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Resellers to get their share of the glory

There have been some changes to the categories at this year's Channel Awards, so now more than ever before, some of the

channel’'s less-celebrated players are in with a chance. Simon Meredith explains

This year's | Awards

" will see more accolades than

ever hefare presented ra resellers in

recognition of their contributions to
the 1:1.lllnrr3r.

For the first time there are almost
as many awards for resellers as there
for distributors and vendors. While
the Channel Awards have tended to
facus mostly on the companies provid-
ing services wer its 10-year
]! iscory, the |_'}1'.111gc5 thul; We h:lL-'e SEEN
in the market of late have made it more
important than ever to recornise the
skill and dedication of the people who
are working on the frone line.

S0 t}";ii Yéar, as well as .-:uring ouL-
standing corponite and SME resellers
recognised, there are awards for busi-
nesses focused on delivering services,
for those operaring in the rerail
(including on-line) space and for spe-
cialist solutions providers. There is
also an award for companies rhat
deliver services to their customers.

Tony Price, managing director of
W Sore, last year's winner of the SpE
Award, said: *The categories are in
line with some of the moves we are

seCing a
st o

ther of resellers making,
namely away from the pure-play prod-
uct fulfilment. 1 hope the changes ro
the categories will allow smaller
specialist resellers to compere for
awards without having to go head-to-
head with larges veaellcrs e cone o

much broader spectrum of SMEs ar
corFporare customers.”

This i certanly what they are, ar
least in part, designed to do and while

the Innovator Hwar:]s last year gave
all companies an opportunity o be
recopnised, the simple fact that this
year there are six separate awards must
give smaller resellers a berrer chance,

Claire Robinson, F:I'l'![- siomal serv -
ices director at Prior Analytics, one
of last year's runners-up, said: “The
category  definitions  look  much
improved. In the previous two years
they have heen a lirtle oo general for
us. We intend to enter the Specialise

'_-.—""'_ - I

Gorparate Heseller of the Year,
SME Reseller of the Year,
Services Frovider of the Year
ICT Project of the Year,
Consumer Resellar of the Year
Specialist Reseller of the Year,

L BN I N

Graham Norton: Last year's hast gets to grips with 2n issue of CRNV. Like the magazine, the
award catogorias have gane (irough a few changes since then

Reseiler of the Year category, which
SEems p{‘rﬂ’ct as it gives us the uppur-
tunity to show our -.p;\ ific focus.”

She s !
is a very uw-:fu] incentive to get your
miarketing machinery moving, "It pro-
vides an ideal imperus to talk to our
customers about how much
we have achieved in the
pasL y wnl wrine
new case studies
abour the most
INEEFEStIng proj- P
CCOE O SUPEOTE <
our entry,” she
said.

Getting an
entry in is fun-
damental, of
course, as no
1:-‘\1‘“]3;1!11,! can bE
shore-listed or winan
award without putting
their names forward. In the
reseller cavegorics, the entry is
particulacly important, as the judges’
knowledge of the specific companies
is likely to be limited.

Robinson has leamed from the
company’s experience last year what
works. She said: “We are going o try
ta keep our entry relevant by writing
abour facr and svoiding warkecing
hype. We intend toshow that we have
achieved consistency coupled wirh
innovation in the last year and sub-
stantiate it with a real story about how
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our sojutions have genuinely benefit-
ed one of our key customers,
Resellers thar can demonsteare all

ht' ji.'u.JlﬁC'i Wikl Cei ||||:1- e i
with a chance of making the shore list.
There is no doubt that winning an
i|“"i|fij. Or éven coOming I.'ln:i“.. 1\}-"]"-\
resellers to build business

and gives everyone a

boost. The compa-
nies rhar
experien ced
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winning, ar
being  shore-
0l listed, always

WING o come
hack and win
again,  Paul
Barlow, manag-
ing director of
Equanet, last
year's Reseller of
the Year, said: "It is
still the highest and most
soughe after accolade within
the channel, and we use it as a bench-
mark as ro how our performance is per-
ceived outside the company. We have
had a good experience with the awards
ower recent years, but it will still mean
the world to us to win this November,
\X-"]mt ane we gtain]: (8] d_m fo Iy (o win
it? Everything we possibly can.”

Last year's Corporate award win-
ner, Eleom 1T, is juse as eager to repeat
its success, Managing director Tony
[Dawis said: “Ir has been 5 grear rh!n[__-

» Corporate Reseller:
Winner: Elcor |nfarmation Technology.
Runners-up- Azzum Communications,
Byles Technotogy Group, Equanet, T
Partnarships.

o SME Reseller:
Winner: WStore UK,
Runtiers -up: Parity Computers ICT, Prior
Anahytics, RAMSAC.

® (nnovator of the Year Public Sector;
Assyriy

& Innovator of the Year Private Sector:
IT Partnerships,

o Reseller of the Year: Equanet.

to talk aboutat customer meerings and
presentatiens. It helps to demonstrate
that we are a qualicy organisation. We
would be thrilled to win again as ic
valiclares sn much abaur o
and its staff. We will be preparing a
really pood written entry and encour-
age all of our customers to vote for us,”
Customers also notice the achieve-
ment, claimed Robinson. She said:
"4 ¢ were amazed ac the number of
cuslonets whis asked us abour how we
fared ar the awards. |t does seem that
customers consider accolades such as
rhl‘ AsH fl‘l"l"

formance of their solution prov oider
To a cerrain extent, | chink they view
our successes as a validation of their
own choice of partner in a competi-
rive market space.”

Ramsac was also a runner-up last
year, and the company’s managing
director, Roberr May, believed simply
apositive effect.
“As soon as our name appeared on the
list we let out clients know, and that
generated a lot of compliments and
good feeling. People like o know thar
they are working with someone who
is doing well," May said.

Being at the awards event gave
May and his colleagues a chance to
catch up with contacts (g industry
whao they had not seen for a while.
That was extremely useful as many
firms re-established contact after the
event. Being on the shore list is of
course also a good excuse o have
a good time and celebrate your
achievements as a business.

Robinson sad: "Cur ream loved
the awards party. The immediate
cifcct was lors of sore heads, but the
recovery was speedy.”
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