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MANAGEMENT DISCUSSION SECTION 
 

 

 
[Abrupt Start] 

 

...21st Annual Needham Growth Conference. It's my pleasure to introduce Dennis Polk, CEO of SYNNEX. 
 ......................................................................................................................................................................................................................................................  

Dennis Polk 
President, Chief Executive Officer & Director, SYNNEX Corp. 

Thank you. Good afternoon. Very happy to be presenting today. It's going to be actually three of us presenting. 

Myself, I'm going to go over the overview of our company and talk about our Technology Solutions business. And 

then following me will be Chris Caldwell, our President of our Concentrix business, a business that we recently 

made a large investments. So we're very happy to have him here presenting today. And then Marshall, our CFO 

is going to wrap it up with an overview of our financial position. I've the obligatory safe harbor slide, if you have 

any questions or concerns about our comments we make today please review our public filings. 

 

I want to start off with some facts about SYNNEX. One key thing I'd like to a bit of focus on is the fact that we 

operate in two businesses. We have a technology distribution business and a customer care BPO business. And 

in each of those businesses, we're very large players. Number three overall in the technology distribution 

business and number two overall in the Concentrix business, the customer care operation that we have. So large 

players in each business but also a very profitable operation. If you look at the bullet point up here, we've had 30 

plus years of consecutive profitability. So we operate these businesses very efficiently. 

 

And if you look at the two bullet points on the outside of this slide you'll see that we're at scale in both of these 

businesses. Overall, we're a $20 billion a year entity and growing. And that's made us – and very high ranking on 

the Fortune 500. So two solid businesses, two very profitable businesses and two scale businesses. It's also a 

business that's had a very consistent management team. All of our leaders have been with the company quite 

some time and been operating their businesses for quite some time. 

 

Peter Larocque who runs our largest part of our distribution business has been in the business for 30 plus years. 

Chris has been with our business almost 15 years and basically is the founder of our Concentrix business. And 

then Marshall and myself have been with the company for quite some years as well. The key thing is that it's not 

just our longevity as a company. If you look at the teams that work for us and the teams that work, the folks who 

work for us also a lot of longstanding folks, a lot of long tenured folks, and folks who are experts in the businesses 
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that we operate. So this is a part of the reason why we've been very consistent in our business over the 30 plus 

years of profitability that I talked about before. 

 

It's been a decade of very, very solid growth for us. If you look at the slide from a revenue perspective, we've 

almost tripled our revenue in a 10 year period. And we think that shows that we're growing much faster than any 

of our competitors. This growth has come from not only regular organic growth, but also very smart we think our 

investments in inorganic acquisitions that have really expanded and improved our business overall. The growth 

has been great from a top line perspective, but we've really grown very well from an operating income 

perspective. If you look at the bullets that are on this slide you can see that we've nearly almost doubled again our 

operating profit in the same period of time. So as we've grown our business, we've successfully done it from a 

profitability standpoint as well. 

 

This slide also shows that we can grow our profit in pretty much any environment and several times in our 

businesses have been downturns there's been challenges in the economy and things like that. So our businesses 

growth has moderated or actually declined a little bit. Then if you look at our growth pattern from an operating 

income perspective, we've actually grown through that. Again we've made very good investments and shown that 

we can operate in any environment in our business. 

 

So back to our two businesses that we have, I'm going to talk about our Technology Solutions business in a few 

seconds with an $18 billion a year scale business that primarily operates in the Americas and then Chris is going 

to come up in a few minutes and talk about our Concentrix business. But before I get into the Technology 

Solutions, we get often asked why do you have these two somewhat different businesses that you are operating 

under one roof. And there are several reasons for that actually. 

 

The first one is, we've a very, very low or small corporate overhead over our entire company. We actually think, 

it's best-in-class over just one of our two segments. We're spread over two segments. We get a lot of leverage 

and benefits and synergies from that. So that's the number one reason. The number two is, we actually have 

synergy between the two divisions. The Concentrix business provides outsourcing operations to the Technology 

Solutions business. So it helps in our ability to go-to-market at the lowest cost possible way, which is very 

important from a distribution standpoint. So Concentrix is doing services for SYNNEX is a very important value-

add in our business and a very synergistic aspect for our business. 

 

We also get a lot of benefit from using the combined spending power of the two divisions, so we can negotiate 

very well for services and aspects that are common to both companies, so another aspect or benefits from having 

these two companies under one roof. 

 

And the last part, the last benefit is just the intangibles that result from having two businesses that are at scale in 

two very strong markets. There's a lot of information that we can share back and forth, all our best practices that 

we can utilize from one division to the next. A good example is, when we do acquisitions. We're currently going 

through integration right now in our Concentrix business. And there is a lot of good learnings and information that 

previously, we didn't really operate well or know how to do. But as we scaled up this business and then larger 

acquisitions, we can use those best practices to bring it over to the Technology Solutions side. 

 

So an intangible, but a really big benefit to our company that we often leverage as we share information back and 

forth about marketplaces and other aspects about running the two companies. So I really like our two segments 

and really think we're getting great benefit and leverage out of having them under one roof. 
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So specifically on the Technology Solutions business, similar to the slide I showed you where it showed our 

overall business scaling up very well over a 10-year period. Technology Solutions segment has done the same 

thing. Back in 2005 we are relatively small at $5 billion a year distributor, kind of focused on a few number of lines 

overall. But we saw a marketplace that we could take advantage of. We've made some strong organic 

investments and some strong acquisitions to really scale this business now to a nearly $18 billion a year, primarily 

focused on Americas business. And some of these acquisitions and investments really show the culture and DNA 

and how we operate and why we're successful and have been so successful, excuse me over the last 10 years. 

 

If you look at our New Age Electronics acquisition, this is a business that primarily served or serves the consumer 

distribution market. So previously we're only in the commercial business, but as we saw a lot of our vendors were 

selling products into both marketplaces, we saw an opportunity to help service them more. We made an 

acquisition there, now scale that business nicely. 

 

At the other end is a business called Westcon-Comstor. We saw that in some of our segments we weren't as 

scaled or as large as we needed to be, specifically networking, security and UCC. So on this acquisition we saw a 

great way to fill out our line card and we did so and it's worked out quite well for us as we're now very much 

scaled when it comes to our customers looking at us from a full line card perspective. 

 

And in between we've grown organically in areas that our customers see a lot of need especially around the cloud 

today. Our customers say, they need a cloud delivery. So we've invested organically in delivering the best cloud 

solutions possible. And also our customers are looking for things like as a service, logistics operations and just 

various other services that are outside normal pick pack and ship operations. And we've made those investments 

and scaled that business as well. So very nice inorganic and organic growth rates as we've expanded all the 

services offerings to our customers and our Technology Solutions business for the past 10 years plus. 

 

So, we get the question a lot. You've grown quite a bit. You've got to scale business now, but what are you? Are 

you just the volume distributor, where all you're worried about is shipping things as efficiently as possible and not 

adding a lot of value-add or you have value-add distributor where you're offering technical support, proof of 

concept, pre and post sales and all that? The answer is we're both. 

 

We're fulfilling the needs of our customers based on what they need. Some customers want a high volume 

essentially low service delivery. We can do that at the best possible price and many of our customers are looking 

for – although we're at the other end, significant amount of technical support, a lot of support along the way to 

help them deliver solutions for their customer. And we can do that as well. 

 

Again because we can analyze and manage our business very, very discreetly, we can ensure that possibly we're 

delivering all these services either, high volume niche, specialty or value-add at the right profitability for our 

company. So really we think at this point in time, we're best-in-class as far as what we have to offer from a 

technology standpoint, the vendors we do business with best-in-class in the marketplace and we serve virtually 

every market that is out there in the space that we're in. It's a really scale business that has the opportunity to 

further scale and benefit from the leverage as we grow our company. 

 

The last thing I want to touch on before I turn over to Chris for Concentrix is the growth opportunity we have. So, 

we're obviously in the IT marketplace, which is a very large business for us to be in. And the great thing about the 

IT marketplace is it's growing very nicely, so in a very good marketplace overall from a size standpoint and the 

business is growing very well from a compounded annual growth rate perspective. 
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The key thing though that we look at is not just the overall marketplace that we're in and its growth rate, but the 

growth rate of the distribution channel. So our business is basically what our vendors send through the channel. 

And the good news about that is this is a U.S. slide. The amount of business going through the channel has been 

expanding over the past 2.5 years on this slide. We don't have Q4, but I think that will show very good growth rate 

as well when those numbers come in very shortly. So it's a growing market, but it's also an even faster growing 

market because our vendor partners are bringing even more business to the market and we're benefiting from 

that as well. So that's it for our Technology Solutions business and our overall company. 

 

I want to turn it over now to Chris for an overview on Concentrix. Chris? 
 ......................................................................................................................................................................................................................................................  

Christopher A. Caldwell 
Executive Vice President & President of Concentrix Corporation, SYNNEX Corp. 

Great. Thank you very much. Concentrix is a business we started off around 14 years ago, started off with very, 

very small investment, a little less than a few million dollars from a run rate perspective, it was very 

complementary to the distribution business. But through the course of the years, it has evolved pretty significantly 

to where through a number of acquisitions such as the IBM BPO acquisition about five years ago and our 

Convergys acquisition that we announced back in June of this year and just kind of completed the beginning of 

our fourth quarter have grown to the number two player in the space with a round of pro forma expectation around 

$4.8 billion of revenue, so plants us very, very solidly in the number two space. 

 

What somewhat unique about this business is the length of the tenure of our clients. You know while we haven't 

been around that long, the average tenure is around 12.5 years for our client base. So we're after very deep 

relationships with our clients because of the type of value that we add to their supply chain and how they service 

their clients. What's also somewhat unique is how we go to market. We look at our client base in two sort of 

segments. One is sort of early disrupters to the market. They're looking for a high scale and looking for sort of a 

global footprint and a company that can really help them be successful and let them concentrate on their core 

businesses. Many of these clients you would probably use day in and day out in your everyday life. 

 

We also focus on sort of the mature clients, the Fortune 2000 global clients that you're, again probably use on 

your daily base life whether you're doing with healthcare, insurance or financial services or even consumer 

electronics. So somewhat unique about how we look at the market and we generally want to align ourselves with 

leading brands in the market to help them be more successful because helping them more successful makes us 

more successful. 

 

We operate around the globe about 220-some thousand individuals in around 40 different countries. So we have 

a very, very robust global footprint that's key to those global brands, and it's one of the unique footprints in our 

place from a cost structure perspective as well as from a delivery perspective. The value that we add is somewhat 

indicative of some of the expert professionals we have. We have over 600 – sorry, 6,000 credentialed individuals 

whether they'd be actuarial, whether they'd be PhDs and analytics or advanced analytics, whether they'd be 

medical degree professionals in our healthcare practice, lot of value that we add into our client base as we we're 

growing our business. 

 

Now when we look at our marketplace, primarily what most people think of is sort of the $80 billion marketplace 

that's growing around 4.5% into the traditional call center space. While we touch on that and that's a good portion 

of our business, that business is maturing and we actually also touch on number of these other areas. So for 

instance, our analytics practice, our RPA practice around automation allows us to grow into net new markets of 

our opportunity and revenue, similarly with some of our artificial intelligence work that we're doing with some of 

our clients. We see the market as being very, very robust, lot of opportunities to grow vertically and horizontally 



SYNNEX Corp. (SNX) 
Needham Growth Conference 

Corrected Transcript 
15-Jan-2019 

 

 
1-877-FACTSET   www.callstreet.com 

 6 
Copyright © 2001-2019 FactSet CallStreet, LLC 

 

within our client set and really propel our vision of being sort of a true partner for our client base within the 

markets that we operate in. 

 

We look at our clients across 10 vertical segments and it's important to appreciate that our strategic verticals are 

growing faster than our core verticals. They are the banking, insurance, healthcare verticals, the automotive 

connected car verticals, and technology verticals. And the reason why we pick our verticals is a couple of unique 

individual items. First of all, we look for engineered obsolescence where our clients are continually refreshing their 

products and services. We also look for client segments that have one to many relationships to drive a high 

volume of transactions and need a lot of extra support because it allows us to get better economies of scale with 

our clients, allows us to drive more efficiency for our clients. 

 

We also look for segments that have high barriers to entry. So if you look at a lot of the verticals that we have, 

they require certifications whether it'd be in healthcare, whether it'd be hippo, whether it'd be data privacy and 

security, whether it'd be certain financial banking regulations that we deal with, insurance regulations that we deal 

with. So again, continuing to invest in bigger barriers that make us stick it with our clients and longer term 

relationships because this is not work that you can suddenly switch from one partner to another partner. These 

are long, long term relationships. In fact, the sales cycle in many of the verticals that we operate in are between 

12 months and 16 months. So, long-term investment that goes into these relationships and we get the benefit of 

having long-term relationship with the clients as we go forward. 

 

Now what do we actually do? So, as we started off 14 years ago, we answered phones and we called out to 

people, very, very simplistic. The business has gotten significantly, significantly more advanced from that to where 

we really help our clients define their customer engagement strategy and support all points along that. To give 

you a simple example, in the healthcare space, in the HMO space in the United States, we actually look at claims, 

we actually have helped an HMO prevent $150 million of fraud within their claim portfolio. We also look at 

judgments around how do you manage the best application of treatment care for patients. Lot of work that goes 

into that both from an analytics perspective, technology perspective and/or by the way if someone has a question 

on their claim, they can call us and we can help them out on that or we help from a member services perspective, 

so real end-to-end. 

 

In the financial services sector, we actually help a very, very large bank to manage their entire mortgage portfolio, 

everything from doing the credit scoring to granting credit to actually doing the document origination to actually 

validating the documents that they're coming through to actually collecting the mortgage receivable at the end of 

the day and then doing analytics about where's the best place to lend within their portfolio. So, again full end-to-

end process of both back office and front office that comes along with it. 

 

With our new investments in digital and RPA, we're helping our clients being more efficient. Many industry people 

see this as being sort of disruptive to their business, we see as a great advantage. Our RPA allows us to be more 

efficient for our clients, we'd generally will see some headwinds from a revenue perspective, but we see a higher 

operating income from putting in the Technology Solution and again, it runs on our intellectual property, allows us 

to be stickier with the clients. So we see it as a real benefit to being able to grow into these markets and certainly 

being a lot more effective for our client base. It's great what I say about our business but as a third-party validation 

and what I look at from our perspective Gartner came out and said, we have the highest ranking in both 

completeness of vision as well as ability to execute within the marketplace, which was a great frankly validation of 

where we see the business going and how we're executing to that vision. 

 

And then finally from an Everest perspective, they ranked us very, very high end buyer satisfaction but they went 

into our client base and said, as you see Concentrix compared to the other industry peers, how do they do for you 
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and ranked them the top of the charts for that as well. So extremely happy with where we are going as an 

organization both from a targeting client perspective as well as the value we drive for that as well as the growth 

opportunities in front of us. Marshall? 
 ......................................................................................................................................................................................................................................................  

Marshall W. Witt 
Chief Financial Officer, SYNNEX Corp. 

Thank you, Chris. I'm going to talk about some annualized trends for the consolidated results of the SYNNEX 

Corporation and then give an update on TS and then an update on Concentrix , then finish up with some thoughts 

on overall capital allocation. And then our thoughts on the future of where, we're going to be focused on for 2019. 

 

This slide just represents our annual trends and you can see a very steady and progressive increase in revenue. 

You can see, it's very consistent, predictable, growing. Later, I'll talk about our effective discussion or effective 

use of debt in terms of the acquisition or Convergys, you see operating adjusted margin and profit trending up to 

the right very well, as well as adjusted EBITDA. 

 

One of the things, you'll see as we go into 2019 is the new paradigm in regards to our profitability makeup 

between Concentrix and Technology Solutions. Historically, Technology Solutions has represented 70-plus 

percent of operating profit. As we integrate in the Convergys acquisition, our expectation for 2019 is that it will be 

roughly a [ph] 50% (00:18:45) mix. And so when you see and think about the margin profiles and now that 

Concentrix will be up to that 50%, it brings a much more richer overall mix to our portfolio story. On the lower right 

hand side is an update of our overall debt to cap or what we call leverage ratio in total debt. 

 

And I want to remind everyone that where we are today is very consistent with where we had been in past 

acquisitions. Rewinding back to four years ago, when we acquired the IBM asset under the customer care 

portfolio, we were near that three times leverage. And we're able to take down leverage, well over a full term 

within 12 months. We saw that same experience again, when we acquired Westcon-Comstor, where our debt 

leverage went up to about three times and we brought that back down. 

 

On the far right-hand side, you can see our – our leverage ratio is at 4.2x; it's a little deceiving because we only 

had 57 days of profit of the Convergys acquisition into our belt. As we go into Q1, that will come down quickly to 

3.9x and again, our goal is just like in past transactions to get down that leverage ratio a full turn down to probably 

about 2.5x within the first 12 months to 18 months. 

 

This next slide shows the trended quarterly results for the consolidated enterprise. Again you can see growing – 

as I spoke to earlier a new normal as you click into Q4, you can see a pop as it relates to total – our adjusted 

operating profit, part of that is the strong Q4 that Concentrix has, the contribution that Convergys brings. Also you 

can see adjusted EBITDA back to my comment about, it being a much richer performance in Q4. 

 

The far right – lower hand side is our EPS. You can see a consistent growth rates year-over-year on a quarterly 

basis. We had given guidance as we finished up our Q3 into Q4 in regards to 2019 of $11.40 to $11.90. As we 

finish out the year, we just reemphasized our confidence of being at the upper end of that guidance as we go into 

2019. 

 

Peeling back one layer and looking at Technology Solutions. Again revenue growth remained strong. On the 

upper right-hand side, you can see that over the Q4 of 2017 and then heading into Q1 of 2018, we were lapping 

the Westcon-Comstor acquisition, so the growth rates were higher. As we get to the Q4, you can see that the 

negative 3%. In our business, we have successfully grown what we call sales revenue associated with revenue 

that is accounted for on a gross versus net basis. 
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So the takeaway for us today is that the headlines are we actually grew year-over-year, when you adjust for that 

gross versus net. Underlying that our increased sales and cloud security and those types of products, so that is a 

positive story even though it looks like from a top line perspective, our revenue is down. 

 

Moving to Concentrix. You can see a steady build up in performance on revenue. You can see that revenues 

started $1.1 billion in 2014, now at $2.5 billion. Again on a pro forma basis, we expect that to be around $4.8 

billion as we think about 2019 for the combined Convergys, Concentrix. Same comment over here on the 

quarterly revenue. Significant increase to right-hand side Q4; that reflects the acquisition of Convergys. 

 

What a great story down in adjusted operating margin. Chris spoke to this earlier. Looking back at those last four 

years, how we steadily increased and now reached double-digit margins for all of 2018 for SYNNEX Corporation, 

fantastic results. But you can see that we have a very predictable seasonal trend to the Concentrix's operations 

where Q4 has and continues to be the biggest quarter of the four. 

 

Here's the recap of our overall capital allocation. We intend to continue to be balanced, opportunistic and not only 

the acquisitions and the segments that those acquisitions come from, but in our ability to increase our dividend 

which we just increased again in Q1 by 7.5% to $0.375 per share per quarter, representing five consecutive years 

of growth in dividends. Repurchase program in 2018, we've been more opportunistic as compared to the past and 

we intend to continue to be opportunistic as we head into 2019. 

 

CapEx we'll stay disciplined on that. We had a very good overall FY 2018 in terms of CapEx. And on M&A as I 

spoke earlier, we'll continue to be balanced with no intention of tilting one way or the other but with liquidity of well 

over $2.4 billion, we still have enough dry powder to do what we think we need to do both from – organic 

investment as well as acquisition. 

 

As I spoke earlier, debt to cap or debt, the leverage ratio at 4x, we expect to bring that back down to about 2.5x in 

the next 18 to 24 months. 

 

So I just leave you with a few thoughts before we open it up to Q&A. Both for Concentrix and TS, we are in the 

top tier of our competitive space on a global basis with Concentrix being number two globally in the world. We like 

the position we're in. Every year represents more challenges, clearly with our headwinds in front of us from a 

macro environment perspective, but the confidence we gave in our earnings guide plus our ability to consistently 

execute, which we've demonstrated before and was shown in Dennis' slide about our 10-year period seeing 

revenue growth and operating income growth demonstrates that. 

 

For Concentrix, we'll continue to – we've been there before. We navigated through integrations. Chris and his 

team has effectively done a very successful job of integrating and getting beyond the integration period to show 

for growth both on revenue and operating margins. And on the Technology Solutions side, I'll call it the breadth of 

the portfolio of the complimentary services that have been added now for over a year on the Westcon-Comstor 

does bring a very good product and solution set to our end customers. 

 

So with that, we'll open it up for questions. And we will repeat the questions out here so or up here so it can be 

heard. Okay. Yeah. 
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QUESTION AND ANSWER SECTION 
 

 

 
Q 

[indiscernible] (00:25:05-00:25:16) 
 ......................................................................................................................................................................................................................................................  

Marshall W. Witt 
Chief Financial Officer, SYNNEX Corp. A 
All right. So, the question was what are we going to be doing? How does our M&A strategy change based on 

trade [ph] versus (00:25:24) tariffs? 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

[indiscernible] (00:25:25-00:25:29) 
 ......................................................................................................................................................................................................................................................  

Marshall W. Witt 
Chief Financial Officer, SYNNEX Corp. A 
Yeah. I'll start and then Dennis, you can chime in. So, our – right now from an overall strategy, we're more 

focused on the markets we serve and our ability continue to grow in the opportunistic in those, but from a working 

capital perspective or cash conversion cycle perspective, we still expect to generate good cash flow. We still 

expect to make investments both on the Concentrix and the TS side from an inventory perspective to make sure 

that we've got an adequate supply. 

 

As you've probably seen in our numbers, our overall turnover in regards to how fast we actually turn our 

inventories, it's quite good and quite strong. Assets are strong, a very little if no risk in regards to our working 

capital mix from a broader perspective just on M&A strategy. Dennis, why don't you provide color on that? 
 ......................................................................................................................................................................................................................................................  

Dennis Polk 
President, Chief Executive Officer & Director, SYNNEX Corp. A 
Yeah. First I'd add to what Marshall said, first of all I'll echo what he said and also add that these are the latest 

challenges we have in the marketplace throughout our history in the distribution side, we've seen quite a bit of 

macro issues that have challenged the IT distribution space. If you go back to our heritage, it is a very 

entrepreneurial company. We've been able to navigate those challenges quite well actually. We've been able to 

take positions where it's necessary to improve our positions in the marketplace or pull back very quickly when we 

see bigger challenges. So I see nothing different occurring as we make our way through the current challenges in 

the marketplace. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

[indiscernible] (00:26:58-00:27:03) and historically during the times [indiscernible] (00:27:06-00:27:10) 
 ......................................................................................................................................................................................................................................................  

Dennis Polk 
President, Chief Executive Officer & Director, SYNNEX Corp. A 
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So the question is a follow up are we increasing our inventories as a result of the current trade challenges and 

have we done so historically in the past? I will cover that correctly. So back to what I said we're opportunistic and 

if it makes sense to increase the inventory, we do. If it doesn't make sense we pull back. Today we're kind of in 

the neutral phase right now. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

[indiscernible] (00:27:33) 
 ......................................................................................................................................................................................................................................................  

Dennis Polk 
President, Chief Executive Officer & Director, SYNNEX Corp. A 
Yeah. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

[indiscernible] (00:27:34-00:27:40) business given that – what the appropriate [indiscernible] (00:27:45) right now? 
 ......................................................................................................................................................................................................................................................  

Dennis Polk 
President, Chief Executive Officer & Director, SYNNEX Corp. A 
Sure. I want to like Chris talk about the Concentrix business, and I hit the overall TS... 
 ......................................................................................................................................................................................................................................................  

Marshall W. Witt 
Chief Financial Officer, SYNNEX Corp. A 
And the question was just growth rates for those that are listening. 
 ......................................................................................................................................................................................................................................................  

Dennis Polk 
President, Chief Executive Officer & Director, SYNNEX Corp. A 
Thank you. 
 ......................................................................................................................................................................................................................................................  

Christopher A. Caldwell 
Executive Vice President & President of Concentrix Corporation, SYNNEX Corp. A 
Right. So on the Concentrix side of the business, this last year you obviously saw some muted growth. Primarily 

we're focused on improving our off income, and so we are very clear about driving more technology and RPA into 

our portfolio. We're outgrowing that. Our guidance has been that we expect to exit 2019 at industry growth rates 

between that 3% to 5%, and then year after continuing to exceed that. 
 ......................................................................................................................................................................................................................................................  

Dennis Polk 
President, Chief Executive Officer & Director, SYNNEX Corp. A 
And from a Technology Solutions standpoint, we look at it from the perspective of the GDP of the geographies 

that we operate in, and typically IT spend grows faster than that, and then our goal is to grow faster than IT spend 

overall. Yeah. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 
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Can you just talk about on the technology side, as we get larger [indiscernible] (00:28:37) some of your 

customers? 
 ......................................................................................................................................................................................................................................................  

Dennis Polk 
President, Chief Executive Officer & Director, SYNNEX Corp. A 
The question was as we get larger in Technology Solutions distribution, do we potentially compete with our 

customers. The answer is no, we don't. As we get larger, we're just doing business with more VARs that then sell 

to the end customers. And we're not competing with our VARs by selling to the end customers as we get larger. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

[indiscernible] (00:29:00) 
 ......................................................................................................................................................................................................................................................  

Marshall W. Witt 
Chief Financial Officer, SYNNEX Corp. A 
Any other question? 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Yes. You're focused around RPA. What does that mean? 
 ......................................................................................................................................................................................................................................................  

Christopher A. Caldwell 
Executive Vice President & President of Concentrix Corporation, SYNNEX Corp. A 
Robotics Process Automation. So if you look at a lot of the processes that our clients have, they've grown through 

acquisition, sometimes our IT departments haven't necessarily caught up with it. So there's a lot of manual work 

that needs to be done. That primarily was what was offshored first or outsourced first. And so RPAs are just 

generally tools to speed up that process versus doing it manually. Yeah. 
 ......................................................................................................................................................................................................................................................  

Christopher A. Caldwell 
Executive Vice President & President of Concentrix Corporation, SYNNEX Corp. A 
Yeah. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

[indiscernible] (00:29:39-00:29:48) 
 ......................................................................................................................................................................................................................................................  

Christopher A. Caldwell 
Executive Vice President & President of Concentrix Corporation, SYNNEX Corp. A 
Yeah. So, the question is with Convergys, what's our opportunity in the op income line? So, our... 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

Particularly in the [indiscernible] (00:29:54) 
 ......................................................................................................................................................................................................................................................  
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Christopher A. Caldwell 
Executive Vice President & President of Concentrix Corporation, SYNNEX Corp. A 
So, we run the business as one right now, because we did have joint customers, while we both serviced those 

clients differently. But the way we've been talking to people is the fact that we expect the Convergys business to 

improve to a double-digit op income perspective similar to what we've done on the Concentrix business. Then you 

layer on top of to $75 million of synergies that we've called out which we're well achieving for the first year, that 

gives you a good sort of stake in the ground for where we see op income on the CRM and BPO business. 
 ......................................................................................................................................................................................................................................................  

Dennis Polk 
President, Chief Executive Officer & Director, SYNNEX Corp. 

Thank you. Any other questions? All right. Thank you very much. We appreciate your interest in SYNNEX. 
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