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Entuity seeks SMEs as channel partners

By Doaminic Hall
etwork ma NEEEMENT grouap

N Entuity is on a drive 0 add
mare partners o its LIK chanmnel
mode] and has set its sights
specifically on the SME sector.

The Eroup recently recruited
industry veteran Stephen Davids

'\.\'I‘III I:I-l 3 proviiousny “-\.:Tlil a8
Cable & Wireless and Aslan — a3
head of channel marketing.

Darvids told MicroScope the

o r-old company had preve

ously “neglocted” indirec sales
in the LIK and Europe, but had
now identified the chanmel as the
miost effective route w market
He added the group had
reseller agreements in place
with six LIK-based groups,
including Morse, IBM Global
Services and Abilitech, bur was

seeking 10 atiract companies

further doven the food chain
"Wie're after companies, either

at will give this

WOLIAE O 5T

focus and afready have 1 strong

level of success on the hardware

side, but lack rn‘:ﬂ:rhi-.‘:r: |
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expertise,” snd Davads

I ‘Il\.' TL"\.'I.'JII:IJ EI'IlIJI'.'l' Was
haping to add Five or six resellens
to its channel by the middle of
::'II.' Year

But are resellers operating
in the networking market open
o offers?

Paul Caudell, managing
director at Surrey-based network
ing group MNetwise Systems, said
it was difficult for resellers and
sysiems integrators o sifi the
right apporusnitie: from the pille.

D focws i on secare and
remote networking infrastructure
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it fits with that, we'll con
sider it, but more than anything

EI"\:E we RII on aistkmer I."ETI.'I-]IH.\'J.

| as the

We sometimes do spaculative
things [with new produas], but
it 1 difficult,”™ he added.
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