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Channel gets set for a busy second half

The summer has finally arrived and, with it, a chance to review progress so far this year and to look ahead to what should be a 
cracking second half.

Digital transformation continues to dominate the discussions, and that is not going to change in the second half of this year. But 
what will change is the number of customers moving from plans to projects, and from ideas to something more tangible.

There are no signs that the pressure customers feel under to change their businesses is going away soon. If anything, the opportunities 
will continue to increase as firms change the way they operate and become more reliant on data analytics.

Elsewhere, those looking after data and security are becoming more concerned about the number of customers that have yet to get 
ready for the EU’s General Data Protection Directive (GDPR). This lack 
of readiness offers a good opportunity for partners to step in and help.

In the past few weeks, there has been even more research indicating 
that plenty of small and medium-sized enterprises are yet to get to 
grips with GDPR and are struggling with a lack of confidence around 
the compliance regulations.

The other theme that continues to run along in the background is 
the move towards managed services. The channel is changing and 
continues to do so as it takes steps to safeguard its future. That will 
not diminish as the second half gets under way. Already, there have 
been cloud summits and partner conferences outlining the changing 
landscape, and there are plenty left in the diary for the rest of the year.

The channel might have worked hard to get away from being a sea-
sonal business, but the fourth quarter is traditionally the big one. As that draws closer, we can all expect to see more products and 
innovations coming from the vendors keen to get their channel partners armed for action. n

Simon Quicke, editor
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Veeam’s enterprise focus reaps rewards
Cloud and enterprise push sees the availability software specialist engaging with channel heavyweights

Last year, Veeam Software announced it was widening its 
customer base by aggressively targeting enterprise-sized 
companies – a move that appears to be paying off, with the 

firm now garnering the attention of some major channel players.
It marked a shift in the data availability and disaster recovery 

as a service (DRaaS) specialist’s strategy. It not only shifted its 
focus onto the enterprise, but started making greater inroads in 
the cloud, all with the goal of becoming a billion-dollar revenue 
company by 2019.

By the end of 2016, Veeam counted 73% of the Fortune 500 
and 56% of the Global 2000 as customers, with the number 
of new enterprise customers growing by 48.6% to 761. It also 
reported 79% year-over-year growth across its cloud business.

Speaking at the vendor’s annual customer and partner event, 
VeeamON, Veeam CEO Peter McKay said the company has 
added 4,000 enterprise customers every month for the past 
six quarters.

The event highlighted the company’s growth in enterprise and 
cloud – not least as it showcased a product portfolio expanded 
to address not just virtual, but physical and cloud environments. 
As a result, Veeam vice-president of North West Emea Richard 

Agnew said the vendor was now appealing more frequently to the 
likes of Computacenter, SCC and other large systems integrators 
(SIs), which certainly wouldn’t have been the case previously.

“Like all big partners, they like to have a tick box of what prod-
ucts fit what solution,” he told MicroScope. “A couple of years 
ago, we were probably sitting in a little niche – if you had a rela-
tively small, virtualised-only environment.

“Now they are looking at us because we’ve got physical, we’re 
infinitely more scalable, we’ve got the links to the cloud and 
we’ve announced the Continuous Data Protection [CDP] sys-
tem, so they think we’re a major player. We have the opportu-
nity to get into significant bids and that’s starting to happen. 
We are being seen [by big SIs] as much more mainstream. We 
have the functionality around the things customers are looking 
for,” he said.

Veeam highlighted several new products targeted at enterprise 
customers, including the Veeam Availability Platform for the 
Hybrid Cloud, which it said enables its channel partners to sell 
a greater number of business continuity and availability services.

The firm also renewed its commitment to cloud with a host 
of additions to its Availability Platform: the Veeam Availability 

ANALYSIS

http://www.microscope.co.uk
http://searchstorage.techtarget.com/definition/data-availability
http://searchdisasterrecovery.techtarget.com/tip/When-picking-a-DRaaS-provider-preparation-makes-perfect
http://searchdisasterrecovery.techtarget.com/tip/When-picking-a-DRaaS-provider-preparation-makes-perfect
http://searchcio.techtarget.com/definition/Fortune-500
http://searchstorage.techtarget.com/blog/Storage-Soup/Veeam-revenue-gets-jolt-from-cloud-enterprise-sales
http://searchdatabackup.techtarget.com/news/450303050/Veeam-availability-expands-in-hybrid-cloud-platform
http://searchdatabackup.techtarget.com/news/450303050/Veeam-availability-expands-in-hybrid-cloud-platform
http://www.computerweekly.com/news/450417530/SLAs-being-met-but-most-fall-short-of-always-on-backup-and-restore-needs


microscope.co.uk July 2017 4

Home

Editor’s comment

Veeam’s enterprise 
focus reaps rewards

GDPR countdown:  
less than a year to go

Rise of hardware  
as a service: how 
resellers can benefit

How faith in IT  
can be lost at the  
flick of a switch

Plug in to the flash 
storage trend to cash 
in on SME readiness

Cloud goes to 
market: benefits and 
disadvantages of the 
emerging trend

Five-minute interview: 
Adrian Thirkill, CEO 
of managed service 
provider GCI

Channel comment

Console and Veeam Agents; Veeam CDP and vCloud Director 
Integration for DRaaS and tape as a service; as well as 
multi-tenancy, multi-repository and automation capabilities in 
Veeam Backup for Microsoft Office 365.

It also stressed its partnership with Microsoft, with services 
such as Direct Restore to Microsoft Azure, where organisations 
can take on-premise workloads and restore or migrate them to 
Azure using automated conversion capabilities.

Delivering services
As part of this move to cloud, the company is also actively 
encouraging its partner base to adopt more service-based 
competencies. “That’s an obvious place for partners to make 
more margin, and be stickier with the customer,” said Agnew.

He highlighted Veeam’s professional services-focused initia-
tive, the Veeam Accredited Service Partner (Vasp) programme, 
which features increased marketing and technical services for 
partners delivering professional services around Veeam’s avail-
ability portfolio.

Matthew Chesterton, CEO of Veeam partner OffsiteDataSync, 
said: “Our market reach expands exponentially as our partners 
receive referrals directly from the source, and our ability to 
engage with them and support their teams increases as their 
customer base grows as a result of reselling our solutions.”

Agnew said: “Generally, it’s a transformation project. It’s a 
storage refresh which triggers a server refresh. Maybe they’re 
looking into hyper-converged or the journey to the cloud, so 
the big guys like Computacenter and SCC have practices built 

Veeam’s vice-president, Richard Agnew, believes the company is destined for  
more big deals in the future as it sets its sights on the enterprise and cloud

ANALYSIS
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around that, and they have the ability to pull us in and offer 
solutions to migrate more data to the cloud.”

Mind the gap
Veeam’s  2017 Veeam availability report, which surveyed 1,000 
senior IT leaders, reported 96% of organisations have digital 
transformation initiatives on their roadmap and more than half 
of those initiatives are in process now. 

The report also claimed 82% of enterprises admit to be suffer-
ing from what it describes as an availability gap, which is the gap 
between user demand for uninterrupted access to services and 
what IT can deliver. It said this is affecting the bottom line to the 
tune of $21.8m per year.

As such, the firm is pushing the opportunity for the channel 
around cloud-based DRaaS. Citing figures from IDC that predict 
67% of enterprise IT infrastructure and software over the next 
three years will be cloud focused, Veeam said. It said cloud-based 

DRaaS would “be essential to meet availability and compliance 
requirements in the modern cloud era”. It added that Gartner esti-
mates the DRaaS market will nearly triple in the next two years, 
hitting $3.4bn by 2019.

Veeam has around 2,500 registered, silver and gold partners in 
the UK. The company isn’t embarking on partner acquisition any 
time soon, however. Agnew said instead of focusing on recruit-
ment, the firm wants to do more with its gold partners, “to get 
them doing much more repeatable business with us”.

Agnew believes Veeam’s enterprise and cloud outlook will 
mean more big deals in the vendor’s future. He described the firm 
as now being a “big international player”, going up against the 
likes of IBM and Veritas in enterprise deals. With Veeam grow-
ing at around 30% per year, and the backup and recovery market 
growing at 4% in the UK, “by default, we have to be taking mar-
ket share”, said Agnew. With this focus, it appears Veeam is on 
course to hit its billion-dollar target by 2019. n

❯As the hype for multi-cloud grows, what do enterprises need to do to make it work?

ANALYSIS

IDC predicts a significant rise in enterprise 
IT infrastructure and software in the  
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GDPR countdown: less than a year to go
This time next year, the General Data Protection Regulation will be in full force, but there is still a lot of work for the 
channel to do to help customers protect their own customers’ data in line with the new rules. Simon Quicke reports

With just under a year to go until the European Union’s 
General Data Protection Regulation (GDPR) comes 
into force, the countdown to compliance has begun, 

giving the channel a window of opportunity to go out to custom-
ers and give them a nudge about taking steps to protect their data.

The GDPR rules will be enforced from 25 May 2018, but despite 
plenty of vendors discussing the issue – with roadshows, webi-
nars and the like being dedicated to the topic – many customers 
have yet to take steps towards compliance.

A number of reports have been issued to coincide with the 
countdown, and these provide an insight into just how much work 
remains to be done. 

Research from DMA indicates that half of businesses will not 
be ready in time, and a quarter of those have not yet embarked 
on a GDPR compliance plan. “Despite high levels of awareness, 
with a year to prepare for the new laws, the number of businesses 
that believe they will be ready in time has dropped to just over 
half,” said Chris Combemale, CEO of the DMA Group.

One of the problems identified by DMA is that of confusing 
messages from the regulators over exactly what steps customers 

need to take. The company has called for more transparency and 
clarity in the run-up to the introduction of the data protection 
regulation next year.

“As Britain’s role in the world changes, we must look at a global 
approach to free trade, with free movement of data at its heart 

and the UK at the centre. Britain, as the leading digital economy, 
is well placed to be this global centre of innovation, skills and 
competencies driving global economic growth. But we need clear 
guidance from regulators or risk the consequences come May 
2018,” said Combemale.

ANALYSIS
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Lack of customer preparedness for GDPR was also the theme 
of research from the Blancco Technology Group, which found that 
UK organisations were behind in their preparations compared 
with their European counterparts, and most did not have solid 
data management practices in place.

“If an organisation cannot find its customers’ data, how will 
it be capable of erasing the data and complying with the EU 
GDPR’s requirements? Once it does finally locate its custom-
ers’ data, the next step is erasing the data permanently so that 

it can never be recovered,” said Blancco’s chief strategy officer, 
Richard Steinnon. “But as our study reveals, it’s quite common 
for organisations to use insecure and unreliable data removal 
methods, such as basic deletion and free data wiping software, 
which further undermines their security and compliance with 
the EU GDPR. 

“The first priority for all companies should be to gain a complete 
picture of all data collected, stored or processed that contains EU 
citizen and resident information,” he advised.
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There will be a lot of focus on the issue between now and the 
arrival of GDPR, and the advice to firms today is that there is 
still time left to work towards compliance, but this work must 
start without delay.

“With a year to go before the GDPR is implemented, it is a good 
time for businesses to pause and check that they will get to the 
finish line in time. Many companies are undertaking a detailed 
GDPR gap analysis or sophisticated data mapping, and while they 

can be useful tasks in themselves, it is worth re-examining them 
to see if they can be simplified to bring forward key remediation 
tasks,” said Ashley Winton, a partner at law firm Paul Hastings 
and chairman of the UK Data Protection Forum.

“For many companies, GDPR compliance will be greatly assisted 
by alterations to existing databases and technologies, so in the 
GDPR compliance triage an immediate focus on technology could 
be a lifesaver,” he added. “In the UK, there will be no grace period 
for compliance with the GDPR, so now is the time for businesses 
to re-assess their approach to becoming compliant.” n

“in The gdpr compliance 
Triage, an immediaTe focus on 

Technology could be a lifesaver”
Ashley Winton, PAul hAstings

❯How UK organisations can prepare for the EU General Data Protection Regulation
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Leasing in the IT sector is on the rise. The 2017 Global leas-
ing report revealed that the UK leasing industry captured 
$87.13bn in new business volume in 2015 – a 14% increase 

on the previous year. The largest rate of growth came from the IT 
equipment market, which expanded by 38%.

The latest development taking the channel by storm is hard-
ware as a service (HaaS). The “as a service” model is not new, 
but it usually refers to cloud-based offerings such as software as 
a service (SaaS) – the best-known form.

Big brands are responding to this shift in market demand 
by offering HaaS solutions. For example, Microsoft launched 
Surface as a Service in 2016 to supply customers with a man-
aged offering of Surface hardware and associated cloud soft-
ware on a hybrid lease and subscription model. Meanwhile, 
Dell’s finance arm has also made noises about including formal 
HaaS solutions in its product offering.

Pay per use
Among consumers, the notion of “pay per use” has been around 
for some time, most commonly in the form of mobile phone 
contracts. Leasing is also a common way to acquire essential 
assets, such as cars. And it seems the popularity of these pay-
ment models is also making its way into the business world. 
According to the Economist Intelligence Unit, 80% of business 
buyers also want flexible payment solutions that can scale to 
suit their changing needs.

IT resellers and suppliers in the channel need to pay atten-
tion, or risk falling behind the competition. Rather than leave 

EXPERT VIEW

Rise of hardware 
as a service:  
how resellers  
can benefit
The IT leasing market is booming, and  
resellers are well placed to cash in on the  
“as a service” model, says Jean-Michel Boyer, 
CEO at BNP Paribas Leasing Solutions UK
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the question of how pay for the solution unanswered, resellers 
should consider taking a leaf out of the typical car dealer’s sell-
ing process, which promotes every sale on a cost-per-month 
basis. This helps to reinforce affordability and usage, rather than 
capital expenditure and ownership.

Technology is constantly changing and the latest models are 
invariably the most expensive. A HaaS approach gives busi-
nesses access to the technology they need, without costing 
them a fortune. Customers don’t need to purchase computers, 
servers or printers outright that will inevitably become obsolete 
in a few years – they can lease them for a defined period of time 
at an affordable fee. 

At the end of the contract, these assets are returned to the 
finance company, allowing the reseller to instigate a new sales 

opportunity and helping to aid long-term customer retention 
in the process.

When a reseller has a long-term relationship with a customer, 
it is better placed to understand their needs and act as a con-
sultant to suggest other suitable services. These leasing agree-
ments ensure regular income for the reseller and predictable 
payments for the customer.

Given that “as a service” is here to stay – and only set to increase 
in popularity – resellers that are looking to take advantage of this 
market should partner with a leasing company that can offer flex-
ible payment options. These include hardware leasing, but can 
also allow for the bundling of service elements, such as installa-
tion, configuration, security, training and maintenance, into one 
contract. In fact, this approach is increasingly becoming part of an 
overall solution that also includes software and hosted solutions. 

No need to hold back
The UK’s IT leasing market is lucrative: the Finance and Leasing 
Association valued it at £2.3bn in 2015. A climate of economic 
uncertainty is also fuelling the appeal of leasing. Businesses that 
may have delayed investing in new hardware because of limited 
cashflow no longer need to hold back.

Leasing and payment models such as HaaS are still not com-
monplace, however. Resellers need to discuss finance options with 
their customers and prospects early in the sales cycle. Offering 
hardware on this basis provides resellers with valuable opportu-
nities to improve their market position and grow their businesses 
– while helping customers to grow theirs. n

given ThaT “as a service” is here 
To sTay and only seT To increase 
in populariTy, resellers ThaT are 

looking To Take advanTage of 
This markeT should parTner wiTh 
a leasing company ThaT can offer 

flexible paymenT opTions
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Ihave to say that I find the recent revelations over the cause 
of the BT IT failure that led to 700 flights from Heathrow and 
Gatwick being cancelled over the May bank holiday weekend 

funny in both a “ha ha” and an “oh my God” way.
Initially, BA suggested an exceptional power surge had caused 

the problem. The company elaborated on the issue on 31 May, 
revealing the failure had been caused by damage to servers in 
an overwhelming surge when the electricity was restored after a 
loss of power. “There was a total loss of power at the datacentre,” 
the company said in a statement. “The power then returned in an 

uncontrolled way causing physical damage to the IT servers.” BA 
stressed that “it was not an IT issue, it was a power issue”.

However, observers were quick to point out to Reuters that a 
large enterprise such as BA with a main IT system and a backup 
should not be vulnerable to a power surge in a single location. 
Most large organisations usually have uninterruptible power sup-
ply and backup systems in place for their datacentre operations.

according To reporTs, 
The ba iT failure was caused 

by a mainTenance worker 
accidenTally swiTching 

off The power supply
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Faith in IT can  
be lost at the  
flick of a switch
The recent BA IT failure showed just how 
the expectations that technology systems 
will always work can quickly evaporate  
and got Billy MacInnes thinking about  
the cause of the problems
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I think we can all agree that’s not a laughing matter as it shows a 
level of unpreparedness you wouldn’t expect from such a big busi-
ness. However, what is a laughing matter (as well as being quite 
shocking) is the latest suggestion about the cause of the initial 
power failure. According to reports, the failure was caused by a 
maintenance worker accidentally switching off the power supply.

It sounds absolutely ridiculous that a datacentre could fail 
because someone switched off the power supply – something 
that you would assume would be the stuff of comedy – but it’s 
not completely unbelievable. 

However, the company managing the datacentre was quick to 
pour cold water on the story, claiming the cause of the failure 

had not yet been determined. “Any speculation to the contrary 
is not founded in fact,” CBRE told The Guardian.

Still, there’s something comical (farcical even) about a scenario 
where a company is brought to its knees by a catastrophic IT fail-
ure and the camera pans to someone kneeling at a plug socket 
going “Oops!”. It’s not too hard to imagine a comedy team writing 
a sketch about it right now, even if most people in the IT world 
would dismiss it as far-fetched and absurd. 

Nevertheless, the fact that people outside the IT industry are 
willing to accept it as a potential cause of the failure shows their 
faith in the robustness and resilience of IT can be changed at the 
flick of a switch. n
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Arecent survey by Persistence Market Research (PMR) 
suggests the small to medium-sized enterprise 
(SME) segment of the flash-based array market is 
projected to increase at a compound annual growth 

rate (CAGR) of 22.3% from 2016 to 2024. If SMEs are becoming 
more open to flash, what opportunities will it create for channel 
partners? Which vendors are best placed to sell flash to SMEs? 
What can channel partners do to make sure they are ready to 
exploit the opportunities?

Laurence James, NetApp product, alliances and solutions man-
ager, says the flash trend was confirmed in its recent survey, which 
found more than half of smaller businesses were using flash, while 
one in five were planning to adopt it in the foreseeable future.

When asked why SMEs were becoming more interested in flash, 
James responds that with the cost of flash storage coming down 
and the arrival of new hybrid flash systems optimised for SMEs, 
it’s a trend that “the channel needs to embrace”.

Andy Brown, technical director for Azlan  Technology Solutions, 
agrees: “There is no better time for the channel to capitalise on 
the opportunity to sell flash storage to SMEs.” He adds that SMEs 
are starting to look at flash as the next thing in storage technol-
ogy, and are asking about the reliability and availability it provides.

Paul Silver, Emea vice-president at Tegile Systems, says: “Flash is 
no longer just for large-scale enterprises. The cost of flash-based 
systems is now on a par with, if not less than, disk-based arrays.” 
It’s no longer viable for SMEs to maintain separate SAN [storage 
area network] and NAS [network attached storage] infrastruc-
tures, so they are attracted by the idea of single systems that can 
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cope with performance-hungry applications and 
support virtualised environments, he says.

Silver believes the flood gates are open for 
wide-scale flash adoption for the channel. With 
the price point, availability and flexibility becoming 
more attractive to SMEs, he says the overall market 
for flash is set to grow exponentially, together with 
the opportunity for channel partners.

Sarah Shields, Dell EMC UK and Ireland channel vice-president 
and general manager, says there is a great opportunity for the 
channel to upsell higher margin flash hardware by either rec-
ommending an early technology refresh if customers are expe-
riencing performance bottlenecks, or by selling in-lifecycle flash 
upgrades for existing hardware.

Taking advantage of flash 
The consensus appears to be that flash represents a big opportu-
nity for resellers in the SME space, but how do they ensure they 
can take advantage of it? Brown says the best way for resellers to 
maximise their opportunities is to be aware of the different ven-
dor strategies and initiatives for flash as a long-term solution. For 
example, vendors are promoting the savings to be made in terms 
of maintenance and total cost of ownership (TCO). With the price 
per gigabyte of flash storage tumbling, Brown says it is becoming 
affordable to organisations of all sizes, and presents a real rev-
enue opportunity for the channel.

Channel partners also need to prepare for a change in refresh 
cycles from the traditional three to four years to as much as 

seven to eight years with flash. “A new approach 
is required, including moving the conversation on 
to what is the bigger picture for the customer and, 
in doing so, opening up the opportunity for a larger 
deal,” Brown says.

Dell EMC’s Shields argues that, as with any per-
formance IT, the key to unlocking the opportunity 
lies in understanding what customers might want 

to do with it. Why would an SME need high input/output opera-
tions per second (IOPS) and disk performance from its infra-
structure? “That’s where the channel opportunity comes in,” she 
says. A channel partner should know if a customer needs higher 
Microsoft Exchange performance for email, has a particularly 
demanding analytics application, or is trying to encode video or 
encrypt files or any other input/output (I/O) intensive process as 
part of its day-to-day operations. 

“Many partners believe they can help customers by understand-
ing what IT they have or what they’ve bought in the past,” Shields 
says. “However, what’s key is understanding how and where you 
can help address their operational pain points, through the intro-
duction of high-performance hardware.”

Exploring business benefits
NetApp’s James believes SMEs should be demonstrating the 
ongoing business benefits of flash storage in a world of increasing 
digitisation. Technologies such as data mining, predictive analyt-
ics and machine learning are data-driven technologies best run on 
flash storage. “Channel partners that can help advise and guide 

FLASH STORAGE

❯We look at the need for new 
approaches to storage as  

ever-increasing demands are 
placed on all-flash arrays. 
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customers on the changing path to digitisation stand to gain the 
most from this growing market, and vendors will have to work as 
key partners in this knowledge-sharing process,” he says.

Tegile Systems‘ Silver says: “The key for channel partners is 
to ensure that they are up to speed on all storage vendors and 
are familiar with the technologies available on the market.” This 
helps partners to align themselves with the vendors that provide 
the broadest range of capabilities with the greatest simplicity.

He stresses that distributors such as Exertis can work closely 
with resellers using sizing tools and pre-sales expertise to offer 
the best solution for their customers. “Our professional services, 
which can be white-labelled by our resellers, provide a range of 
post-sales support for their customers. We also provide techni-
cal training for resellers to take advantage of market opportuni-
ties,” he says.

Azlan Technology Solutions’ Brown is convinced partners 
that invest time and resources in upskilling will reap the finan-
cial rewards and strengthen customer loyalty by talking flash 
to their customers. “The technology is becoming easier to sell 
than classic storage solutions, but cloud storage is waiting in 
the wings,” he says. 

According to Brown, it is vital that partners understand the 
strengths and weaknesses of the different options. “The best 
way to do this is to speak to distributors that can provide easy 
access to the different vendors in this area, including Dell EMC, 
Hitachi Data Systems, HPE, IBM, NetApp and Nimble. In addi-
tion, distribution has the expertise to help design the right solu-
tion to meet a customer’s business needs,” he says. n
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Cloud marketplaces are being promoted with increasing 
vigour as a platform for buying and selling cloud-based 
software and services from a variety of providers. But 
can they live up to the hype for resellers? Are there any 

issues channel partners need to be aware of before using cloud 
marketplaces? What should they look for in a “good” cloud mar-
ketplace and what are the signs of a poor one?

Cloud marketplaces provide resellers with a one-stop shop for 
a number of suppliers’ products that can be rapidly deployed by 
customers. Chris Hill, Emea director of business development 
at Barracuda, says they offer increased speed and flexibility for 
customers and allow resellers to extend into services that can 
be more profitable in the long run. The majority of customers 
would prefer to use a trusted reseller to help deploy cloud prod-
ucts, so partners should use cloud marketplaces to help them 
on their journey to becoming service providers and to gain an 
opportunity to build long-term successful relationships, he says.

Dave Stanley, managing director at Aditinet, lists lower cost 
to entry, a quicker sales cycle and less need for in-house tech-
nical resources as the main benefits of cloud marketplaces. 
The biggest value is in the advisory expertise piece, which is 
seen repeatedly with channels. “Ultimately, it’s unlikely that all 
services will go to the cloud. This gives resellers the oppor-
tunity to offer professional advice around the prioritisation of 

Cloud goes to market
As the channel increasingly turns towards cloud markets, Billy MacInnes 

looks at benefits and disadvantages of the emerging trend
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cloud services – which should remain on-premise, be hybrid or 
be cloud-based,” he says.

Alex Raistrick, director for Western Europe at Rubrik, says 
cloud marketplaces enable resellers to get their name known 
with their areas of specialisation in lights. “Marketplaces help 
smaller resellers break into larger organisations simply by 
showing what specialist services they offer in a market trusted 
by hundreds of customers,” he says.

However, a potential pitfall is that they often have to share 
prices publicly and show their hand in an environment where 
their competitors can also see that information. “This could 
open up a bidding war, resulting in low-margin business if the 
partner doesn’t articulate their skills and value well enough,” 
warns Raistrick.

One of the basic issues resellers need to address, according 
to Adam Eaton, sales director at Pulsant, is to make sure the 

marketplace they use has access to the cloud providers that 
customers want to use. “It is critical to understand what the 
cloud provider is delivering to you as a service,” he adds. “Many 
will describe levels of automation and billing, but I would insist 
on a practical demonstration of available functionality.”

The importance of value
Aditinet’s Stanley argues that marketplaces reduce the amount 
of value the channel can offer, putting long-term revenues at 
risk. Marketplaces will alter the power dynamic between the 
cloud service provider and the customer, which eventually 
calls into question the need for the channel, he says. “The onus 
is on the channel to adapt to customer demands, respond to 
the market and minimise dependency on revenue from legacy 
renewals to avoid being left in a vulnerable position,” he warns.

Dan Cavanagh, Emea channel director at Nimble Storage, 
says marketplaces should reward resellers with recurring (pay-
ing month-to-month options) or upfront (pre-pay option) fees. 
“Such a capability provides the channel more ways to mon-
etise cloud, but also allows customers to consume cloud with 
opex [operational expenditure] and capex [capital expendi-
ture] budgets,” he says. This also gives the channel migra-
tion strategies to and from the cloud to ensure customers can 
avoid cloud lock-in and ramp up or down cloud services based 
on their business demands.

Another area that resellers need to be aware of is differentia-
tion, which could be a significant issue as cloud marketplaces 
become pervasive, says Eaton. “You need to understand what 
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your differentiator is and how the store-front you are planning 
on using allows you to gain customers through your differen-
tiation,” he adds.

Reza Honarmand, Emea vice-president of cloud at Tech Data, 
urges resellers using a cloud marketplace to ensure that the right 
people have access to it, as it could change an organisation’s 
order process. Resellers should ensure that they match their tra-
ditional billing systems to those of the cloud marketplace, so that 
when invoices are being produced, they are captured, he adds.

What to look for and what to avoid
Away from the possible pitfalls, what factors do resellers need 
to look for if they want to ensure they have chosen a good cloud 
marketplace? According to Aditinet’s Stanley, it should demon-
strate a mature channel attitude and have clearly defined points 
where the channel can input value. 

“White-label opportunities, clear marketing messages and 
communication of channel expertise will be features too. What’s 
vital for a strong cloud marketplace is that the cloud initiative stays 
within compliance, GDPR [General Data Protection Regulation] 
guidelines and regulatory needs of the market,” he says.

Eaton adds that a good cloud marketplace can help resellers 
that don’t have the technical knowledge in-house to support 
some of the available cloud services. “A good cloud market-
place will be able to support you with your technical queries 
and remove from you the burden of dealing directly with the 
cloud providers,” he says. “Provision of cloud services for your 
customers should be seamless, fast and require minimal input.”

CLOUD MARKETPLACES

Tech Data’s Reza Honarmand warns that poorly 
designed marketplaces can slow down processes  
and increase risk if security does not come guaranteed

http://www.microscope.co.uk
http://www.computerweekly.com/feature/GDPR-a-quick-start-guide
http://www.computerweekly.com/news/450411289/Cloud-based-contracts-make-up-a-third-of-IT-outsourcing-contracts-in-2016


microscope.co.uk July 2017 19

Home

Editor’s comment

Veeam’s enterprise 
focus reaps rewards

GDPR countdown:  
less than a year to go

Rise of hardware  
as a service: how 
resellers can benefit

How faith in IT  
can be lost at the  
flick of a switch

Plug in to the flash 
storage trend to cash 
in on SME readiness

Cloud goes to 
market: benefits and 
disadvantages of the 
emerging trend

Five-minute interview: 
Adrian Thirkill, CEO 
of managed service 
provider GCI

Channel comment

So what do resellers need to look out for to avoid getting 
entangled with poor cloud marketplaces? Honarmand says 
good marketplaces can speed up processes and be as fric-
tionless as possible. They can also deliver enhanced security, 
such as secure passwords and user data storage, but poorly 
designed marketplaces could slow down processes and pre-
sent increased risk if appropriate levels of security are not 
guaranteed, offering users a poor experience.

Stanley says telltale signs of a poor marketplace can include 
vendors that mix messages and sell directly, such as through 
websites. In some cases, they might offer too many manage-
ment options and try to solve problems in silos instead of 
taking advantage of the cloud to deliver a seamless platform 
to customers. “The power of the cloud is collaborative and 
designed to leverage lots of initiatives for customer benefits,” 
he says. “That’s what we need to see more of.” n
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Tell us what you do for a living
I am the CEO of managed service provider GCI.

Why are you the right person for this job?
I have a lot of experience in different aspects of technology 
internationally and nationally. I have experienced the running of 
a business from many sides, from operations across to market-
ing and sales, so can bring a refreshing view to how things best 
fit together for the customer. However, I start on the basis that 
I assume nothing, then we get the right answers as a team.

What gets you up in the morning?
A strong cup of coffee, choosing a positive attitude, and the 
need to achieve.

Who helped you get to where you are today?
I’ve had some great managers and worked with leaders in tech-
nology and beyond. Lakh Jemmett, managing director at Colt, 
was a brilliant visionary, as was David Rowe, who started and 
created Easynet. I keep an open mind and don’t assume any-
thing. I’m fortunate that the people I work with now all offer dif-
ferent perspectives. I love to hear the views of younger people, 
as their take on digital transformation is often radically different. 

What is the best or worst business advice  
you have received and from whom?
The worst advice was from a manager I used to work with. He 
said the only way to get things done is to shout and dominate. 

Adrian 
Thirkill
GCI
MicroScope puts 
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Adrian Thirkill, 
CEO of GCI
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The best advice was from Greg Clarke, current chairman of the 
Football Association, who said you can’t go back in time and 
change things, so don’t waste energy and instead find a way of 
dealing with it and always move forward.

What advice would you give to  
someone starting out today in IT?
Be confident, be honest, be factual, be direct, be fun.

What does the next  
five years hold for  
the channel?
Digital transformation will acceler-
ate. You can’t transform the way 
business works globally and then 
expect the channel to buy, sell and 
deliver in the same way. 

Tell us something most 
people do not know about you
I’m a fly fisherman. Some people do yoga to find inner peace, 
but this is my karma. It requires total concentration and it’s a 
great way of switching off from everything else.

What is the best book you’ve ever read?
John Gierach’s Standing in a river waving a stick. It has chal-
lenged the way I look at my hobby, but is a great narrative on 
life in general.

And the worst film you’ve ever seen?
Assassin’s Creed – it’s truly awful and the story made no sense.

What would be your desert island MP3s?
Buzzcocks, Why Can’t I Touch It. Radiohead, Identikit. Goldfrapp, 
You Never Know. Martha & the Vandellas, Dancing In The Street.

What temptation can you not resist?
Walking over any bridge and  
not looking in the river.

What was your first car 
and how does it compare 
with what you drive now?
An Army Land Rover. It could go 
anywhere, do anything and, best 
of all, you could fix it yourself.

If you faced awesome peril 
and impossible odds, which real or fictional 
person would you most want on your side?
Doctor Who – he never loses, and when he dies, he regenerates.

And finally, a grizzly bear and a silverback 
gorilla are getting ready for a no-holds-barred 
rumble. Who is your money on and why?
The grizzly bear because he’s got big, sharp teeth and is the 
true heavyweight. n
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Channel comment

WannaCry attack shows it’s time for channel 
partners to become ransomware educators
Andrew Stuart, managing director, EMEA, Datto
Despite ransomware being around for a few years, there has 
remained a lack of awareness around the threat. Many busi-
nesses are unsure if they will ever be targeted or what the impli-
cations will be if an attack happens. But the recent WannaCry 
attacks have thrust ransomware firmly into the limelight.

The apparent ease at which an attacker was able to infect 
200,000 devices across 150 countries – including multiple UK 
hospitals – has made firms sit up, take notice and start worrying. 

The channel must now step up to educate businesses, particu-
larly smaller companies, about ransomware. Partners should gain 
knowledge from vendors, actively pushing for further education 
to ensure the required expertise is reaching users.

They must learn the red flags of phishing emails – the tactic 
many perpetrators use to get ransomware past security features 
– but also that a multi-layered cyber security approach, includ-
ing backup, is the only true way to mitigate damage. When 

ransomware takes hold, businesses can revert back to a “healthy” 
point before the attack. This saves them from paying the ransom, 
ensures the integrity of data and avoids crippling downtime.

Must the channel take responsibility  
for manufacturers’ security failings?
James Wickes, CEO and co-founder, Cloudview
The recent ransomware attack reminds us of the need to be 
constantly vigilant with patching and updates. The internet of 
things (IoT) creates a particular security issue because many 
manufacturers of “things” don’t get security, while many people 
don’t realise that all connected devices need to be updated.

A classic example is CCTV, where many products were con-
ceived in the 1970s and have not changed much since. How does 
a manufacturer patch the firmware on a re-badged low-end CCTV 
system sold through a local shop to a customer that has subse-
quently connected it to the internet with a piece of remote access 
freeware downloaded from the first FTP site he or she found when 
searching for “online CCTV access”? They can’t and they won’t.
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Channel comment

Even with more recent CCTV systems, automatic firmware 
updates are almost unheard of, and many manufacturers put in 
software “backdoors” that are then revealed on the internet. They 
are typically focused on the consumer market and see security as 
inconvenient and something that blurs their sales messages.

Users must be made aware of the threats IoT devices pose – 
which creates an opportunity for the channel. We can broaden 
our relationship with customers by educating, auditing and then 
securing all the devices they have attached to their networks, even 
if we did not supply them. Connected products that are not secure 
could damage our reputation as well as our clients’ security.

Key questions to consider about the EU’s GDPR
Quentyn Taylor, director of information security, Canon Europe
On 25 May 2018, the General Data Protection Regulation (GDPR) 
will come into effect, replacing the current Data Protection 
Directive. What does it really mean for the channel? Plenty of 
opportunity, but also some serious challenges. Here are three 
key points for the channel to consider:

n  Data storage: Partners will need to keep track of all sensitive 
data within their organisations, mapping and cataloguing it 
properly, paying careful attention to where their technology 
touches sensitive data. They will also need to consider how to 
help their customers with this. 

n  Adopting new and innovative technology infrastructures: 
All businesses must be prepared to cope with the increase in 
data processing needed to expose breaches. This will, in turn, 
increase demand for big data analytics and machine learning 
as partners will be expected to analyse this data.

n  Data breach reporting: Under the new legislation, in the event 
of a data breach, businesses must notify customers within 
72 hours of having become aware of it. Both channel partners 
and their customers must have robust protocols in place for 
reporting potential breaches.

These new regulations come with tougher penalties – fines of up 
to 4% of annual global turnover or €20m, whichever is greater. 
This will be a challenge, but could also become a competitive 
advantage for partners that can meet the requirements. n
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