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The Mobile Trend Meets the Software Sector 
 

While technology companies repeatedly flag mobile as a key medium-term 

demand driver (who hasn’t heard the “mobile, social, cloud, big data” 

mantra?), we believe it is not obvious to many investors how the mobile 

trend is affecting the enterprise software sector. We decided to explore this 

issue and spoke with enterprise IT executives, industry analysts and vendors 

including AirWatch, Antenna Software, Good Technology, MobileIron and 

Syclo.  

The bring-your-own-device (BYOD) trend and the consumption of 

information on the iPad are at a tipping point in the enterprise, and we’re 

now hearing of more and more 10,000+ multi-device (especially iOS) 

deployments. Device proliferation is just now affecting the enterprise 

software space and has created a material revenue tailwind for the device 

management and data security vendors such as AirWatch, Good and 

MobileIron. The mobile application software market is slower to tip, as most 

enterprises are still in the experimentation phase and focused on internally-

built, lightweight and low-cost applications at relatively low price points. 

While IBM, Citrix, Microsoft and other large software firms have made 

forays into the mobile space, our sources were clear that SAP is the only 

mega-vendor making a serious commitment to the enterprise mobile 

software market. 

 

 

Summary 

 In this note, we explore how the “mobile” trend 

is impacting the enterprise software sector. We 

spoke with IT executives and vendors including 

AirWatch, Antenna Software, Good Technology, 

MobileIron and Syclo.  

 The bring-your-own-device (BYOD) trend and 

the consumption of information on the iPad are 

at a tipping point in the enterprise and we’re 

now hearing of more and more 10,000+ multi-

device (especially iOS) deployments. 

 The device management and data security 

vendors such as AirWatch, Good and 

MobileIron are in the sweet spot today, while 

the mobile application market is slower to ramp.   

 While IBM, Citrix, Microsoft and other large 

software firms have made forays into the mobile 

space, in our view SAP is the only mega-vendor 

making a serious commitment to the enterprise 

mobile software market. 

17-Aug EPS P/E Mkt Cap
Software Rating Price Target 2011 2012E 2013E 2011 2012E 2013E Div Yld Book ($mm)
Bazaarvoice (BV) Restricted $14.26 na -$0.34 -$0.34 na nm nm na $0.00 0.0% $1.62 1,077
Concur Technologies (CNQR) Market Perform $72.04 $65 $0.79 $0.93 $0.99 91.2 77.5 72.8 $0.00 0.0% $14.74 4,085
Informatica  (INFA) Market Perform $31.31 $32 $1.42 $1.45 $1.60 22.0 21.6 19.6 $0.00 0.0% $9.37 3,538
Jive Software (JIVE) Outperform $15.38 $24 -$1.30 -$0.40 -$0.15 nm nm nm $0.00 0.0% $1.82 1,172
MicroStrategy (MSTR) Outperform $126.81 $150 $1.62 $3.55 $5.00 78.3 35.7 25.4 $0.00 0.0% $16.12 1,410
NetSui te (N) Market Perform $56.93 $45 $0.15 $0.22 $0.32 nm nm nm $0.00 0.0% $1.93 4,184
Oracle (ORCL) Market Perform $32.20 $30 $2.22 $2.46 $2.62 14.5 13.1 12.3 $0.24 0.7% $8.77 161,869
Qlik Technologies (QLIK) Outperform $23.01 $24 $0.27 $0.31 $0.40 85.2 74.2 57.5 $0.00 0.0% $2.24 2,029
Red Hat (RHT) Outperform $59.42 $65 $0.83 na $1.20 71.6 na 49.5 $0.00 0.0% $7.23 11,460
salesforce.com (CRM) Outperform $147.23 $170 $1.22 $1.36 $1.49 nm nm 98.8 $0.00 0.0% $12.39 22,305
SAP AG (SAP) Market Perform $64.08 $60 €2.83 €3.15 €3.60 16.3 16.1 14.2 $1.46 2.3% $10.73 76,319
TIBCO Software (TIBX) Market Perform $29.05 $30 $1.01 $1.20 $1.40 28.8 24.2 20.8 $0.00 0.0% $4.60 4,924
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Backdrop to the Enterprise Mobile Trend 

Enterprise software executives repeatedly flag mobile as a key medium-term demand driver. 
While we repeatedly hear the “mobile, social, cloud, big data” mantra, we believe it is not 
obvious to most investors how the mobile trend is affecting the enterprise software sector and 
few if any software firms other than SAP have placed big bets on the mobile application 
software or device management trends. We first explored the impact of mobile devices on the 
enterprise software sector in our initial report on January 2, 2011 (entitled Mobile Apps Go 
Corporate – A Closer Look) and followed it up with a May 15, 2011, report (entitled A Pre-
Sapphire Review of SAP’s Mobile Effort). To prepare for this third of our mobile industry 
reports, we dug deeper into the mobile device management (MDM) and data security market 
and refreshed our thinking about the mobile application software market.  

The BYOD Phenomenon Has Arrived 

Apple has sold 245 million iPhones since the launch in 2007 and 85 million iPads since the 
launch in 2010. This stunning trajectory, not to mention the growth in Android and other 
smartphones and tablets, has fueled the bring-your-own-device (BYOD) trend, whereby most 
large enterprises are establishing policies and offer provisioning, support and email and 
application security for employee-owned devices. Organizations are effectively putting in place 
for iOS (the Apple operating system), Android and Windows devices what most large 
enterprise IT staffs have already established for the Blackberry via RIM’s Blackberry 
Enterprise Server (BES) platform. The consumption of information on the iPad and iPhone is 
ramping so fast that almost every large enterprise is now investing in its infrastructure to 
manage this trend.  

As we dug deeper, it wasn’t hard to unearth evidence of a tipping point in the enterprise. We 
learned that Coca-Cola is rolling out a 110,000+ device (iOS and Windows Mobile) MDM 
solution in 2012, Home Depot has a 50,000+ device deployment, and Lowe’s has a 50,000 
iPhone MDM deployment. We were told that in most enterprises, the growth in monthly net 
device activations is still very high and “early in the S curve,” with a recent shift from 
“thousands” to “tens of thousands” of device activations over the past 6-12 months. In terms of 
MDM and mobile application vendors serving this market, one told us that the number of new 
enterprise activations was doubling every 100 days, another cited 400% bookings growth while 
another claimed that it was growing revenues by 50% sequentially (yes, sequentially) and 
adding 400 new customers per month (yes, per month) to its 3,000 customer installed base. 

Enterprise iPad Orders Are Ramping 

In addition to the BYOD trend, growth in the number of enterprise-owned devices is also 
driving demand for MDM and mobile application solutions. In particular, we heard several 
anecdotes suggesting that enterprise iPad orders are ramping quickly. In March, for instance, 
we met with the CIO of one of the largest manufacturing companies in Europe, who just 
ordered 8,000 iPads and deployed them in his organization, for use by executives all the way 
down to ruggedized iPads embedded in company forklifts. According to another source, 
enterprise orders for 2,000, 5,000 or 8,000 iPads have become commonplace in 2012 and 
another source claimed that Apple is now discounting and promoting the iPad more 
aggressively over the past six months. According to our equity research team at BMO Capital 
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Markets covering Apple (led by Keith Bachman), about 20% of new iPad orders could be 
driven by the enterprise and education sectors. 

Enterprise Mobile Spend Is Still Early-Stage 

Given these figures and anecdotes, it doesn’t require a huge imagination to foresee significant 
change across the enterprise software sector. When SAP acquired Sybase in May 2010, in large 
part for its mobile assets, it argued that the deal would “extend SAP’s business applications to 
billions of mobile users.” Many industry participants have argued over the past two years that a 
mobile revolution was upon us, one that would fundamentally alter the enterprise software 
sector. Analysts have long called for a big spending uptick as companies build new industrial-
strength mobile applications to leverage this device proliferation.  

Yet, to date the impact of the mobility trend on the enterprise software sector has been 
relatively modest. With the exception of SAP (with the Sybase and Syclo acquisitions) and 
MicroStrategy (which invested aggressively in its mobile BI product), few enterprise software 
vendors have placed big strategic bets on the mobile trend. Mobile devices are indeed reshaping 
certain segments such as the payments industry and are beginning to have a dramatic impact on 
the social network and gaming sectors, but enterprise spending to mobile-enable existing 
business applications, to write new native mobile applications and to manage devices is still 
modest and these markets still remain relatively small.  

The primary conclusion of this report is that enterprise spending is now beginning to tip, 
especially on the mobile device management and security front. We’ll begin by offering our 
thoughts on this segment before turning our attention to the mobile applications market, which 
is not ramping at the same speed but could end up larger over time. We base our conclusions on 
recent conversations with Fortune 500 customers, with industry analysts and with the leadership 
teams at many of the leading privately held mobile software and infrastructure vendors, 
including AirWatch, Antenna Software, Good Technology, MobileIron and Syclo.   

Mobile Device Management and Data Security 

Our initial industry reports in 2011 were focused on the mobile application software 
opportunity. However, as one customer put it to us, “Organizations are struggling with the 
balance of cost, security and user needs. The first thing an organization needs to do is 
demonstrate security and control, hence the investments in MobileIron, Good and other 
vendors.” Feedback such as this motivated us to turn our attention to the infrastructure side of 
the mobile enterprise trend, including device management (such as provisioning and support) 
and application and data security.   

Multi-Device Support 

Enterprises need to support multiple devices platforms, from RIM’s Blackberry to Apple’s iOS, 
Android and Microsoft Windows, and as one vendor put it, “You need to be Switzerland to be 
successful,” in this market. While the typical Windows-based desktop infrastructure is often 
siloed, the mobile IT infrastructure elements need to be tightly integrated across device 
operating systems, given the pace of mobile OS upgrades and the more rapid market share 
shifts between device vendors. Most large enterprises already have mature deployments of 
RIM’s BlackBerry Enterprise Server (BES) infrastructure and are unlikely to rip and replace 
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them. Rather, enterprises are now adding new, complimentary MDM solutions to manage iOS, 
Windows and Android devices. In April 2012, RIM launched its own multi-device MDM called 
Mobile Fusion, which basically extends its BES infrastructure to also manage Android and iOS 
devices. However, we didn’t come across a single source that suggested that RIM had any real 
traction with this multi-device MDM solution.  

iOS Devices Are Fueling the Growth 

As enterprises move beyond the BlackBerry, the consensus view of our sources was that iOS 
devices were the dominant new platform and that almost all new mobile development is taking 
place on iOS devices. We heard, “No one is doing Android development,” “Android is not 
enterprise ready,” “all the development is on iOS,” and “the iPhone and iPad are dominating the 
thinking inside enterprises.” Several sources argued that the mobile enterprise software market 
really owes its current growth trajectory to Apple. One large bank organization described its 
recent decision to purchase an MDM solution and to begin rolling out mobile applications as 
being initially driven by a handful of executives using the iPad, who then demanded that the IT 
department enable a wider deployment. In contrast, many sources argued that Android is still 
viewed as immature, consumer-centric, lacking the required enterprise-grade security features 
and too fragmented, with a different OS depending on the device manufacturer. The consensus 
view of our sources was that enterprises “…are not building on Windows phones” but that 
Microsoft-centric firms are paying attention to the Windows 8 launch this fall and will 
reevaluate their plans then.   

MDM Pricing Trends 

Most MDM vendors charge on a per user or device basis, with average prices at $3-$4 per 
device per month for a hosted or SaaS-based deployment and roughly $50 per device (plus a 
20% annual support fee) for a perpetual license for an on-premises deployment. These price 
points have been moving down over time, prompting several sources to argue that the MDM 
market is commoditized, with some deals are getting done at $0.99 per device, and MDM 
pricing is “a race to zero.” The skeptics argue that it is challenging for MDM vendors to 
compete on the basis of feature differentiation given that Apple, in particular, exerts such 
control over its APIs and security features that price has emerged as a key differentiator. 

The major MDM vendors don’t dispute this downward pricing trend, but they retort that this is 
to be expected given the explosion in the number of devices under management and the number 
of smaller MDM players entering the market. Even with average prices trending down as unit 
growth ramps, the combination of the BYOD trend and a rapid increase in the number of 
enterprise iPad orders has created a material growth tailwind for the MDM vendors, which 
seems to refute any claim that the MDM market is mature and commoditized (reasonably sized 
vendors growing revenues by 50% sequentially are generally not serving mature and 
commoditized markets). The MDM vendors are also adding new features, with the most 
commonly cited one being integration with cloud content or file management solutions like 
Dropbox or Box.  

SAP’s Afaria Unit 

Let’s now turn our attention to the key MDM vendors, beginning with the incumbent player, 
SAP’s Afaria unit. In May 2010, SAP paid $5.8 billion for Sybase and justified the purchase 
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price in large part by pointing to Sybase’s Unwired Platform (SUP) and its Afaria MDM unit. 
On its 2Q12 earnings call, SAP said that it was on track to double its total mobile revenues to 
EUR220 million (although this includes recently acquired Syclo) and that it signed the largest 
MDM deal in history. The consensus view of our sources was that Afaria is likely smaller than 
SUP. SAP’s mobile revenue figures are difficult to verify, and a few smaller SAP rivals argued 
that SAP has plenty of room to manage its reported mobile revenue figures, perhaps by more 
heavily discounting the core ERP or BI products and attributing a larger portion of a bundled 
sale to SUP or Afaria.  

On a positive note, one source argued that SAP Afaria “is everywhere” and many sources (even 
SAP’s rivals) admitted that SAP is more committed to the mobile space than any other large 
software vendor. Most sources argued that it is entirely possible that SAP is on track to double 
its mobile revenues in 2012, given that the mobile enterprise sector is booming and given the 
opportunity to drive Afaria and SUP into SAP’s installed base. On a negative note, however, 
many sources claimed that Afaria is expensive and complex to implement, requiring a large 
professional services commitment. While SAP has made efforts to improve the user interface 
with Afaria v7, most of our sources argued that Afaria remains too complex compared to the 
boutique MDM vendors and that SAP is not innovating in terms of features such as integration 
with Dropbox and extending support to Windows devices. Several sources claimed that SAP 
heavily discounts Afaria to be competitive with the boutique MDM vendors and that in many 
cases it has given Afaria away for free as part of larger bundled deals.  

AirWatch and MobileIron 

Based on our industry checks, we conclude that privately held AirWatch and MobileIron are the 
two best-regarded pure-play MDM platforms. Gartner characterizes both vendors as having a 
“lightweight” deployment approach (utilizing existing device APIs rather than requiring 
customers to download separate agents or security applications) and offering simple user 
interfaces and experiences. Both AirWatch and MobileIron offer a mix of on-premises 
(requiring traditional license and subsequent support fees and in some cases up-front server 
infrastructure payments) and cloud-based (requiring a SaaS or subscription-based monthly per 
user or device fee) hosting options. The cloud deployment option is increasingly popular given 
the pace of change in the mobile space and the ease of accessing new releases.  

AirWatch has roughly 700 employees, relies on a direct selling model and is self-funded (in 
contrast, MobileIron is backed by Sequoia Capital and others VC firms). One AirWatch 
customer suggested to us that AirWatch and MobileIron were “very similar” in terms of 
functionality (but that AirWatch is more scalable) and that their decision to go with AirWatch 
came down largely to price. AirWatch itself argues that it is more scalable than MobileIron, 
citing several 20,000+ device deals and contracts with eight of the ten largest retailers. While 
AirWatch offers an on-premises deployment model, it claims that two-thirds of its 3,000 
customers run AirWatch’s multi-tenant MDM solution from its cloud facility.  

MobileIron, which one prospective customer called the “industry standard,” has posted 
outstanding growth metrics, including 400% bookings growth and a doubling of its headcount 
in 2011. We estimate that MobileIron has about 350 employees today, half the size of AirWatch 
but without as large a direct selling effort given that MobileIron is known for having a very 
channel-based go-to-market model (AT&T is a particularly large channel partner). This strategy 
has enabled MobileIron to scale quickly, domestically and overseas. MobileIron is also known 
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for focusing heavily on iOS device management and for offering a SaaS-based deployment and 
hosting model, allowing for quick deployments. (MobileIron claims that some customers are 
live in a matter of hours.) One direct rival claimed that a large portion of MobileIron’s 
customers are accessing single-tenant (not multi-tenant) versions hosted off-premises by 
channel partners.  

Good Technology and Mobile Security 

Good, established in 1996 and acquired in 2007 by Motorola (which subsequently sold Good to 
Visto in 2009), was brought up in literally every conversation we had with industry sources and 
is best known as a secure email vendor, not as an MDM player. Good has over half the Fortune 
100 as clients and has a strong presence in the security-sensitive banking, government and 
auditing sectors and with any large organization for which mobile data security is top-of-mind 
(which today seems to include everyone). One customer described Good as “the de facto 
standard in the banking sector.” Others described Good as having the best Android and 
Windows device management and security features on the market.  

In particular, Good is deemed to have the best email and application container technology on 
the market, which effectively isolates or sand-boxes business data from personal data on the 
device to prevent data leakage (files stored in Dropbox or attachments saved off the device) and 
to allow enterprises to easily wipe out business (but not personal) data when an employee 
leaves. This containerized approach allows for more granular control over mobile applications 
and data, although it does require an application to be installed on the managed device (a step 
that Gartner deems to be a “heavy” approach to security) and for users to access email and 
applications through the Good application and icon. These security features clearly have value 
for customers, as almost every source claimed that Good’s pricing points (its average CAL or 
client access license rate is $159 for a perpetual license and trending up over the last few years) 
are appreciably above (one source claimed by 10x, another said over 2x) the pure-play MDM 
players.  

While Good’s security features were widely acknowledged as being best-in-class, we did hear 
some criticism. One customer argued that the user experience was lagging given that many 
employees prefer accessing email and other content natively from the user interface (not 
through a Good icon), that Good does not offer a cloud-hosted deployment option with a SaaS 
subscription model and that the perceived risk associated with Good’s NOC (network 
operations center) was higher after the recent RIM network outage. As one would expect, 
MobileIron and AirWatch argue that their security features are also strong (AirWatch highlights 
its own “containerized secure file locker”) and that Good’s security edge could close as Apple 
itself improves its iOS security features in upcoming releases.  

IBM, Citrix and Symantec Step In 

Given the MDM market growth profile, the larger software vendors are not sitting idly by and 
letting Good, AirWatch and MobileIron seize the day. IBM has a mobile suite (application 
development, MDM, security, etc) that was recently consolidated under a new “Mobile 
Foundation” name, including its MDM product Endpoint Manager (based on assets acquired 
from BigFix in 2010) and its recent Worklight mobile application development deal. However, 
we didn’t speak to a single source that pointed to IBM as having best-of-breed solutions. 
Symantec acquired Odyssey Software and Nukona (both very small deals) to get into the MDM 
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space and Check Point is rolling out a new “mobile security” offering for iOS devices (Android 
will be rolled-out later) in the December/January timeframe. When pushed on how this solution 
will differ from Good’s, Check Point argued to us that it has a broader (not just mobile) security 
architecture, an argument that we found to be less than convincing.   

While Citrix has mobile-enabled a number of its key offerings and recently acquired 
Bytemobile, a provider of mobile data optimization for carriers, it moved directly into the 
enterprise mobile space via the recent launch of its CloudGateway product, which offers mobile 
applications management and integration with its ShareFile cloud file storage platform. (As 
discussed, this is a feature that almost every MDM vendor now offers.) According to Citrix, the 
MDM market is commoditized and the management of mobile applications, not the device 
itself, is key. According to one source, Citrix really wants to play in the market for accessing 
enterprise applications via mobile devices. We conclude that Citrix is underestimating the 
MDM opportunity and that vendors such as AirWatch, MobileIron and Antenna Software 
(discussed below) may end up dominating the MAM (mobile application management) space 
given a focus on a broader mobile suite, not just MAM.  

Microsoft and a Single Pane of Glass  

Most organizations have mature desktop PC management systems, with the most popular being 
Microsoft’s SSCM (Systems Center Configuration Manager). Having separate consoles to 
manage the mobile environment could be viewed as costly and a nuisance, and hence, it’s 
reasonable to ask whether organizations may move to a “single pane of glass” to manage their 
desktop and mobile infrastructures. As one customer said to us, “One interesting parallel I look 
forward to is Windows 8 (mobile and traditional). While this is not a mobile application 
framework, it hits the mark for not duplicating technology and introducing waste.  For example 
if Windows 8 meets the user experience need I will no longer need Mobile Iron or Good.  I can 
use my existing Windows management infrastructure to manage these devices at no additional 
cost - I can use what I have already licensed in the desktop world.” We asked several sources 
about this opportunity and most argued that Systems Center is too complex to act as a single 
pane of glass, that the buyers are different (systems administrators tend to manage the desktop 
environment while telecom administrators often manage the mobile environment) and that even 
SSCM v12 may not have strong features to manage anything but Windows 8 devices. 

Mobile Applications – Still Early Stage 

Let’s now turn our attention to the market for mobile enterprise applications that can be pushed 
down to the devices. In our initial reports published in 2011, we argued that near-term demand 
for enterprise mobile applications (pre-built as well as custom developed) would prove to be 
more modest than the bulls anticipated, largely because enterprises appeared to be focused on 
building or buying lightweight and relatively cheap “mobile 1.0” applications. We revisited this 
thesis by speaking with the CEOs of leading mobile software vendors such as Antenna 
Software and Syclo and with industry analysts and other sources.  

Segmenting the Mobile Applications Market 

According to one source, most organizations fit into one of three types. First, some 
organizations are electing to buy pre-built mobile applications, many of which are relatively 
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simple extensions of CRM applications with minimal functionality. Some vendors are serving 
this market successfully, but in general, demand for prebuilt mobile applications has not ramped 
as expected. This could explain why SAP’s ecosystem of services partners has not stepped up 
as expected to build a full suite of complex B2B mobile applications and why SAP acquired 
Syclo (which had a strong presence in pre-built field support applications) in April 2012 in part 
to address this gap. 

Second, many organizations are electing to internally build their first-generation mobile 
applications. This, we are told, is the dominant segment today and represents a pilot or 
experimentation phase. Most enterprises in this segment are building relatively lightweight 
“mobile 1.0” applications that make life easier for employees and customers and that perform 
functions such as receiving T&E alerts and approvals, looking up inventory data, viewing 
reports and making relatively simple transactions. One source argued that many enterprises 
have built 20-30 mobile applications using cheap open source frameworks and a few smart 
programmers. While our sources argued that the complexity level of iOS-based applications is 
increasing and “will get ironed out” over time, our checks suggest that we have not yet hit a 
tipping point for more complex “mobile 2.0” applications that can support a full transaction, 
that quickly link to back-end systems and that are industry-specific.  

Third, some larger enterprises are deploying “mobile enterprise application platforms” 
(MEAP’s) that offer sophisticated tools to build more complex mobile applications requiring 
tight integration with back-end transaction systems. While these platforms can speed up the 
development process, growth has been disappointing. Most sources argued that MEAP’s such 
as SAP’s SUP are simply too expensive and that demand for complex “mobile 2.0” applications 
requiring such platforms will pick up over time but that these are still early days. As one CIO 
contact put it to us, “Like us, (most organizations) are finding the monolithic mobile app 
frameworks too expensive. If you take these frameworks on you're really running duplicate 
infrastructure and buying duplicate software - one to support typical ERP applications and 
another to support mobile.”  

Few $1+ Million Deals 

Given the number of enterprises in the first two of these segments, demand for $1+ million 
“mobile 2.0” application development deals is not yet robust. According to one source, “The 
number of mobile applications is exploding but the complexity level is not.” While lightweight 
mobile applications may have a high ROI for users, their complexity level and hence price 
points are relatively low, with average deal sizes of $50,000-$200,000. While this represents an 
opportunity for small mobile application development boutiques, it is not going to move the 
needle for companies the size of SAP, Oracle or Accenture. As a result, the CIO of a Fortune 
500 company told us, “More of the niche players are getting a look versus the big vendors. As 
an example, we just finished a bake off of one of the big ERP vendor's mobility approach and 
found we could take a slightly fragmented approach, leveraging a handful of smaller off-the-
shelf apps married with a few small, but custom apps to get a similar result. This approach 
changed our investment picture from $2-$3 million to under $300,000.” 

Native versus HTML5 Development 

For organizations electing not to acquire an expensive MEAP, the primary choice is to program 
natively to a particular device OS or to write applications using HTML5 that can then be 
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deployed to any device. According to our sources, much of the development is being done using 
native SDKs (software development kits), whereby developers can simply download a library 
of Android tools and get started. While a native application cannot be easily ported to another 
OS, it can at least be developed on the cheap.  Alternatively, a standards-based and open web 
framework and in particular HTML5 enables developers to write applications once and deploy 
them to multiple OS environments.  

A year ago, our sources argued that all mobile application vendors will need to transition to and 
offer HTML5 solutions and that such frameworks could commoditize the low end of the mobile 
development market, forcing vendors upstream into applications with higher-end functionality. 
Our recent checks suggest that HTML5 has not revolutionized the development process as some 
had thought given lingering programming limitations and what many described as a better user 
experience with natively built applications. Most argued that web frameworks such as HTML5 
will dominate over time, but adoption has been slower than expected.   

SAP, Antenna Software, and Others 

SAP is the dominant big enterprise mobile application development vendor with its SUP suite. 
Our sources argued that SAP is selling both SUP and Afaria almost exclusively into its core 
ERP and BI installed base. One source called SUP “amazingly expensive” in terms of the list 
price, but several sources argued that SAP regularly discounts off list by up to 90% for large 
SAP customers. Even so, the perceived level of complexity associated with SUP limits demand. 
As one customer told us, “We like niche players or small one off apps versus a fully integrated 
service.” New players that don’t have to carry the legacy baggage will emerge. Enterprises will 
find ways to fill the white space with low-cost point applications until someone finds a way to 
make delivery of mobile apps a net zero game versus additive in cost.”  

In terms of privately held boutique vendors that are meeting this need for lower-cost application 
development or MEAP solutions, Antenna Software came up most frequently, followed by 
Kony (our sources didn’t flag Spring Wireless as much as they did a year ago). Antenna 
Software is differentiating itself from SAP and others in part by moving to cloud-based 
application development and management via its AMPchroma solution in addition to having a 
stable of pre-built mobile applications for the enterprise.  

Conclusions 

While there are no publicly traded software stocks to play the mobile enterprise theme, we’ve 
tried in this report to describe the key themes, identify the leading privately held vendors and 
discuss how the publicly traded software giants are reacting. We conclude that AirWatch, 
Antenna Software, Good and MobileIron have carved out leading roles in this emerging space. 
While impressed with SAP’s commitment to the mobile trend, SAP’s mobile assets remain a 
very small (3%-4%) portion of its revenue mix, the feedback on both Afaria and SUP was 
mixed at best, and we’re still not convinced that SAP’s $5.8 billion acquisition of Sybase in 
May 2010, which SAP justified by highlighting Sybase’s leading mobility assets, has paid off.  

MDM Is the Hotter Market Today 

According to Citrix, the MDM market is commoditized, evidenced by the fact that even 
Microsoft is doing MDM for non-Windows environments. In our judgment, Citrix is 
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underestimating the market opportunity and the MDM critics may be confusing per unit price 
declines with market maturity. Vendors such as AirWatch, Good and MobileIron are growing at 
rates that we haven’t seen since the early days of the cloud application trend, and their total 
revenues are still quite small. If one were to sum up the revenues of all the major MDM vendors 
today, including SAP Afaria, it would be difficult to get above $400 million. This is peanuts 
compared to the overall mobile device market, and it is possible that every enterprise with a 
significant RIM BES deployment today will also have a multi-device MDM or data security 
solution. The opportunity appears to be significant and the BYOD trend has not fully played-
out. According to one source, the MDM vendors are, "scrambling to keep up with the BYOD 
trend” and today they are “in the right place at the right time.”   

Enterprise demand for pre-built mobile applications or for custom mobile software development 
platforms has not yet hit a tipping point. As discussed above, the bulk of enterprises are still in 
the experimentation phase and focused on internally built lightweight applications at relatively 
low price points. According to one source, the focus today appears to be on getting an MDM 
solution in place to prepare for the BYOD phenomenon. Once an MDM solution is in place, it 
becomes easier to think about what applications can be developed to push down to the devices. 
In our judgment, the application part of the market will come; it is just early-stage.  

Look Out for Consolidation 

Almost every one of our sources argued that after a “phase one” headlong rush into the MDM 
and security market, this sector is now poised to consolidate from dozens of vendors down to a 
few winners. It is entirely possible that SAP, IBM, Symantec or other mega-vendors could 
eventually take a run at acquiring AirWatch, Good, and MobileIron, which we view as the 
strongest device management and security pure-plays. Several sources also argued that the 
infrastructure management and application development segments of the mobile enterprise 
market will converge over time, and we’re already hearing the MDM and security vendors talk 
about moving more aggressively into the applications development and management markets in 
an effort to offer a full mobile suite. One source retorted that this will take time and that 
infrastructure and development tend to be very different buying centers within large enterprises. 
If these segments did converge, one would think that SAP’s competitive positioning would 
improve, given that it is really the only large vendor with a strong presence in both mobile 
markets. 
 

Companies mentioned (priced as of the close on August 17, 2012): 

Apple (AAPL, $648.11, OUTPERFORM by Keith Bachman) 
Citrix Systems (CTXS, $78.08, Not Rated) 
IBM (IBM, $201.22, MARKET PERFORM by Keith Bachman) 
Microsoft (MSFT, $30.90, Not Rated) 
Research in Motion (RIMM, $7.47, MARKET PERFORM) by Tim Long 
Symantec (SYMC, $18.01, Not Rated) 
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