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“The Direction of Technology Report
reflects the voice of our partners. It
serves as a valuable resource, offering a
snapshot of the evolving technology
landscape and the pulse of the
ecosystem. With our position at the
center of the technology ecosystem, TD
SYNNEX is dedicated to empowering
partners in attaining business model
agility and building capabilities essential
for success in the market.”

Jaideep Malhotra

President,
Asia Pacific & Japan
Tech Data

About This Report

The 2023 Direction of Technology Report is the outcome of a
comprehensive channel partner survey conducted between May and
July 2023, using the Canalys Candefero platform.

We surveyed 550 business to business (B2B) channel partners
worldwide on their business performance, views on current business
models, as well expectations for 2023 and beyond.

The report provides insight on Respondents by region

three fundamental factors:

 Anticipating and meeting ™
end-user technology
expectations

= EUROPE
mAPJ

mLAC

- Effectively managing
technology ecosystem
business operations

« Technology ecosystem
engagement, enrichment
and enablement

Source: 2023 Tech Data Direction of Technology Report

(©) TD SYNNEX

1 TD SYNNEX is branded and trades as Tech Data and Tec D (Malaysia) in the Asia
Pacific region, with the exception of Japan and business processing/IT outsourcing
services provided in China.



1. The Channel Proves to be an Anchor of Stability

The technology ecosystem is as complex as it is critical, requiring specialized expertise from various stakeholders such as vendors,
distributors, and resellers - who are all interconnected through channel partnerships.

Despite rapid technological changes posing significant business challenges, partners view the ecosystem as a stabilizing force amid this

disruption. They rely on the channel not only as a resource to vet and scale new technologies, but also to obtain guidance and business
solutions.

Acknowledging a decline in channel revenue expectations in the past 12 months due to the challenging
economic environment, a significant 79% of APJ respondents remain optimistic about future

0 revenue growth. This outlook is attributed to portfolio flexibility and the proactive approach of partners
79 /0 In meeting market demands, with 62% of partners intending to expand their technology and
OF APJ solutions offerings. (Figure 24)
PARTNERS
EXPECT GROWTH Partners also exhibit a continued interest in fostering ecosystem partnerships, with 48% viewing organic
growth as important strategy while 36% are exploring growth opportunities through acquisitions. (Figure
22)

Q: Which statement best reflects your
company’s revenue performance this fiscal
year, compared to the previous fiscal year?

11% 6%
|

Growth of more Growth between Revenue will be flat Decline between Decline of more

than 10% 1% and 10% 1% and 10% than 10% @ TD SYN N EX

Source: 2023 TD SYNNEX Direction of Technology Report 2



2. High-Growth Technologies Continue to be Key
Drivers for Business

Channel partners, recognizing the transformative potential of high-growth technologies, are strategically expanding their portfolios
to align with the escalating demands for advanced solutions.

The launch of ChatGPT took the world by storm, sparking excitement and propelling artificial 400/0
Intelligence (Al) and machine learning (ML) to the forefront of the market. In response, channel OF APJ PARTNERS
partners were quick to seize the opportunities with 40% planning to offer Al/ML solutions in APJ TO OFFER AI/ML
within the next 24 months — nearly double the figure compared to 19% last year. This reflects a SOLUTIONS
bullish outlook on the region's growing revenue potential in these areas. WITHZIh#ERESNEXT

43%
40%
: 38% 37%
35%
Q: Which technology solutions do
you plan to offer within 24 months?
Networking Security Hybrid cloud Al/ML Endpoint devices Server/Storage Applications AR/VR

(©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report 3



Solution Spotlight:
Tech Data Destination Al

To empower partners on their Al journey, Tech Data’s Destination Al .
program offers a comprehensive and strategic aggregation of Al | NECASES
services and resources. ~

Partners can seamlessly access enablement assets, reference
architectures and pre-validated, ready-to-deploy solutions across
several use cases with leading Al vendors such as Cloudera, IBM,

. . 981 by PL?\ kb
H20.ai, OpenText, and Microsoft. g ~ £ Ve
With our pool of experts and dedicated country teams, backed by £ “Q‘; =
regional solution architects, partners can leverage on Al solution 4 EF =) %
demos, POC support, onboarding and training via the Data & Al ,;f;’gy‘.;,;,‘ | o
Practice Builder. O “i.’-"'i;ﬁ‘;é' : \Y’ A4 |

ool by WO ¥
o‘."*.’
The program also facilitates collaborative GTM initiatives for effective
end-user engagement and lead generation. ~
This holistic approach positions partners for success in the dynamic Al
landscape.
TD SYNNEX



2. High-Growth Technologies Continue to be Key
Drivers for Business

Al and ML cannot exist without accurate data, useful analytics and secure storage. Therefore, many of the more foundational offerings in the
tech channel are the building blocks necessary to fully utilize new technologies like Al. Partners are appropriately focused on delivering the
building blocks needed for their customers to take advantage of the potential of high-growth technologies.

CYBERSECURITY &
INFRASTRUCTURE
ARE AT THE
FOREFRONT OF
CUSTOMER
PURCHASING
DECISIONS

Survey findings revealed that in 2023, _ . : :
Y _ Q: Considering your business during the last
cybersecurity, infrastructure and networking 12 months, from the list of technologies,

remain key revenue drivers for APJ partners. please choose all that you sell.
Security was the top technology sold for 63%
of partners, while almost 50% cited

cybersecurity certifications and standards as Servers and storage
important areas to invest in within the next 24 Networking 54%
months. (Figure 13)

Security 63%

Hybrid cloud 46%

. . . . ) Endpoint devices 46%
In alignment with their evolving portfolio,
Hyperscale

partners are also seeking for specific skills infrastructure
and support that they need to succeed. In the VDI
APJ region, cybersecurity and networking
expertise are the most in demand
technology skills among partners, with
66% saying they are recruiting in these fields.

(Figure 19) (©) TD SYNNEX

40%

Data analytics 37%

Collaboration 37%

Source: 2023 TD SYNNEX Direction of Technology Report 5



3. Rebalancing the Portfolio P TechData,

In addition to evolving portfolios, partners are also adapting their business models to meet market demands and end-user needs.
Survey findings reveal that partners are offering a different mix of business and technology solutions in 2023 compared to the
previous year, and they are expecting things to be different in the future as well.

Services are increasingly taking an important share in APJ partners’ business models as they

PARTNER look to make room for every type of service in their future business mix in the next three years.
BUSINESS MODELS
ARE From only 12% in 2023, the selling of professional services is expected to rise to 60% in 2026.
SHIFTING TOWARDS
SERVICES Managed services and consumption-based packages are also expected to increase to 58%

and 46% respectively.

Q: What percentage of your business is derived from the following today?
How will this change in three years?

IN 2023 IN THREE YEARS
Resale of software 15% Resale of software 62%
Selling professional services 12% Selling professional services 60%
Selling managed services 13% Selling managed services 58%
Resale of hardware 29% Resale of hardware 51%
Selling consumption based 7% Selling consumption based _ 46%
Resale of packaged services 9% Resale of packaged services _ 46%
Selling own IP 9% Selling own 1P [ 320
Selling product lifecycle 6% Selling product lifecycle 32%
. (©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report



Solution Spotlight:

Comprehensive Cloud Services
for Seamless Transformation

y

From strategic assessments to seamless migrations, efficient deployment,
robust support, and ongoing optimization, our suite of cloud services covers
every facet of cloud operations.

) n‘.
k
]
h
:

N e e

Tailored for diverse cloud platforms and workloads, Tech Data’s services
empower businesses to mitigate risk, streamline complexity, and optimize
costs.

Experience the full potential of your cloud endeavors with our services and
expertise.

(©) TD SYNNEX




3. Rebalancing the Portfolio

Hardware remains as a cornerstone of business in APJ constituting 29% of partners’ total
business. This is the highest among all polled regions (Figure 7), surpassing North America at 12%

and Europe at 17%. Partners also express optimism about the future of reselling hardware, RESALE OF
anticipating it to rise to 51% in the next 36 months. (Figure 9) HARDWARE
CONTINUES TO BE

Partners’ ability to shift their weight from hardware to services, with the knowledge that this may

swing back, is a key differentiator in long-term success. A KEY BUSINESS

DRIVER IN APJ
Additionally, there is also a notable shift in the selling of consumption and lifecycle models. From making

up only 7% and 6% of partners’ business in 2023, both consumption and lifecycle models are
projected to grow to 46% and 32%, respectively, by 2026. (Figure 9)

The share of partners selling their IP also increased to 9% (Figure 8) compared to the previous year,
and is expected to continue to rise, signaling partners’ strategic efforts to increase the value they deliver

to end customers.
mAPJ EUROPE mNA mLAC

Q: What percentage of your business
is derived from the following today?
Average percentage across all
respondents.

17%
14%
18%
6%
3%
9%
11%

)

N~
=
(40}

c\"
~

Resell of Resell of Resell of Selling managed Selling Selling Selling product Selling
hardware software packaged services services professional consumption lifecycle own IP
services based

(©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report



4. Driving The Business Forward

The macroeconomic pressures of recent years have undoubtedly had a profound impact on
many industries.

Tech partners in APJ are navigating increased competition and margin pressure, citing
them as key business challenges. They are also confronted with credit and financial
scalability challenges, driven by growing demands from customers and end-users for credit
and financing options. Many partners plan to increase their flexible options in the coming years
with much of this to be outsourced to other partners within the ecosystem who can quickly
expand and scale their available options.

ploase select all that currently impact your business. Solution Spotlight:
Helping Partners Ramp Up
Payment Capabilities

53%
— Tech Data's TD Capital is a dedicated financial
50% solution team focused on offering flexible financing
options to partners and end customers giving
partners more opportunities to succeed and
accelerating growth.

Flexible payment terms Credit/financing/leasing Flexible consumption models Preferred pricing Cybersecurity certifications and D Capltal WI” be available iﬂ Ql 2024

standards

(©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report 9



Summary TD SYNNEX

« 79% OF PARTNERS ARE EXPECTING FUTURE GROWTH
However, the number of partners expecting growth of more than 10% has dropped by 25%

* 40% OF PARTNERS TO OFFER AI/ML SOLUTIONS IN THE NEXT TWO YEARS
Al/ML is a growing revenue driver for partners, increasing to 35%

« CYBERSECURITY & INFRASTRUCTURE ARE AT THE TOP OF CUSTOMER PURCHASING DECISIONS
Security was the top technology sold for 63% of partners

« CYBERSECURITY & NETWORKING EXPERTISE ARE KEY AREAS FOR PARTNERS
Almost 50% of partners cited cybersecurity certifications and standards as important investment areas

« PARTNER BUSINESS MODELS ARE SHIFTING TO SERVICES
Hardware remains a key business driver in APJ

* 62% OF PARTNERS AIM TO EXPAND TECHNOLOGY & SOLUTIONS OFFERINGS

The share of partners selling their own IP has increased to 9%

« PARTNERS ARE PRIORITIZING FLEXIBLE CONSUMPTION MODELS & TECH CERTIFICATIONS
Surprisingly, partners are prioritizing investments in cybersecurity certifications over flexible consumption models

* 63% OF PARTNERS VIEW INCREASED COMPETITION & MARGIN PRESSURE AS KEY CHALLENGES
59% cited credit & financial scalability as a challenge they currently face
10



Figure 1

Revenue expectations more muted, but still positive

Which statement best reflects your company’s revenue performance this fiscal year, compared to the previous

fiscal year? Please choose one.

m 2023 2022

62%

28%

(0]
5%

Growth of more Growth between Revenue will be flat
than 10% 1% and 10%

11

Source: 2023 TD SYNNEX Direction of Technology Report

Decline between
1% and 10%

L 1%

Decline of more
than 10%

(©) TD SYNNEX



Figure 2

Half LAC partners expect
more than 10% growth

Which statement best reflects your company’s revenue performance this fiscal year,

=
o
N

28%

12%

compared to the previous fiscal year? Please choose one

mAPJ

= EUROPE NA ®mLAC

21%
20%

12%

9%

6%

=
)

Resell of Resell of Resell of Selling managed Selling Selling
hardware software packaged services professional consumption
services services based

Source: 2023 TD SYNNEX Direction of Technology Report 12
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Selling product
lifecycle

14%

4%

Selling
own IP
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Figure 3

Security and infrastructure sold
by highest proportion

Considering your business during the last 12 months, from the list of technologies,
Please choose all that you sell.

Top 10 Bottom 10
(0)
Networking 54%
Hybrid cloud
Endpoint devices
Hyperscale infrastructure 40%
VDI :
Data analytics : . :
y Business and predictive analytics

. (©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report



Figure 4

A broad spread of revenue drivers

Considering your business during the last 12 months, from the list of technologies,

Servers and storage

Endpoint devices

Networking

Security

Data warehousing and inventory
management

Source: 2023 TD SYNNEX Direction of Technology Report

please choose the top three revenue drivers

Top revenue drivers

FIRST
m SECOND
7% 2%
m THIRD

14

(©) TD SYNNEX



Figure 5

Networking, servers & storage important to revenue

Considering your business during the last 12 months, from the list of technologies,
please choose the top three revenue drivers.

Top revenue drivers

Servers and storage 37%
Networking 35%
Security 28%
Endpoint devices 27%
Hybrid cloud 15%
. (©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report



Figure 6

Cloud and 5G buildout boosts vendor-delivered

Total IT spend: US$4.7 trillion

Growth: 3.5%

Vendor-delivered

26.9%

2023 forecast

Source: 2023 TD SYNNEX Direction of Technology Report

Worldwide total addressable IT market by route to market,
2023 forecast

PARTNER-DELIVERED . VENDOR-DELIVERED

65.9% RELME

79.4% AR

91.5% E:HxL)

2.9%

78.9% AR

37.4% ErA

34.2% NIR:L0

3.7%

90.9% =MV

85.4% VAT

16
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Figure 7

Analytics, Al, automation making an appearance

Which technology solutions do you plan to offer within 24 months? Select all that apply.

Top 8 planned to offer

53%
43% 43%
40% 38%

Networking Security Hybrid cloud Al/ML Endpoint devices Server/Storage Applications AR/VR

(©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report 17



Figure 8

Services take an important share...

What percentage of your business is derived from the following today?
Average percentage across all respondents

2022 2023

2%

Resell of hardware
m Resell of software
m Selling your own IP
m Selling consumption based XaaS
m Selling managed services
m Selling professional services
Resell of packaged services

m Selling product lifecycle services

(©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report 18



Figure 9

...and shift to services continues
In the next three years

How will this change in three years’ time as a percentage of your total business?

“INCREASE = NO CHANGE mDECREASE

Resale of software 5%
Selling professional services 6%
Selling managed services 4%
Resale of hardware 19%

Selling consumption based 5%

Resale of packaged services 5%
Selling own IP 10%

Selling product lifecycle 9%

(©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report 19



Figure 10

North American partners see greatest shift to services

What percentage of your business is derived from the following today?
Average percentage across all respondents.

APJ mEUROPE ®mNA ®mLAC

Resell of Resell of Resell of Selling managed Selling Selling Selling product Selling
hardware software packaged services professional consumption lifecycle own IP
services services based

(©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report 20



Figure 11

Financing, terms and model flexibility are vital

Which business solutions do you currently offer?
Select all that apply.

Top 5 currently offered

Flexible payment terms Credit/financing/leasing Flexible consumption models Preferred pricing Cybersecurity certifications and
standards

(©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report 21



Figure 12

ESG lowest priority in APJ and LAC

Which business solutions do you currently offer? Select all that apply.

APJ ®mEUROPE =mNA ®mLAC

=
™
(o}
= =
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X
q
q
o = =
?\o Ty) 0
o (2] ™
é’
= —
N o\
(o}
—
Cybersecurity Flexible Flexible Global Credit/ Preferred Logistics ESG reporting Supply chain  DEI metrics
standards consumption payment capabilities financing/ pricing services and transparency
models terms leasing accreditation
22 @

Source: 2023 TD SYNNEX Direction of Technology Report



Figure 13

Partners invest in cybersecurity

Which business solutions do you plan to offer within the next 24 months?
Select all that apply.

Top 5 planned to offer

Cybersecurity certifications and Flexible consumption Diversity, equity, and inclusion Global capabilities Preferred pricing
standards models metrics and certifications

(©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report 23



Figure 14

Business planning remains key in-house function

Business planning
Managed IT services
Public relations
Professional services
Regulator

Demand generation
ESG activities

Customer financing

Source: 2023 TD SYNNEX Direction of Technology Report

How do you perform the following business functions?

Please choose one option for each.

52%

51%

49%

46%

42%

40%

33%

2023

69% 11%

19%

17%

19%

17%

31%

16%

24

IN-HOUSE
= HYBRID
m OUTSOURCE

=NOT
APPLICABLE

(©) TD SYNNEX



Figure 15

Partners generally outsource customer financing

How do you perform the following business functions?
Please choose one option for each.

2022
Business planning 88% -
IN-HOUSE
i (o)

Managed IT services 61% 12% = HYBRID
Demand generation 55% m OUTSOURCE
: : mNOT

Publ I 9
ublic relations 49% APPLICABLE

ESG activities 40%

Professional services 35%

Regulatory 35%

Customer financing 22%

Source: 2023 TD SYNNEX Direction of Technology Report 25
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Figure 16

Demand generation and security key investment areas

Demand gen/digi marketing
Cybersecurity certifications
Flexible IT consumption models
Credit/financing/leasing
Technology training/certification
Business planning

Software marketplaces

Field services

E-commerce

Talent acquisition/management

Source: 2023 TD SYNNEX Direction of Technology Report

What areas of your business are you investing in?

Please select all that apply in the next 12 months.

Top areas for investment

26
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Figure 17

ESG features further down priority list

What areas of your business are you investing in?
Please select all that apply in the next 12 months

Lower ranked areas for investment

Product lifecycle management
Practice development

Global capabilities

DEI metrics and certifications
ESG solutions

EDI/APIs

Public relations

Logistics services

Supply chain transparency
Professional services

Not making investments

. (©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report



Figure 18

Range of most important aspects for investment

What areas of your business are you investing in?

Please select the most important area in next 12 months.

Business planning
Credit/financing/leasing
Cybersecurity standards
Flexible IT consumption models
Demand gen/digi marketing
Technology training/certification
Talent acquisition/management
Software marketplaces

Field services

Product lifecycle management

Source: 2023 TD SYNNEX Direction of Technology Report

Most important area —top 10 shown

8%
6%
6%
5%
3%

3%

28

9%

11%

10%

13%

(©) TD SYNNEX



Figure 19

Analytics and Al skills rise up the priority list

Which technology skill sets are you hiring for?
Please consider both general technology skills and vendor-specific knowledge. Please
choose top three priorities.

Security 33%
Networking 33%
Hybrid cloud 26%
Automation 19%
Servers and storage 17%
Data analytics 15%

Aland ML 15% 2% not hiring

4% reducing headcount

Hyperscale infrastructure 15%
Business and predictive analytics 15%
Applications (On-prem/XaaS) 14%
29

Source: 2023 TD SYNNEX Direction of Technology Report

(©) TD SYNNEX



Figure 20

Partners investing in services sKkills

Managed services

Business consulting/prof services
Business planning

Talent acquisition and management
Demand gen/digi marketing
Customer lifecycle support
Logistics services

E-commerce

Professional services

Regulatory

Source: 2023 TD SYNNEX Direction of Technology Report

Which business skill sets are you hiring for?
Please choose top three priorities.

44%
37%
36%
30%
27%
22%
19%
17%
14%

14%

30

~) TD SYNNEX



Figure 21

ESG to jump in importance in the next two years

Which areas of regulatory expertise or certification are most important to your business today?
Please choose all that apply today and in two years’ time and then select the most important area in two years’ time.

= NOW mTWO YEARS ®MOST IMPORTANT

ull

Cybersecurity Financial Data privacy None of Government Education ESG Healthcare Physical
services and protection the above security

2%

(©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report 31



Figure 22

Increased competition and margin pressures at present

Consider the following business challenges, please select all that currently impact your business.

~“ TODAY
Increased competition Credit and financial Rapid technological On-going technical Adapting to external Talent recruitment and
and margin pressure scalability change and adoption education factors (supply chain, retention

interest rates, etc.)

(©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report 32



Figure 23

ESG will become important

Consider the following business challenges, please select all that will

impact your business in two years’ time.

“TWO YEARS' TIME

35%
32% 32%

Meeting and Increased competition Rapid regulatory change Digital transformation
documenting ESG and margin pressure for our own company
standards

Source: 2023 TD SYNNEX Direction of Technology Report 33

Credit and financial
scalability

Talent recruitment and
retention

(©) TD SYNNEX



Figure 24

Organic growth and partnerships remain favored

Which of the following statements describe your organization’s attitude toward growth? Please rank in
order of importance where 1 is not at all important and 4 is very important

We will grow organically

We will engage with
other ecosystem partners

We will acquire other organizations

We are actively seeking a buyer

We will merge with another organization

Source: 2023 TD SYNNEX Direction of Technology Report

14% _ 4 - VERY IMPORTANT

3 - IMPORTANT

y (©) TD SYNNEX



Figure 25

Organic growth, alongside ecosystem engagement

Which of the following statements describe your organization’s attitude toward growth?
Please rank in order of importance where 1 is not at all important and 4 is very important.

2023 m 2022

48%
43%

36%

23%
14%

We will grow organically We will engage with other We will acquire We are actively seeking We will merge with
ecosystem partners other organizations a buyer another organization

(©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report 35



Figure 26

More solution expansion alongside domestic growth

Which of the following statements describe your organization’s growth strategy?
Please rank in order of importance where 1 is not at all important and 4 is very important.

We will expand our technology
and solution offerings

We will grow domestically 53% -

We will grow internationally 33% -

m3 - IMPORTANT

62%

We will enter new vertical markets 31%

" (©) TD SYNNEX

Source: 2023 TD SYNNEX Direction of Technology Report



Figure 27

Partners expect to expand technology offerings

Which of the following statements describe your organization’s attitude toward growth?
Please rank in order of importance where 1 is not at all important and 4 is very important.

Most important (rated 4)

2023 m 2022
62%
53%
33% l 31%
We will expand our technology = We will grow domestically We will grow internationally We will enter new vertical
and solution offerings markets
37 ©

Source: 2023 TD SYNNEX Direction of Technology Report



TD SYNNEX

The written content of this document represents our interpretation
and analysis of information generally available to the public or

.,‘.-.. - 7 | T ‘ —\—— 2 : 7\ .~ ' “ '.I j'_ —— . . . . . . 5
‘,.f\é SUTTNTS | E '.;.ﬁ I w 11 released by responsible individuals in the subject companies but

‘;i*-:‘:-_ﬂ%%;;,ﬁ?‘ 2 i) MRS Is not guaranteed as to accuracy or completeness. It does not
o i — contain information provided to us in confidence by the industry.
Market data contained in this document represents Canalys’ best
estimates based on the information available to it at the time of
publication.

Canalys has a liberal policy with regard to the re-use of
iInformation that it provides to its clients, whether within reports,
databases, presentations, emails or any other format. A client
may circulate Canalys information to colleagues within his or her
organization worldwide, including wholly-owned subsidiaries, but
not to a third party. For the avoidance of doubt, sharing of
iInformation is not permitted with organizations that are
associated with the client by a joint venture, investment or
common shareholding. If you wish to share information with the
press or use any information in a public forum, then you must
receive prior explicit written approval from Canalys.
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