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By Gale Brown
Vice President, BP - General Business and
RSI Sales, IBM Americas
Today, women make up about 23 per-
cent of chief executives of all organi-
zations including presidents of col-
leges and universities. Yet only 3
percent of Fortune 500 companies
have females at the helm. Is the glass
ceiling the cause, or is something
else going on? 

I believe the reality for women
leaders has been changing. I believe
that the discourse about women and
leadership should move beyond the
image of breaking the glass ceiling and
instead examine the obstacles, pres-
sures and trade-offs women face at

every stage of their careers.
When I am asked what can women

do to navigate their way on the narrow
career balance beam, below is my
response.

No. 1: Seek out mentors and
advocates. Successful women are
shown to have had support and guid-
ance from several mentors. Build rela-
tionships and find several different
mentors to help you navigate your
organization, provide feedback and
open doors.

No. 2: Take risks and accept chal-
lenges. Being able to adapt to new
roles and new circumstances shows
your versatility as a leader. Research
shows that women who have stayed in

one area of expertise too long or have
too narrow of a functional role are not
viewed as promotable. Be willing to
change jobs and take on
special projects to gain
experience.

No. 3: Be decisive
and demand results.
Successful women leaders
make it clear that they
expect results. They are
able to be decisive and
are willing to take an
unpopular stance, when
appropriate.

No.  4: Be confident. Projecting an
effective leadership image requires
confidence. Don't undermine good

results with a weak or too modest self-
image.

No. 5: Be diplomatic. Diplomacy
conjures up images of a
powerful, respectful
communicator negotiat-
ing important interna-
tional treaties and
alliances. I refer to diplo-
macy as negotiating the
expectations and emo-
tions of individuals on
teams. Diplomacy comes
down to communica-
tion. It is a special style

of communication that influences oth-
ers in a positive manner, building
trust and respect that gets results.

How Women Can Navigate Career Balance Beam
Discussion about women and leadership should look at the obstacles, pressures and trade-offs involved

1. TWiki - TWiki is an open-source enterprise wiki
and Web 2.0 application platform. It’s a hosted plat-
form and allows companies a lot of flexibility in cre-
ating customized wikis. Existing Web pages can be
edited or new ones can be added via any browser.
Web pages are linked automatically; there is no need
to learn HTML commands to link pages. TWiki is
free and users can choose to have their wikis hosted
on TWiki.org’s servers or can download the source
code and run wikis on-premise.

2. Wetpaint - Wetpaint is a super-user-friendly
social networking and wiki creation service. Users
can opt to create a public or private site. Features
include private on-site messaging, address book
upload and dynamic page organization. Users can
also lock pages against edits, and monitor site statis-

tics; Wetpaint uses Google Analytics and Site Meter
for this purpose. Wetpaint is free. However, ads will
appear on a user’s site and wiki. Also, a user’s cho-
sen domain names are a subset of the wetpaint.com
domain, so the site's URL will be .wetpaint.org.
However, a Premium Service is offered, which is ad-
free and allows for custom domain addresses.

3. MojoMojo - There is one big feature that sets
MojoMojo apart from other wiki-creating software.
Every page can have a set of pages under it, and those
pages can have subpages. With MojoMojo, users can
create a Web gallery of photos, run a live preview of
edited documents and support tagging. It's written
in Catalyst, a Web development framework, and is
SQL driven. MojoMojo is available for free.

4. XWiki - XWiki is an expansive, open-source pro-
ject offering both a generic platform for developing
wikis and developing products that run on top of
them. XWiki Enterprise is one product offering. It’s
a professional wiki with features such as blog, rights
management, LDAP authentication, PDF export and
more. It supports page scripting and plug-ins. XWiki
can be downloaded for free and installed locally.

5. Elgg - Elgg is an open-source social networking

engine. Features include the ability to embed media,
microblogging, and the ability to add front page con-
tent and access controls. Users can create groups
around a particular topic and collaborative group dis-
cussion areas, group files and group pages. Elgg is
downloadable for free, but hosting is not provided.

6. Socialtext - Socialtext offers Socialtext
Workspaces; an enterprise wiki. Users can work on
group-editable Web pages that support rich-text,
embedded images, video and attachments. Socialtext
Workspace also comes with a mobile interface that
automatically detects when a mobile browser is being
used. Wiki users can work offline. This platform is
free for 50 users and the hosted service starts at $6
per month, per user for 50 users.

7. PBWorks - PBWorks offers hosted, wiki tem-
plates that are designed according to a business’
needs. The Basic service is free and comes with one
wiki workspace for personal users. Business users can
opt for networked workspaces with unlimited stor-
age, backup and SSL security at $8 per user, per
month for the Standard plan or $20 per user, per
month for the Project plan. Features include collab-
orative page editing, document management and file
sharing, audit trails and RSS.

7 Ways To Wrangle Your Way To A Wiki
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GRAB YOUR PIECE OF THE STIMULUS PIE — WITHOUT THE RED TAPE. 
Part of our Partner Smart promise is to make things easier for you. So Ingram Micro has teamed up with Grants Office, the nation’s leader

in grants intelligence, to offer IMGrants — a program designed to help your customers obtain funds for the technology they need. From

navigating the complex application process to identifying funding opportunities, the IMGrants program provides you and your customers

with the professional assistance you need to capitalize on this opportunity while it’s hot.

Take advantage of this program today, before it’s too late. Find out how by visiting imgrants.com.
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“Information technology will be
delivered as a utility,” Dupler told the
87 IT executives attending the three-
day summit. “You can perpetuate
the old paradigm or move to the new
paradigm, which is coming quickly.
It is very important that you are
looking at the big picture and think-
ing strategically.”

Kittery, Maine-based GreenPages,
which was No. 282 on Everything
Channel’s 2009 VAR500 list, has bet
heavily on the move to the cloud with
an aggressive ramp of its virtualization
consulting and engineering team,
which is chartered with architecting a
road map for GreenPages customers to
move to the cloud. In fact, Dupler said
the virtualization team is at the fore-
front of GreenPages, acting as a cross-
functional team that interacts with all
of the GreenPages units, including
application development and integra-
tion and network infrastructure.

GreenPages, the 2009 Everything
Channel Education Solution Provider
of the Year, is one of VMware’s top
partners in the Northeast. “We have
amassed some outstanding virtualiza-
tion talent,” boasted Dupler.

What’s more, GreenPages is team-
ing with Cisco, VMware and EMC to
deliver on the cloud computing vision.
The three companies are working with
GreenPages on building private clouds
for businesses. The summit included
addresses from top executives from
each of the companies: VMware Exec-
utive Vice President Carl Eschenbach,

EMC Senior Vice President Mitch
Breen and Cisco Director of Technol-
ogy, Go To Market, Routing, Switch-
ing and Data Center Worldwide
Channels John Growdon.

Dupler called the three major com-
puting players working together an
example of the path the rest of the
computer industry will have to take to
make cloud computing a reality.

If that isn’t enough to get Summitt
attendees to seriously consider the
cloud computing model, GreenPages
gave the IT executives copies of tech-
nologist Nicholas Carr’s new book,
“The Big Switch,” which contrasts
the move by companies 100 years ago
to stop generating their own power
and move to the electric grid with the
current utility computing revolution.

Dupler said GreenPages has moved

from a solution provider to a consult-
ing and technology integration compa-
ny. “What we are about today is oper-
ating at the value level where we offer
strategic advice,” he told IT executives.

Dupler emphasized GreenPages’
ability to act as an “unbiased” IT
adviser helping businesses navigate
the treacherous transformation to the
utility computing model.

Dupler said the secret to making
the move to the cloud lies not in one
technology, but in “how technologies
work together.” And that is where
GreenPages excels, he said, acting as
an integrator to tie all of the technolo-
gies necessary to move to the cloud
from servers to storage to unified
communications.

The stepped-up GreenPages cloud
computing effort came even in the
midst of what Dupler called a “"nose-
dive” in IT spending that began late
last year and lasted through the first
half. “Throughout that, we didn’t go
into hibernation mode,” he asserted.
“We continued to move forward and
make significant progress.” In fact, he
said, GreenPages is adding new virtu-
alization talent to the company.
“Despite all the doom and gloom, we
are in hiring mode,” he said.

Dupler said he believes the worst of
the IT technology downturn has
passed. “We believe we are absolutely
through the worst of it,” he said. In
fact, he said, GreenPages has seen a
“big pickup” in IT spending in June
and July.

GreenPages Sees The Big Picture
Forming Around Cloud Computing
Solution provider says the utility computing model is an ‘inevitable paradigm shift’ 
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XChange ’09
Exhibitor Listing:
COMPANY BOOTH

By Steven Burke

GreenPages CEO Ron Dupler kicked off the $100 million solution provider’s 13th annual Solu-
tions Summit with a call to arms for IT executives to move to the cloud and embrace the utili-
ty computing model.

Proclaiming that IT executives need to get out of the network plumbing business, Dupler said
the move to utility computing represents a “profound, pervasive and inevitable technology
paradigm shift” in how computing resources will be delivered and one that cannot be ignored.

GREENPAGES CEO

SAYS THE SECRET TO

MAKING THE MOVE 

TO THE CLOUD LIES

NOT IN ONE

TECHNOLOGY, BUT IN

‘HOW TECHNOLOGIES

WORK TOGETHER.’

xc09_day2_early  8/14/09  4:38 PM  Page 20



Finally–
the right solutions for any 
vertical market and application!

Government

Education

Healthcare

SYNNEX delivers a complete solutions program featuring the latest products and promotions 

from industry-leading mobile manufacturers like Toshiba, Fujitsu, and Panasonic Toughbook.

For more information about the SYNNEX Mobility Solutions Program
www.synnex.com/mobility

©2009 SYNNEX Corporation. All rights reserved. SYNNEX, the SYNNEX Logo, and all other SYNNEX company, product and services names and slogans are 

trademarks or registered trademarks of SYNNEX Corporation. SYNNEX and the SYNNEX Logo Reg. U.S. Pat. & Tm. Off.  Other names and marks are the property of 

their respective owners.

Stop by BOOTH #222 to visit our Program 

Sponsors and learn more about SYNNEX’s 

Mobility Solutions.  

199 Everything Channel X Change Mobility Revised indd 1 7/29/09 8:55:17 AM

xc09_dayX_pX_ad  7/29/09  12:17 PM  Page 1



xc09_dayX_pX_ad  8/6/09  11:42 AM  Page 1



How we can make our smart systems smarter.
Over the past few weeks, IBM has used this space to explore the 

possibilities that are emerging from a smarter planet. By “smarter,”

we mean a world where digital intelligence can be embedded not 

just in individual things, but also across entire systems, impacting 

everything from traffic flows, to electric power and to the way our food 

is grown, processed and delivered.

But you might be surprised to learn that information technology 

— which ought to be the smartest aspect of the planet — is itself in 

need of an intelligence makeover.

It’s not a problem with the technology per se. Servers, storage, 

PCs, software, networking gear and the Internet will all continue to 

become more powerful, affordable and available. And according to 

IDC, data volumes and network bandwidth are expected to grow 

ten-fold in the next three years.

The problem is how all this technology is currently configured into 

systems: The way data centers are designed and operated. The way 

applications are developed and deployed. The way PCs and servers 

are managed, upgraded and kept secure. The fact is, the IT systems 

that underpin so much of how the world works must become much 

smarter.

How much smarter? The average commodity server rarely uses 

more than 6% of its available capacity. In some organizations, as 

many as 30% of servers aren’t utilized at all; they simply waste 

energy and valuable data center space. IT energy consumption is 

expected to double in the next five years. In some cases, nearly 

70% of companies’ IT budgets can be devoted to managing, 

maintaining, securing and upgrading their systems rather than 

building new capabilities, services and applications.

And consider what’s coming:  hundreds of billions of smart 

things — sensors, cameras, cars, shipping containers, intelligent 

appliances, RFID tags by the hundreds of millions — all becoming 

interconnected. This will enable new, highly flexible ways of 

interacting with customers, employees, patients and citizens from any 

device, anywhere. The resulting volume of data promises insight and 

intelligence to solve some of our biggest problems — but only if 

we can process and make sense of it in real time.

If we are going to realize the enormous potential of a smarter 

planet, we have to reinvent the IT of the 21st century in the same 

way that we industrialized our factory floors in the 20th — making 

it more efficient, more dynamic, less complex and less costly.

Fortunately, smarter computing models are at hand. With “service 

oriented” software, companies can unlock business services from the 

underlying technology, so their software can be changed and reused 

flexibly—at a fraction of the cost of developing it from scratch.

Virtualization can help companies reinvent their data centers, 

eliminating up to 70% of their servers and 80% of their floor space.

Service management software can orchestrate all of these systems 

from one place, while letting IT users serve themselves, cutting 

administrative costs. Together, these new capabilities enable 

“cloud computing,” a new way of looking at IT as a distributed 

capability, which can be tapped into simply and easily.

Information technology has taken us a long way in the past 50 

years. But seizing the opportunities before us will depend on more 

than intelligent machines. It will depend on spreading intelligence 

across our technology infrastructures. Let’s build a smarter planet.

Join us and see what others are thinking at ibm.com/think

IBM, the IBM logo and ibm.com are trademarks of International Business Machines Corporation, registered in many jurisdictions worldwide. A current list of IBM trademarks is available on the Web at “Copyright and trademark 

information” at ibm.com/legal/copytrade.shtml.

Conversations for a Smarter Planet: 5 in a Series
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The Laptop Expert 
cut down on size, not features.

Portégé is a registered trademark of Toshiba America Information Systems, Inc., 
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provided herein, product specifications, configurations, prices, system/component/

options availability are all subject to change without notice. For the most 

up-to-date product information about your computer, or to stay current with the 

various computer software or hardware options, visit Toshiba’s Web site at 

pcsupport.toshiba.com. ©2009 Toshiba America Information Systems, Inc. 

All rights reserved.

Toshiba recommends 

Windows Vista® Business

Sure, there are companies out there 

yelling “thin this” and “portable that.”

But what good is a lightweight laptop

if it doesn’t do what you want? That’s

why the featherlight Portégé® R600 

is the world’s first laptop with a 7mm 

DVD SuperMulti drive. So you can still

watch movies, play music and prepare 

for presentations. Plus its transreflective 

screen uses natural light to help you

see better outdoors. Discover all of the 
innovative world’s firsts inside the 
Portégé R600 at laptops.toshiba.com.

innovation is

optical
drive.
thin with an
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“This really has to be our No. 1 priority.
Everything we do is all about preserving the Inter-
net,” he said. “If there’s anything we need to do,
it’s to all team up together and make this a glob-
al issue as we deal with this fragile ecosystem.”

Ensuring the preservation of the Internet is
crucial simply due to the fact that
infrastructure and critical systems are
completely dependent on it, he said.

In the past, the Internet relied on a
network-centric model, according to
Lentz. However things like cloud-based
services and Web 2.0 applications are
pushing the Internet toward a content-
centric model, he said.

“Network-centric and content-cen-
tric are slowly converging,” Lentz said.
“How are we going to be able to lever-
age technologies? This race is real but
it’s daunting and we have a lot of chal-
lenges in front of us.”

However, the current models can’t support the
rapid changes to the Internet infrastructure.
Adapting new technologies while simultaneous-
ly preparing for current and future security
threats would require fundamentally changing
the Internet, Lentz said.

“We have to be able to change everything
that we’ve been doing, the defense in-depth
architecture that has been the basic foundation
isn’t going to work in the content-centric way
we are right now.”

Subsequently, a new model would be neces-
sary to amalgamate both the network-centric and
content-centric models into a new “risk manage-
ment” model that incorporates comprehensive
security systems while enabling the free flow of
information sharing.

But securing the Web will be an enormous
undertaking, and in order to be successful, Lentz
called for widespread adoption of innovative secu-
rity technologies and practices to facilitate the
transition to a risk management-based paradigm.
Lentz said we would have to strengthen network

underpinnings, and focus on the weaknesses and
vulnerabilities of DNS.

Lentz added that there needs to be more
understanding of cloud protocols to secure them
in the future. He also said there needs to be more
investment in multifactor authentication. In
addition, there needs be more resources directed
at education, led by a Cyber Czar, to head train-
ing and awareness. There also needs to be robust
mapping capabilities and secure content automa-
tion protocol, he said.

“If you look at everything I’ve talked about up
until now, it’s an important time for all of us. We
have to accomplish this shift, to get to that
resilient cyberecosystem,” Lentz said. “This is the
kind of thing we need to do as a nation to focus
on this ecosystem. If we all pull together, we can
solve those challenges.”

Government Official: Race
Is On To Secure The Web
Now is the time to preserve the Internet—it’s the No.1 priority

Real Meaning of
Reinvention 
Rick Jordan
Manager, Business Development
& Strategic Alliances, Tenet Computer Group

ompanies, both large and small, have been estab-

lished over the years as a result of an invention, a

creation, technology advancement, a really cool

concept, or just another one of those bright

“geeky” ideas. 

The real backbone of any organization’s continued success,

in any industry, is the ability to always be able and willing to

“reinvent.” The way I see reinvention is the process by which

organizations can regain that initial “inspiration” of creativity,

enthusiasm, innovation and motivation. This would allow them

to survive and hopefully reverse the “decline” period (if any) of

their typical business life cycle, rebuild and continue to grow

and even expand into other verticals. 

Paying special attention to your core product and service

offerings, your client’s needs, and having a keen eye on your

competition will hopefully ensure you’ll always have your “finger

on the pulse.” Yes, I know this is a cliché, but it is so very true. 

One key part of reinvention is to make sure to keep your

business strengths on the forefront. Reinvent what is not work-

ing or nonexistent, and implement it back into your business

model to be part of the foundation. 

When an organization has a product or service that is hav-

ing an impact on the market and sales are going absolutely

great, these successful organizations are always riding the

wave (or so it seems like it) but take note—what they are

doing correctly while riding this whitecap is that they are

always looking at ways to catch the next wave. By comple-

menting their current offerings or adding new ones, this in

itself is a reinvention.

Market and economic trends and technology advances all

have a major impact on when and how businesses reinvent

themselves. Our organization has experienced many reinven-

tions over the last year that needed to be implemented to

revive marketing, product branding, and our overall mobility

business model, resulting in the ability to forge stronger

alliances, as well as new ones, and gain market share that we

would never have been exposed to. 

Let’s face it, with margins eroding each and every year on

hardware-only sales, it is imperative to effectively communi-

cate, motivate, engage and have achievable goals to go with

the reinvention or new strategy. Change is inevitable in any

industry. It’s just now a matter of time before we need to adjust

the initial plan and  acquire a more realistic view and just “get-

er-done,” sooner, rather than later. 

Contact Rick at rick@tenet.com
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By Stefanie Hoffman

Government officials are calling for a new Internet paradigm that incorporates
a risk-management approach and innovative technologies to keep the Web secure
in future generations.

During a keynote at the Black Hat 2009 conference late last month, Robert
Lentz, deputy assistant secretary of defense for cyberidentity and information
assurance, said that the time is now to embark on the enormous undertaking of
securing and preserving the Web.
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XCHANGE
LATIN AMERICA ’09

September 30th to 
October 2nd, 2009

Doral Golf Resort & Spa 
Miami, FL

XChange Latin America is the

prominent channel event that brings

together decision making Resellers from across Latin America

that are responsible for driving IT solutions sales to customers.

XChange Latin America provides vendors and prequalified resellers

a unique opportunity to:

Meet face to face

Establish new business partnerships

Gain strategic insight through content delivered by leading

industry experts 

XChange Latin America delivers Channel Partners from, Brazil,

Mexico, Central America, the Andean Region (Colombia, Ecuador,

Peru, Venezuela) and the Southern Cone (Argentina, Uruguay,

Paraguay, Chile).

Get involved with XChange Latin America by contacting

Tom Zimnoski at tzimnoski@everythingchannel.com

For more information on XChange Latin America visit

http://everythingchannelevents.com/xla09.com
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Need a distributor that acts like a trusted business consultant?

We’ve got a solution for that.

Please visit us at our XChange booth #210 and get your FREE copy of Avaya’s Essential Managers: 
Communications Tools for  the Effective  Worker.   | 

CatalystTelecom is the leading value-add distributor of voice, security, data and wireless equipment to the reseller community. As 

a sales unit of ScanSource, Inc., a publicly traded international specialty technology distributor, Catalyst understands the channel 

like no other distributor. We’re the largest distributor of Avaya solutions and preferred by resellers for our complete converged 

communications solutions. Extreme Networks and SonicWALL are among Catalyst’s other world-class vendor partners. Our entire 

business revolves around the reseller. Guaranteed inventory, on-time delivery, expert support, Catalyst Services, technology and 

sales training, even professional financial services. These are the services that keep your customers happy and you focused on 

new sales.  And it’s why we say, confidently: We’ve got a solution for that.    
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1. Google Voice
The most recent application to be
buried in the rejected apps graveyard,
Google Voice, gives users a free phone
number that can be used to make
them reachable via single-number dial-
ing on any phone, including their
smartphone. While it’s currently invi-
tation-only, Google Voice apps are
already available for BlackBerry smart-
phones and Google Android devices,
but Apple said “no way” to putting
Google Voice in the Apple App Store.
The real reasoning behind the rejection
is currently being hotly debated.

2. Me So Holy
Essentially, the Me So Holy app let
Apple iPhone users turn people into
religious figures. Apple rejected the
app, citing the iPhone agreement that
indicates “applications must not con-
tain any obscene,
pornographic, offen-
sive or defamatory
content or materials
of any kind (text,
graphics, images,
photographs, etc.)
or other content or
materials that in
Apple’s reasonable
judgment may be
found objectionable by iPhone or iPod
Touch users.”

3. Babyshaker
Babyshaker was a short-lived game for
the iPhone and iPod Touch that shows
a crying baby that would only quiet
down after the user violently shook the

smartphone. Unlike some ill-fated
apps, Babyshaker actually appeared
in the App Store but Apple later
removed it, calling it offensive and in
poor taste.

4. NIN: Access
Apple took issue with some of rocker
Trent Reznor’s lyrics when Reznor’s
band Nine Inch Nails launched an
application that delivered music and
other content to the iPhone via the
App Store. Apple banned it for objec-
tionable content, which drew Reznor’s
ire, prompting the musician to write
“the objectionable content referenced
in this e-mail is ‘The Downward Spi-
ral.’ ” Apple failed to tell Reznor
whether the album of that title or the
song was in question, and he was
quick to point out that the album was-
n’t available anywhere in the App Store

application, but the
song was available
via a streamed pod-
cast. Why Apple
called an applica-
tion objectionable
when Apple itself
sells that very album
in its own iTunes
store was never real-
ly specified. Instead,

Apple reintroduced the NIN: Access
app into the App Store, and all was
right with the world.

5. Hottest Girls
The Hottest Girls app marked a major
first, becoming the first App Store
application to feature nudity. Granted,

Apple didn’t approve the nudity, it
approved the application before the
pictures of topless women were added.
The $1.99 application
was taken out of the App
Store on the basis of
what was deemed inap-
propriate content. 

6. Obama 
Trampoline
The name says it all, sort
of. The point of this
game, which never made
it into the App Store, is
to have your character—
Barack Obama, or sever-
al other politicians—jump on a tram-
poline and break balloons with his or
her head. Apple determined this app
could be deemed offensive or defam-
atory and bounced Obama Trampo-
line right out of the App Store before
it could even jump once.

7. I Am Rich
The only thing stupider than a $1,000
application in the App Store was that
eight people actually bought it—albeit
by mistake. The app was deemed use-
less, since it did nothing but load the
image of a ruby red icon on the home
screen of the iPhone. Apple
yanked it off App Store shelves
before more people plunked
down $999.99 on I Am Rich
thinking it was nothing more
than a gag.

8. South Park
When the cartoon’s creators

built an iPhone app around “South
Park,” it drew a lot of attention.
According to South Park Studios, the
crew had been in discussions with
Apple since 2008 when the app was
first submitted for inclusion into the
App Store. Ultimately, Apple found
the South Park application offensive,
despite selling “South Park” episodes in

iTunes.

9. Mailwrangler
The Mailwrangler
app let users add
their Gmail accounts
to the iPhone and
switch between e-
mail accounts with-
out logging out.
Apple rejected Mail-
wrangler, noting that
it duplicated the
functionality of the

built-in iPhone application, Mail. 

10. Netshare
Netshare set up a SOCKS5 proxy
that let a user get into his or her com-
puter online through use of the
3G/EDGE connection. The app
would essentially let the user use their
iPhone as a wireless modem. Like
other apps that have met their ultimate
demise, Netshare showed up briefly in
the App Store but was removed. Mys-
teriously, it showed up again but was
then given the boot. Apple never gave
a reason why Netshare was barred.

Sorry, No Go: Ten Apps That Got 
The Boot From Apple’s App Store
Rounding up the ghost of apps that never were or were and then suddenly weren’t

Wednesday, August 19, 2009
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From Channelweb.com

While the Apple App Store has been around only a little more than a year, it's already hit the
1.5 billion applications downloaded milestone. Whether they were deemed obscene, pornograph-
ic, inappropriate or just plain stupid, Apple wields a mighty sword when it dictates which apps
make it in and which ones are relegated to a life of “could’ve been.”
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Channel Events: Everything Channel’s IT Channel events deliver new markets, customers and revenue opportunities 

for Solution Providers and Vendors. These events offer numerous recruiting, training, education and networking opportunities

during three and four-day events filled with keynotes, lectures, debates and discussions revolving around critical Channel 

issues and trends.
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IT Executive: Everything Channel’s IT Executive events provide private One-on-One Meetings, workshops and other 

formal and informal venues in which IT Executives have access to industry Analysts to discuss critical issues unique to their 

markets. These events offer the best recruiting, training, education and networking opportunities in the market today.

Retail: Everything Channel’s Retail events bring established and emerging Vendors together with senior-level Distributors 

and Retailers in a rich networking and educational environment. This event offers the best recruiting, training, education and 

networking opportunities in the market today.

Everything Channel Events Calendar 2009/2010

Event Name Location Start Date End Date 

2009 Events
Midsize Enterprise Summit West 2009 Los Angeles, CA September 13 September 16  

Midsize Enterprise Summit Canada Toronto, ON October 6 October 6

Midsize Enterprise Summit Virtual Event Online October 14 October 14

Healthcare IT Summit 2009 La Quinta, CA November 8 November 11

Print & Imaging Summit 2009 Los Angeles, CA December 6 December 8

2010 Events
Midsize Enterprise Summit East 2010 Boca Raton, FL April 19 April 22

Midsize Enterprise Summit West 2010 San Antonio, TX September 19 September 22  

Print & Imaging Summit 2010 Miami, FL October 24 October 27  

Event Name Location Start Date End Date 

2009 Events
XChange Latin America Miami, FL September 30 October 2

CRN Fast Growth San Francisco, CA October 21 October 21

XChange Tech Innovators Las Vegas, NV November 16 November 18 

IT ChannelVision: Government Edition Boca Raton, FL December 6 December 8

2010 Events
XChange Solution Provider Los Angeles, CA March 8 March 11 

VAR500 Event TBD TBD TBD

XChange Government Integrator TBD TBD TBD

XChange ‘10 Dallas, TX. August 22 August 25

XChange Tech Innovators TBD TBD TBD 

Event Name Location Start Date End Date 

2010 Events
RetailVision Spring TBD TBD TBD

www.ec-events.com
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Copyright 2009 SYNNEX Corporation. All rights reserved. SYNNEX, the SYNNEX Logo, and all other SYNNEX company, product and services

names and slogans are trademarks or registered trademarks of SYNNEX Corporation. SYNNEX and the SYNNEX Logo Reg. U.S. Pat. & Tm. Off.

Other names and marks are the property of their respective owners.

Why SYNNEX
for Healthcare?
Our Prescription for a Cure

Dedicated sales resources

Assessment, education & strategic planning

Market intelligence

HIT solutions:
Regulatory compliance• 
Mobility• 
Practice workflow management• 
Electronic Medical Records (EMR) conversion• 

SYNNEX

Healthcare Solutions
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How is networking at XChange paying off
for 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 I hadn’t seen before, so

it’s always good to come

here. I went to the IBM World

Premiere; they said some things about Sun

Solaris that I 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 I 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 I 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

looking for something new, but sort of cater-

ing more to the managed services side of

things.”

—Ivan 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, Ill.

The Buzz Around XChange
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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

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 doesn’t 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. 

Celebrating Startups: Eight Score Sprout Awards
Everything Channel and the Sightline Group roll out the red carpet for eight game-changing cool technologies

Sprouting Up All Over: (Clockwise from top l.): Sightline’s Fred Brown; Sightline’s
Ray Robidoux (l.) with Purewire’s Brad Burkle; Agito Networks’ Amit Chawla.
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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 eFolder’s Jan Spring.

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.

The Bright Lights Of Technology

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!

Class Act: Microsoft’s Eric Martorano greets a smiling
Future Tech Leader as she accepts her certificate.
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*Rate depends on contract vehicle and monthly revenue base

©2009 Level 3 Communications, LLC. All rights reserved. 

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 
Internet backbones in the world, Level 3 Communications has the network you can trust to deliver 
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

(Your customers’ monthly carrier services billings)  
(Partner’s recurring commission rate*)
(Partner’s monthly commission check for 2–3 year contract)

$50,000
15%

$7500
x
=

Improve your cash flow with existing or new customers. 
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