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rates. We're currently working on
a hosted endpoint security service,
which we hope to add to our
Symantec Hosted Services port-
folio in the near future. And longer
term, we're looking at a data loss
prevention hybrid hosted service.

PATRICK: How are you and your
team working with Greg Hughes,
Symantec’s group president of the
Enterprise Product Group, and his
team? | assume there are a number
of intersection points.

€¢The guts of our
existing hosted services
business are expanding

very fast.??

— Adrian Chamberlain, Sr. Vice President,
Symantec Hosted Services

ADRIAN: We are very fortunate to
have Greg in this new role for a
couple of different reasons. First, in
his prior role overseeing corporate
strategy, he was a moving force

behind the MessageLabs acquisition.

He therefore understands hosted
services, the go-to-market model,
and how hosted services fit into
Symantec’s larger portfolio. Second,
as he is now responsible for the
larger Symantec enterprise product
portfolio, there are a number of
leverage points as we move to add
more hosted services offerings.

PATRICK: What is the focus for you
and your team—existing customers,
new customers, or both? And how
should Symantec customers—or
potential customers—determine if
they should manage a product them-
selves or go with a hosted service?

ADRIAN: In regard to your first
question, the answer is both. We

have more than 21,000 customers
from the bluest of the blue chips to
the small business. These custom-
ers realize the value of services in
the cloud and are buying more and
more for the reasons we discussed
before—convenience, economic,
predictability, and so forth. For
new customers, there are still
large chunks of the market left

to tap—50 to 70 percent in the
most mature markets. Our abil-

ity to bundle offerings for these
customers—whether just hosted

died just before the war started.
His dying words were to make the
“right wing” strong by massing
the majority of the German army
against France. His argument was
that if the German army could
quickly beat France, then they
could beat Russia. His successors
didn’t heed his words and didn’t
put enough troops and resources
on the Western Front, resulting in
a four-year war that they eventu-
ally lost. Here’s the analogy: I'm
a great believer in choosing a

services or a hybrid approach—is a
big advantage.

In regard to whether a hosted
service or software license-based
approach is best, we’ll work with
customers to diagnose their require-
ments and then recommend the best
solution—whether a hosted service,
a license- or application-based ap-
proach, or a hybrid model.

PATRICK: Your studies at Cam-
bridge were in history. Do any his-
torical events come to mind that are
analogous to Symantec’s current
market position or the evolution
of SaaS?

ADRIAN: Oh, there are many. I
am a true believer in examples
and historical analogies. One
that comes immediately to mind
is an event that took place at
the beginning of the First World
War. The German general who
conceived the invasion of France

few things and in being ruthless
in the execution of those things.
Symantec has huge potential, one
that can be realized with strate-
gic leadership and laser-focused
execution. And the SaaS business
unit is poised to play a critical role
in the assault.

! “Market Trends: Software as a Service, World-
wide, 2009-2013,” Gartner, Inc., May 2009.

Patrick E. Spencer (Ph.D.) is the editor
in chief for CIO Digest and the author of
a book and various articles and reviews
published by Continuum Books and
Sage Publications, among others.

C

Symantec Hosted
Services Offerings Today

> Messagelabs Hosted Web Security

> Messagelabs Hosted Instant
Messaging Security

> Messagelabs Hosted Email
Encryption

> Messagelabs Hosted Email
Continuity

> Messagelabs Hosted Email Archiving

> Symantec Hosted Backup
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