Security
sttt ol o CONTINUOUS RESEARCH SERVICE

Security Client Deployment Strategies and Vendor Ratings:

North American Enterprise Survey
January 25, 2010

TABLE OF CONTENTS

INTRODUCTION ..ttt ettt e e e et et e e e e e et r e e e e et e n e e et e e ea e eenas 1
TOP TAKEAWAYS .ottt ettt et e e et e et e e et e et e e e e ea e aes 1
METHODOLOGY ...etiitiee ettt ettt et e e e et et e e et et et e e e e e et e e e e eaa s 2
DRIVERS AND BARRIERS ... ittt ettt e e e e e e e e 3
CLIENT DEPLOYMENT STRATEGIES. ... ettt ettt 7
SMARTPHONE CLIENT SECURITY ISSUES ....... ittt 11
USING THE CLOUD TO REPLACE CLIENT SOFTWARE .....coiiiiiiiiiiiieieee e 13
VENDORS INSTALLED AND UNDER EVALUATION ...ttt 15
TOP VENDORS ..ottt ettt ettt et e et e e et e n et e e e e e e e 16
ENTERPRISES RATE VENDORS ...ttt ettt e e e r e eae s 17
BOTTOM LINE ...ttt et e e e e et e et e e e e e et e e e e eae s 20

This is a paid service intended for the recipient organization only; reproduction and sharing with third parties is prohibited.

Copyright © 2010 by Infonetics Research, Inc. All rights reserved.



SECURITY CRS
SECURITY CLIENT DEPLOYMENT STRATEGIES AND VENDOR RATINGS: NORTH AMERICAN ENTERPRISE SURVEY

LIST OF EXHIBITS

EXHIBIT 1 RESPONDENTS HAVE STRONG PURCHASE INFLUENCE .........cooiiiiiiiee e 2
EXHIBIT 2 CLIENT SECURITY DEPLOYMENT DRIVERS ..o 3
EXHIBIT 3 SECURITY CLIENT DEPLOYMENT BARRIERS ... 5
EXHIBIT 4 PLATFORMS FOR SECURITY CLIENT DEPLOYMENTS: CURRENT AND FUTURE ..................... 7
EXHIBIT 5 KEY SECURITY TECHNOLOGIES FOR CLIENTS ....eiriii e 9
EXHIBIT 6 WHICH DEVICES POSE THE BIGGEST THREAT? ...ttt 11
EXHIBIT 7 SMARTPHONE CLIENTS, CLOSING THE BARN DOOR AFTER THE HORSE GETS OUT............... 12
EXHIBIT 8 RESPONDENTS WANT A SINGLE VENDOR FOR SECURITY CLIENTS ..., 13
EXHIBIT 9 USING THE CLOUD TO REPLACE CLIENT SOFTWARE ..., 14
EXHIBIT 10  VENDORS INSTALLED AND UNDER EVALUATION .....ccuiiiiiiiie e 15
EXHIBIT 11  TOP VENDORS: RESPONDENT PERCEPTION ......uiiiiiiiiii e 16
EXHIBIT 12 VENDOR FAMILIARITY ..o e 17
EXHIBIT 13  RATINGS REVEAL VENDOR STRENGTHS AND WEAKNESSES ........ccooiiiiiiiiiee, 19

This is a paid service intended for the recipient organization only; reproduction and sharing with third parties is prohibited.

Copyright © 2010 by Infonetics Research, Inc. All rights reserved.



SECURITY CRS
SECURITY CLIENT DEPLOYMENT STRATEGIES AND VENDOR RATINGS: NORTH AMERICAN ENTERPRISE SURVEY

METHODOLOGY

Using a panel of qualified IT decision-makers, we conducted a web survey in January 2010 with 103
organizations with at least 20 employees that use security client software.

Respondents must have detailed knowledge of the client security products used by their organizations,
and they must have at least some influence in the purchase decision. The majority of respondents (94%)
are the primary decision-maker or have a lot of influence. This is a key part of the screening process to
ensure that we're talking to knowledgeable decision-makers in the buying process.

Exhibit 1 Respondents Have Strong Purchase Influence
n=103
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