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Reseller Middle East has been published by CPI, the 

region’s leading IT publisher for the last 14 years. While 

the IT industry has metamorphosed itself completely 

over the last decade, the publication continues to play 

its dominant role of voice of the channel. It has been 

the ambition of the publication to keep the channel 

community updated on vendor technology and 

product developments and vendors updated on the 

best interests of channel partners over the years.

Today, the IT community faces some of the most 

dramatic transformations taking place around 

Cloud, storage, wireless, smartphones, touch screens 

and data. Channel partners are having to adapt 

their business 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 optimal and best way forward. 

The Reseller team is proud to be part of the regional 

channel community and play the role of an unbiased 

spokesperson and trusted advisor.

The publication continues to spin off brand 

extensions in the form of its annual awards, annual 

survey, top ten rankings, regional supplements, round 

table forums, buyer sessions, e-newsletters and 

monthly supplements. We sincerely believe that 2015 

will be a win-win period for both of us!

EDITORIAL
60% of RME readers consider its editorial 

to be good.

Over 29% of RME readers consider its 

editorial to be excellent.

Over 55% of readers consider RME 

editorial to be good or better than other 

publications within  

the sector.

 

RELEVANCE
Over 80% of readers agree that RME is 

relevant to their business.

 

RECOMMENDATIONS
Over 70% of readers would recommend 

RME to their business associates.

PURCHASING 
DECISIONS
50% of readers often use RME to make 

purchasing decisions based on its 

editorial and advertising content.

50% of readers use RME to make 

purchasing decisions, while 5% rely 

solely on editorial and advertising 

content of RME to make purchasing.  

REadERshIP
30,000 readers per month

THE VOICE OF THE CHANNEL

www.resellerme.com
Cover Feature

Feature

Reseller ME delves into the channel opportunities 
present in the regional SMB segment and how partners 
can lead the discussions to be successful.

smb cHannel opportunitiesfeature
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that more than not spending, 
SMBs are on the lookout for 
cost reduction. Therefore, a 
technology, which will help 
in optimising operations and 
also cutting down on the costs 
in the long run will appeal to 
this set of customers. 

Glen Ogden, Regional 
Sales Director, Middle East, 
A10 Networks, says, “SMBs 
have the money, but there is 
no blank cheque anymore. 
They are very clever about 
orchestrating their budgets 
around cost savings.”

 Osama AlHaj-Eisa, Channel 
Director, Middle East & Turkey, 
Aruba Networks, adds, “From a 
cost benefit perspective, I can 
confirm that most SMB clients 
are determined to lead in their 
field by adopting the most 
effective business supporting 
technologies. That being 
said, even the SOHO market 
segment sometimes realise the 
importance of deploying solid 
technology with a little higher 
premium than consumer 
products and we see them 
happily acquiring our Instant 
Access Points, for example.”

While agreeing to this, 
Meghan McCarthy, Regional 
Sales Manager, Partner 

Deploying high-end 
technology 
solutions is no 
longer restricted to 

only large enterprises, the 
small and medium businesses 
(SMBs) also want to achieve 
the same results, however the 
catch being, using much less 
resources and investments. 

Over the years, IDC has 
noted the increasing demand 
from SMBs in the GCC region 
for ICT services in order 
to grow their businesses, 
improve their offerings and to 
gain an edge over competition. 
According to the research firm, 
the regional SMBs adopted 
ICT solutions around basic 
connectivity and cost-efficient 
productivity applications. 
But this trend is gradually 
moving to matured services 
and solutions as SMBs realise 
the business advantages of 
employing the third platform 
and other technologies. 

The general notion when 
it comes to approaching 
small and medium business 
customers is that they have 
budget constraints and may 
not invest into IT as much. 
While this is true to a certain 
extent, it should be noted 
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Exclusive Networks Middle East had entered the market with the 
acquisition of the regional security distributor, Secureway, last 
year. CEO Fari Boustantchi speaks to Reseller ME on the company’s 
channel strategy to work closely with partners. 

 exclusive networks mecover feature

PoWeR oF TWo

We want to make sure that our 
partners have the in-depth 

expertise of the business. And for this, 
we conduct many seminars, trainings 
and workshops on a regular basis.”

The value-added 
security distributor, 
Exclusive Networks 
Middle East, 

formerly and better known as 
Secureway in the region has 
spent the last one year 
rebranding and merging itself 
to its European parent 
company. Since its acquisition 
exactly a year ago, the brand 
formally presented itself to 
end customers and partners 
at GITEX this year. What it 
now aims to do is create 
awareness in the region 
about the legacy of the group 
and the strengths it brings 
with it. 

Fari Boustantchi, CEO, 
Exclusive Networks Middle 

East, says, it is more like 
a merger rather than an 
acquisition, as the former 
stakeholders of Secureway 
continue to be on board 
and still have the authority. 
We will also not see a major 
change in the operations of 
the company. This is because 
the business model of 
Exclusive Networks globally 
works in such a way that 
each subsidiary is free and 
independent to run it with its 
local team. 

“This is a good thing as 
we have the expertise of the 
Middle East market. What 
we are doing today is to help 
the group understand better 
what the dynamics are in this 

market. And also to 
see what is the best 
way to consolidate 
the business in 
the group within 
the Middle East,” 
explains the CEO. 
“What works to 
our advantage 
is that vendors 
are increasingly 
seeking pan-
European or pan-
EMEA distributors 
and this helps 
us consolidate 
our position and 
partnerships with 
many vendors.”

The distributor has 
security vendors such 

400
partners in the 
Me region
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space is a complex one. There 
are new threats, technologies 
and features every day, it 
is important that partners 
are updated with all these 
changes.” 

The company’s partner 
programme, Exclusive 
Networks Partner 
Programme, looks to facilitate 
and motivate partners with 
incentives and rewards 
and also encourages them 
to attain different product 
certifications.

Boustantchi says, “What 
we try to do through this 
partner programme is to 
train more and more of 
our partners on the new 
technologies and products. 
And also to educate them 
with in-depth expertise 
on the existing products. 
Knowledge transfer is very 
important.”

Currently the distributor 
has around 400 partners all 
over the Middle East region. 

geogRaPHICaL ReaCH
Although Middle East has 
been the focus for the 
company, it is now looking to 
increase its business in North 
and West Africa along with 

as Fortinet, F5 Networks, 
Infoblox, FireEye, Sourcefire, 
Lumension and Vasco 
in its portfolio and now 
thanks to the group it also 
distributes products from 
brands such as WhiteHat 
Security, Lieberman 
Software, LogRhythm.

“These brands 
complete our portfolio, 
this is the advantage of 
being a part of a larger 
group,” he adds. 

CHaNNeL STRaTegy
One of the primary 

focuses for the distributor 
will be to go ahead and 

invest more in training and 
knowledge transfer to its 
partners. In order to grow 
the business, one of the most 
crucial elements is having 
more people on the field. 
This is done by enabling 
partners and ensuring they 
know the products and 
solutions inside out. 

“We want to make sure 
that our partners have the 
in-depth expertise of the 
business. And for this, we 
conduct many seminars, 
trainings and workshops on 
a regular basis. The security 
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CIRCulaTIon 10,200 copies

 IT distibutor 25%
 Reseller 22%
 Vendor 13%

 Assembler 10%
 VAD 10%
  VAR 8%

 Retailer 7%
  System 
Integrator 5%

 UAE 31%
 KSA 21%
 Egypt 11%

 Kuwait 9%
 Levant 8%
 Qatar 7%

READERSHIP  
BY SECTOR

READERSHIP  
BY COUNTRY

 Bahrain 6%
 Other 4%
 Oman 3%

EVENTS CALENDAR 2015

Month Description

April Partner Connect Networking Evening

June Partner Excellence Awards & Summit

September Partner Connect Networking Evening

December Hot 50 Awards

Issue month Lead feature Feature Supplement

February
New vendors, new 

strategies
Internet of Things

March Top resellers to watch out for Big Data & Analytics

April Channel Credit issue Top KSA distributors Security booklet

May Omni-channel retailing
Social media in the 

channel/ low margin issue

June Top channel chiefs Next generation networks

July
Reseller Awards 2015: 

Special issue
Channel prospects in 

Open enterprise

August Managed services
Opportunities in flash 

storage

September Women of the channel Selling security

October
Annual industry survey and 

rankings
Wearable technology Distributor Handbook

November Converged infrastructures
Partner training & 

certifications

December
SaaS prospects for the 

channel
Solution selling

January Outlook 2016 Country focus: Qatar Reseller Hot 50

RESELLER MIDDLE EAST
EDITORIAL CALENDAR 2015



ADVERTISING RATES

Position
single issue Price 
(us$)

siX series Price 
(us$)

tWelVe series 
Price (us$) 

Double Page Spread 8,799 7,999 6,899
Full Page 5,799 4,899 3,799
Half Page Spread 5,799 4,899 3,799
Half Page 3,499 2,799 1,699
Bottom Page Strip 2,799 1,999 1,199

Position
single issue Price 
(us$)

siX series Price 
(us$)

tWelVe series 
Price (us$) 

Inside Front Cover 7,499 6,799 5,599
Inside Back Cover 6,499 5,799 4,599
Outside Back Cover 8,499 7,699 6,599
Full Page Advertorial 7,499 6,799 5,599
Belly Band 7,499 6,799 5,599
Cover Mount Price on application N/A N/A
Inside Front/Back Cover 
Gatefold Price on application N/A N/A

Inserts
5,520 up to 4 grams
4 grams+ price on 
application

N/A N/A

Guaranteed Position + 10% N/A N/A

Special Positions

sPecification
triM size W X H 
(MM)

BleeD size W X 
H (MM)

tyPe size W X H 
(MM)

Double Page Spread 414 x 270 424 x 280 384 x 240
Full Page 207 x 270 217 x 280 175 x 240
Half Page Spread 384 x 110 N/A N/A
Half Page Horizontal 175 x 110 N/A N/A
Half Page Vertical 85 x 230 N/A N/A
Bottom Page Strip 175 x 55 N/A N/A

Cover Mount Specifications on 
application

Specifications on 
application

Specifications on 
application

Belly Band Specifications on 
application

Specifications on 
application

Specifications on 
application

Technical Specifications

tyPe forMat file size
DiMensions 
(PX)

file size rate (us$)

Eyeblaster Banner GIF, JPEG 72dpi, 50kb 640 x 480 50KB 3,000 per issue
Page peel Banner GIF, JPEG 72dpi, 50kb 640 x 480 50KB 2,000 per issue
Floating Banner GIF, JPEG 72dpi, 50kb 160 x 600 50KB 2,000 per issue

Special banners

Dedicated eMarketing

tyPe forMat DiMensions file size rate (us$)

E-mail Shots GIF, JPEG, 
HTML, Text

Width can be reduced or 
increased (up to 640px)

100KB 300 CPM

tyPe forMat file size
DiMensions 
(PX) File size rate (us$)

Leader Board Banner GIF, JPEG 72dpi, 50kb 728 x 90 50KB 3,000 per issue
MPU Banner GIF, JPEG 72dpi, 50kb 336 x 280 50KB 2,000 per issue
Bottom Banner GIF, JPEG 72dpi, 50kb 728 x 90 50KB 2,000 per issue
Tower Banner GIF, JPEG 72dpi, 50kb 160 x 600 50KB 2,000 per issue

eNewsletter and Web banners

Web banner can also be supplied in Swf, I-frame or Javascript tag formats

As an early entrant to the regional IT publishing scene, CPI has for the past two 
decades built itself around an innovative culture based on generating cutting-edge 
ideas. It has partnered with leading global players such as IDG for its IT titles, Northern 
& Shell for OK! and BBC Worldwide for BBC Good Food while also developing its own 
trade magazines for the banking, industrial and construction sectors.
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