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Fortinet:Chasingthe IndiaDreamin UTM
As networl< security is well on its way to becoming more complex and sophisticated, more security vendors are beginning to

1001<at UTM as the way out. UTM, now the Holy Grail, combines multiple functions into a single device. Onesuch vendor,
Fortinet, which got into the UTM space in 2002, is a channel-friendly company, which considers India as the most happening
place in the security space.



twas joie de vivrefor the cyber-
illainsin 2005.Bothlarge

corporationsandsmallcompanies
the burntof cyberbreak-ins.The

year2006promisesto beno different.
Onthecontrary,securityexpertsare
of theviewthat suchthreatsmayget
worse.

Asthe dangerof threatsbecoming
morecomplexandinnovativelooms
large,the needfor a sophisticatedand
simplesecuritysystemis increasingly
beingfelt acrossthe world in aneffort
to staya stepahead.

In recentyears,a term,whichhas
gainedcurrencyin the ever-evolving
securityserverappliancemarket,is
UTM.UTM,standingfor UnifiedThreat
Management,is anappliance,which
integratesmultiplesecurityfeatures,
includingAnti-Virus,lOP,Anti-Spam
andVPNintoa singlebox.

"Convergenceis the keyword
nowadays,andit is not surprisingthat
securityspaceis alsowitnessingthe
trend,"saysVishakRaman,Country
Manager- India,FortinetInc.

As in yourmobilephone,you have
a camera,youhaveanoutlook
express,you havePDA,youhave
everythingonconvergence,your
securityfunctionsaregoingto get
convergedat a parameterlevel.

aroundin its present
formfor justfive
years.Thecompany
launchedits UTM

productin 2002.And,
thereshouldbeno
doubtthatthe
channel-friendly
vendorhasdonevery
well in the UTM
market.

Fortinetuses

IngramMicroas its
distributor.The

companyis looking
forwardto its

relationshipwith the
distributiongiantto
buildupbusinessin
India.

As far as the
channelmodelis
concerned,Fortinet
makesa different

proposition.The
companydoesnot
wishto overloadthe

channel.It belieyesin havingselective
channels.

Elaboratingonthechannelmodel,
Ramansays,"Wedon'tbelievein
quantitybut quality.We'relookingfor
security-awarepartnerswith theright
skill sets,whichis neededto address
the market.Theproductsarevery
technical;sowe needguyswith
peoplewith a goodunderstandingof
the network."

Fortinethasropedin onlya
microscopicminorityof 18 channel
partners,whichincludestier I andtier

II partners."Channelis very limited
andfocussed.Theyall arecertified
peopleonthe board.Theyarenot
onlygoingto sell butalsosupportthe
customers;wetakesmallbut firm
steps."

Theawesomecrowdedsecurity
marketis witnessingstiff competition.
ButFortinetis not concerned.Raman

says,"In anUTMif somewantsto be
successful,theywill haveto ownthe
technology.Fortinethasdeveloped
mostof its owntechnology.Most
haveacquiredthetechnologyby
partneringwith othervendors."

"Everybodyis comingto the UTM
spaceviathefirewallrouteor VPN
route,butnobodyhasthe platformto
buildUTMarchitecture.Wehaveno

competition;in the UTMmarketwe
arethe leaderthat is whatIDCsays."

Fortinetwouldnot revealrevenue

Country Manager - India, Fortine! Inc

figuresfrom India,butsaystheseare
growingveryfast.Thecompanyhas
four regionalofficesin Mumbai,Delhi.
BangaloreandChennai.In 2006,the
numberwill beexpandedto eight.The
contributionof Indiato Fortinet'ssales

is largestin the South-EastAsian
market."Thereis enoughroomto
grow in the Indianmarket,"says
Raman.

Propertrainingof the channel
partnersreceiveshighpriority in the
Fortinet'sschemeof things."Wetrain
themproperly.As amatterof fact,we
let themgo whodo notfit intoour
criteria,"saysRaman.

TheFortinetoffers22 product
linesthat aredesignedto offer
networkprotectionservicesacross
the boardrangingfromenterprisetc
SOHO.However,thecompany's5MB
portfoliois verystrong.

Fortinet'schannelprogrammeis
dividedintothreesegments-
Distribution,Value-AddedSolution
ProvidersandanMSSPPartner

Programme- eachwith theirown
levelsof participation.TheValue-
AddedSolutionProviderlevelis split
intofour levels- Platinum,Gold,
SilverandBronze.TheMSSPPartner

Programmehastwo levels- Stara'G
Premier.Thelevelsarebased011!te

numberof trainedengineersat a
company,revenueandmarketing
commitments..
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Theverymentionof UTMbringsto
mindthe nameof Sunnyvale,
California-basedFortinet.Foundedin
2000,thecompanymakesnetwork
appliancesfor one-stopsecurity
shopping.It providesanti-virus,anti-
spam,contentfiltering,intrusion-
detectionandprevention,firewall,and
virtualprivatenetworkfeaturesin one
boxthatplugsintothe network.

Thestageis set for appliancesto
playa pivotalrole in the security
landscape,saysanalystfirm IDC,
whichforecaststhat by 2007,80 per
centof all securitysolutionswill be
deliveredthrougha dedicated
platform.Andthe securitycompanies
that canputseveralsolutionsonthe
sameappliancehavereasonsto
rejoice.

India is a big market for
UTM

Thereexisttwo kindsof markets

inthe securityspace.Thefirst has
alreadywitnessedsomeamountof
securityinvestmentandthe
augmentationof the security
infrastructureis in process.The
secondsignifiesthe greenfield
projects,whichareawaitingsecurity
installation.Thefirst canbewitnessed

in the USA,whileIndiais anexample
of thesecondtype.

"Infrastructurehasnot
doneso well inAsia-
Pacific.Indiahasa

broadbandpenetrationof
onemillion.So,the
marketUTMaddressesis

moreof a greenfield
project.Thatis why in a
shortspanwe havemore
thansix hundred

installationsin India,"says
Raman.

Thestakesfor Fortinet

. inIndiaarehigh.The
companyhasbeennamed
the#1 UTMvendorwith

49-percentmarketshare
in India."Indiais the

biggestmarketfor UTM.
Thenumberof greenfield
projectsis higher
comparedto theexisting
projects.IDCestimates
aboutfourto five million
asthe UTMmarketin

Indiaandoverallsecurity
marketis peggedat about
45 to 50 million,"adds
Raman.

Fortinethasonlybeen
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