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Letter from the Editor
Hello partners.

My biggest takeaways from the past three months is how compliant, 
flexible and most of all adaptable we are as a species. In this space  
we are particularly fortunate that our professional lives are heavily 
digitally enabled.  

The dimension which is keeping commerce going is technology, 
something not possible at this scale even 15 years ago. In this edition, 
we explore some of these macro tech tends that we expect to change. 

Pre-COVID19, we worked with Canalys to understand what demand  
you see for IT Edge deployments, and we reveal from a round table 
meeting with Channel partners in London how vendors can do it  
better. Plus, your usual instalment of webcasts, videos, and more. 

Abraham Lincoln said ‘These things, they too shall pass.’

Stay safe. 

Simon Blake 
Editor
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In 1998, I was in a funky Temple Bar  
building in Dublin with my shiny new  
Nokia 5110 mobile phone. 
I was at a presentation about how the Internet will change societal behaviour. 
The presenter told us what he was going to show us was illegal. We looked at 
each other excited to be in on some subterfuge. He then proceeded to make a 
phone call over IP through the bandwidth of two ISDN lines, which at the time 
was illegal in Ireland.

The presenter then went on to tell us a story of how in 10 years we would book 
flights on our phones, check-in with our phones, and board with our phones. 
When we landed, we would summon a taxi with our phone to bring us to the 
hotel we had booked online and use our GPS to get there. I remember it vividly, 
not because it seemed unrealistic, but because it was so completely different 
from what I knew as normal behavior at that time. It is the norm now and there 
is no going back to what was before.

Anyone who has studied behavioural science knows that changing behaviour 
takes time and goes through stages. Right now, many people are experiencing 
a dramatic change in their work as it relates to their commute, location, and 
professional interactions that have bypassed all stages of the change process. 
There was no precontemplation, contemplation, intention or preparation. They 
are suddenly in the now, exhibiting new behaviors in new environments. For 
many, this new environment isn’t all bad. They are willing converts, so to say, 
and there are few grounds for a reversal.

This is likely the new “normal” even in the coming months as restrictions of 
movement are relaxed.

Talking about seismic societal changes driven by major events, Robert Kargon, 
a history of science professor at Johns Hopkins University said, “These kinds 
of emergencies accelerate trends that already exist in society.” Right now, there 
appears to be a desire for a more sustainable planet, a better work/life balance, 
less commuting, and flexibility in working.

Until recent events, you could argue the Internet has augmented our daily 
lives. Now, it has become critical to our daily lives — our visual interaction with 
others we can’t physically visit, our livelihoods, our safety, and our sanity. Has it 
finally found its raison d’être?

Even professions that are not technology-reliant such as teachers, fitness 
instructors, and medical professionals are using technology as they never had 
before. It has become their new normal, so what effect will this have on IT and 
the infrastructure that supports it?

#1 Increased Cloudification

Assuming the pendulum will never swing fully back to where we were, and 
taking insight from the dramatic upsurge in demand of cloud services, it would 
appear that increased and accelerated cloudification will follow.

Enterprises will want to be more resilient to new shocks and have the ability 
to facilitate a new working model. They will shift more services to the cloud to 
ensure remote access is possible and easy. And of course, to be less prone to 
the effects of future shocks themselves, they will want to be sure to partner 
with technology companies who will offer them the best level of protection, 
considering things as seemingly innocuous as proximity of a service technician 
to their facility.

#2 Accelerated Edge Site Buildout

With an increased demand for delivery of cloud services, and the cost and 
speed considerations that entails, it is likely that hyperscalers and applicable 
colocation providers will begin to distribute these services at an even faster 
pace to the now more distributed user base. Being well protected in difficult 
times, they will be able to move with some pace. The speed of deployment will 
speed-up, and demand for concepts like prefabricated datacentres will likely 
increase.

#3 Widening Residential Telecom Bandwidth

More cloud services that are more locally deployed all rely on the last mile 
to get to the user. While the total traffic volumes won’t change, the patterns 
will. Business locations with powerful connections will drop and residential 
areas with less capacity will take over. Bottlenecks at network nodes where 
lines converge are likely. Add to this the additional heat that will be generated 
at these sites due to IT running at close to 100 percent capacity, and heat 
dissipation becomes a hot topic, especially when summer-time temperatures 
take off and maintenance becomes riskier.

Humans are the most adaptable species, and successfully adapt we will. What’s 
changed is the speed and the levers of influence. Had we faced this rapid 
movement of computing to home offices just 15 years ago, we would have 
been much less prepared to support the business continuity that is essential 
for our communities now and going forward.
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We collaborated with Canalys to survey 
their partner community to understand 
what partners are seeing in demand for IT 
infrastructure deployments at the edge. 
The results speak for themselves. 
To get a better understanding of what the results mean for 
partners, I spoke to Canalys’ analyst Robin Ody.

Simon Blake: Robin, what do the results of the quick poll tell us?

Robin Ody: The results tell us that 60% of partners are seeing 
growth in demand for edge infrastructure. The last two years have 
been characterised by high investment in infrastructure generally, 
including the growth of cloud and, now, hybrid multi-cloud strategies. 
There has been a predicted slow-down in this growth, but there are 
still large numbers of customers that are adding or refreshing their 
infrastructure, with a continued need for more technology in edge 
environments. 

S.B. Are there regional variations within EMEA?

R.O. Certainly. The obvious answer is that these variations are 
roughly similar to the patterns we see in other areas of the IT 
channel. For example, the Nordics are early adopters of technology 
and are more mature in understanding the opportunity and value. 
Similarly, manufacturing in places like Germany, Spain and countries 
in Central and Eastern Europe can be opportunities where they may 
be less tangible in other nations. A lot of analyst rhetoric on Germany 
was around the slowdown, but one has to be specific about these 
things because there are actually areas of huge opportunity if you 
can see the detail.
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S.B. What is the Canalys view on what new demands are being placed 
on channel partners and vendors as it relates to the growth in demand 
for Edge Infrastructure.

R.O. The breadth of services being sought by customers is changing. 
This is true of partners in the infrastructure space too, with Edge 
included. It is true the greater the knowledge of a sector, the more likely 
you are to be able to develop some best practices around Edge design 
and project delivery, but customers are all using the Edge differently.

Certainly, the need for more IP around software used at the Edge,  
be it applications or monitoring or analytics of data (not just on asset 
management) is becoming a key driver for channel partners, but it has 
been that way for ever and will always be.

One trend is the convergence between IT and OT, leading to acquisitions 
in both spaces, where partners are looking to broaden their offerings. 
This is also creating a greater need for an ecosystem approach. Some 
technology vendors are far behind this curve and are not facilitating 
the development of relationships between partners in their ecosystems. 
Thus, partners are forced to develop those ecosystem relationships 
themselves, or customers must go to two or more partners to find the 
right mix of strengths. 

S.B. What are the opportunities for channel partners, and what can they 
do to prepare?

R.O. I would summarise in 5 key areas.

1. Growth of Edge environments has seen more sites left unstaffed, 
so the convergence of physical and cyber security presents 
opportunities for companies in these spaces, particularly for IT cyber 
security partners. Canalys predicts over 50% of security partners 
will blend digital and physical security within the next five years, 
particularly as customers rely more heavily on the capabilities of 
partners to deliver the skills they are struggling to hire.

2. Increase skills in consulting, to make sure you are creating the right 
solutions, and maximising the size of your involvement in the deal, 
with a view to potentially delivering managed services in one or more 
areas, such as security or application management.

3. Understand how targeting sectors and understanding common 
requirements can help. Healthcare, manufacturing and retail are 
the most obvious opportunities for partners in Edge today, but this 
differs slightly by location, so do your research.

4. Understand just how large the opportunity is; the growth of IT 
investment is coming from all directions, particularly in regulated 
industries, and the need to build, deploy, secure and manage 
hardware, software, data and other services is real.

5. Invest today and don’t be afraid to take a leap. You don’t need to bet 
the house but sitting on the side lines would be a mistake (if you’ll 
pardon the mixed metaphor).

Robin Ody is an Analyst in the Canalys 
Channels team. He joined Canalys in 2015 
and supports the company’s industry-leading 
Channels services, including Channels Analysis 
and Partner Program Analysis
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A change from our normal 1on1 interview, this 
quarter you get 5 for the price of 1.

At a recent roundtable ‘Channel Voices’ event 
in London, in association with CRN and invited 
partners, we share the top takeaways to 
emerge. 

Trust is still a major issue

It may be an often-talked about issue, but many 
vendors seem to be failing to get the message 
that trust is something that is earned from their 
partners, and this includes making sure their 
channel strategy is supported and championed 
throughout the business. Just as soon as it is 
built, trust can be taken away in a matter of 
minutes through careless actions, as two of our 
delegates explained.

Sandrijn Stead, CEO of CView Technologies 
said it was vital to not keep changing rules of 
engagement. “Trust is the biggest problem at 
the moment. It doesn’t matter if you look at 
vendors who have a history of selling to named 
accounts or not,” he said. “As a reseller you 
also have to consider the things that aren’t 
clearly defined or written in a contract - such 
as future renewals or engagement. Many 
vendors that have built their business on 
service engagement are now asking partners 

to buy a service pack and make 10 points on 
it - but these same partners if they sell their 
own services, they can make up to 45% on that. 
That causes trust issues.”

Annabel Berry, CEO of Sapphire agreed that 
trust was a serious issue in reseller/vendor 
relationships.

“Trust is the pillar of everything. 
It only takes a couple of bad 
behaviours in an organisation to 
undermine everything. Quite often 
[at vendors] the rules of channel 
engagement don’t filter all the way 
down and things are overlooked 
when targets need to be hit.”

“A lot of the suppliers we work with don’t 
have the capability around services delivery, 
yet they have built it into their sales people’s 
direct touch commission plans to sell more 
services. They are then sub-contracting those 
back to partners at a lower rate because they 
can’t deal with it. 

“That to me seems crazy. I want to be involved 
early on in the project - that is my business 
model - value. I’m not about volume, I don’t 
want to come in at the 11th hour with a purchase 
order to put through because I’m not going to 
be able to build the relationship with the client. 
I want to be involved early on and prove my 
value. Clarity around this is important - it is 
what makes a channel partner trust a vendor 
and want to sell your products in the first 
place.” 

People are the most important thing in a 
business and the skills gap is an issue

Another issue that raises its head time and time 
again during discussions is the importance of 
both retaining skills and also attracting the next 
generation of talent.

What are the hopes and 
fears for channel partners 
in the UK in 2020?

Annabel  
Berry
Sapphire
Interview
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Jonathan Wagstaff, group business intelligence 
manager at Exertis, said his firm, and many 
others are building up specialist skill sets 
through careful acquisition. “Consolidation 
is the theme of decade,” he said. “We have 
all seen recent private equity backed deals 
such as Tech Data, Annixter, Exclusive - it is 
happening at all tiers of the channel - skills 
are being bought. From [an Exertis] point of 
view we are buying specialist businesses, with 
very specialist people with specialist skill sets. 
It is all about people power. “The challenge 
the channel has always faced is to get big, get 
specialist or get out. I think you can be big 
and you can be specialist - but you are highly 
dependent on your group of skilled people. 
That is how things are evolving and is one of 
biggest challenges. The value gained from 
people is as important as the technology,” he 
added.

Michael Keane, managing director of Ajar 
Technology, said he was working hard to both 
hold onto existing talent, but also develop skills 
through apprenticeships.

“We have recruited three people in the last 
month and we’re trying to recruit more. We 
are thinking about the future and are taking 
on apprentices,” he said. “We as a company 
understand our clients’ pain points and want 
to make their lives easier, and this is what our 
employees buy into and is where our value 
add comes into play. As our staff stick with us, 
they will grow alongside us. As there is a talent 
shortage out there, rather than looking for 
people that are already specialists, we try and 
create our own.“

Berry added: “Culture is a big thing. We are 
very careful with how we look after our staff 
and they are excited about what we are doing. 
The market is moving in our direction at the 
moment with a need for specialists, so we have 
people coming to us because they know they 
can be more influential in their position.”

The channel is lacking in innovation

One controversial point that was raised during 
the discussion was that the channel hasn’t 
really changed the way it works for decades, 
and it was crying out for a vendor that can 
come along and really innovate in how it 

engages with the channel.

Paul Barlow, managing director of Servium, 
said this becomes painfully obvious when 
introducing new employees to the industry. “For 
an industry that is based around innovation and 
all the latest and greatest emerging technology 
- I think we are pretty poor at innovating 
internally. There has been no innovation in 
how the channel works,” he said. “You sit there 
and ask ‘where do I start?’ when it comes to 
explaining the channel to new employees. “I 
think there is a real opportunity for vendors 
that can do something differently” he said. 
Sapphire’s Berry agreed. 

“We work with 12 strategic vendors, 
and each one thinks they are the 
most important to us. It would be 
great if a vendor approached the 
channel differently - kept things 
succinct but relevant. They will 
stand out head and shoulders 
above others if they can do that.”

Most vendor partner portals are not fit for 
purpose and their marketing strategies are 
lacking

So many vendors proudly boast that they have 
launched a new partner portal, but how many 
of them have actually taken the time to ask 
partners what they really want from the portals. 
Not enough according to this panel.

Jonathan 
Wagstaff
Exertis
Interview

Michael 
Keane
AJAR Technology
Interview
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Servium’s Barlow said: “With all the greatest 
respect to marketeers and vendors, the portals 
for vendors are not easy to understand and if I’m 
honest I’m not going to put my brand name to 
something ten or fifteen other companies have 
done. Our customers trust our brand. They trust 
Servium. With marketing I want bespoke. I know 
that is hard, but I don’t want to be a me too.

“Also less is more. With most portals within about 
three to six months of it going live marketing get 
hold of it and there is so much information on 
there you can’t find anything or see the wood 
for the trees. People don’t want to wade through 
reams of information, they just want succinct 
bites,” he said.

Berry agreed: “I roll my eyes when people 
say ‘it is on the partner portal’. What works 
for a vendor doesn’t always work with a 
reseller - I need some signposts we can hand 
our message on, such as case studies and 
some sort of competitive analysis. It’s about 
differentiating against the other people we 
are likely to come up against, and giving us 
partners some ammunition. Vendors will 
often have that information, but it is internal 
only. Their teams are trained around it, but 
they won’t allow us to go out and use that 
information.

“Also paying some attention to the reseller’s 
business would be helpful. I hardly ever get 
asked what we are actually doing - yet I hear a 
lot about what the vendors’ objectives are and 
what they are doing. We should be helping to 
drive success together, otherwise it is not going 
to work.

Ajar Technology’s Keane said: “The main thing 
I want from a portal is case studies. I want to 
print one on the latest deployment and show it 
to customers as an example of where someone 
else has done it. People will always ask ‘where 
has it been done?’ ‘what are the problems?’ 
‘Where has it been deployed?’”

Channel account managers are  
absolutely key

Sapphire’s Berry said it was important not 
to underestimate the importance of a good 
channel account manager (CAM).

“A CAM can make or break a relationship,” she 
warned. “We have had successful long-term 
relationships where we’ve worked with vendors 
for many years, but then revenues have taken 
a nosedive because we had a CAM that wasn’t 
engaged, or didn’t show up. We didn’t feel 
they were fighting our corner. You need to 
feel someone has your back when going into 
battle, and also who are recompensed directly 
as a result of the success of the reseller. Don’t 
overstretch them either, if I know my CAM has 
50 resellers, I know I’m not going to see them. 
That is not a relationship.”

Exertis’s Wagstaff said this was a priority for 
distribution. “If you look at the large global 
distributors that have moved organically into 

new regions through acquisition, many pulled 
out because they did not have the success 
they thought,” he explained. 

“You are not just buying specialist 
skills, you are buying vernacular 
language skills and someone 
who understands the markets 
and cultures. As long as there is 
complexity not just in products, but 
also within different regions, the 
CAM is going to have a place. Our 
CAMs pride themselves in having 
that close relationship and sitting 
down with the right people.”
Automation and 5G are technology  
areas to watch

In an industry that is has been talking up the 
cloud for nearly a decade, it was generally 
agreed that the hype of ‘new’ technologies such 
as artificial intelligence and IoT can prove a turn 
off for customers, but all those sitting round the 
table agreed that 5G and automation would be 
key areas to watch in the future. However that 
comes with its own challenges, namely how to 
monitise those areas effectively.
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We usually focus on one vertical, but 
this month we focus on the trends that 
are impacting all verticals with the 2020 
datacentre trends release. 
We asked the Vertiv experts to lay out their top 5 trends to watch this 
year. Here’s the synthesis. 

As the world charges into 2020, organisations increasingly will forego the 
enterprise-or-cloud debate that dominated C-level conversations in recent 
years in favour of hybrid architectures that incorporate public and private cloud 
models and edge assets around a reconfigured core. This evolving approach 
to managing data and computing resources is one of five emerging 2020 
datacentre trends identified by experts from Vertiv, a global provider of IT 
infrastructure and continuity solutions.

The trending hybrid architectures will allow organisations to maintain control 
of sensitive data while still meeting soaring demands for more capacity and 
increased computing capabilities closer to the consumer. As connectivity 
and availability become conjoined concepts in this new data ecosystem, an 
increasing premium will be placed on seamless communication from core to 
cloud to edge.

Highlights of hybrid computing and other trends identified by Vertiv experts 
are:

1. Hybrid architectures go mainstream: 
While cloud computing will continue to be 
an important part of most organisations’ IT 
strategy, we are seeing a subtle change in 
strategy as organisations seek to tailor their 
IT mix and spending to the needs of their 
applications. As we see more of these hybrid 
architectures, it becomes increasingly clear 
that the enterprise datacentre is alive and 
well, even if its role is changing to reflect a 
mix that best serves modern organisations.

2. Speed of deployment as the new arms race: 
As capabilities across technologies and systems 
flatten out, datacentre and IT managers will 
increasingly turn to other criteria for selecting 
equipment. Cost is always a separator, but more 
and more the decision will depend on how 
quickly assets can be deployed. When all other 

factors are close, any advantage in speed of deployment and activation can 
be the determining factor. This is especially true as computing continues to 
migrate to the edge in today’s distributed networks, where delivery delays 
mean lack of service – and revenue.

3. Average rack density remains static… but: Although average rack density 
is likely to reflect marginal increases at best, the surge in advanced applications 

and workloads related to artificial intelligence (AI), 
such as machine learning and deep learning, will 
make pockets of high-performance computing 
necessary and more common. Vertiv experts 
anticipate early activity in this space in the areas of 
defense, advanced analytics and manufacturing in 
2020, laying the foundation for more widespread 
adoption in 2021 and beyond. These racks so far 
represent a miniscule percentage of total racks, 

but they nevertheless can present unfamiliar power and cooling challenges 
that must be addressed. The increasing interest in direct liquid cooling is a 
response to high-performance computing demands.

4. Batteries pay it forward. In 2016, Vertiv experts predicted lithium-ion 
batteries would begin to find a home in the 
datacentre, and that has proven to be true as 
lithium-ion today holds a significant share of the 
UPS battery market. That share is growing and 
starting to extend to edge sites, where the smaller 
footprint and reduced maintenance requirements 
are a natural fit. The next step is leveraging the 
flexibility of lithium-ion and other emerging battery 
alternatives, such as thin plate pure lead (TPPL), 

to offset their costs. As we move into 2020, more organisations will start to 
sell the stored energy in these batteries back to the utility to help with grid 
stabilisation and peak shaving. Expect this to be an important part of larger 
conversations around sustainability in the datacentre industry.

Lithium-Ion
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5. Global cross-pollination: The U.S., particularly Silicon Valley, has been the epicentre of the digital universe and this 
generation of datacentre development, but innovation happens everywhere. A parallel digital ecosystem with notable 
differences is emerging in China. Datacentres across Europe and in other Asian and South Pacific markets, such as Australia, 
New Zealand and Singapore, are evolving and diverging from traditional practices based on specific regional issues related to 
data privacy and controls and sustainability. For example, General Data Protection Regulation (GDPR) compliance is driving 
hard decisions around data management around the world. Those issues, and more vigorous attention to environmental 
impacts, are leading to new thinking about hybrid architectures and the value of on-premise computing and data storage. In 
China, some datacentres have been running 240V DC power into manufacturer-modified servers to improve efficiency and 
reduce costs. DC power has long been a theoretical goal for U.S. datacentres, and it’s not hard to envision other parts of the 
world adopting the model being embraced today in China.
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How to Prep for  
Massive Growth at the Edge

Summary
Martin Olsen, Vice President, Global Edge and 
Integrated Solutions, will talk about what he sees 
coming and how to prepare now: from efficiently 
deploying compute capacity in new far-flung 
locations, to keeping infrastructure costs in check 
with a shrinking IT workforce, to mitigating 5G’s 
voracious energy appetite.

Speakers
Martin Olsen
VP, Global Edge and Integrated Solutions
Vertiv

Distributed Edge Meets  
a Distributed Grid

Summary
With both compute and energy generation 
becoming more disaggregated, there will be 
challenges and opportunities for datacentre 
operators (colocation, cloud and enterprise) in the 
future in terms of managing continuity of supply 
while controlling carbon emissions and energy 
costs.

Speakers
Emiliano Cevenini
Vice President, Commercial & Industrial Vertical
Vertiv
Devrim Celal
CEO 
Upside Energy Ltd
Andrew Donoghue
EMEA Analyst and Influencer Relations
Vertiv

Datacentre  
Brain Drain

Summary
With only 56% of survey participants expected to 
be working in the industry in 2025, the skills crisis 
that the datacentre sector is already facing looks 
set to get worse. 

However, there are new technologies coming down 
the pipe – from standardised designs to AI 
integrated into management software – which 
could off-set some of the lack of human skills. 
Some are even pointing to greater use of robotics.

Speakers
Emma Fryer
Associate Director 
Data Centres techUK
Simon Galletti
Area Sales Manager, United Kingdom
Vertiv
Simon Blake
Director, Content Strategy
Vertiv

Datacentre 2025: 
Late last year we reported on the Datacentre 2025 research update. 

Subsequently we’ve held a few webcasts to look deeper into the findings with some engaging industry experts. 
Listen back here.
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The public have become largely indifferent to the concept and 
accept it as a risk of modern life.

However, institutions charged with border protection, protecting the 
welfare and lives of its citizens and military intelligence agencies are far 
from jaundiced in their interest in the topic.

Obama’s $14bn

Before leaving office, Barack Obama included $14bn for cyber security 
in the 2016 budget, and still US federal agencies struggle with cyber 
security. Whether it’s phishing, unpatched software, socially engineered 
trojans or any of the other techniques of cyber terrorists, the weakest 
link in any organisation is the ability of that hacker, once inside, to be 
able to roam undetected through the network.

Access denied

To mitigate this risk, what most of these organisations now deploy is 
what is known as a ‘Secure Switch’ to separate main network access 
from classified network access. This means that the user has to 
physically select through the switch which network to use. With the 
assurance that even if there is a breach in the main network, the hacker 
cannot ‘jump’ across into the classified network and compromise or 
steal data.

It’s certified

Vertiv Secure Desktop Switch with patented “Always-on active anti-
tampering system” means that Hardware-based peripheral isolation 
loads all firmware on ROM with no keyboard buffering or memory.

Governments, Police, Army, Financial Institutions, Healthcare are all 
vigilant to help protect their reputation. Vertiv SwitchView™ Secure 
helps these organisations protect theirs.

Cyber security… yawn!
That was until now.  
Security, now sharper in focus, is bringing 
new opportunities to resellers.
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Rack PDUs
Basic 
Monitored
Switched

Racks and  
Enclosures
Network Closets
• Light Loads
Server Rooms
• Heavy loads

Uninterruptible 
Power Supply (UPS)
Single Phase UPS
• Applications  

300VA – 2000kVA
Three Phase UPS
• Applications  

10-60kVA

Vertiv is #1 in 3 phase UPS 
sales in Western Europe 

(source IHS)

KVM and serial console 
 IT management
Data Center
• Console Servers
• Enterprise KVM 
• High Performance 

KVM for A/V
• Consolidation Software
Desktop & Server Room
• LCD trays
• Desktop KVM
• Secure KVM

Software & Services
Consolidation Software 
DCIM Software
Professional Services 
Start-up services 

Save yourself time and make more margin  
with the Vendor who tries harder.
One Vendor. Complete Infrastructure Solution. Margin Rich.
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Your channel team in  
United Kingdom and Ireland.

Training IncentivesSupport

We’re here to support your 
business. Please utilise our 
skills to help you.

Scott Harrisson
Channel Sales Director 
Northern Europe
sharrison@vertiv.com
+4477 154 52106

Daniel Weatherill
UK & Ireland  
Distribution Manager
daniel.weatherill@vertiv.com
+4478 110 13214

Tara Whatley
UK & Ireland 
Channel Marketing Specialist
tara.whatley@vertiv.com
+4477 909 87938

David Pearson
Channel Account Manager
dpearson@vertiv.com
+4479 713 76580

Craig Brown
Regional Sales Manager
cbrown@vertiv.com 
+4478 768 85571 

Lisa Richards
UK & Ireland 
Manager Reseller Partners
lisa.richards@vertiv.com
+4478 124 83273

Alexandru Toderas
Inside Sales Representative
alexandru.toderas@vertiv.com
+4007 491 54572

Savio Gough
Sales Engineer
sgough@vertiv.com
+4474 719 02457

Emma Binns
Internal Sales Support 
Supervisor
emma.binns@vertiv.com
+4478 012 17361

Fiona Hanton
Sales Support Executive
fiona.hanton@vertiv.com
+3536 171 5122 

Timea Vegha
Channel Sales Support
timea.vegh@vertiv.com
+4037 468 5435
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Understanding how the shift to edge 
computing will benefit operators is critical 
not only for the operators themselves but 
the ecosystem of telecoms technology 
suppliers and their channel partners. 
It is accepted that the shift to edge computing is real and underway in key sectors.

What is less well defined is what the specific opportunities will be for the existing 
ecosystem of digital infrastructure suppliers, operators and customers as well as 
new entrants. 

There is also a serious question around how the current pandemic might slow, or 
conversely accelerate, the need for edge infrastructure.

Questions over the implications of near-term disruption but also the longer-term 
opportunities for edge are challenging to answer. While answers to the former are 
extremely fluid – and will continue to be some time - the latter longer-term edge 
opportunity is becoming more defined. 

For example, we worked with industry analysts Omdia to dig into what the edge 
opportunity looks like for an important part of the digital ecosystem: telecoms 
operators. Understanding how the shift to edge computing will benefit operators 
is critical not only for the operators themselves but the ecosystem of suppliers, 
including channel partners, which support them.

The research showed edge datacentres already accounted for 1.2% of global IT 
rack unit shipments in 2018, and their penetration of the market will have more than 
doubled by 2023. Other estimates put the total edge computing market at more 
than $600 billion by 2024. 

According to Omdia, key telecoms providers already have well evolved edge 
strategies in place. For example, AT&T believes that a logical step in its program of 
network transformation and virtualisation will be for edge computing nodes to be 
located within its own network. Meanwhile, CenturyLink announced in August 2019 
that it had more than 100 locations ready to be utilised for edge compute services 
and is planning to invest several hundred million dollars in this new program.

As well as addressing the question around specific opportunities, Omdia also 
provided some insights on how the edge could conversely actually be a distraction 
or perhaps even a threat to some operators that are not sufficiently informed or 
prepared. “Edge is broadly viewed as an opportunity for CSPs, but if not approached 
in the right way it could be a distraction for some players and even a threat to 
others,” the report states. 

Trying to work out what specific role the channel will play in helping telecoms 
operators develop edge infrastructure is also challenging but becoming more 
defined. At a high level, research conducted by channel research specialist Canalys 
showed that the majority of EMEA channel partners are seeing moderate to high 
growth in edge demand generally (see article in this publication). How partners 
capitalise on this opportunity will depend on the customer type, sector and ultimate 
value perceived by the customer of that deployment. Professional services and 
consulting are vital for partners if they are to show where the value-add exists in 
edge. Working with the right suppliers with well-developed edge portfolios solutions 
is also obviously key. 

Ultimately, edge growth – in its myriad forms – is already creating new business 
models for operators. Some of that growth is obviously being disrupted by recent 
events but the take-away from researchers such as Omdia is that the long-term 
opportunities are there for the taking. Yes, edge also presents specific threats and 
distractions but, as the current crisis shows, life goes on. 
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