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SME segment Continues
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SME BUZZ
Need for Collaboration

Today is Higher Than
Ever...

“ENDPOINT SECURITY
IS THE MAJOR
CONCERN FOR SMEs"

Security is one of the major concerns of the SMEs, They look upan the vendors and
partners to take care of this by providing a scalable, easy to install and easy o manage
solutions. MicroWorld is one such arganization, which understands the pain points of
the SMEs in the security space. Govind Ramamurthy, CEQ and MD, eScan spoke to
SMEChannels as to how his company is ready to tackle issues. Excerpt

Toeday SME segment has

emerged to be & big market for
every vendor, how do you see SME
market in India from security poaint of
view?
Currently, pariability of data with fcilitles ke
W-F i the wse of portable devices like laptaps.
amart phomes, and USE drives have gven sy 1o
apporiunities of vorkis dats leaks. A standalone
antivieus without erdpoant security will not
suffice. Endpaini securiry Is a major challenge
while securing the network. Understanding this
requitemnent. MicroWorld hag come it with
saliticns that bas endpoint solution integrated
rather than a standalone solution
St e grawing ol 3 tremendaus rte and they
also require corporaie fevel protection;
[ this wough econpmy, SMEs have realied the
imprrtance 'of Infwmation Security as theft of
confidential Infarmation or intellectual prap.
ety can fuve a direct impact o thelr growth
Alsce with adeption of data pratection laws that
reqquires high level of dita security have fooced
the SMES o doa rethink on their information
wecurity needs and now they are looking far sclu-
rions that aot ondy effer valie for money but also
proactive pratectian for their hotf the permcter

and endpoints; securing shetr daa from all lnfor-
mitan Seeurity threats and vilnerbilities

What kind of solutions da they

need and do you have those
solutions?
Like large corporate, small and. medium sived
efiterprises dlso require corporate level protection,
Therefore. kst year we hind Bunchod SYIE censtic
prasducts that privide corporate level pratection
at SME Bevel price as ShEs todey understand
thit ensuiing busingss continuity is essential T
iricrease their growth and botton lines,
Ensdpoint secusity 4 the major concern for SMEs
and today Endpoint solutions-are targeted mare
towwards emvterprises. [Ral o or vinss infec
s through pontzhle storage: devices can - be
detrimertal o the bottemlings of the SMEs, The
effective mbhation that asddresses this major Sireat
s eSaan Internet Seeurty Suite for SMEs,
efean Iniernet Security Swite for SMBs/SMEs
provides. them with comprehensive pratection
aed muli-lapered  security normally ovailible
in an enterprise fevel product. ebcans prosctive
pratectivn combined with endpaint security and
asset marsgement ensare st ShiEs are pratected
fram all Information Secucsty thoeats that target

their confidential infrrmion ssets and ntel-
Sectual property:

What (s your strategy for
woolng SMES?
Oy, Strategy 18 to-provide SME centnic salubions
that can previde Frerprise level securmyat a price
affordaile tothe ShiEe

What is your distribution and
marketing strategy?
We are imiplermenting o fwo pronged strabery ts
increase ous market share i the SME sagment
throagh chanmel and costamer sctivation pro-
grama. As part of our channel expansion plan
we bave signed up distribidos across India aed
ao- eScan is available from Kanpakoman 1o
Phailwarma.
We are strengthening aur channel base that caters
to the SME murkes throdgh aggressise channel
prrarmotian plars:

How is your empowerment pro=
grammes for the partners?
MicroWoeld ensumes it chanmel partners ben-
it From competitive pricing and good margins
Apart from this MecraWardd also prvides acive



pie and post saks SUpport to its partners. We
negularty train the technical team of var partners
w0 that ther motoaly preside thi firg Tove of aup
AV specialist adding to

port bt alsn can hecom

thiedr bottam -l

What is your support strateqy?
We at ebean, b providing pro
FCHVE SUPPHETT L alir Custiomers anl partners
e Sappart [unction

With the eScan Ren
that b nee part of all sur products, we pro-

“MICROWORLD
ENSURES ITS CHANNEL

‘SME CHAT

vide free remate suppeet 1o all our costoeters
round the dock

What s your advice to the part-

ners in terms of developing skill
sets to focus on SMEs?
I the carrenst econeisie scemarko. S8 are nol
willing 4 compromise in terms of seaurity ansd
clannel partners havee the appartaniny o benefit
from this situation if they facus an selling security
as 8 sidution and nolns & prodiss.

www.exlpr.com



