
The Story
Convergence between IT and consumer 
electronics was the hot tech topic when 
Ingram Micro began looking for ways 
to grow beyond traditional IT solutions. 
Digital signage came into focus “because 
we had relationships with so many of the 
vendors already,” explains Kevin Prewett, 
Vice President of the new Ingram Micro 
Pro A/V and Digital Signage Business Unit 
(formerly Ingram Micro Digital Signage). 
“For example, we had the large format 
displays and the components that went 
into media players. All of the pieces 
needed to build digital signage solutions 
were there.”

But the solutions were not. So Ingram 
Micro began talking with vendors and 
customers to figure out how best to 
pull the pieces together. “We listened 
to both sides…and worked together to 
come up with the right program that 
serves everyone. They [customers and 
vendors] are our business partners, and 
we wouldn’t be successful without them,” 
Prewett says.

Vendors like Intel for example. “They’re 
really part of our team. They’re at all of 
our events and they are willing to roll 
up their sleeves not just for their own 
benefit but for the whole of the industry, 
and that’s really been a huge help to 
our organization and everyone else who 
comes to us wanting to do business in 
digital signage,” says Prewett.

But it’s more than that. According 
to Prewett, Intel’s deep technical 
knowledge of digital signage and their 
efforts to develop the industry have 

been instrumental to the success of 
Ingram Micro’s digital signage business. 
“Intel listens and really works hard to 
understand what customers are looking 
for,” he says, “and then they deliver.”

Ingredients matter. Of course, it’s also 
a matter of having the right technology. 
“Media players are a critical component 
of digital signage solutions and Intel has 
been at the forefront of this arena since 
the beginning. Most people just think 
of the screen because that’s what they 
see. But today’s signs are really dynamic 
and vibrant and you have to have a good 
media player to deliver the content, and 
that means you need an Intel platform.”

A recipe for others to follow
The signs of Ingram Micro’s success can 
be seen all across North America – in 
airports, corporate offices, universities, 
federal buildings, shopping centers, car 
dealerships, and so on. Built from the 
ground up just 5 years ago, their thriving 
digital signage business unit is the envy 
of the tech industry. The program has 
been so successful that they recently 
announced plans to expand into the 
professional A/V market segment – a 
natural extension of the digital signage 
vertical industry.

From Ingram Micro’s standpoint, their 
Pro A/V and Digital Signage Business 
Unit is all about the solution. In the 
beginning everyone got pretty much 
the same treatment and same level of 
support because they were all new to 
digital signage. But now, the customers 
and vendors they serve are quite varied. 
They have customers who have been 
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with them since the beginning, including 
Sherlock Systems, and they have brand 
new customers who are building their 
very first digital sign. “We’re always 
encouraging people and bringing in new 
customers, which means our program 
is evolving. Our menu of support and 
services is more a la carte now so you  
can pick the programs and components 
you need.” 

One of the core programs of Ingram 
Micro’s Pro A/V and Digital Signage 
Business Unit is their training. Prewett 
explains: “We conduct ‘boot camps’ for 
customers and vendors in which everyone 
gets the opportunity to explore digital 
signage solutions in depth. They’ve told us 
these events are invaluable. As customers 
and vendors interact with each other, 
they talk through their challenges and 
collaborate on solving problems. They 
become focused on building and selling 
solutions, and that’s a win for everyone.”

Sherlock Systems offers a good case in 
point. CEO Dave Sallander tells us that 
Ingram Micro’s dedicated resources, 
portfolio and focus on digital signage 
gave him the confidence and support he 
needed to succeed. Dave was an early 
member of the digital signage business 
unit advisory board and has been a key 
part of the group since its inception. 
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Digital signage is now his fastest growing 
line of business, and he’s happy to share 
that success with others. As he’s become 
somewhat of an icon in the channel and 
the industry, he’s mentored others in the 
business and helped them launch thriving 
digital signage businesses of their own – 
businesses that rely on Ingram Micro to be 
their distributor. 
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