ChannelMasters

INDUSTRYINSIGHTS

‘ PARTNER MARGINS ‘
Product Resale’ Product Services' Managed Services'
%40% 21%<67% 10%<70%
9% o 0 < 0 o ¢ o
. Staff Business Resell Public
Commodity Complex Augmentation Process Managed Service Own &Manage

'Source: IPED Partner Profitability Study

10.6 15.2

days of Sales Training days of Technical Training
per person/per year? per person/per year?

<l
v
v
w
\J
v
w
v
w
v
v
w
v
\J
w

©

<
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