
April 29 - May 5, 2011

Managing a mobile jungle
Software firm adding 200 jobs 
to help it track phones, tablets

By Urvaksh Karkaria
Staff Writer

An Atlanta software company, backed by the 
founder of Manhattan Associates Inc., plans 
to add about 200 jobs as it rides the tsunami of  
mobile devices cascading into the workplace.

AirWatch LLC helps corporate behemoths, such as 
The Home Depot Inc., manage their fleet of cell phones, 
tablet computers and other mobile devices. Employ-
ees are doing more work on mobile devices — access-
ing confidential documents, sending business e-mail. 
AirWatch’s software can remotely enable and disable  
applications, securely connect mobile devices to a com-
pany’s IT infrastructure, and wipe out data if the device 
is lost or stolen.

Managing, monitoring and securing those devices 
has become one of the top three challenges for chief 
information officers, AirWatch CEO and founder John 
Marshall said.

“It’s absolutely a critical problem,” he said.
The worldwide mobile device management [MDM] 

enterprise market grew by 1.7 percent from 2008 to 
2009, reaching $265.3 million in revenue, according 
to IDC. The research firm predicts the market will hit 
$382.7 million in revenue by 2014.

Globally, the mobile device management market is 
anticipated to grow at 15 percent to 20 percent annu-
ally over the next couple of years, said Phillip Redman, 
research vice president at Gartner Research.

“Companies are concerned about data security and 

how to support multiple devices across thousands of 
employees,” Redman said.

“Businesses are increasingly adopting mobile tech-
nologies, creating a need for mobile device manage-
ment support,” said Greg Girard, analyst at IDC.

In today’s business, “analysis, insight and the  
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Monitors: Alan Dabbiere, founder of Manhattan Associ-
ates, and CEO John Marshall, think they have a winner 
in AirWatch LLC.



ability to act needs to be available 
to anyone, anytime, anywhere,”  
Girard said. “These [mobile] devices  
enable that.”

The escalating number of  
mobile devices and operating sys-
tems makes managing enterprise 
mobility complex, AirWatch Chair-
man Alan Dabbiere said. Dabbiere, 
who invested $15 million in Air-
Watch, founded logistics technolo-
gy firm Manhattan Associates (Nas-
daq: MANH).

Dabbiere recalls an incident where 
an executive left his iPad in an air-
craft. The iPad was connected to the 
company’s corporate e-mail net-
work, but had no security, meaning 
anyone who picked up the device 
could read confidential e-mail.

“Enterprise mobility is death by a 
thousand cuts,” Dabbiere said, not-
ing each device must be configured, 
have software deployed, secured 
and managed.

AirWatch will more than triple 
its Atlanta office to about 50,000 
square feet in the next few months. 
The company plans to double its 
workforce, adding software devel-
opers, data center engineers and 
sales and marketing staff.

Robust demand has attracted com-
petition, putting pressure on pricing.

“There are probably a hundred 
providers that [offer] different com-
ponents of MDM,” Redman said, 
adding that about 25 companies  
offer comprehensive solutions.

Creating differentiation in a 
crowded marketplace will be key to 
AirWatch’s success, as will staying 
ahead of evolving technology, IDC’s 
Girard said. AirWatch is among the 
largest — and best positioned — 
in the mobile device management 
business, he said.

“They’ve got a great [product 
portfolio], they’ve got some mar-
quee customers,” Girard said.

AirWatch’s growth strategy hing-
es on selling into new industries 
and geographic markets — about 
70 percent of revenues come from 
North America.

While health-care, financial 
and retail sectors have been quick 
to adopt mobile device manage-
ment software, new sectors include  
accounting and legal professions. 
The government is also a growth 
market, as it deploys new mobile 
technology in an effort to streamline 
and reduce spending. The military, 
for instance, is considering equip-
ping soldiers with smart phones for 
use in the battlefield and for train-
ing.

“We are at the table in those dis-
cussions,” Marshall said.

In addition to Fortune 500 cus-
tomers, AirWatch sells its software 
to wireless carriers, system inte-
grators and application developers, 
who offer it to their clients as a ser-
vice. “The [partners] have the abil-
ity to take us into the huge markets 
and regions that we would not have 

otherwise gone, given the size of the 
sales force we have,” Marshall said.

To fuel growth, AirWatch  
anticipates making acquisitions. The 
company would consider “smaller 
tuck-in technologies we think are  
interesting that we can’t, or it doesn’t 
makes sense, for us to develop our-
selves,” Dabbiere said.

Redman views AirWatch more 
as takeover target. AirWatch could 
be attractive to a device manufac-
turer or wireless carrier looking to  
enter the mobile device manage-
ment business, he said.

Like many small companies, man-
aging growth is AirWatch biggest 
challenge.

“How do we scale? How do we 
find the right people and resourc-
es? How do we market on a global  
basis?” Dabbiere said.

Staying ahead of evolving oper-
ating systems and handsets is chal-
lenging, too.

“It’s an arms race of innovation,” 
Marshall said.
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technologies, creating a need for mobile 
device management support, said Greg 
Girard, analyst at IDC.

In today’s business, “analysis, insight and 
the ability to act needs to be available to 
anyone, anytime, anywhere,” Girard said. 
“These [mobile] devices enable that.”

The escalating number of mobile devices 
and operating systems makes managing 
enterprise mobility complex, AirWatch 
Chairman Alan Dabbiere said. Dabbiere, 
who invested $15 million in AirWatch, 
founded logistics technology firm 
Manhattan Associates (Nasdaq: MANH).

Dabbiere recalls an incident where an 
executive left his iPad in an aircraft. The 
iPad was connected to the company’s cor-
porate e-mail network, but had no security, 
meaning anyone who picked up the device 
could read confidential e-mail. 

“Enterprise mobility is death by a thou-
sand cuts,” Dabbiere said, noting each 
device must be configured, have software 
deployed, secured and managed.

AirWatch will more than triple its Atlanta 
office to about 50,000 square feet in the 
next few months. The company plans to 
double its workforce, adding software 
developers, data center engineers and sales 
and marketing staff. 
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“There are probably a hundred  
providers that [of fer] dif ferent compo-
nents of MDM,” Redman said, adding that 
about 25 companies offer comprehensive 
solutions.

Creating dif ferentiation in a crowded 
marketplace will be key to AirWatch’s 
success, as will staying ahead of evolving 
technology, IDC’s Girard said. AirWatch is 
among the largest — and best positioned 
— in the mobile device management  
business, he said.

“They’ve got a great [product portfolio], 
they’ve got some marquee customers,” 
Girard said. 

AirWatch’s growth strategy hinges on 
selling into new industries and geographic 
markets — about 70 percent of revenues 
come from North America. 

While health-care, financial and retail 
sectors have been quick to adopt mobile 
device management software, new sectors 
include accounting and legal professions. 

The government is also growth market, as 
it deploys new mobile technology in an 
effort to streamline and reduce spending. 
The military, for instance, is considering 
equipping soldiers with smart phones for 
use in the battlefield and for training.

“We are at the table in those discussions,” 
Marshall said.

In addition to Fortune 500 customers, 
AirWatch sells its software to wireless  
carriers, system integrators and application 
developers, who offer it to their clients as a 
service. “The [partners] have the ability to 
take us into the huge markets and regions 
that we would not have otherwise gone, 
given the size of the sales force we have,” 
Marshall said.

To fuel growth, AirWatch anticipates 
making acquisitions. The company would 
consider “smaller tuck-in technologies we 
think are interesting that we can’t, or it 
doesn’t makes sense, for us to develop  
ourselves,” Dabbiere said.

Redman views AirWatch more as take-
over target. AirWatch could be attractive to 
a device manufacturer or wireless carrier 
looking to enter the mobile device manage-
ment business, he said. 

Like many small companies, managing 
growth is AirWatch biggest challenge. 

“How do we scale? How do we find the 
right people and resources? How do we 
market on a global basis?” Dabbiere said.

Staying ahead of evolving operating 
systems and handsets is challenging, too.

“It’s an arms race of innovation,”  
Marshall said. 
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AirWatch LLC 
Background: Atlanta-based company 
develops software that helps busi-
nesses manage, monitor and secure 
employee cell phones, tablet com-
puters and other mobile devices.

In the news: AirWatch plans to add 
about 200 jobs and expand its 
Atlanta office space.

Employees: About 200

2011 projected revenues: Up to 
$30 million

way it is,” she said.
The neighborhoods view even high-end 

apartments as less desirable than condos. 
The site has also caught the attention of 

Buckhead planners.
It’s a target for one of their key initiatives: 

adding about 106 acres of green space to 
Buckhead, or more than doubling the amount 
of land set aside for such things as parks.

Planners and leaders of the neighbor-
hood planning groups plan to continue 
talking to Wells Fargo about their hopes, 
said Denise Starling, executive director of 
the Buckhead Area Transpor tation 
Management Association.

Planners see a chance to turn the prop-
erty into something echoing developer 
Charles Brewer’s Glenwood Park, or proj-
ects in downtown’s Old Fourth Ward. Those 
developments have set aside room for 
stormwater retention ponds that became 
centerpieces for new parks.

“They made green space an amenity,” 
Starling said. “We see the same potential 
here.”

The site would also fall under new zoning 
guidelines Buckhead planners are 
finalizing.  

The first steps to convert the site into 
apar tments came last year. Cousins 
Properties Inc. was brought in as an adviser 
to Wells Fargo and said multifamily devel-
opment made the most sense on the site.  

That coincided with the apar tment 
market in metro Atlanta starting to show 
signs of recovery:

Wood Partners LLC launched its new 
project by Northside Hospital and Saint 
Joseph’s Hospital in Sandy Springs. JLB 
Partners has started demolition work on its 
site at Pharr Road, next to the planned 
Streets of Buckhead.

Also, Preserve Properties LLC, led by 
Atlanta apartment developer John Draper, 
recently closed on a 2.4-acre site next to the 
St. Regis Atlanta hotel and residence for 
$6.7 million. And Novare Group Holdings 
LLC  is working with commercial real estate 
giant CB Richard Ellis Inc. to find intown 
apartment sites and arrange financing for 
construction.

It already has a site in Midtown. Buckhead 
is another potential target. 

Related’s former site is close to shopping 
(Lenox Square) and mass transit (Lenox 
MARTA station). It could also become a 
showcase for new urbanism.

Apartment developers are banking on 
intown markets like Buckhead because 
they believe Generation Y wants to live and 
work in the urban core.

“I don’t think you’ll see condominiums 
started here for many years,” Buckhead 
Coalition President Sam Massell said.  

“Buckhead is going to be a hot market for 
multifamily going forward,” Massell said.

The Buckhead Coalition, though, will 
take no position on a rezoning of the site, 
he said.
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Apartment alternatives: Site could 
include green space, phased-in condos.
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