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Warranty renewals - Tesedi 

What opportunities do warranty renewals bring for Tesedi? 

 

 Warranty renewals bring an important revenue and profit opportunity for the channel, but are often 

overlooked 

 Resellers can lack motivation to actively push extended vendor warranties due to the time and 

complexity involved 

 MaintenanceNet represents strong competition to Tesedi but vendors may be shopping around since its 

acquisition by Cisco 

 

Warranty renewals (or extended warranties) on enterprise infrastructure can open up important revenue 

streams for the channel, even if they lack the appeal of other hot-topic IT areas. Dedicated business 

models have emerged to serve this opportunity. Tesedi is a German services-only distributor, under the 

aegis of parent company Annuity Management AG, providing warranty renewal and annuity management 

services to resellers, primarily on behalf of Hewlett Packard Enterprise. The company has built up 

significant expertise, with a platform capable of handling complex data and analytics. It operates in 

Germany, Switzerland and France, alongside Hewlett Packard Enterprise processing teams in Bulgaria and 

India. Tesedi generated around €25 million (US$27 million) in revenue last year, up by 15% in 2013. This 

year, it expects this to increase to €30million (US$33 million), with highest growth of 23% in its home 

market in Germany. 

 

Driving the sale of warranty renewals through the channel can be challenging for vendors. Resellers can be 

reluctant to invest time and effort when returns can be relatively low, even on complex infrastructure. 

Customers may not have the specific budgets available or may regard extended warranties as unnecessary. 

Insight. Innovation. Impact.

Vendor

Tesedi

(Services-only 

distributor)

Tesedi in the channel

End customer

Source: Tesedi, Canalys, December 2015

Reseller

Distributor



   

 
Insight. Innovation. Impact. www.canalys.com 

Distributed by Tesedi with permission from Canalys 

15 December 2015 

Resellers may also see vendor extended warranties as competing with their own post-sales services. For 

vendors such as Hewlett Packard Enterprise, the involvement of a dedicated distribution partner with the 

software tools to manage renewal processes on behalf of resellers can be important. Tesedi claims to have 

more than doubled Hewlett Packard Enterprise’s renewal orders in its core markets of Germany and 

Switzerland over the last six years, with the average value of each renewal being around US$8k. 

Once an initial warranty has expired, Hewlett Packard Enterprise provides and underwrites service 

contract renewals that resellers can offer to end-customers. Tesedi helps partners to sell these renewals, 

monitors and tracks changes to the end-customer’s product mix, distributes policies and manages the 

billing process. The complexity of managing warranty databases, generating contracts for each renewal 

sale, as well as analyzing data to target groups and improve services is immense. Tesedi has a dedicated 

team that supports renewal management for Hewlett Packard Enterprise and provides information on 

contracts that need to be adjusted, changed, approved, or up- or cross-sold. Its tools are fully integrated 

with those of Hewlett Packard Enterprise, as part of its contract management service offering. 

Tesedi also on-boards new partners and countries for Hewlett Packard Enterprise - a process that typically 

takes around three months for a country - and helps channel partners to engage with customers in selling 

Hewlett Packard Enterprise service contracts. Data analytics play a significant part in improving renewal 

rates. In addition, Tesedi has put together an incentive program for Hewlett Packard Enterprise partners 

in this area. Contracts are typically billed annually, and partners receive bonuses for reaching revenue 

targets, while new business targets will also earn rebates. Combined gross margin for the partner on 

warranty renewals is up to ten percent, depending on their performance. 

Warranty renewals 

The market for warranty renewals faces significant changes over the next few years, particularly with the 

shift to managed services. For example, warranty renewals are likely to be bundled more frequently into 

continuous managed service contracts. Moreover, with more servers and storage sold into service provider 

data centers, this shifts the customer for the warranty service, thereby carrying implications for the 

channels selling these services. 
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Therefore, scale is critical for distributors of warranty services. However, for smaller, regional specialists 

such as Tesedi, expanding beyond core markets can be difficult due to cultural barriers. For example, as a 

German company, Tesedi has struggled to expand its French presence. An alternative model to 

establishing local presence is to work with other IT distributors who have reach into local markets. Tesedi 

partners with a number of distributors in this respect. 

One of Tesedi’s biggest competitors is MaintenanceNet, a global specialist with a strong focus on Cisco but 

also working with Hewlett Packard Enterprise, Fujitsu, Lenovo and distributors such as Ingram Micro. 

MaintenanceNet provides service renewals and data analytics through the use of its contract management 

tool, called Service Exchange, and its AutoQuote software engine. Its model, with an architecture similar 

to Tesedi’s, has been highly successful. MaintenanceNet’s revenue was above US$3 billion in 2014. 

However, since MaintenanceNet was acquired by Cisco in Q2 2015, other vendors may be less keen to 

allow their service contracts to be managed by a competitor, and they will not want to see Cisco 

benefiting financially from future recurring revenue streams. This provides Tesedi, as an independent 

company, with an opportunity to expand beyond Hewlett Packard Enterprise and offer a similar solution to 

vendors who may now be looking elsewhere for their service renewals. 

 

The written content of this document represents our interpretation and analysis of information generally available to the public or released 

by responsible individuals in the subject companies or the results of market research conducted with third parties, but is not guaranteed as to 

accuracy or completeness. It does not contain information provided to us in confidence by the industry. Market data contained in this 

document represents Canalys’ best estimates based on the information available to it at the time of publication. 

Canalys has given permission to Tesedi to share this document. No further dissemination is allowed. If you wish to share information with the 

press or use any information in a public forum then you must receive prior explicit written approval from Canalys. 

 

Copyright © Canalys 2015. All rights reserved. 

Americas: Suite 316, 855 El Camino Real, Palo Alto, CA 94301, US | tel: +1 650 681 4488 

APAC: Room F/G, 7/F, Jinjiang Xiangyang Tower, 993 Nanjing West Road, Jing An District, Shanghai, 200041, China | tel: +86 21 2225 2888 

APAC: 133 Cecil Street, Keck Seng Tower, #13-02/02A, Singapore 069535 | tel: +65 6671 9399 

EMEA: Diddenham Court, Lambwood Hill, Grazeley, Reading RG7 1JQ, UK | tel: +44 118 984 0520 

e-mail: inquiry@canalys.com | web: www.canalys.com 

 

mailto:inquiry@canalys.com
http://www.canalys.com/

