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The 2022 Channel Influencers:
50 Channel Leaders Who Are
Making an Impact

2022
CHANNEL
INFLUENCERS
OF THE YEAR

UPSTACK’s
Christopher Trapp
and TD SYNNEX’s
Rich Hume

Editor’s Letter

W

A NEW LEVEL
OF INFLUENCE

e’ve taken our Channel Influencers awards program to another level
this year because our Influencers themselves have taken a big step
forward. Now two years into the pandemic that is hopefully easing,
these channel leaders have had to adapt their strategies in ways they wouldn’t
have imagined 24 months ago.
This felt like the right time for us to increase the number of Influencers we honor
from 10 to 50. But this is much more than a list. We dedicated many hours to
debate the value of the contributions these extraordinary channel leaders have
made to the industry over the past year. We also peered into our crystal ball to
consider the impact they could have in 2022.
This exclusive lineup of leaders represents the entire channel. It’s a diverse
group that includes key decision-makers from top vendors as well as technology
solutions brokerages (formerly master agents) and traditional tech distributors.
There’s another thing we did differently this year. Instead of picking just one
person as our Influencer of the Year, we selected co-Influencers who stood out
just a little bit from this incredible group of leaders. We started by considering
what topic made the biggest news in the channel in 2021. It didn’t take long to
come to a consensus — the incredible uptick in merger and acquisition activity,
as well as the flood of private investment coming into the channel. So that led
us to two individuals – one from the traditional IT channel and one from the
traditional agent channel – who represent those to a tee.
When Tech Data and Synnex finalized their $7.2 billion merger last summer, all eyes
turned to Rich Hume, the new CEO of the combined company, which would
become TD SYNNEX. The move created a distribution behemoth that will go
toe-to-toe with rival Ingram Micro for years to come. Now with more than 150,000
customers in 100 countries, TD SYNNEX expects to bring in $57 billion in annual
revenue. Now with 200,000 product offerings, the opportunities for TD SYNNEX
partners are seemingly endless.
Then there’s Christopher Trapp, CEO of Upstack. No company has ever taken
the traditional agent channel by storm like Upstack did in 2021. It all started with
a $50 million private equity investment from Berkshire Partners – the largest in
agent channel history at the time. Another $100 million from two other firms followed
several months later. In between were about 15 acquisitions, including names
you know well from reading Channel Futures. And there’s no sign of Upstack’s
acquisition pace slowing anytime soon — not to mention the flood of investment
coming into what private equity is seeing as a huge opportunity in the channel.
Enjoy this digital issue with cover stories on our Influencers of the Year, then
check out our image gallery (link) featuring our take on why the rest of our Influencers made this prestigious, exclusive lineup.
Craig Galbraith is editorial director of Channel Futures and Channel Partners.
www.channelpartnersonline.com
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Follow
him on Twitter at @Craig Gailbraith.
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RICH HUME: STARTED FROM THE
BOTTOM NOW WE’RE HERE
After spending nearly two years overseeing the
integration of Tech Data and SYNNEX following
their $7.2-billion merger, TD SYNNEX CEO Rich
Hume wants the giant corporation to “think
small” in helping partners serve SMBs.

TRAPP ON BUILDING
7 CHRISTOPHER
‘THE MOST VALUABLE AGENCY IN THE
INDUSTRY’

UPSTACK CEO Christopher Trapp started out
in a lonely place and guided his tech advisory
firm through one of the largest and fastest
expansions the channel world has seen.

8 MEET THE CHANNEL INFLUENCERS
Rich Hume

“Channel chief” is a job title. “Channel leader” is
an accolade earned for demonstrated dedication
to the channel paired with an ability to inform,
innovate and inspire the entire community. No
matter what their job title, these 48 individuals
have provided the vision and vitality to keep the
channel moving forward.

Christopher Trapp

Cover Photo of Christopher Trapp: Chad Batka
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Rich Hume: Started
from the Bottom
Now We’re Here

Joint Influencer of the Year Rich Hume reflects
on captaining the biggest deal in distribution
history — and how he got to that point.
By Christine Horton
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021 was a monumental year for IT distribution, defined
by a $7.2 billion mega-merger between Tech Data and SYNNEX.
At the helm of that mega-merger was Tech Data CEO
Rich Hume, who heads up what is now the world’s
largest distributor, TD SYNNEX.
The combined company has more than 22,000 employees,
serving businesses in more than 100 countries across the Americas, Europe and Asia Pacific. Its portfolio now comprises more
than 200,000 product offerings.
The CEO says it has been almost a two-year journey to make
sure that the two legacy companies are fully integrated, top to
bottom. Interestingly though, Hume says the initial build-up to
the merger “wasn’t that complicated.”
It started with getting together with former SYNNEX
CEO Dennis Polk to talk about the opportunities for their
different stakeholders.
“We recognised customers would absolutely have more access
to technology,” explains Hume. “We have complementary line
cards of which our legacy customers can take advantage. Then
vendors are valuing larger relationships – they prefer to work
with fewer, more invested relationships that can provide global
footprints. From a co-worker perspective, the organisations together provide a lot more career opportunity, based on the size
of the company. And certainly from an investor perspective, it
made a lot of sense when they look at the future of TD SYNNEX
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and the type of business we could execute.
“It was a matter of thinking, ‘Does this make sense from
our primary stakeholder perspective?’ In each of those
instances, it was an overwhelming ‘Yes, this makes sense.’”

‘A Privilege to Be CEO’
With the firm’s Q4 beginning the day the transaction
closed on September 1, TD SYNNEX went on to post revenues of $15.6 billion for the quarter.
“It’s a privilege to be CEO, but to see how two teams
can come together and go and execute $15.6 billion worth
of businesses. It’s just amazing to see how that occurs,”
he says.
Hume says he has seen “some very, very strong support
for us coming together” from channel partners.
“They see it from a few dimensions,” he explained. “The
first is a recognition that as we bring these companies
together, the pool of dollars that we can invest in our capabilities to serve the channel is more significant. That’s
a big one.
“The second is a very large and broad portfolio of offerings. We feel very strongly that our end-to-end portfolio is
the best within the market. Therefore, they have the opportunity to come to a one spot to meet the overwhelming
majority of their needs.
“The third is that we’re able to help from the solutions
point of view. We can help them aggregate solutions from
just one relationship as opposed to having to go to multiple
relationships to serve those needs.
“Then, lastly, we’ve got a very strong financial posture.
As we move forward, the credit we’re extending is way
beyond what 1+1 was before.”

‘I consider it a blessing that I had
that opportunity to start at the very
bottom of the organisation and make
my way through the management and
executive management.’
—Rich Hume
lucky than good.”
He explains: “I had a portfolio of diverse experiences that
were incredible. I was in finance and accounting, I was in
operations, I was in the supply chain. I had the opportunity of running a couple of very different large businesses
for IBM.”
In fact, he says he had never really considered a CEO
role — until he was asked to do the job.
“I reflected on my response to that question. I said, ‘My
goodness, all of these experiences that I’ve had have prepared me to be able to do that.’ I just consider it a privilege
to be able to serve. But it’s all of those experiences over
the paradigm of time that really have prepared me to be
in the role that I am.”
To that end, Hume says the leadership style he practises
is ‘servant leadership’.
“The essence of servant leadership is that the management team are in service to the people of the organisation.
I strongly feel that that is the most effective leadership style
that an organisation can take on,” he explains.

Starting from the Bottom

No Chest Beating Allowed

Hume says he has benefited from a varied 40-year career
in tech, starting at an entry-level role at IBM.
“I consider it a blessing that I had that opportunity to
start at the very bottom of the organisation and make my
way through the management and executive management.
I continue to have that perspective, from understanding
top to bottom how an organisation runs and some of the
challenges that exist at different levels.”
He admits, however that “sometimes it’s better to be

So what’s next for Hume and TD SYNNEX in 2022?
When it comes to where to invest its dollars, Hume
points to high-growth tech. He says the firm will continue to build capabilities around cloud, analytics, IoT
and cybersecurity. Additionally, the CEO points to “everything-as-a-service” as an emerging category for vendors
– and as such, distribution.
“Those categories, although five years in the making,
all have significant growth attributes moving forward. The
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‘Many times you get caught up
in the complexities of a situation.
You can’t see the forest through
the trees. And making the
complex simple is hard - that’s
where the hard work occurs.’
—Rich Hume
partner ecosystem still has a lot of capability that we need
to invest in to make sure that we’re operating as efficiently
as we can.”
Another big investment TD SYNNEX is making is in digitizing its entire operation.
“This provides two major benefits,” says Hume. “Number
one is obviously productivity through simplicity. You have
the opportunity to make investments that drive better productivity, but also enhance customer experience.”
This business strategy actually aligns with one of
Hume’s personal goals moving forward: “making the
complex simple.”
He explains: “Many times you can get caught up in the
complexities of a situation. You can’t see the forest through
the trees. And making the complex simple is hard – that’s
where the hard work occurs. But we have a big focus on
our integration efforts, of making sure that our leadership
model is right. So long story short, my personal goals are
to make sure these two great companies are one, and our
stakeholders are getting all of the benefits from that one
great company.”
Nevertheless, Hume is also aware of the perception the
distribution giant among partners.
“We frequently find ourselves and in a discussion of
‘Oh, my goodness, you’re big and you’re broad and you
bring a lot of different capabilities to the market.’ As TD
SYNNEX, we want to take advantage of having a global
business – the balance sheet, the investment capabilities,
etc. But we want to think small when we execute. Out
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of our 150,000+ partners around the world, a very large
proportion of them serve the SMB segment and are small
businesses themselves.
“Their expectation of us is not to beat our chest on ‘we’re
so big’, because that doesn’t help them. Their expectation
of us is to make sure they’re successful. So we want to
make sure that we are maniacal about focusing on those
customer needs, and not being enamoured with the size
of $60 billion of sales. Rather the need of the partner
that’s right in front of us that’s trying to solve a solution
for his customer.”

CO-LOCATED WITH

April 11-14, 2022 | The Venetian Resort & Expo, Las Vegas

CELEBRATE & CONNECT
WITH OUR CHANNEL INFLUENCERS
OF THE YEAR AT #CPEXPO
Use Promo Code:
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Must use code to receive discount. Non-transferable. Cannot be applied to previously paid registrations.
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Christopher Trapp
on Building ‘the Most
Valuable Agency
in the Industry’

For Co-Influencer of the Year Christopher Trapp,
the journey to the top started in a very lonely
place.
By James Anderson

Background
Trapp spent more than a decade in the data center/colocation
sector before launching Upstack. A year after graduating from the
University of Virginia in 2005, he co-founded Blue Ridge Data Center.
He led go-to-market and M&A efforts for Sabey Data Centers from

Photo Credit: Chad Batka

C

EO Christopher Trapp remembers the long, lonely walk
he made through the Expo Hall at the Channel Partners
Conference & Expo.
The newly crowned Channel Co-Influencer of the Year
has overseen one of the largest and fastest expansions
the channel partner world has ever seen. The New York Citybased tech advisory firm has exploded from nine employees
last year to 142, leveraging private equity money to make more
than a dozen acquisitions of established consultancies. However,
Trapp’s journey to build the largest technology sales agency in
the world didn’t take place overnight.
“Two years ago, I couldn’t buy myself a meeting at Channel
Partners,” Trapp said.
He walked through a five-year process, filled with rejection,
learning and grit.
“Any agent you speak to put significant blood, sweat, and tears
into their businesses, and those sacrifices are what made them
successful,” he told Channel Futures. “Upstack is no different.”

channelfutures.com
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‘What used to take us about 30
hours of manual raw effort at
the computer, doing work and
getting on phone calls, we’ve
been able to collapse down to
30 minutes.’
—Christopher Trapp
2010 to 2012, co-founded Aligned Energy in 2012 and started
an investment/adviser firm for digital infrastructure in 2013.
As a result, Trapp said he approached Upstack with a data
center lens, and a data center supplier lens at that. He engaged
with channel partners in his previous roles, and they ranged
from large consultancies to smaller agencies. These interactions showed him the many skills agents bring to the table.
“I was always really impressed by the level of talent that
these advisers brought, in terms of how they represented
their clients to the data centers we were operating,” he said.
Moreover, he found the partner business model intriguing.
While his data center supplier companies found demand
for the physical assets they provided, building those assets
came at a significant cost.
“As a supplier there are a lot of risks involved,” he said.
“You’ve got the risk of technological obsolescence. They’re
very capital-intensive. It oftentimes takes hundreds of millions of dollars of speculative investment capital to build a
business from a supplier standpoint.”
The agent/broker model, on the other hand, doesn’t face
the same costs but reaps the benefits of recurring revenue.
“It’s a very intriguing business model, very similar to other
industries like insurance brokerage, where you build these
residual characteristics up of commission streams versus
kind of a one-time commission,” he said.
Upon leaving his last data center company, Trapp chose
to pivot into the partner space. Moreover, he wanted to
build the “most valuable agency in the industry.”

How to Get There from Here
“In order to do that, we knew that we needed to challenge
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the status quo in the space,” he said.
Trapp set to out to build technology that streamlined the
sales process with automated quoting and pricing. The tool
would improve employee efficiency by taking care of the
more laborious back-office tasks.
“What used to take us about 30 hours of manual raw effort
at the computer, doing work and getting on phone calls,
we’ve been able to collapse down to 30 minutes,” Trapp said.
They set out building the platform, pouring several million
dollars into it. Trap started building the tool for colocation
vendors, envisioning that the platform would eventually
move all the way “up the stack” to other technologies.
Now the tool also encompasses connectivity, and Trapp
said UCaaS and CCaaS are coming soon.

Platform Adoption
However, the marketplace wouldn’t work if no companies
were selling their products and services on it.
“Building the actual tech was not the hard part; the hard
part was actually driving adoption,” Trapp said.
Trapp found that out for himself at the Channel Partners
show two years ago. He went from booth to booth, trying
to convince vendors and TSBs to try a product demo.
However, the Upstack platform only sourced colocation at
the time, and most TSBs don’t focus on colocation. The
vendors didn’t show much interest either, and Trapp found
his meeting schedule depressingly empty.
He flew back to New York City in a dejected state of mind.
“I remember sitting in the middle seat thinking, ‘This is
going to be a lot harder than I thought,’” he said.
The turning point came when Trapp landed Equinix. Now he

Channel Influencer of the Year: Christopher Trapp

could tell other data center providers about the time Equinix
was saving on customer access. The dominos fell from there.
“It took us actually about three years to get all of our
major suppliers to really start adopting the technology,”
he said. “And once we got to critical mass, we really had
a big decision to make.”

Scaling
Upstack’s founders had to decide what sort of company
they wanted to build. Three models stood out to them.
They could focus on selling sales automation software to
vendors and TSBs. They could build their own TSB. Or they
could stick with the vision of creating a large sales agency.
They chose the latter, but with one alteration. They would
harness inorganic growth.
The first commission check Upstack earned still sits in
Trapp’s office. $216.77, earned on an Iron Mountain colocation deal with a mid-market customer. That check came
nine months after Upstack signed the deal.
Many agents in the channel have spent decades cultivating customer relationships and building those recurring
revenue streams. Trapp wanted to surpass their numbers
and do so in record time.
“You don’t realize just how challenging it is to run a
high-quality agency until you’re knee-deep in it,” he said.
So Trapp decided that it made more sense to convince
top-producing agents to join his team, rather than compete
against them. He would need to sell agents on the vision just
as he had sold the suppliers, however. Chris Palermo, founder
of Global Communications Network (GCN) recalls when Trapp
approached him to become Upstack’s first partner acquisition.
“At that time all he had was a technology road map and a
business plan. While I was certainly intrigued, it was too early for
me to risk the 25 years I had invested into GCN,” Palermo said.
Palermo ultimately agreed to join Upstack in 2021, but
he said he wishes he had done so earlier.
“I kick myself sometimes because of how early I could’ve
gotten in from an equity perspective, but at that time it was
a big risk,” said Palermo, who now serves as president of
Upstack. “After seeing Trapp and the team execute over the
last 18 months, I knew it was time for GCN and all top agencies to be part of something monumental, and I was all in.”
At this point, Upstack had not yet landed its Berkshire
investment. It had secured funds from Metropolitan Partners
Group and venture capital groups, but it lacked the $50

‘Every agent trusts that they’re going
to be around in the next several
years. The question is, do they trust
that you’re going to be around in the
next several years?’
—Christopher Trapp
million “war chest” Berkshire would later provide.
Trapp reached out Berkshire when six agencies had signed
a letter of intent. However, the private equity firm said Upstack was too small for an investment. Upstack signed more
companies and approached Berkshire again. Still, “too small”
was the answer. On the third try, Berkshire leaders said
Upstack had scaled enough to rationalize an investment.
Securing Berkshire’s support checked a huge box for Trapp.
He said Berkshire provided a credibility boost to agents. If
agents were going to agree to an acquisition, they needed
to know that the capital partner had “plenty more to put in.”
“Every agent trusts that they’re going to be around in the
next several years,” Trapp said. “The question is, do they trust
that you’re going to be around in the next several years?”
Everyone in the entire channel is wondering where the
ecosystem will be in several years, as outside investment
continues to pour into the space. Rival agency Bluewave
Technology Group took $75 million from Columbia Capital.
TSBs Avant, Telarus and Bridgepointe Technologies accepted
investments from private equity firms, and AppDirect-owned
AppSmart continues to raise funds for its digital marketplace.
When will mass recapitalization occur, and for how much?
Despite those questions, it seems clear that Upstack
will dominate conversations for years to come. Trapp said
the first six businesses Upstack acquired posted 70%
consolidated year-over-year organic growth.
Two years after the lonely walk through the Expo Hall,
he’ll be standing on the main stage at this year’s Channel
Partners Conference & Expo. They all know his name now.
“I think we’ve got a great start,” he said.
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Meet the elite group of channel leaders chosen for their dedication
to and accomplishments in the channel.
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Rich Hume
CEO
TD SYNNEX
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Christopher Trapp
Founder & CEO
Upstack
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Jon Arnold
Principal
J Arnold & Associates

Kelli Ballou-McMillan
Director of Global
Partnerships (Channel)
Five9

Scott Barlow
Vice President, Cloud
MSP & Cloud Alliances
Sophos

Mark Barrenechea
CEO & CTO
OpenText

Tim Basa
Vice President of Sales
AppSmart

Jason Beal
Senior Vice President,
Global Channels &
Partner Ecosystems
AvePoint

Ruba Borno
Vice President,
Worldwide Channels
& Alliances
Amazon Web Services

Dany Bouchedid
Founder & CEO
COLOTRAQ

Jon Bove
Vice President
Channel Sales
Fortinet

Rob Cato
Vice President
Lenovo

Omer Choudhary
Founder & CEO
Truffle

Rodney Clark
Corporate Vice President,
Global Channel Sales &
Channel Chief
Microsoft
www.channelpartnersonline.com
channelpartnersonline.com
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Rola Dagher
Global Channel Chief
Dell

Len DiCostanzo
CEO
MSP Toolkit

Dave Dyson
CEO & Chief Strategist
Eclipse Telecom

Juan Fernandez
Co-Founder & CEO
MSP Growth Coalition

Marc-André Fontaine
Vice President Sales
& Marketing
Sherweb

Bobby Hall
Global Vice
President – North
American Channels
8x8

Sandy Hogan
Senior Vice President,
Worldwide Commercial
& Partner Sales
VMware

George Hope
Worldwide Head of
Partner Sales
HPE

Kevin Ichhpurani
Corporate Vice
President, Global
Ecosystem & Channels
Google Cloud

Danny Jenkins
CEO
Threat Locker

Chris Jones
Assistant Vice
President –
Channel Sales
AT&T

Michelle Kadlacek
Vice President,
Spectrum Enterprise
Channel Partner Sales
Spectrum Enterprise
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Ian Kieninger
CEO
Avant

Eric Kohl
Vice President, Cyber
Security & Data Center
Ingram Micro

Dennis Kozak
Senior Vice President,
Global Channel Sales
Avaya

David La Rose
General Manager, IBM
Partner Ecosystem
IBM

Christine Lee
Chief Strategy Officer
Texas Systems Group

Zane Long
Senior Vice President
Global Partner Sales
RingCentral

Jay McBain
Principal Analyst –
Channels, Partnerships
& Ecosystems
Forrester

Joyce Mullen
President & CEO
Insight

Richard Murray
Co-Owner & COO
Telarus

Rob Rae
Senior Vice President of
Business Development
Datto

Michelle Ragusa-McBain
Global Lead & Channel
Community Evangelist
for MSP and XaaS
Cisco

Frank Rauch
Head of Worldwide
Channel Sales
Check Point Software

www.channelpartnersonline.com
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Tony Safoian
CEO & President
SADA Systems

Jamaal Savwoir
Vice President,
Partner Experience
Intelisys

Janet Schijns
Co-Founder & CEO
JS Group

Craig Schlagbaum
Senior Vice President &
Channel Chief
Comcast Business

Karl Soderlund
Senior Vice
President, Worldwide
Channel Sales
Palo Alto Networks

Mobolaji Sokunbi
Director, Small
Business Alternative
Routes to Market
Dell Technologies

Wendy Taccetta
Senior Vice
President for
Nationwide Small
Business &
Channel Chief
Verizon

Matthew Toth
Founder & President
C3 Technology Advisors

Fred Voccola
CEO
Kaseya

Pat Watkins
Vice President of
Partner & IoT Sales
T-Mobile

Chris Werpy
President
PlanetOne

Raquel Wiley
Vice President
of Marketing
NetFortris
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