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UPDATE

UGS to Tap SMBs
With More Resellers

largets companies on a transition rmode
from traditional 2-D CAD to 3D CAD

BY YASHVENDRA SINGH
RODUCT LIFECYCLE
Managemen: (PLAM)
vendor, UGS, is ox-
panding its channel

network to address the grow-

_ ing needs of the SMEB sep-

menlin the country.

“India is the fastest grow-
ing market for our produces.
The domestic manufacturing
indusiry is doing exceed-
ingly well. Another vertical
that is fueling the growth,
and perhaps the maximum,
is that of service providers.
There are a large number of
companies thal are setting
up captive design centors in
India,” Digeter Klinke, Prod-
uct Marketing Director, Asia
Pacific, TGS, said.

With more than 2000
commercial customers, TGS
claims to be achieving “very
high double-digir sroweh in
India.” The vendor claims ro
have 40 percent market share
in terms of value in India.

UGS has a two-tier busi-
ness model wherein it has
regional distriburors who in
turn appoint smaller part-
ners in their geographics,

| LIGS has about six distribu-

tors, and almost 50 percent of
wur business comes through
our channel partoers,

In addition (0 some vory
large customers such as Tata
Motors, Mahindra, Baj,
L&T, and BHEL, hundreds
of small and medium busi-
nesses use UGS products, Tr

‘ We don't have
to convince
the 2-D CAD users
of the advantages of
a 3-D environment
VIVEK MARWAH, CCUNTRY
MARKETING MANAGER, LGS

is this slice of the mid-mar-
ket (the vendor considers
any company wilh 50 ar less
employees as g mid-market
business) that UGS intends
to tap. “The community of 2-
D CAD users is huge and this
has built up over the vears,
Today they have reached
stage where we don’t have

to go and convinee them any
more of the advantages of a
3-I} environment any more;
Our focus is to cnsure that
most of the people who are

on the transition mode (Tom
the traditional 2-DCAD o
the 3-I CAD consider us
as the first choice” Vivek
Marwah, Councry Market-
ing Manager, UGS, said. The
veridor plans Lo appoint part-
ners in those geographics
where it is not currently
present.*We are trying o
identify some of the areas
and have our feet on the
ground. For cxample, Rajkot
is one such city which has
tremendous potential and
where we don't have a pres-
ence,” said Marwaha without
giving a definite number of
eesellers UGS would appoint.
Although, it is up to the re-
gional distributors to appoint
resellers, UGS sets involved
in their selection procoss,
“The enicrprise cuslomer
might have adopred a CAD
system, and he might be
looking at a PDM system
to manage CAD data, or he
could be looking for a sup-
ply-chain collaboration sys-
tem. Thus, our focus would
be to add newer applications
and tunctionalities into (heir
svstems,” Muarwaha said, »

Altera Introduces
Arria GX Family

Altera extented its learlershin

in the frarsceiver-based FPEA
market with the infroduction of
the Jow-cost Ama: GX family.
Arria (3 FPGAs are npfimizad
l support PC Bxpress (PCle),
Gigahit Etherneat {(GEE) and
Seral RapedlQ standards un

t0 25 Ghps. Festwes of the
famity inchede the proven Sirix
Il G transcaiver technoloqy,
lip-chip packages far supesior
signal integrity, soffware foals
and vesified intellactual property
{IP): cores, Vaolume production
bsgina in June of i yoar. The
tamily comprises e devices
ranging i density from 21580
to 90220 Ingic elsments {LEs).




