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Holding the fort for SMEs with Fortinet

MALAYSIA SME™ speaks to Fortinet's regional director Datuk George Chang on the local SME segment. SMEs
without dedicated IT personnel will find it easy to use these products which come with single portal features.

By Joshua Loh

ortinet is a worldwide provider

of network security appliances

and the market leader in uni-

fied threat management (UTM).
Their products and subscription ser-
vices are said to provide broad, inte-
grated and high-performance protection
against dynamic security threats while
simplifying the IT security infrastruc-
ture — something that SMEs ultimately
need.

The company’s target markets include
enterprises, telecommunications carri-
ers, cloud/service providers, govern-
ment SMEs and SOHOs.

Its regional director for Fortinet
Southeast Asia and Hong Kong, Datuk
George Chang presiders over the com-
pany’s operations in Southeast Asia
and Hong Kong. Besides strengthen-
ing the company’s market leadership
in the region, Chang is also focused on
driving the company’s penetration into
enterprises.

He also spearheads the companv/s.
telecommunications strategy in Asia
Pacific and oversees the carrier and ser-
vice provider market segments. With
his knowledge, Chang shared with us
on his views on the local SME segment.

The value of Fortinet’s products

We asked Chang on how the company’s
products aid an SME towards success
and the importance of SMEs to the com-
pany’s mission, he answered: “We have
been championing this UTM concept for
the past 11 years and we are the world’s
leader in UTM as said by Gartner. What
essentially do is put all these so-called
features, be it firewall, IPS, antivirus,
malware and etc. into a one-box solution
for enterprises.

“One of the key things we do for
SMEs, regardless of any size, the OS re-
mains the same, and you can also grow
into the similar space from the proces-
sion from small to medium. This is one
of the key areas that we are helping out
besides targeting large enterprises with
the high-end solutions.”

Chang also stressed on the fact that
SMEs without dedicated IT personnel
will find the ease of use of the compa-
ny’s products that comes with single
portal features is manageable to these
businesses. “It is pretty much an all-in-
one concept.”

When compared to other providers,
Chang said that they are the most value
for money solutions in the market. “1 al-
ways like to say I am the winner of the
cheapest in the market. Although, some
of our competitors might be able to pro-
vide better price but they compromise
in other areas. We put the solutions in
one box and do the best we can.”

Chang said that the retail sector would
benefit most for Malaysian SMEs. Forti-
net’s clientele base in Malaysia is mainly
from the construction, manufacturing,
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media, transportation and the afore-
mentioned retail sector.

Apples and oranges?

Having worked and based in Sin-

gapore, Chang commented on the
landscape for SMEs within these two
neighbouring countries. “The land-
scape and geographical size is totally
different, of course. SMEs are distrib-
uted across many states in Malaysia
but in Singapore it is just focused on
an island. A lot of retail shops in Sin-
gapore that are from the SME seg-
ments compared to Malaysia.

“Cost sensitivity is definitely simi-
lar in terms of SME-centric behav-
iours but apart from that they are es-
sentially the same. Although through
my observation, SMEs over ‘there are
more technologically-aware due to the
environment itself.”

“In Malaysia, as we have a rich his-
torical background - a lot of these
SMEs come from family business from
different states. Awareness of technol-
ogy is key to growth and people have
been looking at cyberspace for busi-
nesses. In Australia, SOHOs have
been utilising eBay as a platform for
their businesses and Singapore has
seen the opportunity of this to jump
on the bandwagon. While in Malay-
sia, education is important and the
trust and infrastructure to enable that
is important as well.”

He advised local SMEs to be aware
of security issues online and to allow
customers to transact with trust which
are one of the few key things that
SMEs need to improve on to flourish
their online businesses.

So, are local businesses feeling safe
and secure enough to transact online?
We asked.

“There are few things that hover
around from my experience in terms
of payment gateways. I think people
still do not think it is safe to trade on-

line in Malaysia. The mentality of peo-
ple to adopt and accept this is extremely
important.

“Malaysia has a good platform for
SOHO:s to flourish with good products
from various states and also local in-
dustries but we are not tapping into a
secure payment gateway in cyberspace.
I remember when ATM was introduced
in Singapore 15 years ago, the people
did not feel safe to using it - this might
be the same mentality for Malaysians to
utilise PayPal.”

“SMEs need to engage with technol-
ogy and understand the convergence of
how IT can drive their businesses.”

Phoning it in

Chang also shared some of his views
and opinions on mobile shopping as a
platform for SMEs.

“People are already using social net-
working for commercial transactions.
There are two aspects towards this; a
lot of people are selling things through
Facebook. For example, finding out
where is the best place to eat and etc.
while another piece of commercial mo-

bile tool for business is proximity adver-
tisements, if you are within a particular
area, you will receive notifications to
visit businesses that might be of interest
to you.

“The security aspect is pretty much
similar to what you use on PC if your
customers are on a mobile device but
then again different devices might have
different ways of applying it. For exam-
ple, a BlackBerry will have information
stored with RIM in Canada, and iPhones
will be at your local service provider -
therefore the device influences where
and how you purchase certain things as
well - all depending on where your data
resides.”

This comes as viable information for
SMEs wanting to tap into these vari-
ous platforms for an option to enhance
or market their businesses to target
markets.

Although the mobile shopping might
be a global trend and the take-up ap-
pearing locally, Chang concluded and
warned that mobile threats are very real
and smartphones will require endpoints
security to counter this.





Fortinet Press Clippings 

Country : Malaysia
Date: 2 July-15 July 2011 
Publication : Malaysia SME
Section: Corporate
Page : C4
[image: image1.png]Mceniﬁdge




[image: image2.jpg]