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Things that we completely take for granted today,

were uncommon or strange just a few years ago.




“It is not the

strongest

that survives,

nor the most intelligent,
but the one

most responsive to change.”




“It is not the

strongest of the species
that survives,

nor the most intelligent,
but the one

most responsive to change.”

Charles Darwin
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Partner Transformation

FROM TO
ICT Spending 2013-2020 (SM)
Technology 2d Platform 3'd Platform 8,000,000
m 3rd Platform
_ _ >,000,000 m 2nd Platform
Time Horizon 4.000.000 1
CAGR 11.7%
3,000,000
Customer
2. 000,000
CAGR 0.8%
Sales Motion 1.000,000
0
Marketing 2013 2014 2015 2016 2017 2018 2019 2020
Source: IDC
Activities

Big Data/

Mobility Analytics

Competition
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Focusing on the IT environment:
Networks
Database

Focusing on Usage:
Training and Adoption
Change Management
Advisory Services
Sharing Domain Expertise
Creating IP (Product, Process, etc.)
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mm mn

Cloud Sales

mnmm

Internal Focus — Eliminate Conflict

Integrated Sales

EAI A

LI

External Focus — Offer Choice
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Resale ——>  Services
Pro Services —— Mgd Services
Services ——> Creating IP

Partner Revenue - 2005

Partner Revenue - 2012

Resale,
36.4%

n=503
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Q. Which of these apply to your

A.

company?

I'd probably say all of them...
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