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Switches, routers
and maybe hubs

Networking remains a growth area.

By Kaunpa CHaMA

CRM involving 2 large number of
resellers  rewpaled  that  swilches,
routers and hubs ame an anca of netwodking
whaere they see regsanable resenue Qenera-
L an 2008
Bosides the fact that some may feel that
huss arem ther las1 days, saitches and routers
are consadesed difinie mony s
Johan Krugel, D-Link channel manages at
distributon  house Comztek says that
particulardy in the company’s product rangs,
a ot of small and medium businesses ang
Iooking 21 networong hardware that s
maore energy efficent, especially with the
COUNTNY's eNemgy Crisis ,
“Mot only will the end-user be able 1o reduce power consumgption,
bt the range ol SME-targeted routers and switches also provide
reasgnable revenue opportunities for the resellor” he says

R ecent global research carred out by

Loma Hardie, HP

At the end of the day, the network as
a whole has become such an integral
part of the IT infrastructure that it will
remain, for a long fime, one of the
major money earners for resellers
globally.

According o Krugell, from a corporate point of view, more and
mone COMmPanes ame investing in oulers and swatches wioch ane
becomang more popular, while hulbs are dowdy beng phased out,

“This i5 alsg evident im the number of companies that have ther
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employees using 306 cards to access their corporate net-
wiorks remotely or warelesshy ™ says Krugell

Another reason that be sees that will help to move
miare units in networking solutions s that a lot of ven
cors and dotribulors are bundiing secunty sofutions
wilh thair networking offenngs.

"The potential for reseller revenues 15 huge becayse
end-users and corporates are getting more invohed n
the technology they purchase and are horefome
demandireg mome from the reseller,” he explains.

He sees potential commg from both companes
vpgrading ther networks a5 vl as Groenlicld opera-
Bom, adding that wath the home-targeted products
thene are 4 lot of sales generated purely on word-ot-
mouth referrals.

Loersa Hardhe head of HP's Procune business in 54
agrees that there s defnitely a wade area of scope for growth and
profit in relworking solations and senioes,

“There 15 a kot of growth mn demand from end-usens for solution
and conmsulting skalls, and resallers hawe a huge opporfunity bere 1o
aamm some good tevenue,” she comments,

She wns that beyond just moving the hardware in the form of
switches, routers and hubs, there i a lof of scope for added revenues
through conselting, sensces and support where a reselor becomes
more of a business partner,

According 1o Hardie, purely on the hamtware side, switches provide
the highest growth potential, wath routers Tollowing dose behind.
She, howwevier, agrons with Krugell's statement that hubs are definite
[y ooy thooer wwiay Ut

“Hubs are no longer 2 viabde technology because they come with
operational and securily concerns that are done away wath if a com-
Ry opts 10 gorwith 2 switch and router <oluton,” cormmeents Hardie,

She adds that another reason wsers are demanding moee [rom
reselbors is that networks are becorming dymarmie, and that the need for
implementation, maintenanoe and Support is nereasng.

Al the end of the day, the network as a whole has bacome such an
irmegral part of the T infrastructure that i will reman, for a long time,
one of the major money earness for resedlers globalky




