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Today’s Webinar

How do we address these changes?

 Structural changes in our economy (before and
after COVID-19)

Evolving buying journeys

Growth of technology marketplaces

Rise of subscription/consumption models

Channel programs that are changing partner
conversations from margins to multipliers
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The Opportunity for Modernization

[t’s real.
It’s happening.
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64% OF TECH INDUSTRY FLOWS INDIRECTLY



GLOBAL TECHNOLOGY CHANNEL

MILLIONS OF COMPANIES IN THE ECOSYSTEM

FORRE STER® Q Growing single-digits Y/Y . Flat or slightly declining Y/Y : Decreasing double-digits Y/Y
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Customers looking for automation of workflows,
processes, and business logic. RPA, BPA, and SaaS
will thrive in 2021.
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Customers are accelerating their cloud initiatives.

Digital transformation projects will get the green light =
around cloud infrastructure, platforms, and SaasS. '
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Remote work created different threat vectors 720

43

and new levels of risk, security, compliance, and 5

redundancy protection are required. ]
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Companies are looking for tactical business
consulting to help survive and, later, thrive coming
out of the economic downturn.
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Customer, partner, & employee experience.
Ecommerce & marketplace investments planned.
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The buyer Is changing; So Is their
psychology, behavior, and journey.
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68%

of business
buyers prefer

to research
on their own
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Buyers report that new types of
channels are helping in their | journey
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ECOSYSTEM:
S R .

Social/digital
influencers

Managed security service
providers (MSSPs)

INFLUENCE THE INFLUENCERS

Regional system
integrators (RSls)

Management
consultants

. Legal firms

5,000 SE
Affinity .
Retail/POS Xaa$ consultants
2,500 500,000
Accountants/CPAs
150,000
Affiliates
Emerging tech
startups « )
800,000
ﬁ
Advocates
ISVs
175,000
Ambassadors .
Print/
VARs Managed service qg chopy
600,000 providers (MSPs) '

50,000

Note: Numbers indicate quantities of partner type.

Digital agencies
108,000

Professional
audio-visual
5,000

Alliances

. Professional services

Global system
integrators (GSls)
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SUPERCONNECTORS: GATEWAY TO PROSPECTS



TRIFURCATING CHANNEL MODEL

INFLUENCE TRANSACTIONAL
CHANNEL CHANNEL

&

Referral partners, alliances, Agents, sub-agents,
affinity, affiliates, advocates, 9 dealers, resellers, VARS,

MSPs, marketplaces

()

ambassadors, influencers, ISVs




/6% of CEOs think their current
business model will be unrecognizable

© 2020 FORRESTER . REPRODUCTION PROHIBITED : ~— Source: Accenture
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DIGITAL SOLUTIONS
BY STILL

Keep it simple and smart




STILL neXXt
The central, digital ecosystem for everything

How do we do that? For example with STILL neXXt, our central, digital ecosystem for everything. Imagine
having a master key to all product solutions and services giving you control to all your intralogistics
functions. Because that's exactly what STILL neXXt is.

In the digital age, STILL offers you a new simplicity for tomorrow's complexity. You have access to everything

from a single source: innovative hardware, user-friendly software and first-class service to rely on at all times.
Together we develop a custom-made solution that allows you to set the pace of tomorrow today.

Diagnosis Fleetmanagement | Assistance systems | Automation Use cases | Consultation

© 2020 FORRESTER. REPRODUCTION PROHIBITED.



Ecosystems are different from traditional

iIndirect channels in that they are untethered to
the financial transaction and focused more on:

access to
network

~~ intrafirm o+
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as-a-service

The world Is shifting to subscription
and consumption models
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IBM, Seeing Its Future in the Cloud,
Breaks Off LT. Unit

The split-up strategy reflects how decisively computing has

shifted to the cloud.

IBM announced that it was spinning off its legacy technology services business to focus on cloud

FORRESTER‘“ computing and artificial intelligence. Alexander Koerner/Gett
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IBM announced that it was spinning off its legacy technology ...

FORRE ST :Ei:[{i computing and artificial intelligence.
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HPE Steps Up GreenlLake Sales Blitz, Pledges Everything-As-A-Service By 2022

“Three years from now, this company will become consumption driven and everything we do whether it is at the edge,
the core, the cloud business, software or infrastructure and services will be available to you and to our customers as a
service,” said HPE CEQO Antonio Neri.

By Steven Burke

Top Headlines From HPE's Global Partner Summit
HPE doubled down on its partner-first strategy at its 2019 Global Partn...
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Vendors communicate their
= ecosystem value or "multiplier”




The average

cloud solution = e
has 7 layers AT L e .

—

-

© 2020 FORRES

e




The leap

How fast is the world moving around
us? Consider how quickly e-commerce
has replaced physical channels in
three months.

US e-commerce penetration, %

10 years’ growth

in 3 months
3b

30
25
20
15
10

5

0] i ‘ It
2009 2011 2013 2016 2017 2019 Q12020

Source: Bank of America; Forrester Analytics; ShawSpring Research; US Department

of Commerce; McKinsey analysis

Marketplaces accelerate the
decline of resell



73%
of business
buyers find buying
from web more
convenient.




of B2B
purchases '
through
eCommerce

by 2023 ©
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HYPER

MARKETPLACES

€l

Alibaba.com

eoay

BE M)

Taobao.com

amazon
)

erca
ml.ilfredo -
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SUPER

MARKETPLACES

R

Clouc

Google Cloud

NICHE

MARKETPLACES

NEW LATE STAGE

TECH Airwallex G2.com
Marketplace AppDirect Mirakl
Development Checkout.com Tech Data

Platforms and
Tools
Q4 2020

Coveo VTEX

GROWTH STAGE

Aria Systems Productsup
Bloomreach Salsify

BlueSnap Spryker

CloudBlue Vendasta
Freightos ZNet Technologies
Jungleworks (RackNap)

Lengow

EARLY STAGE

Arcadier Modalyst

Balluun Neteven

Perfect Channel
ChannelEngine PunchOut2Go
ChargeAfter Shopery

Four51 Shuup

IZBERG Tackle.io
Limonetik VoPay

channelcentral.net
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Making the Next Step

i Guest Speaker
Call to Action

Becoming the Modern Services Partner Webinar b
Date: March 25, 2021 ris
Time: 2:00 EST/1:00 CST/12:00 MST/11:00 PST

Length: 1 Hour

@ Learn how Tech Data will help you analyze your sales to Speaker: Amanda LeClair, Principal Analyst - pmando ecl o

- X Channels, Partnerships and
Channels, Partnerships and Alliances, Forrester Alliances, Forrester Research

determine top opportunities in top markets. Engage with fescareh FORRESTER
your Tech Data teams for assistance

'
-

TechDala'

1BM Cloud

Register for the second session: "Becoming the Modern Journey to the Cloud:
. 1 The Best Kept Secrets of IBM Cloud
Business Partner

Join Paulo Carvéo the General Manager of
IBM’s Cloud Business to hear about the
best kept secrets of IBM Cloud

Learn how clients have Gusst Spaker
leveraged IBM'’s best kept
secrets to accelerate their

Cloud Journey. Paulo Carviio, General
Manager, IBM Cloud
Platform - Americas

Don’t miss IBM Cloud’s Best kept secrets Register today

Key Webinar Take-aways:

¥ Hear about IBM’s Hybrid Multi-Cloud Strategy and New Solutions

v’ Get the Keys to Starting or Accelerating Your Cloud Journey

v Learn How to Leverage IBM Eco-System Partners as Trusted Advisors

© ©

Stay informed sign up to receive Tech Data’s BlueLine
newsletter. Sign up here.

= . .
Click to Register Act Now!
Date: March 9th, 2021 First 30 Registrations are
, F 5 Time: 1:00pm Eastern Biigible for a Snappy Gift
Navigating Smart = == Length: 1 :(,u, PPPPPPPPPPPP

Fill out the for low and you will receive event and partner newsletters, as well as other x
nnnnnnnnnnnnnnn relevant to 1B ec ta |
|



https://techdata.zoom.us/webinar/register/WN_8h-qm8wzReW4Hplwwu5wuQ
https://techdata.zoom.us/webinar/register/WN_-M7k2uwURnuwADVod5yKEA
https://info.techdata.com/Blue_Line_Opt-In.html

Tech Data IBM Automation Brand Team

¥ Brandon Henri

b | Business Development Executive
Location: San Antonio, Texas
Tel: (210) 944-6119 Business Development Executive Team Partner Coverage
Cell:(210) 748-5701

Brandon.henri@techdata.com

David Johnstone

Business Development Executive
Location — Clearwater, Florida
727-599-3765
David.Johnstone@techdata.com

Marshall Hall

Field Solutions Architect, IBM Automation
& Red Hat

Location — Bryon, Georgia

(478) 845-9239
Marshall.Hall@techdata.com

| Sandip Nanda

Field Solutions Architect, IBM Automation
(480) 936-2464
Sandip.Nanda@techdata.com

David Johnstone — East Partner Coverage
Craig Pessman Brandon Henri —West Partner Coverage

IBM Vendor Business Executive
Location — Champaign, Illinois
(217)-377-8364

craig.pessman@techdata.com p TEChDafa;'
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Tech Data
IBM Data & Al Brand Team

Business Development Executive Team Partner Coverage

Steve Croop

Business Development Executive
Location: Rochester, New York
(585) 615-7272
Steven.Croop@techdata.com

Craig Ross
Business Development Executive
Location — Dallas, Texas

(972) 978-7544
Craig.Ross@techdata.com

Steve Bernard

Field Solutions Architect, IBM Data & Al
Location — Philadelphia, Pennsylvania
(610) 574-5610

Steve.Bernard @techdata.com

Aaron K. Geer

IBM Vendor Business Executive
Location — San Antonio, Texas
(210) 241-0707
Aaron.Geer@techdata.com

Steve Croop — East Partner Coverage
Craig Ross —West Partner Coverage
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Tech Data
IBM Security Brand Team _ _
e Business Development Executive Team Partner Coverage

| Karen Bailey

M§&S Business Development Executive
B Location —Alpharetta, Georgia
(678) 642-3446
karen.bailey@techdata.com

Rick Marshall

Business Development Executive
Location —Tempe, Arizona

(480) 254-4420
rick.marhshall@techdata.com

Frank Welder
Sr. Field Solutions Architect
Location — United States

(317) 883-9353
frank.welder@techdata.com

Antonio Ruiz _
IBM Vendor Business Executive Karen Balley— East Partner Coverage

Location — San Antonio, Texas Rick Marshall- West Partner Coverage
(210) 683-2290
antonio.ruiz@techdata.com
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The first 5o TD Business Partners to
respond will receive a $25 Snappy gift
voucher!

e D TechData




ThankYou!






