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Financial meftdown: Global indices have been in nea

Resellers that ignore the
messages of economic
doom will be able to grab
the sales opportunities
through the downturn and
beyond, says Fleur Doidge

The People’s Temple in Guyana saw
more than 900 people escape from
what they saw as the evils of US
capitalism only to commit mass
suicide in 1978 by drinking a
cyanide-laced version of Koal-Aid at
the request of their charismatic
socialist leader Jim Jones.

Jones secured compliance with
this horrifying scheme by gradually
convincing his disciples that their
way of life was under threat of
imminent destruction by the US.

Resellers are in a similar - albeit
hopefully less serious - position.
The hype is all around us. Daily we
are bombarded with warnings of

recession and disaster — even the
collapse of Western-style
economies and the free market.

But opportunities are still out
there. Those who stay away from
the Kool-Aid, even when doom
seems inescapable, may indeed live
to fight another day.

Resellers agree. Robert May,
managing director of Surrey-based
IT solutions consultancy Ramsac,
believes overseas opportunities will
still exist through the downturn for
canny, adaptable resellers.

Ramsac has been seeing some
success in places such as Germany,
Abu Dhabi and Dubai over the past
couple of years.

May initially expected an easy
success in Germany because of
the process-oriented reputation of
the Germans. However, he found
that the Teutonic way of doing
things varies widely across indus-
tries and Ramsac’s methodology
was quite new.
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as the national press would have us believe?

“It was a total shock to them.
When it comes to IT and IT
systems there is still a lack of
discipline over there,” says May. “In
the UK we have an entrepreneurial
culture and we do not do glass ceil-
ings — they are for going through.”

Adaptable, flexible and
innovative UK solution providers
could do very well on the
Continent, May believes.

Other opportunities continue
in the United Arab Emirates,
particularly Dubai and Abu Dhabi,
both of which have ambitious
plans around infrastructure and
urban development — as well as
money to burn.

May also looks to the London
Olympics in 2012 to provide plenty
of opportunities for IT providers.

Technologies that should
continue to provide profitable
opportunities include storage,
security and virtualisation.
“Companies do not need to have as
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Don't believe the hype

many servers, and when times are
tough those potential consolidation
savings become even more
important,” he says.

Services will be important too.
While traditional resellers will
continue to sell kit, especially if
certified with major brands such as
Dell and Microsoft, the services
wraparound will only become more
important, May says.

“The other thing that is very big
and linked to security is the concept
of remote working.”

This should also continue to
increase in popularity because it
saves costs.

Companies that adopt remote
working policies, such as encourag-
ing staff to work from home or
offering shift work, will save on
overheads such as office rental, and
energy bills. All those practices
require a different approach to IT
that resellers are ideally placed to
help businesses with, May notes.
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