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Upfront
Twittering 
about layoffs

The ax fell on some 
1,000 Yahoo employ-

ees Feb. 13 after months 
of speculation and rumor-
mongering from tech 
watchdog news sources. 

Hopes that a hostile bid 
from Microsoft would save 
Yahoo jobs were dashed as 
Yahoo rejected the buyout 
offer Feb. 11 as “substan-
tially undervaluing” the 
search giant. 

Yahoo officials would 
not say which depart-
ments and offices were 
having their head counts 
slashed—only that the 
reductions were targeted 
at areas of the company’s 
business that didn’t sup-
port its growth initiatives. 

But in this age of rapid 
Web  communica t ion 
through blogs and other 
social media tools, it is 
surprisingly easy to find 
out who is affected. 

One laid-off employee 
used Twitter, a micro-
blogging service, to dis-
patch snippets of his last 
day at Yahoo to the Web. 
“Ironic that I just got my 
PC repaired yesterday. 
Won’t be needing that 
anymore,” Ryan Kuder 
wrote at 9:03 a.m. on Feb. 
12. At 9:54 a.m. Kuder 
wrote, “This is a serious 
downer. Trying to drown 
it in free lattes, which I 

finding that their per-
sonal data may be kept 
as alimony payments.

Several users who have 
tried to leave Facebook 
have posted unflattering 
tales of their experiences 
online, with some say-
ing it has taken weeks or 
months to extract them-
selves entirely from the 
popular social networking 
service.

A Facebook spokes-
person told eWeek that 
users can remove their 
information from Face-
book by deactivating their 
accounts. Once a user 
deactivates the account, 
his or her profile becomes 
inaccessible on the main 
Facebook service, and 
the data is kept by Face-
book only to allow easy 
re activation. 

Users not interested 
in any further relation-
ship with the site may 
delete their profile, which 
means their name and all 
e-mail addresses associ-
ated with the account are 
deleted from Facebook 
servers. 

What Facebook doesn’t 
explain in its statement, 
or in its help section, is 
the hoops that users have 
to jump through to delete 
their accounts.

Steve Mansour, a pro-
grammer from Canada, 
w r o t e  a  p o s t  o n  h i s 

[CONTINUED ON PAGE 8]

will miss,” and at 3 p.m. 
he wrote, “Lots of whis-
pered conversations. Like 
people are afraid to ask 
who’s gone.” 

Dispatches from other 
laid-off Yahoo employees 
came through their per-
sonal blogs. 

These reports point to 
the layoffs touching many 

groups across the com-
pany—it is suggested that 
they come from depart-
ments as far apart as search 
marketing, incubation, 
advanced technology and 
special “comeback plan” 
projects—and are in con-
trast to previous reports. 

“Rather  than make 
across-the-board cuts, we 
will make targeted reduc-
tions,” CEO Jeffrey Yang 
said during the company’s 
fourth-quarter earnings 
call in January. 

Meanwhile, the public 
nature of these layoffs 

and Yahoo’s reputation 
for having sought-after 
talent have led many to 
predict that none of these 
employees will be out of 
work for long. 

“There will be inevi-
table job losses. But you 
could be in a worse place 
than on a street with a 
résumé from Yahoo,” Jim 

L a n z a l o t t o , 
vice president 
o f  s t r a t e g y 
and market-
ing for Yoh, 
a talent and 
outplacement 
c o m p a n y , 
told eWeek .
“ B e i n g  a t 
Yahoo  i sn’ t 
exactly being 
at the low end 
of the totem 
pole.”

However, it is likely 
that before laid-off Yahoo 
employees start updat-
ing and distr ibut ing 
their résumés, they will 
be following the lead of 
Kuder, who Twittered at 
9:15 p.m. Feb. 12: “Cel-
ebrating unemployment 
with a giant margarita at 
Chevy’s.” 

—Deb Perelman

Never can say 
goodbye

Users seeking a divorce 
from Facebook are PA
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weight (2.5” SATA-II SSD) 

endurance (MTBF*)

shock resistance

read speed

write speed

active power consumption

operating temperature

73g 

> 2 million hours

1500G / 0.5ms

100MB / s

80MB / s

1W

-25C - 85C

*Mean Time Between Failures

© 2008 Samsung. All rights reserved.
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Upfront

purely opt-in. 
“ [Other s i tes ]  don’t 

resort to ‘stopping us at 
the door’ when we want 
to leave, and that’s where 
our problem with Face-
book comes in,” Mansour 
said. “They make it very 
clear that they are granted 
full, unalienable rights 
to everything you put on 

erences,” Mansour said.
—Clint Boulton

Microsoft 
makeover

By  n o w,  i t  w o u l d 
b e  h a r d  t o  h a v e 

missed the “I’m a Mac, 
I’m a PC” commercials. 

The commercials feature 
a young, hip-looking, casu-
ally dressed guy meant 
to characterize the Mac 
persona and a formalistic, 
stuffy, work-obsessed guy 
representing PC users. 

They certainly didn’t fall 
under the radar of Micro-
soft employees. 

“Those ads tapped into 
an old stereotype. There 
used to be a stereotypi-
cal Microsoftie, but those 
stereotypes are hard to 
maintain when you have 
70,000 employees,” Ariel 
Stallings, a Microsoft 
employee and the blogger 
behind Microspotting.
com, told eWeek.

With the tagline “Like 
the paparazzi, but for 
geeks,” Microspotting.com 
represents a new wave in 
corporate workplace com-
munications—using Web 
2.0 technologies to intro-
duce employees to one 
another and to the world 
beyond the corporate cam-
pus.

Sponsored by Micro-
soft, written by a Microsoft 
employee and focusing 
on Microsoft employees 
themselves, the blog fea-
tures photos and short 
interviews with people on 

[CONTINUED ON PAGE 10]

Web site that details a 
protracted back-and-
forth process  with a 
customer service person. 
Ultimately, Mansour was 
told he had to delete 
each of his minifeeds, 
wall posts, incoming and 
outgoing messages, and 
other bits of profile infor-
mation.

What Mansour 
learned was this: 
You can remove 
yourself from Face-
book, but only after 
you go into your 
account and manu-
al ly  delete  each 
detail—an incon-
venient process for 
a site dedicated to 
making it easier to 
find people.

Why is it so hard 
to remove oneself 
from Facebook? Why 
isn’t there a simple 
button that allows 
users to “nuke” their 
profiles from the site?

Social networks use 
personal data to target 
consumers with digital 
advertisements that play 
off their online behav-
iors ,  a  lucra t ive  but 
challenging ad niche 
that Google, Yahoo and 
Microsoft are struggling 
to figure out. 

Facebook’s ad system, 
Beacon, ran into trouble 
earlier this year as an opt-
out service that informed 
users’ friends about their 
online activities. Chas-
tened by complaints and 
privacy watchdogs, the 
company made Beacon 

UPFRONT FROM PAGE 6

Facebook, and that once 
it’s on their servers, they 
own the rights to it for-
ever.”

Mansour’s blog post 
inspired Facebook user 
Magnus Walling to set 
up a Facebook group site, 
“How to permanently 
delete  your Facebook 
account,” with instruc-
tions on what to do to 
get oneself removed. The 
site has more than 6,700 
members.

With all the hullaba-
loo, Facebook said it is 
changing its approach to 
de activation and deletion.

“We are working to bet-

ter explain the simple 
deactivation process and 
to ease the deletion pro-
cess for those who want 
their personal informa-
tion removed from our 
servers,” said a Face-
book spokesperson, who 
would not provide more 
detail.

In the meantime, Face-
book may shoulder the 
brunt of more privacy 

complaints. Electronic 
Frontier Foundation 
Staff Technologist 
Peter Eckersley said 
the people who are 
complaining are not 
willing to live in a 
world where they 
can be “databased 
with impunity. 
The more Face-
book refuses to 

delete accounts, 
the more people will 
want them deleted.”

Eventually, Man-
sour said, the story 
could have bigger 

implications. While 
Facebook may not be 
doing anything untow-
ard with the user data, 
it’s still on the Internet, 
where a hacker can grab 
the data and do with it as 
he or she wishes. 

“While this applies 
to  every other social 
network, of course, it’s 
again that Facebook has 
collected such specific 
personal data about each 
user that makes this a 
much scarier proposition 
than, say, someone hack-
ing into MySpace and 
stealing all of someone’s 
photos and musical pref-
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Here are 10 key points to maintain peak 
performance across any network:

1. The hard-disk is the slowest part of 
any system. Say you are operating a 2.5 

GHz processor. That’s 
2.5 billion operations 
every second. A large 
number of hard disks 
only spin at 7200 
rotations per minute, 
or 120 cycles per 
second, or 120 Hz. 

This means your CPU is more than 20 
million times faster than the hard disk. The 
hard disk still has mechanical components. 
Think Terminator 2®, when a mechanized 
Schwarzenegger is outclassed by the faster, 
smarter T-1000. When the slowest part of 
your computer is making unnecessary reads, 
the entire system is dragged down. 

2. Fragmentation has severe effects.
It’s more than sluggish and crawling 
computer speeds; fragmentation leads to 
crashes, hangs, data errors, file corrup-
tion and boot-time failures. Files that 
suffer fragmentation are more difficult and 
take longer to back up. When systems are 
thoroughly defragmented, they run faster 
and more reliably—period.

3. Real-time defragmentation is 
necessary. Many companies rely on 24/7, 

mission-critical serv-
ers. Taking these 
systems offline for 
maintenance is not 
an option. But, hav-
ing a server with 
I/O bottlenecks is also 
not an option. Only 

real-time, invisible defragmentation fixes 
this catch-22 situation.

4. Give your systems faster-than-new 
speeds. NTFS best-fit attempts for file 
placement on hard drives are limited. 
Diskeeper® 2008 comes with a new 
technology called I-FAAST™ (Intelligent File 
Access Acceleration Sequencing Technol-
ogy)1 that re-sequences your files. So, 
in addition to consolidating free space, 
defragmenting with Diskeeper boosts 
access to your most frequently used files 

by as much as 80%. I-FAAST gives systems 
faster-than-new speeds.

5. Servers are especially susceptible. While 
disk striping improves physical I/O capacity 
and performance, RAID and SAN systems 
simply do not fix fragmentation where it be-
gins—at the file system. Enormous volumes 
with heavy read/write activity lead to astro-
nomical fragmentation rates, making RAID 

and SAN work harder 
than they should. The 
efficiency of RAID and 
SAN may lessen some 
of the physical effects 
of fragmentation, but 
fragmentation is never 
eliminated. You’ll need 

to buy more and more equipment to 
compensate. Sooner or later, the tortoise 
catches the hare, and your system suffers 
I/O bottlenecks and slow server speeds. 

6. Operate without interrupting 
productivity. The new InvisiTasking™

technology makes software transparent. 
Diskeeper 2008 with InvisiTasking will 
work invisibly in the background; only 
using untapped resources. Systems are con-
tinually improved without any management 
or impact on a system’s usability. 

7. Defragment despite minimal free space.
The purpose of defragmentation is to restore 
lost speed and performance. A defrag engine 
must be able to operate in limited free space 
because drives with extremely limited free 
space are the ones in need of the most 
help. Diskeeper 2008 handles millions of 
fragments and can function with as little as 
1% free space.

8. Stop fragmentation before it happens.
Diskeeper 2008 comes with Frag Shield™ 2.0, 
a technology that automatically defends 
against fragmentation of critical system files. 
Frag Shield 2.0 prevents crash-inducing frag-
mentation. It’s like Superman® saving the day
—two days before there’s a problem.

9. Auto-defrag breathes life into 
systems. It keeps systems at optimum 
speeds and eliminates fragmentation-
related performance issues. Thoroughly 
defragging systems adds 2–3 years onto the 
hardware’s useful life.2

10. Analyze your network’s performance.
Poor performance on a remote system can 
easily be mistaken for a slow network. 

Get Disk Performance Analyzer for 
Networks™. This free utility scans 
networked systems for fragmentation. 
See for yourself how fragmentation is 
affecting your systems. This groundbreak-
ing program will provide comprehensive 
reports on how system speeds will 
improve with thorough defragmentation. 
Visit www.diskeeper.com/we2 and get this 
free, must-have utility.

Diskeeper 2008 is the only fully-
automated defragmentation program. It 
operates invisibly in the background and it 
dynamically adapts defragmentation strate-
gies to fit the needs of individual volumes. 
With new defrag engines, Diskeeper 2008 
restores performance on volumes with as little 
as 1% free space. Get rid of slows, bottlenecks, 
and fragmentation-induced crashes. Visit 
www.diskeeper.com/we

Available on Pro Premier, Server and EnterpriseServer editions.
2 See white paper at www.diskeeper.com/wepaper

How to Protect and Improve 
System Performance
The Top 10 Points to Know about fragmentation

When systems are thoroughly defragmented, they 
run faster and more reliably—period.

IT professionals are heroes of the workplace. Whether with cunning wit or a Phillip’s head screwdriver, 
they solve most any computer emergency. However, keeping a computer running at top speed is usually 

preventative maintenance instead of last-minute, adrenaline-surging, virus-vaccinating heroics. 

Try it FREE for 45 days!
Download a free trial at

www.diskeeper.com/we
(Note: Special 45-day trialware is 
only available at the above link)

Volume licensing and Government/Education discounts are 
available by calling 800-829-6468, extension 4415.

SPECIAL OFFER

http://www.diskeeper.com/we
http://www.diskeeper.com/wepaper
http://www.diskeeper.com/we
http://www.diskeeper.com
http://www.diskeeper.com/we2
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Upfront

(See the slide show at www.
eweek.com/c/a/Windows/
The-25-Most-Influential-
People -a t -Microsoft . )

During the list’s com-
pilation, several influenc-
ers were removed because 
they had either left or 
announced plans to leave 
Microsoft. Now, another 
one is out: Peter Knook, 
senior vice president of 
Microsoft’s Mobile Com-
munications Business 
group.

Other top influencers on 
the outs: Michael Sievert, 
corporate vice president of 
Windows marketing (No. 
24), and Steve Berkowitz, 
senior vice president with 
the Online Services Group 
(No. 21). 

Indeed, it seems like 
Microsoft is bleeding 
executives right now. 

I’ve watched Microsoft 
closely for more than a 
decade, and I have never 
seen so  many execu-
tives on the outs at the 
same time. Several fac-
tors—including timing, 
ac countability and transi-
tion (such as Bill Gates’ 
retirement in June)—can 
be seen as reasons under-
lying the executive shuf-
fling.

And more shuffling 
came on Feb. 14, when 
14 Microsoft executives 
were promoted to new 
positions in a reorgani-
zation aimed at focusing 
the company’s leadership 
on Microsoft’s  expanding 
portfolio of products and 
technologies.

The watch continues.
—Joe Wilcox

the software marker’s 
sprawling Redmond, 
Wash., campus. 

Stallings likened her 
role to being a roving 
reporter. 

For months, she said, 
she “stalked” the gold-
helmet-wearing, Seg-
way-  r iding Microsoft 
employee everyone 
saw but few had 
the nerve to talk 
to. 

“ He’ s  v e r y 
v i s i b l e  t o 
e m p l o y e e s , 
but he’s mys-
terious. Who is 
he? Why does 
he  wear  tha t 
h e l m e t ?  H e 
even gets on the 
elevator on his 
Segway. North-
westerners are 
really polite, 
so they’re not 
going to ask the 
guy with the sparkly gold 
helmet what his deal is,” 
said Stallings. 

“When I featured him 
on the blog, it was the 
story that’s gotten the 
most talk internally. ‘Oh, 
it’s that guy,’ people would 
say.” 

In the interview, read-
ers learn that not only is 
“The Golden Helmet” a 
perfectly normal guy (who 
got the sparkly helmet 
because he wanted some-
thing drivers could see in 
the dark), but he’s also the 
guy who created the yellow 
highlighting that shows up 
if you use Outlook’s search 
function. 

UPFRONT FROM PAGE 8 A petticoat- and top-
hat-wearing Goth was 
another Microspotted 
employee, also not the 
image presented by “PC 
guy.” 

From the interview, 
readers learn that not only 
does this technical editor 
on the Dev Div team write 
an online advice and eti-

quette column for Goths, 
but that she often finds 
herself doing the same 
for Microsoft employees 
who have questions about 
her subculture. 

“Every team I’ve been 
on, I’ll get someone who 
wanders into my office 
and says, ‘So, my kid’s 
getting into this wearing 
all black kinda thing, lis-
tening to weird music … 
can I bring them in to talk 
to you?’ And I’m always 
like, ‘Sure! I’m happy to 
explain that you can still 
be a freak and a gain-
fully employed grown-
up,’” Jillian Venters told 
Microspotting. 

However, one of the 
most telling facts about 
the shifting culture at the 
software maker is not that 
Stallings—who openly 
admits she never thought 
she’d end up at the “so-
called Evil Empire”—
works there. Nor for that 
matter is it any of the 
other employees featured; 

it’s the blog itself. 
Microspot t ing 
is  run not on 
M i c r o s o f t ’ s 
S p a c e s  b l o g 
p la t form but 
on WordPress, 
a n  i n d e p e n -
dent platform. 
The photos are 
hosted on Flickr, 
a photo service 
owned by com-
petitor Yahoo, 
and the videos 
are hosted on 
YouTube, which 
i s  o w n e d  b y 

Google.
“When I asked about 

using these back-end sys-
tems, I was basically told 
that the era of Microsoft 
people being allowed to 
use only Microsoft prod-
ucts is over,” said Stall-
ings.

That’s a change in and 
of itself. 

—Deb Perelman

Influence is 
fleeting

My  e W e e k  s l i d e 
show, the “Top 25 

Most Influential People at 
Microsoft,” is turning into 
an executive death watch. 
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What do ambitious
Web engineers do

with too much time
on their hands?

What do ambitious
Web engineers do

with too much time
on their hands?



They develop the world’s best fr
GMX – Global Mail X-change.

Why our engineers believe GMX is the world’s best webmail service:

GMX Internet Services Inc. is a subsidiary of United Internet, a listed company with a market 

capitalization of 5 bn US $ and over 3,500 employees. GMX has over 10,000,000 enthusiastic 

users and thousands more are joining every day. 

Already over 10,000,000 satisfied users and counting!

Huge selection of available names with gmx.us or gmx.com!

Unprecedented spam protection. Up to 98 % hit rate.

Maximum virus protection guaranteed!

Bundle your existing e-mail accounts & addresses into one!

• Mail addresses to match your needs: 
Select your favorite name from a huge 
selection of available addresses ending 
in gmx.us or gmx.com!

• You can even continue using your 
existing e-mail addresses with the GMX 
Mail Collector (e. g. Google, Yahoo!, 
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• Professional tools for maximum 
protection from viruses

• 7-fold anti-spam measures 
for up to 98 % fewer unwanted 
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servers hosted in the USA

• Over 99 % guaranteed availability
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• Up to 50 MB attachments per mail

• POP3 & IMAP supported
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By Renee Boucher Ferguson

Some salesforce.
com customers and 
users of Research In 

Motion’s popular Black-
Berry handheld device 
found themselves in the 
frustrating situation of 
having no service for sev-
eral hours Feb. 11, thanks 
to separate outages.

But while the problems 
generated anger and head-
lines, Charlie Wood, devel-
oper of Spanning Sync, 
a service that synchro-
nizes Google’s Calendar 
and Apple’s iCal, said that 
in this new on-demand 
world, people should get 
used to it.

“It’s the new normal,” 
Wood said. “I think what 
people are going to have 
to realize is it’s the nature 
of the Web, the nature of 
the Internet. Delivery of 
information is not guar-
anteed. [Data] is very likely 
to get there, but it’s not 
guaranteed. If you go to 
a Web page [and it’s not 
available], you hit refresh 
and it reloads. People will 
have to get used to that 
with online applications. 
There [have] to be some 
shifts in expectations.”

The Salesforce.com out-
age came after the company 
migrated a subset of its over-
all user base to its Spring 
’08 release, officials said. In 
the process, Salesforce.com 
experienced an outage to 
its NA5 server that lasted, 

Outages hit 
online apps

Problems with Salesforce.com, RIM 
illustrate pitfalls of on-demand services

intermittently, for about 7 
hours and affected a small 
set of customers. 

BlackBerry users expe-
rienced an outage lasting 
for several hours when they 
tried to reach e-mail and cal-
endar services. RIM officials 
blamed a recent upgrade 
to an internal data routing 
system as the culprit for the 
3-hour outage, adding that 
it was only a preliminary 
determination.

The bottom line is that 
on-demand services, like 
the phone system, are sub-
ject to some unexpected 
downtime. Wood and oth-
ers say users of on-demand 
services should anticipate 
occasional small outages.

“Most people would be 
surprised how often Google 
Apps are not available,” 
Wood said. “It’s not these 
major outages like Sales-
force.com or BlackBerry; 
it’s microusers—a small 
subset of users that would 
be affected for 15 minutes. 
It’s very distributed.” 

Wood said Google is 
aware of the issue and 
working to make Google 
applications more avail-
able.  A Google Gears 
developer advocate did not 
return calls from eWeek.

Most SAAS (software as 
a service) providers aim 
for what’s referred to as 

the “five nines,” or 99.999 
percent uptime. In 2005, 
Salesforce.com spent $50 
million to build new data 
centers to get as close to 
100 percent uptime as pos-
sible by replicating cus-
tomer information in real 
time. However, even that 
was not without issues. 
Salesforce.com custom-
ers experienced a string of 
hours-long outages in 2006 

that CEO Marc Benioff 
said were a result of the 
data center upgrades.

The bottom line for Wood 
is not that the APIs don’t 
work sometimes but that 
the outages are small and 
usually workable. He said 
users need to have a backup 
plan when their data is sit-
ting in the cloud.

“Using traditional on-
premises applications is like 

owning a car, whereas on 
demand is like taking a taxi,” 
Wood said. “With a taxi, you 
pay for the ride, but you don’t 
pay for things like insurance 
and maintenance. But you 
can’t always be sure you’re 
going to find a ride. But if 
you have a phone, you can 
make other arrangements.” 

Beagle Research Group 
analyst Denis Pombriant 
said “expectation” is the 
key word when talking 
about uptime.

“The expectation that 
everybody has going for-

ward is that the on-demand 
technology world will be as 
reliable as the phone sys-
tem,” Pombriant said. “The 
phone system overall doesn’t 
usually go down. It may 
have an outage in a small 
area—a line that’s down 
somewhere—but the phone 
system doesn’t go down.” ´

Senior Writer Roy Mark 
contributed to this report.

On the outs
In an on-demand world, occasional service outages shouldn’t come 
as a surprise. The most recent examples from Feb. 11 include:

Source: eWEEK reporting, Reuters

� Salesforce.com A migration of users to a new software release 
results in a key server being out of commission for about 7 hours; 
data center upgrades also caused several outages in 2006

� RIM An upgrade to an internal data routing system causes a
3-hour service outage of its BlackBerry handheld device
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By Clint Boulton

The frantic excite-
m e n t  t h a t  s u r-
rounded Microsoft’s 

$44.6 billion bid for Yahoo 
has two weeks later given way 
to a slower tempo as the two 
companies settle in for what 
could be a long negotiation.

Similar to other situ-
ations, such as Oracle’s 
eventual successful bid 
to acquire BEA Software, 
Microsoft and Yahoo have 
pulled back publicly from 
the proposed deal. However, 
industry observers say that, 
in the end, it will be difficult 
for Yahoo to find another 
buyer or partner that could 
offer the kind of money that 
Microsoft is offering, or a 
way of going forward on its 
own that would give similar 
value to shareholders.

Having two weeks to 
dissect the deal, many 
believe not only that the 
deal will happen, but that 
it is good for Microsoft. 
Bear Stearns analyst Rob-
ert Peck said in a Feb. 13 
note that mobile Internet 
service and the advertis-
ing associated with it is an 
area that Microsoft finds 
attractive about Yahoo, as 
it looks to acquire the com-
pany and compete more 
effectively with Google. 

“We bel ieve Micro-
soft sees Yahoo’s mobile 
advancement coupled with 
the future direction of Web 
growth as an undervalued 

Yahoo moves forward
Company pushes its road map while Microsoft continues to pursue a deal

gem in the Yahoo portfo-
lio,” Peck wrote. “If Yahoo 
can capture up to 5 percent 
of the mobile advertising 
market over the next few 
years, we believe it can 
generate up to $1 billion 
in additional revenues.”

Yahoo’s Board of Directors 
Feb. 11 predictably rejected 
Microsoft’s offer, saying it 
undervalued the company.

After meeting with 
Yahoo’s  management 
team, and financial and 
legal advisers by phone 
Feb. 8, Yahoo’s board said 
Microsoft’s proposal doesn’t 
properly weigh Yahoo’s 
brand, worldwide audience, 

investments in advertising 
platforms, future growth 
prospects, free cash flow, 
earnings potential and 
investments such as Yahoo 
Japan and Alibaba. 

In a statement released 
later that day, Microsoft 
called Yahoo’s rejection 
“unfortunate” and suggested 
it will press to get the deal 
done. “It is unfortunate that 
Yahoo has not embraced 
our full and fair proposal to 
combine our companies,” 
Microsoft said in the state-
ment. “Based on conversa-
tions with stakeholders of 
both companies, we are con-
fident that moving forward 

promptly to consummate 
a transaction is in the best 
interests of all parties.” 

Microsoft said the com-
bination of the two rivals 
would enable it to better 
compete with Google in 
the market for Internet ser-
vices, where Google lurks 
as the top earner for search 
and ad dollars generated 
from such services. 

The software vendor 
isn’t budging, suggesting 
that it will fight to acquire 
the company. “Microsoft 
reserves the right to pursue 
all necessary steps to ensure 
that Yahoo’s shareholders 
are provided with the oppor-
tunity to realize the value 
inherent in our proposal,” 
the company said. 

With that in mind, IDC 
analyst Karsten Weide told 
eWeek that Microsoft’s 
next step is to offer a 
sweeter bid, but the com-
pany is unlikely to offer 
the $40 per share many 
believe Yahoo is seeking. 

Microsoft also will seek 
out the largest Yahoo share-
holders to convince them 
of the deal’s value and 
ask them to press Yahoo’s 
board to accept. 

Not all of Yahoo’s inves-
tors will need convincing. 
Bill Miller, portfolio man-
ager for Yahoo’s second-
largest shareholder, Legg 
Mason, said it will be dif-
ficult for Yahoo to find 

[CONTINUED ON PAGE 16]

Back and forth
With a deal yet to be announced, the Microsoft-Yahoo dance 
 continues, with steps that include:

Source: eWEEK reporting, Reuters

� Yahoo rejecting Microsoft’s offer, saying it under-
values the company
� Microsoft vowing to continue pursuing Yahoo

� Yahoo pushing ahead with plans, including buying 
online video platform maker Maven, cutting a search 
deal with T-Mobile and creating a mobile communi-
cations service that includes social networking
� Yahoo reportedly moving forward with cutting 
about 1,000 jobs

� Some Yahoo investors saying that while the 
Microsoft deal makes sense, they want to see 
Microsoft up the ante

� Yahoo reportedly talking with News Corp. to 
combine their Web properties

Feb. 13

Feb. 12-13

Feb. 12

Feb. 11
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ways to deliver more value 
than Microsoft would be 
willing to pay. 

“We think this deal is 
a strategic imperative for 
MSFT, and that YHOO is 
in a tough spot if it wishes 
to remain independent,” 
Miller wrote in a Feb. 10 
note to shareholders of Legg 
Mason’s Value Trust Fund. 

Miller also said what 
every shareholder wants to 
hear: that Legg Mason val-
ues Yahoo in the $40-per-
share range and Microsoft 
must enhance its offer if it 
wants to complete a deal. 

Such a statement from 
a corporate investor with 
more than 80 million shares 
puts pressure on Yahoo and 
Microsoft. As Miller said, 
Microsoft will most likely 
have to up the ante to stay 
at the table, but for the most 
part, it can sit and wait while 
Yahoo sweats.

Other investors have 
been mum on the deal. 
Capital Research and Man-
agement, Yahoo’s largest 
investor with more than 
11 percent of the company, 
declined to comment, as did 
smaller investors Vanguard 
and Goldman Sachs. 

Internet pundit Henry 
Blodget panned Microsoft’s 
proposed acquisition. At a 
meeting of the New York 
Software Industry Asso-
ciation Feb. 11, Blodget 
said that if the deal goes 
through, “it’s going to be 
a disaster.”

Blodget, CEO, co-founder 
and editor in chief of Silicon 
Alley Insider, a news site 
focused on the New York 
digital business community, 
said Microsoft CEO Steve 

Ballmer “is not used to los-
ing. They’re doing something 
that’s conceptually smart, but 
that’s not going to work.”

Despite all this, Yahoo is 
not acting like a company 
facing a hostile takeover bid. 
According to CEO Jerry Yang, 
the company is pushing 
ahead with plans that include 
product enhancements and 

acquisitions of its own.
At the same time, Yahoo 

officials reportedly have met 
with Rupert Mudoch’s News 
Corp. to discuss combining 
MySpace and other News 
Corp. online properties with 
Yahoo. News Corp. would 
get a 20 percent or greater 
stake in Yahoo in the deal, 
which is designed to fend 
of Microsoft’s bid. While a 
deal with News Corp. has 
been bandied about for 
more than a year, there have 
been disagreements over 
the value of MySpace. 

Meanwhile, Yang reaf-
firmed the company’s 
turnaround plan in an 
e-mail sent Feb. 11 to 
Yahoo employees. 

“We are putting in place 
the pieces we need to accel-
erate growth by becoming 
a leading starting point for 

users and the must buy for 
advertisers,” Yang wrote. 
“The global online adver-
tising market is projected 
to grow from $45 billion in 
2007 to $75 billion in 2010, 
and our more focused strat-
egies position us to capture 
an even larger share of this 
market.”

Yang highlighted Yahoo’s 
brand, substantial operat-
ing cash flow and comput-
ing investments as reasons 
employees should have faith 
in a turnaround. Yang also 
said he expects to grow cash 
flow in the double digits in 
2009, providing “the finan-
cial flexibility to execute our 
plans.” Finally, investments 
in Yahoo’s computing infra-
structure could help the 
company scale better and 
boost algorithmic search as 
much as tenfold.

A day after rejecting 
Microsoft’s offer, Yahoo 
made a series of moves to 
fortify its Internet services, 
including buying online 
video platform maker 
Maven Networks for $160 
million, making a search 
deal with T-Mobile and cre-
ating a mobile communica-
tions service that bundles 
social networking. 

In buying Maven, Yahoo 
will be able to offer its pub-
lishing partners such as 
eBay, Comcast, a news-
paper consortium and 
Forbes.com a media player 
through which to distrib-
ute premium online video 
content. Maven also makes 
an advertising insertion 
engine, inventory manage-
ment and reporting tools, 
and advanced ad formats 
to help publishers boost ad 
inventory. Yahoo will offer 

the media player and ad 
engine to its publishers. 

For advertisers, adding 
Maven’s platform to Yahoo’s 
search and display offering 
could create more inven-
tory and more diverse ad 
choices. Forrester Research 
estimates that United States 
online video advertising will 
grow to more than $4 billion 
in 2011.

The deal is a significant 
play to boost Yahoo’s video 
ad plans, which along with 
mobile and social network-
ing ads are expected to bring 
significant rewards for 
Google, Yahoo and Micro-
soft in 2008 and beyond.

On the present mobile 
search and advertising front, 
T-Mobile has picked Yahoo’s 
OneSearch to replace 
Google’s mobile search soft-
ware as the exclusive mobile 
search service for T-Mobile 
customers in Europe start-
ing at the end of March. 
OneSearch, which Yahoo 
said has more than 600 mil-
lion subscribers, will help 
consumers access Web sites, 
news, financial information, 
weather information, photos 
and Web images.

The deal, announced at 
Mobile World Congress in 
Barcelona, Spain, is a coup 
for Yahoo, which leads the 
market in display ads but is 
fighting it out with Google 
and Microsoft in mobile 
search. It came the same 
day that Nokia announced 
it was expanding its rela-
tionship with Google, inte-
grating Google’s search 
engine with its own search 
application. ´

Senior Editor Darryl K. Taft 
contributed to this article.

MICROSOFT FROM PAGE 15

Yahoo’s Yang: Plans are in 
place to grow the company. 
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By Peter Galli

Microsoft is preparing 
for the largest enterprise 
launch in its history and 

is turning to its partners for help.
Company officials hope the Feb. 

27 launch of Windows Server 2008, 
Visual Studio 2008 and SQL Server 
2008 will kick off a wave of demand 
for the new products and are aggres-
sively enlisting help. 

So important is partner readiness 
that Allison Watson, corporate vice 
president of Microsoft’s Worldwide 
Partner Group, headed off on a 45-
day global tour to review all part-
ner businesses. She returned to the 
United States Feb. 12.

“We feel more on top of this launch 
than for any other launch in our his-
tory,” Watson said. “This is the biggest 
launch for the IT professional and 
the core IT community, and it has the 
potential to reinvigorate and offer new 
options for both partners 
and customers.”

Microsoft has launched 
an aggressive training 
program, with more than 
150,000 people already hav-
ing been trained since the 
beginning of Microsoft’s 
fiscal year and another 
150,000 to be trained over 
the next few months, Watson said.

However, NPD Group analyst 
Chris Swenson said that while those 
numbers are a good start, given the 
massive installed base of Windows 
Server, Visual Studio and SQL Server, 
Microsoft “clearly needs to train more 
partners to handle the sheer volume 
of upgrade projects over the next one 
to three years as customers migrate to 
the new versions.”

Watson acknowledged that achiev-

Microsoft preps partners
Company aggressively getting third parties ready for Feb. 27 enterprise launch

ing launch readiness was complicated 
by the fact there were three products 
that all required ISVs and service 
partner readiness but 
said she is confident of 
Microsoft’s prepared-
ness.

“We will have more 
than 1,200 shipping 
ISV  app l i ca t i ons 
for Visual Studio at 
launch, more than 
1,000 applications for 
SQL Server and 1,200 
shipping applications 
for the core Windows 
Server,” she said. 

“In addition, our 
partner training has 
explicitly touched all of our core infra-
structure, networking infrastructure, 
partner infrastructure, security and 
systems management.”

Figures from market research com-

panies IDC and Gartner show there is 
a $120 billion partner revenue opportu-
nity in the United States over the next 
18 months, targeting some 3.5 million 
new server installations, Watson said.

The research also indicated that 
for every dollar of Microsoft software 
sold, there is an attach rate of $18 
for partners, which is higher than 
for previous launches.

In the large and growing business 
intelligence market, the outlook is 

also good, she said. Between Perfor-
mance Point Server, which Microsoft 
launched in 2007, SQL Server and Win-

dows Server, “You are 
unlocking something 
significant and which 
may not have been as 
evident before,” Wat-
son said.

S w e n s o n  s a i d 
Microsoft is doing a 
better job of achiev-
ing partner readi-
ness  than  i t  has 
done in the past.

“Although I think 
Microsoft’s partner 
programs have always 
been good, over the past 

couple of years they’ve really focused like 
a laser beam on how to make their part-
ners more successful, how to improve 
their training and how to get them up 
to speed,” he said.

An example of this is Empower 
for ISVs, essentially a licensing pro-
gram that enables small ISVs to try out 
Microsoft software such as Windows 
Server and Visual Studio for two years, 
easing them into a regular Microsoft 
licensing program on completion, 
Swenson said. 

“The program has been enormously 
successful,” he said. “Clearly, Microsoft 
is listening to the concerns of its part-
ners and working with them to create 
more effective programs.” ´

‘We will have more than 
1,200 shipping ISV 

applications for Visual 
Studio at launch.’

—ALLISON WATSON

Watson says Microsoft is ready 
for the massive product launch. 

Microsoft shakes up its executive 
ranks, promoting 14 and announc-
ing the departure of several others. 
See the story on eweek.com at 
www.eweek.com/c/a/Enterprise-
Apps/Lucky-14-Executives-Win-
Promotions-in-Microsoft-Shuffle/
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By Darryl K. Taft IN NEW YORK

With mashups
gaining accep-
tance in the en -

terprise, a debate is emerg-
ing between the need to 
enable innovation through 
mashups and the need to 
govern the results of these 
new services. 

Some in the industry 
are saying that since many 
application mashups are 
done outside the purview 
of a company’s IT depart-
ment, the need to find 
ways to gain control over 
them is building.

However, others argue 
that governance should take 
a back seat to innovation.

“There’s not a lot out 
there to be governed,” said 
René Bonvanie, senior vice 
president of marketing at 
Serena Software. “I think 
innovation is what’s more 
at stake here than gover-
nance. The thing is, How 
can we get enough people 
to do mashups and make 
them more innovative? … 
We’ve overestimated the 
need for governance and 
underestimated the need 
for innovation.”

Bonvanie was one of sev-
eral panelists debating the 
issue at the Web Services/
SOA on Wall Street confer-
ence here Feb. 11.

A mashup is a Web 
application that combines 
data or services from more 
than one source into a sin-
gle integrated application. 

Mashups 
spawn debate

Opposing views over innovation, 
governance of the technology emerge

Jonathan Marsh, director 
of mashup technologies at 
WSO2, a Web services and 
SOA (service-oriented archi-
tecture) infrastructure pro-
vider, said WSO2 is focused 
on Web development and 
making Web applications 
more quickly. WSO2 uses 
open-source and Web 2.0 
technology as the core of its 
solution set.

“Soon mashups will be 
built into the infrastruc-

ture,” Marsh said.
Miko Matsumura, vice 

president and deputy chief 
technology officer at Software 
AG, said governance will con-
tinue to grow in importance. 
“The goal of governance is 
you don’t have to trust the 
people who are mashing 
up things like crazy,” Mat-
sumura said. “You just con-
strain them in a way that 
benefits the enterprise.”

Kelly Emo, SOA prod-
uct marketing director at 
Hewlett-Packard, said the 
use of the word “gover-
nance” tends to carry the 
notion of lockdown and 
control. “We don’t mean it 
that way,” Emo said. “The 
idea of implicit governance 
is to let IT get ahead of the 
curve and plan. Then you 
can understand how much 
consumption you can sup-
port. You get ahead of it.”

In this way, IT depart-
ments can ensure that 
services are “mashable” 
and consumable. “It’s 
like being on the road 
driving—you’re not even 
aware that you’re being 
governed,” Emo said.

Both HP and Software 
AG sell SOA governance 
solutions. Serena sells a 
mashup tool to help less 
technical users in an enter-

prise create mashups. 
HP’s Emo said IT needs 

to ensure that services are 
mashable and consumable 
“because you don’t actually 
know where that innovation 
is going to come from.”

Cameron Purdy, vice 
president of development 
of Fusion Middleware 
at Oracle, said mashups 
could succeed in ways that 
SOA-inspired frameworks 
have not, at least initially.

“SOA did not take off the 
way people in the ivory tow-
ers thought it would,” Purdy 
said. “I think Web services 
have become the focal point 
for so many technologies. 
We’re starting to see [that] 
screen-scraper tools are 
starting to produce Web 
services APIs.”

Purdy also said he has 
seen more SOA imple-
mentations in the finan-
cial services industry than 
in most others, “but we’ve 
probably seen fewer mash-
ups coming out of finan-
cial services.”

He said this could be the 
case because of the risk of 
aggregating public informa-
tion with financial services.

Purdy said the industry 
will see tools traditionally 
used in financial services—
such as Excel—used as 
springboards for mashups.

Marsh said he expects 
that there will be much 
more use of community-
based technologies enter-
ing the enterprise. ´

Mashups
Here are some things you should know about 
these application conglomerations:

� They’re applications built from multiple pieces 
of data or other applications

� They’re all about the Web, driven by such 
technologies as Web APIs, RSS content, wikis and 
social networking environments

� Some mashup platforms include IBM’s 
QEDWiki, Microsoft’s Popfly and Xignite’s Splice

� Gartner expects 30 percent of businesses to 
use mashups this year
 Source: eWEEK reporting
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By Jason Brooks 

Microsoft’s windows 
Vista Service Pack 1 has 
hit the RTM milestone, 

so if you’ve been waiting 
for SP1 to begin your orga-
nization’s move to Vista, 
now is the time to start 
turning over your upgrade 
engines.

If, on the other hand, the 
conventional wisdom sur-
rounding the SP1 marker 
isn’t enough to get your 
Vista testing efforts in gear, 
Microsoft’s planned June 
30 halt to sales of shrink-
wrapped or OEM copies of 
Windows XP means that if 
your company is going to 
get ahead of Vista, it’s now 
or never.

On the whole, Vista SP1, 
which becomes generally 
available in mid-March, is 
a fairly staid update with 
very little in the way of 
new features or cosmetic 
changes. SP1 consists of a 
roll-up of Vista’s first year 
of security and bug fixes, 
new support for a hand-
ful of emerging hardware 
and software standards, 
and an update to Vista’s 
kernel and core systems 
that brings the operating 
system in line with Win-
dows Server 2008, which 
was also recently released 
to manufacturing. 

In addition, SP1 features 
a handful of performance improve-
ments in file copy operations, which 
I was able to confirm during my tests 
in our lab.

Vista SP1: Start your engines
Microsoft update offers a roll-up of fixes and performance enhancements

While the faster file copy opera-
tions are welcome, they’re not going 
to radically change your Vista user 
experience. What’s more, while 

Vista SP1 addresses some of the 
performance shortcomings in Vis-
ta’s initial RTM release, the new 
operating system will still be a bit 

slower than Windows XP on the 
same hardware. 

Whether Vista is ready for use at 
your organization will depend most 

heavily on whether your 
hardware and software 
providers have embraced 
Vista. 

For most new hard-
ware and software prod-
ucts, it’s safe to assume 
Vista support. However, 
among products first 
sold before Vista hit the 
shelves just over a year 
ago, the status of Vista 
support depends largely 
on how willing these ven-
dors have been to extend 
the life of already-sold 
products at the potential 
cost of new sales.

In any case, while XP 
still has life left in it (SP3 
for XP should be ship-
ping fairly soon), the fact 
that Microsoft will soon 
be turning off the tap for 
certain XP license sources 
means that if your com-
pany intends to continue 
running Windows, you’re 
going to have to deal with 
Vista. I recommend that 
sites that have yet to kick 
off their Vista tests make 
plans to do so soon.

SP1 to the test
i tested vista sp1 on a 
pair of identical Lenovo 
ThinkPad T60 notebook 

computers, each equipped with 1GB 
of RAM, a 2GHz Intel T2500 pro-
cessor and a 93GB hard drive split 
i n t o  6 8 G B [CONTINUED ON PAGE 24]

One of SP1’s few feature extensions is the new option for 
selecting which disks to defragment.

The stand-alone service pack installer I tested weighed in at 
434MB and required about 45 minutes to update my ThinkPad 
test system to SP1.
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NTFS (NT File System) and 25GB 
FAT32 partitions. On one notebook, 
I installed the original RTM copy 
of Vista and applied all available 
updates (save for SP1). On the sec-
ond system, I installed Vista from 
an installation disk with SP1 slip-
streamed in.

To test the file copy performance 
improvements that Microsoft is 
touting for SP1, I took a set of 724 
software packages totaling 476MB 
from the install disk for RHEL 
(Red Hat Enterprise Linux) and 
carried out a group of file copy 
operations. 

I noted how long it took to do 
the following: copy the files from 
the RHEL disk onto my Vista sys-
tems; copy the files between the 
FAT32 and NTFS partitions of my 
test machines; copy the files from 
one folder to another folder on the 
same notebook; compress the files 
into a Zip archive on each system; 
and decompress those files back to a 
folder on each desktop.

I ran each test five 
times and used the aver-
age of the five runs to 
compare the Vista itera-
tions. Once I completed 
my round of tests,  I 
instal led XP SP2 on 
one of the ThinkPads 
and ran the same tests 
to weigh the two Vista 
flavors against XP.

For all the detail on 
the file copy changes 
that  you might  ever 
wish  to  d iges t  ( and 
then some), Microsoft’s Mark 
R u s s i n o v i c h  h a s  p o s t e d  a n 
expansive blog at blogs.technet.
com/markrussinovich/archive/
2008/02/04/2826167.aspx.

Briefly, however, the original RTM 
version of Vista scaled back heavily 
on its use of cached I/O for file copy 
operations. This negatively affected 

performance in certain situations. 
In Vista SP1, the Windows team 
reversed course on cached I/O, a 
move that yields performance gains 

over the initial Vista release.
During my tests, the 476MB set 

of test files took 1 minute to copy 
from one partition to another on the 
original Vista RTM; the same opera-
tion took 50 seconds on Vista SP1. 
On the same hardware running XP 
SP2, the operation took 43 seconds. 
Copying the same set of files from 

one folder to another folder on the 
same notebook took 49 seconds on 
Vista RTM, 43 seconds on Vista SP1 
and 38 seconds on XP SP2.

Microsoft has cited much larger 
performance differences copying 
files into and extracting them out 
of Zip archives using the Windows 
Compressed Folders tool, and my 

tests bore out these differences. 
It took Vista RTM 1 minute and 
44 seconds to compress the test 
476MB file set into a Zip file, 

compared with 1 minute 
and 7 seconds on Vista 
SP1. With XP SP2, the 
same operation took 1 
minute.

I recorded the greatest 
disparities among Vista 
RTM, Vista SP1 and XP 
SP2 while measuring the 
time it took Windows 
to decompress my test 
archives. Vista RTM aver-
aged 3 minutes and 39 
seconds, Vista SP1 aver-

aged 2 minutes and 49 seconds, and 
XP SP2 averaged a much faster 46 
seconds.

I suspect that at least some mea-
sure of the difference between the 
XP SP2 and Vista results is tied to 
differences in the user interface that 
the two iterations of the Compressed 
Folders tools present to users. It’s 

possible that XP’s util-
ity appears outwardly to 
have finished its work, 
while cached I/O opera-
tions may be continuing 
in the background.

I also tested the stand-
alone SP1 instal ler, 
which Microsoft pro-
vided to eWeek Labs 
along with the Vista 
SP1 install disk. Micro-
soft has reported that 
some Vista SP1 testers 
have experienced driver 
problems after having 

installed the service pack. I did 
not experience any performance 
degradation or driver malfunctions 
with SP1 and the ThinkPad model 
I tested. ´

eWEEK Labs Executive Editor Jason 
Brooks can be reached at jbrooks@
eweek.com.

Vista SP1 aims to address the file copy lags that have 
irked some of Vista’s early adopters.

VISTA SP1 FROM PAGE 22

Following the installation, we visited Vista’s system information 
dialog to confirm that SP1 was in the house.

06p22.indd 2406p22.indd   24 2/14/08 2:40:43 PM2/14/08   2:40:43 PM

http://www.eweek.com
http://blogs.technet.com/markrussinovich/archive/2008/02/04/2826167.aspx
http://blogs.technet.com/markrussinovich/archive/2008/02/04/2826167.aspx
http://blogs.technet.com/markrussinovich/archive/2008/02/04/2826167.aspx
mailto:jbrooks@eweek.com
mailto:jbrooks@eweek.com


http://www.verisign.com/dm/evssl


26  eWEEK  n  F E B R U A RY  1 8 ,  2 0 0 8  w w w. e w e e k . c o m

ANALYSIS

By Roy Mark

The debate over
whether to grant 
telecommunica-

tions carriers immunity 
for their role in President 
Bush’s warrantless domes-
tic spying program is back 
before the U.S. House of 
Representatives.

The Senate Feb. 12 
rejected two efforts to 
hold telephone compa-
nies legally liable for alleg-
edly providing customer 
telephone and e-mail 
records—often without a 
warrant or subpoena—to 
the government.

On a 31-67 vote, the 
Senate defeated an amend-
ment to the FISA (For-
eign Intelligence Surveil-
lance Act) renewal that 
would have stripped away 
immunity from the carri-
ers, which are currently 
facing civil lawsuits over 
their cooperation with the 
White House.

Now Bush is urging the 
House of Representatives 
to follow suit, although a 
showdown on the issue 
could be in the offing. 
The House in November 
approved similar FISA 
legislation that did not 
include the immunity, 
and before the Senate vote, 
House Democrats vowed 
to fight any legal relief for 
the carriers.

The differences between 
the two chambers must 

Telco immunity debate marches on
Bush urges U.S. House to follow Senate’s lead in supporting carriers’ role

be reconciled before the 
FISA renewal can be sent 
to Bush’s desk. The cur-
rent FISA law was slated 
to expire Feb. 16.

“Congress does not 
need to rush into a deci-
sion over granting immu-
nity to phone companies 
that chose to cooperate 
with the president’s war-

rantless wiretapping pro-
gram,” Rep. Ed Markey, 
D-Mass., said in a Feb. 8 
letter to his House col-
leagues. “As long as the 
administration refuses to 
give us a relevant debrief-
ing, we should refuse to 
legislate in a vacuum.”

However, the president 
has promised to veto any 
legislation that hits his 
desk that does not include 
immunity for the telcos.

“In order to be able to 
discover … the enemy’s 
plans, we need the coop-
eration of telecommuni-
cation companies,” Bush 

said Feb. 13 from the 
White House. “If these 
companies are subjected 
to lawsuits that could cost 
them billions of dollars, 
they won’t participate; they 
won’t help us; they won’t 
help protect America.”

The president praised 
the Senate’s vote.

“I am pleased that last 

night, senators approved 
new legislation that will 
ensure our intelligence 
professionals have the 
tools they need to make 
us safer,” Bush said. 

“The Senate bill also pro-
vides fair and just liability 
protections for companies 
that did the right thing 
and assisted in defending 
America after the attacks 
of September the 11th,” 
he said.

The Senate vote took 
place the same day as pri-
maries in Washington, 
D.C., Maryland and Vir-
ginia. Presidential hopeful 

Sen. Barack Obama, D-Ill., 
voted against immunity, 
and candidate Sen. Hill-
ary Clinton, D-N.Y., was 
not present for the vote. 
Republican front-runner 
Sen. John McCain of Ari-
zona voted for immunity.

On a 30-68 vote, the 
Senate also defeated an 
amendment that would 
have substituted the gov-
ernment for the telcos in 
any civil action.

“If we vote for [kill-
ing immunity], the most 
important partners we 
have will be discouraged 
in cooperating with us,” 
Sen. Kit Bond, R-Mo., said 
before the vote.

Bond said civil lawsuits 
also run the danger of dis-
closing classified informa-
tion.

The carriers contend 
they relied on existing fed-
eral, state and local laws 
and assurances from the 
highest level of govern-
ment to provide access to 
consumers’ personal tele-
phone calls and e-mail. 

Sen. Chris Dodd, D-
Conn., who sponsored 
the amendment to strip 
telco immunity out of the 
FISA bill, said Feb. 11 in 
extended floor remarks 
that “much more than a 
few companies and a few 
lawsuits are at stake. Equal 
justice is at stake—justice 
that does not place some 

[CONTINUED ON PAGE 28]

Rep. Markey, left, is leading the House fight against immunity 
for telcos; Sen. Bond sees the carriers as key partners.
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corporations outside the 
rule of law.”

Dodd was one of 30 
Democrats voting to take 
immunity away from the 
carriers. Eighteen Demo-
crats crossed the aisle and 
joined 48 Republicans and 
one Independent in reject-
ing the Dodd amendment. 

Now the action moves 

back to the House, where 
Markey urged fellow con-
gressmen to resist the 
push by the Bush admin-
istration for fast action.

“The only reason the 
administration is trying 
to force a snap decision 
now is because of their 
own desire to avoid scru-
tiny by either the courts 
or the Congress in their 

final months of power,” 
Markey said.

Bush insisted that both 
the Senate and the House 
have had enough time to 
debate the issue. In late 
January, Bush agreed to 
a 15-day extension of the 
expiring FISA legislation. 
The president said Feb. 13 
he’s not interested in any 
more delays.

“I will not accept any 
temporary extension. 
House members have 
had plenty of time to 
pass a good bill,” he said. 
“Congress has had over 
six months to discuss and 
deliberate. The time for 
debate is over.”

The Electronic Fron-
tier Foundation, co-lead 
counsel in the nearly 40 
pending lawsuits against 
the major telecom carri-
ers, contends the carriers 
broke the law by provid-
ing the National Security 
Agency with the full con-
tent of billions of e-mails, 
text messages and VOIP 
(voice over IP) calls. The 
EFF claims it is an issue 
for the courts to decide.

The carriers insist that 
the real issue is between 
the White House and Con-
gress.

“Current law … provides 
a complete defense to any 
provider who in good faith 
relies on a statutory autho-
rization,” AT&T wrote in an 
Oct. 12 letter to lawmakers. 
“If the government advises 
a private company that a 
disclosure is authorized by 
statute, a presumption of 
regularity attaches.”

During a debate on the 
issue last month, Sen. 
Orrin Hatch, R-Utah, said 
the telcos are key partners 
in protecting the United 
States.

“The identification of 
any company that may 
or may not have cooper-
ated with the government 
is highly, highly classi-
fied information,” Hatch 
said. “Our security is very 
dependent on the coopera-
tion of the telecoms.” ´

JUDGE RULES AGAINST WHITE HOUSE

A PUBLIC ADVOCACY GROUP WON ANOTHER 
legal round in its efforts to force the 

White House to reveal the whereabouts of mil-
lions of missing Bush administration e-mails.

Rejecting the White House Office of 
Administration’s contention that it is not 
subject to Freedom of Information Act 
requests, District Court Judge Colleen 
Kollar-Kotelly Feb. 11 ordered the OA to 
participate in limited discovery.

With Kollar-Kotelly’s ruling, the CREW 
(Citizens for Responsibility and Ethics in 
Washington) can continue its campaign to 
find documents prepared by the OA assessing 
the scope of the missing White House e-mail 
problem and its proposed recovery plan.

Discovery allows the parties in a 
lawsuit to provide relevant information—
including documents—to each other. 
The court ordered the parties to submit a 
discovery plan by Feb. 21.

“Out of an abundance of caution, the 
court shall permit the parties to engage in 
what may be viewed as jurisdictional discov-
ery,” Kollar-Kotelly ruled. “The court shall also 
deny OA’s request that it be permitted to pro-
vide a declaration as to OA’s functions and 
authority in lieu of engaging in discovery.”

The missing e-mails were first 
revealed during a congressional inves-
tigation into the firing of U.S. attorneys 
general. CREW claims the e-mails miss-
ing are from between March 2003 and 
October 2005. In addition, CREW con-
tends that until October 2003, backup 

tapes allegedly containing some of the 
e-mails were recycled.

During the time period of the miss-
ing e-mails, federal investigators were 
probing the disclosure of Valerie Plame 
Wilson’s covert identity. The period also 
covers a time frame from the start of 
the Iraq war to the Bush administration’s 
response to Hurricane Katrina.

The White House is subject to two sets of 
federal laws governing how it must maintain 
and preserve its records: the Federal Records 
Act and the Presidential Records Act. Both 
require the preservation of all e-mail.

CREW originally filed a Freedom of 
Information Act request with the OA on 
March 29, 2007, regarding records of the 
missing e-mails. When the office refused 
to turn over the information, CREW sued 
the White House May 23 for the informa-
tion. The organization also released a 
report on the missing e-mails based on 
information obtained from two confiden-
tial sources. 

Following up on CREW’s information, 
the National Security Archive also sued 
the White House on Sept. 5. The National 
Security Archive and CREW have subse-
quently consolidated their legal actions 
against the White House to force disclo-
sure of the missing e-mails.

U.S. Rep. Henry Waxman, D-Calif., 
scheduled a Feb. 15 hearing on the mat-
ter for his Committee on Oversight and 
Government Reform. —Roy Mark

WIRETAPPING FROM PAGE 26
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By Ryan Naraine

That networked multifunc-
tion printer sitting innocently 
in the corner of your office just 

might be the most significant entry 
point for hackers to hijack sensitive 
data from your business.

Combining several func-
tions in a single unit—in -
cluding fax, copy, print 
and scan—these devices 
are a forgotten risk in 
every enterprise, security 
re  searchers warn.

“A compromised [multi-
function printer] is danger-
ous for a number of reasons. 
First and foremost, no one in 
the enterprise pays attention 
to them. That lack of visibil-
ity makes for a very attractive 
attack platform,” said Bren-
dan O’Connor, a researcher 
who was among the first to 
call attention to the printer 
security risk during a Black 
Hat talk in 2006.

“When I was doing my 
research, I had dozens and 
dozens of MFDs [multi-
function devices] under my 
control, and no one in IT 
knew what I was doing. The 
idea of an attacker having 
equipment completely under 
their control on a company’s 
internal network is a fright-

The forgotten 
security risk
Researchers warn that networked multifunction 
printers can be a prime entry point for hackers

ening proposition,” O’Connor said in 
an interview with eWeek.

The networked printers, scanners 
and copiers, he said, are no longer 
dumb machines sitting in a corner 
performing mundane tasks. In his 

mind, IT administrators should start 
paying serious attention to vulner-
abilities and weaknesses in print-
ers—and start preparing patch- and 
risk-management strategies.

O’Connor, who works in infor-
mation security for a major finan-
cial services company, said printers 
should be treated the same as every 
other asset because, for businesses 
that depend on a paper trail, some-
thing as simple as a DoS (denial of 
service) attack can be debilitating.

During his Black Hat presentation 
in 2006, O’Connor picked apart the 
security model of a Xerox Work Centre 
multifunction printer, showing how 
the device operated more like a low-end 

server or workstation than a 
copier or printer. In fact, the 
device used an Advanced 
Micro Devices processor, 
256MB of SDRAM (syn-
chronous dynamic RAM) 
and an 80GB hard drive 
and ran Linux, Apache and 
PostGreSQL.

He showed how the 
authentication on the de -
vice’s Web interface can be 
easily bypassed to launch 
commands to completely 
hijack a new Xerox Work-
Centre machine. 

A Xerox spokesperson 
confirmed that the vulnera-
bility discussed by O’Connor 
has since been patched.

“All the information that’s 
being printed, scanned and 
faxed is susceptible to theft,” 
O’Connor said. ”Once 
under an attacker’s con-
trol, it is simple to covertly 
save copies of other people’s 
data on the machine’s hard 
drive. With built-in network, 
fax/modem and network 

[CONTINUED ON PAGE 34]

� DoS
 Specialized malware can be programmed to crash printers 
and scanners, disrupting paper-based business 
operations.

� Code execution Hackers can exploit vulnerabilities to load 
a rootkit into printers, hijacking all documents passing across 
the network.

� Document spying With built-in network, fax/modem and 
network capabilities, there are a variety of ways to smuggle the 
stolen information out of an organization once it’s been captured. 

� Credentials theft If users need to enter a password for certain 
operations, such as scanning to e-mail or network folders and 
shares, an attacker can capture user names and passwords to 
gain further access to network resources.

Here are a few attack scenarios that can play out 
on multifunction printers:

Send attack to printer

Source: eWEEK reporting
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capabilities, there are a variety of ways 
to smuggle the stolen information 
out of an organization once it’s been 
captured.”

Another attack scenario is pass-
word and credentials theft in an orga-
nization. “If users need to enter a 
password for certain operations like 
scanning to e-mail or network folders 
and shares, an attacker can capture 
user names and passwords to gain 
further access to network 
resources,” he said.

O’Connor warned that 
some MFDs have public 
IP addresses that can be 
found with a clever Google 
search query. “A slightly 
more sophisticated attack 
would be to use CSRF 
[cross-site request forgery]. 
In a CSRF attack, if a user 
views a specially crafted 
Web page, an attacker can 
trick the user’s Web browser into 
launching an attack against an inter-
nal printer. If done properly, a CSRF 
attack can be invisible to the victim 
and give an external attacker control 
over an internal device,” he said.

There’s also the scenario of some-
one posing as a copier technician to 
obtain physical access to a device. 
Done properly, an attacker can com-
pletely compromise a vulnerable 
device in minutes, O’Connor said, 
citing the insider threat as another 
significant risk to printer security.

Thomas Ptacek, principal and 
founder at penetration-testing com-
pany Matasano Security, said the risk 
is more than just theoretical. 

“Should my mom be worried that 
a hacker is living in her printer? No. 
But if you’re a Fortune 500 company, 
vulnerable printers on your network 
is a scary thing,” Ptacek said in an 
interview with eWeek.

“There are several of these print-
ers on every floor of every business, 
basically working as file servers for 

important documents. Printers deal 
with much more sensitive informa-
tion than your typical file or stor-
age server, but they get no protec-
tion whatsoever. They’re altogether 
ignored as a risk on the network. 
Do you know of anyone looking 
for patches for a printer? People 
underestimate how dangerous these 
things are,” Ptacek said.

In the financial and health sectors, 
for example, he said a skilled hacker 

with unfiltered access to a print 
server can do serious damage.

“He can hide himself in there with 
a rootkit [and] capture all the docu-
ments passing through the print 
server. He can take over the printer 
and basically have full control of 
every action. It’s the perfect catbird 
seat,” Ptacek said.

Ptacek, who provides security 
consulting services to several major 
software vendors, said businesses 
should be worried about printer-
specific malware.

“Think about it: Printers are the 
perfect target for things like net-
work worms,” he said. “It’s usually 
a [monoculture] because you buy 
them by the truckloads and install 
them with the same default settings, 
with exactly the same footprint and 
no run-time security. You run a com-
mand on one printer, you can run 
that command on all 1,000 printers 
in the enterprise.”

Even though his Black Hat pre-
sentation in 2006 raised awareness 

around the issue, O’Connor said the 
problems remain because printer 
manufacturers have not invested 
in security during the code creation 
process.

“Some vendors have taken some 
good steps as far as trying to release 
more secure code and giving the end 
user more visibility and manageabil-
ity with regards to the operation of 
the devices. Other vendors—which I 
would rather not name—have hyped 

new security features and soft-
ware on their MFDs. These 
things make for great sales 
points and press releases but 
do not address the real prob-
lem in my opinion. From 
what I can tell, most vendors 
haven’t done much of any-
thing,” O’Connor said.

He recommended that 
IT administrators make a 
priority out of talking to ven-
dors to find out what’s being 

done to protect MFDs.
“Ask things like, do they do a secu-

rity review of their code?” O’Connor 
said. “Do they issue patches and fixes 
for security bugs? Do they have tools 
for the IT staff to better manage the 
devices and gain some visibility into 
what’s going on under the hood?

“Unfortunately, if your vendor is 
uncooperative, there’s not a lot you 
can do. You will most likely break 
your support contract if you start 
poking around yourself,” he said.

According to Gartner, businesses 
should be careful when making 
buying decisions, especially since 
some laws—most notably the Health 
Insurance Portability and Account-
ability Act and the Gramm-Leach-
Bliley Act—have prompted increased 
scrutiny of nonpublic information.

Instead of focusing narrowly on a 
single security threat to a printer or 
multifunction product, Gartner sug-
gests that IT buyers find a vendor that 
quickly identifies and deals with new 
security threats as they arise. ´

SECURITY FROM PAGE 30

‘Printers deal 
with much 

more sensitive 
information  than 
your typical file 

or storage server.’
—THOMAS  PTACEK
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By Darryl K. Taft

F ive years ago, ibm soft-
ware Group Senior Vice 
President Steve Mills set 

out to draw a deeper connection 
to the company’s middleware tech-
nology with a focus on building a 
complete, process-integrated devel-
opment platform.

The Software Group has been on 
a buying spree since 1995, spending 
almost $18 billion on 
66 acquisitions during 
that time to expand its 
range of offerings and 
gain share in existing 
markets.

For  wha t  Mi l l s 
wanted to do with 
IBM’s middleware 
offerings, the com-
pany bought Rational 
Software on Feb. 20, 
2003, for $2.1 billion. 
Since that time, IBM’s 
Rational division has 
not only provided the 
company with new 
software tools to mar-
ket but also helped 
improve the way IBM 
develops products 
and delivers services 
to customers.

Rational has be -
come an integral part 
of the IBM software 
story and a prime 
example of IBM’s successful acqui-
sition strategy to broaden its soft-
ware base.

“I am entirely satisfied [with the 
Rational deal],” Mills said in an 
interview. He said the motivation 
behind the deal was that IBM had 
an existing long-term partnership 

IBM’s Rational buy pays off
IBM reaps the benefits 5 years after purchase of middleware company

with Rational and needed to beef 
up tooling across its middleware 
line. Since the acquisition, Rational 
technology has been fused with 
WebSphere, Tivoli and Lotus soft-
ware in various ways, Mills said.

”We knew we needed to tool the 
WebSphere run-time,” he said.

Danny Sabbah, general manager 
of IBM’s Rational software unit, 
said that today the Rational “busi-

ness is twice the size 
of what it was when 
we acquired it”—both 
t h r o u g h  o r g a n i c 
growth and acquisi-
tions.

Sabbah said Ratio-
nal’s focus on the gov-
ernance of software 
and systems devel-
opment and delivery 
has paid off, as has 
the division’s enter-
prise modernization 
portfolio and its focus 
on languages and 
compilers.

R a t i o n a l  a l s o 
launched an effort to 
support developers 
in the SOA (service-
oriented architecture) 
space. Meanwhile, 
demand for Ratio-
nal’s requirements 
management, qual-
ity management and 

other tools has remained strong, 
Sabbah said.

For the fourth quarter of 2007, 
IBM Rational revenue grew by 22 
percent over the same period in 
2006. For the entire year, Rational’s 
revenues grew 16 percent. Also in 
2007, the Rational division itself 

oversaw two key IBM Software 
Group acquisitions: BuildForge, a 
build management software com-
pany, and Watchfire, a Web applica-
tion security software vendor.

Customer focus has helped 
drive revenue, Sabbah said. “One 
of the things I’ve tried to do is 
focus the team on a much more 
active view of how we support our 
customers,” he said. “One thing 
we’ve instituted is a passion for 
satisfying customers.”

Since developers are a core group 
of customers, Rational conducts a 
variety of developer-focused events 
and programs, including the 
Developer Works and AlphaWorks 
Web sites, as well as international 
events where Rational targets about 
13,000 developers annually. At least 
3,000 developers attend the IBM 
Rational Software Development 
Conference each year.

Sabbah said more enterprises 
are realizing the value of their soft-
ware and how their code impacts 
their bottom line. At the same 
time, companies are looking to 
do more with less by squeezing 
more productivity out of fewer 
employees. 

Given that, IBM Rational intro-
duced business-driven develop-
ment as an integrated approach to 
software development that aligns 
line-of-business, development and 
operations teams to improve busi-
ness performance. Sabbah said that 
when development is managed as a 
business process, it drives competi-
tive advantage. 

The Software Group is expected 
to account for 50 percent of IBM’s 
overall profit by 2010, thanks in 
l a r g e  p a r t [CONTINUED ON PAGE 37]

‘One of the 
things I’ve 

tried to do is 
focus the team 

on a much 
more active 
view of how 

we support our 
customers.’

—DANNY SABBAH
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to acquisitions such as Rational. 
More important, these acquisi-
tions have allowed IBM to enter 
new markets and drive growth 
with additional revenue streams, 
Sabbah said. 

Moreover, nine Fortune 10 com-
panies, 45 of Fortune’s top 50 com-
panies and 87 of Fortune’s top 
100 companies all use Rational 
software, he said.

Meanwhile, officials say 
the Jazz project, IBM Ratio-
nal’s effort to simplify team 
development, will redefine 
the process-plagued world of 
software development. 

On one front, Jazz brings 
teams of developers together 
in a transparent environ-
ment—allowing each devel-
oper to perform his or her 
task and view its progress and 
potential impact on the broader 
project’s goals. 

On another front, Jazz technol-
ogy, in the form of Jazz.Net, is being 
used in an open software commu-
nity of developers, customers and 
partners to contribute to the next 
generation of software develop-
ment.

While Jazz is effectively bring-
ing individual developers together 
in a team environment to accom-
plish project goals, Jazz.Net is 
taking it a step further by bring-
ing together allies from various 
organizations to work as a team 
and create innovative customer 
solutions. 

IBM is pursuing what Sabbah 
called an “open, commercial” strat-
egy with Jazz.Net, enabling the 
community at large to help shape 
the development of Jazz and Jazz-
based products.

“What I expect to be the norm is 
that [the open, commercial strategy 
will] give our partners a chance to 
develop things we will not have 

the time or resources to address,” 
Sabbah said.

Meanwhile, as IBM is known 
for its vast services organization, 
Rational has had influence there 
as well.

“The services guys are on a 
track to be more effective with 
assets,” Sabbah said. “They focus 

on delivering value and innova-
tion by leveraging pre-existing 
frameworks.” 

In addition, not only the IBM 
services group but all of IBM uses 
a tailored version of RUP (Rational 
Unified Process), a methodology 
created at Rational for software 
development. The version used 
internally is known as IRUP, for 
IBM RUP.

Grady Booch, an IBM fellow 
and chief scientist at IBM Ratio-

nal, said one byproduct of IBM’s 
Rational acquisition is that “it has 
gotten us deeper into the enter-
prise than we could have gotten 
on our own.” 

Yet, Booch, a longtime Rational 
employee prior to the IBM acquisi-
tion, also said the Rational group 
under IBM has tended to focus 
less on some of the more techni-
cal markets in which Rational the 
company had legacy customers.

However, with IBM’s pending 
acquisition of Telelogic, that is 

likely to change, IBM officials 
said. IBM in June announced 
its intent to acquire Telelogic, 
but approval of the deal has 
been held up while the Euro-
pean Commission evaluates 
antitrust issues.

Swat i  Moran ,  marke t 
integrat ion lead for  the 
pending Telelogic acquisi-
tion, said that should the 
deal be approved, Telelogic 
will move under the IBM 
Rational brand and its tools 
will play a role in “helping 

our customers be successful in 
this space”—this space being the 
complex systems development 
market.

At the time IBM bought the 
company, Rational provided broad 
support for both Java and .Net plat-
forms. However, under IBM, Ratio-
nal quickly adopted the Eclipse 
framework as the basis for its 
ongoing development. So Rational 
became more of a Java shop. 

However, “We weren’t looking at 
[acquiring] Rational as a 
shot against Microsoft,” 
Mills said. 

Meanwhile, small and 
midsize businesses will 
become an increasingly 
important segment for 
Rational, Sabbah said. 
Rational will announce 
more Express offerings 

to let smaller organizations take 
advantage of the same Rational col-
laborative and secure development 
software that enterprises are already 
using, he said. ´

RATIONAL FROM PAGE 35

Booch said Rational focuses less on technical markets now.

‘[IBM’s acquisition] has 
gotten us deeper into the 
enterprise than we could 
have gotten on our own.’

—GRADY BOOCH
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By Deb Perelman

Enterprise demand 
for IT profession-
als capable of work-

ing in the Web 2.0 world 
is growing as more com-
panies call on this technol-
ogy to address problems 
facing their information 
systems.

To date, most IT depart-
ments have resisted Web 
2.0 tools, viewing them 
as consumer-grade and of 
secondary interest to their 
other investments. That 

Enterprises eye Web 2.0 skills
IT professionals called upon to leverage technologies such as wikis and RSS

may be changing in 2008. 
According to IT recruit-

ing company Robert Half 
Technology, CIOs anticipate 
a 15 percent increase this 
year in the need for IT work-
ers with Web 2.0 application 
development skills. 

In periods of slow eco-
nomic growth, IT organiza-
tions are expected to find 
places to save money, and 
one way is to add more func-
tionality to existing technol-
ogies. Web 2.0 technologies, 
such as enterprise RSS and 

social networking tools, are 
likely to get extra attention 
because of the business 
value they deliver. 

“IT is obviously trying 
to become more relevant 
to business, to be seen 
not just as a cost center 
but an innovation center,” 
Forrester Research analyst 
Oliver Young said. “Web 
2.0 technologies can be 
valuable to business when 
implemented because they 
can be done very easily and 
at a low cost.” 

Web 2.0 is likely to make 
enterprise inroads first in 
places where information 
worker problems remain 
unresolved, such as help 
desk ticket resolution, 
IT project management, 
documentation tracking 
and e-mail. 

Other areas that have 
piqued enterprise interest 
include RSS deployment, 
as companies have dis-
covered the value of blogs 
and wikis for knowledge 
workers. ´
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Oracle, SAP and IBM 
have all made massive 
acquisitions; how will 

they differentiate?

Vendors jockey 
for BI position

By Renee 
Boucher Ferguson
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or the past decade or so, 
the mantra for business 
intelligence software devel-
opers has been to get BI 

deeper into the enterprise—beyond 
the 10 to 20 percent penetration rate 
it’s reached to date. Now that the 
doors have closed on three of the 
biggest transactions in history in the 
burgeoning BI sector, the real work 
will begin toward that goal. But, this 
time, competition—and R&D—will 
be on a whole new level.

In less than a year, three of 
the world’s largest software ven-
dors—Oracle, SAP and IBM—have 
acquired three of the world’s largest 
BI vendors. Oracle acquired Hyper-
ion in March 2007; SAP acquired 
Business Objects in January; and 
IBM acquired Cognos on Feb. 6. 
Indeed, there are few independent 
BI vendors left of any significant 
size, and, for those that are left, inde-
pendence just got tougher. 

The result: BI competition has 
been ratcheted up a notch or two (or 
10) given the vast product portfolios 
now in the [CONTINUED ON PAGE 40]
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hands of Oracle, SAP and IBM.
In addition to a massive port-

folio of ERP (enterprise resource 
planning) applications—including 
E-Business Suite, PeopleSoft, JD 
Edwards and Siebel CRM—Oracle 
has a massive database business 
and a huge set of middleware tools. 
SAP is the world’s largest enter-
prise applications company, with 
ERP suites for every level of busi-
ness, a growing middleware busi-
ness with its NetWeaver integration 
platform, and a colossal ecosystem 
to support its efforts. Finally, IBM 
has a tremendous middleware 
business and an enormous soft-
ware portfolio, and it’s also one 
of the largest services busi-
nesses on the planet.

The interesting (or ironic, 
depending on how you look 
at it) thing, however, is that 
each of these three com-
panies is taking a similar 
approach to BI. Oracle calls 
it Corporate Performance 
Management; SAP calls it 
Performance Management; 
and IBM calls it Business 
Optimization.

The question is: How will 
Oracle, SAP and IBM dif-
ferentiate given their nearly 
identical focus? And what do 
current and potential cus-
tomers have to look forward 
to?

“[Oracle, SAP and IBM] 
recognize that [BI] is no lon-
ger a specialty play; it is part 
and parcel of the architec-
ture,” said AMR Research 
analyst John Hagerty. “Going 
forward, buyers will have 
the ability to buy a much 
broader range of capabilities 
from core suppliers. Some 
view that as a good thing—
one throat to choke. Each 
company will also be able 

to leverage BI technol-
ogy in their organiza-
tions.”

Integrated 
approach

According to Ora-
c le  documentat ion, 
the  company plans 
to “redefine business 
intelligence” by provid-
ing an integrated suite 
of BI applications and 
tools and Hyperion’s performance 
management software to create an 
EPM System “that spans planning, 
consolidation, operational analytic 
applications, BI tools, reporting and 
data integration, all on a unified BI 

platform.”
The EPM System is 

made up of Oracle’s 
Business Intelligence 
Enterprise Edition and 
Hyperion’s Essbase, 
which makes up the BI 
Foundation, a suite of 
BI infrastructure and 
tools software. The BI 
EE suite provides dash-
boards, guided analyt-
ics, a prepackaged data 

warehouse and integration with 
source data in Oracle applications.

Hyperion Essbase has t ime 
series  enhancements as  wel l 
as a new trickle-feed capability 
enabling near real-time analytic 
applications, according to Oracle 
documentation. Oracle also has 
bundled in Hyperion System 9, 
a performance management plat-
form that helps financial users for-
mulate strategies, model scenarios 
and assumptions, develop opera-
tional and strategic plans, monitor 
performance against plans, and 
consolidate financial information 
for management and reporting. 

Oracle’s BI platform uses the 
company’s Fusion Middleware to 
integrate the necessary parts.

“We now have one unified enter-
prise performance management and 
business intelligence development 
organization,” said Thomas Kurian, 
the senior vice president of Oracle 
Server Technologies, in an Octo-
ber 2007 statement released when 
Hyperion was integrated with Oracle 
BI. “The latest enhancements to Ora-
cle’s products deliver on our prom-
ise to support the recently acquired 
Hyperion software, while continuing 
to protect and enhance our custom-
ers’ existing investments.”

A separate piece 
Industry watchers initially dismissed 

the deal between SAP and Business 
Objects on the 

BI FROM PAGE 39

[CONTINUED ON PAGE 42]

Schwarz: [I see] dramatic 
differentiation.

Corporate performance 
 management: Where it all fits in
ORACLE
� E-Business Suite
� PeopleSoft 
� JD Edwards
� Siebel
� Numerous vertical applications from acquisitions
� Fusion Middleware
� Oracle Database

SAP
� SAP R/3
� SAP ERP 2006
� Business ByDesign
� All-in-One
� Business One
� SAP Web services
� NetWeaver integration suite
� Massive ecosystem

IBM
�  Information on Demand acquisitions: Ascential, 

Trigo, DWL, SRD, Venetica, iPhrase, LAS, Unicorn, 
FileNet, DataMirror, Princeton, Solid, Cognos

� WebSphere middleware
� DB2 database
� Servers
� Storage systems
� Huge software portfolio
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basis that SAP would force 
Business Objects users to 
migrate to SAP’s NetWeaver 
platform (taking away Busi-
ness Objects’ “Switzerland 
status” as a data integrator). 
That may be the reason why 
SAP has combined Busi-
ness Objects with its Busi-
ness User Group and spun 
the two off into a separate 
subsidiary.

Bu s i n e s s 
Objects and 
the Business 
User Group 
seem to be 
moving in a 
single direc-
tion, defined 
by Doug Mer-
ritt, general 
manager and 
executive vice 
p r e s i d e n t , 
Performance Optimization 
Applications, under John 
Schwarz, CEO of Business 
Objects, an SAP company.

At a December 2007 
press conference, Mer-
ritt said SAP’s Business 
User applications are best 
described by what they are 
not. “We are not a repeti-
tive, transaction-driven 
applications group like 
ERP and CRM. What we 
[at SAP] and all our com-
petitors have done is cre-
ate engines that automate 
specific processes,” said 
Merritt. “Business User 
is a whole new area, auto-
mating tacit processes, 
nonrepetitive processes, 
chaotic processes.”

Merritt gave several 
examples of areas where 
chaotic processes live: risk 
management, corporate 

“Our value proposition 
as a combined company 
is far broader,” he said. 
“We are the largest com-
bined data integrator, so we 
bring data from structured, 
unstructured, SAP appli-
cations, non-SAP applica-
tions, the Web, internal 
sources—from anywhere. 

“Secondly, we have the 
most comprehensive plat-
form for query, data, report-
ing, analysis, search. … We 
have the [Business Objects] 
XI platform—the integrat-
ing layer, the foundation 
for intelligent apps—and 
that is a very rich suite of 
intelligence apps that come 
from us, and SAP will live 
on top of that.”

Schwarz said the most 
exciting innovation com-
ing up in the BI world is 
the idea that people inside 
of organizations have mul-
tiple roles, or multiple per-
sonas, and BI tools and 
technology can be adapted 
to those roles.

“What we are hoping 
to develop is an environ-
ment where an individual 
can live inside their sys-
tem’s environment in a 
way that mirrors their job 
definition, [with the abil-
ity] to, rather than adapt 
to a system, to combine, 
recombine and integrate 
different steps of pro-
cesses that allow a per-
son to operate in any way 
that is efficient to them,” 
Schwarz said.

Doing the math
To differentiate itself 

from Oracle and SAP, 
IBM is bringing in its core 

BI FROM PAGE 40
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management, product 
recall, and mergers and 
acquisit ions manage-
ment.

Prior to the Business 
Objects acquisition, Mer-
ritt’s group introduced two 
groups of applications—
Governance, Risk and 
Compliance and Corpo-
rate Performance Manage-
ment—focused on making 
the finance group more 

effective. 
 B u t  t h e 

goal for Busi-
ness Objects 
is to remain 
fairly indepen-
dent of SAP, 
according to 
Schwarz.

“ W e  a r e 
building a very 
independent 
strategy as a 

company,” said Schwarz 
in a December 2007 inter-
view with eWeek. “We still 
are the largest BI organi-
zation in the world—40 
percent bigger than the 
next—and we have a very 
successful global opera-
tion. What I think is going 
to happen in 2008 is a 
dramatic differentiation 
of SAP Business Objects 
from what the other guys 
are doing.”

S c h w a r z  s a i d  h e 
bel ieves  IBM bought 
Cognos primarily to sup-
port IBM’s DB2 database 
and ensure its survival, 
and that Oracle bought 
Hyperion as a mainte-
nance stream. Both IBM 
and Oracle, he said, will 
kill off essential pieces of 
their acquisitions’ appli-
cation stack. 

Kurian: Oracle’s products 
support Hyperion software. 
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Doing the BI math
IBM researcher Brenda Dietrich discusses how math enhances 

the effectiveness of Information On Demand and business intelligence

Br e n d a  d i e t r i c h  i s  a 
research fellow within the 
mathematics department of 

IBM’s research division. Dietrich 
attended IBM’s launch of Cognos 
and spoke with eWeek senior writer 
Renee Boucher Fergu-
son about her depart-
ment’s plans to work 
with Cognos and what 
might be accomplished 
by applying mathemati-
cal techniques to tra-
ditional business intel-
ligence.

What is the focus of the 
mathematics department 
at IBM?
T h e  I B M  r e s e a r c h 
division has had a mathematics 
department for more than 50 years. 
Our role is to work with clients on 
everything from supply chain and 
product design to demand forecast-
ing to [building] models to better 
understand and predict customer 
behavior.

How does that translate in 
terms of the work you do on a 
daily basis?
We observe a business situ-
ation—with supply chain I 
spent a lot of time in IBM 
manufacturing, watching 
how it’s done. We decide 
how decisions are made, then use 
mathematics to figure out the best 
decisions. We instantiate this in 
software that is generally hooked 
up to ERP [enterprise resource 
planning] or CRM [customer rela-
tionship management], and the 

algorithm sucks data out of the 
system and makes recommenda-
tions.

How accurate are the recommenda-
tions?

Accuracy is a func-
tion of data quality, 
always. Data mining 
is statistics-based and 
it’s very accurate when 
it’s in something that 
is approaching [stabil-
ity]; you can’t predict 
something if it hasn’t 
occurred, if it hasn’t 
shown up. In general, 
[the predictions] are 
more accurate than the 
processes they replace.

How predictable are the scenarios in 
Cognos’ world of BI and performance 
management?
We’re hoping to work that out with 
the Cognos team—the acquisition 
is [young]—and some customers to 
understand the problems that are 

at the cutting edge of what Cognos 
is able to address—[things such 
as] dashboarding or alerts, to put 
more predictive modeling into and 
to project [the] future.

Why is Cognos having such a big 

impact on your research?
Part of it is this area we worked in 
[Information On Demand] is grow-
ing really rapidly. It started very 
small, but it really does require a 
full infrastructure to be more effec-
tive. 

Now we’re in a market where cus-
tomers have historical data. They’ve 
invested in ERP, and as a byproduct 
of investing in ERP, you get trace 
data and this is a gold mine for 
doing modeling. Ten years ago it 
didn’t exist.

Will your research with Cognos result 
in actual products?
Probably pieces of an actual product. 
I don’t think we will be likely to have 
entire products around our pieces 
of work.

What type of research have you focused 
on in the past?
We’ve been involved in the on-
demand strategy since it launched 
two years ago. We will accelerate 
that; we will have a lot more friends 

in the IBM organization 
that want to work with 
us. We’ve been working 
with high-performance 
scientific computing. We 
do work that supports 
IBM supercomputers …
to make computers more 
usable. Information On 

Demand is aimed at addressing 
business problems.

Where do you see your work with Infor-
mation On Demand going?
Computing has become much more 
valuable as a 

Dietrich: IBM has had a math 
department for 50 years. 

[CONTINUED ON PAGE 45]

‘Our role is to work with 
 clients on everything from 
supply chain and product 

design to demand forecasting.’
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tool by [many] more people. Let 
me give you a very simple example 
called the shortest path to a prob-
lem. It’s not hard or complicated—
given a map, knowing how long 
each road is, what is the shortest 
path between point ‘A’ and point 
‘B’? Now everyone in the world 
can solve that with Google. What’s 
running in the background is an 
interesting algorithm and it’s run-
ning off standard data now acces-
sible to everyone.

My mother- in - law can  use 
Google. If I ever wrote down the 
algorithm, she would have diffi-
culty with me. But she can use 
[the algorithm]. That’s what I see 
happening in the world. If we are 
able to capture the mathematics 
that are well posed, it opens the 
world mathematically to everyone, 
and not just the geeks among us. 
And people can make better deci-
sions. You won’t follow the route 
your brother-in-law said is the best 
route, you will follow the absolute 
best route. It takes opinion and 
personal prejudices out of deci-
sion making. Everything is based 
on data.

It’s amazing how the business 
processes we work with at IBM, how 
emotion has gone out of the data. 
Everything is based on data, not on 
who yells the loudest.

Is there a point where data becomes 
too pervasive?
One thing we do worry about is do 
you lose creativity and new ideas 
when you are doing everything 
based on encapsulated processes? 
I think that’s why everything we 
deliver has a human in the loop. 
That’s where judgment and creativ-
ity still has the capacity to come 
into it, but based on analysis and 
information. You can test the 
model with much [ fewer] conse-
quences. ´

strength as a decades-old company 
with deep R&D pockets: sophisticated 
analytics derived from some serious 
mathematical expertise. It plans to add 
Cognos to its Information on Demand 
division, a group formed 
two years ago that forms 
the basis of a handful of 
data-type acquisitions—
FileNet and Cognos 
being two of the biggest. 
Cognos will also work 
with IBM’s mathematics 
research department to 
figure out new ways to 
use analytics.

“IBM is a treasure 
trove of technology,” said 
Steve Mills, IBM senior 
vice president and group executive for 
IBM Software Group, during a Feb. 
6 press conference announcing the 
close of the Cognos deal. “We’ve not 
been seen as a company doing BI, but 
… we are the only company that deals 
with deep analytics and sophisticated 
mathematics to conquer things like 
scheduling and bio research. Time 
and again we’ve applied deep analytics 
around technology, with decades of the 
most sophisticated algorithmic capa-
bilities. So, with Cognos, 
we’re very excited about 
the R&D capabilities, 
with Cognos the tip of 
the iceberg.”

On a broader scale, 
IBM plans to couple 
its technology with 
Cognos to offer  an 
architectural approach 
to  In format ion  on 
Demand and its cor-
ollary,  performance 
management. Rather 
than offer products on a one-off 
basis,  the company will  work 
with customers (and prospects) 
to determine the best approach 
to implementing a performance 
management architecture that has 

the same metadata shared across 
all products.

As for integrating Cognos with 
IBM, much of the early work is com-
pleted, or at least rationalized, given 
the two company’s 15-year partner-

ship. During the Feb. 6 
press conference, IBM 
announced 10 new inte-
grated IBM and Cognos 
packages. For example, 
IBM’s Retail Integration 
Framework now incor-
porates Cognos’ Store 
Operations Planning 
Blueprint and IBM’s 
retail data models.

Cognos’ core plat-
form—Cognos 8—has 
been preintegrated with 

IBM’s Information Server software 
platform, which brings about a cou-
ple of key capabilities: data integra-
tion and quality capabilities, as well 
as metadata integration for better 
data lineage. IBM and Cognos have 
also developed pre-configured tem-
plates for integrating Cognos 8 BI 
with IBM FileNet Business Process 
Management software.

“Performance management is 
the new battleground,” said Cognos 

CEO Rob Ashe, who 
now heads IBM’s IOD 
group. “And we [at Cog-
nos] have been saying 
that for six years at least. 
There’s sort of a category 
collapse going on where 
CPM and BI, reporting, 
analytics are kind of 
starting to merge. The 
lines are getting very 
gray, and I think cus-
tomers are broadly view-
ing all this stuff now as 

performance management. … So, 
our ability to go into those environ-
ments where companies have differ-
ent transactional systems, we are with 
a big neutral supplier called IBM. 
That’s a differentiator.” ´

BI FROM PAGE 42

Mills: “IBM is a treasure 
trove of technology.”

Ashe: The new battleground 
is performance management.  

06p39.indd 4506p39.indd   45 2/14/08 4:44:28 PM2/14/08   4:44:28 PM

http://www.eweek.com


46  eWEEK  n  F E B R U A RY  1 8 ,  2 0 0 8  w w w. e w e e k . c o m

INSIGHT

The benefi ts of virtualization are eroded when VMs go unchecked

By Cameron Sturdevant gWEEK LABS

C
ompanies have em  -
braced virtualization for 
the many efficiencies the 
technology brings to the 

data center. But with the increasing 
use of virtualization comes an increas-
ing challenge: managing and secur-
ing all those virtual server instances.

In fact, virtualization’s benefits are 
eroded when virtual machines are not 
controlled by a life-cycle process. 

VM sprawl—the creation of VMs 

without regard for ongoing utili-
zation monitoring, desired-state 
configuration management, or an 
automated process for correlating 
VM and physical host performance 
characteristics—can be remediated 
in a cost-effective manner if IT man-
agers get the balance right between 
ease of VM creation and manage-
ment oversight.

What follows are best-practice 
suggestions based on eWeek Labs’ 

virtual testing implementation and 
tips from virtual infrastructure users 
and management vendors.

The physical and
virtual relationship
consolidating workloads that 
currently run on underused physi-
cal systems is what makes virtual 
systems so attractive. In a Ziff Davis 
Enterprise Editorial Research survey 
conducted for PA

U
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How to tame
virtualization sprawl

[CONTINUED ON PAGE 48]
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eWeek, about 75 percent of respon-
dents said that improving server uti-
lization was among the main drivers 
leading to a virtualization implemen-
tation at their organizations. (See 
chart, right.)

Long after the honeymoon with 
virtualization ends—that is, when 
maximum physical server utilization 
is achieved—it may be that manage-
ment efficiency will rise in impor-
tance for virtualization projects. IT 
managers will have to use manage-
ment systems to ensure that virtual 
systems are maintained in a desired 
configuration state that 
includes security and 
operational patches to 
both the operating sys-
tem and applications.

In other words, vir-
tualization drivers that 
scored low on the sur-
vey—including lower-
ing staff costs—will 
become much more 
important when server 
uti l izat ion and the 
accompanying hard-
ware cost reductions 
are driven out of the 
equation by widespread 
use of virtualization.

The management 
question is critical be -
cause there is a relation-
ship between physical 
resources and VMs. 
This is especially true 
of VM performance. 
Unused CPU cycles, 
excess network band-
width and underused 
RAM create the virtual 
real estate upon which 
entire cities of virtual 
systems have been 
created. Virtual server 
sprawl is created when 
management systems 
designed for purely 

physical systems don’t keep up with 
tracking the relationship between 
physical machines and VMs. 

Transforming traditional physi-
cal management into a hybrid that 
manages both physical machines 
and VMs is the first step in control-
ling sprawl. But it’s not the only 
step. Sprawl is created if there is a 
loss of control after the machines 
are created, if there is no orderly 
plan for maintaining machines 
in a desired configuration once 
they are placed in production, or 
if machines are abandoned but 
not decommissioned when they 

are no longer used.
The question of when to termi-

nate a VM is most applicable to test 
and development environments, 
where there is a need to ensure the 
orderly decommissioning of virtual 
systems. As projects end, IT manag-
ers will need to take down unused 
systems so that physical compute 
resources can be reallocated. IT 
managers should ask project lead-
ers to specify a date when the virtual 
system will be turned off and to 
use management tools to monitor 
server utilization. Ferret out owners 
of unused systems to ensure they 

have a legitimate need 
for the resource. 

However, before vir-
tual systems are taken 
down, they must be 
created, which is also 
one of the best places 
to start managing vir-
tualization.

Server setup
server virtualiza-
tion brings industrial 
production to the data 
center. One key to in -
dustrial design is plac-
ing a premium on cre-
ating products that are 
cost-effective in mass 
production.

In the case of server 
virtualization, IT man-
agers should create a 
catalog of standard 
server configurations 
from which business 
managers can choose 
to install new appli-
cations. For example, 
Option A could be a 
single-processor sys-
tem with 2GB of RAM 
and 10GB of storage. 
Option B could be a 
two-processor system 

VIRTUALIZATION FROM PAGE 46
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Q. Which of the following would you say are the main reasons that 
led or are leading to server virtualization at your organization? 
(Please select all that apply.) 

Based on 186 respondentsSource: Ziff Davis Enterprise Editorial Research

Virtualization drivers

Lowering hardware costs 

 Improving server utilization rates 

 Reducing server sprawl from other 
hardware coming into the data center 

 Lowering maintenance contract 
costs for servers/hardware 

 Reducing downtime 

 Lowering staff costs for 
server management 

 Simplifying backup 
recovery processes 

 Lowering application, middleware or 
operating system software costs 

 Providing the flexibility to maintain 
legacy systems alongside newer 

systems or applications 

 Improving system response 
speed (e.g., lowering develop-

ment or deployment time) 

 Simplifying software maintenance 
and patch management 

 Simplifying security issues 

 Fostering offshore integration 
by reducing the cost of 

remote test environments 

 Other (please specify)
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52.7%
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with 4GB of RAM and 20GB of 
storage. The purpose of creating 
and enforcing a standard catalog 
of virtual systems is to prevent cus-
tomized server sprawl, where each 
VM is handcrafted for each applica-
tion. Maintenance costs associated 
with customized servers can eat up 
much of the cost savings gained 
from implementing a virtual infra-
structure. 

One of the best ways to ensure 
that servers are correctly configured 
and easily maintained is to provide 
business managers with enough 
standard configuration choices to 
satisfy most of their application 

needs and to disallow the return of 
handcrafted server customizations 
that drive up the amount of main-
tenance labor time. 

Implement a resource SLA (service-
level agreement) as part of virtual 
server instantiation. Go as far up 
the organizational chart as neces-
sary to get an authoritative deci-
sion on which applications will be 
preordained winners and losers in 
the event of a contest for available 
physical resources. Be ready to offer 
suggestions based on application 
type. For example, order process-
ing and the associated database 
systems are easy candidates for a 
guaranteed high SLA because they 

(presumably) conduct high-value 
transactions.

Create only the number of sys-
tems needed to adequately sup-
port an application. For organiza-
tions that are new to virtualization, 
and where there are virtualization 
skeptics, plan on allowing at least 
six months to prove the reliabil-
ity of the virtual system creation 
process. If IT managers can show 
business managers that creating 
servers as needed based on actual 
performance reports works, then it 
will be possible to right-size applica-
tions from the get-go. For organiza-
tions that forecast IT budgets based 
on capacity trends, it is especially 
important to accurately measure 
server use. 

It is also important to ensure 
that system owner information is 
up-to-date. The ease with which 
virtual systems can be created also 
makes it easier for server owners 
to forget about these VMs. Unlike 
physical systems that require an 
extensive budget process, a physi-
cal implementation, an accounting 
depreciation and sometimes lease 
company accountability, virtual sys-
tems can easily sit forgotten and 
unaccounted for. Aside from tak-
ing up virtual processing overhead, 
these forgotten systems soak up 
management cycles because they 
must be updated. Further, idle 
virtual systems can be a security 
hazard. 

One of the great timesavers of a 
virtual infrastructure is the ability to 
instantiate new servers by cloning an 
existing system, and it’s important 
that new systems are cloned from 
approved images. It may be quicker 
to clone a VM from one already in 
production, but tracking the lineage 
of that system to ensure it has the 
right security patches and service 
configurations is extremely difficult. 
Also consider that a VM cloned from 
a system operating in one part of 

VIRTUALIZATION FROM PAGE 48

Virtual management tools
Important aspects of virtual and physical machine management — including utilization, up/
down and configuration state — overlap. To handle the unique aspects of VM management, 
traditional system management vendors have adapted their management platforms. New 
entrants into the market are also worth looking at for virtual management chores.  At large 
organizations, IT managers should be sure to use a management system that can integrate 
multiple virtualization platforms. 

� BMC Performance Manager for Virtual Servers is focused on VMware environments and 
gauges real and virtual machine performance.

� CA Unicenter Advanced Systems Management, part of CA’s Virtual Platform Management, 
is a cross-platform tool for VMware, Microsoft’s Virtual Server and Sun’s Logical Domains. 

� ConfigureSoft www.configuresoft.com offers configuration and change
 management.

� Citrix XenServer is a virtualization platform with integrated management tools, including 
XenCenter.

� Fortisphere www.fortisphere.com offers asset identification, as well as tracking and report-
ing of on- and offline virtual machines. 

� HP Virtualization Director is based on the Opsware Server Automation System and is a 
cross-platform tool that can manage VMware and Solaris virtualized environments.

� Hyperic HQ provides systems and application management software.

� The Ganeti is a Google code project that is a virtual server management tool built on Xen.

� IBM Virtualization Manager 1.2 is a Director extension that manages VMware, Xen and IBM 
Power virtualized environments.

� mValent offers configuration and change management.

� ManageIQ provides automated management specializing in virtual infrastructure. 

� Surgient is a preproduction virtual lab management tool. 

� VMware ESX Server 3 is a virtualization platform that uses VirtualCenter and other VMware 
offerings to provide integrated management.

 Source: eWEEK Labs
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your network may not be correctly 
configured to operate in another 
part. For example, an internal Web 
portal system that gets cloned and 
placed in a DMZ would be a sitting 
duck.

Moves and changes
it’s relatively easy with physi-
cal systems to understand the inter-
dependencies of various applications 
because the systems are often kept 
in close physical proximity to one 
another. With virtual systems, the 
interdependencies may not be as 
obvious. It’s therefore important 
to have a plan for tracking depen-
dencies and where interdependent 
systems move in the physical infra-
structure.

Understand the policies that 
enable the creation and movement 
of virtual systems. Losing control 
of virtual server positions as the 
result of moving a virtual system to 
another physical host to improve per-
formance can lead to sprawl. Most 
virtualization platforms include 
the ability to monitor virtual server 
performance and the availability of 
physical compute resources. When 
a VM reaches a predefined high uti-

lization rate, the allocation module 
can move virtual systems to physical 
hosts with more available power. It 
is up to IT managers to monitor 
this process and ensure that vir-
tual server resources are accounted 
for, regardless of the physical host 
where the virtual system currently 
resides.

Desired configuration
in october, the center for in  -
ternet Security released its first 
benchmark for securing VMware’s 
ESX Server 3.x. The CIS said “the 

benchmark is a compilation of secu-
rity configuration actions and settings 
that ‘harden’ virtual machines.”

Many long-standing configuration 
management vendors, including 
Configuresoft, provide manage-
ment tools that check desired-state 
configuration against actual con-
figurations for physical and virtual 
systems. Consider that VMs share 
physical resources. Systems that 
require stringent security configu-
ration should be co-hosted on the 
same physical hosts to prevent low-
priority virtual servers that may not 
be as diligently cared for from taking 
shared physical resources from high-
priority virtual servers. 

Connect the dots between physical 
and guest systems and ensure that 
configuration management on both 
types of systems is in place to help 
manage a virtualization rollout.

Monitor, manage, 
report
implement a system management 
platform that can integrate with your 
chosen virtualization platform(s).

Virtual systems share physical 
resources that were never shared 
in the one physical server/one 
application model. From the begin-
ning of a virtualization project, it’s 
important [CONTINUED ON PAGE 53]

Tracking virtual server utilization is an essential component of understanding how to 
allocate physical resources.

Virtualization costs can be kept low over time by creating a catalog of standard VMs.
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INSIGHT

to understand how to correlate 
physical system performance with 
the hosted machines running on 
the physical resource.

Monitor the tempo of VM creation 
to see if auditing intervals are frequent 
enough. It may be prudent to increase 
compliance audit frequency in response 
to rapid VM deployment. 

Requests for capacity planning 
forecasts are an inevitable outgrowth 
of successful virtualization projects. 
In organizations where virtualiza-
tion evolves from “great to have” to 
“standard operating procedure,” IT 

managers will have to accurately mea-
sure the amount of physical resources 
needed to host the expected increase 
in virtual infrastructure requirements. 
Only management systems that track 
utilization over time will be able to 
provide reasonable metrics for sizing 
future IT hardware requirements. 

Maturing virtualization infra-
structures that have been in place 
for two or three years will increas-
ingly be measured against a per-
formance yardstick that disallows 
infrastructure management mis-
takes. Today, there is still a halo glow 
around wringing huge productiv-

ity gains from existing hardware. 
Tomorrow, it will be expected, and 
downtime caused by uncontrolled 
virtual infrastructure sprawl will be 
a mark against IT. ´

Technical Director Cameron Sturdevant 
is at csturdevant@eweek.com.

VIRTUALIZATION FROM PAGE 51

For tips on building management and 
security into your virtualization

platform from the ground up, 
go to www.eweek.com/c/a/
Infrastructure/How-To-Get-
Virtualization-Rightfrom-the-Start.
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infrastructure
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� ... is used as long as 
needed and then

manually torn down

� ... is created and torn 
down dynamically and 

automatically

0

53.7%

36.6%

9.7%

Virtual feedback

Percentage of 134 respondents

Q. Which best describes what happens when your organi-
zation creates a virtual server? The virtual server ...  

Source: Ziff Davis Enterprise Editorial Research

� Desktop PCs

302010

� Virtualization
“in the cloud”

� Notebooks

� Storage

Q. Besides servers, for what other platforms are you using 
or considering virtualization? 

� I/O

� Network

� No problems running multiple 
workloads on one physical server

� Memory

� Processor

0

� Other

10.3%

26.5%

24.9%

20%

2.7%

Q. When it comes to running multiple workloads on one 
physical server, what is the biggest resource issue for your 
organization?

Q. Which of the following skills or tools do you think are 
or will be required to manage your organization’s virtual 
infrastructure? (Select all that apply.)
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� Backup

� Patch management 

� License management

� Server provisioning

� Load balancing

� Continuity planning 

61.8%

� Availability management
� Preventing configuration drift 

� Security lockdown
� Custom coding  

61.8%
58.6%

54.8%
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50.5%

46.2%
31.7%
31.7%

10.8%

15.7%

Percentage of 186 respondents

Percentage of 185 respondents

Percentage of 183 respondents
0

19.2%

24.1%
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Percentages do not add 
up to 100 percent due to 
rounding.
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Mashups must mesh
Acquisition mashes, as with application combos, can go astray

ERIC LUNDQUIST

M
ashups are 
one of 2008’s 
hot technology 
trends. The basic 
idea behind 
the mashed-up 

application is that it is wiser 
and a better use of corporate 
time and revenues to build 
new applications from existing 
pieces (which could be inside 
or outside the company) than 
create new apps from scratch. 

The creation of the mashup 
sounds simple: Take a finan-
cial package from one area, 
an inventory control system 
from another and geographic 
positioning information from a 
third. Mix those three sources 
well, and, voilà, you have an 
application that lets you know 
not only the cost but also the 
location of the inventory you 
now carry. The devil, of course, 
is in the details, and what is 
often lost is the reason behind 
the mashup in the first place. 

Not only applications but 
also entire companies are 
being mashed up. And what 
often gets lost in application 
development can get lost in 
acquisition mashups as well. 
Here’s my take on three 
recent mashes.

Dell and EqualLogic. This 
combination should be one 
of the top mashes of 2008. 
Dell needed to find a stor-
age partner that could move 

faster than EMC in the iSCSI 
networked storage area and 
needed an experienced chan-
nel company to help Dell fig-
ure out how to balance direct 
and channel sales. Dell’s sim-
plicity and manufacturing 
expertise, tied to EqualLogic’s 
SAN smarts, can move Dell’s 
revitalization strategy ahead.

IBM and Cognos. This 
mash might work. IBM 
has been busy filling out its 
middleware strategy; what 

was missing was the answer 
to the question of what new 
business insight can a com-
pany gain from creating a 
big IBM middleware stack. 
Cognos’ business intelligence 
software should answer that 
question in a tight integration 
with the stack. The goals of 
performance management, 
corporate search and a dash-
board view of a company’s 
operations hinge on BI appli-
cations that are easy to create 
and available to nontech man-
agers. IBM made some previ-
ous BI partners grumpy with 
the Cognos purchase, but the 

company needed tight, rather 
than partner-based, applica-
tion integration. (See related 
story, Page 39.)

Microsoft and Yahoo. This 
column is being written as the 
Yahoo board is busy rejecting 
Microsoft’s $44.6 billion bid. 
I’m expecting that Microsoft 
will come back with a few 
more bucks and Yahoo will 
succumb. Of all the mashups, 
I think this is the riskiest. The 
amount of money—even for 

Microsoft—is substantial, 
and mashing up a company 
(Microsoft) that has an unde-
fined Internet strategy with an 
early Internet pioneer that seri-
ously lost its way (Yahoo) does 
not a powerhouse make. Mash-
ing up apps written in different 
programming languages with 
different interfaces is a diffi-
cult undertaking. Mashing up 
two companies with different 
cultures in a hostile takeover is 
one combination that would be 
better off left alone. ´

Editorial Director Eric Lund quist 
is at elundquist@eweek.com.

What is often lost is
the reason behind the 
mashup in the first place.
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Relief comes from the cloud
Travelers must deal with the headache of getting data through customs

JIM RAPOZA

T
here has been a 
lot of talk recently 
about how most 
computing usage 
will move into the 
Internet cloud. In 

this vision of the computing 
future, people won’t even 
carry PCs around; they’ll 
just access their data from 
any system that connects to 
the Internet.

For some people this may 
not sound all that attractive, 
but I can think of one group 
that probably can’t wait to 
use this—namely, interna-
tional travelers.

That’s because interna-
tional travelers are increas-
ingly faced with the risk that 
their laptops might be taken 
from them, or, almost as 
bad, all of their personal and 
business data will be cop-
ied and taken somewhere 
unknown.

Who is perpetrating these 
thefts? Why, it’s U.S. Cus-
toms agents, who have been 
given the OK by the govern-
ment to view information 
on, copy the data from or 
even seize the personal elec-
tronics (including laptops 
and smart phones) of travel-
ers entering or returning to 
the United States.

According to recent news 
reports about these sei-
zures, there are more than 

a few companies that are 
concerned enough about 
this practice that they have 
put in place procedures 
to protect company data 
for workers who do travel 
internationally, in some 
cases providing special 
clean laptops for these 
workers.

So what should those of 
us who have to travel inter-
nationally do? 

Well, one good step for lap-

tops would be to take advan-
tage of imaging software to 
create two images of your 
laptop. One would be a per-
fectly clean, nothing-else-on-it 
version of the operating sys-
tem. The other image would 
be taken just before you 
left on your trip and stored 
away (preferably in a couple 
of places, such as work and 
home). 

Bring a bootable DVD 
of the clean image on 
your trip and, just before 
returning into the country, 
overwrite your regular sys-
tem with the clean image. 

Save data accumulated 
on the trip on a remote 
server, burn to a CD or 
DVD, or put on an unob-
trusive USB drive (such as 
a USB pen). When you’ve 
passed through customs 
and returned home, you 
can restore your standard 
image.

It may seem like a lot of 
work, but in my opinion 
it may be the only way to 
truly protect your personal 

and business data. 
It’s sad that international 

travelers have to deal with 
this on top of all the other 
headaches of travel. But until 
this practice stops or the gov-
ernment provides some clari-
fication on how and when 
systems and data can be 
searched and seized, it’s the 
only way to make sure your 
personal and business data 
doesn’t become part of some 
big central database. ´

Chief Technology Analyst Jim 
Rapoza can be reached at 
jrapoza@eweek.com.

Some people can’t wait 
for the day when they 
won’t carry PCs around.
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Windows Server, hourly edition
Amazon.com’s EC2 provides many options for Web-based businesses 

JASON BROOKS

F
or the past several 
months, anyone who’s 
asked me about the latest 
big new thing in IT has 
gotten an earful about 
Amazon.com’s Elastic 

Compute Cloud, or EC2.
You pay Amazon.com 

10, 40 or 80 cents an hour 
(depending on the RAM, 
storage and CPU) and you 
get a virtualized server run-
ning in one of the company’s 
data centers. It’s a compelling 
model and one that offers all 
companies, but small compa-
nies in particular, a route for 
scaling up their Web-based 
businesses very quickly. EC2 
also gives larger companies 
with their own data center 
capacity the option of turn-
ing to “the cloud” to handle 
spikes in traffic, rather than 
requiring these businesses to 
overprovision to meet occa-
sional capacity crunches.

Right now, however, 
there’s a big asterisk floating 
alongside EC2. The service, 
which is based on technol-
ogy from the open-source 
Xen hypervisor project, is a 
Linux-only proposition. This 
works out just fine for busi-
nesses built on the LAMP 
(Linux, Apache, MySQL and 
PHP/Python/Perl) stack, but 
EC2 doesn’t offer much to 
companies that rely on Win-
dows Server applications.

While this Windows 
support asterisk signals a 
limitation of EC2, I contend 
that this bit of rhetorical 
punctuation would be best 
interpreted as a wake-up call 
to Microsoft. After all, I’m not 
the only one who’s taken note 
of EC2. Red Hat has teamed 
with Amazon.com to make 
Red Hat Enterprise Linux 
available in Amazon.com’s 
cloud, complete with tools to 
help manage mixed in-the-

cloud and on-premises server 
deployments. While many 
businesses currently rely on 
Windows Server, I’m sure 
that Red Hat and other Linux 
platform vendors would 
be only too happy to help 
customers migrate to Linux-
based, cloud-ready alterna-
tives to companies’ Windows-
anchored applications.

As luck would have it, 
Microsoft now boasts its own 
virtualization platform tech-
nology, in Windows Server 
2008’s Hyper-V. Building out 
a WC2 (Windows Compute 
Cloud) service would give 

Microsoft the opportunity 
to demonstrate that its new 
hypervisor is capable of 
powering a major virtual-
ized infrastructure—a sorely 
needed proof point for the 
brand-new Windows compo-
nent. What’s more, a WC2 
platform would be a major 
boon to Microsoft’s channel 
partners, particularly those 
selling to SMB customers 
for whom hosting their own 
on-premises servers is an 

unwelcome diversion from 
running their businesses.

Cloud computing ser-
vices certainly present chal-
lenges, such as dealing 
with the added latency and 
security issues that come 
with entrusting machines to 
remote providers. To some 
extent, however, we’re all 
headed cloudward for our 
computing, and our vendors 
will either lead us there, or be 
left scrambling to follow. ´

eWEEK Labs Executive Editor 
Jason Brooks is at jbrooks@
eweek.com.

There’s a big asterisk 
with EC2. The service is a 
Linux-only proposition.

06p57.indd 5706p57.indd   57 2/13/08 3:28:52 PM2/13/08   3:28:52 PM

http://Amazon.com
http://Amazon.com
http://Amazon.com
http://Amazon.com
http://Amazon.com
http://www.eweek.com
mailto:jbrooks@eweek.com
mailto:jbrooks@eweek.com


COMMENTARY

58  eWEEK  n  F E B R U A RY  1 8 ,  2 0 0 8  w w w. e w e e k . c o m

IT objects of our affection
From SAAS to VOIP, here’s what we’re loving right now

DEBRA DONSTON

V
alentine’s day has

come and gone, but 
we’re still feeling the love 

for the following technolo-
gies. 

SAAS: SAAS offerings 
take much of the admin-
istrative and data center 
burden off IT, and the sub-
scription model often makes 
good economic sense. Ser-
vice outages and scalability 
concerns could cool our 
ardor, however.

Google Docs and Spread-
sheets: Speaking of SAAS, 
hardly a day goes by around 
here when someone doesn’t 
say, “I’ll build a Google 
spreadsheet/document/
calendar for that.” The free 
Google productivity suite 
provides a simple, effective 
place for colleagues to keep 
updated and share ideas.

One Laptop Per Child 
Project: No, the XO didn’t 
come in at $100, and, yes, 
there have been—and will 
be—some bumps along the 
distribution road. But we 
appreciate how the OLPC 
group has identified a social 
problem and is using tech-
nology to help overcome it.

Virtualization: With the 
ability to divide one x86 
server into many, companies 
have been able to dramati-
cally cut costs. And, with 
the forthcoming Windows 

Server 2008 offering built-in 
virtualization capabilities, 
it may be easier for compa-
nies that haven’t hopped on 
board the V-train to do so. 

Social networking: Joining 
a social networking site can 
be a bit overwhelming. It’s 
amazing how quickly connec-
tions are made and shared, 
and the opportunities for 
collaboration seem almost 
endless. But that’s the beauty 
of it, too, and an increasing 

number of companies are dis-
covering how much potential 
the technology has as a way 
to connect with customers 
and effect better communica-
tions and relationships.

Smart phones: I was 
going to single out the 
iPhone here, but, really, 
it’s smart phones as a cat-
egory that have evolved to 
the point that we now have 
almost seamless always-on 
access to our e-mail, the 
Web, contacts and so on. 
The iPhone is just the cool-
est one of all—for now.

WiMax: Wireless access 

anywhere? WiMax is still 
a ways from being main-
stream, but the possibilities 
are pretty compelling. 

GPS: I’ve been lost more 
times than I like to admit, so 
now that GPS is available in a 
relatively affordable form for 
the masses, there are lots of 
long road trips in my future. 
And location-based services 
in general are poised to pro-
vide new ways for sellers to 
connect with buyers.

Web video: If a picture is 
worth a thousand words, then 
a video can be worth a mil-
lion. Companies are increas-
ingly seeing the value of 
video on their Web sites—to 
educate, to sell, to promote … 

VOIP: When a call to 
China costs as much as a 
call next door—and can be 
made with your laptop—
what’s not to love? VOIP has 
saved many a company and 
individual many a dollar. ´

eWEEK Editor Debra Donston 
can be reached at ddonston@
eweek.com.

If a picture is worth a 
thousand words, a video 
can be worth a million.
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eWEEK in the blogosphere

to another PC in my network. While I could install 
the printer drivers offered from the share, I could not 
actually print any jobs. The HP Web site had a note 
from December 2006 saying Vista drivers were com-
ing soon, but there has been no further news in the 
intervening 14 months. It’s disappointing, but I can’t 
blame Microsoft for HP dropping the ball.

After three weeks of frequent usage, Windows Vista 
somehow seems like less than the sum of its parts. I 
know there are a lot of compelling features under the 
covers (I’ve reviewed them ad nauseam), but their 
impact is hidden by a few glaring features that are 
constantly in your face, making you forget—or never 
notice—all the interesting stuff under the hood.

Unfortunately, this is the level of experience that 
most people will have with Vista—intruded upon by 
the three features and characteristics that dominate 
the Vista experience.

One, everything has moved. I’ll never understand 
why Microsoft feels the need to rearchitect the interface 
for each iteration of Windows. 

Two, Aero Glass is an uninteresting resource pig, com-
pletely unworthy of all the resources it consumes. 

Three, UAC, or User Access Control, is annoying to 
some users. UAC does not bother me at all. I’ve been a 
big proponent of Least User Privilege computing in the 
enterprise for a long time, and I have tried with varying 
success to practice it at home as often as possible. Frankly, 
Least User Privilege is much, much easier to accomplish 
in Vista than in any other Windows operating system. I 
can live with it, and I actually appreciate it.

Save for the printer drivers, everything works, and I 
can safely say that, so far, I am fine with Vista. I wouldn’t 
say it impresses me, but it does (almost) everything I 
need it to. The operating system certainly does not live 
down to the reputation it has garnered out in the field. 
I can see how it has frustrated many, but not to the 
level that would cause me to petition to keep Windows 
XP alive longer.

And as history has shown, Microsoft will make it 
better over time.

That’s why we wait for the service packs.
Posted Feb. 13, 2008 1:02 PM PST

Andrew Garcia: Signaling IT 
IN HALF-HEARTED 
DEFENSE OF VISTA

W ith windows vista service 
Pack 1 kinda, sorta ready for 

its public debut, I felt it was time to 
follow the time-honored SP1 tradi-
tion and make the leap to Vista on 
one of my primary-use PCs for good.

While I’ve spent hundreds of hours with Windows Vista 
and its beta iterations during the last two years—review-
ing various subsystems such as BitLocker, User Account 
Controls, Group Policy, USB drive controls and the wire-
less networking system—I’ve never really experienced the 
operating system for day-to-day computing. It’s about time 
to change that. (See related review, Page 22.) 

This oversight is not out of character for me, as I have 
a history of slow migration. For instance, I did not move 
from Windows 2000 to Windows XP for good until 
late 2003—a full two years after XP made the scene. 
Ultimately, as a user, I really don’t want to incur the 
time or expense to make a move that doesn’t motivate 
me. I don’t care—nor do I want to care—about what 
operating system I use. Rather, my concern is simply 
for the applications and devices I need and want.

I decided to burn one of my precious 32-bit Vista 
Business activations for the install, figuring my PC does 
not need the full media capabilities offered by Vista 
Ultimate. But I wanted to get more of the experience 
than is possible via the more basic versions of Vista. 
The PC itself is a laptop, a Lenovo T60p with a dual-core 
processor, 2GB of RAM and 802.11n wireless. The Vista 
Experience score is 4.3, with the graphics subsystem 
being the most lagging component.

With resounding success, I threw the open-source gamut 
of applications on Vista for my productivity software. Open-
Office, Thunderbird, Firefox and Pidgin all installed perfectly. 
For testing and research, VMware Workstation seems to 
work just fine. And for security, the latest iteration of Trend 
Micro Internet Security installed without a hitch.

In fact, the only things that did not work were my 
printer drivers. I have an HP LaserJet 1000 attached 
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themed  One-click site info feature that lets Firefox users 
click on the favicon in the location bar to see who owns 
the site and to check if the connection is protected from 
eavesdropping.

The feature prominently displays identity verifica-
tion that makes it easier for the nontechnical user to 
understand. For example, when a site uses Extended 
Validation SSL certificates, the site favicon button will 
turn green and show the name of the company the 
browser is connected to. 

Also new in Firefox 3 Beta 3:
• Web Forgery Protection
• SSL error pages
• Add-on and plug-in version checks
• Secure add-on updates
• Anti-virus integration
• Windows Vista Parental Controls
• eTLD (effective top-level domain) service
• Better protection against cross-site JSON (JavaScript 

Object Notation) data leaks.
Posted Feb. 12, 2008 8:17 PM EST

Ryan Narine: 
Security Watch
SECURITY FEATURES HIGH IN 
FIREFOX 3 BETA 3 RELEASE

Mo z i l l a  i s  i n c h i n g 
closer to delivering the next 

major refresh of its flagship Firefox 
browser.

On Feb. 12, the open-source group shipped Firefox 
3 Beta 3, an update that features approximately 
1,300 individual changes from the previous beta, 
including fixes for stability, performance, memory 
usage, platform enhancements and user interface 
improvements.

The latest beta is heavy on security improvements, 
including an enhancement to the Google-powered 
Malware Protection feature that puts up a warning 
sign when users visit sites that are known to install 
viruses, spyware, Trojans or other malware.

It also comes with improvements to the  security-
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COMMENTARY

Cameron Sturdevant: 
Permit/Deny
VIRTUALIZATION RIGHT—
FROM THE START

In my story about manag ing 
virtualization (see Page 46), I 

recommend how IT managers can 
tame existing server sprawl. This sprawl can be avoided 
al together at companies just beginning or planning a 
server virtualization if the following steps are taken:

Know your existing physical network. IT manag-
ers must leverage existing knowledge of the physical 
systems along with the logical network layout of those 
systems. Virtual systems must exist on physical hosts, 
and these physical hosts provide clues about the most 
effective architecture for implementing virtual sys-
tems.

Survey workloads. Next, survey the workloads that 
will be virtualized. Make sure that business-critical 
applications are certified to operate in (and are sup-
ported in) a virtualized environment. If not, find out 
when the vendor intends to provide such certification. 

If you can’t determine that, it is likely not advisable to 
virtualize the application. 

Chart apps. For applications that are supported on a 
virtual platform, make a chart of the performance, secu-
rity, patch, update, backup and recovery characteristics 
of the applications. For x86 environments that are still 
relative newcomers to the virtualization party—as com-
pared to mainframe systems that have been managing 
virtual workloads for many years—it is advisable to put 
similar workloads on the same physical host.

Baseline costs. Everything I have recommended up 
until this point will be beneficial even if you don’t go 
forward with a virtualization plan. If you are going to 
move forward, now is the time to base-line current 
operating costs and get at least a basic understanding 
of how costs will be charged to users of virtualized 
infrastructure.

Get ready to start charging. While researching my 
managing virtualization story, it was clear to me that 
one thing that is lagging in virtualized environments is 
a good chargeback mechanism. In the era of running 
workloads on individual physical systems, chargeback 
was fairly straightforward. In a virtualization era, charge-
back is going to take on a whole new level of importance. 
Groups that may have been willing to pay for servers 
reserved for their exclusive use will likely want a differ-
ent price structure when sharing the physical resource 
with different parts of the organization. 

Look to SAAS (software as a service) multitenancy 
for chargeback models. The idea of multitenancy that 
is all the rage in the SAAS world has some relevance 
for chargeback. IT managers should look into usage 
measurement tools so that they can provide business 
users with fairly accurate figures of what it costs to get 
into the virtualized infrastructure. As energy and cool-
ing costs escalate and rack space becomes more scarce, 
chargeback billing will become a core component of 
managing a virtual server infrastructure.

Build a lab based on your real network. Finally, build 
a lab using the equipment and workload present in your 
organization based on organizational surveys conducted 
by the IT department. Assess the impact of using various 
virtualization platforms on CPU, RAM, I/O and storage. 
In particular, if your organization uses multiple virtu-
alization platforms, ensure that you get a management 
tool that can stretch across these platforms to provide 
the operational details needed to maintain control of the 
infrastructure. Base-line the costs of providing virtual 
infrastructure using the lab to get a starting price that 
business groups will pay to use the new virtualized 
environment.

Posted Feb. 14, 2008 4:03 PM EST
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INTERVIEW

see the same opportunity, 
however, as the amount 
of data accumulating con-
tinues to grow at astound-

people and businesses that 
want to store all their digi-
tal stuff.

Many other companies 

Michael Dell and Praveen Asthana

What’s ‘in store’ for Dell

H
ere’s a pop-quiz question for you: 

Which segment of Dell’s hardware 

business—PCs, servers or storage 

systems—has been its fastest-growing 

during the last two years?

If you said storage systems, you are correct. For more 

than two decades, Dell has been known the world over 

for building PCs and high-quality application servers. 

Yet, as Dell executives look toward the future, they see 

major opportunity in making hardware and software for

ing proportions.
So what is it that will set 

Dell apart from EMC, Net-
work Appliance, Hewlett-
Packard, IBM, Hitachi, 
Fujitsu, Sun Micro systems 
and a host of smaller 
but equally savvy stor-
age companies? All these 
competitors, bent on one-
up manship, continue to 
come out with faster, more 
capacious, and easier-to-
use hardware and soft-
ware. And, generally, the 
prices are coming down as 
competition heats up.

Senior Writer Chris 
Preimesberger sat down 
w i t h  D e l l  C E O  a n d 
founder Michael Dell 
and Dell Global Storage 
Director Praveen Asthana 
to discuss the company’s 
storage strategy and 2008 
trends.

Michael, you’ve been back 
in the CEO position for 
one year now, since replac-
ing Kevin Rollins in Janu-
ary 2007. As objectively as 
possible, how do you assess 

[CONTINUED ON PAGE 64]
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CEO Dell and storage chief 
Asthana talk storage strategy
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Dell’s progress over the last 
12 months?
Dell:  I ’ve been real ly 
pleased with our last four 
quarters. I feel really good 
about us right now. We’re 
growing at a faster rate 
than ever. Our storage 
business is the fastest-
growing in the industry 
right now—it’s been that 
way for the last seven 
quarters.  This is  due 
to our distribution sys-
tem, new and innovative 
products, our geographic 
expansion, and a better 
cost structure alignment 
that we’ve put into place. 

Storage is one of our 
three most important busi-
nesses right now, along 
with servers and PCs. I 
intend to maintain that 
emphasis in 2008. 

Dell’s recent acquisition of 
EqualLogic was the second-
largest pure storage acquisition 
in IT history, at $1.4 billion in 
cash. Only Sun’s merger with 
StorageTek in 2005 was larger, 
at $4.1 billion. Praveen, what 
has the EqualLogic acquisition 
brought to Dell’s overall busi-
ness strategy?
Asthana: There are two 
aspects [of the deal] that 
make it so important for 
us. First of all, it’s simplifi-
cation of IT. Dell launched 
a strategy to simplify IT for 
customers, and it was very 
well received. Customers 
have been saying, “That 
is really my main issue. 
Life is too complicated, 
with too many headaches, 
so if you can simplify IT, 
great.”

If you look at the stor-

age side, for the last few 
years we’ve actually been 
simplifying the storage 
infrastructure for cus-
tomers—with the launch 
of the MD3000i, for exam-
ple. This deal takes that 
simplification to a whole 
other level because now 
you’re able to employ very 
advanced storage systems 
without needing profes-
sional services or a huge 
IT staff. So that changes 
the game as far as sim-
plicity. 

The second aspect of 
why this deal is so impor-

tant to Dell is that we are 
one of the largest suppli-
ers of server virtualiza-
tion technology. We are 
a direct-to-customer com-
pany, so we get a lot of 
feedback from customers 
directly. They say that the 
No. 1 problem they have 
when deploying server 
virtualization is the stor-
age. We wanted to find 
the simplest storage for 
server virtualization, and 
that’s what EqualLogic 
provides.
Dell: According to IDC, 
iSCSI storage is going to be 
a $6 billion segment of the 
market by 2011, and that’s 
why we made the move to 
acquire EqualLogic, which 
we judged to be the best of 
the new breed [of second-

generation storage software 
vendors]. We made a deci-
sion a while back that that’s 
where we were going to 
go. We evaluated several 
possible candidates [ for 
acquisition], and Equal-
Logic just turned out to be 
by far the best for us. 

Their blade technology 
is fabulous—40GB con-
nectivity on the backplane, 
which uses 19 percent 
less power than compa-
rable blades—and they 
fit right in with what our 
27,000 channel partners 
were looking for. … It’s all 

just easier to install and 
manage, it has every fea-
ture you’d need, and the 
EqualLogic brand just fits 
into any existing system, 
thanks to its built-in vir-
tualization.

The market is moving 
to 100GB Ethernet, and 
virtualization works even 
better in that environ-
ment. We’re the leading 
vendor of x86 systems 
in the world, and these 
new arrays and blades fit 
perfectly into our product 
offerings overall.

Why is  nonvirtualized 
storage so difficult to deal 
with?
Asthana: Storage is dif-
ficult to deal with from 
a management perspec-

tive for a couple of rea-
sons.  One is that the 
amount of data growth 
you sometimes have is 
unpredictable—and it’s 
extraordinary. So when 
you have a single array, 
and the amount of capac-
ity gets filled up, you have 
to go buy another array. 
Managing two different 
arrays becomes difficult. 
If you virtualize it, it all 
looks like one pool of 
storage, so it is very easy 
to manage.

What is Dell planning to do 
in the archive business in 
2008? Will it provide its own 
archiving product line?
Asthana: Dell supplies 
archive systems [with 
access through file sys-
tems and metadata] to 
customers through our 
partnership with EMC.

EMC told me that it pro-
vides about 75 percent of 
the storage hardware that 
Dell sells. Aren’t many of the 
new, second-generation-type 
products EqualLogic brings 
to the table going to overlap 
with those that EMC already 
supplies to Dell? And might 
that cause some friction 
within the companies and 
with channel sales?
Asthana: To the question of 
whether our products over-
lap with some of EMC’s, the 
answer is, yes, there is some 
overlap. There is overlap 
with any kind of array that 
you put out there in the mar-
ket because the amount an 
array can scale will overlap 
a little bit with how much 
another array scales.

‘Our storage business is the 
fastest-growing in the industry 
right now—it’s been that way 
for the last seven quarters.’

—Michael Dell

DELL FROM PAGE 63

[CONTINUED ON PAGE 66]
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But customers don’t 
look at it that way. They’re 
not just buying arrays 
capacitywise. What a cus-
tomer is interested in is 
this: “What’s my entry, and 
how far can I go up?” 

In terms of pure capacity, 
yes, there is overlap. You 
can look at it that way. But 
let me give you an off-the-
wall analogy: How much 
overlap is there between a 
pickup truck and a Ferrari? 
They both have wheels. 
Both of them can probably 
go 50 mph. At that point, 
you can say they overlap. 

If you wanted to go 50 
mph, you can do it with 
either one of the two. But 
they serve totally different 
purposes. If you want it to 
go fast and look good on 
the racetrack, you have the 
Ferrari. And if you need to 
haul stuff, need capacity 
and have a totally differ-
ent mind-set, you have the 
pickup truck.

If you’re from Texas, you’re 
buying the pickup truck; if 
you’re from Los Angeles, 
you’re buying the Ferrari. 

So when you look at 
products from Dell and 
from EMC, if you just look 
at one surface-level [ fac-
tor], you can say they over-
lap. But we look at them 
from the usage perspec-
tive. If you’re a customer 
who wants Fibre Channel, 
you’ll buy EMC products 
from us. If you are a cus-
tomer deploying server vir-
tualization and want best 
linkage [connectivity], then 
you’ll buy the EqualLogic 
products. If you’re a Power-
Edge server customer of 

ours and need a product 
that looks like a server, 
you’ll buy the MD series.

What new things can we 
expect to see from Dell this 
year?
Asthana: What you’ll find 
from Dell is more solu-
tions. EqualLogic was an 
important step in proving 
the optimum virtualization 
solution for the customer. 
We’re going to increase our 
linkage with other applica-
tions—for example, we’re 
finding that the way differ-
ent applications are chang-
ing is putting different 
demands on the storage.

And we want to make 
sure we have the best stor-
age. As an example, Micro-
soft has put in new intel-
ligence in its Exchange 
Server  2007—storage 
intelligence. And that actu-
ally allows the implemen-
tation to use lower-cost 
storage than in the past. 
In the past, if you needed 
an Exchange setup, you 
had to buy a pretty expen-
sive SAN [storage area 
network] back end. And 
it was very complicated to 

manage all that. 
Microso f t  changed 

Exchange and allowed it 
to work with DAS [direct-
attached storage] products. 
There’s actually a cus-

tomer implementation of 
30,000 mailboxes using 
Dell MD DAS products 
and Exchange. Now that’s 
a revolution.

You’d think: “Why would 
anybody want to go back to 
DAS?” But you’re not—the 
intelligence in the application 
brings in the same kind of 
availability and scalability as 
SAN, but it’s much cheaper 
to buy and manage. …

Dell is evolving its think-
ing from just saying, “Hey, 
we’ve got a little box for 
you; it’s only five grand,” 
to, “How can I give you a 
bigger Exchange mailbox 
for the price of a small 
one?” That is a solutions 

player—you’ll see a lot 
more of that from us.

Tell me something I don’t know 
about Dell that you think is 
important for people to know.

‘[Customers] say that the 
No. 1 problem they have
when deploying server 

virtualization is the storage.’
—Praveen Asthana

DELL FROM PAGE 64

Dell: Did you know that 85 
percent of Dell’s products 
are sold to business and 
government customers?

Actually, no, I didn’t. I figured 
a much higher percentage of 
sales to the consumer market.
Asthana: We’ve been the 
fastest-growing storage 
company in the world for 
the last four or five years. 
We are the fast-growing 
division within Dell. We also 
are very entrepreneurial in 
our approach, which is the 
same as a startup. We have a 
small team focused on win-
ning, and we’re changing 
the game in storage.

A lot of people don’t 
know how much we are 
changing the game in stor-
age. Not only are we chang-
ing the price economics by 
lowering the cost of entry-
level storage, we’ve also 
changed the playing field 
altogether with our DAS-
Exchange solution. …

We’re not just tweaking 
things—we’re fundamen-
tally changing things.
Del l :  So ,  there—you 
learned something new.

Happens every day. ´
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Asthana and Dell acquired 
“the best of the new breed” 
with EqualLogic.
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4. Which of the following best describes your company’s primary business? (Check one Only)

� 01. Manufacturing
� 02. Finance/Banking/Accounting/Venture Capitalist
� 09. Insurance/Real Estate/Legal
� 03. Government (Federal/State/Local)
� 08. Aerospace/Defense/Military
� 04. Healthcare/HMO/Hospital/Medical
� 06. Pharmaceuticals/Biotech/Agricultural
� 15. Education
� 14. Retail/Wholesale/Distribution
� 11. Transportation (highway, air, railroad, maritime)
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� 13. Engineering/Architecture/Construction
� 07. Tourism/Travel/Hotel/Restaurant Services
� 05. Entertainment/Publishing/Broadcasting
� 17. Marketing/Advertising/Public Relations
� 16. Non-Profit/Trade Association/R&D
� 19. Business Services/Consultancy

� 20. Computer Manufacturing (hardware, software, etc.)
� 22. Retail/Wholesale/Distribution
� 10. Telecommunications/Network Service Provider
� 23. System/Network Integrator or Provider/VAR
� 21. Data Processing Services/Outsourcing
� 18. Computer/Network Services Consultancy
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� 26. Independent Web/Software Developer or Vendor
� 24. E-Commerce/E-Business Integrator or Provider
� 28. Security/Storage Provider/SAN Management

� 27. Other ________________________________________________________________________
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5. What is your company’s annual budget for each of the following? (Select one dollar range for each category)

7. Which of the following categories do you have purchasing
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� 01. Global IT Operations
� 02. Enterprise-wide IT Operations
� 03. IT Department and Business Unit Operations
� 04. Standards and Platforms/IT Architecture
� 05. Business Process Re-engineering/Compliance
� 06. None of the above

6. Overall, what percentage of the above budget are you
personally involved with? (Check one Only)
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� 07. None
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8. How many people are employed in your entire organization?
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(Check one only)
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� 15. $10 to $24.9 Billion
� 04. $1 to $9.9 Billion
� 05. $550 to $999.9 Million
� 06. $100 to $549.9 Million
� 07. $50 to $99.9 Million
� 16. Less than $50 million
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Spill your guts at spencer.katt@ziffdavisenterprise.com, or give the Katt a howl at 415-547-8409.

SPENCER F. KATT

Chip chat on the boardwalk
HP may tap AMD quad cores; some OEMs cautious about ‘Puma’

The warm-blooded mammal was sick of the snow, 
ice and slush on the East Coast, so he did what 
certain other winter-weary creatures do in mid-

February—he decamped to milder climes. In Spencer’s 
case, it was an impromptu flight to Silicon Valley, which was 
enjoying a prolonged stretch of sunny, springlike weather.

Then it was a quick rental-car ride over the coastal moun-
tains on winding Route 17 to Santa
Cruz, where he was summoned 
to a discreet meeting on the city’s 
sun-drenched beach boardwalk by 
a tipster wanting to talk about chips 
of the silicon variety while noshing 
chips of the deep-fried-potato-and-
fish variety. There the Learned Lynx 
heard that HP will likely be the first 
big system vendor to come out with a server that uses AMD’s
quad-core processors—formerly code-named Barcelona.

The tipster told the Tabby to check out h20000.www2.
hp.com/bc/docs/support/SupportManual/c00795594/
c00795594.pdf on the HP Web site to find a manual on the 
DL585 G2 server. This model is currently available only with 
dual-core AMD Opteron processors. But reading through the 
manual, you find the author discussing the benefits of the 
quad-core processor—specifically an 8200- or 8300-series 
chip, the designation for the quad 
cores. So, it seems HP is ready 
to accept that AMD’s chips are 
no longer suffering from the bug 
that plagued them when they 
were introduced last year.

Then the tipster told Spencer 
that some PC OEMs are getting 
a little nervous about the launch 
of AMD’s “Puma” platform. 
Since AMD had problems with its 
last big chip launch, the OEMs 
may be taking a cautious look 
at what AMD might be offering 
on the mobile front. A delay or 
the appearance of more quality 
problems could soon lead to the 
long-rumored shake-up of AMD’s 
leadership. There is already 

plenty of speculation in the Valley about who might buy AMD 
if the company can’t resolve its problems expeditiously. Some 
say a likely candidate might be Nvidia, with its CEO Jen-Hsun
Huang as the executive who could turn things around.

Another tipster dropped Spencer an e-mail saying a battle 
might be brewing between HP and Dell in the desktop manage-
ment space. HP recently reduced prices on some of its desktop 

and deskside server management 
tools in response to growing competi-
tion from Dell, the tipster averred. 

Later last week, Spencer was at 
Sun’s Menlo Park campus attending 
one of the company’s periodic media 
days to get an update on Sun’s 2008 
product strategy. All the top brass 
were there, including CEO Jonathan

Schwartz; John Fowler, executive vice president of systems; 
and Rich Green, executive vice president of software. The Katt 
was catching up with Fowler, who’s now in charge of Sun’s 
hardware development efforts, when Schwartz walked over. The 
brash Bobcat hit Schwartz up for a one-on-one interview. “Sure, 
it’s OK with me,” Schwartz said, “but John over there—well, 
he really runs the company. I’m just his puppet sock.” Fowler 
laughed. “Right. You know the movie, ‘Ratatouille’? That’s Jon 
and me. He’s the boy—I’m the rat pulling his hair.” ´
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Better e-mail security just got a 
whole lot easier. And cheaper.
Introducing Security Software as a Service from Webroot.®

The challenge with hardware and software security solutions is that you constantly have 
to maintain them. Your job is to deliver value, not spend precious time and resources 
maintaining security.

Now you can avoid that whole hardware-software trap by getting your security in the form 
of software as a service. Webroot E-Mail Security SaaS requires no hardware or software 
on your part, yet provides superior protection from viruses and spam. Webroot E-Mail 
Security SaaS stores and tracks 100% of your e-mail offsite, so nothing ever gets lost and 
your e-mail solution automatically meets your compliance needs. 

Five scanning engines and a 99.999% uptime guarantee deliver the best e-mail security 
solution on the market. Best of all, it’s completely painless to set it up and the most 
convenient solution you can deploy. Which is why we have been selected to protect more 
than 2.5 million e-mail accounts to date. 

If you want better security, easier and cheaper, get Webroot E-Mail Security SaaS. Call 
1.800.870.8102 or visit www.webroot.com/saas today.

YOU HAVE MAIL, BUT NOW WITHOUT THE USUAL 
SPAM, VIRUSES AND PHISHING ATTACKS.
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