology in the storage world
of that infrastructure. So you’re seeing a reduction in that pain
JOHN ROLLASON: Most HCI projects are not storage-driven.
of having to invest upfront. Compare that to 15 years ago, where
Server refresh is the number one trigger. I guess it’s about the
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cloud-like simplicity that people are looking for.
application change or a philosophical change. For
❯Three months since GDPR came
That sort of requirement to move, where posexample, in the public sector there’s a real drive
into
being,
plenty
of
customers
sible, from the more complex traditional infrato insource, so hyper-convergence is the enabler
are still not to speed with the
structure to cloud-like architecture without
for that type of transition.
data regulation, presenting
public cloud or each of them on-premise cloud.
JOHN ROLLASON: It’s not just a server refresh,
opportunities for the channel.
That’s what’s driving it. And it seems to be those
that’s only to track some of it, but it’s the applicatwo internal and external pressures. So the intertion refresh in a way that’s there going to be a key
nal pressure of the next refresh cycle coming up.
driver. And I think that’s certainly true.
And a lot of organisations are realising there are new options
MARK SHAW: HCI makes a lot of sense for many organisanow. So there’s sort of that internal pressure. There’s also the
tions. No company in a particular industry vertical wants to move
external pressure. There was this concept of hyper-converged
away from what they’re doing and not get a better service – they
infrastructure not around a few years ago. And now there’s so
want something that is simpler to own and operate. They care
many more options, I mean, just saying in the public cloud there
about the service that runs on top of it, the ability to deliver the
are options, you know, from my point of view that didn’t exist
applications and services to the business in an agile, scalable and
yesterday. So there is so much choice now. Take all of that it
cost-effective way.
seems like simplicity, or the quest for simplicity, seems to me
ANDY BREWERTON: We often get asked when we’re talking to
what was driving it.
journalists or analysts in which sectors we’ll be most successful.
ANDY BREWERTON: We talk to our customers about applicaThe truth is ‘all of them’, because everybody is working towards
tions and business outcomes; we very rarely talk about hyperthe same goal and wants to provide the best infrastructure.
convergence on its own any more. We see that it’s the building
JOHN ROLLASON: Yes, we get asked that a lot – the sectors
block; your platform to build from. When you look at what hyperand the workloads and the geographies – and there isn’t really. I
convergence is about, it’s about simplification, more granular
mean, it’s like public cloud – it’s everywhere but not everybody
building blocks, automation and analytics.
is ready. They want to move then next refresh or other appliIn the past 12 to 18 months, we’ve seen a shift to a demandcations or whatever else. I think there’s still a long way to go
based market for hyper-convergence instead of a push. Our
in the enterprise.
partners are seeing more customers asking to see their
JAMES LOWE: I’m not an expert in HCI, but aren’t you more
hyper-converged option. The triggers generally aren’t a storlikely to see an HCI opportunity in the financial sector that’s
age refresh, but a server refresh or, more interestingly, an
heavily regulated?
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ANDY BREWERTON: We see demand for HCI in all sectors.
We have been very successful in the financial sector where compliance is just one of the decision factors. That’s the beauty of
on-prem HCI, it’s something to everyone – efficiency, compliance
– it’s the ability to create a private cloud environment in the same
way that the very large public cloud companies are building.
JOHN ROLLASON: I think the reality is people are going to use
both – hybrid cloud and multi-cloud – with people on multiple
clouds to avoid being locked into one.
SCOTT REYNOLDS: If we take financial services, an issue that
is no longer on the table is the availability. And most financial
services need six, seven, plus nine per call critical data. We’ve
implemented solutions for higher education, small commercial
businesses, and we’ve achieved six nines – and at a really small
budget if you think about it. And I remember the times offering

that would cost eight or nine million pounds of storage into financial services because it was just to achieve the six nines. But now
you can do it on a £250,000 and £350,000 budget, you know,
such as how that technology works. I think it’s because of that it’s
growing in popularity for the enterprise customers.
AAD DEKKERS: Yes, availability is always needed, even if you
are trying to move the customer to the cloud. It doesn’t matter whether data is off-prem or on-prem, it always needs to
be reliable.
ANGELO APA: The only thing that’s involved in this is what the
customer needs. What it’s called is irrelevant. There are still customers out there who aren’t virtualised today. So there’s a huge
amount of opportunity for vendors and channel partners to go out
there and grow their business on the back of the fact there’s some
pretty archaic things going on out there.
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“The idea that we stop doing traditional enterprise IT
and the cloud takes over tomorrow is just nonsense. Even
if most organisations are moving to a consumption model
naturally, organically, it’s going to take time”
John Rollason, NetApp
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Q. Is it a challenge selling what can often

sound like a marketing pitch rather than
using the old speeds and feeds approach?
ANGELO APA: I don’t think that’s difficult for organisations
which are very focused on what they do and sell a particular set
of products. Your question applies absolutely to Lenovo because
we don’t have any solution type of product to sell. We sell hardware and we partner with a number of solution vendors.
The way we choose the solution vendors that we work with
depends on where we see the opportunity to grow. We are currently just under 10% market share in the UK, which is almost
double where we were six months ago, and the reason we’re still
seeing that kind of growth is, in part, due to the fact that we are
working with two or three specific vendors.
And we are going out talking to customers and understanding which areas are going to see the most benefit when you
look forward, and how you define the datacentre around what
it is that you are going to be. Then we will choose one of
those three, or some of the others that we work with, to say
we think this is the kind of approach that we need to work,
and then we will sit down with that particular vendor and have
a conversation.
So, yes, we have to sell something – what we have to sell is hardware. We just choose who we then partner with in order to gain
market share and make sure that we are at the same time addressing customer needs rather than having one thing to present.
STUART GILKS: The consumption model flexibility is key – giving the customer that flexibility and knitting together multi-clouds

and hybrid tooling allows you to optimise and arbitrage across
those different platforms. There are products underpinning this
flexibility, but also huge importance in terms of consultancy, to
assess, to design and potentially to operate, leveraging the customer’s own skills, HPE consulting and with partners.

Q: What are you doing to help the channel,

given the impact of digital transformation
and the rise of SaaS and HCI?
ANDY BREWERTON: We are recognising that if you create a
channel programme where you pigeonhole roles, you pigeonhole the reseller, the distributor, the service provider, the systems integrator. You end up creating a playground or environment that they have to operate in which doesn’t align to their
business models. So what we’re doing is to completely invert
the channel programme, so that the power is with the partner
and they engage with us how they want to engage with us. We
don’t worry about tiers based on revenue – we look at momentum, we look at aligning to a partner’s purchasing needs and
marketing needs.
As the vendor, we should be pleased that partners want to
engage with us and so we should engage with them in their
business model. That will, of course, be subtly different for every
type of partner, and enables us to cope with these hybrid partners, which are everything or want to become everything, or
those transitioning. It’s an old adage, but essentially it’s about
being easier to do business with, and to do that you must offer
flexibility and choice.
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MARK SHAW: At Rubrik, we deliver a message of simplification –
This is where we help our partners to be well positioned – where
customers see complexity is holding them back. We deliver a single
we’re having a more favourable product portfolio. The main thing
data management platform across the enterprise, no matter where
is that partners can differentiate themselves in this space. If you
data lives – it’s at the heart of what we do. IT is struggling with manlook at the channel and traditional vendors, it’s all about the same
aging data silos, and more are created every day. Businesses need a
old technology and nothing is new or exciting. It’s difficult to make
platform that has visibility across all of those silos and grants them
money and it’s difficult to differentiate yourself as a partner. This
the ability to govern and bring back
is where we at Scale Computing
control of their data. Simplifying the
focus our efforts, to ensure we are
core infrastructure – that which is
working with partners which can
implifying core infrastructure
key to the business, but not transfordifferentiate themselves, whether
mational – is key. It reduces operathey are small or large.
reduces operational spend and
tional spend and frees up time and
JAMES LOWE: So what resofrees
up
time
and
money
to
focus
money for IT to focus on how to
nated with me in the conversations,
make the business more successparticularly with the MSP converon
making
the
business
more
ful at what it does, rather than being
sation, and conversely to a Nutanix
bogged down in IT engineering. It’s
position, we take a segmented view
successful rather than being
important to remove the complexity
of the partner environment. In playbogged down in
engineering
where we can – after all, there’s a lot
ing to the simplification message,
out there in the market.
IBM has a view in working with
Mark Shaw, Rubrik
AAD DEKKERS: So I think we all
the channel that if we can simplify
agree on what the benefits of HCI
our portfolio and simplify the way
are and where we fit – some play in the enterprise and some play
that we incentivise our partners to go and sell those services
in their installed base. We play in the mid-market and distriband enable them to consume our services in an easier fashion,
uted enterprise space. We try to focus on the things that matter
through new contracting models and that sort of thing, then we
to partners in this space, and each partner has different needs
are making progress. I think we’re getting there. We’ve got a
depending on which customers they support.
long way to go in terms of taking it to the next step. We probOne of the topics that I haven’t seen here is edge computing. We
ably need to think about how clients will consume services from
see it happen everywhere, especially in the distributed enterprise.
the likes of Logicalis, which in turn will be consuming software/
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cloud offerings from IBM. The way we construct services to be
sold into a partner such as logicalis, to embed in their own offerings, and then be sold on, needs further consideration concerning the possible commercial models available.
ANGELO APA: One of the most difficult things for a VAR – or
any channel partner – to do, is to win new customers. And winning new customers costs a lot of money. So we have oriented
ourselves around the model that the great majority of our businesses is going through a channel, but we have no profit boost
pools to protect in our organisation, and that’s one of the advantages of having relatively low market share – so nothing is sacred.
That means we can work with these various different vendors
to provide a customer with what we think they are looking for –
sometimes we will be wrong, but at least we can then change our
mind. And I think that is going to assist the VAR, not only to differentiate themselves when going out to the market, but rather than
trying to sell the same stuff that other people are already selling and just destroying the margin completely, but to go in with a
slightly different message, which means that not only might they
win more customers, but they might keep them too.
STUART GILKS: There are two things HPE is focusing on here.
The first is helping the channel with the consumption model flexibility that aligns to customer preferences, particularly for on-premise,
whether it’s a managed service or more traditional. The second
thing we’ve seen is the shift to providing multi-cloud and hybrid
cloud – it’s simplifying IT while making it more sophisticated under
the covers. I think it maintains their [channel partners’] relevance,
whichever way the customers are going in those choices.

JOHN ROLLASON: There’s a huge amount of opportunity out
there for partners. From a NetApp point of view, it is about making
sure that we can help those partners address the different types
of buyers, the different segments. Some of those are modernising
traditional infrastructure, and it’s still a huge market and it’s still
a huge opportunity – on-premise, cloud, public cloud. But I think
generally shifting from that sort of traditional model to a cloudfirst model is where we’re focused.
JOACHIM MASON: Many of the things we’ve talked about we
would also echo in terms of our aspirations with partners. Our
partners, from a Cisco point of view, have a very established and
mature way of going to market, and it has been this way for decades. So we have to respect that and bring those things into play,
and where I am trusted and relied upon is that I never assume that
the skills base is there to begin with.
You have to invest in time, training, enablement and risk share
where possible – and have a reliable model that doesn’t contain
too many surprises.
SCOTT REYNOLDS: Not all partners are the same. At Logicalis,
we don’t have hundreds of salespeople sat at desks, mining customer contacts day after day. The key thing for us, when we are
engaging in a vendor opportunity, is to recognise where we can
bring new value to the table and support that value throughout
the entire programme.
Unfortunately, often it’s first come, first served, and the person
who gets there before anyone else secures the deal. That’s why
it’s important for us to make it known that there are partners out
there having higher-value conversations with customers. n
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Myles Leach
NFON UK
MicroScope puts its questions
to Myles Leach, managing
director at NFON UK

Morning, Myles, tell us what you do for a living

I’m the managing director of NFON UK – the UK subsidiary of
NFON AG, the only pan-European cloud PBX provider.

Why are you the right person for this job?

I have been working in telecoms since the early nineties – I
spent 10 years working as the managing director of a traditional telecoms reseller. I became involved with NFON UK
four years ago. I was attracted to the company because it
was European in its reach and it owned the technology. The
UK office was in startup mode, so it meant I could assist with
building and growing it from the ground up.

What gets you up in the morning?

Apart from my spaniels? I have a huge amount of passion for
my job and industry – I am lucky to get a buzz out of what I do,
so getting up is never a problem.

What is the best or worst business advice
you have received and from whom?

I am not a big one for advice – the responsibility always lies
with the individual. People love to give advice but it’s up to you
whether you take it.

Who helped you get to where you are today?

Ultimately, it’s my wife, children and friends who have given
me the greatest support. However, the person who gave me
my first break really helped me get where I am today. I was 19,
HOME
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applying for my first sales role – the minimum age was 25 and
the interviewer immediately sussed I was too young, but he
gave me a chance anyway.

buzzwords for technologies, which are really just dot.mark.
versiontwo.upgrades.

What advice would you give to
someone starting out today in IT?

I have four grandchildren – hard to believe when I look so young.
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Tell us something most people do not know about you
What goal do you have to
achieve before you die, and why?

I don’t have anything on my bucket list, in either my personal
or business life. I’ve seen what greed and ambition can do to
people; embracing what you have is much more positive. That
doesn’t mean being lazy, it just means being content, happy
and satisfied with the life you have
chosen to lead.

It depends who you are talking to. Users/business owners
never talk about it; they are just
interested in addressing pain
points and measuring positive
here have always been
outputs. There have always been
buzzwords in industry digital
buzzwords in industry – digital
transformation is just the latest in
transformation is just the
a long line.
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What is the best
book you’ve ever read?

That’s a difficult one – I tend to
binge-read crime thrillers on
holiday, but I wouldn’t say they are
latest in a long line
What do the next five
of the highest quality worthy of
M
yles Leach, NFON UK
years hold for the channel?
recommendation. I recall reading
More consolidation and an accelBobby Robson’s book Farewell but
eration of change. I am excited about the channel opportunities
not goodbye: My autobiography and really enjoying it.
that lie with cloud telephony – latest industry statistics outline
that cloud telephone penetration in the UK already amounts
And the worst film you’ve ever seen?
to 13% and it is expected to grow to around 27% in 2022. It’s
It’s been a long time since I watched a bad film – I have a
exciting because it’s a whole new technology, unlike those
10-minute rule on Netflix before it gets switched off.

”

❯Click here to read more five-minute interviews online
microscope.co.uk

September 2018 34

FIVE-MINUTE INTERVIEW
Home

Five-minute interview
Channel comment:
GDPR compliance and
cyber security are under
discussion this month

If you were facing awesome peril
and impossible odds, which

how does it compare with
what you drive now?
My first car was a Morris
1100, and I now drive a
Land Rover Discovery.
The key difference is
that when I get in my
car now I can be
99.9% sure I’ll get
from A to B.

real or fictional person
would you most want
on your side and why?
I admire Winston Churchill.
He faced impossible odds
and managed to succeed
thanks to his leadership.

And finally, a grizzly

Who would

you least like to
be stuck in a lift
with? Why, what
did they do?
As a salesman at heart,
I am pretty sure there is no
one on this planet I couldn’t
make small talk with.

“I cannot

resist food and wine”
Myles Leach, NFON UK
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I’d love to be an eagle – having no restrictions in being able to
fly anywhere would be incredibly liberating.

bear and a silverback
gorilla are getting ready
for a no-holds-barred
rumble. Who is your
money on and why?
The gorilla. It has speed and
agility over the bear, and it
could take it by surprise by
jumping out of a tree. n
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If you could be any animal for a
day, what would you be and why?

R
MA

Your finger for
your phone?

What was your first car and

Food and wine – every time.

E
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in music – my playlists can
include anything, ranging from
Black Sabbath to Sam Smith.

What temptation can you not resist?
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Desert Island MP3s?
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Play the long game in GDPR compliance by helping
businesses become compliant and stay compliant
Jamie Graves, CEO, ZoneFox
Simon Quicke’s editor’s comment in the May issue of MicroScope
hit the nail on the head. After a long time coming, the General
Data Protection Regulation (GDPR) has moved beyond guidance
on a screen to having very real consequences for brand reputations and companies’ bottom lines. A relaxed attitude to data privacy and protection in light of the Cambridge Analytica scandal
simply won’t be tolerated by customers and consumers.
The channel has an important role to play in ensuring companies embrace the three key pillars of compliance by using
their expertise and working with customers on how to approach
compliance, how to become compliant and, most importantly,
how to stay compliant.
It’s this last point where I see a real opportunity for the channel.
To say you are GDPR compliant is a very “now” statement, but it
is a status that can quickly change. Wise resellers will recognise

the market potential in GDPR and play the long game to grow
revenues and enhance their market position through consultancy
services as implementation of the regulation develops.

Cyber security awareness isn’t the same as cyber
security knowledge, which is where MSPs come in
Tim Brown, vice-president of security, SolarWinds MSP
Do businesses know exactly what they’re up against when it
comes to cyber security? Apparently, they do – though their
actions say otherwise.
According to research conducted by SolarWinds, businesses are
very aware of the threats they face – not just that they are under
attack, but also what this growing number of threats means. They
know malware and ransomware could cause havoc, and even the
most obscure threats from the “Vault 7” leak had some recognition among senior security executives.
But what’s also clear from our research is that this awareness
isn’t helping businesses protect themselves from attack. All it’s

❯Send your letters and comments to squicke@techtarget.com
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giving them is a sense of helplessness, as they are unable to prevent these attacks from taking place.
So, for example, while around seven in every 10 businesses
surveyed were aware of the WannaCry and Petya vulnerabilities,
around half had not applied the patches they need to. A third
were sure they would be unable to prevent an attack by these
means. Educating businesses on cyber security risks is only part
of the battle – they also need solutions.
Managed service providers (MSPs) are perfectly placed to
make the most of this opportunity. They have customers that
need help and, most importantly, don’t need to be convinced
that they need help. They are in the position many salespeople
dream about – with a potential customer in need of just a little
nudge over the line.
To do this, MSPs need to position themselves as security consultants, offering help with both security awareness and the technology, the staff and the knowledge to prevent these attacks.

This may require more than a sales pitch – if businesses see an
MSP as simply “the guys who fix computers”, they may be less

“MSPs need to consider how
their customers and prospects
see them, and if they are credible
as security consultants”
Tim Brown, SolarWinds MSP

likely to buy security services. MSPs need to consider how their
customers and prospects see them, and if they are credible as
security consultants. If not, they need to take the necessary steps
to change this so they are able to grab the opportunity. n
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