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SOME PEOPLE DON’T LIKE CHANGE 
BUT YOU NEED TO EMBRACE CHANGE 
IF THE ALTERNATIVE IS DISASTER 
 



TOP TECHNOLOGY  
TRENDS FOR 2016 



The Device Mesh 



Internet of things 



Information of Everything 



Adaptive Security Architecture 



Advanced Machine Learning 



GCC Oil economies 



MENA GDP Forecast 



ICT Spending in META 
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IT SPENDING BY VERTICAL IN META 



2016 IT Spending in META 

´  Investments are going to drive third platform — 
cloud, mobile, social and big data and analytics. 

´  By 2018, at least half of IT spending will be 
cloud based, reaching 60 per cent of all IT 
infrastructure and 60-70 per cent of all software 
services, and technology spending by 2020. 

´  IT security as the fastest growing segment in 
the industry, growing 12-15 per cent annually 
and stays at the top if IT initiatives. 

´  For this year, the analysts expect smart city and 
transport projects to help stimulate overall IT 
spending in the Middle East, while a lack of 
legacy infrastructure will spur new IT purchases 
in Africa, as buyers will be able to move faster 
on new acquisitions. 
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Future of Distribution 
INNOVATE                                 DISRUPT                                    LEAD 



Over	next	5	years,	our	resellers	will	change	

HOW they sell… 

WHO they sell to… 

WHAT they sell… 
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Channel Evolution 

TODAY 

§  Business as usual 
§  Lead with product and 

Price 
§  Wait for vendor to lead 
§  “Technical Services” 
§  Technology Sales People 
§  Sell to IT 
§  Resell and support Vendor 

Products 
§  Heavy asset investments 

TOMORROW 

§  Meet new market demand 
§  Solutions- Business 

Outcomes 
§  Map out your own course 
§  “Professional” Services 
§  Business Sales Talent 
§  Sell to Business Leaders 
§  App and S/W Development 
§  Build on the back of CSP 

“TOTAL CUSTOMER EXPERIENCE” 



Our	strategies	to	reflect	this	shi]	
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Redcloud – Redington Marketplace 
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Analytics Automation Security 

Smart industries 

Distribution Role in IoT Ecosystem 

IT systems “Things” 
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Red Vault – INNOVATION CENTRE 





What makes a company valuable? 

´ Superior competitive advantage 
´ Sustained Earnings Growth 
´ Positive Cash Flow 



5 Channel commandments 

´  Don’t Scale too fast(Do not take Risks you cannot Manage). 

´  Don’t pick a fight with everyone. 

´  You can only improve what you can measure. 

´  Tough times don’t last ,Tough people do. 

´  Learn from others don’t reinvent the wheel (Listening, Watching & Reading are the 3 most 
underrated but most important things you can do!). 


