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About Symsource

• Founded in 2004
• Specialize in connected applications
• Based in London, all staff in London
• Founded by ex-Symbian employees
• Symbian Foundation member, formerly Platinum Partner
• Forum Nokia PRO member
• BlackBerry Alliance member
• Windows Mobility Partner
• Experienced iPhone developer (O2, TIM etc.)
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Smartphone market in 2008
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The market trend in 2009

2Q09 Market 2Q08 Market
Company  Sales Share (%)  Sales Share (%)
Nokia 18441.0 45 15279.9 47.4
Research In Motion 7687.9 18.7 5594.2 17.3
Apple 5434.7 13.3 892.5 2.8
HTC 2471.0 6 1330.8 4.1
Fujitsu 1249.0 3 1071.5 3.3
Others 5688.2 13.9 8085.8 25.1
Total 40971.8 100 32254.7 100.0

3Q09 Market 3Q08 Market
Company  Sales Share (%)  Sales Share (%)
Nokia 16156.4 39.3 15472.3 42.3
Research In Motion 8522.7 20.8 5800.4 15.9
Apple 7040.4 17.1 4720.3 12.9
HTC 2659.5 6.5 1656.3 4.5
Samsung 1320.6 3.2 1114.8 3
Others 5368.0 13.1 7793.3 21.3
Total 41067.6 100 36557.4 100.0

Source : Gartner

http://www.gartner.com/it/page.jsp?id=1126812

http://www.gartner.com/it/page.jsp?id=1224645
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Impact of Open Source

• Commoditisation
– From browsers to whole operating systems

• Lower costs, reuse, differentiation, standardisation

• Everything becomes free (of charge)
– Despite best intentions

• So how to make money?
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Services, not licenses

• The open source revenue model is based on a service 
revenue stream rather than on licensing. 

• Removing the license cost is the distinctive economic benefits 
that open source introduces. 

• Most open source software is copyright, but released under 
licenses which allow free re-distribution. 

• The  competition is amongst vendors for any class of software. 
• And it is this in turn which attracts a number of potential 

customers to consider using software which is sourced from 
smaller development houses. 
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3 Step Open Source Business Plan

Step 1) Go Open Source

Step 2) …

Step 3) Money!



8

Monetising Open Source

1. Support revenue. As soon as you can, establish mailing lists and discussion forums so 
that users of your software can help other users, create a community.

2. Provide installation, customisation and enhancement services. This is where the real 
money is. Show the market you are a serious commercial open source player. 

3. No one should know the code as well as you, and your time to build for extensions and 
any integration work will far exceed others' value delivery. 

4. Finally, you can make money by re-licensing. Just because you license your software 
under an open source license, doesn't mean you can't also license it under non-open 
source terms as well. For various tactical reasons, the best open source license to use 
for this purpose is the General Public License (GPL). Many potential customers would 
prefer not to do this, which gives you the opportunity to sell them a version of your 
product which is not based on an open source license. Are there issues with open source 
licenses when reusing the code of others? Specifically, aren't we in trouble if we reuse 
open source code in our own projects? In most circumstances, no

5. This model is compatible with all open source licenses. If you or your client wants to 
redistribute modified binaries of GPL licensed products, you must also supply the source 
code to your modifications under the GPL. 

6. If you use any of the BSD-like licenses (Apache, MIT etc.) only attribution is needed 
within your derived modified binaries. You do not need to make available the source 
code to your modifications. 
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Open Source Business Models?

1) Sell everything but the software

– Support
– Documentation

Red Hat - IBM - Novell

Who buys it? 
– Enterprise
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Open Source Business Models?

2) Sell hardware

TiVo- Apple - Nokia
Cisco - Chumby - Amazon

Who buys it? 
– Enterprise and Consumers
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Open Source Business Models?

3) Proprietary Components and “Community Editions”
– High value functionality
– Scalability
– Interop with proprietary software

Zimbra - Funambol - SugarCRM

Who buys it? 
– Enterprise
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Open Source Business Models?

4) Dual license

– Use GPL to inhibit commercialisation
– Offer commercial license with IPR warranty

Asterisk - MySQL - Qt

Who buys it? 
– Enterprise
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Open Source Business Models?

5) Advertising

Mozilla, via Google search referrals

Android?
– Doubleclick acquired in 2007 for 3$Bn
– Admob acquired in 2009 for $750M

Who buys it? 
– Consumers
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Filling the gap

• Development Services still needed

• Mobile industry mostly consumer
– Most OS business models assume enterprise

• Open Source is not a business model
– It’s a tool, a means to an end
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Open 
Platform

Roadmap

Open 
Platform

Roadmap

Operator 
Requirements

Operator 
Requirements

Real
Consumer

Requirements

Real
Consumer

Requirements

•WAP

•J2ME

•OMA

•MMS

•Battery life

•Internet

•UI

•Location

•Apps

• ?
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What is Symbian missing?

• Maps GUI control

• Web services utilities

• Instant messaging

• Support for Android Java…
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Differentiation

• Less cost of porting, supporting new hardware

• More money can be spent on differentiation

• Success stories are JBoss, MySQL, eZ Publish, ZOPE and 
Trolltech now owned by Nokia and re-branded Qt. 
– MySQL AB in Sweden went from nothing to become a name 

brand in database technology in the space of seven years: over 4
million deployment sites worldwide, earning US$10 million in 
annual sales and growing.
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“Its open source, so you should do it for 
free”



20

Thank you!

• Alberto Bonamico
– alberto.bonamico@symsource.com

• @symsource on Twitter

• www.symsource.com


