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In the past couple of years, IBM has been on a buying spree as it beefs up its 
mobility offerings (e.g., WorkLight, Trusteer, TeaLeaf). Its latest acquisition is a 
highly regarded cloud-based mobile management and security vendor FiberLink 
and its Maas360 product. It’s clear that IBM plans to be a force in enterprise mobile 
enablement, and is willing to acquire what it needs to do so. Not to be outdone, 
VMWare recently acquired the leading EMM vendor, AirWatch, as its new 
management team lead by Sanjay Poonen asserts its mobile pedigree. It’s 
replacing a less than competitive Horizon mobile offering by acquiring a complete 
solution to tie to its other virtualization products. Despite the high cost premium, 
VMWare was not afraid to acquire what it needed to be competitive. Last year 
Citrix acquired Zenprise to bulk up its mobility offerings. Although a relatively 
smaller acquisition, Citrix was willing to purchase what it needed rather than build 
in-house.  And Oracle recently acquired Bitzer to bulk up its meager mobile 
offering. This mobile feeding frenzy is the result of a normal maturing of previously 
emerging markets. It highlights that mobile is becoming mainstream and is in a 
consolidation phase. And we don’t believe the consolidation is over. This has broad 
implications for nearly all enterprises. 
 
First, mobile is becoming a big player game. That means small mobile vendors for 
the most part will not survive beyond the next 1-2 years, except for perhaps a few 
niche players in specialized areas. That means any enterprises with any of the 
smaller players installed will need to look at the long term implications of staying 
with their current products. In all likelihood, these products will need to be replaced 
and/or migrated. Those enterprises not willing to rip and replace products should 
look at cloud based “mobility as a service” offerings as an alternative. 
 
Second, the big players will continue to consolidate and buy more technology, 
especially related to security. This means your vendor of choice may ultimately end 
up being part of IBM, SAP, Oracle, Cisco, MSFT, HP, Dell, etc. If your company 
already has a relationship with these vendors, as many enterprises do, it’s 
important to have a discussion with them about what they can offer, and what their 
longer term roadmap is.  
 
Third, mobile is no longer a niche, and integrating mobility into all aspects of a 
enterprise’s operations is critical to long term success. All the large infrastructure 
vendors know this, and are moving in that direction. The time when they could 
ignore mobility as a niche play not big enough to be noticed is over. Expect more 
big players (e.g., Cisco, HP) to join in acquiring key technology. 
 

I N S I D E  T H I S  I S S U E  

1 Mobile Vendor Feeding 

Frenzy 

2 Enterprise Class SSD: A 

Business Benefit Analysis 

3 Lenovo Bulking Up to 

Expand Globally 

 

“�This mobile feeding 

frenzy is the result of a 

normal maturing of 

previously emerging 

markets. It highlights that 

mobile is becoming 

mainstream and is in a 

consolidation phase. And 

we don’t believe the 

consolidation is over... 

Consolidation over the 

next 1-2 years will be 

fast and furious. Plan 

accordingly...” 

J.Gold Associates LLC, 6 Valent ine Road, Northborough, MA 01532, USA 
www.jgoldassociates.com       +1-508-393-5294 

Research, Analys is,  Strategy, Ins ight 

February, 2014 

Technology 

Brief... 

Mobile Vendor Feeding Frenzy 



 

Copyright 2014  J.Gold Associates, LLC      www.jgoldassociates.com  

Page 2 Technology Brief… 

 

 

Finally cloud-based mobility solutions are now becoming as important to cloud-
based infrastructure players as are storage, management, development, delivery, 
etc. If you are a cloud vendor and don’t have a significant mobile component, you 
are not a cloud player longer term. That’s why major cloud vendors (e.g., IBM, 
Amazon, MSFT, SAP, etc.) are all acquiring mobile integrated solutions (and why 
IBM chose FiberLink in particular). We expect to see most cloud vendors offer 
enhanced mobility services to their customers in the near term. 
 
Bottom Line: If you’re a company that has a mobile installation (and if you don’t 
you’re at a serious competitive disadvantage) then you may discover that your 
mobility vendor of choice is about to be acquired by one of the major infrastructure 
players. A few niche players of larger size (e.g., MobileIron, Good) may survive as 
independent players, but that is becoming increasingly unlikely given the premiums 
being paid for acquisition candidates. The rest with unique technology (and there 
are dozens of these contenders) will be acquired or gradually fade away. 
Consolidation over the next 1-2 years will be fast and furious. Plan accordingly. 
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Enterprise Class SSD: A Business Benefit Analysis 
Many organizations wonder if deploying solid state drives is something that they 
should implement across all platforms despite a cost premium over more traditional 
hard disk drives. We have analyzed the benefits enterprises can achieve by 
converting to solid state drives and we believe the answer is yes. Below we 
highlight some results from our recent research report, “Enterprise Class SSD: A 
Business Benefit Analysis”.   
 
In the next 1-2 years, we expect the majority of enterprise notebook PCs to be 
powered by solid state drives (SSD). Compared to hard disk drives they have a 
small cost premium but enable significant productivity improvement due to higher 
performance and a much lower failure rate. A compelling ROI makes SSDs an 
easy choice in most business settings. Companies should include SSDs in all new 
device purchases and/or updates. 
Key areas in which SSD drives offer cost benefit are:  
� Lower failure rates Reducing Service and Repair Costs 
� Improved Productivity through Improved System Performance 
� Mitigating Security Breaches and Associated Costs 
� Easier disk management in Reimaging/Reloads/Updates 

 
However, not all SSDs are created equal. Consumer-grade devices do not offer 
many of the inherent reliability and management cost advantages needed for 
enterprise use, nor do they provide the enhanced security features needed. When 
selecting a drive, organizations should choose based on the following Enterprise-
Grade SSD Evaluation Criteria: 
� Highest Performance at Lowest Power  
� High level of MTBF 
� Low Failure Rate Design 
� Hardware Assisted Encryption 
� Self Diagnostics and Optimization 
� Software Management and Monitoring Tools 
� IT Deployment, Management and TCO Enabled 

 
Achieving ROI: While doing our research, we created a model to determine the 
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various cost benefits gained in a typical enterprise work setting for 6 typical work 
scenarios/roles. We performed benchmark testing comparing two identical 
systems, one with an SSD and one with a HDD. We found that the average 
productivity improvement across all roles provided an ROI of 2,436% for the first 
year of use. The large productivity gains provided by SSD-enabled machines 
means that companies will recover the cost premium for SSDs in as little as 7-14 
work days. More detailed analysis and work scenario results are in the full report. 
 
The research report further analyzes the benefits and ROI that can be obtained 
from enhanced security. For example, our research indicates that on average, 3%-
5% of notebooks are lost or stolen representing 150-300 lost devices per year in a 
5K user company.  Some industries reach 10%-15%. Only 35% of machines have 
encryption enabled to secure the data. This cost benefits of higher levels of 
security, as well as lower failure rates and improved management capability of 
SSDs is analyzed and detailed within the research report.  
 
Recommendations: We strongly recommend that all enterprises acquire and 
operate mobile machines with enterprise-class SSD drives. They offer a major 
benefit to organizations in both real return on investment and in increased user 
satisfaction. They exhibit increased levels of reliability, performance, security and 
manageability. Companies should not be alarmed at the small price premium for 
SSD over HDD equipped machines, nor the slight price premium for enterprise-
grade SSDs over the lower cost consumer-oriented SSD devices. Organizations 
that deploy SSD devices benefit from reduced failure rates, higher end user 
productivity, fewer data security breaches, and lower overall total cost of 
ownership. Virtually all organizations can benefit from SSD deployments, and they 
should not hesitate to do so as soon and as widely as possible. 
 
The above information is excerpted from the J.Gold Associates Research Report, 
“Enterprise-Class SSDs: A Business Benefits Analysis”. Contact us if you’d like to 
obtain a copy of the report. 

Lenovo Bulking Up to Expand Globally 
Of late, Lenovo has been acquiring product technologies it thinks can position it as 
the leading contender in most things computing, moving beyond its traditional PC 
base. It recently acquired what’s left of Motorola from Google, enabling a play in 
mature markets for its smartphones, devices it so far has limited mostly to its home 
market. And it also recently acquired the x86 server business from IBM, a company 
with which it has a history - acquiring IBM’s PC business several years ago. 
 
To date, Lenovo has played extensively in mobile, but only in it home market, 
where it’s a major force. It’s been hesitant to bring smartphones to the US and 
Europe. Both are mature markets that are extremely competitive and where Apple 
and Samsung currently hold commanding leads. With the Motorola acquisition, 
even with the decline of Motorola over the past couple of years under Google 
ownership, it achieves a number of things that put it in a highly competitive 
position. First, it gains design expertise and brand recognition. Both are important 
in the mature markets where consumers buy not only on price. Second, it gains 
channels. Although the Motorola brand is not what it once was, it still maintains 
relationships with all the key carriers, something Lenovo can leverage. Third, 
Motorola invented the mobile phone, so it has a good deal of expertise in design, 
and is still well recognized as a business capable brand – an area Lenovo will 
focus on as it has with its Think branded PCs. Fourth, Lenovo is a major provider 
of tablets and the unification of a tablet and smartphone brand is a plus for any 
vendor in today’s marketplace. Finally, Lenovo’s focus on the Smartphone market 
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put it ahead of competitors like HP and Dell who have minimal to no play in 
smartphones to date. 
 
Some wonder whether Lenovo can succeed in this area. I would not sell Lenovo 
short. Although it’s a high volume Chinese producer, it also knows how to play in 
mature markets. Many gave it little chance of success with PCs after acquiring 
IBM’s PC business, but it has flourished, taking a top spot. I expect it will do well in 
Smartphone’s and tablets too, giving Samsung some stiff competition in the 
Android markets. 
 
But it’s not only about mobile. Lenovo’s move to acquire IBM’s server business 
indicates it is serious about becoming a first class across-the-board competitor. 
This puts it on a par with HP and Dell among others, and distances itself from other 
Chinese vendors. Further, with a focus on business users and not just consumers, 
Lenovo can add value and sell higher end machines that increase its margin 
potential. And with a continued marketing relationship with IBM, it can leverage a 
vast network of enterprise users. 
 
Lenovo is likely not done yet acquiring other companies. I’d expect it to start 
looking at complimentary software vendors, particularly in the enterprise space. 
Long term Lenovo sees itself as a viable competitor to HP and Dell, and that 
requires a commitment to more than just pushing iron. Complimentary software 
and services, while not stepping on IBM’s toes, is an area it sees ripe for 
expansion. 
 
Bottom Line: Lenovo is attempting to break away from the pack of Far East 
computing challengers. With its already large economics of scale, its newly 
acquired technologies and marketing brands, and its focus on higher end and 
maturing markets, it has a good chance to accomplish all it seeks. 
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About J.Gold Associates, LLC. 

J.Gold Associates provides advisory services, syndicated research, strategic consulting 
and in-context analysis to help its clients make important technology choices and to enable 
improved product deployment decisions and go to market strategies. We work with our 
clients to produce successful new product strategies and deployments through workshops 
and reviews, business and strategic plan coaching and reviews, assistance in product 
selection and vendor evaluations, needs analysis, competitive analysis, and ongoing 
expertise transfer.  
 
J.Gold Associates provides its clients with insightful, meaningful and actionable analysis of 
trends in the computer and technology industries. We have acquired a broad based 
knowledge of the technology landscape and business deployment requirements, and bring 
that expertise to bear in our work. We cover the needs of business users in enterprise and 
SMB markets, plus focus on emerging consumer technologies that will quickly be re-
purposed to business use.  

 
We can provide your company with a trusted and expert resource to maximize your 
investments and minimize your risk. Please contact us to see how we can help you. 


