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Message: Dell & EMC Customers Are Optimistic about the Potential Merger of the Technology Titans http://hubs.ly/H01q6Ks0

The contents of the link above are as follows:

ESG Brief
Dell-EMC Customer Sentiment Analysis

Date: November 2015 Authors: Steve Duplessie, Founder & Senior Analyst; John McKnight, Vice President
Research & Analyst Services; Bill Lundell, Senior Research Analyst

Abatract: ESG recently sunseyed 202 senior IT decision makers at organizations that currently purchase from Dell
andfor EMC Federation companies. This research found that customers are overwhelmingly positive about the
possibility of a combined Dell-EMC, with 75% of respondents indicating that they view this pending merger of tech
titans as a positive development for their firm.

Introduction

Ever since the October 12 announcement that Dell and EMC had signed a definitvee agreement under which Dell would
acquire the Hopkinton, MA-based technology stalwart, there has been no shortage of opinions and prognostications by
industry insiders and observers—this firm included —about the relative merits of this transaction. While that discourse has
its place, this brief will leave that conjecture for another day and will instead focus on what is arguably the only guestion
that really matters: What do customers think this menger will mean for them?

To help answer this guestion, ESG conducted a snapshot survey of current Dell and/or EMC customers between October
26 and November 3, meaning that survey respondents had a minimum of two weeks to learn about the detadls of the
announcement, hear both vendors' perspectives on the merger, consider media and industry observer commentary, and
begin to digest what this could ultimately mean for their organizations. Survey respondents were primarily senior IT
decision makers ({C/AVP/Director-level) at North American organizations that currently purchase from Dell and/for one or
more EMC Federation companies or brands (i.e. EMC, Viware, RSA, VCE. Pivotal, and Virtustream). Respondent
arganizations included both midmarket [100-999 employees = 312% of respondents) and enterprise (1,000 or more
employees - 68% of respondents) organizations. Please see the Research Methodology & Respondent Demographics
saction at the end of this brief for more details. Here's what we found out.

Customers Are Overwhelmingly Positive About This Deal

When asked to rate their current assessment of the Dell-EMC merger and what it could mean to their fiem, three-quarters
[75%) of respondents indicated that they believe the menger would be beneficial to their organizations [see Figure 1). As
shown in Figure 2, current joint customers of the two firms [iLe., customers that buy from both Dell and some combination
of EMC Federation companies) are most enthusiastic—B84% of IT decision makers at these organizations believe that a Dell-
EMC combination will be a net positive for their firms. To the extent that there is a pocket of skepticism, it Nes with current
EMC-only customers. Nine percent of these arganizations say they believe the merger will adversely impact their
arganization. While this group represents too small a sample size fior statistically significant further analysis, it is instroctive
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o nobe thad the data shows that these organizations. ane mast likely (0 be concerned aboul polential changes to their
servige snd support models (more on that shortly), so these customers will need Jssurance that nothing will change when
it comes 1o The lauded “white ghove™ customer senvice They've come 10 expaoct from EMC,

FIGURE 1. Overall Customer Sentiment Towards Dell-EMC Merger
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FIGURE 2. Overall Customer Sentiment Towards Dell-EMC Merger, by Customer Status

At this point, what s your assessment of the Dell-EMC merger and its potential impact on

your 7 [Percent af ]
W Bl andy cunBomen fis THj % [NAC by gunbormers (M=1J) i joint Dl and DA custamen (R0 1)
3% 19%
: 1%
9%
M i % ER g
| bl the Dell-EMC 1 bl thee Dol EMIC 1 barlive the Deell- MG D't knvow/ im0 pinion

et will Bevsfit iy merger will huve o impact  menger will adveviely iFpact



BEE ol Db Curbomer Sentimen] Analysn ]

Expected Benefits and Customer Concerns

Wiy are current Dell and EMC customers Lo potitive shout the prospects of 2 combined company ¥ Figure 3 shows Ehat
rgarky bwn-thirds (65%) agres that the combination of Dell, EMC, Wiiware, REA, VCE, Pivotal, and Vinustresen assets

should result in néw and mare ir technalogy sal Mote that ESG deliberately made a diatinction between tha
responsa [and the idea of innovation) and the fourth most-cited response, L., that the new company would represent a
sangle sounce for end-to-end sol ._ W the endpoint 1o the data center, While 53% of respondents view this

Breadth of offerings nawlmulbcmfmmf'ﬂl significant that customers are more likely bo expect an increased bevel
of ianovatian. To the extent that Dell can delver on this vision and Rarmess e innovation coming owt of EMC. Vidware,
and other Federation brands, that should bode well for customer Ioyaity to thie new tombined entity.

With repect to ather expected benefits, cuttomers ako repent an increased comiant bevel regarding the long-term stability
dlhmm*.ll'smmﬂﬁ:l!hﬂmph{nolﬂhnbun:lm:‘nrﬁ;lmﬁmlhrpﬂlmm
(&g HF's split into two compardes, IS ongoing business model transition, the rise of cloud entrants ike Amanon Web
Services (AWS), high-profile activist shareholder pressures, and 50 on), 30 customers have had 1o contend wath a
considerable degree of undemainty and speculatson, While the Dell/EMC of 12 and 24 months froem now wil clearly not
Iook like Ehe companylies) of 1day, a4 markets, products, and organi are rati , ESG intevprets this survey
data a5 customars recognizing that the new entity should be a bege, viable, and stable supplies for years. to come.

Finally, from & more tactical but equally valuable perspective, S0% of survey respondents cited simplified vendor
management a5 a potential bemefit of this trarcaction. This was paniculasly important to senior T managers at joing Dell-
EMAC customers: 3% of these indiriduals cited simplified vendor managerment a3 a bey benefit.

FIGURE 3. Expected Benefits from Dell-EMC Merger

‘What benelits - i any = do you believe your organitation stands to realine o5 o result of
Dell's acquisition of EMC? (Percent of respondents, N=202, multiple responses accepted)
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‘Wihilli: Customasrs are poenierally poditive about the prospects of a combined Dell-EMC, any cofporate menger of this sibe will
mevertheless present challenges and potential sreas of concern for custemers. As shown in Figune 4, sufvey nespondents—
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regardiess of whether they ane positive, negative, of neutral towards thes deal —ane most concernied that the mechanics of
the meeper will repeesent & distraction that impasrs both companies from executing effectively. Mone specific contems
ol any pobentsal changes to service and support [cited by 4% of respondents), possible disruption 1o custome s’
trusted “Tront-kine” contacts=—Le., their sales representatives, system engineers, channel partner of choice, eic. (38%), and
fears that the status of a currenth-deploved product may be altered during the portfolio rationalization process [37%).

Tusenty-seven percent (2175%) of respondents report hining nd concarns with the merger, compared 1o just B% who did not
identity any potential benefits [see Figure 3)

FIGURE 4. Customer Concerns with Dell-EMC Merger
What concerns - if any - do you hawe about Dell's scquisition of EMC and any possible

megative effects it could have on your organization? |[Percent of respondants, Ne202,
multiple responses accepted)
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Buyers Will Put Thelr Money Where Their Mauth Is

W cusrrent Dell and EMC cusbomers Ehink the merger will be a net posillive for Their organizations, sxpedt niw and
nncvative solutions, and report & preater comion level with respect To the long-term stabiity of the new entity, will they
confiras 1o purchase from, or even increase their spend with, Dell and EMC brands? The results of ESG's initial customes
poll reveal that the andwer is a definitive yes. Assuming of course that the trarsaction doses, 925 of customers wauld
ExEC L0 increase or mowalain spending kevels with the combined comparny in the long nun {1.e., ower Ethe next 36 months),
with a considerable G0% locking to increase spending (see Figure 5). Once again, joint customers ane most likely to repont
stable or increaved spending: 96% of joint customers say they expect 1o incresse of mantain spending with Dell and EMC
bramids over time, with 72% of these customers reporting that thiy ane liely 1o intrease thesr imestment levels with both
Hirms,
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FIGURE 5. Expected Spending Change with the Combined Dell-EMC

Relative 1o your typical level of annusl spending with Dell and/or EMC, to what extent
o you believe that your organization’s spending with the new combined entity will
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‘What about VCE?
One of the more interesting subplots and paints of debate/speculation surmounding this merger = the impact that i may
have on the future of VCE, the EMC wed infl cture still partially owned by Cisco. Will the new Dell-EMC

replace Citeo hardware with Dell alternatives? |3 this the end of VCE as we know 7 Consistint with ESG's objectives for
ithis sunvery, we wanted fiest and foremanst to understand the customer perspective on this isse—in particular, thesr
prefenence [if any) for one vendor’s infrastructure components over another’s, To this end, we asked respondents a simple
gquaestion: if Dell infrestructure wes offered os on alternative o Cisco infrastructure, how would that offect youwr
panizction’s decision 13 buy 0 VCE salution?

As shown in Figure 6, there is a clear e for Cisco e: 55% of all respondents say they would be more likely
to purchase a VCE solution with a comibination of EMC and Cisco components, while 26% say they would prefer a
combination of EMC and Dell hardware. Eleven percent |11%) say that they have no preference and would purchase bath
solutions. Figure 7 reveals that current vendor relationships are playing a key role here—ie., while Dell-only customers
{which shors mare towards midmarket fiems) indicate a mone modest preference Tor Cieoo over Dell, cumment EMC and joing
=Tt % (whach shew d: mmnﬂiimﬂrdhlinmdﬂr&miuﬂ-ﬂmmmm
dramatically—and unsurprisingly—Figure 7 demonstrates that the vast majority {B3%) of current VCE customers repart 2
prederence for the $tatus guo (which makes sense given that these custome s have already made their bet and deployed
an EMC-plus-Cisco configuration).

ESG believes this data sends a clear message with respect to VOE: The customers have spoken. And while a sizeable
component would cansider nan-Cisea salutions, the majarity still Faver the original VOE formula. Given that they are three
of the smartest and most customer-centric vendors in the industry, we believe that Dell, EMC, and Cisco recognite this
reality and will remain committed to offering choice 1o VCE converged infrastructure customens fior the foresesabile futiure.
There simply i3 no neason to change. The profits generated by the multi-billion diollar VCE business far outweigh any upside
asaciated wath forcing an alternate strategy on customers —VCE customers ane already huge Cisco customens, EMC
fuitomers, snd Videane ouatomers. A Dell-based set of offerings would simply be additive 1o the product kne, affering
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extersibility 1o existing VCE cusiomers in new anems, nd opening up entinely new market opporunities for non-YCE
customers. VCE is Lingely, and successfully, sold at the top of the customer food chain—in kirge enterprize acoounts where
@l three vendors have significant foatprints already. There i no logical reason for any of the paties involved=—Dell, EMC,
o Cisco—10 upset the proserbial apple cart in this market.

FIGURE 6. VCE infrastructure Preferences

f Dell infrastructure was offered a3 an alternative to Cisco infrastructure, how would that
affect your organization's decision to buy a VCE solution? (Percent of respondents, Na202)
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FIGURE 7. VCE infrastructure Preferences, by Customer Status
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The Bigger Truth

As we write this brief, we are still many months away from Dell"s acquisition of EMC officially closing. Regulatony hurdies
have to be overcome and a lot of hand work lies ahead s strotegies ane formuslated, organizations aligned, and products
rationalized. During This period, cuslomens will undoubibedly need lots of sttention snd both Dell and EME must be
proactive with constant, condistent, and clesr mesiaging with reipect 1o the néw enlity’s fulure plans. Nevertheless, this
mesearch data chearly indicates that —at this poent —oustomers ane optmstic [and perhaps even enthuied) about the
prospect of a combined DellyEMC. It i certaindy safe 1o say that customers are nof reporting high lewels of shepticism or
disgouragement. The obwious but important caveats 10 Ehis particular data et ane a) many of the quedtions are dhearly
predicated upon the trandaction sctullly closing and b) this datd repredents the armitudes of the curfent Dell-EMC installed
base, While retaining and growing these customers will be ontical 1o the new firm's success, its aspirations will nat $top
there. Al the new Dell-EMC looks 1o steal market share from intumbents such as HPE and BM, and fend off encroachment
from clioud entrants Be ANS (among others), its abdity to foster the levels of interest desoribed by respondants in this
bl with these non-customers will be eidential

Research Methodology & Respondent Demographics

Thit dats presented in the brief is based on an onling durvey of 202 North American (US & Canada) IT professionaly
conducted by E5G between 10/26/15 and 11/3/15. To qualify for this suney, respondents were reguired to be IT
professionals responsible fonTamiliar with their organization”s IT infrastructure and strategy. Respondents were also
screened for IT purchase authority andlor influence. Addaional details on the respondent base are included below.

Suraey respondents by tithe:
ESG targeted senior IT esecutives for this survey, although qualified IT managers and staff tithes were also accepted

= B9% senior IT management (e.g., CI0, VP of IT, Director of IT, etc ); 24% IT management; 7% 1T stalf
Survey respondents by company size:
= BEN enterprise crganizations (1,000« employees); 32% midmarket | 1004599 employees)
Survey respondents by customer status:
Al respondent organizations were requined 10 be current customers of Dell and/or one or more EMC Federation

companies of brands (e, EMC, Vilware, RSA, VCE, Protal, Virtustream)

= A8% Dell and EMC customeds, 36% Dell-only customers; 16% EMC-only customers

Enterprise Strategy Group & an [T ansbyt, reseanch, valsdation, snd strategy firm that provides market
,-;EE intoligence and actionable insght to the global IT community.
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Disclosure Regarding Forward Looking Statements

This communication contains forward-looking statements, which reflect Denali Holding Inc.’s current expectations. In some cases, you can identify these
statements by such forward-looking words as “anticipate,” “believe,” “could,” “estimate,” “expect,” “intend,” “confidence,” “may,” “plan,” “potential,”
“should,” “will” and “would,” or similar expressions. Factors or risks that could cause our actual results to differ materially from the results we anticipate
include, but are not limited to: (i) the failure to consummate or delay in consummating the proposed transaction; (ii) the risk that a condition to closing of the
proposed transaction may not be satisfied or that required financing for the proposed transaction may not be available or may be delayed; (iii) the risk that a
regulatory approval that may be
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required for the proposed transaction is delayed, is not obtained, or is obtained subject to conditions that are not anticipated; (iv) risk as to the trading price of
Class V Common Stock to be issued by Denali Holding Inc. in the proposed transaction relative to the trading price of shares of VMware, Inc. common stock;
(v) the effect of the announcement of the proposed transaction on Denali Holding Inc.’s relationships with its customers, operating results and business
generally; and (vi) adverse changes in general economic or market conditions. Denali Holding Inc. undertakes no obligation to publicly update or review any
forward-looking statement, whether as a result of new information, future developments or otherwise, except as required by law.

Additional Information and Where to Find It

This communication does not constitute an offer to sell or a solicitation of an offer to sell or a solicitation of an offer to buy any securities or a solicitation of
any vote or approval, nor shall there be any sale of securities in any jurisdiction in which such offer, solicitation or sale would be unlawful prior to registration
or qualification under the securities laws of any such jurisdiction. No offering of securities shall be made except by means of a prospectus meeting the
requirements of Section 10 of the Securities Act of 1933, as amended, and otherwise in accordance with applicable law. This communication is being made in
respect of the proposed business combination transaction between EMC Corporation and Denali Holding Inc. The proposed transaction will be submitted to
the shareholders of EMC Corporation for their consideration. In connection with the issuance of Class V Common Stock of Denali Holding Inc. in the
proposed transaction, Denali Holding Inc. will file with the SEC a Registration Statement on Form S-4 that will include a preliminary proxy
statement/prospectus regarding the proposed transaction and each of Denali Holding Inc. and EMC Corporation plans to file with the SEC other documents
regarding the proposed transaction. After the registration statement has been declared effective by the SEC, a definitive proxy statement/prospectus will be
mailed to each EMC Corporation shareholder entitled to vote at the special meeting in connection with the proposed transaction. INVESTORS ARE URGED
TO READ THE PROXY STATEMENT/PROSPECTUS AND ANY OTHER DOCUMENTS RELATING TO THE TRANSACTION FILED WITH THE
SEC CAREFULLY AND IN THEIR ENTIRETY IF AND WHEN THEY BECOME AVAILABLE BECAUSE THEY WILL CONTAIN IMPORTANT
INFORMATION ABOUT THE PROPOSED TRANSACTION. Investors may obtain copies of the proxy statement/prospectus (when available) and all other
documents filed with the SEC regarding the proposed transaction, free of charge, at the SEC’s website (http://www.sec.gov) or from Denali Holding Inc.’s
website (http://www.dell.com/futurereadydell).

Participants in the Solicitation

Denali Holding Inc. and certain of its directors and executive officers may be deemed to be “participants” in the solicitation of proxies from EMC
Corporation shareholders in connection with the proposed transaction. Additional information regarding the persons who may, under the rules of the SEC, be
deemed participants in the solicitation of EMC Corporation shareholders in connection with the proposed transaction and a description of their direct and
indirect interest, by security holdings or otherwise, will be set forth in the proxy statement/prospectus filed with the SEC in connection with the proposed
transaction.
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