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August 23, 2008
Acquisition Opens New Doors
http://www.verticalsystemsreseller.com/ME2/dirmod.asp?sid=&nm=&type=MultiPublishing&mod=PublishingTitles&mid=5D966D0B3B444899A2CAA94013C1FB5D&tier=4&id=40466A5C31F14F2D87070B1E543A3697
By Julie Ritzer Ross
During the last week of July, Motorola announced its intention to acquire AirDefense, a privately held developer of wireless intrusion prevention solutions (WIPS) and premium software applications headquartered in Atlanta. The move should be good news not only for the two companies -- which over the past two years have worked on a partnership basis with a primarily focus on retail and industrial wireless LAN (WLAN) opportunities -- but for the channel as well. 

Motorola plans to integrate AirDefense's WIPS solutions directly into its WLAN infrastructure. This will permit reseller partners of either or both companies to offer a complete hardware and software bundle that satisfies heightened demand for enterprise mobility while simultaneously meeting the need for comprehensive compliance, enforcement, forensics and reporting, as fueled by industry compliance requirements like Payment Card Industry Data Security and concern about data security as a whole, says Kevin Goulet, Motorola's senior director of product marketing, enterprise WLAN division. 
"We view the end-result as an easier sell for partners, who will now be able to bring to end user's 'whole' solutions rather than pieces and parts," Goulet asserts.
Mike Potts, president and CEO of AirDefense, corroborates Goulet's comments. Potts notes that the enhanced products born of the transaction will also benefit VARs through a "lower combined cost to sale" and increased customer satisfaction. 

"For us, having in hand a single, secure WIPS/WLAN option from a single source, as opposed to different components from multiple sources, will definitely be a more profitable, practical way of doing business," concurs Gary Bowser, president of Manchester, N.H.-based integrator and solution provider Optical Phusion, Inc. He believes the reduced cost to sale, and, in turn, the potential to bolster margins, will figure into this equation, along with the elimination of integration issues and the "finger-pointing" channel players often encounter when hardware and software applications are obtained from more than one vendor.


Another advantage for channel players will be the ability to sweeten the sales pot by leveraging the Motorola brand name. "Brand is big, and it's something (prospects) look at very carefully," purports John Chis, senior vice president of mobile and RFID solutions and services provider Decisionpoint systems inc., Foothill Ranch, Calif. "In my eyes, the Motorola name adds a lot of credibility," which may well help to close the deal.

In a somewhat different vein, the melding of Motorola and AirDefense, as forged by the transaction, should afford VARs an entee into new vertical markets or a stronger presence in those they already serve. In a recent report by IT research firm Gartner, Inc., analysts John Pescatore and John Girard noted that the acquisition of AirDefense will allow Motorola -- and by extension, its partners -- to "compete more visibly against Cisco Systems and Aruba Networks in...non-industrial WLAN procurements, where integrate security monitoring is a major factor." Pescatore and Girard also deemed Motorola's size and resources sufficient to enable AirDefense and its partners to "better compete for wireless intrusion prevention systems implementation projects in existing WLAN environments dominated by Cisco technology."

Potts cites the government segment as one market into which bundled solutions will assist VARs in making inroads, noting that the U.S. Department of Transportation, the Federal Aviation Administration, the U.S. Department of Defense (through the U.S. Army) and other, smaller government entities are all considering a migrate from a wired to a wireless communications and technology infrastructure. 

"Mobility is important in this vertical, but security is top-of-mind -- and few if any end users will take one without the other," Potts says. "Those partners that represent us will be able to more easily target customers with an enterprise mobility suite and secure WLAN connection."

Similarly, Chis anticipates that when the acquisition is complete, Decisionpoint systems will be able to "go deeper and wider" into its retail supply chain customer base. "Wireless has become very important in our market, and any client that executes wireless transactions will need to achieve PCI compliance," he says. "Through the acquisition we will have a wireless solution with more widespread appeal and a wider path in our segment." 

