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"ve been on both sides

1995-2006:
Developer (startups, BMC)

2006-2011:

Analyst@RedMonk
« http://redmonk.com/cote/

2011-2013:
Corporate Strategy, M&A (Dell)

2013-now:

Research Director@451
« https://451research.com/biography?eid=735

¢ cote@451research.com @cote & Cote.io.
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. Access to our influence channel

Quick Goals: Influence, Advice

. Understand analyst motivations & types o TR S o
Make us think The Company is rad
. Get help making The Company rad

Make us talk about that radness

. Access network of contacts & partners

Manage relationship
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B
ell us about rad things . 1= You’re this guy.
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Reasons to talk with analysts

(for vendors)
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INnfluence

» Buyers
e Sellers
Connect & Broadcast  Press

e |[nvestors

 Nerd Entertainment

@ Research
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Research

« News & trends

« Competitive analysis
Market Education
« Market-sizing & share

« How TO’s
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Consulting

« Deeper research
« Product & strategy

« M&A, biz-dev, partners

Direct your decisions _ _
» Messaging, kool-aid

testing

* 3rd party mouth-piece for
internal politics
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Analyst work products
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Reports

Donnie Berkholz James Governor Stephen O'Grady GreenMonk GearMonk RedMonk Rollup  RedMonk TV

QRedMonk

11772014 Report View - Short
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j impact Report .

IBM goes bonkers for devops, highlighting
how it's being interwoven with its portfolio

Analyst: Michae! Coté 9 Dec, 2013

Compared with the speed of startups and other pioneers in the cloud and devops space, IBM seems 1o move at a glacial pace, However, Big Bl
has been at cloud for several years now, with at least two or three pivots’ under its beit, culminating in 185 acqusiton of SofiLayer for an estimall
S$20bn. Together with the acquisition of UrbanCode in Aprl, and an in-house passion for devops, IBM is startng 10 lay out a credible vision (with |
results) for how it will help large companies take advantage of devops-onented IT. The topic infused several sessons at IBM's recent sofware ¢

analyst summit in Stamford, Connecticut

The 451 Take

These actvities fec! like the start of IBM kicking off a new muli-year initiaSve: enabling its usual large enterprise customer base to take
advantage of devops 1o deliver software o market with faster %eedback loops, IBM is one of few companies hat have the track record, w
and resources 10 invest in multiple-year strategios like this. Afer several previous atlempis 1o apply cloud lechnologies and practices o its
portiolio and customer base, this ime it feels like 1IBM has finally seied on the right mix of plan, market iming and resources. Now the hard

work begins — bullding it all and bringing the resuitng portolo to market year after year

Context

1BM, as a company, has seen revenue declines in recent quaners, particularty on the hardware side - indicalons that business as usual is not
culting L IBM has been building out new strategies and products recently, with many aligning with cloud technologies and practices, such as
devops. Devops can seem like an early adopter market, despie the ever-growing interest we've seen since 2010. Once a vendor bie IBM staryy
addressing devops s a core concam, the market tends 10 move astor. IBM's sotware portfolio has several areas that devops could fit well with
the portfolio is full of middieware that developers use 10 build applicatons, and the newly renamed Tivoll unit (please update the Tivoli’ feld on
Big Blue brand cheat sheet 1o 'Cloud and Smarter Infrastructure’) is one of e "Big Four' in systems management. The company's recent purcha

i LirhanC Ao and Sat aver aro halnh d imnare bt BBM alen hahl aad souvornal aman ~ afinse that ennuildd haln e rostamarfarsnn natinlin a
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THE AUTOMATION
SPECTRUM

From DIY Devops to Paid, Supported PaaS

Enterprises and service providers are realizing that their developers, teams and business

unils must adopt automation to accelerate their efforts around application delivery while
improving efficiency and quality in order to stay competitive, The market demands more

apps, more [features and more updates more frequently than ever, and the traditional

methods of application release aren’t cutting it.
INFRASTRUCTURE
COMPUTING FOR
THE ENTERPRISE

¢ LRFF_](‘ enterpnses and service prl‘J‘a‘Id(”S are under increasing pressure from end users and

KEY FINDINGS

internal sources to more rapidly develop and deploy applications and services, as well as
infrastructure. The same pressures also dictate that quality and uptime cannot be sacrificed for

speed, requiring efficiency and responsive capability from business teams and IT organizations

» Automation of software development and deployment processes, as well as infrastructure
configuration and provisioning, Is a pnmary and proper response to market demands for speed,

efficiency, quality and uptime.

Standards and shared practices around automation of software release processes and

infrastructure provisioning are lacking in the industry, yet demand for them is high

* A growing number of organizations are taking proactive steps to automate more of their
software development, deployment and || provisioning processes or adopting devops
methodologies. We are beginning to see more enterprise-wide implementations of automation

that go beyond application delivery to encompass entire application release processes.

DECEMBER 2013

451 RESEARCH: INFRASTRUCTURE COMPUTING FOR THE ENTERPRISE
© 2013 451 RESEARCH, LLC ANDVOR ITS AFFLIATES. ALL RIGHTS RESERVED

Donnie Berkholz's Story of Data

Red Hat’s CentOS “acquisition” good for both sides, but
‘ware the Jabberwock

Red Hat and CentOS announced earlier this week (in the respective links) they are

*joining forces" — whatever that means. Let's explore the announcements and
implications to get a better understanding of what's happening, why, and what it means
for the future of RHEL, Fedora, and CentOS.

LWN made some excellent points in its writeup (emphasis and links mine)

The ownership of the CentOS trademarks, along with the requirement that the
board have a majority of Red Hat employees makes it clear that, for all the talk
of partnership and joining forces, this is really an acquisition by Red Hat.
The CentOS project will live on, but as a subsidiary of Red Hat—much as Fedora is
today. Some will disagree, but most would agree that Red Hat's stewardship of
Fedora has been quite good over the years; one expects its treatment of CentOS
will be similar. Like with Fedora, though, some (perhaps large) part of the
development of the distribution will be directed by Red Hat, possibly in directions
others in the CentOS community are not particularly interested in.

Plenty of benefits to go around

Whether it's the rather resource-strapped CentOS gaining more access to people and
infrastructure, not to mention those pesky legal threats, or Red Hat bringing home a
community that strayed since it split Red Hat Linux and created RHEL/Fedora in 2002-3,
the benefits are clear to both sides.

I'm not convinced it had to go nearly as far as it did to realize those benefits, though —
formalizing a partnership would have sufficed. However, giving three of the existing
lead developers the opportunity to dedicate full-time effort to CentOS will be a huge
win, as well the other resources Red Hat is providing around infra, legal, etc. But the
handover of the trademark and the governance structure are a bit unusual for the

About

Hi, I'm Donnie Berkholz, an analyst at
RedMonk and our "resident Ph.D."

| quantify and analyze the art &
science of software creation and its
usage by developers, data scientists,
sysadmins, and everyone in between.

My background is diverse, including
stints in biophysics, open-source
software development & leadership,

IT infrastructure, and journalism.

¥ Foliow @dberkholz

Search for:

Search

Subscribe to Blog via Email

Enter your email address to subscribe
to this blog and receive notifications
of new posts by email.

Email Address

Subscribe

Sponsor
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Rankings

expectations
‘ 6 Platform as a Service

Magic Quadrant

Figure 1. Magic Quadrant for Cloud Infrastructure as a Service
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' Pivot Table: All Enterprise Software Market Share, Worldwide, 2010-2012

List of Tables

2-1 Total Software Revenue for Al Software Segment and Reqgions, 2010-2012 (Millions of U.S. Dollars)

| Table 2-1

{Front Page)

| Total Software Revenue for All Software Segment and Regions, 2010-2012 (Millions of U.S. Dollars)

Notes: Countnes, subsegments and markets are soned alphabatically, Vendors are sored by share

Gartner defines total software revenue as revenue that is generated from appliancas, new licanses, updates, subscriptions and hosting, technical support, and
Souwrce: Gartner (March 2013)

‘ Copy/Convert to CurroncyF»:»

Excel Macros

This file contains macros that allow you to convert revenue to the curren
currencies in the currency converter immediately to the left, either enable

file to a *Trusted Location® as defined by your sy

_Region (Al ¥
Country (A} v
Macro Market (A1) v
Market (Al V,
SubSegment (ALY v
Year v
Vendor Data 2010 YR 2011 YR 2012 YR

| Microsoft Sum of Revenue (M) 54,7108 588841 80,0683

Growth % 7.6% 2.0%

Share % 15.7% 15.5% 15.2%

| IBM Sum of Revenue (M) 25,436.0 28,218.0 287220

Growth % 10.9% 1.8%

Share % 7.3% 7.4% 7.3%

| Oracle Sum of Revenue (M) 239180 271889  28665.0

Growth % 13.7% 5.4%

‘ Share % 6.9% 7.2% 7.2%

| SAP Sum of Revenue (M) 12,9786 15,7423 16,9241

Growth % 21.3% 7.5%

Share % 3.7% 4.1% 4.3%

| Symantec Sum of Revenue (M) 56550 6,351.3 64450

Growth % 12.3% 1.5%

Share % 1.6% 1.7% 1.6%

| CA Technologies Sum of Revenue (M) 41480 4,383.0 43044

Growth % 5.7% -1.8%

Share % 1.2% 1.2% 1.1%

| VMware, Inc. Sum of Revenue (M) 26185 34702 4,236.8

Growth % 32.5% 22.1%

Share % 0.8% 0.9% 1.1%

| HP Sum of Revenue (M) 3,933.7 45349 4,994 1

Growth % 15.3% 10.1%

‘ Share % 1.1% 1.2% 1.3%

| BMC Software Sum of Revenue (M) 18358 1,960.8 19726

Growth % 6.8% 0.6%

Share % 0.5% 0.5% 0.5%

| Infor Global Solutions | Sum of Revenue (M) 12627 13422 1,980.0

Growth % 7.1% 47.5%

Share % 0.4% 0.4% 0.5%

| Citrix Systems Sum of Revenue (M) 15339 17534 2,020.3

Growth % 14.3% 15.2%
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Table 6

List of Tables

Worldwide Public IT Cloud Services Revenue by Segment, 2010-2017 (SM)

Vorldwide Public IT Cloud Services Revenue by Region, 2010-2017 ($M)

Asia/Pacific (Excluding Japan) Public IT Cloud Services Revenue by Segment, 2010-2017 (3M)

Canada Public IT Cloud Services Revenue by Segment, 2010-2017 ($M)

Central and Eastern Europe Public IT Cloud Services Revenue by Segment, 2010-2017 (SM)

Japan Public IT Cloud Services Revenue by Segment, 2010-2017 (M)

Latin America Public IT Cloud Services Revenue by Segment, 2010-2017 {(SM)

Middle East and Africa Public IT Cloud Services Revenue by Segment, 2010-2017 ($M)

U.S. Public IT Cloud Services Revenue by Segment, 2010-2017 (3M)

Westermn Europe Public IT Cloud Services Revenue by Seament, 2010-2017 (SM)

Top Main

Worldwide Public IT Cloud Services Revenue by Segment, 2010-2017 ($M)

| | 2012-2017 CAGR
2011 2012 2013 2014 2015 2016 2017 (%)
) , ., Returnto Question/ m
Contents N\ = Briefin
CET vs. Cloud Computlng As a Service (SM) y 6,70 17,866 40 27 638 30 25.931.10 37,022 40 36.520,70 2257660 1Ea
300 6,285 80 3,150 50 10,232 60 12.771.00 15,827 50 15,563 30 255
@co 24.172.20 25,768 60 36,163,650 4376340 52,348 60 §2,079.60 208
11,90 3617 60 5,25 20 7,020.30 9,070.00 147270 1407190 26.7
2012-16 CAGR EXpeCted {]g 670 269690 31730 3,104 50 10,250.70 13,048 60 16,326,70 272
Cloud Computing market 1220 4,435 60 6,031.00 879810 10,387.00 12,550 40 14,758 50 272
Zae 49,336 60 12,348 30 16,302 60 20,677.70 25,569 20 37.125.10 272
| 250 37,328.40 47.356.40 56,466, 70 73.541.10 8541050 107,216.90 235
I —
2012-16 CAGR expected for st assumptions.
Cloud-Enabling Technologies
Top Main
1)
2012-2017 CAGR
2011 2012 2013 2014 2015 2016 2017 (%)
&0 4 955 1,195 80 1,485 90 161370 2,154.30 2,496.00 212
— 7.3 1,169.00 1,627 30 217550 2,770.10 3387 20 3.68° 50 278
.70 22,195 .40 26,754 20 3782670 37,048,30 42.166,40 47,106.00 162
7530 8,325 30 10,768 B0 13,987 €0 16.246.10 23,763 20 30,764 .50 269
870 32.644.70 40,406,170 4547970 5547820 7146510 84,350.00 209
2011 2012 2013 2014 2015 2016 300 361670 5,787 80 8,060 20 10,542.70 13,003 .40 15,313,650 33
» Cloud Computing $3,195 $5,667 $8,848 $12,533 $16,676 $21,127
® Cloud Enabling Technologies $7,772  $10,647 $13,525 $16,499 $19,634 $22,732
Resea1((r: I_l ' Market Monitor Review: Virtualization Sector Review
artne arket Monitor sector Revie alization,” 451 Rese Dec 20
oreca Aug 20 NP Resec : 2PF :
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« Webinars - book-ending a pitch for

lead-gen

» Speaking - conferences, customer
events, “kick-offs,” etc.

« New media - screencasts, podcasts,

videos

Other work products

Making apps, not just
applications - WaveMaker is
the saddle to the cloud

Optimizing workloads with
zEnterprise - a system of
systems with mainframe,

e G oo

=
Demo of Code Collaborator

6.0's New Features, with
Gregg Sporar

l |
%
- i

L

Jonathan Bryce, Extended

2

S

N

LS
.o

Code Collaborator 6.0 New zEnteprise, Extended
Features, with Gregg Sporar Interview

P rREE

Jonathan Bryce on Extending Enterprise 2.0 at
OpenStack Booz Allen with MindTouch

Demo: Fedex Critical Truck FedEx Critical Truck Enterprise Lipstick - James Jeff Smith on the IBM
Tracking Tracking Governor at Adobe MAX Solutions Architecture for
2009 Energy and Utilities
\

j
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Engaging with analysts

@ Research |
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Establish goals with analysts

Inform yourself - trends, competitive,
market data, etc.

Feeding/brainwash - material for one of
their reports, hustle them to write one

Influence & Word-of-mouth - investors,
reporters, buyers, competitors

Marketing - generating social objects

Get advice - help you make decisions

,

Ca—

-

At least the RedMonk
bunch are going to say
nice tRings about us.

@ Research |
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« Coverage area(s)

» Cynics vs. Optimists

« Journalists vs. Practitioners
« BigCo vs. “Boutique”

« Vendors vs. end-user centric
« Potential impact

e (Cost

Sorting analysts
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Figure out how analyst get paio

« Be aware of when engagements are free
Vs. paid

« Paywalls

« Consulting

« Conferences

« Sponsoring & underwriting

« “Content” - re-prints, commissioned
papers

HATS ARE HIS NEW YEAR'S HOERBY. TOO

Thanks teo a gift eoupon, he chooses a

hat in easy comfiort at a man’s store

- i wwel WD
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Briefings

@ Research
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Company overview
Problem solved

How it’s solved

Market you're targeting
Business mechanics
Road-map

Strategy

Vision

Briefing analysts

451 Analyst Guide Template

# Product/Technology

Q: What problem is being solved?

Q: Where is it and this category going in 2-3
years”?

Q: How long does it take to get up and
running’

Q: What's the licensing model?
Subscription, perpetual, etc?

# Company/Overview

Q: Who's the customer, size of company

that buys?

Q: How many paying customers”?

Q: How many trials/pilots?

Q: Customer to speak to as a reference?

Q: Number of employees?

Q: Are you hiring? What type, how many”?
Q: Geographic locations?

# Sales
Q: Revenue?

Q: Average deal size?

Q: Expectations for next year/quarter?

Q: Revenue mix across products?

Q: Revenue mix across geographies?

Q: Revenue mix across market segments?

# Partner/Channel

Q: Partner approach?
Q: Indirect/direct mix?
Q: Looking for partners?

# Competition

Q: Who do they see in deals?

Q: Are there different people in low, mid,
and high-dollar deals”

Q: Has the competition changed?

# Finance

Q: Total amount of funding and funding
stage/history?

Q: Who are the investors?

@ Research
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Briefing tactics

30-60 minute presentation g
NDA tagging
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Bullets, not clipart G e 4
PDFs over WebEx

Demos

Don’t fights, just discuss

We don’t like feeling dumb, or “exposed”

Ask for and/or offer something

Allude to future work, carefully y -

@ Research
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Startup briefings: seem bigger

Assisting pattern matching: disruptor,
SMB pulldown, Enterprise, etc.

Funding history & connections
Keep the visuals fancy so you seem new
Source of sustaining money, revenue

Why will it make money? (Or get
bought?)

@ Research
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eCK the nin(

¢ il u i i

Above all else, avoid “computers are awesome™

i 3 ...and/l'll Show You How
v EASILY You Can Have It!

Py

) »
......
' N L

ust tell me, in coupon below, the kind
i o N J of body you want—and I'll give 1t to
esER R e you SO FAST your friends will be

......................................

amazed. “Dynamic Tension,”” my easy,
~.minute-a-day method, will make
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Ongoing engagement

Consistent set of contacts at your
company

Consulting - small & large
Emailing interesting info, press releases
(Pre-)briefing for all upcoming events

Food and beverages
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Thanks|

cote@451Research.com | +1-512-795-4307
@cote | http://cote.io

@ Research
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Consulting

Survey - What’s going on out there?

Tactical Strategy - How do we make money with this technology?
Build adoption? Are our methods good? (E.g., going open
source).

Big Strategy - Portfolio management, corporate, future plans.
Planning - new ventures, waking up dead ones.

Validation - Is the “offering” itself good? Are we drinking our own
Kool-aid? How is it?

Biz-Dev - Who else should we be working with?
Messaging - How do we say this? Bullet-proofing.

Sometimes, a company won’t listen to its own good ideas, but
will listen to those same ideas from an analyst

Getting a 3rd party
perspective, input, &

crafting

@ Research
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Additional credits, citations, etc.

 Jonny Brentwood’s AR Hitler: http://www.youtube.com/watch?
v=g|GEKIVYFZO

» Cocktail notes: http://www.flickr.com/photos/spine/146779420/

@ Research |
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