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Definition of a VAR

 V.A.R. is the acronym which stands for Value-Added Reseller

 Usually the intermediary between a distributor  or a 
manufacturer  and the End User (Client).

 Profitability margins in the IT industry;

 Hardware varies between 2% - 10%

 Software varies between 2% - 15%

 Service Industry varies between 5% - 50%



Employment Opportunities

 There are various positions available in a VAR.

 The two key components in a VAR are Sales force and Services.

 Sales Representatives ;

 ISAM: Inbound Sales Account Manager (Senior)

 OSR: Outbound Sales Representative

 Service Specialists can range in various niches;
 Network Specialist

 System Engineer

 “BNF” Break n’ Fix Technicians

 Server & Storage Specialists



Economic Effects

 A recession can be seen in a optimistic point of view

 Creates opportunity to gain market share in the future 

 Decreased competition, some VAR’s are struggling

 Gov’t Programs that help stimulate the IT Industry (CCA Tax 
Shield)

 IT Products have a short life span, there is a constant 
turnover and demand in the SMB market.



VAR’s Competitive Advantage

 What does a VAR need to bring to the table.

• Competitive Advantage 

 Offering a personalized service

 Being able to visit clients face to face

 Recommending comparable solutions

 Making sure the solution meets the clients actual needs

 Offering an aggressive pricing structure



Technical Training Opportunities

 One of the strongest assets in a Sales Representative is 
product knowledge.

 Most major manufacturer’s offer several online training 
courses to better understand (Practical Applied Training)

 Here are some existing examples;
 HP Blue Carpet (Training and SPIF’s)

 Microsoft Partner Program

 Lenovo Partner Program

 Symantec’s Preferred Partner Training



Required Skill Set

 In highly competitive markets, our employees are a key 
factor for success.

 Sales Representatives should have some traits;
 Highly Motivated

 Great communication skills

 Negotiation skills

 Organization and time efficiency skills

 Technicians require a different set of skills, including;
 Strong product knowledge!

 Continually keeping up to date with technology.

 Maintain your Edge.



Remuneration

 The IT Industry has extremely competitive wages.

 Technicians salaries vary upon the level of certifications and 
product knowledge they may have.
 Salaries can vary between 20k-100k, as well as bonuses

 When it comes to the sales department, income is primarily 
dependant upon performance.
 Starting salaries are on average are 18K-20K,  plus they are heavily 

weighted with commissions and bonuses.

 There is a great potential to be well rewarded if you have the 
correct  character.  



Thank You

Questions ?


