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Transforming the 
Digital Workplace 
with ClickShare 
Conferencing and 
Presentation Range

“Match your digital 
workplace strategy 
with Barco, touch or 
touch-less, button 
or app. It will be your 
way of working.”
Erdem Soyal  
Vice President of Barco Middle East and Africa
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INTERVIEWS
• VAST Data
• Dell Technologies
• StarLink

SUBSCRIBING

Fadi Moubarak, Vice President – Channels, Avaya 
International, on how Avaya is helping partners 
harness new transformation opportunities. 
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Reseller Middle East (RME) has been published by CPI Media Group, the Mena’s leading IT publisher, for nearly two decades. While 
the IT industry has grown at an accelerated rate over the past few years, Reseller Middle East continues to play a dominant role as 
the voice of the channel. It has been the goal of the magazine to keep the channel community updated on vendor technology and 
product developments. The magazine also tells vendors about the biggest issues affecting its channel partners.

Today, the IT community faces some of its most dramatic transformations in IoT, cloud, storage, wireless, smartphones, touch 
screens, virtualisation and big data. Channel partners must adapt their business – sometimes dramatically and radically – to 
these changes. Many of the golden rules of engagement are being rewritten today based on the corporate user environment, 
technology dynamics, shrinking market opportunities and increased competition.

Reseller Middle East is facing this turmoil head on and continues to engage in dialogue with all sides to bring to its community of 
readers – both in print and online – valuable feedback, suggestions, opinions and advice on the best way forward.

The Reseller team is proud to be part of the regional channel community and to play the role of an unbiased spokesperson and 
trusted advisor.

Under its umbrella brand tahawultech.com, Reseller Middle East continues to spin off more products, including its annual awards, 
surveys, rankings, regional supplements, roundtable forums, buyer sessions, e-newsletters and monthly supplements. 

The Voice of the Channel
PUBLICATION LICENSED BY DUBAI PRODUCTION CITY, DCCA

DRIVING  
THE CHANGE

Asim Al Jammaz, CEO, AL Jammaz Technologies, tells Anita 
Joseph in an exclusive interview how the company is driving 

change and innovation in the distribution market, p28.

INTERVIEWS
• LOGITECH, p12
• ASUS, p16
• VIRSEC, p20
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RESELLER 
ME PARTNER 
EXCELLENCE 

AWARDS  
p32

Event Calendar 
2022

Nov

A NOTE ABOUT OUR MAGAZINE
RME has been redesigned for 2022. This decision was made to demonstrate our full-throated support for the enduring 
strength of this print product. We are doing everything digitally possible to grow our audience on tahawultech.com, on 
our social media platforms and on our YouTube channel, but we also understand that our magazine’s loyal readership and 
faithful advertisers continue to grow. This redesign is an acknowledgement of their commitment to us.
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INTERVIEWS
Midis Group, pg 12
Logitech, pg 22
Aveva, pg 36

FEATURE
Channel & 
the Cloud
pg 16

DANNA BETHLEHEM, DIRECTOR, PRODUCT MARKETING, ACCESS MANAGEMENT AT THALES, TELLS 
ANITA JOSEPH, EDITOR, RESELLER ME, WHY ORGANISATIONS SHOULD INCREASINGLY BE LOOKING AT 
ZERO-TRUST AS A HOLISTIC SECURITY APPROACH THAT WANTS TO SAVE THEIR ENTERPRISE (pg 28).

NEWSMAKERS , pg 07

PRODUCTS, pg 47 

PUBLICATION LICENSED BY 
DUBAI PRODUCTION CITY, DCCA

NEWS, PG 36
Al Jammaz

PRODUCTS, PG 40
Nikai WebOS TV 
Samsung The Wall 2021
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FORGING 
AHEAD

NATHAN CLEMENTS, GENERAL MANAGER AT 
EXCLUSIVE NETWORKS MIDDLE EAST & ALAIN 

PENEL, REGIONAL VP MIDDLE-EAST AND 
PAKISTAN AT FORTINET, EXPLAIN HOW THE 

PARTNERSHIP BETWEEN THE TWO COMPANIES 
IS HELPING BUSINESSES FAST TRACK THEIR 
DIGITAL TRANSFORMATION AGENDAS AND 

COMBAT CYBERSECURITY CHALLENGES. 

INTERVIEWS
  D-Link
  Rackspace Technology
  Milagrow Robots

FEATURE
  Women in Business

PUBLICATION LICENSED BY 
DUBAI PRODUCTION CITY, DCCA

Rapid Fire
Marketing Duo, 

MIDIS Group
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INTERVIEWS
Veeam
CyberKnight
Nemesysco

Product
VIVE Focus 3

FEATURE
Technology & Innovation

D-LINK IS AT THE FOREFRONT OF DIGITAL 
TRANSFORMATION, HELPING ORGANISATIONS 

STAY AHEAD OF THE CURVE. SAKKEER HUSSAIN, 
DIRECTOR - SALES & MARKETING AT D-LINK 

MIDDLE EAST & AFRICA, TELLS US HOW. 

ISSUE 285 
MARCH 2021
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SÉBASTIEN PAVIE, VP SALES SOUTHERN 
EMEA, DATA PROTECTION SOLUTIONS AT 

THALES, TELLS RME ABOUT THE COMPANY’S 
COMPREHENSIVE RANGE OF DATA SECURITY 

SOLUTIONS WHICH AIM TO PROTECT SENSITIVE 
DATA REGARDLESS OF THE ENVIRONMENT.

PRODUCTS
  D-Link DCS-
8300LHV2 
Full HD Wi-Fi 
camera

  HP Pavilion 
x360 14 laptop

INTERVIEWS
  CISCO
  HP
  Cloud Box      

     Technologies

PUBLICATION LICENSED BY 
DUBAI PRODUCTION CITY, DCCA

PUBLICATION LICENSED BY 
DUBAI PRODUCTION CITY, DCCA

CHARTING A CLEAR 
GROWTH PATH

KEVIN ISAAC, SENIOR VICE-PRESIDENT, EMEA SALES AT SOPHOS, TELLS RME HOW THE 
COMPANY CONTINUES TO PROVIDE CUTTING-EDGE SOLUTIONS AND SERVICES THAT 

DRIVE GROWTH AND EMPOWER PARTNERS TO STAY AHEAD.

PRODUCTS
  D-Link       
COVR-X1870 
Series

  HP ProBook 
x360 11 G7 EE

INTERVIEWS
  D-Link
  NetApp
  VAD   
Technologies

ISSUE 284 
FEBRUARY 2021
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Our online platform

www.tahawultech.com

Our 
social media

accounts facebook.com/
tahawultech

twitter.com/
tahawultech

linkedin.com/in/
tahawultech

instagram.com/
tahawultech

http://bit.ly/youtube_
tahawultech

EDITORIAL CALENDAR 2022
Issue month Topic 1 Topic 2

JANUARY Channel personalities to watch out for  

FEBRUARY Trends in the channel industry: Channel leaders on what they think drives the channel in 2022 Future of Work: Business Imperatives affecting 2022 and beyond

MARCH Women in the channel Omnichannel: Is this the way forward in the channel business?

APRIL How can the channel build a stronger security framework in order to ensure stability and safety in their offerings? Cloud computing: A channel perspective (vendors, partners, distributors)

MAY Addressing distribution challenges: How is the industry coping up with the market changes?

JUNE AI & its impact on the channel Ensuring business resilience in the channel: Tips & tricks for effective channel management

JULY Incident Response: A Huge opportunity for MSPs & MSSPs

AUGUST Skills & The channel: How are channel partners upskilling themselves to face a competitive future? How can the channel address the problem of growing skills shortage in the business?

SEPTEMBER System Integrators and the channel A Consumer-First Approach: Trends & challenges

OCTOBER Growing the channel partner network: Strategies & Plans to maintain a channel-first approach in a changing, 
evolving market

How to create an effective channel strategy by maintaining price integrity and avoiding channel conflict

NOVEMBER Creating value in a competitive market: Channel leaders speak Channel Partner programs: An overview 

DECEMBER Movers & Shakers in the channel business: Top channel chiefs & Marketing heads Taking stock: How has the year been for the channel industry and what are the areas for improvement?



DISTRIBUTION AND READERSHIP INFORMATION

EDITORIAL

READERSHIP
35,000 readers per month

CIRCULATION 
10,400 copies

 IT distibutor 25%
 Reseller 22%
 Vendor 13%

 Assembler 10%
 VAD 10%
  VAR 8%

 Retailer 7%
  System 
Integrator 5%

READERSHIP  
BY SECTOR

READERSHIP  
BY COUNTRY

 UAE 31%
 KSA 21%
 Egypt 11%

 Kuwait 9%
 Levant 8%
 Qatar 7%

 Bahrain 6%
 Other 4%
 Oman 3%
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RECOMMENDATIONS

PURCHASING DECISIONS

60% 70%

50%

50%

40%

80%

55%

of RME readers consider its editorial  

content to be good. of readers would recommend RME 

to their business associates.

of readers often use RME to make 

purchasing decisions based on its editorial 

and advertising content.

of readers use RME to make purchasing 

decisions, while 5% rely solely on editorial 

and advertising content of RME to make 

purchasing decisions.  

of RME readers consider its editorial 

content to be excellent.

of readers agree that RME is relevant 

to their business.

of readers consider RME editorial 

content to be good or better than other 

publications within the sector.

More than

More than

More than

RELEVANCE



Print Advertising Rates
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POSITION SINGLE ISSUE SIX SERIES TWELVE SERIES

STANDARD ADVERTISING PRICE (US$)PRICE (US$) PRICE (US$)

SPECIAL POSITIONS

Double-page spread 

Full-page ad

Half-page spread

Half-page ad

Bottom-page strip

Inside front cover

Inside back cover

Outside back cover

Full-page advertorial

Belly band

Cover mount

Inside front/Back cover gatefold

Inserts

Guaranteed position

12,000

8,500

7,000

5,500

4,000

12,000

10,000

13,500

8,500

9,000

Price on application

Price on application

5,520 (4 grams)

+10%

7,999

4,899

4,899

2,799

1,999

6,799

5,799

7,699

6,799

6,799

N/A

N/A

N/A

N/A

6,899

3,799

3,799

1,699

1,199

5,599

4,599

6,599

5,599

5,599

N/A

N/A

N/A

N/A
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Page
Specifications

Full-page ad (FP)

20.7cm x 27cm
(4mm bleed)

Double-page spread 
(DPS)

41.4cm x 27cm
(4mm bleed)

Half Page
Horizontal

17.5cm x 11cm

Half Page
Vertical

8.5cm x 23cm
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*Web banner can also be supplied in Swf, I-frame or Javascript tag formats

TECHNICAL SPECIFICATIONS TRIM SIZE WxH (MM) BLEED SIZE WxH (MM) TYPE SIZE WxH (MM)

Print Advertising Specifications

COVER FEATURE  //  DELL EMC
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DELL EMC DISTRIBUTORS 
FOR GULF REGION
• Aptec, an Ingram Micro 

company
• Arrow ECS
• Mindware
• Redington Gulf
• StorIT Distribution

FEBRUARY 2017   //  Reseller Middle East    //   www.resellerme.com26

Asim Saud AlJammaz, VP, AlJammaz Distribution, shares insights into partners’ cloud journey and 
how its recently unveiled cloud marketplace can aid them to accelerate business. 

SOARING TO
THE CLOUDS

INTERVIEW  // ALJAMMAZ DISTRIBUTION

How can partners best prepare to 
maximise the opportunities in this 
space?
Value-added resellers and systems 
integrators need to associate with the 
right distributor partner who will help 
them to provide cloud services. They 
need to also identify the right vendor 
who can invest in the regional market 
and partner with operators who can 
provide local computing and storage 
cloud solutions. Partners should not 
resist market changes, they need to 
adapt to new trends and become a 
leader in it.

Can you elaborate on the objective 
of AlJammaz’ recently unveiled 
cloud marketplace? 
As a value-added distributor, our role 
is to inspire, enable and empower our 
channel partners with new technology 
trends and provide them with the right 
tools at the right time to be successful 
and ride the market transformation wave 
before they get disrupted by new players. 
We have been always trying to evolve 
and transform along with the market 
and emerging trends. We believe in the 
omnichannel business model where 
partners can complement each other 
with vendors. The buyer today will be 
the seller tomorrow and our new cloud 
platform allows the channel partners 
and vendors to do that. This way they 
can sell and buy each other’s services 
online. It also makes it easier for resellers 
to provide a mix of hybrid cloud between 
different vendors and solutions either on-
premise or over the cloud in one invoice.

What are the features most 
beneficial to resellers within this 
marketplace? 
We will cover many services from 
infrastructure as a service, application 
as a service, storage as a service, 
backup computing, IoT platforms, local 
and international computing and storage 
clouds, cloud professional services, 
omnichannel capability where channel 
partners can provide their own services 
to other channel partners and vendors, 
white label fully managed market place 
and many other services. 

Cloud has been a popular term over 
the last couple of years. 
How have cloud solutions enabled 
reseller partners to accelerate 
business growth?
Only few regional channel partners have 
played effectively in the cloud space. 
Most of them are still focusing on the 
traditional business or selling licenses on 
the cloud rather than on-premise with 
similar revenues and margins. Also, the 
end-user did not move to cloud, however 
in 2017 we have seen many customers 
looking to do so and exploring the 
related options, costs and values. We 
believe vendors and distributors could 
have played a stronger role in enabling 
the channel partners into cloud offerings 
and services.

What changes do you foresee in 
this market segment over the next 
year?
What are the driving factors for 
cloud solutions within the region?
Over the next year, there will be 
increased cloud requirements from 
end-users, enterprises will need to 
have some of their services over the 
cloud. We will also see SMBs moving 
to the cloud.

To drive the demand for cloud 
solutions, vendors need to invest 
locally as many government firms and 
enterprises require the cloud service 
to be hosted within the same country. 
Distributors need to change their 
business models in the cloud and focus 
on enabling partners.

AS A VALUE-ADDED 
DISTRIBUTOR, OUR ROLE 
IS TO INSPIRE, ENABLE 
AND EMPOWER OUR 
CHANNEL PARTNERS 
WITH NEW TECHNOLOGY 
TRENDS AND PROVIDE 
THEM WITH THE RIGHT 
TOOLS AT THE RIGHT 
TIME TO BE SUCCESSFUL 
AND RIDE THE MARKET 
TRANSFORMATION WAVE

DECEMBER 2017   //  Reseller Middle East    //   www.resellerme.com26 www.resellerme.com   //  Reseller Middle East    //   DECEMBER 2017 27

UAE-based distributor Bulwark’s MD Jose Thomas Menacherry discusses 
regional security demands and how the firm is in a strong position to cater to it. 

SCANNING THE 
FUTURE

COVER STORY  // BULWARK

with more personnel from security and 
distribution domains and with more 
focus on other GCC and Middle East 
countries. We have also signed up with 
major resellers and systems integration 
companies focused on security in the 
region during the last year.”

Besides growing its regional presence 
within the Middle East, it has also 
commenced its India operations, 
headquartered out of Bangalore. The 
distributor has onboarded several 
niche security vendors such as Arcon, 
Lastline, Mimecast, Radware and 
Teramind. 

“All of these developments have 
strengthened our security offering 
further to address the security concerns 
of regional customers.”

According to Menacherry, there are 
several factors for driving the security 
demand within the regional market. 

He says, “We see many interactions 
happening with the corporate and 
enterprise level customers for securing 
their data and network. Some of the 

compliance requirements also enforce 
customers to implement adequate 
auditing and reporting of critical assets 
and user activities.”

He adds that post the recent global 
and regional security breaches and 
threats, customers are becoming 
increasingly more aware about having 
robust security measures by deploying 
effective solutions in place. 

The distributor works closely with 
channel partners to deliver its security 
promise to customers. It conducts 
regular channel enablement initiatives 
throughout the year. 

“We believe that our success and 
growth are based on the success of 
our channel partners positioning our 
solutions with proper expertise to 
customers,” explains Menacherry. 

The regional channel market has its 
fair share of challenges. With fierce 
competition and profitability issues, 
only focused players can stand out and 
make a noteworthy mark. Admitting that 
the distributor too experiences the heat 

he dynamism of the security 
space is compelling 
organisations to be 
innovative and unique in 
their operations. As 

enterprises’ demand for connected and 
smart technologies gain prominence, 
the security associated with these 
solutions also need to be stronger and 
incorporated right at the beginning. 
Regional value-added distributor, 
Bulwark, with a dedicated focus in the 
security space over the last two 
decades, is in a strong position to cater 
to these demands. 

Over the last year, we have seen 
the distributor streamline its vendor 
partnerships between its two entities 
– Bulwark Technologies as a VAD for 
delivering high-end security solutions 
and Bulwark Distribution, which is a 
freezone company, dealing with fast-
moving security products.

The firm’s managing director Jose 
Thomas Menacherry says, “We have 
reinforced our sales and technical teams 

NOVEMBER 2017   //  Reseller Middle East    //   www.resellerme.com22

AT A GLANCE
Company: Bulwark
MD: Jose Thomas Menacherry
Year of establishment: 1999
Top vendors
Bulwark Distribution – Sophos, iStorage, ESET, NetSupport, MailStore and EnGenius 
Bulwark Technologies – Arcon, Acunetix, Lastline, Netwrix, Mimecast, Radware, SendQuick, 
SecurEnvoy, Teramind, Varonis and Help Systems
Total staff: 35+
Total resellers: 400 plus
Focus markets for 2018: Egypt, GCC and other Middle East countries
Business mantra: Stay focused in your area of expertise

www.resellerme.com   //  Reseller Middle East    //   NOVEMBER 2017 23

Double-page spread

Full-page

Half-page spread

Half-page horizontal

Half-page vertical

Bottom-page strip

Cover mount

Belly band

414 x 270

207 x 270

400 x 122

192 x 122

90 x 255

193 x 55

Specs on application

Specs on application

420 x 276

213 x 276

N/A

N/A

N/A

N/A

Specs on application

Specs on application

384 x 240

177 x 240

N/A

N/A

N/A

N/A

Specs on application

Specs on application
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Online
Specifications
  All artwork must be supplied in either GIF or JPEG formats (in case of animation) 

    along with the links

  Maximum file size for all these banners should not exceed 50kb

DEDICATED eMARKETING

E-mail shots GIF, JPEG. HTML TEXT 100KB VARIABLE WIDTH UP TO 640PX 300 CPM
*Web banner can also be supplied in Swf, I-frame or Javascript tag formats

Leader Board Banner1

MPU Banner2

 Eyeblaster

3

Web Display Advertising

TYPE FORMAT FILE SIZE DIMENSIONS (PIXELS) CPM RATE (US$)

eNEWSLETTER BANNERS

Leaderboard

Billboard banner

MPU

Video MPU

Overlay/Eyeblaster

Interstitial 

Roadblock (exl. Homepage)

Smart Links

Microsite

Top Leader Board Banner

MPU Banner 

Bottom Leaderboard banner

GIF, JPEG

GIF, JPEG

GIF, JPEG

72DPI, 50KB

72DPI, 50KB

72DPI, 50KB

728 X 90

336 X 280

728 X 90

$3,000 PER ISSUE

$2,500 PER ISSUE

$2,000 PER ISSUE

GIF, JPEG

GIF, JPEG

GIF, JPEG

GIF, JPEG

GIF, JPEG

GIF, JPEG

GIF, JPEG

GIF, JPEG

GIF, JPEG

50KB

100KB

50KB

50KB

50KB

100KB

50KB

N/A

N/A

728x 90px

1400x250px

336x280px

Supplied by client

900px (W)x500px(H) max.

Full screen 750px x 450px

220x550, 728x90(x2), 300x250(x2)

Banner size 200x200px max.

Upon request
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 75

 75

 75

 110

 110

 110

 110
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Follow us:

CPI Media Group Head Office
Dubai, United Arab Emirates, 
PO Box 13700
info@cpimediagroup.com
www.cpimediagroup.com 

Contact us

Mark Forker
Editor - CNME and Tahawultech.com
mark.forker@cpimediagroup.com

Anita Joseph
Editor - Reseller and Security Advisor
anita.joseph@cpimediagroup.com

Daniel Shepherd
Online Editor
daniel.shepherd@cpimediagroup.com

Keith Lobo 
Distribution & circulation
keith.lobo@cpimediagroup.com

To subscribe online please go to:
http://subscribe.cpimediagroup.com/

Or visit us at 
https://www.tahawultech.com

Advertising and sponsorship enquiries Print & online editorial enquiries Subscription enquiries

www.tahawultech.com

Natasha Pendleton 
Publishing director
natasha.pendleton@cpimediagroup.com 
+971 56 787 4778

Sabita Miranda 
Senior sales manager
sabita.miranda@cpimediagroup.com
+971 50 778 2771

Kausar Syed
Group sales director
kausar.syed@cpimediagroup.com
+971 50 758 6672

Follow us:

facebook.com/
tahawultech

twitter.com/
tahawultech

linkedin.com/in/
tahawultech

instagram.com/
tahawultech

bit.ly/youtube_
tahawultech

Schnelle D’Souza
Database and Operations
schnelle.dsouza@cpimediagroup.com
+971 50 927 7832


