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With the market for tablets, smartphones, and
laptops taking up ever more focus in the tech
market, there’s a strong argument for
businesses that are traditionally strong in the
component and desktop area to diversify.
Andrew Wooden talks to Dave Stevinson –
VIP’s new sales director – who is looking to
leverage the distributor’s strong position in
the UK channel to move into new, more
mobile focussed areas…

VIP
treatment

Can you tell us a bit about your
background first of all – you’ve 
come over from the manufacturing
side of the industry?
I left university in 1994. I was planning
to get a job, either in the city or with
one of the big four. But I actually 
got a job temping at a monitor
manufacturer. 

There were only three or four people
in the company, but it was around that
time IT started to take off. So it was a
case of being in the right place at the
right time. I was able to start at a very
small company and grow that from a
turnover of next to nothing to about a
£100 million at its peak. 

So I had a lot of experience of very
fast growth at a very young age. At the
time I thought the monitor market
wasn’t going to go anywhere because
people were moving more towards

complete systems. Notebooks were
taking over from desktops, and of
course later on iPads were taking over
from them. I thought this would be a
great opportunity to try selling a variety
of products. 

I can see from my time here already
that the challenges facing distribution
are also quite extreme. I’m pretty
excited about the opportunity ahead. 

You mentioned you’ve experienced a
lot of fast growth – is that something
you’ll be looking to replicate here at
VIP? Will you be looking to take
more market share?
Yeah, absolutely. VIP dominates the
components sector, and has by the far
the largest market share. We want to
build on that and maintain that. But
we realise the components sector is
shrinking day by day. So we’ve got to

maintain our market share whilst
looking at new areas. And that’s
something I’m spending a lot of time
on, seeing what new areas we can put
emphasis on. 

If not components, will you be
focussing more on laptops, tablets
and all-in-ones?
Correct. 

So your mission over the next few
months will be to stamp VIP’s mark
on new areas?
Absolutely. We’re going to work 
closely with Duncan McAuley, our
purchasing director, to find new areas
which we can go into. 

Also a lot of our vendors – such as
Asus, MSI, Nvidia and AMD – already
have plans to go into that sector, so we
are working closely with them. 
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Essentially, it’s new products, new
customers, new markets. 

You mentioned tablets there. It
seems like a sector that’s taken
people by surprise to a certain
extent, in that it did crop up quite
quickly, and it’s obviously a huge
area now. Some people think it’s
hurt laptop sales – do you think it’s
a problem at the moment, or is it
something you can leverage to 
your success?
First of all this is definitely a problem
for VIP right now, because we don’t
have a very strong offering in tablets
yet. Unless you sell Apple you haven’t
got a very strong offering on tablets 
by default.

But there’s a huge opportunity for
us to get strong, by working with
companies like MSI and Asus, which
are starting to develop into that sector
– we’ve got lots of good opportunities.
However, their products aren’t quite
ready yet. So we’ve got a long way to go
in that sector. 

Internally we refer to the tablet
market as slates. And we’re looking at
that section very closely to see what
happens next. We can see that the
Windows and Intel solution is by far
the best solution for a company of our
leverage. However, I would say the
Google Android situation will
dominate for us for the next year or so, 

until the Windows and Intel solution
can come down to a low enough price. 

And can anyone touch Apple in the
tablet market at the moment?
In the short term, no. The product is
so good for the price. And it’s got the
halo effect round the brand – it’s so
convenient to use. The other day I
travelled down the train and everybody
was on an iPad. There was nothing else
to be seen.

How long do you think it will be
before there’s a realistic competitor
to Apple and the iPad?
There will be some low quality
competitors coming out at around the
£200 – £249 mark, using Android, and
probably some high end ones using the
Windows solution, but in terms of a
serious competitor, we’re still a long
way off. 

What are your plans for the 
gaming sector?
By default, if we look at the current
customer base, they’re very much in-
sync with the gaming sector. 

There are very strong relationships
with AMD and Nvidia. A lot of our
customers dominate the gaming
section at the moment. 

In terms of market share, we’re by
far the largest distributor of graphics
cards in the UK – so that’s a sector
we’re doing very well in. 

However, for a company this size 
we need to dominate in other sectors
as well. And I plan to help ensure 
that the company can deliver on 
these objectives. 

Aside from tablets, probably the
hottest property in

consumer
electronics right
now is the

smartphone
sector. 

Does VIP have 
any intentions in that area?
It’s not an area we’re looking at right
now, but with the convergence of this
technology... at some stage the
computing channel and the cell phone
channel are going to fight for the
ultimate device. 

Right now it’s an Apple iPad 2, but
going forward I think the next big
device could come from either sector. 

Ultimately, people are going to fight
over the small iPod or the big iPad
equivalent. So definitely, I imagine us
being part of that product.

With convergence progressing the
way it is, where do you see the
industry going? With more mobile
devices, is there going to be much of
a components business in five or ten
years’ time?
If you look at the products people are
using today, such as notebooks and
tablets, they’re all small, portable
devices. So it’s going to be harder to
do components. 

However, there will still be a big
market for traditional computers in
various formats – such as in the 
power and industrial sectors, or in
education – or for people who aren’t
necessarily that concerned with having
a compact device. 

So the components market will still
exist in five or ten years’ time, but it
will possibly be in some decline. But I
still expect VIP to dominate that sector
because that’s our heritage. 

So in a nutshell, what’s VIP’s
mission statement for the next 
few years?
The company is going to grow in every
area. It’s going to grow by taking on
more vendors, we’re going to work
with more customers that we believe
have the right vision to take the
company into growth. We’re not ruling
out acquisition, in actual fact we’re
quite positive about acquisition. 

Of other distributors, you mean?
Could be other distributors, yeah.
However, we are also looking
internationally  – it’s no secret that
we’ve opened up a US office and a
Dubai office within the last six
months, and we’re going to continue
to expand. 
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