Fortifying the Unified Threat Management Space

After diopping
| severof it

pariners and

inclusion of a new
teamm, Forlinat, a multi-threal security
systems company, is:aeaning for same
major changes.in its channel strategy.
Vishak Raman, Country Manager,
Forlinet elaborates on Ihe company's
fulure in India.

(1 What niche Fortinet talks
about vis a vis farger players like
Junipar Cisco etc.

Tamean - We might be 4 small
pl;tyer in the information se-
curity space but we are one
of the fastest growing securi-
ty solutions providers in the
Unified Threat Management
(UTM) space. We compete
on the value of our products
and services provided by our
company in India.

(1| How can you claim
superiority and cost effectiveness
of your solutions?

Haman; We work on a superior
!Lchnology foundation. We
have been constantly experi-
menting in the U'TM space.
We provide integrated secu-
rity appliances using a single
platform, ensuring that our
products are cost -
effective. Many of
the players take
up acquisitions to
prove their tech-
nological superi-
arity and enhance
their product
range. We are dif-
ferent as our prod-
ucts are based on
customer needs.
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(5" THow will you
defend yourself being just a
security hardware player?

ran: The verdict was-given
three years ago when the
worldwide shipment of hard-
ware appliances beat the soft-
ware revenue. Today, even the

traditional software vendors
are moving to hardware secu-
rity space as they have realized
that the latter is important to
sustain longevity in the market.

ol Yuu recently dropped seven of
your pariners. What
was this move for?
Raman: Itis good
to disassociate

if none of us is
adding value or
numbers to each
others’ business,
Now, a conscious
decision was
taken to restriet
the total number
of channels thus
avoiding unnec-
essary competition, especially
in margins. It is better to have
a small but efficient channel
setup where in partners have
the required skill sets and are
willing to invest and give more
value to our customers. We

are yet to spread our channel
base in B and C class cities.

{11} What other plans does the
new partner model contain?
#aman: The new model pro-
visions for more knowledge
sharing of Fortinet products
with our partners. We plan
to-provide dedicated re-
sources to each of the part-
ners, thus ensuring
individual attention. We
alsointend to improve
support and training. Our
partners will experience
never-seen-before distribu-
tion support.

[, | This year Fortinet plans to be
more customer-friendly. How?
Raman; One of the major stral-
egies is our Forticare centre
(www.forticare.in), which
will provide Technical
Support, Online Ticket
Recording System (log the
call and track the resolution

time), e-mail support and Live
support to partners - all will
ensure our customer and part-
ner friendliness.

L What will be the security
scenario in 20077 How is Fortinet
gearing up to meet the new
challenges?

ftaman: As cyber crimes-are be-
coming more and more com-
plex each day, UTM will be
more in demand. For now, we
have decided to focus on UTM
space. We want to research
and develop more security for
applications specially for the
Indian market.

[/ How have your channel
pariners been equipped to provide
tha;e services to the customers?
i 1 We are focusing on the
th roe*ﬁ)]d strategy: training;
support and execution. At the
third level we will focus more
on helping the partners with
efficient business execution to
push the products, ¥
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