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




Growth 2016 (YoY)

12%

10%

8%

6%

4%

2%

0%

IT SPENDING BY VERTICAL IN META

. Education, $1B

Transportation, $
Oil & Gas, $3B
Retail &
, Wholesale, $3B
Utilities, $1B ‘ Government, $7B

Finance, $7B Communications, $12B

Manufacturing, $5B

Others, $S2B

Professional Services, $2B

0 2 4 6 8 10 12 14 16

Bubble size and x-axis represent vertical software spending 2016 ($B)
Source: IDC MEA Verticals Database Q2 2015. Note: Others —
agriculture, construction, mining, personal services.



[CATEGORY
NAME],

[VALUE]
ATEGORY

AME],
[VALUE]

\
ATEGORY
NAME],
[VALVE]

[CATEGORY
NAME],
[VALUE]

[CATEGORY
NAME],
[PERCENTAGE]

[CATEGORY
NAME],
[PERCENTAGE]

2016 IT Spending iIn 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.



Future of Distribution

INNOVATE DISRUPT LEAD




Over next 5 years, our resellers will change
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Channel Evolution
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Our strategies to reflect this shift
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Redcloud — Redington Marketplace




Distribution Role In [oT Ecosystem
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ed Vault — INNOVATION CENTRE







What makes a company valuablee¢

®Superior competitive advantage
ustained Earnings Growth
»Positive Cash Flow




5 Channel commandments

®» Don’t Scale too fast(Do not take Risks you cannot Manage).
» n’t pick a fight with everyone.

®/ You can only improve what you can measure.

®» Tough times don’t last ,Tough people do.

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




