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Loyalty: Gone to the dogs

By Mark Davison

It seemed that spring had sprung early as warm Highveld sunshine 
streamed into the open-air smoking area that is The Local’s. Cynical 
Cynthia had beaten The Waiter Formerly Known as Prince, now The 
Symbol P, on the draw in serving my health shandy and as I poured the 
low-carb, low-alcohol excuse for a beer into my glass, topping it with 
a dash of diet lemonade, I gazed longingly at the proper beverages, 
dew-dropped and glistening in the sunshine.

Con the Non-Conman and Clive the Secure were at their routine 
Wednesday table, premium green bottles lined up like fallen troops 
in front of them. Velocity, Asterix and Hail Haley were at the next 
table, their drinks reminiscent of the Italian flag as they sipped at their 
red wine, ice-cubed “house” dry white and yet another of the more 
expensive emerald-bottled lagers. Strange as it was in this typical 
middle-class hostelry, the only sign of a brown bottle was the instantly-
recognisable square glassed one of brown sauce, still languishing 
from the lunch time crowd.

A sudden whiff of citrus-based cologne and a blur of maroon in the 
corner of my eye jogged me out of my daydream as an obviously 
harassed Ray-Ban Ray suddenly appeared on the seat opposite me. 
My peripheral vision had deceived me – it wasn’t maroon, but rather 
the lavender sleeveless jersey that Ray-Ban wore over a pink button-
down shirt. Metrosexual right down to the matching socks peeking 
over the top of the elasticised beige ankle boots.

“Ray-Ban,” I almost gasped, “you look like a man-sized toilet 
freshener.”

“Don’t even start, I’m not in the mood,” he spat back as he turned to 
make sure P or Cynth were scuttling for his double Irish. They were.

“Rough day?” I smiled at his bluster as he breathed in and exhaled 
like a soon-to-be-mother in the final stages of labour.

“Rough’s not the word,” he snorted half-way through his sigh. “I’ve 
just found out that one of my most loyal customers has decided he’s 
going to try one of the big retailers for his specs, see if he can get a 
better deal.” He paused to gulp half of the swiftly delivered whiskey. 
“After years – no, decades – of free eye tests, free advice, discounts 
on frames, personal attention to him and his whole family, including 
his home executive (domestic, G), weekly landscaper (gardener, G) 
and even his dog (canine, G) once. I know every one of their optical 
problems and can even predict when they’re going to need new 
lenses …”

whiskey started to weave its magic.

“Funny enough, I was talking to one of the big distis the other day and 
we were talking about the same thing,” I started, looking to buoy him 
as much as the Irish. “And his story was probably a bigger shocker 
than yours.”

“I think it’ll be hard to beat mine,” he replied. “Like I said, this family’s 
been with me for decades.”

“Well,” I said, “After reminiscing for a while about how loyal resellers 
used to be back in the day – we both agreed that there was no beating 
IBM’s channel then – I asked him straight-out how many loyal resellers 
he had, bearing in mind that they have about 3 500 active partners 
on their books.”

Ray shrugged, trying not to show his interest. “And? A couple of 
hundred?”

“Way out,” as I leaned back, preparing for the coup de grace. “Three 
… one, two, three. And he ticked them off on his fingers as he named 
them.”

“That is a shocker … I don’t feel so bad now,” the creeping smile 
confirming this.

“Yup,” as I drained the last of the shandy and started to rise. “There 
is always – always – someone worse off than yourself.”

“Where are you going?” he cried. “I’ve only just got here.”

“Ray-Ban,” I grimaced apologetically, pointing at the empty beer glass. 
“There is only so much of this a man can stomach. And besides, if 
I get home now I can spend some time playing with the dogs. Now 
there’s loyalty for you!”

For once, I wasn’t swayed by his hangdog look.

He noticed my quizzical squint.

“The dog was cataracts,” he 
clarified. “The vet sorted it out 
within days.”

I nodded, enlightened. “Yup,” as I 
took a swig of shandy. “Loyalty … 
a very fickle and scarce commodity 
nowadays.”

“You’re telling me,” not as vehement 
as he swallowed another finger’s 
worth out of his glass and the 
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The HP/A-Plus Women’s Day event is always a memorable ocassion on the IT industry calendar - and 
this year was more memorable than ever thanks to the afternoon of snowfall experienced. It will be 
memorable for mothers living with HIV as well, thanks to the amount of money raised. Frank van 
Rees, HP RSA Enterprise Group lead and country MD, together with A-Plus MD Sue Castelyn, hand 
over a R150 000.00 cheque to Nozi Samela, communications associate at mothers2mothers.
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Ready for Real Business

For more information visit: www.xerox.co.za or 0800 117 843

Oversize Output for A3 Booklet V-Fold2/4 hole punch Multiposition Stapling

Print shop-quality colour, without the print shop.
If your work demands the best-possible colour print quality, the Phaser® 7800 colour printer is the 
obvious choice. With the winning combination of consistently superior image quality and professional-
level colour-matching technologies, no other A3-size colour printer gives creative professionals the 
freedom to produce more customer-facing collaterals in-house. Take advantage of weights from 75 to
350 gsm paper and let your creative inspiration take over.

The Xerox Phaser® 7800 offers more fi nishing options and greater design fl exibility.

Ready for Real BusinessReady for Real BusinessReady for Real Business

Xerox Phaser® 7800
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Resellers 
donned their 

hats for the 
launch of 
Epson’s 

Workforce 
Pro printer at 

Northgate.
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The cast from 7de Laan have once again come on board to help promote Casual Day, the premiere fundraising campaign for 
people with disabilities.
Casual Day will take place on Friday 7 September 2012. The theme is “Get on board” - dress up like a captain, pirate or a sailor and 
if that does not work for you, just choose something blue and wear your sticker proudly. Anyone can join in. Simply donate R10 
and get a sticker at any participating welfare organisation, Absa, Edgars, CNA, Boardmans, Game, DionWired or Checkers. 
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Westcon SA recently showed its altruistic side with a donation of R20 000 worth of tinned food and toiletries in addition to 
blankets, clothing and stationary to Nomthandazo Children’s Care Centre in Daveyton. 
‘The donation was the culmination of several months of concerted internal fundraising by our various business units. Each unit 
was given just R200 seed money and encouraged to seek creative ways to capture the imagination and hearts of employees 
in order to raise funds for this and other causes. The result was some very creative, entertaining and ultimately successful 
competitions, raffles and incentive programmes,’ explains Fathima Gany, FD for WestconSA 

0800 600 557
www.comztek .com

Authorized  
Distributor of
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In an effort to lend a helping hand to members of our community, AxizWorkgroup launched a Winter Warmer campaign that would 
benefit Mug and Tree, a beneficiary of Angel Mission – one of AxizWorkgroup’s supported charities for the year.
Owner of Mug and Tree, Trudie Naudé, has big plans for expanding Mug and Tree’s reach. She is in the process of opening up a 
pre-primary school, offering an aftercare service, as well as opening an orphanage for the children in the area.
AxizWorkgroup launched the Winter Warmer initiative in June and gave employees about a month to donate non-perishable food 
and clothing.

DCC along with Lexmark recently held a spiff day where, instead 
of incentivising staff with prizes, a blanket was donated to Olivers 
House for every Lexmark printer sold. DCC expressed its thanks 
to all its resellers for supporting its blanket drive initiative, and 
says it was heart-warming to see big smiles on little faces when 
they received their blankets
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Western Digital recently held their South Africa Road Show in Johannesburg, Durban and Cape Town. The company provided an 
update on WD’s various channel partner programmes and several new products were unveiled. 
Products showcased at the event included the Sentinel RAID and Network Attached Storage (NAS) backup and recovery storage 
server for small and medium businesses (SMBs), new WD Red drives that enable NAS storage for the small and home office 
(Soho), and the innovative My Net entertainment accelerator, a range of routers that optimise network traffic for high definition 
entertainment. 
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seriously eyeing the mobile space in South Africa. The fact 
that Africa is squarely on its radar screen was borne out 
this month when it bought Dubai-based Aptec – considered 
one of the strongest distributors in North Africa. As always, 
we’ll keep you informed of developments, or tweets, as they 
happen … 

PR Prick(le) of the Month:
No incriminating e-mail from our good friends in PR this 
month, but instead an unusually unwelcome phone call 
which, after the normal pleasantries, went along the lines of:
“We sent you an exclusive press release in May and just 
want to know if you used it,” said what we presume could 
only be a young intern.
“It does ring a bell and I’m sure we did use it - probably in 
the June issue when we had that particular feature,” was our 
reply.
“Oh, that’s great. Can you check if you did use it … I’ll hang 
on,” naivety was never so sweet.
“Er, no. But I’m sure you can dig it out of the archives you 
should have and look for it yourself. Or get your clipping 
service to do it. More than certain your client will appreciate 
it.”
“Oh. Okay. Thanks.”
We know some of the seniors in this particular PR firm 
and can only hope that they were playing the fool with the 
youngster in question during a lull in business. But then 
again … we continually live in hope!

DEEP THROAT

Drummond departs Lenovo
Dave Drummond, who took up the reins at Lenovo just six 
months ago after Henry Ferreira decided to join Pinnacle, 
has left the company. It was more than refreshing when we 
spoke to him that Drummond wasn’t leaving to, as the usual 
corporate bumf declares “pursue personal interests”, even 
though he is. (Come to think of it, there’s been no official 
statement from Lenovo on Drummond’s exit, nor on the fact 
that they have moved their headquarters to Bryanston!). 
Drummond was one of the original investors in LivDigital and 
says he’s leaving Lenovo “to interfere” a little more in the 
online e-zine and e-tailer. Deep Throat swallows … beer … 
and wishes him all the best in his latest venture, although 
we’d hazard a guess that it won’t be long before he is back in 
some corporate hotseat.

Braum leaves Acer
Like they say in the classics: There’s no such thing as 
coincidence. So maybe there is more to be read into 
the departure (in almost the same week as Drummond 
announced his resignation) of Graham Braum from Acer 
after 15 years with the Taiwanese computer giant. Bearing 
in mind that Lenovo has been quick to snap up a number 
of disenchanted Acer Europe executives, we wouldn’t be 
surprised if Braum tips up at the head of Lenovo’s local 
operations. We promise to keep you posted but, in the 
meantime, Deep Throat swallows once again … loadsa 
beer … and wishes him the greatest of success in whatever 
venture he decides upon.

Jordan exits FirstTech
We were quite saddened when we heard the news that one 
of our most favourite women in the local channel, Janice 
Jordan was leaving First Technology after many, many years 
and being widely credited with turning the company around. 
But we were gladdened to hear that she won’t be lost to the 
channel altogether – just to Joburg. Seems the commute 
between Durban and The City of Gold was proving a bit 
daunting even for one so battle-hardened as Janice, so she’s 
taken up a position at one of Durban’s leading resellers. 
Again, Deep Throat swallows … loads more beer … in 
wishing her all the very best, although she’d probably give us 
a clip around the ear for even mentioning her in this column.

Ingram comeback?
With all the news of people leaving, it’s more heartening to 
hear of someone (or something) coming back. One of our 
most reliable tweeters informs us that the world’s biggest 
distributor, Ingram Micro, could be considering some 
sort of re-entry into the South African market. Ingram did 
dabble in the local market a couple of years ago, mainly in 
components, but departed these shores following the expiry 
of a JV with MB Tech. Word is, however, that they are now 

but in any number of foreign languages. The intrepid Werner 
Kuhn, however, seems to have come up with the modern-
day alternative when he hurriedly snapped this month’s 
pic at his local golf club. Quickly concealing his cell phone, 
Werner says he didn’t want to risk the wrath of someone 
who is obviously not only serious about his golf, but would 
probably be equally serious about someone stealing the 
“intellectual property” off his golf bag. Mind you, it could 
encourage a raft of new slogans … dink, something with a 
“d”, dink … positief, something with a “p”, positief … you get 
our drift?  

We well remember 
back in the good old 
days when IBM came 
out with a campaign 
entitled “Think” and it 
seemed you couldn’t 
go into an office 
without spotting 
either a poster or 
a desk calendar 
displaying the word, 
not only in English, 

Pic of the Month: 

Thinking out of the ‘box’
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                        For more information, visit www.mustek.co.za or please contact us to be referred to a dealer in your area:

Gauteng                    Western Cape          KwaZulu-Natal        Eastern Cape           Free State               Northern Cape         Mpumalanga
Tel: 011 237 1000       Tel: 021 413 3000       Tel: 031 534 7000       Tel: 041 397 8700       Tel: 051 405 0400       Tel: 053 831 1571        Tel: 013 752 6027         

Ultra Style. Ultra Response. Ultra Performance.

 JW6 14'' Ultrabook
®Core i3-3217u

® 7 Home Basic

R5999*

 JW6 14'' Ultrabook
®Core i5-3317u

® 7 Home Basic

R6999*
* Recommended retail pricing incl VAT, RSA subject to exchange rate fluctuations.  Specifications and pricing are subject to change without prior notice.  E&OE.
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There is no doubt that Formula One motor racing is one of the most 
technologically advanced sports on the planet. It has attracted some 
of the finest engineers, each bent on bettering the other ... and 
pushing the rules to the absolute limit.

Over the years the sport has been revolutionised by the likes 
of Colin Chapman, the brilliant Lotus designer who introduced 
innovative new chassis construction methods; Gordon Murray, 
the South African who advanced the concept of aerodynamics at 
Brabham; and Pretoria-born Rory Byrne who designed Michael 
Schumacher’s all-conquering Ferraris. 

In fact Byrne-designed cars have won over 70 Grands Prix, seven 
constructors’ titles and six drivers’ titles, making him the second 
most successful designer behind Adrian Newey, the only designer 
to have won constructors championships with three different F1 
teams - Williams, McLaren and now Red Bull. He is credited with the 
unique ability to “see” airflow over his cars and thus optimise their 
all-important aerodynamic performance.

For teams not fortunate enough to have genius designers on staff, 
the road to potential success has sometimes wandered into less 
respectable neighbourhoods.

One of the most blatant examples of cheating was the hidden fuel 
tank engineered by the BAR Honda team in 2005. This 15 litre 
tank was run empty during the race, allowing the cars to perform 
underweight and thus achieve faster lap times. 

At the final fuel stop, the small tank was filled and so the cars easily 
passed the mandatory weight check after the event even though all 
fuel was supposedly drained. Unfortunately, BAR technical director 
Geoff Willis’ cleaver ruse was discovered and the team served a two 
race ban for their ingenuity.

Running underweight has been an F1 favourite. In the ‘80s, cars 
were allowed water-cooled brakes. In reality the water was used 
as ballast and jettisoned soon after the start. The Tyrrell team used 
lead shot in the water to refill the tanks and satisfy the post-race 
weight check. When rival teams “spilled the beans” the team was 
disqualified from the 1984 world championship.

When mid-race refuelling was permitted, the delay in filling the 
tanks from a flow-rate-controlled rig was supposed to be the same 
for everyone. But in the 1994 season-opener in Brazil, Michael 
Schumacher’s pit stop was light years faster than that of rival Ayrton 
Senna. Making it obvious, the two drivers entered the pits together 
on lap 21 with Ayrton’s Williams ahead. But it was Michael’s 
Benetton that came out in the lead.

Later, findings revealed an illegally modified valve in the fuel filler 
hose which boosted flow by as much as 12.5% and shaved seconds 
off a regular fuel stop.

Brilliant technical innovations 
or blatant cheating?

Graham Duxbury is 
the MD of Duxbury 
Networking, Formula 
1 commentator, South 
African champion and 
Daytona Speedway USA 
Hall of Fame inductee.

the crown, they did prevent him winning again in the remaining 10 
races.

Some of the hardest rules to police relate to software, in particular 
the computer systems that manage engine performance. For 
example, in a bid to minimise driver aids, traction control was 
banned in 1994. However, because the relevant software source 
code was soon disguised and hidden deep in the teams’ system 
architectures, the ban became unenforceable and was retracted in 
2001.

It was only when legislation mandated a standard ECU (electronic 
control unit) for all teams in 2008 that it was banned again. 
Nonetheless, in 2012 the concept reared its head once more as 
Red Bull found a way to limit torque being transmitted to the rear 
wheels in cornering by tampering with the engine’s spark advance 
mechanism. Not only does this represent an effective traction 
control, it also has the effect of maximising tyre life – so important in 
the current era. 

Controversially, the move was not seen as illegal. However, yet 
more complex regulations have been introduced to control and limit 
the practice. It’s only a matter of time before a clever designer finds 
a way to buck the system once again. 

As someone said: “Controlling traction control is a bit like trying to 
control smoking dope - they might as well legalise it.” 

Not all rule-beating ideas 
are so blatantly illegal. In 
2009 the Brawn GP team 
turned up with a “double 
diffuser” - an aerodynamic 
venturi tunnel - that 
stretched the regulations to 
breaking point. 

While many deemed 
the device illegal, the 
authorities allowed it. As 
rival teams scrambled to 
catch up and adapt their 
cars to the new technology, 
Jenson Button built up an 
unassailable points lead in 
the world championship, 
winning six of the first 
seven races.

By mid-year the other 
teams were on par with the 
Brawns. Although unable 
to prevent Jenson taking 

FORMULA ONE in FOCUS
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By Craig Green, Bytes Document Solutions
national channel manager 

Twenty-one years ago, British engineer and computer scientist Sir 
Tim Berners-Lee made the very first document publicly available 
on the World Wide Web. While this event might have seemed 
insignificant at the time, users know today that what was set in 
motion on 6 August 1991 would change the world in a way never 
experienced before. 

While users have challenges in Africa, like broadband costs and 
speeds, the Web has become such an important part of day-to-day 
living that people can hardly imagine living without it. 

From education to entertainment to communicating, people are 
always connected and have 24-hour access to any piece of 
information they could imagine. And, even though it is already a 
behemoth of an organism, users are continuously finding new ways 
to make their lives more comfortable and efficient through the use 
of the Web. 

Happy birthday World Wide Web
Not only are personal lives tied to the World Wide Web, but being 
successful in business is virtually impossible without access to the 
Net. It is with corporates that the Web really became a necessary 
tool and there is no doubt about the benefits. 

The Web has helped businesses implement all those wonderful 
buzzwords – efficiencies, collaboration, best practices, virtualisation 
and synergies. 

The question is: now that the World Wide Web has entered 
adulthood, what are the next steps? Speaking on this topic earlier 
this year, Sir Tim Berners-Lee said that the history of the Web is 
only a prologue to its future. 

A challenge that he mentioned was the siloing of data - for example, 
social networks that wall off their data - but he also acknowledged 
that this is what brings more value to the information. 

The World Wide Web will continue to change users’ lives, making 
it easier to communicate, plan lives, run businesses and manage 
countries. I am certainly raising a glass to toast its 21st birthday.

South Africa has been ranked the sixth top 
emerging market in a Global Intelligence 
Alliance (GIA) report, behind Brazil, Russia, 
India, China (BRIC) and Indonesia.

The report, entitled “Business Perspectives 
on Emerging Markets 2012 – 2017”, is the 
result of an online global survey conducted 
by Butterfly Effect Intelligence and its 
worldwide affiliate GIA.

The report found that automotive industry 
players choose South Africa as their 
most important emerging market after 
BRIC. South Africa is also favoured, after 
BRIC and Indonesia, in the chemical, 
manufacturing, industrial and financial 
services industries.

According to Stuart Maclachlan, managing 
partner of Butterfly Effect Intelligence, 
the survey found that 91% of companies 
interviewed believe they could have done 
something better in their emerging market 
strategy, such as adapting more to local 
conditions, entering the market sooner and 

acquiring better market intelligence.

“The availability of accurate and relevant 
market intelligence remains a key factor in 
determining the success of organisations 
operating in emerging markets. South Africa 
has one of the fastest growing middle-
income groups in the world, and is less 
competitive than other developing markets, 
such as BRIC. The less competitive the 
market, the more opportunity for investors,” 
Maclachlan says.

However, companies need to adapt to the 
intricacies of the South African market, 
with its significant  disparity between rich 
and poor, its highly-developed and rapidly-
emerging, saturated and poorly-penetrated 
segments, he points out.

“A copy-and-paste approach simply will not 
work in this market. Unlocking growth in 
South Africa and the rest of Africa requires 
a deep understanding of local market 
macro-economic and political drivers; 
competitor and consumer dynamics taking 
place at grassroots level in townships; and 

rapidly urbanising city centres.”

Butterfly Effect Intelligence delivers market 
and competitive intelligence in South Africa 
and Africa, and, according to Maclachlan, 
has seen an increase in demand for 
intelligence in markets identified by the 
survey, particularly in the financial services, 
chemical and industrial sectors.

GIA’s survey also found that seventh-placed 
Vietnam is favoured among consumer and 
retail, logistics; and energy and resources 
players; while pharmaceutical companies 
are looking to Mexico, ranked eighth. 
Nigeria, the next African country, ranked 
16th.

“For us, the survey, and indeed our 
experience in the market, demonstrates the 
magnitude of interest in South Africa as a 
secondary emerging market. It is a market 
that Butterfly Effect Intelligence is deeply 
rooted in, while benefiting from global best 
practice market and competitive intelligence 
tools and techniques through our affiliation 
with GIA,” says Maclachlan.

SA holds its own in emerging markets
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Driving business 
throughout Africa

Comztek offers access to technology, comm     unication solutions in 26 African countries

better able to supply high-tech products and 
solutions to meet constantly evolving end-
user demands.

One of its major success factors has been 
its ability to ensure that it has people on 
the ground, sourced and employed locally. 
According to the company making sure you 
know how to deal with each port of entry 
according to the many different rules and 
regulations, is where your success will lie. 
With its excellent logistics team, combined 
with in country experience and presence, 
Comztek is reshaping service delivery on 
the continent.

Another element that can be attributed 
to its success is the company’s focus on 
skills development, knowledge transfer and 
superior service delivery, through its own 
offices as well as from its partners.

Value Driven Distribution

Comztek achieves this though distribution 
of high-value, high-demand, consumer and 
business technology products, secured 
through partnership with leading global 
vendors. Many of these partnerships have 
been in place since its inception in 1995, 
others have been recently established to 
ensure that its technology arsenal stays 
ahead of industry demands.

The Comztek team supports in-country 
resellers with a highly skilled team of 
technical, sales, and vendor-certified 
product experts, and organises its business 
around five core technology ‘silos’ to meet 
the needs of business, consumer and 
enterprise markets.

What Comztek does not do is sell direct. 
Instead it looks to rather assist partners 

As the world scrambles to deal with 
economic challenges on their own shores, 
they continue to look to new investment 
opportunities, one of which remains the 
African continent.

The future of business

Long touted as the last green patch of 
economic freedom, African businesses 
are growing, expanding, exploring new 
opportunities across global boundaries 
and as a result investing heavily in new 
technologies to assist them in making their 
mark on a world-wide stage.

Long gone are the days where African 
businesses are ready to “settle” for the rest 
of the world’s technology scraps. Instead 
they want superior technology solutions, 
partners who understand the value of these 
solutions and distribution partners that are 
able to provide them with value beyond the 
box.

To add to this Africa remains, and is 
consistently rated as, the biggest growing 
area for mobile solutions, in both the mobile 
telephony and now the mobile devices 
space. While many countries still face 
physical infrastructure limitations, they 
are ahead of the curve when it comes to 
mobility, and are not afraid to use it. 

The role of technology

It is against this backdrop that we 
are seeing renewed interest in cloud 
computing solutions, mobility offerings, 
wireless networking and superior security 
technologies, to name but a few. It is 
with this that Comztek is now working 

closely with its African business units 
and in country experts to provide leading 
technologies to meet the needs of local 
businesses.

To Comztek this translates into the delivery 
of technology and communications 
solutions that are not only internationally 
recognised, but that are also proven as 
leaders in their respective fields, are able to 
meet the exacting demands and challenges 
of its African customers, and that are priced 
at a point that makes them attractive and 
affordable.

Working with vendor partners and local 
resellers and tapping into a history that 
extends as far back as 1995, Comztek 
is able to source and secure superior 
solutions and then distribute these to its 
in-country African partners and in turn their 
customers. 

The formula is simple, driven by a passion 
for service excellence and partnering for 
success, the company has established a 
footprint in 26 African countries its head 
office in Johannesburg and regional offices 
in Durban, Cape Town, Windhoek, Lusaka, 
an East African office in Nairobi Kenya and 
Port St Louis in Mauritius. 

An African Channel

According to Comztek it is not just the 
provision of leading technology and 
communications solutions that provides 
a business with a much-needed edge in 
Africa. But it is also the ability to embrace 
the fact that ICT distribution is not ‘just’ a 
numbers game. It is with this that Comztek 
provides customers throughout Africa with 
value added services to ensure partners are 
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Comztek offers access to technology, comm     unication solutions in 26 African countries

For more information, please call 
toll free: 0800 600 557

or visit www.comztek.com

where a need exists and work with its 
resellers and systems integrators to ensure 
that they are able to deliver of a client’s 
business requirements.

A core element of its value-added promise 
is the company’s ability to look beyond 
the product, couple the aforementioned 
services and skills to each project or client 
request, and deliver a holistic solution. This 
extends to providing local partners with 
additional skills to bolster their own teams 
if needed, the hosting of regular training 
sessions, boot camps, and technology 
showcases within each country as well 
as gaining a clear insight of each of its 
partner’s specific business needs.

A Recipe for Success

The company believes that through the 
establishment of partnerships with leading 
vendors and investment into the countries 
where it has a presence that sets one 
apart from others in the industry. As a 
result its understanding that the successful 
implementation of a technology project 
requires timely availability of relevant 
products and services, is achieved.

In addition, due to its strength and proven 
track record, Comztek has the technical 
ability and financial strength to be a 
preferred partner to its more than 4500 
active partners and resellers across 
Africa. The company aims to treat all 
partners, large or small, with equal care 
and attention, providing each customer 
with the highest levels of professional 
advice, availability of products and bespoke 
technical services.

As a leading African distributor of 
communications and technology systems, 
Comztek not only ensures its customers 
have access to the latest in technology 
products and solutions, but that these 
solutions are able to keep them ahead of 
the competitive curve no matter where they 
are in Africa.

Paul Conradie, 
MD of Comztek.
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Women in t  he channel
Almost since its inception, the IT 
industry has been regarded as a 
male-dominated industry and in many 
areas it does sadly, some would say, 
remain so. But there is one sector of 
the industry – the channel – where 
many of what is colloquially termed 
as ‘the fairer sex’  have not only 
succeeded in breaking through this 
traditional glass-ceiling, they have 
quite literally flourished. In fact, 
compared to some other sectors – and 
industries – we’d hazard a guess that 
there are more female CEOs, MDs 
and senior executives in South Africa’s 
two-tier channel than anywhere else. 
And that’s not to mention the many 
positions held by women further down 
the company structures within distis 
and resellers, and who do sterling 
work day-in and day-out at the very 
coalface of the channel.
Bearing in mind the continued 
importance of the women who 
operate in the channel – and the 
fact that this month just happens to 
be Women’s Month – we thought 
it appropriate to give them their 
deserved chance in the spotlight. 
So without further ado, here is what 
some of these important channel 
players feel about today’s channel, 
their roles and status within it, and 
some of the changes they’d maybe 
like to see being implemented …  
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Anne-Marie Warren, HP IPG 
business unit manager, Tarsus 
Technologies 
How challenging is it as a woman in what is 
perceived to be a “Man’s World”: Attitude is 
everything; approach your goals with a can-do 
attitude and half the job is done 
Are there advantages of being a woman in the 
channel: Definitely. Women bring uniqueness to 
the task at hand. Their distinctive ideas can be 
brought to market 
What’s the greatest disadvantage of being a 
woman in the channel: We tend to be our own 
worst enemies. Believe in yourself and others will 
follow your lead 

Bernadine Joaquim, regional 
channel and alliances manager, 
Mimecast 
How challenging is it as a woman in what is 
perceived to be a “Man’s World”: Although the 
industry has come a long way, some challenges 
remain. For the most part, I think that the big 
challenges have been overcome 
Are there advantages of being a woman in the 
channel: Yes, having something to prove drives us 
to go the extra mile. Women pay great attention to 
detail. The little things do count and perfection has 
no limit. Women show patience, have a personal 
touch and have the ability to be the mediator in a 
very political environment 
Your biggest frustration in your job: Not having 
enough hours in my day. I’ve read all the best 
books about how to manage time better. Time is 
the enemy 
Your best moment in the channel: I’ve been truly 
blessed having worked with some inspirational 
mentors. Mimecast has a family culture of high 
performing individuals. Since I’ve joined I’ve 
witnessed many enhancements, the embracing of 
our channel and reinvestment of millions back into 
the channel 
Your worst moment in the channel: Looking back 
and finding that I have some regret. In hindsight, 
knowing that there are things I would have liked to 
have done differently - taken a chance, changed 
a reaction, been more prepared and less worried 
about small things 
What would you do to improve today’s 
channel: I aim to create a very lucrative and 
beneficial channel model, with a vendor that 
has been leading the way with cloud and SaaS 
technologies. We need our partners and there is 
a very beneficial future ahead in the space we are 
creating 
A colleague/client upsets you – how do they make 
amends: I prefer to have an open and honest 
discussion about it. I don’t want people to be 
afraid to say what they think. I’d rather not leave 
room for interpretation and assumptions

How challenging is it as a woman in what is 
perceived to be a “Man’s World”: Perceptions 
in the industry have changed since I started 
working in the ICT industry. It is more diverse 
today. Women hold top ranking IT positions 
within organisations due to their skill-sets and 
contributions to the industry. Woman and men 
play equally important roles within the industry 
Are there advantages of being a woman in the 
channel: People today are mature enough to look 
beyond that. I have known both male and female 
leaders who span the spectrum of leadership 
styles in our industry. I believe there is not a right 
or wrong gender for the role; it’s more about the 

skill and value add that the individual brings 
What’s the greatest disadvantage of being a 
woman in the channel: I have to believe that being 
a professional woman is not an issue. All leaders 
need to use their strengths and continue to be 
effective and inclusive in a changing and diverse 
world, no matter who they are or where they come 
from 
Your biggest frustration in your job: The amount of 
e-mail that is generated on a daily basis and the 
increasing expectation to be connected 24/7 
Your best moment in the channel: Being able to 
make a difference to the organisations I engage 
with each day. Being part of a multi-national 
company has allowed me to grow personally in 
leaps and bounds over the last few years 
Your worst moment in the channel: Challenges 
build character, and to date nothing has been too 
complex to resolve. As long as you stay flexible 
and keep an open mind, nothing is too challenging 
What would you do to improve today’s channel: 
I already have a plan which is being executed to 
better the interaction between the channel and HP. 
My top priority for the channel is the integration of 
our Personal Systems Group and the Printing & 
Personal Systems. Combining our resources will 
make it easier for customers to work with HP 
A colleague/client upsets you – how do they make 
amends: I always see opportunity in conflict; 
however, compromise and a willingness to 
listen are necessary to move forward and build 
relationships

Adele Oosthuizen, country channel and retail sales manager - 
printing and personal systems, HP South Africa 

Your biggest frustration in your job: Once I realise a situation is going to be totally 
unworkable, to give it up and move on 
Your best moment in the channel: When a plan comes together and can be delivered 
on 
Your worst moment in the channel: When a plan falls apart and you cannot deliver as 
promised 
What would you do to improve today’s channel: By knowing what a customer wants 
before they do. Wouldn’t that be great 
A colleague/client upsets you – how do they make amends: I don’t take it personally. A 
nice cup of coffee also helps
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How challenging is it as a woman in what is 
perceived to be a “Man’s World”: It has changed 
considerably over the past 10 years, but it is still 
very challenging. Women continue to feel the 
need to work twice as hard to be respected and 
accepted in the working world 
Are there advantages of being a woman in the 
channel: The channel is all about who you know 
and what you know, and I believe that women are 
better when it comes to networking and developing 
long lasting relationships. People buy from people, 
and relationship building is certainly an advantage 
What’s the greatest disadvantage of being 
a woman in the channel: I don’t see any 
disadvantages. It’s a rewarding job whether you’re 
male or female 
Your biggest frustration in your job: Not being able 
to control or direct how the economy will affect IT 
spend; seeing people lose their jobs due to the 
economy or the downsizing of companies; seeing 
people work hard and not getting the deserved 
credit; and distinguishing between my professional 
life and my private life 
Your best moment in the channel: It is always 

Anita Potgieter, chief operations officer, Fox 
Innovations 
How challenging is it as a woman in what is perceived to be a “Man’s 
World”: Over the years, women have become more accepted in the 
corporate world. I do feel women still face many more challenges 
than men. A woman always needs to prove herself; common 
perception is that a woman will manage emotionally and irrationally 
Are there advantages of being a woman in the channel: Yes. 
Women are easily approachable, and are good decision makers as 
they tend to think before making a rash decision. I find men make 
hasty decisions in the heat of the moment 
What’s the greatest disadvantage of being a woman in the channel: 
A woman’s job is not an 08:00 to 17:00 one; most women have 
a household to maintain after their average working day. Women 
trying to stay ahead in the corporate world end up working long 
hours during the evenings, while their counterparts are able to work 
early evenings 
Your biggest frustration in your job: There aren’t enough hours in the 
day 
Your best moment in the channel: Collecting our Microsoft Partner 
Award for Business-to-Business Mobile Applications in Toronto, 
Canada, earlier this year 
Your worst moment in the channel: Dealing with poor work 
performance - it’s never nice to tell someone who believes they are 
doing a good job that they are actually underperforming 
What would you do to improve today’s channel: Focus on positivity. 
Negativity never gets you anywhere. People tend to focus more on 
the problem and oversee possible solutions 
A colleague/client upsets you – how do they make amends: I always 
believe I deal with conflict in a professional manner. If someone 
upsets me, I believe in tackling it head-on and I will express myself 
and deal with it then and there - no grudges held

Bernice Thomas, 
StorageCraft product 
manager, Phoenix 
Distribution 
How challenging is it as a woman 
in what is perceived to be a 
“Man’s World”: Each industry 
has its challenges. If you give in 
to the premise that it’s a “man’s 
world”, it immediately puts you 
on an inferior level. Knowing your 
product, your strengths and your 
weaknesses makes it fair game, 
and a lot of fun 
Are there advantages of being 
a woman in the channel: 
Absolutely. I’m never out of 
date options. On a serious note, 
women bring a different dynamic 
and perspective to the channel 
with a personal touch 
What’s the greatest disadvantage 
of being a woman in the channel: 
Women are not seen as being 
technical, so we have to work 
twice as hard to prove that we 
know what we are talking about 
Your biggest frustration in your 
job: Carrying two laptops 
Your best moment in the channel: 
The sales 
Your worst moment in the 
channel: The first demo, my 
nerves were shot 
What would you do to improve 
today’s channel: Spend more 
time educating the consumer on 
the options available to benefit 
their business environment 
A colleague/client upsets you 
– how do they make amends: 
An apology and a diplomatic 
explanation of what caused the 
frustration and best ways forward 
from there

rewarding to reach targets or to be rewarded for 
good work and excellence. A few years ago when 
IT companies were booming and everyone was 
making money it wasn’t about the numbers or 
forecast but rather about the products we were 
selling. The parties and socialising within the 
IT industry were always fantastic and everyone 
networked and connected so well 
Your worst moment in the channel: Seeing good 
friends and colleagues losing their jobs due to the 
downscaling or closure of businesses. It’s always 
very tough on people and their families 
What would you do to improve today’s channel: 
World-class people and a world-class channel is 
something I strive towards. I would change is the 
mind-set that we are all about spread sheets and 
forecasts every minute of the day. We are here to 
sell solutions; it’s about world-class products and 
technology, and without our channel we wouldn’t 
be successful. It doesn’t have to be complex 
A colleague/client upsets you – how do they make 
amends: It’s pretty simple - I believe you should 
walk away, take a breath, and then go back and 
make it right

Chantel Davy, distribution account manager, Cisco South Africa 
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Caroline Scofield, 
business executive, 
Westcon SA 
How challenging is it as a 
woman in what is perceived to 
be a “Man’s World”: This differs 
in many roles across the IT 
sector. As I have been in the 
industry for many years, and I’m 
known to be a expert/specialist 
in the mobility space, I don’t 
often come across challenges 
Are there advantages of being 
a woman in the channel: Yes I 
believe so; one advantage is the 
softer side in a very harsh cut 
throat environment 
What’s the greatest 
disadvantage of being a woman 
in the channel: 
Your biggest frustration in 
your job: Other people’s ability 
to understand concepts and 
ideas. People that don’t feel the 
need to move with the times - 
being IT it’s an ever-changing 
environment 
Your best moment in the 
channel: Some of the major 
achievements I have made in 
deploying the most complex of 
mobile solutions flawlessly 
Your worst moment in the 
channel: When there are several 
companies competing for the 
same business, which creates 
margin erosion 
What would you do to improve 
today’s channel: 
A colleague/client upsets you 
– how do they make amends: 
I suppose being from Scottish 
decent, I have a very tough 
outer layer. I have the ability to 
diffuse a situation quickly and 
efficiently

Debbie Tam, chief 
operating officer, 
Mustek 
How challenging is it as a 
woman in what is perceived to 
be a “Man’s World”: I choose 
not to see it as a “man’s world”; 
in actual fact, the men in my life 
have been the most supportive, 
from my husband to my 
colleagues. They have allowed 
me to grow personally and 
professionally 
Are there advantages of being 
a woman in the channel: Yes. 
The reality is that there are fewer women in the channel, so as long 
as you have done your analysis, investigation and research you will 
succeed. I have had a lot of opportunity to learn from others and 
grow; not because I am a woman, but because I am open to learning 
and transparent in my intent 
What’s the greatest disadvantage of being a woman in the channel: I 
don’t see any. It is not a disadvantage unless you choose to act like 
it is one, and then expect to be treated differently 
Your biggest frustration in your job: When not everyone is on the 
same page, and they make judgements that are emotional and not 
fact-based. You need to surround yourself with people who are 
positively influential and who are aligned with your higher purpose 
and vision 
Your best moment in the channel: There are many best moments 
– seeing the people around me grow tops my list. The people I 
work with have the most amazing attitudes. They have grasped 
opportunities and grown themselves 
Your worst moment in the channel: Having to optimise the business 
in 2009. It was emotionally draining to know that people would be 
affected 
What would you do to improve today’s channel: I would encourage a 
lot more sharing of leadership and developmental skills throughout 
all organisations, including more involvement in communities. There 
is an opportunity for talented, skilled and experienced executives 
to get involved and share their lessons to grow future channel 
generations 
A colleague/client upsets you – how do they make amends: Keep 
to the facts and don’t encourage people to talk about others. Taking 
emotion out of the equation always helps 

Shannon Ryan, 
channel manager - 
Technology, Oracle 
How challenging is it as a 
woman in what is perceived to 
be a “Man’s World”: I have been 
in channel for little over a year 
and this role has most certainly 
presented challenges. Keep 
your values and integrity in 
check, and get on with the job to 
drive results 
Are there advantages of being a 
woman in the channel: Women 
are good multi-taskers and that 
comes in handy. Women are 
known to handle stress better 
than their male counterparts, so 
that would most certainly be to 
our advantage 
What’s the greatest 
disadvantage of being a woman 
in the channel: None at this time 
Your biggest frustration in your 
job: Too many processes and 
too little time 
Your best moment in the 
channel: Over-achieving on 
target 
Your worst moment in the 
channel: Presenting to the 
partner community five months 
into the role 
What would you do to improve 
today’s channel: Get more 
women into the IT channel 
A colleague/client upsets you 
how do they make amends: I 
don’t get upset easily; however, 
a simple apology will do

Teresa Huysamen, Wireless business unit 
manager, Duxbury Networking 
How challenging is it as a woman in what is perceived to be a 
“Man’s World”: Perception is in the eye of the beholder 
Are there advantages of being a woman in the channel: Yes, when 
we deal with men we can “flirt” our way through almost anything 
What’s the greatest disadvantage of being a woman in the channel: 
You always have to be at the top of your game in order to balance 
office and family obligations 
Your biggest frustration in your job: I never have enough time 
Your best moment in the channel: At year-end, when I’ve made 
target 
Your worst moment in the channel: At year-end, when I haven’t 
made target 
What would you do to improve today’s channel: Vendors and 
distributors need to respect the channel and eliminate direct sales to 
end-users 
A colleague/client upsets you – how do they make amends: I would 
prefer chocolates or gifts, but a simple apology will do
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Elna du Plessis, channel manager: mobile 
diversity management (MDM), Securicom 
How challenging is it as a woman in what is perceived to be a “Man’s 
World”: Attitude is everything. Bringing a woman’s way of thinking 
into a business is an asset. As long as one is competent, credible 
and caring, gender shouldn’t be an issue in the professional world 
Are there advantages of being a woman in the channel: Although 
men attend more networking events, some people argue that women 
are naturally better networkers, relationship builders and small 
talkers. We build our network and are great at using it. Plus we can 
multitask, so we do all that and more while wearing high heels 
What’s the greatest disadvantage of being a woman in the channel: 
Those high heels at 5 o’clock in the afternoon 
Your biggest frustration in your job: Introducing an unknown product 
or service to the market. Many partners have the “new kid on 
the block” approach to new 
products: they wait for the early 
adopters before they make a 
move, once that happens, it’s all 
systems go 
What would you do to improve 
today’s channel: I would keep it 
simple: there is no need to over-
complicate partner programmes. 
Avoid channel conflict by being 
open and honest with new and 
existing partners. Engage with 
channel partners as they need 
assistance: “learning-by-doing” 
is less common, though much 
more effective, than “train-and-
forget” programmes. Introduce a 
feedback channel for partners 
A colleague/client upsets you 
– how do they make amends: 
Keep people and problems 
separate in order to debate 
real issues without damaging 
working relationships. Listen 
first, talk second. Set out the 
facts. Explore options together. 
Apologise if necessary. If all 
else fails – get out the boxing 
gloves

Jenny Rex, sales 
director, DCC 
How challenging is it as a 
woman in what is perceived to 
be a “Man’s World”: It doesn’t 
occur to me that I am in a 
“man’s world”. What is most 
important is whether you can do 
the job 
Are there advantages of being 
a woman in the channel: If there 
are, I’m not aware of them 
What’s the greatest 
disadvantage of being a woman 
in the channel: Fortunately we 
live in an era where a person’s 

worth in the workplace is measured by their contribution to the 
company and their ability to perform their duties, not their gender 
Your biggest frustration in your job: People who can’t see the bigger 
picture, who don’t think things through and who think mediocrity is 
good enough 
Your best moment in the channel: When DCC was the first distributor 
appointed by Dell - they had previously focused on a “direct” model 
Your worst moment in the channel: There have been many 
“moments” – it’s difficult to pin point the worst 
What would you do to improve today’s channel: I would ask several 
people with minimal mathematics skills to leave it

Debbie Hunter, 
partner sales 
manager, Oracle 
How challenging is it as a 
woman in what is perceived to 
be a “Man’s World”: I think the 
IT industry has changed over 
the years and women are more 
accepted now than previously. 
With the IT industry in South 
Africa maturing, I think it boils 
down to your competence and 
ability to deliver as opposed to 
whether you are male or female 
Are there advantages of being a 
woman in the channel: You get 
to go to the ladies’ lunches 
What’s the greatest 
disadvantage of being a woman 
in the channel: Having to put 
make-up on everyday 
Your biggest frustration in your 
job: Being reliant on other parts 
of the organisation to enable 
you to do your job effectively 
Your best moment in the 
channel: I don’t really have 
one best moment but rather 
a number, and it is always 
rewarding when one of the 
channel partners you are 
responsible for is acknowledged 
by the organisation for their 
contributions which you have 
been instrumental in building 
Your worst moment in the 
channel: I can’t think of a worst 
moment. As with everything, 
there are always challenges 
you need to manage, and your 
ability to manage them should 
determine a positive or negative 
outcome 
What would you do to improve 
today’s channel: I think it is 
important as a channel partner 
to identify and specialise in your 
areas of competence. Over 
the years, with mergers and 
acquisitions, vendors expect 
more and more from their 
partners and it is impossible to 
develop skill in all areas. I would 
definitely like to see the level of 
specialisation and focus being 
improved in the channel today 
A colleague/client upsets you 
– how do they make amends: I 
believe in resolving conflict and 
being upfront. I find it easier to 
sit down, address the problem 
and move on

Sharon Kuyper, account manager, Duxbury 
Networking 
How challenging is it as a woman in what is perceived to be a “Man’s 
World”: No challenge at all – we are the superior gender 
Are there advantages of being a woman in the channel: There are few. 
In an environment dominated by technology, men are perceived as 
superior; so we women need to work harder
What’s the greatest disadvantage of being a woman in the channel: Not 
being able to play golf 
Your biggest frustration in your job: Repetition due to lack of knowledge 
Your best moment in the channel: When my boyfriend broke up with me 
Your worst moment in the channel: When my “other” boyfriend broke up 
with me 
What would you do to improve today’s channel: Training, training and 
more training 
A colleague/client upsets you – how do they make amends: They don’t 
have to; I build a bridge and get over it
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Louise Taute, marketing manager and customer advocate, Westcon 
SA 
How challenging is it as a woman in what is perceived to be a “Man’s World”: Many a time I have been 
the only woman on a management team and the most important thing to remember is to “own” who you 
are and continuously develop your skills 
Are there advantages of being a woman in the channel: I love the fact that even though I may be in the 
midst of intense negotiations, I can still wear killer heels 
What’s the greatest disadvantage of being a woman in the channel: You need to be prepared to work 
that much harder to ensure you are taken seriously in business 
Your biggest frustration in your job: When we allow our internal issues to affect our customers 
Your best moment in the channel: I have had a few great moments thus far. Mostly they are opportunities 
I have been given that have helped me to get closer to the person I am trying to become 
Your worst moment in the channel: When we lose a deal. I don’t like that at all 
What would you do to improve today’s channel: Invest more in developing our skills pool in the ICT 
industry through mentor programmes and so on 
A colleague/client upsets you – how do make amends: I usually address the issue head on, sort it out 
and move on. Life is too short to hold grudges

Liezl Beneke, branch 
manager: Rectron 
Free State 
How challenging is it as a 
woman in what is perceived to 
be a “Man’s World”: Women are 
traditionally seen as caretakers 
and not risk takers, but I’ve 
learned that women can thrive 
in a man’s world without having 
to change who they are. Men 
and women don’t think alike and 
they just do things differently – I 
see this as an asset 
Are there advantages of being a 
woman in the channel: Women have certain attributes that can give 
them an advantage, especially in the channel where communication, 
co-operation and collaboration are highly prized. Having the gift for 
compassion, empathy and intuition makes women more likeable
What’s the greatest disadvantage of being a woman in the channel: 
I would say “voice” and “self-confidence”. Some women still have 
a difficult time finding their voice in the business environment. 
Some people still see leadership positions as being part of a male-
dominated environment, but I’ve learned that you need to be tough, 
confident and have a voice if you want to be heard 
Your biggest frustration in your job: Not always being taken seriously 
because of my age and experience can be frustrating. On the other 
hand, if someone says I can’t do it I’m motivated to prove them wrong 
Your best moment in the channel: Knowing that I started as a 
receptionist and worked my way up to being the branch manager of 
Rectron Bloemfontein through hard work and dedication, setting an 
example for others – that’s what makes my day. I know who I am, 
what I have accomplished and what I bring to the table
Your worst moment in the channel: Luckily I can’t recall a lot of these 
moments, but like they say - if life hands you lemons, make lemonade 
What would you do to improve today’s channel: Keeping a good 
business relationship with our vendors and resellers, supporting them 
and keeping up to date with the latest trends within our market will 
ensure that we offer the best products in order to compete in an ever-
changing marketplace 
A colleague/client upsets you – how do they make amends: If anyone 
one upsets me, it’s either my own fault or their fault. The easiest way 
to deal with it is to admit one’s mistake, apologise, make amends and 
move on. Our industry is too fast-paced to bear grudges

Louise Parker, marketing manager, Duxbury 
Networking 
How challenging is it as a woman in what is perceived to be a 
“Man’s World”: It is challenging; but the notion of “being comfortable 
with myself” has always helped me overcome any challenge 
thrown my way. I’ve also had the pleasure of working with some 
knowledgeable and inspiring male mentors and I’ve learnt a great 
deal about overcoming challenges from them 
Are there advantages to being a woman in the channel: I believe 
both males and females have different strengths and weaknesses 
which may translate into advantages and disadvantages in the 
workplace 
However, in the channel, when working within a top team, it is 
the level of your experience (and storehouse of knowledge) that 
determines your effectiveness and ultimate success, not gender 
What’s the greatest disadvantage of being a woman in the channel: 
The greatest disadvantage is a belief that you are disadvantaged 
Your biggest frustration in your job: Ensuring that resellers and 
dealers in the channel are fully aware of the vendors we represent 
and the technologies that set them apart 
Your best moment in the channel: Our recent Duxbury Networking 
Open Day, where we featured all our vendors and showcased their 
latest technologies. It was well supported by the channel and a huge 
success 
Your worst moment in the channel: Thankfully, I haven’t had one 

What would you do to improve 
today’s channel: From a 
distributor’s perspective, I would 
promote more training and 
greater interaction between 
ourselves, our vendors and our 
reseller partners in the channel 
A colleague/client upsets you 
– how do they make amends: 
Because I don’t take things 
personally, I make no demands. 
Were I to focus on how much 
someone had upset me, while 
plotting retribution, I wouldn’t be 
able to function effectively in my 
job. I believe it’s best to simply 
put issues of this nature behind 
me and get on with the tasks at 
hand
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Nomhle Mujakachi, partner manager - public 
sector, Software AG South Africa 
How challenging is it as a woman in what is perceived to be a 
“Man’s World”: Life in general has taught me that your attitude is 
your altitude. Man or a woman, one must approach goals with a “can 
do” attitude. I would not like to put women in a box because today 
we have the same opportunities available to us as men do. It is a 
question of believing in yourself and rising to the occasion 
Are there advantages of being a woman in the channel: We add a 
soft touch in the way in which we conduct business 
What’s the greatest disadvantage of being a woman in the channel: 
To see ourselves as disadvantaged is a cop-out, giving people 
excuse not to try harder. It is up to us as individuals to develop 
ourselves. Women tend to delay success by focusing more on “why” 
we are not doing something rather than pushing through the fear and 
just doing it 
Your biggest frustration in your job: I am blessed enough to say that 
I have no frustrations. I am part of an energetic, on-the-ball team and 
I wake up every morning raring to go 
Your best moment in the channel: I derive a lot of joy from working 
with different entrepreneurs and seeing measurable returns for 
customers. Our partner enterprise development initiative aligns with 
a graduate and internship programme designed to tackle the IT skills 
shortage 
Your worst moment in the channel: There is no success without 
failure. As such, I do not have a worst moment to recount, but 
opportunities to learn from and develop myself further 
What would you do to improve today’s channel: I would like to 
introduce more innovative and tailored partnering models based 
on dynamic market requirements that promote a positive customer 
experience 
A colleague/client upsets you – how do they make amends: There is 
no time to get emotional while doing business. But should you like to 
spoil me, there’s nothing like a day at the spa

How challenging is it as a woman in what is 
perceived to be a “Man’s World”: I don’t think 
it’s about that. I believe it is about who the 
best person is for the role and that, regardless 
of gender, it is hard work and dedication that 
ultimately pay off 
Are there advantages of being a woman in the 
channel: I wouldn’t say specifically that there 
are advantages for women in the channel. I 
would, however, say there are advantages for 
organisations placing women in leadership roles 
in general, as they are stereotypically multitaskers 
and usually make exceptional leaders due to their 
inclusive leadership style 
What’s the greatest disadvantage of being a 
woman in the channel: There is still a degree of 
stereotyping that exists, and it can be challenging 
to overcome - but it is not a challenge I shy away 
from 
Your biggest frustration in your job: I believe one 
of my strongest skills is the ability to identify areas 
of improvement and evolve with environmental 
changes. I am left frustrated at the time it can take 
for these changes to be implemented – patience is 
something I need to practice 

Mary Mokgoko, 
technology channel 
manager, Oracle 
How challenging is it as a 
woman in what is perceived to 
be a “Man’s World”: It can be 
challenging at times, especially 
when one feels that men would 
rather be dealing with other 
men. The idea that a woman’s 
personal life and family will 
affect her work performance, 
and that the demands of work 
will affect her family, persists 
Are there advantages of being a 
woman in the channel: To have 
the chance to prove that women 
can indeed perform in this world 
What’s the greatest 
disadvantage of being a woman 
in the channel: The challenge 
of juggling and managing your 
personal and business life when 
you are a working mother
Your biggest frustration in your 
job: Sometimes not being taken 
seriously 
Your best moment in the 
channel: When you are working 
well with your channel partners, 
and they are eager to grow the 
business by working closely with 
you as a vendor 
Your worst moment in the 
channel: Cannot think of any 
What would you do to improve 
today’s channel: Trust and 
transparency when working with 
the channel
A colleague/client upsets you 
- how do they make amends: 
Try and understand what the 
underlying issue is that caused 
the problem, and then find a 
suitable way to resolve it

Your best moment in the channel: There have 
been many memorable moments over the last 
20 years, so it is difficult to pinpoint one. Mustek 
celebrating 25 years in business is one, and I am 
confident that we will continue to go from strength 
to strength 
Your worst moment in the channel: My worst 
moment was definitely when (as a South African 
company) we started feeling the downturn of the 
global economy, and we had to make some tough 
decisions regarding rightsizing our organisation. It 
is always hard when it impacts individuals 
What would you do to improve today’s channel: 
Improvement isn’t planned but is a continuous 
process. Awareness of the environment is critical, 
and the ability to adapt to change is imperative in 
this industry 
A colleague/client upsets you – how do they make 
amends: In a highly stressed and continuously 
evolving environment, the likelihood of individuals 
expressing different views on issues is great, 
but the ability to engage in an open and honest 
manner is most appreciated when trying to resolve 
differences of opinion. I don’t believe in holding 
grudges

Olga-Lee Levey, chief financial officer, Mustek 
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Risna Steenkamp, Cisco business unit 
manager, Tarsus Technologies 
How challenging is it as a woman in what is perceived to be a “Man’s 
World”: I do not think it makes a difference in my organisation if you 
are a man or a woman. As long as you are an honest, hardworking 
individual, you will get recognition 
Are there advantages of being a woman in the channel: Yes - we are 
able to give new meaning to power dressing 
What’s the greatest disadvantage of being a woman in the channel: I 
can’t talk for all women, but personally not being able to connect (on 
any level) with that little white ball. I will without hesitation say that 
not being able to play golf is definitely one of my personal greatest 
disadvantages of being a woman in the channel. Men just seem to 
be naturals at the game 
Your biggest frustration in your job: Being told you are emotional 
when you stand your ground when making a difficult decision 
Your best moment in the channel: Having the honour to run one of 
the divisions that the group has earmarked as an area for growth 
Your worst moment in the channel: When you really work hard on a 
deal with a reseller and payment becomes an issue 
What would you do to improve today’s channel: It is fantastic that 
government institutions are putting measures in place to support 
SMBs. I would like to see measures being implemented to pay them 
in a timely manner so that the business deal does not become a 
financial burden or destroy them 
A colleague/client upsets you – how do they make amends: We will 
go out for a nice glass of wine

Pauline Barnes, 
Networking channel 
manager, HP 
How challenging is it as a 
woman in what is perceived 
to be a “Man’s World”: I don’t 
believe I have ever experienced 
discrimination for being a 
woman. I have been in the 
ICT industry since 1985 and 
have only gone from strength 
to strength. There are many 
amazing women – Eileen Wilton 
at Gijima, Irene van Zyl at HP 
and Kholeka Tsotsotso at Liberty 
spring to mind 
Are there advantages of being a 
woman in the channel: There are 
always advantages to being a 
woman – just don’t exploit them 
What’s the greatest 
disadvantage of being a woman 
in the channel: Not playing as 
much golf as some of my male 
colleagues 
Your biggest frustration in your 
job: I love my job. I can’t think of 
anything that currently causes 
me to be frustrated 
Your best moment in the 
channel: Whenever a client 
takes the time and makes an 
effort to acknowledge a job well 
done 
Your worst moment in the 
channel: I can’t think of one 
“worst moment” – we are dealing 
with an instant-on society and 
the channel is very demanding 
What would you do to improve 
today’s channel: More training. 
Product- and old fashioned sales 
training with an emphasis on 
service excellence 
A colleague/client upsets you – 
how do they make amends: Any 
apology, meant sincerely, will 
always suffice. Life is too short 
to hold grudges

Sally Berimbau, business unit manager, 
AxizWorkgoup 
How challenging is it as a woman in what is perceived to be a “Man’s 
World”: It has its moments 
Are there advantages of being a woman in the channel: Many times 
being a woman in the channel allows me to add a feminine touch, 
being forceful and self-confident without being arrogant. I understand 
the balance of family and career life, and being able to multitask 
comes in handy 
What’s the greatest disadvantage of being a woman in the channel: 
Many a time my opinions are not taken seriously 
Your biggest frustration in your job: Coming from being totally hands-
on in my previous role I found moving into management difficult, as 
I was no longer in control of the day-to-day running of my business 
unit. However, it is also rewarding watching my junior staff grow 
Your best moment in the channel: Winning a Channel Manager of 
the Year award from CRN Magazine 
Your worst moment in the channel: I think that the worst moment 
was when Siltek liquidated and I had just given birth to my first child 
What would you do to improve today’s channel: The channel is 
about people, honesty and respect, and many of these traits are 
lacking in business today. I believe that improving our people skills 
and contact face-to-face would definitely improve the way we do 
business. Technology has allowed us to become complacent and we 
forget that behind a cell phone or e-mail there is a real person 
A colleague/client upsets you – how do they make amends: If it is a 
colleague that has upset me, a good cup of coffee and a chat always 
helps. If it is a client, this would depend on the circumstances – 
customer is always king

Teryl Schroenn, 
CEO, Accsys 
How challenging is it as a 
woman in what is perceived to 
be a “Man’s World”: Women 
in executive roles are still 
exceptions and this makes it 
challenging 
Are there advantages of being 
a woman in the channel: I don’t 
think so 
What’s the greatest 
disadvantage of being a woman 
in the channel: I don’t think there 
are any real disadvantages 
related to gender 
Your biggest frustration in your 
job: Designing great strategies 
which are not always possible 
to roll out 
Your best moment in the 
channel: Finding products that 
enhance our offering and give 
the client the best possible 
solution 
Your worst moment in the 
channel: I can’t remember one 
What would you do to improve 
today’s channel: Ensure that the 
goals and objectives are aligned 
A colleague/client upsets you 
– how do they make amends: 
Say sorry and mean it - actions 
speak louder than words
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Frances Wright, managing director, Trinitas 
Consulting 
How challenging is it as a woman in what is perceived to be a 
“Man’s World”: I have not experienced many challenges. I think often 
times “being a woman” is used as an excuse for lack of success. 
Once or twice in my career I have experienced prejudice about my 
capabilities because of being a woman, but mostly male peers or 
clients would accept my input without question 
Are there advantages of being a woman in the channel: I don’t think 
it is gender linked at all. Advantages are self-made. You have to 
equip yourself with the correct knowledge, experience, skill and 
personal interaction abilities to gain advantage 
What’s the greatest disadvantage of being a woman in the channel: 
None. Occasionally a man would rather work with a man, but there 
are enough clients out there to rule those out of your career path 
Your biggest frustration in your job: To convince corporates that as 
a small business we can provide exactly the same service as bigger 
companies, at a fraction of the price 
Your best moment in the channel: Probably getting my PhD. As far 
as channel work goes, every time we sign a new client and are given 
to opportunity to positively affect somebody’s business or career
Your worst moment in the channel: Only once ever did I lose a client 
due to under-delivery. That was a turning point for me 
What would you do to improve today’s channel: More real support 
for small business. Convince procurement managers to focus on 
quality rather than price. Money only enters the channel at the 
end-customer and the best quality of the end product is as good as 
the weakest quality throughout the chain. Very few customers have 
service level agreements in place 
A colleague/client upsets you – how do they make amends: 
Colleagues upset me by under-delivering. Make amends by 
enhancing our brand. Clients upset me by questioning my consulting 
in an unreasonable manner. They can make amends by trusting me. 
When I am wrong about something, point it out to me in a respectful 
manner

from the relevant stakeholders and teams, and get their buy-in to 
deliver. If that is a woman, so be it 
Are there advantages of being a woman in the channel: As a woman 
in this industry, one of two things can happen: you have the option 
to be viewed as someone who gets the job done because of your 
unfaltering determination, or you can be seen as a pushover. I 
believe women have a clear role to play in the workplace, and are 
gradually being viewed as great leaders 
What’s the greatest disadvantage of being a woman in the channel: 
As my working career extends to the 20 year mark, my answer 
seems to be changing. A few years ago there was a tendency 
for women to have to prove themselves. Lately, companies are 
looking at the right person for the job; male or female. I see no 
real disadvantage of being a woman in this industry that cannot be 
overcome 
Your biggest frustration in your job: Unpredictable and inconsistent 
vendor behaviour, with a touch of disloyalty from the reseller 
channel. A frustrating combination indeed 
Your best moment in the channel: My best moment was being told 
by a vendor that there was no place for another distributor of their 
brand. That was a first for me, and a moment I will always remember 
– an honest vendor with true channel health at heart 
Your worst moment in the channel: The demise of Siltek in early 
2000 left skilled staff scrambling for jobs, left vendors in disarray and 
left a channel trying to deal with a significant shift in the distribution 
landscape. Vendors had their targets and forecasts to achieve and 
creditors wanted to get paid, whilst resellers were waiting with bated 
breath for their orders to be fulfilled. That was a tough time for the 
entire channel 

Traci Maynard, 
general manager 
Microsoft, Tarsus 
Technologies 
How challenging is it as a 
woman in what is perceived 
to be a “Man’s World”: I don’t 
believe that the IT channel 
is a “man’s world”. Senior 
executives in any business 
are required to be astute and 
assertive individuals who can 
create a cohesive plan which 
can be executed. They need the 
ability to gain respect and trust 

Elaine Wang, business manager, Rectron 
How challenging is it as a woman in what is perceived to be a “Man’s 
World”: Not at all. There are a whole set of challenges involved in my 
job, but putting this down to gender would just be making excuses 
Are there advantages of being a women in the channel: People 
grossly underestimate women, so they don’t see us coming. This is 
great, as it often gives us the upper hand 
Your biggest frustration in your job: Inefficient and lazy people 
Your best moment in the channel: Every single time I solve a 

problem, or assist a customer where no 
one else has been able to. That’s what 
counts at the end of the day 
Your worst moment in the channel: 
Realising that I’ve accidentally given 
customers, vendors or colleagues incorrect 
information. I get that cold feeling in the pit 
of my stomach 
What would you do to improve today’s 
channel: I wish channel partners across 
all levels would empower themselves with 
knowledge. The Internet is filled with the 
knowledge of the world, and it all begins 
with Bing, Google, Twitter and so on
A colleague/client upsets you – how 
do they make amends: An apology or 
explanation would suffice

What would you do to improve today’s channel: Encourage 
more collaboration with vendors and distributors; 
encourage better joint marketing initiatives to get the best 
coverage with realistic ROI; and lastly build joint business 
plans with the best interests of both brands (vendor and 
distributor) at the core. A healthy channel leads to a 
healthy business for all 
A colleague/client upsets you – how do they make 
amends: Get out of the office and go for coffee; valuable 
discussions often happen out of the working environment 
in neutral territory. Of course, one will have to tread 
lightly as both parties will be tense; however, sometimes 
uncomfortable confrontation is where people grow the 
most
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Jacky Sinclair, team leader/account manager, Tarsus Technologies 
How challenging is it as a woman in what is perceived to be a “Man’s World”: Honestly being a woman 
is the fun, easy part. I have experienced more challenges relating to age, creed and culture; besides, 
perception can be shaped. For me the real challenge has been to know how to act more like the woman I 
am capable of becoming and less than like the girl I was taught to be 
Are there advantages of being a woman in the channel: Yes. Contrary to popular belief I think it is much 
easier to be a woman in a male-dominated arena.  We don’t need hours of bonding and competing to 
prove that we can close a deal. As women, we achieve this by utilising our impeccable negotiation skills - 
with a dash of charm of course 
What’s the greatest disadvantage of being a woman in the channel: I would have to say thus far, I have 
not experienced any 
Your biggest frustration in your job: Just so much to do and not enough time; focused, effective team 
players are hard to come by 
Your best moment in the channel: There is not just a single instance that I would label as the best. Every 
successful deal concluded by utilising the channel has been a moment I will remember and celebrate, as 
I draw my inspiration from this
Your worst moment in the channel: None 
What would you do to improve today’s channel: At Tarsus it is important for us as a company to make 
sure we understand the responsibilities, challenges and frustrations of our colleagues across divisions. 
We respect them not only as individuals but as part of an ecosystem where the one cannot survive 
without the other. That is something I think the channel could learn from 
A colleague/client upsets you – how do they make amends: I honestly don’t know how to answer that. 
In business, colleagues and clients rarely upset me to the degree that it demands a form of restitution. 
I think working in such a close-knit industry, it is important to always remember mutual respect and 
professionalism

Shereen James, channel sales manager, 
Mustek 
How challenging is it as a woman in what is perceived to be a “Man’s 
World”: The perception of the IT channel being a “man’s world,” is 
exactly that – a perception. Many of the industry’s success stories 
include women. There are many female entrepreneurs that have 
built high-performing organisations 
Are there advantages of being a woman in the channel: There are 
advantages of being a woman in any channel or industry. It has 
been said that “the future of business depends on women”. Some of 
the stereotypical feminine qualities of co-operation, mentoring and 
collaboration are extremely influential and effective in any business 
environment 
What’s the greatest disadvantage of being a woman in the channel: I 
don’t believe there are any disadvantages 
Your biggest frustration in your job: I find my job truly rewarding and 
can’t name a frustration from my side 
Your best moment in the channel: Working with the incredible 
individuals in our organisation. Many of these are woman. Our 
CFO, Olga-Lee Levey, has always been an extraordinary source 
of support and guidance, and Debbie Tam, our COO, has been my 
mentor and has given me the foundation for my current role 
Your worst moment in the channel: When the IT Industry went 
through a tough time and we had to rationalise. This is always an 
unpleasant experience to go through in any organisation 
What would you do to improve today’s channel: Communicating 
with the channel is always a challenge. There is often an overload 
of information and the critical messages can get lost in all the noise. 
There is an opportunity for us to improve the way in which we 
communicate and engage with the channel 
A colleague/client upsets you – how do they make amends: Open 
communication is key. This has to be built on a basis of trust, and I 
believe this is one of the key strengths of the approachable culture 
at Mustek

Kim Walton, 
marketing manager, 
Rectron 
How challenging is it as a 
woman in what is perceived 
to be a “Man’s World”: I think 
we have long past the era 
where women were considered 
to be either a secretary or a 
housewife. In this day and age, 
men and women in the business 
world are on equal terms 
Are there advantages of being a 
woman in the channel: Women 
have the ability to multitask, and 
we always look good doing it 
Your biggest frustration in your 
job: People who don’t take 
deadlines seriously, and don’t 
get back to you in a timely 
fashion 
Your best moment in the 
channel: Being appointed as 
the marketing manager for one 
of the biggest IT distributors in 
South Africa 
Your worst moment in the 
channel: 2009, when the 
recession hit South Africa, and 
so many channel partners were 
forced to closed their doors 
What would you do to improve 
today’s channel: Here at 
Rectron we strive to sell value-
added solutions. It would be 
great if all channel partners got 
into that same mindset. Instead 
of selling just a product, they 
should sell the full solution 
A colleague/client upsets you 
– how do they make amends: 
They just have to apologise. A 
packet of liquorice works too
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Ann Kleynhans, managing director, CEOS 
Technologies 
How challenging is it as a woman in what is perceived to be a 
“Man’s World”: The big desire is recognition and success in a “Man’s 
World”. What we women fight the hardest is usually ourselves. 
Knowing your limitations and admitting to them goes a long way to 
becoming successful. You need to be strong even though you are a 
woman and you need to know when to cut your losses 
Are there advantages of being a woman in the channel: The ability 
to deliver service excellence and networking abilities. Always finding 
a solution to the problem. Perseverance, perfection and flexibility. 
Our analytical brain and ability to multi-task with a touch of finesse 
offer our channel and industry change 
What’s the greatest disadvantage of being a woman in the channel: 
I do not believe that I have been disadvantaged by being women in 
the IT industry. In fact, I believe that the channel is most suited to 
women due to the continuous need for project management, staff 
management, project costing and analytical skills 
Your biggest frustration in your job: I experience a major shortage 
of qualified skills and dedication to supply quality customer service. 
Our company initiatives will contribute to resolving skills shortages 
in our industry and the country, but does not address the immediate 
need to fulfil the business growth demands 
Your best moment in the channel: The growth experienced since an 
acquisition that expanded the business nationally. I have learned 
and grown beyond my own expectations 
Your worst moment in the channel: Sacrificing my personal life and 
working long hours to meet the demands of the business 
What would you do to improve today’s channel: Improve and build 
trusting relationships with the entire industry. Form IT forums 
to strategise business ideas for the future, the transfer of skills, 
mentorship and ways to improve customer service and profit 
margins. To ensure business continuity 
A colleague/client upsets you – how do they make amends: By 
being honest and direct in a respectful and professional manner. By 
addressing the core of the concern by taking both parties’ opinions 
and facts into consideration, without allowing emotion to cloud the 
solution

Sandy Redgate, 
channel manager, 
Software AG South 
Africa 
How challenging is it as a 
woman in what is perceived to 
be a “Man’s World”: After more 
than 10 years experience, I 
believe things are changing for 
the better and there is a more 
equal attitude. There is still 
some discrimination against 
women in the workplace. It is up 
to us to make sure we continue 
making a positive impact, 
confirming that we are doing a 
good job, regardless of our sex 
Are there advantages of being 
a woman in the channel: No, 
there are no advantages. Do the 
best you can irrespective of your 
gender 
What’s the greatest 
disadvantage of being a woman 
in the channel: None. It is up 
to us to make sure that we are 
judged on our contribution to the 
channel and not on our gender 
Your biggest frustration in 
your job: Lack of urgency and 
disrespecting people’s time 
Your best moment in the 
channel: When my partners 
succeed 
Your worst moment in the 
channel: Starting up in the 
channel and trying to get a 
footprint in the market; and 
years ago working for a female 
manager who clearly felt 
threatened by me 
What would you do to improve 
today’s channel: The channel 
is continually evolving, but the 
one key issue that partners keep 
raising is loyalty and trust. Trust 
breeds loyalty and it only works 
if it is in place from both sides of 
the relationship. Having this in 
place will ensure a happy and 
successful channel 
A colleague/client upsets you 
– how do they make amends: I 
am a very direct, straightforward 
person - come and talk to me, 
we’ll have an open and honest 
discussion and then move on. 
At the end of the day, this is 
business. It is not personal

Tania Oppenberg, account manager, Duxbury Networking 
How challenging is it as a woman in what is perceived to be a “Man’s World”: Luckily, I’ve been with a 
company for the last 15 years where you do not have to be part of the “boys’ club” to be treated as an 
equal. The theory of a “man’s world” is not part of my micro environment, and therefore I don’t allow for it 
in my macro environment either 
Are there advantages of being a woman in the channel: Absolutely. Having a “softer side” allows you to 
be more approachable than others who may be driven by ego. I believe this enables you to create more 
trusting and integrated relationships with your colleagues, customers and vendors 
What’s the greatest disadvantage of being a woman in the channel: Being told to “take the emotion out 
of decision-making”. Passion is closely linked to emotion and without it you would not be able to set 
goals and strive for success, be it for yourself, your company or your customers. In addition, balancing 
work and home can sometimes be a little challenging 
Your biggest frustration in your job: People who do not think for themselves or think out of the box, 
believing that this is “not part of their job description” 
Your best moment in the channel: There have been way too many to pin-point just one 
Your worst moment in the channel: Once again, a few too many to pin-point one 
What would you do to improve today’s channel: Communication is key. Although women and men 
think differently it does not mean that either is better. I believe that mentoring young women to strive 
for success and emphasising that they do not have to be “wallflowers” just because of their gender is 
essential 
A colleague/client upsets you – how do you make amends: Take a step back and analyse the situation. 
If I am wrong, apologise; and if not, stand my ground and wait for an apology
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Plasma loses market share
Plasma’s share of all televisions available at US retailers in July fell to the lowest level since the 
first quarter of 2011, as rising prices acted as a disincentive to consumers, according to an IHS 
iSuppli U.S. TV Price & Specifications Market Tracker from information and analytics provider 
IHS. 

The share accounted for by plasma of all American TV types available at retail fell to 13.3% in 
July, down from 14.9% in June and from 15% in July 2011. The last time plasma accounted for 
such a small percentage of US television retail availability was the first quarter of 2011, when its 
share dipped to 11.6%.

 “Despite a brief resurgence in popularity during the second half of last year, the US plasma 
business is undoubtedly a market on the decline,” says Edward Border, analyst for TV technology 
at IHS. “While this deterioration is part of a long-term global trend, the drop in plasma sales in the 
US in 2012 is also due to consistently elevated pricing.

“The decrease in sales has reduced plasma’s market share, allowing LCD TVs - plasma’s 
traditional rivals - to further their dominance in the overall U.S. TV space.”

 

Bigger screens, bigger prices

Plasma TV prices climbed on average to $1 621 in July as manufacturers focused on larger 
screen sizes and higher-value sets. The July rate for plasma remains below the $1 649 level 
posted in May or the $1 638 mark reached in April, but it is 1.4% higher than the June figure of 
$1, 98 and is also above plasma pricing levels from January to March earlier this year,

An end of year rebound?

Plasma managed to increase its share of the US market at the end of the third and fourth quarters 
last year, but that was because manufacturers and retailers offered significant price declines 
during those busy selling seasons. As a result, the average price in retail of plasma TVs fell to $1 
494 in December of 2011, the lowest historical total on record.

 The same thing can be expected to a lesser degree in 2012, and IHS expects model availability 
to rise slightly and prices to drop around September this year.

LCD prices decline in July

US prices for flat-panel televisions, a category comprising LCD-TVs and plasma sets, had risen to 
a more than two-year high in the second quarter. However, at the start of the third quarter in July, 
prices declined for LCD TVs, which account for the majority of the flat-panel market.

 The decrease in LCD TV pricing for the month extended to all specifications, including 3-D 
models, interactive Smart TVs, full high-definition sets as well as thin-panel styles sporting light-
emitting diode (LED) technology. Pricing drops were relatively small, reflecting no great sales 
or discounts, but instead were a consequence of natural erosion as stores competed with one 
another. More aggressive price declines occurred as the London Olympics geared up, with even 
more cutthroat competition to ensue among brands and retailers.

 Overall, average retail pricing in July for all kinds of televisions in the American market fell to $1 
171—down from $1 194 in June, but up from $1,149 the same time a year ago. 
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All-in  -one PCs take off
With their shipments projected to surge this year and beyond, all-in-one (AiO) PCs will help 
prop an ailing market for overall desktop PC systems, according to the IHS iSuppli Compute 
Platforms Service at information and analytics provider IHS (NYSE: IHS). 

Shipments of AiO PCs are forecast to reach 16.4 million units this year, up a robust 20 percent 
from 13.7 million units last year. In comparison, worldwide growth of traditional desktop PC 
shipments in 2012 will amount to a dismal 0.2 percent—rising from approximately 132.0 million 
units to 132.3 million units.

 The healthy pace of growth for AiO PCs will continue in the years to come. By 2016, shipments 
will hit an estimated 24.8 million units, equivalent to a five-year compound annual growth rate 
of nearly 13 percent, as shown in the figure below. The fast-growing AiO space may, in fact, 
save the overall desktop segment—already battered by competing consumer devices, like 
smartphones, media tablets and even mobile PCs such as laptops and Ultrabooks—from 
going into further decline, IHS iSuppli believes.

 Unlike traditional desktop PCs that comprise a separate monitor, system base unit and power 
cable, all-in-one PCs utilize a different form factor—one that integrates the display and base unit 
into a common chassis, with the power cable permanently attached to the entire mechanism. 
AiO examples on the market today include the iMac range of products from Apple Inc., as well 
as the TouchSmart series of PCs from Hewlett-Packard Co.

 “The AiO PC is especially appealing to consumers that have been waiting for a desktop-monitor 
combo that not only combines the strengths of a traditional desktop system but also offers 
a few more extras typical of the new versatile devices, such as a flexible form factor, a large 
screen size and touchscreen optical technology,” said Craig Stice, senior principal analyst for 
compute platforms at IHS. 

For instance, AiO PCs no longer need to be bound to a computer desk but can fit into a variety 
of environments—including on a wall, from where the devices can be hung—bringing about 
new user experiences in the process. Some models also offer a TV tuner option that allows 
the PC to function as both a personal computer and a television.

 Often AiO PCs also come with larger screen sizes, with 22-inch screens being the average. 
Many larger systems offer high-definition (HD) specifications, including HDMI inputs and 
outputs, options for 3-D, and high-end sound systems.

 Most AiO systems also employ optical technology with sensors within raised bezel edges that 
will track touch in a typically two-touch or point-and-touch screen. A more tablet-like experience 
with multitouch or swipe capabilities could likewise be possible when Microsoft launches its 
new Windows 8 operating system later this year.

 Pricing for AiO systems is now comparable to standard desktops—anywhere from less than 
$500 for a modestly packed system with a 20-inch screen, up to nearly $2,000 for a fully 
loaded high-end system.

 Still, AIO systems have their drawbacks. The PCs cannot be customized with additional or 
upgraded hardware as easily because of the more enclosed environment and space constraints 
within the system, and the all-in-one form factor that makes them unique also makes the 
machines hard to repair. As a result, their product life cycle is shorter than that of the traditional 
desktop PC, and the total cost of ownership also comes out higher.

 Apple was number one last year in AiO shipments, with 28% share of the market, followed 
by Lenovo, Dell, HP and Sony. The largest original development manufacturer for Aio PCs 
was Quanta Computer of Taiwan, whose clients include Apple, Lenovo and HP. Pegatron and 
Wistron, also from Taiwan, were other important manufacturers of the machines.



42 Channelwise - August 2012

DISPLAY Devices

Authorised Distributor 
of Microsoft Office 365

Order yours today

Start collaborating in the cloud

Comztek sells genuine Microsoft® software0800 600 557
www.comztek .com

Customers today want to feel special when they go shopping. 
They want immediate access to information, they want a personal 
experience, they want live promotions and demonstrations, and 
they want touch screen experiences to locate information and avoid 
shopping queues. 

“These are just some of the ways that monitors and display screens 
are revolutionising the retail environment,” says Chris Barnes, 
product manager of HP PSG Desktops, Monitors and Value at 
AxizWorkgroup. 

“Technology has evolved to such an extent that retailers are now 
able to capture customers’ attention in ways never done before. The 
traditional monitor has evolved from a simple one-size-fits-all solution 
to a highly capable and sleek visual solution. The latest in touch screen 
technology virtually renders a keyboard and mouse as non-essential, 
providing more than just hands-on appeal. 

“The technology contained in this new generation of monitors delivers 
broad colour support, rich visual quality and consistent results with 
over one billion active colours, which is 64 times the colours supported 

by a traditional LCD screen,” he says. 

Monitors are also becoming more hardened and reliable than TV 
screens. 

“The new generation monitor is built to run 24/7 and comes with a 
three-year warranty. The impressive performance of the monitors to 
1920 x 1080 native resolution deliver stunning video, graphics or text 
in both bright and dim lighting with the latest models coming standard 
with Internet access technology,” explains Barnes. 

In the retail market, new retail display systems have a sleek design 
that effortlessly fits into retail and hospitality environments, either on 
a counter or mounted on a wall. Retail display screens are being used 
for advertising and promotional messages, as a self-service kiosk and 
for employees to load or locate information. 

They can also be customised for use with a magnetic strip reader, 
fingerprint reader or Webcam. Retail units are also hardened for use in 
ambient environments with high wear and tear and protection against 
dust and spills in high traffic environments. 

Digital signage displays (DSDs) have also experienced technology 
upgrades making them slimmer and smarter. New technology enables 
clients to just plug in a flash drive containing pictures, movies or 
music straight into the DSD and enjoy dynamic advertising right from 
the display. 

This is perfect for users who need a basic digital signage display and 
player with the ability to manage them from one location, with no PC 
required and no software to install. DSDs are also becoming thinner, 
creating a more contemporary atmosphere and enabling a more 
natural image when tiled in video wall installations. 

New DSDs also offer enhancements in digital connectivity and network 
management with the addition of an Ethernet port and HP NetworkSign 
Manager Software, which enable centralised management of displays 
from a single source. This is perfect for businesses with numerous 
connected DSDs in different locations such as stores, lobbies, offices 
and terminals. 

The new HP RP7 Retail System, Model 7800 will be released in 
September. This is the next generation all-in-one retail solution from 
HP. It is sleek and stylish and able to effortlessly integrate into the 
current environment. HP’s LD4210 and LD 4710 LCD DSDs are 
thinner, smarter and more connected for improved, full-featured, 
attractive and engaging digital signage solutions.

Spurred by the success of Apple’s iPhone and iPad, 
shipments of touch screen displays in devices like 
smartphones and media tablets are booming, causing 
the market for touch controller integrated circuits (ICs) 
to almost triple in size during a five year span.
Shipments of touch controller ICs are set to reach 
2,4-billion units in 2015, up from 865-million in 2010, 
according to an IHS iSuppli Display Electronics topical 
report from IHS. This year alone, shipments will surge 
28% to 1,7-billion units, with strong double-digit growth 
projected for the next two years before the rate of 
expansion slows slightly in 2015. 
Touch technology has branched out from being used 
mainly in mobile handsets to a wide array of consumer 
electronic items, expanding the aggregate universe of 
touch applications. Touch sensors now can be found 
in tablets, ereaders, all-in one PCs, portable media 
players, portable navigation devices, flat-panel TVs and 
monitors, handheld video game players, automotive 
applications, digital still cameras and digital picture 
frames. Together, the number of devices and appliances 
using some form of touch controller IC is predicted to 
hit 1,06-billion units this year, nearly double from 514,9-
million units only two years ago.

Monitors and display screens 
revolutionise retail environment 

Touch screen chip market triples
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BOARDROOM. LECTURE ROOM. CLASSROOM.

Mustek introduces its range of interactive presenter solutions. 
From the boardroom to the classroom, Mustek has the optimum interactive 
presenter solution, where apart from digital messaging, words and sketches 
can be “drawn” onto the whiteboard/panel.

I-84 Mecer Interactive Whiteboard PLUS 
NEC V260X Projector

Mecer MultiTouch Panels

For more information, visit www.mustek.co.za or please contact us to be referred to a dealer in your area:

Gauteng                    Western Cape          KwaZulu-Natal        Eastern Cape           Free State               Northern Cape         Mpumalanga
Tel: 011 237 1000       Tel: 021 413 3000       Tel: 031 534 7000       Tel: 041 397 8700       Tel: 051 405 0400       Tel: 053 831 1571        Tel: 013 752 6027         
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While the spinoff by Samsung Electronics of its liquid crystal display 
(LCD) operations will boost the short-term competitiveness of the 
business, the long-term benefit may be domination of the next 
wave in display technology: the active matrix organic light emitting 
diode (AMOLED), according to the IHS iSuppli Display Materials & 
Systems Service at information and analytics provider IHS.

Samsung has spun off its LCD business into Samsung Display. 
The next move may be a merger with Samsung Mobile Display, a 
joint venture between Samsung Electronics and Samsung SDI that 
makes both LCD and AMOLED displays.

“Samsung’s LCD division is the world’s second-largest LCD panel 
maker in terms of unit shipments, while Samsung Mobile Display 
is the top supplier of AMOLED displays,” says Sweta Dash, the 
senior director for liquid crystal displays at IHS. “A merger would 
allow the new company to combine its OLED expertise with internal 
prodigious experience and market influence in the LCD segment. 
Because of its myriad advantages, OLED represents the future of 
display technology, representing a huge growth opportunity in the 
coming years.” 

Samsung Electronics in 2011 commanded a 22,9% share of the 
global large-sized LCD shipments, second only to LG Display, with 
a 25,8% share. However, Samsung Mobile Display dominated 
the AMOLED space, with an 85% share, compared to 15% for LG 
Display.

While the AMOLED market is tiny compared to the massive LCD 
segment, the new technology holds the potential for much-faster 
growth given its emerging status compared to the mature LCD 
segment. Global AMOLED shipments are set to rise at a compound 
annual growth rate of 29% from 2011 to 2015, compared to 5,8% 
for LCDs.

 

AMOLED the beautiful

Compared to LCDs, AMOLEDs offer wider viewing angles, 
faster response times and lower power consumption. They also 
eschew the need for backlights, not only further reducing power 
consumption, but allowing for thinner, more attractive displays. 
Finally, OLEDs are compatible with flexible substrates, which will 
enable innovative new form factors that are not possible with LCDs.

AMOLEDs already have been used in large volumes in high-end 
Android smartphones. Furthermore, both Samsung and rival LG 
have demonstrated 55-inch AMOLED TV prototypes, with these 
products set for introduction soon.

AMOLED panel production costs presently are considerably higher 

than for LCDs, especially for large-sized TVs that are 55-inches and 
bigger. Production of AMOLEDs is conducted only at Gen 4.5 and 
5.5 fabs, which are capable of making only one to two displays that 
are 55-inches in size on one substrate. In contrast, 8.5-generation 
LCD fabs can make six 55-inch displays on a single substrate. This 
limitation is driving up manufacturing costs for AMOLEDs. 

Furthermore, yields for the larger sized AMOLED panels are 
low - and the limited number of materials suppliers also is driving 
up costs. These means production costs and prices for 55-inch 
AMOLEDs will remain high for the next few years.

However, companies are investing in AMOLED production and 
technology, which will drive down costs further in the future.

Leading the way is Samsung Mobile Display, which is making the 
largest investment in AMOLED manufacturing, with the company 
planning an eighth-generation fab in the second half of 2013. 
However, LG Display, Chi Mei Innolux, AUO Irico and Tianma 
are all aiming to enter or expand their operations in the AMOLED 
market. LG Display’s current AMOLED capacity is limited to a 4.5 
Gen fab, where the company is making panels for smartphones. 
However, LG also plans to commence operations at its own eighth-
generation AMOLED fab in 2013.

Rear-guard action in LCDs

In addition to merging with Samsung Mobile Display, Samsung 
Display may combine with S-LCD in an effort to shore up its 
business in television LCD panels.

S-LCD was established in 2004 as a joint venture between 
Samsung and Sony to operate 7.5-generation and newer fabs 
to produce large-sized television panels. In late 2011, with its 
television business having become unprofitable, Sony decided to 
end its seven-year collaboration with Samsung. This left Samsung 
as the sole owner of the S-LCD fabs - at a time when television 
sales growth has slowed markedly. S-LCD fabs now have lowered 
their utilisation rates in order to reduce production.

Still, Samsung Electronics may be able to breathe new life into 
S-LCD by making it part of the independent Samsung Display.

“Samsung Display can operate independently, offering panels 
without the baggage of being so closely associated with the 
Samsung Electronics brand,” Dash said. “The independent 
company will have the capability to develop its own innovative 
products, expand its customer base and establish strategic 
partnership with other brands - some of whom are direct 
competitors of the Samsung brand.”

Samsung spin-off targets next big thing in LED
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21.5" Ultra Slim LED Monitor
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Protecting the Stu� that matters

Huawei Enterprise launches 
OceanStor S2600T
Huawei Enterprise’s OceanStor S2600T is a brand new storage product designed for 
entry-level storage applications in enterprises. 

It provides industry-leading hardware specifications and incorporates a rich set of 
advanced features and technologies, including: miscellaneous interface integration; 
flexible networking and hot swapping (TurboModule); three-layer performance 
acceleration (TurboBoost); and multi-level data protection. 

In addition, it is able to meet the increasingly demanding and complicated requirements 
of various applications. 

These applications include: database OLTP/OLAP; digital media; video surveillance; 
and centralised storage, backup, disaster recovery and data migration. These features 
protect customers’ service security and continuity.

Elitegroup Computer Systems (ECS) has 
released a new series of motherboards. 
The B75 Series is based on Intel’s B75 
Express chipset support for the latest CPU 
technology. They offer an impressive range 
of features for home and business use.

There are three motherboards in the ECS 
B75 series: the B75H2-D; the B75H2-M2; 
and the B75H2-M3. 

Highlights of the new series include: 

* Intel SBA - all three boards come with 
the Intel Small Business Advantage 
(SBA) security and productivity 
software, a set of tools designed 

to help small businesses manage 
their PC infrastructure to enhance 
productivity, protect valuable data and 
cut operating costs. 

*  Unprecedented compatibility - the 
ECS B75 series motherboards provide 
full support for Intel’s next-generation 
Ivy Bridge CPUs while maintaining 
compatibility with Sandy Bridge and 
older socket 1155 CPUs. 

The new Intel B75 Express chipset offers 
integrated USB 3.0 support and official 
support for PCI Express Generation 3.0, 
to get the most out of future generations of 

graphics cards.

*  Expandable and connectable - all of 
the B75 Series boards are upgradeable 
and expandable. They feature a PCI 
Express 3.0 x16 slot for graphics 
cards, a PCI Express 2.0 slot, SATA 
3 6Gbps, four USB 3.0 ports, six USB 
2.0 Ports and Gigabit LAN. Integrated 
video output is handled by VGA, 
HDMI or DVI sockets, and there is six 
channel HD audio. 

* Advanced user features - for hardware 
performance enthusiasts, these new 
boards provide plenty of control to get 
the maximum performance out of the 
PC. ECS MIB III software allows for 
easy and convenient overclocking to 
boost system performance and gaming 
capability. 

*  Lifetime reliability - to ensure lifetime 
reliability and customer satisfaction, 
ECS uses solid long-life capacitors in 
the critical CPU area to guard against 
failure, even in the most challenging 
conditions. ESD (electrostatic 
discharge) protection safeguards 
against component damage from 
static electricity in dry climates. This 
enhances durability and lifespan.

New ECS B75 Series PC motherboards 
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Westcon Mobility, a preferred distributor for Motorola Solutions 
products, provides the best auto-identification and communication 
products in the high growth data capture market. Westcon Mobility 
has partnered with Motorola Solutions to bring to the market the 
ET1 tablet, the first in an emerging category of enterprise-class 
tablet computers designed for a variety of vertical markets. 

The Motorola Solutions ET1 brings the familiarity and popularity of 
a consumer-class user experience to a true enterprise-class device. 

Intended for demanding day-long use, the WiFi-enabled ET1 
is password-protected so it can be easily shared and instantly 
provisioned for each employee according to their level of 
responsibility and their access rights. 

Based on login information, managers can automatically control 
and monitor the use of approved applications to help ensure on-
the-job productivity is not compromised. 

The ET1 platform runs an enterprise-ready hardened version of 
the Android operating system and is designed to be used 24/7 by 
multiple staff members. Retailers can seamlessly and securely run 
a variety of applications developed by Motorola’s extensive partner 
and independent software vendor (ISV) community. 

Supported by Motorola’s portfolio of enterprise-grade software 
modules - including RhoElements, a new HTML5 application 
enablement framework - businesses can now quickly and cost-
effectively develop enterprise applications once and deploy them 
on both traditional Windows embedded handheld- and Android-
based Motorola devices, allowing for consistent user experiences. 

The ET1 incorporates a durable Gorilla Glass 7-inch colour display, 
designed for customer-facing applications containing video and 
images. In addition, the screen bezel can be customised to match 
the retailer’s brand. The ET1 also offers a comprehensive suite of 
enterprise-class features and accessories, including: 

* Durable design to withstand multiple bumps and drops during a 
workday; 

* Optional integrated bar code scanner and magnetic stripe 
reader; 

* Hot-swappable rechargeable battery pack, with memory back-
up battery to retain RAM data for up to 15 minutes when the 
main battery is removed; 

*  Single- and multi-slot tablet and battery chargers; 

*  Front- and rear-facing cameras; 

* Availability of Bluetooth-connected handheld bar-code 
scanners, mobile-payment readers and mobile printers; and 

*   Optional hand strap for comfortable full-shift handling. 

The ET1 tablet is available immediately and comes complete with 
Motorola’s Service from the Start with Comprehensive Coverage 
programme. This provides cover for normal wear and tear, as 
well as accidental damage to internal and external components, 
significantly reducing unforeseen repair expenses.

Westcon Mobility offers the Motorola Solutions ET1 tablet 

Few things compare to the ultimate gaming experience, and with the EVGA NVIDIA GeForce 
GTX 670 FTW graphics card, gaming enthusiasts can be guaranteed of complete gaming 
pleasure. 

The EVGA GTX 670 FTW is half an inch longer than a standard GTX 670 as the cooler, along 
with the underlying PCB, is taken directly from the GTX 680.

These are not the only features taken from the GTX 670 FTW’s big brother. Its core is also 
cranked up from the reference 915MHz to 1 006MHz. The GTX 670 FTW’s memory speed 
has also been bumped up to a 2Gb GDDR5 frame buffer operating at an effective 6 208MHz 
(200MHz above reference).  The card is quad-SLI capable, and power is provided by a pair of 
back-to-back six-pin PCIe connectors. There multiple outputs - DisplayPort, HDMI and dual-
link DVI - which can be used simultaneously to drive four displays.

EVGA graphics cards available from AxizWorkgroup 
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Omega Africa and Pioneer have launched the BDR-S07XLT 
Blu-ray Disc Writer, which can read and write to Blu-ray discs 
(both single-layer 25Gb and dual-layer 50Gb media). In addition, 
the BDR-S07XLT boasts writing speeds of up to 12x. 

The writer features PureRead3+, a unique function that 
minimises the data compensation process by diagnosing the 
condition of the disc. It adjusts the reading method accordingly 
and attempts to reread obscured data, to extract the original 
music when audio CD read errors occur. 

Such errors are caused by scratches or fingerprints on the 
disc surface, and cannot be corrected by the CD-specific error 
correction system (CIRC). 

Audio CDs can now be read with a high degree of accuracy 
due to the BDXL compatible pick-up unit, which enhances CD 
reading performance.

ECS, one of the world’s leading PC hardware makers, is bringing 
its expertise in design and manufacturing to the wireless mobility 
arena. ECS Mobile Widgets are a range of affordable, easy-to-
use products that enhance and connect all existing electronic and 
computer gadgets. 

ECS Mobile Widgets guarantees convenience, offering a complete, 
seamless wireless environment, even for demanding applications 
like HD video. The new ECS Mobile Widget product line is designed 
to meet customers’ needs in all environments: 

Pocket WiFi 

The ECS Pocket WiFi range includes three compact, versatile 
products that add WiFi capability to any device with a LAN network 
socket. They include the easily-portable Mini, the pocket-size Tiny 
and the travel-size Skinny. 

Products in the Pocket WiFi range provide an instant wireless 
network anywhere where there’s an Internet connection, or extend 
the range and coverage of an existing network. 

Pocket Speakerphone

The ECS Pocket Speakerphone Series includes two models: the eZ 
Bun and eZ Bun bt. Both versions have a rechargeable Lithium-ion 

battery for hassle-free use, and can be recharged via USB. 

The eZ Bun is designed for office use and has performance-
enhancing features like noise cancellation and a sensitive 
microphone. Laptops, PCs or tablets are easily connected to this 
speaker via the two 3,5mm jacks and USB port. 

The eZ Bun bt is designed for everyday life and features Bluetooth 
connectivity for hands-free calling. It acts as an enhanced music 
and sound playback source for mobile phones, notebook PCs and 
other devices. Large, simple controls make it perfect for listening to 
music and handling phone calls whilst driving. 

R100 Wi-Bridge 

The compact ECS R100 Wi-Bridge is a perfect connectivity 
solution. Connect the R100 Wi-Bridge to a TV or projector via HDMI 
or VGA, and full HD movies, games and music can be wirelessly 
sent to a home theater system. The dual-band, high-bandwidth 
wireless link plays glitch-free Blu-ray 1080p HD movies. 

ECS Mobile Widgets breathe new life into old electronics, 
computing and communications gadgets. They offer customers a 
new world of mobility, productivity and entertainment possibilities, 
all by enhancing and connecting the hardware that they already 
own and understand.

ECS Mobile Widgets provide wireless mobility 

Omega Africa, Pioneer launch 
new Blu-ray Disc Writer 
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Con�dence in a connected world.

Professional Webcams at 
AxizWorkgroup 
The Logitech HD Pro Webcam C920 from AxizWorkgroup has given Webcams 
a professional twist, delivering high-definition videos and photos and providing 
easy uploading to PCs. 

The Logitech HD Pro Webcam C920 features: 

* Full HD 1080p video recording - to experience this, users will need to download 
the latest version of Skype, Skype 5.7 Beta for Windows. 

* Advanced compression technology - H.264 advanced compression technology 
eliminates time-consuming compression so users get fast, smooth video and 
photo uploads for one-click sharing on Facebook, Twitter or YouTube. 

* Carl Zeiss lens with autofocus - with a premium 20-step autofocus, users will 
get consistent clarity and detail from Logitech’s smoothest, most responsive 
autofocus yet. 

* Stereo audio - with dual mics, the Webcam will capture natural stereo audio 
on video clips and video calls. 

* Logitech Fluid Crystal Technology - this provides smoother video motion 
without choppiness, and functions perfectly in real-world conditions, delivering 
sharper pictures, richer colours and clearer sounds. 

* Stable mounting clip - the versatile clip with rubberised bumpers helps hold 
the Webcam securely in place on a desktop or laptop monitor. Users can 
also mount the Webcam on a tripod.

Specialist in energy management, Schneider Electric South Africa, 
has announced the release of Ampla Express, designed to assist in 
the optimisation of energy use and production processes. 

Ampla Express is a “lite” version of its leading operation 
management software, Ampla. 

Ampla Express is being launched with two targeted applications: 

*    Ampla Express: Insights - provides users with a comprehensive 
representation of energy spend in the production environment 
by centralising energy usage data into meaningful dashboards. 
By attaching kWh costs to production processes, it provides 
an overall picture of the plant’s inputs and outputs, including 
materials, consumables, energy, waste and emissions. 

*    Ampla Express: OEE + E (Overall Equipment Efficiency + Energy) 
- combines OEE, an industry wide metric that can assist in the 
optimisation of production processes, with an energy component 
to maximise the effectiveness of assets. It will enable users to 
optimise production processes and stabilise energy use. 

“Ampla Express is designed to assist in the optimisation of energy 
costs and production processes for our industrial customers. 
Its primary goal is to significantly reduce the time-to-value for 
our customers, while still offering the flexibility to meet their 
needs,” says Quintin McCutcheon, SCADA, MES and Telemetry 
commercial manager at Schneider Electric South Africa. 

Ampla sits in the operational layer of PlantStruxure, Schneider 
Electric’s plant automation architecture that allows companies to 
optimise energy use and drive maximum efficiency within their 
operations. 

In a single environment, measured process and energy data can be 
analysed and used to achieve a holistically optimised plant. 

Ampla can be used across plant operations to identify and improve 
plant effectiveness. Use of such a tool becomes part of the day-to-
day actions of managers, engineers and operators. Ampla enables 
organisations to improve their competitiveness by reducing costs, 
increasing production, increasing operational efficiencies, reducing 
losses and optimising energy consumption.

Schneider Electric SA releases Ampla Express
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A few minutes of downtime is not an option in today’s business 
environment. A single server failure could affect a company’s whole 
system, resulting in enormous loss of business opportunities. 

Delivering exceptional availability through completely redundant 
components, the Intel architecture-based NEC Express5800/ft 
series fault tolerant (FT) servers provide the right solution to address 
planned and unplanned downtime and make non-stop business a 
reality. 

The FT server can deliver a lower total cost of ownership (TCO) 
compared to traditional high availability server solutions in the 
following areas: 

*    While physically two servers, the FT server presents only one 
logical server, requiring only a single operating system/hypervisor 
instance; 

*    Since the FT server is a single system, it can be installed 

Colour management with 
Xerox Phaser 7800 
Industry-leading media flexibility with unmatched professional 
colour management and print technologies: these are the 
benchmarks for the Xerox Phaser 7800, the only SRA3 paper 
size colour printer in its class that delivers a full complement 
of advanced capabilities in today’s most graphic-intensive 
environments. 

Now any business that produces large volumes of high 
resolution output, such as advertising agencies, graphic 
design shops, marketing communications firms, photography 
studios, medical imaging specialists and countless others, 
can keep more of their business-critical print jobs in-house 
thanks to the Phaser 7800 colour printer’s unbeatable state-
of-the-art technologies.

seamlessly and without complex configuration and infrastructure; 
and 

*    Maintenance is also considerably less for the FT server 
approach when compared to complex configurations and 
infrastructure. 

Through redundancy at the hardware level, the NEC FT server 
reduces failures to notifications and indicator light status. This 
approach significantly reduces the complexity associated with 
other forms of high availability in clustering and HA/FT virtualisation 
software solutions. 

It also simplifies system management and recovery operations, 
since administration and configurations are performed as a single 
system view. 

The server is simple to setup, simple to use and simple to maintain.

NEC fault tolerant R320b server 



August 2012 - Channelwise  55

PRODUCT Showcase



56 Channelwise - August 2012

Channel CHUNDER

The fact that my esteemed editor has decreed that this month’s 
cover story should be devoted to “Women in the Channel” is yet 
another reminder of just how far removed our post-apartheid 
democracy in South Africa is from being a normal society.

Despite the fact that we have one of the most admired and 
inspiring constitutions in the world - that absolutely guarantees 
equal rights for all and that is backed up by legislation as well as 
countless institutions mandated to ensure that the rights of people, 
regardless of race, religion, gender or sexual preferences are 
upheld – as South Africans we can’t seem to get on with living a 
normal life.

The question of gender equality is high on the agenda of what still 
needs to be normalised in South Africa. It’s probably not politically 
correct to question why women in South Africa are still fighting 
for basic human rights and equal opportunity. Is it because of 
apartheid, or are they simply being victimised by cultural and ethnic 
traditions that remain firmly entrenched in our national diversity?

Whatever the reason, there is absolutely no doubt whatsoever 
that women in the IT channel in South Africa play a vital role in the 
industry – and they have done so for almost as long as the industry 
has been in existence.

Who can forget the entrepreneurial flair and leadership of a certain 
Joan Joffe, way back in the 1980s when she was one of the 
pioneers of feminine involvement in the reseller channel?

Joan was one of many women of her era who succeeded in the 
IT industry in this country and who laid the foundations for the 
success of many others who have followed. While time may have 
dimmed the memory, it’s hard to recall whether or not these women 
were ever singled out for having reached great heights despite their 
gender.

Perhaps the best way to pay tribute to the “fairer sex” is to 
reproduce one of those viral e-mail jokes that seems to do the 
rounds as we head into summer. With apologies and thanks to the 
unknown author, it goes something like this:

Standard operating procedures for a braai:

The routine basics:

· The woman buys the food.

· The woman makes the salad, prepares the vegetables and 
makes desert.

·  The woman prepares the meat for cooking, places it on a tray 
along with the necessary cooking utensils and sauces, and 
takes it to the man who is lounging beside the grill - beer in 
hand.

·  The woman remains outside the compulsory three meter 
exclusion zone where the exuberance of testosterone and 
other manly bonding activities can take place without the 
interference of the woman. 

Then comes the REALLY IMPORTANT next step: The man places 
the meet on the grill.

More routine basics:

·  The woman goes inside to organise the plates and cutlery.

·  The woman comes out to tell the man that the meat is looking 
great. He thanks her and asks if she will bring another beer 
while he flips the meat.

Then comes the next REALLY IMPORTANT step: The man takes 
the meat off the grill and hands it to the woman.

Yet more routine basics: 

·   The woman prepares the plates, salad, bread, utensils, 
napkins, sauces, and brings them to the table.

·   After eating, the woman clears the table and does the dishes. 

And then comes the MOST IMPORTANT steps of all:

·  Everyone praises the man and thanks him for his superb 
catering and cooking efforts.

The man then asks the woman how she enjoyed “her day off from 
cooking” and, upon seeing her annoyed reaction, concludes that 
there’s just no pleasing some women. 

Pretty much along the lines of what is suggested in the joke, there 
is little doubt that behind every successful man in the IT industry 
there is a far more efficient woman who is doing the real work.

Women are a force in the IT 
industry - believe it or not
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