SMB Purchase Channel Tracking
(% Units, % Spend, % Entities) Effective Routes to Market to SMBs requires deep
understanding of the channels from where SMBs purchase their IT products

2010
Small Business Section
Unit Shipments 1-4 5-9 10-19 20-49 50-99 100-249 | 250-499 | 500-999 1000+ | Consumer
‘Q US: PCs — Percent Sales by Channel Type Manufacturer xx.x% xx.x% xx.x% Xx.x% xx.x% xx.x% xx.x% xx.x% xx.x% xx.x%
Local Dealers/Resellers xx%.x% xx.x% xx.x% XX.x% %xx.x% xx.x% x%.x% XX.x% xx.x% %xx.x%
— Internet/Mail Order Resellers XK. X% XK. %% XK X% KA XK K% XK. %% XX.X% KA AW XK-%% XK K%
’ :f;; e 20 s B General Retailer XX X% xX.x% XX.X% XX.X% xx.x% xX.x% XX.X% XX. %% xX.x% xx.x%
i - B B B Office Supply Stores xx.x% xxx% | oxxax® | ooex3 | xxx¥ | oex¥ | oxxx¥® | xxx® | xxx% x%.X%
75% Telco/xSP Technology Retail Stores XX.X% x%.%% XX.X% XK. X% XX X% xx.x% xX.x% xX.x% xx.x% xx.x%
eSeller Wholesale Club xx.x% xx.x% xx.x% XX.x% xx.x% xx.x% xx.x% XX.x% xx.x% xx.x%
# Technology Store 15Vs xx.x% xx.x% xx.x% xX.x% xx.x% xx.x% Xx%.X% xx.x% xx.x% xx.x%
3% womneral/Mass st System Integrators xx.x% xx.x% xX.x% XX.%% XX.X% xx.x% xx.x% XX.X% xx.x% XX.X%
.:;‘::Z:"”)“'m Telco xx.x¥ xx.x% *x.x% xx.x% xx.x% xx.x% xx.x% xx.x% xx.x% xx.x%
25% :D "I ; Corporate VAR xx.x% xx.x% xx.x% XX.x% xx.x% xx.x% xx.x% xx.x% xx.x% xx.x%
eale
R Value Added Resellers xx.x% xx.x% *x.x% xx.x% xx.x% xx.x% xx.x% xx.x% xx.x% xx.x%
100% 100% 100% 100% 100% 100% 100% 100% 100% 100%
”® 2010
14 5-9 10-19 2049  50-99 sB
@ PCssourcing by US Small Businesses isvastly distributed across multiple channels. Spend 1-4 5-9 10-19 20-49 50-99 100-249 | 250-499 | 500-999 1000+ | Consumer
@ Retailis the main sou hardware by Micro $85in US —particlualry in the up to 20 employees size class Manufacturer XX X% xx.%% XX X% xx.x% xX.x% X%.X% xX.x% Xx.x% X%.x% XX X%
SURpApAS Local Dealers/Resellers XX.x% xX.x% %xX.x% xx%.x% xX. %% %x%.x% x%.x% xX.x% %x%.x% x%.x%
v d [v ';—' - Internet/Mail Order Resellers e XX.X% e X% %% XX.X% XK. X% X% %% XX %% X% X% XK. XY
ing practic e either loweg
a]Sle General Retailer Xx.x% *x.x% Xx.x% x%.x% *x.x% Xx.x% x%.x% XX.X% XX.x% XX.X%
Office Supply Stares XX.x% xx.x% XX.x% xx.x% xx.x% xx.x% xx.x% xx.x% xx.x% xx.x%
Technology Retail Stores xx.x% xx.x% xx.x% xx.x% xx.x% x%.x% xx.x% xx.x% x%.%% x%.x%
c°verage Wholesale Club XX.x% xx.x% XX.x% xx.x% xx.x% xx.x% xx.x% xx.x% xx.x% xx.x%
18Vs xx.x% xx.x% xx.x% xx.x% Xx%.X% x%.x% xx.x% xx.x% xx.x% x%.x%
9 Consumers/Home System Integrators *X. X% XXX % XX X% X% XK. %% XK. X% 1. %% *x. X% XX.%% XK. %%
Telco xx.x% xx.x% xx.x% xx.x% Xx%.X% x%.x% xx.x% xx.x% xx.x% x%.x%
v SBS (1'4, 5'9, 10'19, 20'49, 50'99) Corporate VAR XX.x% xx.x% XX.x% xx.x% xx.x% XK. X% 1. %% *x. X% XX.%% XK. %%
Value Added Resellers xx.x% xx.x% xx.x% xx.x% xx.x% xx.x% xx.x% xx.x% xx.x% xx.x%
v MBS (100-249I 250-4991 500-999) 100% 100% 100% 100% 100% 100% 100% 100% 100% 100%
@ Products covered — PCs, Software, Servers, 2010
. R % Entities 1-4 5-9 10-19 20-49 50-99 100-249 | 250-499 | 500-999 1000+ | Consumer
SW|tCheS/ROUterS, W|F|, Storage Manufacturer Xx.x% xX.X% Xx.x% xx.x% XX.X% Xx.x% xX.x% xx.x% XX.x% XX.x%
. Local Dealers/Resellers XX.x% xX.X% XX.X% xx.x% xX.%x% XX X% X% %% XXX % XX X% XX X%
v Channel Type Rese”erS, DlreCt from Vendor, Internet/Mail Order Resellers KA K% XK. X% KA A% XK. X% KKK XX pe ] KK.X% X% A%
H H H H General Retailer xX.x% xx.X% XX.x% xx.x% xx.X% xX. X% xx.x% xx.x% xx.x% XX. X%
Secondhand, Assembled, Retail, Distributor, Online, L
Office Supply Stares KX X% xx.x% KX X% xx.x% xx.X% X% X% xx.x% xX.x% xx. %% X% X%
Ofﬂce Store’ General Stores’ System |ntegrators’ Telcos Technology Retail Stores xX.x% xx% | oxxx®% | oxxx% | oaxx% | oxxx% | xxx% | wxax®% | oxxx% xX. X%
Wholesale Club KX X% xx.x% KX X% xx.x% xx.X% X% X% xx.x% xX.x% xx. %% X% X%
and OtherS 18Vs xX.x% xx.X% XX.x% xx.x% xx.X% xX. X% xx.x% xx.x% xx.x% XX. X%
. . . . . . System Integrators KX X% xx.x% KX X% xx.x% xx.X% Xx.x% xx.x% xx.x% Xx.x% Xx.x%
v Countrles Avallable' Argentlna, BraZIII Ch|na, Francel Telco xX.x% XX X% XX. %% xX.x% XX.X% XX x% xX.x% XX.X% xX.x% XX X%
H H H H C te VAR X% X% X% %% x% X% %% X% X% %%
Germany, India, Indonesia, Italy, Korea, Mexico, Russia, orporate x| e | e | o | ocxs | oo | oo |oook® | oo | o
Value Added Resellers xX.x% XX X% XX. %% xX.x% XX.X% XX x% xX.x% XX.X% xX.x% XX X%
South Africa, Spain, Turkey, UAE, UK, US, Vietnam 100% | 100% | 100% | 100% | 100% | 100% | 100% | 100% | 100% | 100%
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