











Photos: Gene Fedele

Wednesday, August 19, 2009

2009 XCHANGE

'09

Celebrating Startups: Eight Score Sprout Awards

Everything Channel and the Sightline Group roll out the red carpet for ezght gczme—chdngmg cool technologies

By Damon Poeter

Want new technology? Everything
Channel and the Sightline Group pre-
sented awards to eight startups. Here are

the winners:

WhipTail Technologies

This storage vendor vows to “deliver
information at the speed of business”
with its solid state storage appliance. The
use of SSDs promises up to 90 percent
less spent on power and cooling costs vs.
a typical magnetic spinning disk array.

RioRey

RioRey stops DDoS attacks in their
tracks. With hundreds of installations
around the world, partners enjoy gen-
erous lead generation and lightning-

fast sales cycles.

Pranah Storage

Pranah provides a unified system with
its purpose-built storage box. It has
developed both the software and hard-
ware for its SAN and NAS delivery
vehicle, bringing “capabilities that pre-

.

viously only existed for large organiza-
tions and delivering them to SMBs.”

Mindtouch

This collaboration software developer
sells what is essentially an open-source
alternative to SharePoint. Target cus-
tomers are “anybody who is looking to
create an internet, extranet or knowl-
edge base within their organization.”

StarWind Software

StarWind develops software that ties
into any Windows server and works
with virtualization platforms to create
block storage. It boasts highly creden-
tialed programmers—half of whom are
Ph.D.s in computer science or math.

Purewire

It will stand in between an organization’s
Internet users and potential threats to
cybersecurity without any noticeable
delays to the surfing experience.

Agito Networks

Delivering consistent cellular coverage
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Sprouting Up All Over: (Clockwise from top L.): Sightline’s Fred Brown; Sightline’s
Ray Robidoux (1) with Purewires Brad Burkle; Agito Networks' Amit Chawla.

and PBX-driven savings on call costs is
what makes Agito Networks tick. Ideal
partners include providers of PBX and
wireless LAN solutions to the enterprise.

Myabui
Its free social networking platform cer-

tainly doesnt lend itself to great mar-
gins, but the closed nature of the social
site means that unlike Twitter or Face-
book, companies that build out Myabui
networks can actually track how effec-
tive their Web-based information and
marketing campaigns really are.

The Buzz Around XChange

How is networking at XChange paying off
Jfor you so far?

“I've been to XChange
before—I| attended last year
as well. I'm seeing a lot of
new companies out there
that | hadn't seen before, so
it's always good to come
here. | went to the IBM World
Premiere; they said some things about Sun
Solaris that | didn't necessarily agree with. We
have a lot of customers that are very happy
with Sun and we do a lot of Oracle databases
too, so it's actually nice to see that Oracle is
buying Sun."”

=Shahid Hussain, IT Merlin, Ashburn, Va.

“The Solution Pavilion is great in terms of

giving us exposure to some
technologies | may not have
run across in the normal
course of my day. And some
interesting ideas came out
of the Sprout event, a lot of
storage and more and more
cloud computing going on. It's something
we're just starting to get into, cloud comput-
ing, and we're also exploring health care.”
—Eric LaFleur, NorthEast Computer Services, Avril, Mass.

“This is a very well-put-together show. I've
been to many different types of shows like
this, and | think this is really
well planned out—everybody
has a good attitude, good
presentations from the big-
gies to the small ones.
Sprout had a good selection
of startups. I'm open and I'm
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looking for something new, but sort of cater-
ing more to the managed services side of
things.”

—lvan Noel, Noel Technology Group, Los Angeles

“There's a lot of new companies here and
some new solutions. I've met some new
solution providers that could be some good
partners of mine. One in D.C. in particular—
I'm getting more involved in federal govern-
ment work—and he has a lot
great connections. We'll be
meeting later, probably
tomorrow to discuss how
we can work together. Due
to the economy, we know
that the federal govern-
ment is always able to pay on time, and
there's a lot of work there and the stimulus
helps.”

-Lana Gertz, Asen Computer Associates, Schaumburg, lil.
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The Bright Lights 0f Technology

"ROGRAM

Channel@Work

By Rick Whiting

They could be future solution
providers. Or the future cus-
tomers of future solution
providers. Tuesday some 20
young adults were awarded
certificates for completing
technology training— includ-
ing building their own PCs—
at XChange.

“They worked hard, they
are very dedicated and they are the future
technology leaders of America,” said
Microsoft’s Eric Martorano, director of
partner strategy, marketing and incentives.

Everything Channel worked with The
Framsyn Initiative, a community-based
training program that provides training
and certification to teens seeking careers as
IT professionals, and New York-based
solution provider Dicyn Solutions to cre-
ate the Future Tech Leaders program.
Microsoft is the exclusive sponsor.

The young men and women are work-
ing with local solution providers as interns.
Dino White, president and CEO of Dicyn
Solutions and chairman of The Framsyn
Initiative, called the young achievers to the
stage one by one to receive their certificates.
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Class Act: Microsofi's Eric Martorano greets a smiling
Future Tech Leader as she accepts her certificate.

Group Shot: Dino White, (inset) president, CEO of Dicyn Solutions and chairman of the Framsyn Institute does the
roll call; Everything Channel’s Nancy Hammervik congratulates a student; all together now, say Future Tech Leaders!

On Location

New products launched or unveiled at XChange ’09:

Come To The Pavilion For Solutions Galore: john Riley of 4C Technologies hopes he holds the key to the Data
Robotics treasure chest; attendees go zipping right toward the new world of cloud services at the Zlago booth.

At XChange, The Networking Never Stops:
Jonathan Dankworth of Tsigoti Solutions gets a big
hug from eFolders Jan Spring.
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COMMUNICATIONS

Improve your cash flow with existing or new customers.

$50,000 (Your customers’ monthly carrier services billings)
X 15% (Partner’s recurring commission rate*)
= $7500 (Partner's monthly commission check for 2-3 year contract)

Your customers have end-to-end needs. Your business has revenue needs. With
the right partner, you can connect your customers with an end-to-end solution and earn recurring

revenue by selling a comprehensive suite of carrier services. As the operator of one of the largest . e Yy
Internet backbones in the world, Level 3 Communications has the network you can trust to deliver - B
the services you need to support your customers. > .

Connect with Level 3 at XChange 2009, Booth #325, and learn how you can

improve your cash flow. www.level3.com/partners

*Rate depends on contract vehicle and monthly revenue base
©2009 Level 3 Communications, LLC. All rights reserved.





