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The storage market needs to shift into gear on cloud, 
security and ESG to drive continued success
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The right place and the right time

I t was interesting to sit down recently with Alison Say, who was appointed as UK&I ecosystem lead at IBM last August, to hear her 
talk about place and purpose. When asked if she was excited about the challenge of running the channel side of the business, she 
spoke of being in the right place at the right time. Say is clearly trusted by IBM to deliver the results it is looking for, and she seems 

more than capable of making a difference.
 Say joins a growing list of people who have identified working with the chan-

nel as the place to make a significant difference. Partnership, solving customer 
problems and making sure excellence is rewarded are all tasks that require 
consistency and understanding. Say’s enthusiasm for the task of doubling the 
channel in the next three to five years, as well as significantly growing new logo 
acquisition, is not one to be sniffed at.

 However, this goes beyond the business metrics that can be measured on a 
spreadsheet. Say represents the positive trend in the channel to acknowledge 
the need to deal with sustainability, diversity and reaching out to bring the next 
generation into the business.

 The channel is a people business – and that has to mean all people. Some of 
the activities that Big Blue is involved with, ranging from school days to degree 
apprenticeships, show it is prepared to open the doors to talent.

 That is why this is the right place and the right time for so many of those work-
ing across the channel. It is still a transactional world, but one that appreciates so 
much more of the human dimension. It is also a moment when those delivering 
technology and services are more important than ever to their customers. The 
excitement shown by Say is something that we can all share as we acknowledge the power of the channel to deliver positive change. n

Simon Quicke, editor
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IBM channel boss relishes opportunity  
to grow ecosystem across channel
IBM’s UK and Ireland channel lead is excited by the prospect of making a difference  
in the role and helping the vendor increase its partner business. Simon Quicke reports

IBM is looking for significant channel growth, both in terms of 
partner numbers and the business generated by those that 
work with the vendor.

Targets of doubling the channel base in three years and tri-
pling new logos in a similar timeframe do not seem to faze IBM’s 
recently installed vice-president of ecosystem UK and Ireland, 
Alison Say.

Say stepped into the role in August 2022, moving from else-
where within Big Blue. Her time at IBM spans 13 years in different 
roles, a lot of which have been partner facing, including running 
the ecosystem on the storage side of the business.

Say said there are certain points in your career where you think 
“that’s my job”, and this was one of them. “Ecosystem is kind 
of in my DNA...I’ve understood the value of the ecosystem from 
the get-go,” she said. “This is perfect for me. The jobs I’ve done 
before rounded out how I understand the company, so I was really 
excited to have the opportunity to do this job.”

Say joined the ecosystem at a time when several big things 
were planned on the channel side of the business, with a fresh 

partner programme, Partner  Plus,  launching  in  January  2023, 
and a sense that the ecosystem is seen across the company as 
a vital element of IBM’s growth strategy.

“When I was interviewing for the job, I was told that lots of things 
were changing, but I didn’t necessarily see what they were, so [it 
was] a leap of faith. Because if I was going to come into this role, 
I wanted things to change. I wanted certain things that I’ve experi-
enced in the past to be different. I’m really glad I took that leap of 
faith because we’re not just talking about it. This is fundamentally 
different, what we’re doing,” she said.

“This is a step-change; it’s not tinkering around the edges. This 
is the most significant change, both [in terms of programme] and 
how we’re going to market, in 10-plus years,” Say added.
Partner  Plus  launched  on  4  January,  putting  a  revised  pro-

gramme, with greater levels of rewards and support, in place in 
a clear demonstration of how IBM is getting behind its channel.

“The announcement gave us something really tangible to talk 
about. What’s really interesting about it is we’re not changing 
any major strategy around go to market, we’re not changing our 
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product approach and we’re not changing all the priorities that 
we’ve set out as a company. There’s a lot of stability, but on top of 
that we’ve put in place this engine and acceleration on the partner 
piece,” said Say.

The partner programme is a key plank of the efforts IBM is mak-
ing, but it goes beyond the nuts and bolts of rebate, enablement 
and incentive programmes – it is something more fundamental.

“There’s a lot of positive momentum right now. What’s chang-
ing? It’s hard to quantify a feeling, but the conversation’s changed. 
When you hear all of our announcements, it’s client and partner 
in the same sentence – it’s not ecosystem as an afterthought,” 
said Say.

“We’ve always been a strong ecosystem company and it’s 
always played a really important role, particularly in our infrastruc-
ture business and our software business. But the momentum and 
impetus and focus on ecosystem in every conversation from the 
top down is really noticeable,” she added. “The ecosystem is a 
growth engine for us. Our aspirations for the company are heav-
ily pinned on the importance and growth in the ecosystem. From 
an ecosystem-specific perspective, our ambition is to double the 
business over the next three to five years.”

Ambitious tArgets
The opportunities for partners have also changed as IBM sets out 
to dominate  the hybrid cloud and artificial  intelligence (AI) seg-
ments. Big Blue has been active, buying the likes of Red Hat to 
bolster its own proposition and, as a result, one the channel can 
put in front of customers.

A lot of IBM’s channel has modernised along with the vendor, 
but the fundamentals – storage and power – that got a lot of them 
into a relationship with the vendor decades ago are still there.

Having a wider product portfolio and being in a position to solve 
more customer problems means there is an expectation that part-
ners will bring on board more fresh logos. Along with the channel 
growth targets, that is another goal Say is working towards.

“We have a huge ambition in 2023, and we put a stake in the 
ground around new client acquisition. We’re looking to triple year 
on year the number of new clients we acquire, and we can’t do 
that without the ecosystem,” she said.

For someone facing sizeable growth targets and helping to bed 
in a fresh partner programme, Say comes across as excited. 
motivated and confident the channel will deliver.

“This is where my passion and purpose come together,” she 
said. “The changes are so fundamental, not only in the pro-
grammes, but in the momentum and attitude. It’s a good place 
to be, although it doesn’t mean that we aren’t going to have to 
continue to innovate and continue to grow.” n

ANALYSIS
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How to make your business more sustainable
Flex IT’s UK sales manager, Ashley Ross, sets out six simple steps to help make a difference in green efforts

Not only is sustainability rising up the priority list of boards 
and C-suites, it’s also rapidly becoming an essential fac-
tor for businesses and consumers alike. 

Ultimately, how green an organisation is perceived to be can 
have  a  significant  impact  on  customers’  decisions  to  purchase 
from them. 

As such, IT leaders are under a lot of pressure to improve their 
IT procurement strategy with a sprinkling of sustainability if they 
are to appease people, planet and profit. 

To help in this endeavour, there are several simple steps busi-
nesses can take to quickly and easily become more sustainable.

get serious About sustAinAbility: set net-zero goAls
To know where you want your green journey to go, you need to 
outline a clear roadmap for how you plan to get there. Being a 
business led by sustainability will not only benefit the environ-
ment, it will make you more appealing to like-minded customers 
and will solidify your reputation as a conscientious provider that 
people will want to do business with.

By challenging yourself to think differently, you’ll cultivate a 
culture of innovation that will spark new ideas, new processes 
and new ways of converting customers. 

To set a net-zero goal, you must have a clear understanding of 
your current shortcomings (i.e. emissions, waste, providers) and 
then set an agreed plan for how you will change these and by 
when. To ensure success, you need organisation-wide buy-in – 
after all, it takes a village.

eArn your stripes: work to Achieve  
environmentAl certificAtions
B  Corp,  ISO  14001,  GBC  and  One  Planet  Living  are  all 
UK-recognised  certifications  that  prove  you  are  walking  the 
walk and talking the talk when it comes to building a sustainable  
business model.
Working  towards any of  the above certifications will  give you 

a strong framework that will help you decrease emissions, limit 
waste and champion sustainability at every level. Find out which 
certification is relevant to your business, earn it, and use it to let 
partners, customers and everyone else know that you’re a reli-
able and green business that’s doing its bit for the planet. 

trust in tech: swAp to energy-sAving solutions
While eco-driven technologies typically require an upfront invest-
ment, they will quickly save energy and money once they’re up 
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and running. High costs may initially put off cash-strapped busi-
nesses, but it’s worth investigating how quickly you will break 
even and how quickly you will start saving money before making 
a decision.

But sustainable technology doesn’t have to be new and expen-
sive. By engaging in the circular economy, whereby organisa-
tions opt for used hardware – which is pre-loved but otherwise 
as good as new – you’ll save tonnes of plastic reaching land-
fills and stop unnecessary emissions that come from repairing, 
remanufacturing and refurbishing IT kit. 

become leAn And green: reduce unnecessAry wAste
Regardless of their operations, every business produces waste. 
While generating waste may be inevitable, what a business 
does with that waste can have a huge effect on reaching their 
sustainability efforts.

Whether it’s cutting down on paper, opting for a recycled alter-
native or adjusting processes to become paperless by default, 
there are plenty of immediate steps businesses can take to 
becoming greener. 
Paper  is one example, but  technology is another often-over-

looked waste generator. By adopting a circular approach to IT, 
you can save money and find a new use for hardware that would 
otherwise find itself in a scrap pile.

Buying secondhand equipment or selling your own pre-loved 
kit is not only great for the planet, but it’s also a new route to 
cost savings as you can purchase good-as-new tech at a frac-
tion of the RRP.

prioritise plAnet-friendly purchAsing:  
review your suppliers And their products
This requires time and focus as you look at the multitude of 
providers and services you buy from and assess if they’re the 
best partner to help you in your journey to net zero. It can be a 
long process, but the benefits are worth the ordeal as customers 
will undoubtedly take note of your emphasis on your partners’ 
values as well as your own and will be far more likely to give you 
their business as a result. 

Changing everything all at once can be a time-consuming and 
costly process, so start by recognising the quick changes you 
can make today before focusing on bigger changes that will take 
time and investment to alter. It’s a marathon, not a sprint, and 
every effort, no matter how small, will put you one step closer to 
your net-zero targets.

embrAce the circulAr economy  
to hit the ground running
While these steps will supercharge your sustainability jour-
ney, one quick fix that ticks all of  the above is the adoption of  
circular IT. 

By choosing to procure reused IT equipment, you will imme-
diately start reducing waste and reducing energy consumption, 
all while reducing your own spending and making you far more 
attractive to conscientious customers.

In doing so, you will be working with sustainable suppliers 
and be better equipped to achieve your green certifications and 
reach your net-zero goals in record time. n
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During the early months of any year, optimists and 
pessimists alike can’t help wondering what the com-
ing months might have in store for them, their work 
and the world around them. Why should the storage 

market be any different?
When MicroScope asked people in the storage industry what 

the biggest drivers in the market are likely to be in 2023, it 
quickly became clear that three areas stand out for nearly all of 
them: the cloud, security, and environmental, social and corpo-
rate governance factors.

Among the clouds
Dell Technologies’ vice-president of UK channel, Rob Tomlin, 
predicts an industry shift to true multicloud architectures. “These 
use the compute services of whatever clouds you embrace, but 
also focus on turning critical capabilities ‘horizontal’ across the 
multicloud environment,” he says.

There’s been a strong focus on mid-range storage and stor-
age as a service through Dell’s Apex offerings, he adds. “[The 
consumption  model]  has  become  significantly  popular  among 
our customers as it offers them the best of both worlds – the 
public cloud flexibility and agility they want and the private cloud 
protection they need,” says Tomlin. “Many customers have held 
off deciding between having a full public cloud or a multicloud 
approach, but they can no longer afford to delay.”

According to Tomlin, data growth and multicloud present “many 
significant  opportunities”  for  partners  to  deliver  outcome-based 
solutions to customers. “Those opportunities exist across the 

What’s driving  
the storage market?

STORAGE

A number of factors are affecting the storage  
industry, and the channel can benefit from understanding 

the dynamics of the market. Billy MacInnes reports
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entire data lifecycle, from delivering discovery services around 
modernising and protecting the customer’s environment, to man-
aging, delivering and simplifying what can be a complex multi-
cloud  world,”  he  says.  “[Partners  that  provide]  an  end-to-end 
offering to help customers with the transition to multicloud are the 
ones that are coming out on top. No matter the partner’s size, this 
is where customers see value.”

David Friend, CEO and co-founder 
at Wasabi, is equally positive about 
the cloud, saying: “The bottom line for 
the channel is that cloud data storage 
has a nearly infinite market potential, 
and  the  drivers  influencing  compa-
nies to move their data to the cloud 
will only get stronger over time as the 
savings become more obvious.”

The cloud is becoming more diverse 
from a vendor perspective, he adds. 
“The channel has a major opportunity 
to put all the pieces together for customers. For example, if a 
company needs a backup solution for its new servers, the chan-
nel partner might sell a bundle composed of two parts: a solution 
from one vendor handling scheduling and recording backups, 
and another solution that handles the storage,” says Friend.

Channel partners that have been selling hardware storage solu-
tions for the past 40 years are turning to cloud storage instead, 
he notes, adding that there are customers that “don’t want to own 
and operate their own storage hardware”.

“Often, the applications that customers are running are easier 
to implement in the cloud, especially those that support a work-
from-home user base. Customers lean on their channel partners 
for advice on how to save money,” he says.
Partners could use their existing trusted adviser relationships 

with customers to help them migrate infrastructure such as  
storage to the cloud, saving money 
for the customer and making money 
for themselves in the process,  
adds Friend.

Matt Child, UK and Ireland manag-
ing director of advanced solutions at 
TD Synnex, highlights hybrid con-
verged infrastructure (HCI) and eve-
rything  as  a  service  (EaaS)  as  two 
trends to watch.

“HCI is now accepted as the way 
forward for enterprise infrastructures, 
and that’s going to see organisations 

having data sitting inside multiple clouds and on-premises. At the 
same time, all the major hyperscale vendors are moving towards 
EaaS and these related trends will see a huge opportunity for 
partners to provide management, orchestration, monitoring and 
protection of data,” he says.
Melissa Lyons, senior director of channels, Americas, at Scality, 

predicts tighter integration between managed cloud services 
and object storage. “Customers value cloud-like storage ser-
vices but show a preference for them from the comfort of their 

STORAGE
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own datacentre infrastructure,” she says. “As such, we will see 
increasing partnerships between object storage vendors and 
large OEMs or managed service providers [MSPs] to provide fully 
integrated, private cloud S3 storage-as-a-service offerings.”

She warns that while the cloud delivers on its “cheaper and bet-
ter” promise early on, margins take a hit as organisations scale 
and growth slows – often referred to as “the cloud paradox”. 
To mitigate this, more users are repatriating some cloud-based 
workloads back on-premise, Lyons claims.

“Channel partners are in an ideal position to help them rotate to 
a hybrid strategy that can optimise their infrastructure and reduce 
costs. This trend will accelerate in 2023,” she says.
Andy Palmer, co-founder and CEO of Tamr, points out that the 

move to the cloud has turned data storage into a commodity. 
“That’s not a bad thing,” he says. “While data storage remains 
important, it is no longer the focus of the conversation. Companies 
today assume data storage is inexpensive, highly available and 
performant – and that availability and performance will continue 
to improve at a rapid pace while costs continue to decrease.”

security A key driver
One issue that is becoming increasingly important for many 
organisations  is data security, and that  is being reflected  in  the 
priorities of the data storage industry.

Dell’s Tomlin describes cyber security and the protection of data 
as a key driver: “Companies increasingly recognise the impor-
tance of protecting against ransomware attacks and having a 
robust enough backup solution to get back up and running with 
their most critical data safe.”

Customers are keen to prioritise cyber security. “Securing your 
data nowadays is as important as managing it,” he says. “With 
the explosion of data, there is an explosion of potential risks. 
Companies must store and secure correctly in the face of increas-
ingly complex workloads and the constant threat of cyber attacks. 
We see data protection and cyber resilience constantly growing.”

Florian Malecki, executive vice-president of marketing at 
Arcserve, highlights cyber  recovery as a service  (CRaaS) as a 
significant driver of growth in 2023. “CRaaS is a service whose 
time has come,” he says, “especially as ransomware attacks 
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Data security is becoming increasingly important and that  
is reflected in the priorities of the data storage industry
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continue unabated, forcing victims to pay a high price to recover 
their data. IDC believes CRaaS can yield high-growth opportuni-
ties with solid margins for MSPs that can take advantage of it.”

Backing up data is one thing, but the real test is whether a com-
pany can recover data promptly after a cyber attack or other dis-
ruption.  “Too many MSPs  and  their  customers  believe  disaster 
preparedness begins and ends with backing up data, and forget 
that backup alone is not enough,” he 
warns.  “In  2023,  I  think  MSPs  will 
direct more efforts toward helping 
customers quickly recover their data 
in  an  emergency.  The  first  step  in 
these efforts will be advising custom-
ers to develop a solid recovery plan.”
Paul  Speciale,  chief  marketing 

officer  at  Scality,  says  data  security 
considerations have always been top 
of mind for customers. “But in 2023, 
IT leaders will evaluate every solution, 
including data storage, by its ability to 
protect data from the multiplicity of threat vectors,” he says.

Speciale believes security “will dominate IT-buying criteria”, 
including for data storage, and although supply chain issues and 
economic challenges will continue to affect storage projects in 
2023, there will be an exception for those that can show tangible 
return on investment (ROI) on ransomware protection initiatives.

“This will present an opportunity for big data storage solutions 
with the intelligence to address current gaps in multilevel security, 

detection and data immutability for ransomware protection and 
fast business recoverability,” says Speciale.
Eric Herzog, chief marketing officer at Infinidat, expects “a burst 

of realisation” across the channel in 2023 that storage needs to 
be integrated into a cyber security strategy. “This ‘moment of 
truth’ that is expected in 2023 has been building up over the  
past couple of years,” he says. “Incorporating storage into the 

customer’s overall cyber security 
strategy will enable channel partners 
to deliver more comprehensive solu-
tions, uniting security and cyber stor-
age into a single solution. 

“By doing so, channel partners are 
covering all bases. It allows them to 
increase the revenue opportunities 
and  profit,”  says  Herzog.  “Security 
allows partners to combine different 
components. Cyber storage is criti-
cal as a key component to an overall, 
corporate cyber security approach.”

Darren Gross, Tintri director of EMEA channels, agrees that 
data protection, including ransomware mitigation and recovery, 
will be an important area for growth. “Ransomware attacks have 
become a significant global threat to nearly every organisation,” 
he says. “Organisations need to plan for this cyber protection fail-
ure and implement a plan for recovering from such an attack. The 
right plan and technology stack will play a vital role in the suc-
cessful recovery and resuming of normal operations.”

STORAGE

“crAAs Is A servIce whose 
tIMe hAs coMe, especIAlly As 

rAnsoMwAre AttAcks contInue 
unABAted, forcIng vIctIMs to pAy 

A hIgh prIce to recover dAtA”
FloriAn MAlecki, Arcserve

https://www.computerweekly.com/microscope/
https://www.infinidat.com/en
https://tintri.com/


Home

Editor’s comment

IBM channel boss 
relishes opportunity  
to grow ecosystem 
across channel

How to make  
your business  
more sustainable

What’s driving  
the storage  
market in 2023?

Five-minute interview: 
Mike Sheppard, Panasas

microscope March 2023 11

Corporate vice-president of marketing at Spectra Logic, Betsy 
Doughty, says vendors that deliver solutions to help users 
become more ransomware resilient will continue to be sought 
after as trusted advisers. “Channel partners are taking major 
steps forward as trusted advisers as they become more famil-
iar with issues relevant to users, such as tackling ransomware 
and offering ways to mitigate attacks. We’ve seen success when 
the channel leads with stories of ransomware survival,” she says. 
“Customers genuinely seem interested in attending events with 
this as a primary topic and a promise to discuss strategies to help 
them prepare and prevent attacks.”

Offering a slightly different perspective, Quantum senior direc-
tor of channel sales Guillaume Crapart claims the threat posed by 
ransomware has prompted customers to “rediscover” their enthu-
siasm for tape. “Sales have skyrocketed in recent years as com-
panies have come to the realisation that one of the best ways to 
defend against  ransomware  is  to  keep sensitive  files and docu-
ments from being online in the first place,” he says.

Renewed enthusiasm for tape presents a great opportunity for 
channel partners, argues Crapart. “The technology is easy to 
understand and therefore easy to sell. For customers, it is highly 
effective in providing a crucial backup method in the event of a 
security breach,” he adds.

prioritising esg
This “reuse” or repurposing of “old technology” provides the 
segue into another potential area of growth in 2023 – environ-
mental, social, and corporate governance (ESG).

Geoff Greenlaw, Pure Storage vice-president for EMEA and 
Latin America channel sales, claims that ESG is now a top three 
issue for customers. “Datacentre power consumption will con-
tinue to be a major challenge in 2023. The focus will be primar-
ily on costs, given the current economic situation and the fact 
that IT budgets are growing in single digits. However, pressure 
from climate change is also driving unprecedented upheaval,” 
he says.

Channel partners should educate themselves on sustainability 
to help customers make informed decisions. “[Partners are] ide-
ally placed to advise on power savings and consumption, cool-
ing, space savings – anything that can drive datacentre costs 
down,” says Greenlaw. 

If they don’t adopt this approach, they could be left behind in an 
increasingly competitive, changing and tightening market.
Greenlaw  says  channel  partners  will  need  “to  communicate 

with customers in a different language that goes beyond tech and 
encompasses financial and ESG literacy”.

Environmental, social, and corporate governance is a high pri-
ority for the channel and customers. “Many partners are creating 
mini boards or steering committees to address the issue, and 
sustainability  is now a  top  three criteria  in all RFPs  [requests 
for proposal] we receive. Customers are demanding that ESG 
be addressed and partners need to be able to respond accord-
ingly,” he adds. 
This trend will accelerate in 2023, Greenlaw believes, regard-

less of any economic downturn. “A key reason for this is that if  
a storage vendor can demonstrate an 80% reduction in power 

STORAGE
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and cooling costs, this will become very compelling to custom-
ers  in  terms  of  ESG  commitments  and  the  desire  to  reduce 
costs,” he says.
Scality’s  Lyons  points  to  a  convergence  of  increased  aware-

ness on climate change and an extended economic downturn, 
which will prompt enterprises “to refocus their IT budgets on 
solutions that can deliver savings and ROI in operational costs 
through reduced power consumption, opening up new opportuni-
ties for channel companies as they partner with their customers 
in these efforts”.

She notes the storage industry has already focused atten-
tion on this area through the Storage Networking Industry 
Association (SNIA) Green Storage Initiative, which aims to focus 
on standards for lower power consumption from large-scale data  
storage systems.

“Vendor and service provider offerings will emerge with innova-
tions that reduce power consumption through smart resource uti-
lisation and use of the latest low-power and high storage density 
platforms,” she adds. “This will provide measurable savings in 
power consumption and cooling to reduce environmental impact 
from storage.”
Infinidat’s Herzog believes the consolidation of storage arrays 

could be  the start  for ESG. He describes storage consolidation 
as a “quick win” for IT leaders seeking to demonstrate a com-
mitment to sustainability and a contribution to an organisation’s 
green efforts to reduce its carbon footprint.

It’s unlikely to end there. “Momentum is building for green IT to 
sweep the market in 2023 and beyond,” adds Herzog. n

STORAGE

Environmental, social, and corporate governance is  
a high priority for the channel and its customers
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hi mike, tell us whAt you do for A living
I’m Mike Sheppard, director of channels and alliances at Panasas. 

I recruit and onboard partners in the high-performance storage 
space, and I fortify relationships with our existing resellers, dis-

tributors, and alliance partners. 

why Are you the right person for this job? 
I have a wide range of experience in this realm. I spent about 
four years at Intel in a similar role with a different context. 
After Intel acquired Whamcloud in 2012, we built out an 
ecosystem of partners to sell the software-defined Lustre 
product and integrate it with their respective hardware 
solutions. At Panasas, the situation is different: we have a 
tried-and-true appliance already built here, so we are really 
selling a product as opposed to a project. I’ve only been 
with Panasas for about four months, but I expect that this is 
going to be a slightly easier path to market. 

whAt gets you up in the morning? 
It’s the fun factor! I enjoy working with our partners and seeing 

them succeed. I enjoy helping them support their customers. And 
this means positioning them in such a way that they can go out 

and win more business by offering a solution that is not only easy to 
sell, but also easy for customers to manage once the deal is done.

who helped you get to where you Are todAy? 
That would probably be Bret Costelow (executive of global sales at 
Panasas), who I’ve known and worked with on and off for the better part 
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of 30 years. Bret was the one who reached out to me when 
there was a role open at Intel, and now we work together again 
at Panasas. 

There are also many people on the technical side who have 
been essential throughout my career. I’ve always leaned on 
solution architects and technical engineers to really understand 
what I’m selling. 

is it possible to get through An industry conversA-
tion without mentioning digitAl trAnsformAtion? 
Digital transformation is definitely 
the buzzword today. But, ulti-
mately, that really is what  
everybody is trying to do, espe-
cially since the pandemic. I don’t 
necessarily think you need to 
always label it as “digital trans-
formation”; it’s more of an evo-
lutionary process of leveraging 
technology to improve whatever 
operations you have in place. 

whAt is the best or worst business  
Advice you hAve received And from whom? 
Before I joined Intel, I worked in the copier industry. My sales 
leader at the time told me that I was making the worst decision 
of my sales career, and of course it actually turned out to be 
the best. 

whAt Advice would you give to  
someone stArting out todAy in it? 
Coming from a sales perspective, the most important thing that 
a lot of people fail to do – and this isn’t necessarily limited to 
IT – is just listen. You need to become an expert at listening to 
your customers, understanding the environment, and reading 
the room.

The more information that you can gather, the better you can 
position the solution you are selling. So many people today, 
especially in IT, are so focused on presenting the speeds and 

feeds and datasheets that they 
don’t really take the time to listen to 
the problems the customer is trying 
to solve. 

whAt do the next five yeArs 
hold for the chAnnel? 
Artificial intelligence (AI) and 
machine learning (ML) are the hot 
technologies right now, and they will 
be very exciting areas for the chan-

nel over the next five years. 
As organisations integrate AI/ML into their environments, 

they’ll need to make smart infrastructure decisions to support 
those emerging workflows. For example, they’ll have to avoid 
the costly mistakes of overbuilding or bottlenecking in any single 
part of the broader system. The channel is perfectly positioned 
to be the trusted adviser on those matters. 

FIVE-MINUTE INTERVIEW

“coMIng froM A sAles 
perspectIve, the Most IMportAnt 

thIng thAt A lot of people 
fAIl to do Is just lIsten”

Mike sheppArD, pAnAsAs

https://www.computerweekly.com/microscope/
https://www.computerweekly.com/podcast/Podcast-Storage-the-key-bottleneck-for-AI-processing
https://www.computerweekly.com/podcast/Podcast-Storage-the-key-bottleneck-for-AI-processing


Home

Editor’s comment

IBM channel boss 
relishes opportunity  
to grow ecosystem 
across channel

How to make  
your business  
more sustainable

What’s driving  
the storage  
market in 2023?

Five-minute interview: 
Mike Sheppard, Panasas

microscope March 2023 15

hAve you leArnt Anything new – guitAr,  
pAinting, etc – during the pAndemic? 
Can I say video conferencing? Like most people, I’ve had  
to learn how to interact over a computer as opposed to face  
to face. 

tell us something most people  
do not know About you 
I’m an avid golfer and a huge sports fan. I watch college foot-
ball, baseball, and pretty much every other sport. I played sports 
growing up and it remains a big part of my life – that’s probably 
where I get my competitiveness.

whAt goAl do you hAve to  
Achieve before you die, And why? 
The Masters golf tournament in Georgia, playing golf in Scotland 
(the Old Course at St Andrews), and a NASCAR event are on 
my bucket list. But on a more personal and deeper level, I would 
have to say seeing my kids be happy and successful. 

whAt is the best book you’ve ever reAd? 
Probably The Boys in the boat by Daniel James Brown. It’s 
about the 1936 University of Washington rowing team who won 
the Olympics in Berlin. It’s an inspiring book that follows a group 
of working-class boys who bond together and accomplish the 
incredible feat of winning an Olympic gold medal. It tugs at the 
heartstrings, and I’m not just saying this because it’s a story 
about my alma mater. 

FIVE-MINUTE INTERVIEW
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“A goAl I hAve to AchIeve 
Before I dIe Is plAyIng golf 

on the old course At st 
Andrews, scotlAnd”

Mike sheppArD, pAnAsAs
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And the worst film you’ve ever seen? 
Gosh, worst film. Most likely one that my wife made me watch 
and I have since forgotten! 

whAt would be your desert islAnd mp3s? 
I would go for three albums: Pearl Jam Ten, Dave Matthews 
Band Live at the Gorge, and U2 The best of U2. 

whAt temptAtion cAn you not resist? 
A good IPA or a Kentucky bourbon. 

whAt wAs your first cAr And how 
does it compAre with whAt you 
drive now? 
My first car was a 1982 Chevy 
Cavalier. The car that I drive 
now is much, much nicer. 

who would you 
leAst like to be 
stuck in A lift 
with? why,  
whAt did they do? 
This is going to sound 
really crass, but that 
would be Barbara 
Hedges, who was 
our athletic director 

at the University of Washington and put us on probation back 
in 1992. 

if you could be Any AnimAl for A  
dAy, whAt would you be And why? 
That’s an interesting one. Maybe a bear, because I could work 
hard at foraging and feeding myself and then take around three 
months off to sleep – and nobody messes with you! 

if you were fAcing Awesome peril And impossible 
odds, which reAl or fictionAl person would  
you most wAnt on your side And why? 

Probably Jason Bourne – that guy can get out 
of just about every situation imaginable. 

And finAlly, A grizzly beAr 
And A silverbAck 
gorillA Are get-
ting reAdy for A 
no-holds-bArred 
rumble. who is 

your money on 
And why? 
I’d probably say the 

grizzly bear would win 
a fight between those two because 
of the bear’s sheer strength, size, 

and determination. n
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“I’d Be A BeAr – noBody 
Messes wIth you!”
Mike sheppArD, pAnAsAs
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