Club50 Retreat Polling
US Results
2023



When is your company planning for an end to
the economic downturn?

There was no downturn | 0%
It started to turn in Q2 %
By the end of 2023 23%
It will continue through 2024 63%
Don't know 7%
May 2023



How does your forecast for Channel sales in
the previous year compare to this year?

An increase of 20+%

An increase of 11-20%

An increase of 1-10%

Approximately the same as 2021

A decrease of 1-10%

A decrease of 11-20%

A decrease of 20+%

0%
0%

0%
0%
0%
0%
0%
0%
0%

7%

36%

40%

14%

May 2023
B September 2022
m May 2022
® November 2021



Software only: How does your forecast for
Channel sales in 2022 compare to 20217

45%
An increase of 20+% ’

45%
An increase of 11-20% i

0%
An increase of 1-10%

5%
Approximately the same as 2021

5%
A decrease of 1-10% ’

0%
A decrease of 11-20%
May 2023

o m May 2022
A decrease of 20+% ’




Hardware only: How does your forecast for
Channel sales in 2022 compare to 20217

An increase of 20+%

An increase of 11-20%

An increase of 1-10%

Approximately the same as 2021

A decrease of 1-10%

A decrease of 11-20%

A decrease of 20+%

0%

0%
0%

0%

0%

8%

S

15%

17%

15%

23%

31%

May 2023
m May 2022

50%



In last year vs. this year, is your Channel budget
(including T&E) likely to:

4%
23%
Significantly increase? ’

0%

20%

Slightly increase?
S 70%

70%

Remain the same?

Slightly decrease?

0%

May 2023
B September 2022
3%
Significantly decrease? . ’ u May 2022

0% m Nov 2021
0%

24%




In this year vs. the previous year, is the
headcount of your channel team likely to:

20%

50%
53%

Slightly increase?

24%
29%
23%
2%

Remain the same?

28%

0%
Slightly decrease?

9%

24% 11 May 2023
4% September 2022
B May 2022
H Nov 2021

Significantly decrease?
3%

0%

<N



Do you own a revenue number?

Yes 82%

No 18%

May 2023



Do you own a discrete revenue number?

Yes 67%

No 33%

May 2023



This year, do you see through the following
channels:

Direct-to-Customer

Increasing 30%

Decreasing 33%
Remaining roughly the same 30%
Do not use 7% May 2023




Traditional VARS

Increasing

Decreasing

Remaining roughly the same

Do not use

0%

5%

10%

11%

22%

30%

30%

30%

30%

55%

39%

37%

May 2023
May 2022
m Nov 2021



Increasing

Decreasing

Remaining roughly the same

Do not use

MSPs

59%

85%

4%
0%
0%

15%
5%
I 5%
22%
10%

May 2023
May 2022
m Nov 2021



System Integrators

Increasing

Decreasing

Remaining roughly the same

Do not use

63%

85%

0%
0%
0%
22%

5%

I5%

10%

15%

May 2023
May 2022
m Nov 2021



Large Account Resellers

Increasing

Decreasing

Remaining roughly the same

Do not use

33%

45%

4%

22%

10%

19%

15%

13%

26%

30%

35%

May 2023
May 2022
m Nov 2021



Marketplaces (i.e. Amazon, Azure, Google)

Increasing

Decreasing

Remaining roughly the same

Do not use

710%

68%

0%
0%

0%

4%

I4%

11%

26%

21%

May 2023
May 2022
m Nov 2021



New Breed Distributors (Pax8 etc.)

Increasing

Decreasing

Remaining roughly the same

Do not use

41%

45%

0%
0%

0%

19%
5%
l 5% May 2023
May 2022

41% H Nov 2021

50%




Increasing

Decreasing

Remaining roughly the same

Do not use

Master Agents

15%

32%

4%

5%

I

8%

I-

53%

May 2023
11% May 2022
m Nov 2021

3%



Increasing

Decreasing

Remaining roughly the same

Do not use

Telecom Agents

22%

21%

4%

0%

5

11%

11%

B

May 2023
May 2022
m Nov 2021

63%

638%



Increasing

Decreasing

Remaining roughly the same

Do not use

ISVs

37%

21%

4%
0%
0%
11%
11%
0%

48%

May 2023
May 2022
m Nov 2021

68%



Enterprise Partners (LARs, GSls, etc.)

Increasing

Decreasing

Remaining roughly the same

Do not use

0%

15%

27%

58%

May 2023



What'’s your fastest growing business model?

Direct-to-customer

Sell through (traditional
model)

Sell to (MSPs)

Referral: one-time
revenue

Agent model (recurring
revenue and commission
to the partner)

Marketplaces

Other

4%
4%

13%

45%

30%

34%
20%

0%
0%
0%

21% May 2023
Sept 2022

m May 2022

m Nov 2021



Which best describes your company’s policy on
business travel and expenses this year?

4%

Budget likely to increase
from pre-covid levels
17%

40%

Budget returns to pre-
covid levels
50%

40%
Budget likely to fall by up
to 20% vs pre-covid level
17%
16% May 2023
Budget likely to fall by m May 2022

20+% vs pre-covid levels
17%




In a recurring revenue model, where vendors control
the price, what percentage commission do you pay
your partners in the first year?

0-5%

6-10%

11-15%

16-20%

21-35%

36% or greater

| don't have a recurring revenue model

0%

0%

17%

6%

6%

AV

May 2023

44%



In a recurring revenue model, where it is billed by the
partner on average what percentage commission do
your partners make in the first year?

0-5% | 0%
6-10% 5%
11-15% ASY
16-20% 43%
21-35% | 0%
36% or greater 5% May 2023

| don't have a recurring revenue model 19%




In a recurring revenue model, where vendors control
the price, what percentage commission do you pay
your partners in the second year?

0-5% 6%
6-10% 11%
11-15% 28%
16-20% 22%
21-35% | 0%
36% or greater 6% May 2023

| don't have a recurring revenue model 28%




In a recurring revenue model, where it is billed by the
partner on average what percentage commission do
your partners make in the second year?

0-5%

6-10%

11-15%

16-20%

21-35%

36% or greater

| don't have a recurring revenue model

0%

5%

11%

21%

37%

0% May 2023

21%



Which elements of your Channel strategy are you

changing or placing more emphasis on in 20237
(check all that apply)

A re-evaluation of your tiering strategy

A re-allocation of the types of marketing
your co-op and MDF dollars will support

A change in emphasis on the support
offered to different Channel types

A focus on adding new Channel types

Targeted support for key partners

Targeted support for partners focused
on key industry sectors

Increased support for sales and
marketing training

A greater focus on customer
satisfaction

Increasing incentives for new customer
acquisitions

Other

70%
43%
48%
39%
57%
26%

S May 2023

39%

61%

13%



In 2023 vs 2022, has the emphasis you are placing

Increased?

Remained the same?

Decreased?

We do not use distribution

S

on distribution:

17%

A2%

33%

May 2023



o S
P 2 Tecy panker® &
P,

Which two sales models will increase in importance
and value the most over the next five years?

Sell-thru partners (resellers, agents) 14%

Sell-to partners (managed services) 23%

Sell-with partners (ISVs, technology

alliances) e
Sell-as (white label) 18%
Digital (marketplaces, ecommerce) 3%
Referrals/influencers 23%

Direct sales | 0%
May 2023
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