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Networking is no longer about product. It’s about 
solutions. It’s about strategy. It’s about vision.

In short it’s about business.
For the last decade, Network World Middle East has 

led the Middle East with a combination of forward-
looking editorial, grounded in local reality. From details 
of cutting-edge technology to explanations of technical 
buzzwords in clear language, from demonstrations 
of networking advances in the region to details of 
solutions offered by key players, from case studies to 
exclusive interviews, Network World Middle East has 
provided strategic vision for senior management and 
tactical advice for networking professionals.

The magazine focuses on core areas of the industry 
where vendors strive to explain their technologies and 
where customers need to understand their solutions. 

The magazine covers all key technologies in depth, 
from cutting-edge research through to upgrades 
on standard infrastructure elements. It also covers 
interviews, best practice case studies and analysis.

The industry’s favourite technical title is your 
authoritative route to market.

www.networkworldme.com   |   Issue 123   |   June 2009

PLUS: VIRTUALISATION  |  APPLICATION DELIVERY NETWORKING  |  BACKUP AND REPLICATION MOBILITY  |  NETWORK MAKEOVER  |  VIRTUALISATION  |  RTLS  |  WIRELESS |  DATA CENTRES

www.cpidubai.com | Issue 100 | July 2007

barcode

BARCODE

CELEBRATING THE REGION’S NETWORK KNOWLEDGE

www.networkworldme.com   |   Issue 126   |   September 2009

PLUS: APPLICATION DELIVERY   |    IP SURVEILLANCE   |    SOLID STATE STORAGE   |    IPS     
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RAISING THE BAR
TELECOM EGYPT PROTECTS ITS CRITICAL INFORMATION ASSETS WITH NETWORK-BASED 

INTRUSION PREVENTION SYSTEMS.

Our readers are influential network and IT executives 
responsible for strategising, building and buying for  
their enterprise networks, across the region.
 
Network/IT management – 85%
Titles include: CIO, IS,IT,CSO,VP and Consultant
Corporate management – 15%
Titles include: CEO, COO, President, and Director
 
Purchase Influence
We offer a powerful combination of audience and 
resources across print, online and events, to meet your 
marketing objectives. The  Network World Middle East 
audience is 100% involved in the buying/evaluation  
of IT products and services.

www.networkworldme.com

The magazine for  
network computing

Readership
19,500 readers per month
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The focus of EMC World 2009 might have been 

the inevitability of cloud computing as “the next 

big thing” – yes, really, this time – but few of the 

7.000 attendees from around the world really 

expected EMC to lay on thunderstorms and 

heavily clouded skies mid-May in central Florida.

As a metaphor for its future prospects, it 

was perhaps just a little too clever. After all, 

the industry is in a recession. Major IT players 

typically saw their Q1 revenues drop to the 

mid-teens; however, according to feisty Joe 

Tucci (who straddles with confidence the roles 

of Chairman, President and CEO at EMC), the 

major storage player saw a drop of only 9%.

Smart marketing, great products or a key 

sign of the importance the market is placing 

on storage as the key to business success riding 

out of the economic conditions? According to 

the new EMC-sponsored IDC study titled ‘As 

the Economy Contracts, the Digital Universe 

Expands’, the amount of digital information 

created in 2008 grew 3% faster than IDC’s 

prior projection. Looking forward, the Digital 

Universe is expected to double in size every 18 

months. That means, in 2012, five times as much 

digital information will be created than in 2008.

Calculated to be 487 billion gigabytes in size, 

the amount of information created last year 

was, for example, the equivalent of more than 

4.8 quadrillion on-line bank transactions or 162 

trillion digital photos.

However, while the pace of digital 

information increased in 2008, IT budgets 

CASH RICH AND STILL COMMITTED TO HEAVY R&D AND M&A 
SPEND DURING THE CURRENT RECESSION, STORAGE GIANT EMC 
IS SCALING NEW HEIGHTS IN ITS DREAM OF MAKING BOTH THE 

DATA CENTRE AND THE BUSINESS WORLD VIRTUAL.

SEND IN 
THE CLOUDS

FEATURE            EMC
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declined. That means an even larger divide 

between the amount of information generated 

and the amount of IT resources purchased and 

deployed to manage it. Hence the demand for 

tools and techniques such as virtualisation, 

deduplication and other data reduction 

technologies geared specifically to managing 

more with less.

 In Tucci’s view, “the growth of digital 

information collides with everyday business and 

everyday life” leading to the need to seek out 

“new and creative ways to manage, secure and 

protect the rapidly-growing volumes”.

He sees the role of EMC, double playing as 

both technology and infrastructure company, 

as delivering on customer demands which 

are fairly standard across the globe and all 

industries from delivering services on reduced 

budgets, ever-faster ROI, reduced business risk 

and preparation for next-gen technologies – all 

of which Tucci categorises as “more efficiency, 

more control, more choice”.

 And the route to that is by saving customer 

costs, offering them new routes to market and 

keeping closer to them – “touching” them, in 

his words. With a commitment to keep R&D 

spend high – last year it was $1.7b or an industry 

enviable 12% of revenue – EMC is determined 

to attack costs for customers, which is where 

“they meet the road”. Not surprisingly, he sees 

real opportunities for EMC in delivering that 

with new products and services on offer, against 

a background of a world drowning in data 

– information held on disk arrays, for example, 

is currently showing anywhere between a 40 

and 60% CAGR, depending on which analyst or 

storage company you talk to.

The answer, of course, to concerns about 

spending on new technology in bad business 

conditions is that it will deliver more, faster. As 

Frank Hauck, Executive VP of Global Marketing 

Nick Black, Manager Systems Engineering, Citrix Systems ME

in EMC’s Storage Division, put it: “A five year 

TCO? No, thank you!” So the answer, in EMC’S 

strategic view, is not only to manage more 

information – that’s like saying that to survive 

in business, executives need to remember to 

breathe – but more crucially to manage that 

information more effectively.

Enter the world of the cloud…
Dynamic infrastructure, flexibility, cost 

reductions and increased reliability – who 

wouldn’t want that? The problem is that, like 

earlier attempts over the last two decades to 

shift IT shops from traditional data centre 

thinking, the dream hits road bumps as soon 

as customers start looking hard at the reality. 

As Chuck Hollis, EMC’s CTO Global Marketing, 

admitted, “The cloud demands virtualisation 

that scales – at present, we can’t really get that 

from anyone.”

However, EMC’s strength in virtualisation 

with its VMware products may be just enough to 

push the paradigm forward, though at present it 

looks as if cloud computing is just a play for the 

large organisations, even though there was some 

discussion by Tucci about the future market 

prospects of pushing the cloud down to the SMB 

market in due course.

That said, 50% adoption is still many years 

away and a tipping point for market leaders 

possibly by the end of 2010. In a time of 

economic worries, this is clearly not a strong 

revenue stream for EMC in the short term. 

However, the longer game has always been one 

of EMC’s strengths – VMware started desktop 

virtualisation a decade ago, for example. The 

road that led from there to effectively a software 

mainframe has seen 130,000 customers coming 

along for the ride.

“At the end of the game, it’s all virtualised 

– there’s no argument there,” Hollis asserts. And 

However, EMC’s strength in virtualisation with 
its VMware products may be just enough to push 
the paradigm forward, though at present it looks 
as if cloud computing is just a play for the large 
organisations.

what has changed the rules have been the new 

technologies released in the past two months 

by EMC and VMware that enable virtual data 

centres and private cloud computing.

In April, EMC introduced the new EMC 

Symmetrix V-Max storage system, a breakthrough 

new approach to high-end data storage with 

an innovative new architecture purpose-built 

to support thousands of virtual servers. In May, 

VMware introduced VMware vSphere4, the 

industry’s first operating system for building the 

private cloud, enabling the delivery of efficient, 

flexible and reliable IT as a service.

 As Tucci claimed: “Virtualisation has taken a 

major step forward with the vSphere release. It 

has moved far beyond a neat way to consolidate 

servers and morphed into a new way to build 

data centres and consume IT as a service.”

 Of course, the cloud is not really a 

technology by itself - it is an approach to 

building IT services that harnesses the rapidly 

increasing horsepower of servers as well as 

virtualisation technologies that combine many 

servers into large computing pools and divide 

single servers into multiple virtual machines 

that can be spun up and powered down at will.

 By definition, it is on-demand and includes 

attributes previously associated with utility and 

grid models. They are all part of the industry-

wide transition to Web-based IT delivery models. 

For the enterprise, cloud computing might 

best be viewed as a series of “on-line business 

services”, says IDC analyst Frank Gens. Forrester 

analyst James Staten explains: “Public clouds 

are easily accessible, multi-tenant virtualised 

infrastructures that are managed via a self-service 

portal.” On the other hand, private clouds mimic 

the delivery models of public cloud vendors but 

do so entirely within the firewall for the benefit 

of an enterprise’s users. A private cloud would 

be highly virtualised, stringing together mass 

quantities of IT infrastructure into one or a few 

easily managed logical resource pools.

 The largest enterprises are interested in 

private clouds because public clouds are not 

yet scaleable and reliable enough to justify 

transferring all of their IT resources to cloud 

vendors. That much is admitted by EMC and 

‘ecosystem’ partners like Cisco. IDC surveys 

show the top uses of the cloud as being IT 

18_Network World Middle East  June 2009 www.networkworldme.com

VENDOR WATCH             3COM

AS 3COM TAKES ANOTHER SHOT AT THE ENTERPRISE SWITCHING 
MARKET, THE MIDDLE EAST MARKET IS ALL SET TO PLAY A CRUCIAL 
ROLE IN ITS GAME PLAN.

ON THE 
COMEBACK 
TRAIL
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3Com’s rallying cry will be lower total cost of 

ownership for IT shops reeling from high vendor 

premiums during the current economic downturn. 

The company says the recession presents a ripe 

opportunity for a “new” entrant to disrupt the 

switching status quo in the data centre.

But 3Com isn’t new. Some users may remember 

bitterly back to 2000, when the company alienated 

its largest enterprise customers by abruptly killing 

its CoreBuilder switch and encouraging customers to 

migrate to Extreme Networks. 3Com then attempted 

a re-entry into the large enterprise switching arena 

through a joint venture with China’s Huawei in 2003.

That venture was successful in China but barely 

made a dent elsewhere. A few years later, 3Com 

bought out Huawei’s stake in the joint venture and 

in 2008, after a failed attempt to be acquired by Bain 

Capital and Huawei, 3Com established its leadership 

and operational focus on China when it named Robert 

Mao as CEO, replacing Edgar Masri.

Now 3Com is attempting a third engagement with 

data centres and large enterprises after a successful 

run in China, where it claims market share leadership 

in enterprise switches and routers. 3Com is choosing 

now to tap the global market because the economic 

recession is sowing the seeds of disruptive change 

and prompting users to consider alternatives to 

their incumbent vendors, says 3Com’s regional GM 

Mahmoud El Ali. 

“Enterprise is clearly our focus now. Yes, we have 

gone through some ups and downs in the last four 

years but at the same time, we did some intensive 

R&D. Now, we have a credible story to tell. We have 

in our portfolio products that are of real value to 

customers. We are the only company to offer zero 

downtime in a core solution now,” he says. 

“We’re proven in China with large-scale networks 

and demanding customers,” Ali says. “This is a unique 

opportunity that 3Com hasn’t seen in the past.”

3Com’s banking on past practices to reestablish 

itself with large enterprises globally: undercutting 

the competition on price and total cost of ownership. 

Even though 3Com did not reveal pricing on its 

S 12500 data centre switch, the company is claiming 

price/performance advantages over Cisco’s Nexus 7000 

– twofold in performance and density – and half the 

power consumption.

The S12500 can support up to 512 10G Ethernet 

ports and 864 Gigabit Ethernet ports in a full rack 

configuration, 3Com says. It features 2.2 billion pps 

forwarding and 6.6Tbps switching capacity in an 

architecture designed for future 40/100G Ethernet, 

FibreChannel over Ethernet and data centre-

optimized Ethernet applications.

3Com has also rolled out a fixed configuration 

switch that can be virtually stacked to achieve 

performance comparable to a modular switch. The 

S5800G/XG switch is designed for top-of-rack data 

centre, medium-sized enterprise core and high density 

access applications. It supports 24 10G Ethernet ports 

or up to 192 in a virtual stack; and 80 Gigabit Ethernet 

ports or 640 per stack.

The S5800 is also field upgradeable to PoE 

and PoE+, 3Com says. 3Com will also roll out a 

management application, called the H3C Intelligent 

Management Center (IMC), for centralized FCAPS 

management of its switches and routers, and third-

party devices.

“The economic recession has been a blessing in 

disguise for us. Customers are unwilling to pay a price 

premium for Cisco, and that has opened doors for us 

in the enterprise market. In fact,  cost effectiveness 

comes only second in our story. What has come to the 

fore is product superiority, which makes us a strong 

alternative to Cisco,” says Ali. 

At the foundation of 3Com’s enterprise 

networking strategy is a mandate to deliver 

unmatched price/performance and a new approach 

to customer relationships.  Three tenets drive this 

strategy:

• Design solutions that lower TCO:  The H3C portfolio 

of solutions has been designed and built over the 

last four years, incorporating the latest in merchant 

silicon and energy efficiency, as well as a common 

management platform;

• Architect future-proof products:  The H3C solutions 

are based on open standards and leverage common 

hardware and software systems to help solve today’s 

problems while allowing the flexibility to adapt to 

future technology enhancements; and

• Deliver a new level of customer intimacy:  3Com 

has made responsiveness and flexibility a priority, 

underscored by the stability of a $1.3 billion, 

profitable, global organization.  Elite partners 

authorized to sell H3C products will also help elevate 

the level of customer service and support.

Though currently, more than half of 3Com’s 

revenues come from the Asia-Pacific region, Ali says 

the Middle East  is key focus area for the company. 

“3Com is committed to the region, and we have 

enormous expansion plans.  We are investing in 

more resources, both sales and pre-sales, expand our 

partner base and build labs where users can come and 

test solutions before they deploy it.”

Though product quality has never been a problem 

for 3Com, whether the company gets third time 

lucky would depend on if they can secure a large 

systems integrator partner and get some really good 

lighthouse wins outside of china, especially in the 

emerging markets like the Middle East. If Ali’s plans 

are anything to go by, the company sure seems to be 

on the right track at the moment.

Mahmoud El Ali, GM of 3Com

Now 3Com is attempting a third engagement with data 
centres and large enterprises after a successful run 
in China, where it claims market share leadership in 
enterprise switches and routers
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FEATURE            ETHERNET

DATA CENTRE MANAGERS AND EQUIPMENT VENDORS 
LOOKING FOR GREENER ALTERNATIVES WILL BEGIN TO 
BENEFIT THIS YEAR FROM A MAJOR INITIATIVE AIMED 
AT REDUCING THE POWER CONSUMED BY ETHERNET 

EQUIPMENT. 

ENERGY-EFFICIENT 
ETHERNET: A 
GREENER CHOICE 

IEEE 802.3az, or the Energy-Efficient 

Ethernet (EEE) standard, will implement 

low-power idle (LPI) modes for the full 

range of Ethernet BASE-T transceivers 

(100Mb, 1GbE and 10GbE) and the 

backplane physical layer standards 

(1GbE, 4-lane 1GbE and 10GbE).

Computing and network hardware 

has traditionally been benchmarked 

on performance with no clear metrics 

for energy efficiency. And because the 

focus of development has been ever-

higher performance, there has been a 

rapid increase in power consumption, 

particularly since the advent of multi-

GHz processors. The EPA reports that 

energy usage in data centres doubled 

between 2000 and 2006 and is predicted 
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to double again by 2011, hence the 

interest in energy efficiency.

Data centres are built to handle peak 

loads and often have excess capacity 

off peak. It’s nice to have a lot of server 

cores available to tackle a big problem 

when you need them, but it costs a lot 

of money for power and cooling to keep 

those servers running constantly.

Clearly there are efficiencies to be 

gained by being able to operate the 

compute infrastructure in a manner 

that scales the power consumption 

down when the load is lower. Consider, 

for example, a data centre built to 

provide stock quotes within seconds -

- the servers are woefully underutilised 

when the market is closed. Making the 

power consumption proportional to 

the load would allow close to a ten-fold 

reduction in power consumption as the 

average utilisation tends to be less than 

10% of peak capacity.

Approaching the problem
While the EPA recently defined metrics 

for server energy efficiency, there had 

been no measure to rate the energy 

efficiency of network equipment, so 

the EPA sought input from the Energy 

ddepartment-supported Environmental 

Energy Technologies division of the 

Lawrence Berkeley National Laboratory 

(LBNL). Mike Bennett and Bruce 

Nordman of LBNL chose to bring this 

task to the IEEE LAN MAN Networking 

group, which initiated a standardisation 

project (Project 802.3az).

When the energy efficiency standards 

activity started in the 802.3 working 

group, one of the options considered 

was stepping down the power 

consumption of Ethernet transceivers 

(PHYs) in stages when the data rate 

required was less than peak. That idea 

was abandoned, after much debate, 

in favor of defining LPI modes and 

mechanisms to switch rapidly between 

the full operating speed and the low-

power idle mode.

With this approach, the EEE 

standard will not only be able to 

improve the efficiency of data centre 

network equipment, but also provide 

standardised signaling mechanisms that 

can enable rapid transitions between 

normal operation and LPI states in 

systems on either end of the physical 

layer link.

This capability is reminiscent of 

the Wake-on-LAN standard (which 

defines magic packets that can be sent 

to remotely wake up a computer in a 

sleep mode), however, EEE signaling has 

much less latency, on the order of 10 

microseconds.

Low power idle mode
LAN links generally average less than 

10% utilisation and even at peak 

times, the utilisation does not reach 

100%. When data is not being sent, 

the lower-speed PHYs (10Mbps and 

100Mbps) would stop transmitting and 

hence would automatically consume 

less power. However, the higher-speed 

PHYs (1000BASE-T and 10GBASE-T), the 

ones that are relevant to data centers, 

continue to transmit actively when 

there is no data to send, and thereby 

continue to consume power when idle.

For the lower speed standards, 

the new EEE standard (IEEE 802.3az) 

specifies the transport of LPI signaling 

from the system on one side of the link 

to the system on the other side and 

provides only small incremental savings 

in the PHY power itself, but it enables 

rapid adjustments in power modes of 

the connected devices.

For 1000BASE-T and 10GBASE-T 

transceivers new LPI modes have been 

defined. Key features are:

1. They allow powering down the 

transmitters and three of the four 

receivers in a link when there is no data 

to send.

2. They include a refresh cycle that 

requires transmission of short training 

sequences in LPI mode so the PHY 

parameters (clock tracking at the 

slave, receiver equaliser coefficients, 

echo canceller coefficients, crosstalk 

canceller coefficients, etc.) can be 

updated and kept current.

3. They include the definition of an 

alert signal that can be used to rapidly 

wake up a PHY from sleep in the  

LPI mode.

4. They can be initiated either from the 

local system by signaling from the MAC 

or station management or from the 

remote system over the PHY link.

Because of these features, the LPI-to-

active state transition can be made in 

less than 0.001% of the time it takes for 

the initial link-up of the PHY. During 

the sleep-to-wake transition, EEE 

requires that data transmission be held 

off for the PHY wake time so no data 

is lost.

The EEE standard also provides a 

mechanism to hold off transmission 

for longer periods than the minimum 

specified to allow for extended 

system wake times, and this can be 

coordinated across the network using 

the IEEE802.1AB protocol. This allows 

much finer-grained and more flexible 

cycling between normal and LPI modes. 

This capability will be a powerful tool 

for power savings in future data centers.

The EEE standard has been through 

three cycles of working group balloting 

and has maintained an approval rating 

greater than 80%. It is slated to get 

approval to go to sponsor ballot this 

month. Full ratification is anticipated 

before year-end.

LAN links generally average less than 
10% utilisation and even at peak times, 
the utilisation does not reach 100%.

Exclusive content from
the world’s largest ICT publisher

The inaugural NWME industry awards were held in 
April 2010 to an audience of 270 key decision makers
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JAN Ethernet switching Server virtualisation MPLS

FEB Cloud computing IPS WiMax 

MAR Desktop virtualisation Router evolution SSD 

APR Endpoint security The move to 4G Data consolidation

MAY Telepresence Network monitoring Backup and replication

JUN Enterprise mobility UTM IP storage
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AUG Unified comms Next-Gen networks Disaster recovery
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2010  editorial calendar

Circulation 12,760 copies

CIO Survival Guide
This 16-page booklet is the regional CIO’s essential 
on-the-shelf guide to everything from procurement, 
management and best practice utilisation, to day-
to-day operations of their information technology 
investments, in order to get the most business 
efficiency and productivity out of them. 

Please contact the CPI team for further details.
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