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The Channel Awards short hsts have been announced and the competition is ﬁercer than ever. Simon Merednth talks to some
of the rivals and finds out that lobbying is rife — the odd VAR has even resorted to a ‘small amount of very unsubtle bribery’

This vyear, resellers will get more
recognition than ever before at
the Channel Awards, and there is cer-
tain to be very strong competition in
the main categories. We know this
we hzld a mcord number of

the ('Iorporatc and SME categories in
particular, the judges had a very diffi-

cult job in selecting the companies
that would be short-listed.

Scalable Networks is one of those
listed for the Corporate award, and
Simon Brown, a director at the com-
pany, is delighted to be there.

“It’s  always reassuring
someone other than your Mum
thinks you're great! It’s great to see
CRN recognising our good work but
we certainly share our category with
some hot contenders and it will be a
hard fight.

“It’s been a fantastic year for us and
we are delighted at having given our
best and got the most out of what we
have to give.”

Eurodata Systems is in the running
for this year’s Services Provider award
and managing director Des Leker-
man, believes his firm can win.
“The compétition is good but hope-
fully Eurodata will be the cream that
rises to the top:

“I think that our customers value
our service and the way that we help
them to deliver great solutions that
bring real business value. 1 do not
think that we will have a problem
asking them ro click their mouse and
tell the
we are.”
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Dan May knows that winning is far

from assured.
“Everyone at Ramsac is delwhtcd

to be nominated for the second year

running and the race will definitely

be a close one.

“We are just excited about being
among the top SME resellers in the
UK and hope that our valued clients

demonsrrate why they are working

with us by voting!”

Last year’s winner of the SME
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scooping last year’s award.

“As a firs
is important to us to feel that we have
maintained momentum - it is easy to
slip from focus and rest on your lau-
rels, but-our inclusion in this year’s
short list recognises the fact that we
are still driving forward and continu-
ing to grow.

“I think we are in good
company with the short list. | think
winning against these companies
will be even more satisfying than
beating ‘the companies we were
against last year. So, yes, I think it
will be pretty competitive,”

WStore is going all out to win again
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and (with tongue firmly in cheek)

there is no predicting how the team
will react if they don’t, said Hayward.
“We were short-listed for three years
before winning last vear, so if we don’t
win there will be an element of deja
vu, followed quickly by overwhelm-
ing anger and a need for vengeance,

which dcpmd ing on the quality of the
wine, could happen sooner rather

than larer,

Scalable Networks
. SME Resellxr of the Year
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“We are doing a number of activ-
ities — email shots, telephone cam-
paigns, web site advertising, and a
small - amount  of very unsubtle
bribery.”

We do hope that he really is jok-
ing as the judges ~ who will cast the
final deciding votes = will certainly
frown upon any skulduggery and fal-

Richard White, public sector sales

director at Centerprise International,

which is
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istad in the IT Proiscr care-
C

sted in the IT Project cate
gory, said that they won't be trying
any such thing. “We don’t go in for
I FE R EPEE, ST B YUK SO | L N
LllCﬂ[’ l‘\‘ll‘l\.l\l“e‘_‘ dna Uric Ll\ nc
told CRN.

Even so, he still thinks the opposi-
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competition are all highly profession-
al and reputable - just a shame they
wiil be coming second.”

But there will be competition and
doubtless others will be encouraging
customers and industry partners to
vote for them —and there is nothing
in the rules against this. It’s something
that Claire Robinson, marketing
director at Prior Analytics, which is
listed in the Specialist category for the
second year running, has no hesita-
tion in doing:

“Knowing the sheer volume of
entrants for our category and how dif-
ficult it was to make it through I'd say
we're in ‘excellent company and it

- could well be a photo-finish.

“Having said that, Don’t vote for

‘them, vote for Prior Analytics! You

know you want to! Don't vote for
them, vote for Prior Analytics! You

know you want to!

onsultancy
Prior Analytscs .

PC World Business

CCt 01 ThE 1eal

3Teleccmmuntcat|ons .
me. Busmess Sofuhons

They may need the votes to have
a decent chance as the race for this
award is likely to be a close one. Ji
Consultancy is on the list for the first
time and company managing director,

- Julian Box, believ es this is a great
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Of course we want to win, but hl\v'
ing been short-listed is recognition
initself.” .

Another newcomer that is proud
to have made the final list and is rel-
ishing the prospect of being at the
awards is Secon. General manager of
the reseller,” Robert ‘Gupta, said:
“Secon are very proud to have made
the short list for a CRN award. ,

“We're looking forward to the
evening and have already booked our’
table. The CRN awards are very pro-
lific within the industry and to win
()1’18 would help our standing immense-

ly. Just being nominated has already
raised our profile.” : -

Robinson me dmvlulm aswellas try-
ing to'raise votes, is turning her hand
to raising her heels. The Channel
Awards are nothing, she points out,
if not an excuse to go shopping.

“It [being short-listed] means I can’
hit the Richmond high street looking
for a posh frock and the web for shoes
ﬂwr the awards do:

“Our managing director said it’s
great recognition of the hard work

we've put in over the years.. but he
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has no idea what's really important.
“Seriously though, it's a great moti- -
vator and the whole
vator and the whole team were wait-
ing with bated breath for the arrival
of CRN when the awards were
PSRRI i o ST o SR I YSRLONR |
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haven’t seen so much excitement on
a Monday morning in years.”
CRN www.channeiawards.co.uk
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