Unifying
channel
management

Each week in ARN, we interview the
lecal channel manager of some of
the world's most influential hardware
and software vendors. This week,
Fortinats sales director, South Asia
and A/MZ, Benjamin Teh, comes to
the table with JENNIFER O'BRIEN.
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&n up-amd-comer in the unified threat man-
agement (UTM) market, Fortinet |s planning
to make its mark in the Australian channel,
Who better bo bead the reseller beam than Teh,
who becomes as animated as an excited child
reacheng info a cookle j&r when discussing any-
thing related fo security.

Hailing from & distributor and reselber back-
ground — having trained in computer science
and engineering — Teh s looking to boost
sales in the UTM space and enhance enterprise
security.

IDC defines UTM security appliances as
products that unify and integrate multiple
security features omto a singhe hardware plat-
form. Metwork firewall capabilities. intrusion
defection and prevention, and gateway anti-
virus functionality all fall wnder the UTM
umbrella. &cearding to 10C, the UTM segment
of the threat management appliance category
wiad the fasbest growing segrment of the sacurity
market in 2004,

By 2008, |0C predicts UTM spending will
account for more than half of the $U53.45
Billion threat management markel — oulpacing
traditeonal firewalWVPN appliances to reach a
58 per cent shane,

Given the encowaging market outlook. Teh
wanis to challenge the likes of Cisco and posi-
tion the company as a formidable player in
the UTM space, His immediate goals include
breaking into the financial sector and capbur-
ing a chunk of mariet shame from the antivins
players,

How did you get invalved with the company?

Benjamin Teh (BT): I"e been inwolved with
came fram the
chanmal. warking we and down the chaim far a

sacurity for quite some hime

régalbar called KRN and & distribudor

Then four years ago, | poined WatchGuand
a5 a regional sales enginser
rsars goout the risks and thraals and the nesd

Tar secyr

wWas eoucating

ty, It wasn't all about the produwct,
ut talking about positioning and the need for

SECLITICY.

What's the main Forinet prodoct? What does

it do?

BT: We ofter the Fortilate senes of ASIL-acce

erated antivirus firewalls, which detact and

aimimale caomlenl-based hresls mom email,

Web ard file transfer traffic — such as viruses,

worms, intressans and inappeopriate Web con

tent without degrading network perfonm-
ance
There are about 18 products in the

FortiGate line, addressang different capac
fes amnd end-user emdirgnments. The prod-
ucts are designed for telecommuters and
SOHU, the SMEB markef, 1or msd-si2e enfer
orses and for large enterprises and Service
providers. The company recenily launched new

additions to the portfolio including FartiMail. a

sECUNe messaging system; and a managed anti-
Spam service calbed Fomiluard-Antispam
What's the main problem the product line
addnesies?

BT: Corwantional network protection systems
sich & Nrewalls and host-based  antivirus
softwara, lack the dedicated hardware reguired
ko pertorm the desp packel analysis, content
reassermbly, and applicatan-level seresning ta

defect these threats withouf imposing unac

provide systems that delver complete net
work-lgwel and content-lewal protecton at tha
network edge.
How does Fortinet differentiate from its com-
petitors?
BT: The product delivers a full range of net-
wiork-leval and application-lesel LEnmces 0
niegraten, aasily managsd platharms. "-_'hECJI'I'.:l'
dences these days nesd 1o be & lab more
nowledgeable about the traffic streams that
ane comang inta the aetwiork

They need to make a |UCREMENT a0l
whielber (he tralle 5 secured ar has been
UTM appliances allow us to
he a bil rmare intelligent because we don't just
offer firewall functionality, but alse content
respsction
‘What'’s the distribution modef! Any changes on
taip this year?
BT: We work with Whitegald and Lan 1 in
Kistralia. Thena are no changes to the distri-

tampered with

bution ranks but we are looking for suifable
partners o take us inio key vertical markets.
We have parners in the rmanaged security
space today and are successful. We've also
been sirong in the educabon sector. We want
to break into the financial sector and Brrenn-
menl $paoe

were also kopking to hawe local traiming
centres hene in Australia to conduct certifica-
ticn training. Voday, Fortinet does thal on its
own, With the charge, the distribution partnars
could fake over the role. That's ane passibility,
ANCUEN 115 |arly days
What are some of the main challenges in the
Iocal security mariket?
BT: A lot of compamies have gul oan poinl
solutions. They've bought a bunch of tech-
Filcgies I together in the network
and that's considered security. But it nesds
to be consolidafed so the devices are a bit
smarter. Financial institutions, for exBmple
hawe monalithic metwarks with paint solutsons
n place. For them to change the way they think
of security is challenging

But companies can use the ForfiGate prod-
ucts in conjunciion with their current infra-
siructure. The umits can be used with exisl
ng firewalls, YPMN gateways or other security
devices, which protects invessiments in legacy
systams



