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7:30am � 8:30am
Networking Breakfast

8:30am � 10:35am
Private Boardroom Appointments

9:30am � 10:20 am
Industry Insight (Vendors Only)
The Changing IT Distribution Landscape

9:45am � 10:30am
Platinum World Premiere Presentation: 
Microsoft � Winning with Partners
(System Builders, VARs & Digital Home 
Resellers)

10:45am � 11:35am
Industry Insight
(System Builders & Digital Home Resellers)
Making Money with the Digital Home: 
Fact or Fiction?

10:45am � 11:35am
Industry Insight
(VARs & Solution Providers)
Vertical Markets: Key Strategies and 
Emerging Technology Opportunities

11:45am � 12:45pm	 	
Networking Luncheon:
Annual Reseller Advocate Magazine 
Awards Presentation

12:45pm � 1:40pm
Industry Insight
(System Builders & Digital Home Resellers)
PC Industry Emerging Technologies and 
Trends

12:45pm � 1:40pm
Industry Insight
(VARs & Solution Providers)
Are You Ready for Utility Computing?

1:50pm � 3:00pm
Private Boardroom Appointments

3:05pm � 5:45pm
IT Solution Center�

6:30pm � 7:00pm
Cocktail Reception

7:00pm � 10:00pm
�Best of IT ChannelVision Awards�� 
Dinner and Celebration

10:00pm � Midnight	  	
After Awards Celebration

Tuesday At A Glance

editorial by

AMD�s Server Smackdown
What do masked professional wrestlers, a giant-headed Michael Dell 
and a presenter in a wrestling singlet have to do with the channel? 
A surprising amount, as AMD shows why the channel should be tag-
teaming with its Opteron processors.

The computer guy�s son gets 
his MBA 
The moral of this fable is that nobody can sell to SMBs as well as VARs 
can because they provide the relationships, trust, comfort and care. 
Simple? Yes. And it works!

Recruitment a growing problem
Key issues driving the channel value chain include recruiting and retaining 
talent, issues that will only get harder; other pain points include how to 
determine compensation, and exhibitors not following up with attendees 
after these events.

Intel previews �biggest channel 
investment ever�
The chipmaker�s Steve Dallman offers a �rst look at coming big spend 
on increasing the whitebook market, and gives solution providers plans 
for growing markets like digital home entertainment and healthcare.

Associations open arms, and doors
Computing Technology Industry Association, the Association of Channel 
Resellers, and the Storage Networking Industry Association are rolling 
out new programs, networking and recruiting at IT ChannelVision Fall.
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3Com � 4-Pro�t � AceForum � Advanced 
Micro Devices � AirMagnet � Alacritech 
� All Service Event Technologies � 
AllComponents � Allied Telesyn � 
Altec Lansing � Anagran � Anthology 
Solutions � Aopen � ATEN Technology 
� ATI Technologies � Authenex � 
Autonomic Software � Belkin � BenQ 
� Broadcom � Business Solutions 
Magazine � Cables to Go � Case Logic � 
ChannelMatch � ChannelMedia � Chorus 
Systems � Cincom � Cisco � Compellent 
Technologies � CompTIA � Computer 
Associates � CRU-Dataport � Cyber 
Acoustics � D&H Distributing � Diskeeper 
Corporation � Eastman Kodak Co. � Eset 
� Everdream � ExactTarget � FrontRange 
� FSP Group USA � Fujitsu � GEIL � Glacial 
Tech � Global Hauri � Greenbell Systems 
� Grisoft � Hawkeye | Cohesion � HEC 
� Hewlett-Packard � Hitachi Global 
Storage Technologies � IBM � Infocus 
� Ingram Micro � Integrated mar.com 
Corporation � Intel � Iomega � IPR � 
Kaspersky Lab � Korean IT � Laplink 
� Lasso Logic � Linspire � Logitech � 
LPI Level Platforms Inc. � LSI Logic � 
MagicSoftware � MarketStar � Maxtor 
Corporation � McAfee � Meetinghouse 
� Microsoft � NASBA � NERO � Netcell 
� Newisys � NVIDIA � Optoma � Otter 
Products � Panasonic Industrial Co � 
PC Treasures � PC-Doctor � Phoenix 
Technologies � Pioneer � Proofpoint � 
Quantum � Red Hat � Reseller Advocate 
Magazine � Ricoh Corporation � Seagate 
Technology � Siemens � Sigmacom � SIIG 
� SilverBack Technologies � Simple Tech 
� SNIA � Software AG � Sonic Solutions 
� SonicWALL � Stardock � Sunopsis � 
SupportSoft � SwanLabs � Switch and 
Data � TecSys Development � Thinkfree 
� US Robotics � ViewSonic � Visioneer � 
XGI Technology � ZyXEL

IT Solution Center�
Exhibitors

Your average keynote does not include a professional wrestling match between 
two masked combatants, a giant-headed Michael Dell taunting the crowd, or a 
featured speaker appearing in little more than a wrestling singlet and boots.

So it�s no surprise that Monday morning�s Platinum World Premiere Presentation, 
courtesy of Advanced Micro Devices, was the talk of the conference after the 
high-energy show that included a wrestling match between the Green Machine 
(representing AMD) and the evil Blue Monster (representing an unnamed but 
familiar competitor.)

In the singlet (until he had a chance to change into more traditional public 
speaking attire) was John Morris, director of marketing at AMD, who led resellers 
in attendance through a look at how to expand their business by selling servers 
based on AMD�s Opteron server lineup.

�Traditionally, we�ve been a company that�s enjoyed share of mind with desktop 
enthusiasts, and over the last couple of years, through a broad product portfolio, 
we�ve really enjoyed getting into new markets, with servers,� Morris said.

The wrestling theme coincides with AMD�s broader �dual-core challenge,� a 
gauntlet thrown down to competitors in the dual-core processor space to match 
up with AMD�s dual-core Direct Connect Architecture, which the company says 
offers impressive jumps in both price performance and performance per watt of 
power used, an increasingly important measurement.

But the challenge is also extended to AMD�s reseller partners, as Jon Green, 
director of channel market development for server products, pointed out. With 
dual-core processors offering impressive jumps in performance (up to 80 percent 
versus similarly clocked single-core chips), the time is right for the channel to be 
offering dual-core solutions to its customers. He touted a number of advantages 
to working with Opteron processors, including price and total cost of ownership 
bene�ts, performance jumps, and one point brought home by the presence of 
the aforementioned big-headed channel boogeyman.

�The fact that Mr. Dell hasn�t come in and tried to snatch up Opteron can help 
you,� he said. �There�s a lot of competition around Dell out there, but we�re 
offering you a real differentiator, a better solution.�

The crew from AMD was joined on stage, and in the ring, by Dianna Rao, senior 
director of product marketing at ASI, to announce that Supermicro will now be 
providing server solutions based on AMD Opteron dual-core processors, and that 
ASI is the �rst distributor on board for those products -- with stock available at 
the show here Monday.

And for the record, the wrestling match ended with the dirty-�ghting Blue 
Monster tossing the virtuous Green Machine out of the ring, where he was 
replaced by AMD�s Morris, in the same grey singlet and green mask. The new 
Green Monster avoided a big punch, grabbed the Monster by the throat, and 
in a Herculean display of strength, hoisted the 280-pound beast into the air and 
slammed him to the mat for the pin fall.

The original Green Machine then followed up on that victory by chasing the 
giant-headed Michael Dell out of the room.

AMD�s Server Smackdown

Joseph is the tech guy. As a kid he tinkered with every electronic 
gizmo. Upon high school graduation he went to work with a 
few buddies on the assembly line. In 1978 he married his high 
school sweetheart and Joseph Jr. (Joe) came a year later. 

In the early �80s Joseph became known to his buddies as the 
�go-to-guy� for getting their Commodores and TRS64s up and 
running. In 1985 Joseph quit the assembly line and opened The 
Computer Guy (TCG) operating out of his home. Joseph was the 
computer guy that could make all that techie stuff work. And 
his customers liked Joseph, he was one of the guys: attended 
their church, lived in their community, belonged to the same 
lodge, and drank at the same bars. 

Joseph enjoyed his life: good wife, son, friends and business. 
Over time, Joseph�s friends� businesses grew and they needed 
more computerization, so they called their computer guy. The 
business allowed Joseph to purchase a small home just outside 
the city and to pay for Joe�s education. 

In 2001 Joe graduated from university with an MBA and told 
his father that he wanted to work at TCG. Joseph was so 
proud as Joe explained that at school he learned that TCG had 
to start selling to larger enterprises: hire networking, security 
and storage specialists; develop a Web site allowing clients to 
order online; build professional accounting, sales and servicing 
teams; form a board of directors; and hire reps to deal directly 
with select strategic vendors and distributors. Joe had already 
spoken to the bank that agreed to take back a 75% mortgage 
on the family home to �nance TCG�s growth.  

That night Joseph told his wife about Joe�s plan. They were 
both concerned, but agreed that Joseph should retire to make 
room for their son the MBA. 

Joseph watched TCG (now renamed The Computer Group) 
move into lavish of�ces, hire professionals, advertise in national 
publications. Joe bought an expensive home in the city and 

a Porsche because he had to look like the president of a big 
company. Once in awhile Joseph�s friends would call and ask 
him to do them a favor and help them get all that techie stuff 
working. Joseph was happy to help out. 

Then one day Joe came to talk to Joseph. He explained to his 
father that ever since 9/11 computer sales have been down. 
Margins in the enterprise marketplace are low, competition for 
accounts is strong and vendors are competing directly against 
TCG for the accounts. TCG was bankrupt. Joe had to sell the 
house and car. Joseph told his son that he would �nd a way to 
pay the mortgage on the house and Joe and his wife moved 
back home with mom and dad.

Joseph felt sorry for his son who had worked so hard building 
TCG into an empire. That night Joseph and his wife talked. The 
next day Joseph started calling his friends and asking them if 
they had any need for his services. To Joseph�s amazement, 
they all invited him back to be their �computer guy�. 

The computer guy�s son gets 
his MBA 
By Robert Cohen

By Robert Dutt

According to Gartner Research, North American SMBs spend 
approximately $180 billion per annum on IT products and 
services. They rarely have a formal IT department. Instead they 
rely on their �computer guy� to act as their IT department, 
providing a trustworthy, reliable, one-stop solution that will 
make their tech stuff work. In return, SMBs are more loyal, 
more forgiving and allow their �computer guy�� to make higher 
margins. Unfortunately, Joe�s MBA never taught SMBonomics.     
 

Robert Cohen, a well-known channel advocate, is the founder and 
president of Integrated mar.com, publishers of eChannelLine, and 
chairs the ChannelLine Advisory Council. Since 1980 he has helped 
hundreds of vendors, distributors and resellers develop and implement 
strategic go-to-market programs, using a variety of direct, channel 
and hybrid models.

SMBs are more loyal, more forgiving 
and allow their �computer guy� to 
make higher margins.

AMD World Premiere




