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Dell EMC set to significantly scale its 100+ TLEDERS
channel partner ecosystem
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infrastructure market and especially Dell EMC's position within it - o

Dell EMC channel program turns one

Dell EMC has completed the first anniversary of the IT industry’s largest corporate Embed View on Twitter
acquisition. Dell EMC is also profiting from its strategically aligned businesses, VMware,

Pivotal and SecureWorks. The company appears well-positioned to compete in numerous

new market opportunities and creating partner ecosystems to drive the large mega
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infrastructure projects including multi-cloud environments and IaoT.

Currently, close to 65 per cent of the business comes from channel and rest is direct. Dell Kodak Alaris wins BLI

EMC has over 4,000 registered partners in India and over 40 strategic partners. Channel ‘ Winter Piclcaward
p_,-‘ m 0, 2015

partners are an important part of the Dell EMC strategy, currently responsible for about 45

per cent of the company’s revenues in India.

GCR launches new brand

The company has helped partners drive profitable growth through new lines of business, identity, declares India as
acquisition of new customers, and larger and more profitable solutions. “Globally, we have home market
announced an investment of $150 million for building our channel programmes. India is [l January 10, 2019

one of the most important geographies for us and we will be investing in developing our

Exotel appointed Anil
Kumar as Senior Vice
President — Engineering

partners here and help them increase their profitability,” says Anil Sethi, Vice President,
Channels, Dell EMC India.

The company has identified key industrial verticals that offer the largest opportunity for
partner growth such as healthcare and life sciences, energy (oil & gas, utilities), video
surveillance, and SLED (State and Local Government, Education). Additionally, it is looking
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for significant opportunities in helping partners build solutions in some trending areas

including InT ARJ/ID and machine learnina
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“Partners can now earn 1.5-8 times more than they did in the old programme. Our unique -

proposition to partners is that we bill directly to the 600 metal partners and give them
direct credit lines, depending on their financial strength. Partner profits increase as they
would have had to pay something to buy it from the distributor, who buys from us,” says
Sethi.

The biggest trend that Dell EMC sees is the cloud getting mature as a technology and
becoming a stable revenue stream for customers. “The message to partners is how they
can add great value at the customer end as new models and changed buying methods
evolve faster. We believe around 50 per cent of the traditional way of buying IT infra will
change

and channels need to shift gears,” says Sethi.

believes that the combined entity will open up new
avenues for partners and distributors. “For Iris, Dell is one of the largest vendors. We
distribute notebook, servers and storage products. Having said, we have yet to move to
selling EMC solutions.”
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