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Forrester Research reports 12-15% of IT channel companies will wash out of the market in the
next 5 years. The reason? Failure to adapt to the new era of cloud computing.

What would you value (most) from your vendor partners? (Select up to three)

Protect our company's territory
from other partners

Finance some of the cost of infrastructure 4504

48%

Business model training
Marketing training

Give us better Bl on our MDF utilization

Provide a showcase for our offerings
on their web sites

Help us design/build our web site

Web site content syndication

An online capability to connect/
collaborate with other partners

Other, please specify

Base: 165 technology channel partner executives
Source: Forrester/OCE Q3 2010 Global Channel Companies’ Cloud Business Models Online Survey

A Forrester researcher blog entry shows results from a recent channel company survey.

These results show: there is confusion amongst channel partners over their role in the cloud
services value chain; they are not simply waiting for tech vendors to tell them what to do; but
they need a lot of help to transform their business models for the cloud computing era.

Not all channel companies will manage to make the transformation (mind, cloud computing will
never represent 100% of the technology market). This results in the wash out.

However, as supply (number of channel companies) goes down, demand (for channel partner
assets) remains high. Forrester says the new "channel chiefs" will be those tech vendors who
make the cloud profitable for their partners.

Go Channels in the Era of Cloud



http://blogs.forrester.com/tim_harmon/10-11-03-channels_in_the_era_of_cloud_vendors_and_channel_partners_are_jockeying_with_each_other_for_position
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