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“Sat-nav maps for HGVs
offers hope to villagers™

The Telegraph - 29 February
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2012 outlook revised downwards

GDP growth rates by key economies

GDP growth (percentage)
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IT growth unrelenting

Canalys IT Titans Index

Net income growth

60%

48% 47%

32% 33%

31%

22% 21%

despite debt concerns

Net revenue growth

0
21% 24% 22% o

18%

Q4 Qi
2009 2010 2010 2010 2010 2011 2011 2011 2011

Q2 Q3 Q4 Q1 Q2 Q3 Q4

Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4
2009 2010 2010 2010 2010 2011 2011 2011 2011

Market capitalization

54%

58%

Year-on-year growth

Source: Latest reported fiscal results for Apple, Cisco, Dell,
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Apple drives Titans Index with stellar results

Latest financial performance

Q4 2011/Q4 2010 Revenue Net income Market
capitalization

Canalys IT Titans Index 15.0% 21.1% 5.1%
Apple 73.3% 117.6% 29.1%
Cisco 4.7% -7.9% -18.2%

Dell -0.2% 8.6% 3.5%
EMC 14.0% 32.4% 5.3%
Google 25.4% 6.4% 1.8%
HP -3.5% -90.6% -45.0%
IBM 1.6% 4.4% 21.9%
Intel 21.2% 5.7% 5.2%
Lexmark -4.0% -20.9% -23.8%
Microsoft 4.7% -0.2% -2.2%
Oracle 2.4% 17.2% 2.3%
SAP 9.9% 172.1% 13.2%

Source: Latest fiscal results
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Most enjoyed revenue growth in 2011

How did your revenue perform in 2011

when compared with 2010?

Grew more than 20%
10% to 20%
Grew 10% to 20% 58
Grew up to 10%
. [
Remained flat 17%
—
Fell up to 10%
Fell 10% to 20% 25% '
Fell more than 20%
0% 10% 20% 30% 40%

Source: Candefero mini-survey, February 2012 (71 respondents)
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2012 growth likely to slow but stay positive

How do you expect your revenue to change

In 2012 when compared with 2011?

Grow more than 20%
10% to 20%
Grow 10% to 20% -
Grow up to 10%
i [
Remain flat 250
—
Fall up to 10%
Fall 10% to 20% 17% ‘
Fall more than 20%
0% 10% 20% 30% 40%

Source: Candefero mini-survey, February 2012 (71 respondents)
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Multiple channel opportunities in 2012

What do you expect to be the greatest OPPORTUNITY
for your business in the NEXT 12 MONTHS?

“Changing client requirements and evolving IT landscape,
In particular the rise of Apple”
“IPads In business”

“Selling services to customers not willing to replace hardware™
“Transferring customers to our hosted (cloud) solutions™
“Cloud, managed services and data security”

“The growth of stored data”
“Small businesses; this market has more value than others”
“Expansion from transactional to value-add business”
“Companies working their way out of the crisis by expanding™

Respondent comments are published as recorded. Their inclusion does not imply that Canalys agrees or disagrees
with the views expressed. As each reflects the opinion of a single respondent, re-use by clients for their own
marketing purposes is strictly forbidden.

Source: Candefero mini-survey, February 2012 (71 respondents)
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Client retention and economy are challenges

What do you expect to be the greatest CHALLENGE
to your business in the NEXT 12 MONTHS?

“Exchange rate fluctuations and customer retention”
“State of the economy”
“How will the financial world develop over the next year?”

“Switch to managed services”
“Positioning a wide variety of business solutions to customers”

“Retaining customers™
“Customers downsizing”
“Availability of credit”

Respondent comments are published as recorded. Their inclusion does not imply that Canalys agrees or disagrees
with the views expressed. As each reflects the opinion of a single respondent, re-use by clients for their own
marketing purposes is strictly forbidden.

Source: Candefero mini-survey, February 2012 (71 respondents)
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Economy, credit and cloud are key themes

To what extent will the following trends affect

your business in the NEXT 12 MONTHS?

State of the economy

'l

Availibility of credit

IT consumption moving to “‘as-a-service’/cloud
Finding and retaining talent

Hard drive shortages

Vendor consolidation « Highly important

New competitors (SPs, direct vendors, etc) M Important

Channel consolidation

0% 20% 40% 60% 80% 100%

Source: Candefero mini-survey, February 2012 (71 respondents)

N G c2nalys




Infrastructure and security are growth drivers

How important do you see the following areas to the

growth of your business in the NEXT 12 MONTHS?

Infrastructure (servers, storage, networking)

Security

Private cloud (data center virtualization)
Managed services

Desktop virtualization

Enterprise mobility (smart phones, pads, etc)
Enterprise applications

Unified communications

Consumerization of IT (eg, BYOD)

PC refresh

Public cloud services

“ Highly important

® Important

Emergence of app stores

[ I I I 1

0% 25% 50% 75% 100%

Source: Candefero mini-survey, February 2012 (71 respondents)
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2012 will be defined by some major themes
Mobility

Pads

Smart phones
Virtual desktop
Wireless networks
‘Small’ apps
Device management
Security
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2012 will be defined by some major themes

Mobility Cloud computing

Pads Data center transformation
Smart phones Virtualization
Virtual desktop Infrastructure refresh
Wireless networks Hybrid cloud
‘Small’ apps Shared services
Device management Security
Security New charging models
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2012 will be defined by some major themes

Mobility Cloud computing Consumerization

Pads Data center transformation BYOD
Smart phones Virtualization App stores
Virtual desktop Infrastructure refresh Social media
Wireless networks Hybrid cloud Video/UC
‘Small’ apps Shared services Multiple platforms
Device management Security New vendors
Security New charging models Security

N G c2nalys




2012 will be defined by some major themes

Mobility Cloud computing Consumerization

Pads Data center transformation BYOD
Smart phones Virtualization App stores
Virtual desktop Infrastructure refresh Social media
Wireless networks Hybrid cloud Video/UC
‘Small’ apps Shared services Multiple platforms
Device management Security New vendors
Security New charging models Security

Key challenges for the channel

Economic Changing IT Working
uncertainty/ consumption capital/ Lack of skills
budgets models cash flow

Increased
competition

Insight. Innovation. Impact.




Pads now account for a fifth of portable PCs

EMEA portable PCs
Q4 2010: 26.9 million units

Q4 2011: 28.4 million units
Growth: 5.6%

Q4 2010

Q4 2011

Desktop Desktop replacement
replacement 8.4%
10.0% Netbook
Pad 9,0%
11,2% Full-size
49,1%
Ultra-
portable
Ultra- 12.9%
portable
11.5% Full-size
0
Netbook >1.9% Pad

15,4%

Source: Canalys estimates, Netpad Analysis, January 2012
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Smart phones: 36% of new phones shipped

Worldwide mobile phone shipments Q4 2011
Basic phones: 43.8 million units

Feature phones: 234.2 million units
Smart phones: 158.5 million units

By mobile phone category By smart phone OS platforms

Basic bada Others
phone 2,4% 2,71%

10,0% BlackBerry
8,3%

Symbian

11,6%
Smart
phone Feature
36,3% phone
53,7%

Android
10S 51,7%
23,4%

Source: Canalys estimates, Smart Phone Analysis, February 2012
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Wi-FiI becomes essential and will dominate

EMEA PC shipments
Q3 2010: 29.0 million units

Q3 2011: 31.3 million units
Growth: 8.0%

Desktop

Category 21,8%

Pad
14,6%

Netbook
8,2%

Notebook
55,4%

Source: Canalys estimates, Netpad Analysis, October 2011
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Networking growth moves to wireless

EMEA enterprise WLAN market

Q3 2011: $5,054 million Q3 2011: $207.9 million

Year-on-year growth

35% -
25% -
15% - Routing and
switching
-=\WLAN
5% -
-50% -

012010 Q22010 Q32010 Q42010 Q12011 Q22011 Q32011

Source: Canalys estimates, Enterprise Networking Analysis, 2011
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Mobile security market to hit $3bn by 2015

Worldwide mobile security market
2010: $482 million
2011: $760 million

2015: $3,005 million

End-user value ($ million) CAGR 2010 - 2015: 44.2%
3500 -
3000 - ® North America
2 500 - m EMEA
2 000 - m Asia Pacific

1500 - m Latin America

1 000

500

0 _

2010 2011 2012 2013 2014 2015

Source: Canalys estimates, Mobile security Analysis, August 2011
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Cloud needs a simple definition

Cloud computing: on demand service with metered usage

e Delivered via the
Internet e Delivered via enterprise
controlled
* [nfrastructure Infrastructure

controlled by hosted
service provider o Subset of enterprise IT
and managed services
e Subset of hosted markets
services market
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Key guestions vendors to ask partners

' Does hardware matter?

How important is hardware to your business?

Will cloud computing reduce the need for on-premises
hardware?

Could you transition to a software/services-only model?

What organizational changes do you need to make if embarking
on a transformational shift?

Can you maintain a successful client relationship without a
hardware business?

Will hardware remain a lucrative business for you?

N G c2nalys




Cloud questions facing the channel

How do | establish

Which model to Do | build my own an annuity-based

adopt? Cloud provider, data center or
builder or reseller? partner?

How do | compensate Infrastructure A Where are the real
Data center o
my sales force for | vendors roviders lgrowth opportunities in
monthly annuity s D L the cloud market? How
revenue? 4

L big will it really be?

business? How do |
develop SLAS?

Role of

distribution?
How do | integrate § How do | build

with my existing § value into my cloud
upfront resell Vg Cloud business to avoid
business? providers hosters commoditization?

How do | avoid Should | partner with
cannibalizing existing my existing vendors or

business with the seek new cloud
cloud? provider partnerships?

What professional
services and expertise
do I need to invest in?
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Distributors are assessing cloud pros and cons

Opportunities

Hybrid channel models
Private cloud infrastructure
Incremental growth
New vendors
Attract vendor marketing funds
Value-add service opportunities
Expand into new channels
Cloud service aggregation
Service provider relationships
Existing channels need help
Drive new ‘value’ models
First-mover advantage

Insight. Innovation. Impact.

Challenges

Poor visibility of real cloud impact
Tiny short-term revenue
Service provider competition
Vendors bypass distribution
Pressure on revenue streams
Unproven channel models
Sales cannibalization
Pressure to act fast
High investment costs/risks
Internal resistance
Margin pressure
Diversity of business models




The role of distribution in the cloud

united

MiC’OSOﬂ fSymantec.. CO|.|Z .::II'S.(':IC;' internet

(ﬁp] FUJITSU Google ThinkGrid
Public

(&) vmware

Private Hybrid

Distribution roles

: : Support the o
Credit, Cloud Bring new evolution of Trz:r:](;ng

logistics, services cloud SPs to channel
availability aggregation market models education

Hybrid channel model:
Product resell/managed services/cloud services
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Maximizing partner program benefits

Partner challenges

Customers do not understand
specializations

Vendors do not promote
program levels sufficiently
Vendors’ marketing focus
changes too often

Partners are required to
make too much investment
Channel skills shortage /
wage inflation

Insight. Innovation. Impact.

Channel actions

Accurately calculate ROl from
programs

Identify vendor power base
Stop arguing, start partnering
Improve return on vendor
marketing funds

Find ways to align goals
Exercise threat to switch
vendor partners




Consumerization brings sweeping change

Technology in Influencers :
the home are changing Multiple form factors
e @
e D \F/)\l{lindows‘
o= C one
4.3(\ 9
| () b0 &
New ways to Role of IT is Multiple operating
collaborate transforming systems
canalys




IT departments have much to consider.....

miliar
Reduced capex easy to use
solutions

Increased
Increased lovee
productivity ye
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IT departments have much to consider.....

; Familiar and
Reduced capex easy to use Inc_:reased IT losing c_:ontrol
solutions security threats of devices Eﬂﬂ%ﬂ%ﬁﬂ@%@%@% WEH

Increased Increased Providing access
roductivit employee corporate to corporate
> y 5 satisfaction lici dat
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But technologies exist to smooth the process

Increased
employee corporate

policies
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Tying it all together

Mobility Cloud computing Consumerization

. .

Corporate Specialist

CREUES ‘ CEREUES

Systems

. Service providers
Integrators

Distributors

New vendor partnerships




Key conclusions

The consultative sales approach will yield benefits as enterprises
strive to become smarter and more mobile

Cloud computing will become increasingly important in
enterprise IT

’ Private clouds remain the primary opportunity

Security and privacy concerns remain the key challenge to
overcome

‘ Assessing the competitive environment and identifying potential

partners is a priority
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Candefero iIs a unigue channel community

_O CandEFero Search content || _

Content Point makers Profiles My account Mailbox Contact About

— -
You have 5549 point

CCF delegate zone

¥ Reset this page © Add more items to this page Lﬂ Add channel news feeds

I_ The Apple iPhone 4S winner is: Martin Klock...congratulations!

The new and improved vendor benchmark has arrived. Rate
i wvendors and compare your views with those of other channel
i I I I I I I I I I I companies using the new dynamic comparison graph function.

Oracle's hardware miss is due to its

decimated post-Sun channel...not the EI
economy. It needs new and reinvigorated
channels fast

"I like the Wendor Benchmark very much. It shows very clearly
and concisely how easy or difficult it is for a reseller to make
/ business with a specific vendor.” - Martin Klock

Android pad market share in EMEA will

drop in Q4. A lack of new products will " ,_,——-—-,’-‘—“ﬂ-—_.d-/ ) o .
mean a soft quarter for Acer and Asus. Your feedback can influence vendors decisions so keep rating
20-Dec@l4:16 L your vendors every time you visit Candefero.

Apple's seen =100m downloads from its

Mac App Store in <1yr. App stores are i Candefero mailbox Vendor benchmark Channels forum
Vv re——

. Top 10 vendors See all vendors
Latest change: P What proportion of your outbound staff (sales & .
technical) take pads on customer visits? #1 Kaspersky Lab 7.7 vl
Ti fi 3 th & th 1
ime frame months | 6 months | 1 year Mone #2 HTC 77
3450
Ll Up to 25% #3 Brother 7.5 1l
35% .
#4 Citrix 7.5 1l
Up to 50%
7% #5 D-Link 7.3 1l
Up to 75% .
= #6 Trend Micro 7.1 0l
Pessimistic Eearly all #7 Vmware 7.1
1%
~ = - ) 3 = | |
E ﬁ T § u o o H #8 Lexmark 7.0 vl
e o 2 2 o & & =
More point makers... #9 EMC 7.0 1 1
What is the heartbeat?
[ onitar contans | M candefero ca
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Americas: Suite 316, 855 ElI Camino Real, Palo Alto, CA 94301, US | tel: +1 650 681 4488
APAC: 2532 Wheelock Square, 1717 Nanjing West Road, Jing An District, Shanghai, China, 200040 | tel: +86 21 6157 5113
APAC: 1 Pickering Street, Great Eastern Centre, #07-02, Singapore 048659 | tel: +65 6671 9399
EMEA: Diddenham Court, Lambwood Hill, Grazeley, Reading RG7 1JQ, UK | tel: +44 118 984 0520
e-mail: inquiry@canalys.com | web: www.canalys.com

The written content of this document represents our interpretation and analysis of information generally available to the public or released by
responsible individuals in the subject companies, but is not guaranteed as to accuracy or completeness. It does not contain information provided to us in
confidence by the industry. Market data contained in this document represents Canalys’ best estimates based on the information available to it at the
time of publication.

Canalys has a liberal policy with regard to the re-use of information that it provides to its clients, whether within reports, databases, presentations,
e-mails or any other format. A client may circulate Canalys information to colleagues within his or her organization worldwide, including wholly-owned
subsidiaries, but not to a third party. For the avoidance of doubt, sharing of information is not permitted with organizations that are associated with the
client by a joint venture, investment or common shareholding. If you wish to share information with the press or use any information in a public forum
then you must receive prior explicit written approval from Canalys.
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