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The rapid growth in mobile devices and the BYOD craze prevalent in many 
companies has stimulated the market for enterprise management solutions driven 
by a need to control and contain users and their devices. The surge in the number 
of vendors of Mobile Device Management (MDM) and related Enterprise Mobile 
Management (EMM) products has resulted in dozens and perhaps hundreds of 
entrants. However, the market for EMM and MDM is rapidly changing as the 
segment transforms from the niche it was not so long ago into the mainstream. 
This maturing market segment has resulted in numerous acquisitions (e.g., 
IBM/Fibrelink, SAP/Sybase, VMWare/AirWatch, Citrix/Zenprise, Good/Boxtone) 
with increasing levels of competition. End user pricing is under pressure, and while 
this may be welcome by organizations deploying the products, it present significant 
challenges for solution vendors. IPOs are beginning for those companies that have 
enough bulk to stay independent and survive longer term (MobileIron first then 
Good), but is becoming public an exit strategy or a desperate measure to stave off 
impending difficulties in a shifting market? 
 
A Revenue Problem - Prices have been falling due to increased competition and 
aggressive prices after acquisition, with some minimum functionality MDM products 
essentially being given away. Even some reasonably complete mid-tier EMM 
solutions are being priced at $1 per user per month, although some of the higher 
capability products still have significant per user costs ($40+). This trend towards 
lowered prices is likely to continue for several years, and could be accelerated if 
aggressive cost cutting is practiced by the second tier vendors, or by those first tier 
vendors wanting to gain market share. For may tier one vendors, MDM/EMM is a 
small component of their overall infrastructure solution, and some may be tempted 
to give it away to its customer bases as a loss-leader (we’ve already seem some of 
this happen). We expect overall prices for basic MDM to fall 20%-25% per year 
and prices for more complete EMM to decline 10%-15% per year (see Figure 1 for 
our 3 year cost per seat predictions for On-Prem and Cloud-Deployed solutions). 
 
Figure 1: 3 Year Cost Per Seat Predictions for On-Prem and Cloud-Deployed  

 

 Expe cted Year ly Per Seat Ave rage  Pric e (On-Prem)

$0

$20

$40

$60

$80

$100

$120

$140

$160

$180

2014 2015 2016

EMM

MDM

Expected Yearly Per Seat Average Price (Cloud)

$0

$20

$40

$60

$80

$100

$120

$140

2014 2015 2016

EMM

MDM

 
 Copyright 2014  J.Gold Associates, LLC.  

   
 Copyright 2014  J.Gold Associates, LLC.  

 

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

1 Is the MDM Ride Almost 

Over? 

2 The Enterprise PC: Not 

Quite Dead Yet  

3 The “Mobile Value Chain” 

 

“
Enterprises deploying 

MDM/EMM solutions 

should carefully evaluate 

their supplier to assess 

long term viability. 

Several of the current 

suppliers will not 

survive... We expect 

prices to fall 20%-25% 

per year..” 

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 

July, 2014 

Technology 

Brief... 

Is the MDM Ride Almost Over? 



 

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

Page 2 Technology Brief… 

 

   

 

 
Shrinking Prices Mean Growing Consolidation - The price per seat will shrink over 
the next few years as larger companies that include EMM functionality as part of a 
larger solution lower and/or eliminate the cost of base level MDM. We expect 
continued price erosion in both on-prem and cloud-based solutions, with cloud 
based solutions dropping even more rapidly as the amount of cloud deployed 
solutions grows. The cost of larger vendors to provide a seat of cloud-based MDM 
may be as little as $1-$3 per user per month. That means independent vendors of 
EMM will have little room to maneuver as bigger players cut sweetheart deals with 
customers that combine their services. In the medium to longer run, we expect 
independent vendors will be relegated to SMB and rogue deployments in 
enterprise customers.  
 
This rapid price erosion and market consolidation is also why the only hope many 
of the independent vendors will have is if they can add value added services 
beyond the core functions, thus staying ahead of the bigger players. Such services 
include app virtualization, data security, app development, and app stores. Without 
the ability to upgrade to a more complete offering, the niche vendors will have a 
tough time staying in business beyond the next 2-3 years. 
 
Bottom Line: Enterprises deploying MDM/EMM solutions should carefully 
evaluate their supplier to assess long term viability. Several of the current suppliers 
will not survive. Fortunately the cost of EMM vendor change is relatively modest, 
and mainstream infrastructure suppliers will make migration attractive for their 
customers. Organizations should plan ahead to minimize disruptions. 
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The Enterprise PC: Not Quite Dead Yet… 
The PC is dead. That’s what some pundits have been saying as the market for 
tablets has been expanding dramatically. But Intel begs to differ. It recently 
released an advisory increasing its expected quarterly and yearly revenues and 
gross margins, and said, “The change in outlook is driven mostly by strong demand 
for business PCs.” So perhaps the PC market isn’t quite dead yet, to quote Monty 
Python. 
 
What’s going on here? In reality, the majority of enterprise users, although many 
have acquired tablets, still need to create complex documents, spreadsheets, 
presentations, and enter significant data into ERP,CRM etc. While some have 
decided to do so on their tablets, most have decided that these “non-optimized for 
complex creation stations” don’t offer the ease of use and resources they need. For 
many (perhaps most) it’s still easier to use a PC, and generally a notebook, to do 
the complex tasks still required of them. For these users, tablets are supplemental 
devices, not PC replacements. In fact, very few business users that have acquired 
tablets have given up their PC. And we’re seeing a slow down in the demand for 
tablets in business settings. 
 
Of course, there is another factor affecting this uptick, and that is that over the past 
few years, enterprises have been hesitant to upgrade their installed base. This has 
been due to various macroeconomic factors like lack of growth and limited hiring 
(or even shrinking worker base). It’s also been affected by the reluctance of 
enterprises to be early adopters of a new OS (Windows 8). But many of these 
factors are now changing. The economic picture is improving, and many 
companies are now cautiously hiring again. And many enterprises that were 
hesitant to upgrade now have an aging, or in some cases obsolete (e.g., Windows 
XP) fleet of PCs that need to be upgraded. In fact the average age of these PCs 
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are now 3-4 years old – past retirement age in PC years. With the easing of 
economic uncertainty, companies are starting to buy again, and the renewal cycle 
is coming into full swing. And with the easing reluctance to move to Windows 8 
(with recent improvements from Microsoft), users are now more comfortable with 
their new systems (although it’s fair to say that there is still a healthy market in new 
PCs running Windows 7). Impending Windows 9 release may slow upgrades 
somewhat, but it’s not very likely that companies will be greatly affected by this. 
 
There is also another factor involved in the renewed interest, and that is the new 
form factors for mobile PCs that are approaching the size, weight and versatility of 
tablets. The 2 in 1 form factors and Ultrabooks are now becoming both more 
affordable and “sexy” enough to get users interested. The best of breed of these 
machines are still on the pricey side ($800+), which is a definite disadvantage in 
the consumer market. But enterprise users are more focused on quality and 
usefulness, and are willing to spend a little more to get the extra utility (hence why 
Intel in particular is seeing an uptick in chips it sells into these machines). 
 
We expect a general uptick in mobile PCs geared towards the enterprise users to 
continue for at least the next 2-3 quarters and likely beyond that. It won’t be as 
dramatic as we’ve seen in the past, but it will be steady and substantial. This will 
have major positive impact on Intel (and on other chip suppliers like AMD), and on 
OEMs focused on business users, like Dell, HP, and Lenovo. We further expect 
20%-25% of business users to adopt the 2 in 1 devices over the next 1-2 years, in 
some cases replacing their existing tablets (which they will then likely hand down to 
their families). This will raise the average price per machine into the $700-$1000 
range for typical business users, giving all of the vendors a boost. And it will have a 
positive impact on Microsoft OS revenues and additional software upgrades.  
 
Bottom Line: It’s pretty clear that the enterprise PC market is not dead. It certainly 
is changing to a more mobile oriented approach, and tablets (and smartphones) 
will continue to have a major impact on apps and user interactions. But for those 
enterprise workers looking for optimized platforms to do complex tasks, it’s hard to 
beat the versatility and performance of a PC. That’s why the PC is going to see an 
upswing after its relative draught. 

The “Mobile Value Chain” 
As consolidation of the mobile marketplace takes hold, increasing numbers of niche market 
players are struggling to differentiate themselves and to stay relevant in a market where the 
big players are beginning to dominate. MDM/EMM vendors who stared at the low end of 
the market (with the low hanging fruit) are now looking to expand into more protected 
markets and away from the low value, commodity, basic management functions with their 
shrinking revenues and low cost of product change/swap. Enterprises too are wondering if 
the amount of effort put into deploying base level MDM products is worthwhile, when they 
represent such a relatively low value item in their infrastructure needs. 
 
We believe that the only vendors who will survive in the MDM/EMM marketplace are those 
vendors that can provide value added services on top on base level MDM capabilities. The 
floor is rapidly falling out of the lower end MDM market, and for vendors to survive, they 
need to generate significant revenues. The only way to do this is to move up the Mobile 
Value Chain to more complete and more compelling solutions that have increased staying 
power in companies that see much of the MDM market as commodity. 
 
Figure 1 indicates which areas we believe are required to complete the vision of mobile 
everywhere in the organization. Moving up the stack to include services such as secure 
file/data sharing, app development and SSO/Identity management are required to remain a 
viable player in the market. The components presented here are important in the short to 
medium term (1-3 years), but its likely new, higher value components will be added in the 
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3-5 year timeframe, making continuous evaluation and assessment a requirement of any 
mobile solution. We see no signs of the mobile market stagnating and companies should 
be prepared for continuous improvements.  
 
Figure 1: The Mobile Value Chain 

 
Enterprises should expect to see increasing emphasis from mobile solution providers for 
these value added services, and the increasing licensing revenues they hope they will 
bring. Most solution vendors rightly understand that moving up the value added services 
stack makes the overall solution much more “sticky” and harder to rip and replace. This 
lock-in is what many big players see as competitive differentiation and an extension of their 
current selling model. Enterprises will need to adapt to this changing market for mobile 
infrastructure solutions. 
 
Companies should expect to see vendors in several specific areas spread out on their 
strengths in their area of expertise, and to embrace the expanded services needed by their 
mobile customers (e.g., Box in file/data, RSA in SSO/identity, Microsoft in 
apps/collaboration, Oracle in data management, SAP in App delivery/management and 
analytics). Moving up the stack of services makes it harder for smaller players with limited 
resources to stay competitive, so the large vendors will dominate much of this market 
space, and will likely bulk up with targeted partnerships and/or acquisitions. The effect to 
organizations will be higher per user cost, potential acquisition of current niche products by 
a larger vendor, and combination of products that currently are deployed stand-alone. 
 
Bottom Line: Enterprises should expect to see increasing mobile capabilities coming from 
their mainstream infrastructure vendors, and an increasing push to adopt their solutions. 
Companies should also be prepared to see increased costs as more services are layered 
on top of base level mobile solutions. Finally, organizations should plan for continuously 
adding services “up the stack” as mobile solutions become more complex and mission 
critical, and to do so on a continuing basis. 
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J.Gold Associates provides advisory services, syndicated research, strategic consulting 
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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.  
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