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Respondents

Vendor

Distributor

Front line – reseller

Front line – systems 
integrator

Front line – ISV

Front line – managed 
services provider

13%

11%

31%

17%

3%

26%



Focus today vs expected focus in five years

Hardware

Software

Services

72%

53%

81%

74%

83%

91%

2018

2018

2018

2023

2023

2023



What’s your outlook for 2018/19?

Positive Mixed Negative

63%

33%

5%



Biggest threat to me
*One answer only

South African market demand / 
economic growth

Competitive market

Skills shortage

National crisis such as loadshedding, 
drought, etc

Forthcoming regulations / legislation

New disruptive technologies

Disruption from new ‘digital’ players

Widescale security incidents such as 
Wannacry, NotPetya

Meltdown / Spectre chipset 
vulnerabilities

76%

41%

39%

37%

36%

29%

24%

13%

3%



Biggest threat to us all
South African market demand / 

economic growth

Slow and lengthy government / 
regulatory bureaucracy

International macroeconomic factors 
e.g. US / China trade war

Skills shortage

New disruptive technologies

Forthcoming regulations / legislation

National crisis such as  
loadshedding, drought, etc

Disruption from new ‘digital’ players

Widescale security incidents such as 
Wannacry, NotPetya

Meltdown / Spectre chipset 
vulnerabilities

46%

12%

12%

8%

6%

6%

5%

3%

2%

0%



Are vendors’ programmes fully adjusted to the dynamics of  
incentivising partners to sell cloud?

A few are fully adjusted, 
most have work to do

Most are fully adjusted, a 
few still have work to do

No, they’re not adjusted  
for cloud

Yes, all are fully adjusted

61%

30%

5%

5%



Have you moved to annuity income?
Yes
23%

No
27%

To some 
extent
50%

Of those that have made the shift, 
what percentage of income is annuity?

< 10%

10-25%

26-50%

51-75%

> 75%

23%

26%

28%

17%

6%

% annuity of 
all revenue



Digital transformation: where’s the channel lagging?

Front-end, i.e. sales, 
marketing, customer 

experience

Back-end, i.e. 
logistics, accounting

Suitable business 
models

49%

37%

54%



Tech focus
Cloud (SaaS, IaaS, PaaS)

Security

IoT

Networking

Software / application development

Big data

Virtualisation / software-defined X

Devices (mobile / productivity / gaming)

AI

Hyperconverged infrastructure

Blockchain

BPO / automation

AR / VR

BC / DR

71%

61%

38%

35%

34%

32%

31%

31%

27%

20%

19%

13%

8%

7%



What do you find attractive?
The traits vendors find most attractive when looking at a 
new partner are:

Pricing strategy

Reputation

Focus of business model

Market focus and client base

Technical certifications / 
competencies

Innovation displayed

Digital readiness

64%

59%

55%

50%

47%

45%

41%



What do you find attractive?
The traits distributors find most attractive when looking at  
a new vendor are:

Vision and technology roadmap

Innovation displayed

Pricing

Service and support levels

Client demands

Availability of training

Technical features

Digital readiness

Availability of products / solutions

Relationship with account manager

Point solutions

72%

61%

59%

59%

54%

51%

51%

49%

46%

28%

15%



What do you find attractive?
The traits distributors find most attractive when looking at 
a new partner are:

Market focus and client base

Focus of business model

Innovation displayed

Reputation

Digital readiness

Technical certifications / 
competencies

Pricing strategy

66%

61%

61%

55%

50%

47%

34%



What do you find attractive?

The traits front line partners find most attractive when looking 
at a new vendor are:

Pricing

Service and support levels

Availability of products / solutions

Vision and technology roadmap

Relationship with account manager

Client demands

Technical features

Availability of training

Innovation displayed

Digital readiness

Point solutions

77%

71%

57%

51%

48%

43%

42%

40%

34%

26%

18%



What do you find attractive?
The traits front line partners find most attractive when looking 
at a new distributor are:

Pricing

Service and support levels

Availability of products / solutions

Relationship with account manager

Vision and technology roadmap

Availability of training

Innovation displayed

Market focus and client base

Technical features

Digital readiness

Exclusivity of specific vendor  
products / solutions

Point solutions

75%

68%

60%

48%

43%

33%

33%

33%

32%

27%

25%

16%

Front line in distributors



Diversity and transformation in the channel
Cumulative

Vendors

Distributors

Front-line 

24%

33%
31%

6% 6%

The wider 
channel is doing 

its bit

We, as a 
company, are 
doing our bit

It’s a broader 
issue than the 

channel can deal 
with

We, as a 
company, are not 

doing enough

The wider 
channel is not 
doing enough

24%

31%

29%

7%
9%

26%

34%

32%

5%
3%

20%

35% 33%

5%
7%



About the Margin
The Margin’s channel survey was produced to provide insight into the trends and issues affecting the 
South African channel, as well as identifying the players that are excelling. This analytical research, 
based on surveying leading channel players, provides a unique perspective on how the local channel 
is dealing with the major global technology trends, and how the successful companies are positioning 
themselves for future success.

The survey was produced by the team behind The Margin magazine. Aimed specifically at the IT 
reseller channel in South Africa and across the continent, The Margin magazine offers something 
different to the market. It focuses on the issues and trends that really affect the companies in the 
business of selling technology.

With a broad variety of relevant topics and editorial coverage, The Margin offers something of interest 
to senior-level, decision-making executives right the way through the value chain, from vendors to 
distributors, ICT service providers to systems integrators and VARs, and dealers to electronics retailers.

ABC-certified, The Margin reaches over 4 000 targeted readers in print, online 
and digital formats. 

In addition to being made available 
in print, The Margin is also offered 
online and downloadable in PDF, 
and for iPad and Android tablets. 

With a controlled free distribution, 
subscriptions are free. To apply for your 
subscription visit www.themargin.co.za and 
navigate to the registration page or visit bit.
ly/15v1EMvVisit themargin.co.za to find out more.


