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Dealing with the Aggravation of Aggregation — 
IBM Grabs the Linux Bull by Its Horns 

Analyst:  Mike Kahn 

IBM’s Server Group has grabbed the Linux bull by its horns.  It’s about time that 
IBM took its stellar, but generally obscure, platforms — the zSeries (a.k.a. the “mainframe”) 
and iSeries (a.k.a. AS/400) — and aimed each server’s exceptional properties at new 
customers.  Yes, you could have bought a Linux solution on the highly-manageable zSeries 
or easy-to-use iSeries-based before this latest round of announcements, but it may have 
seemed like an unnatural act, because these platforms were being marketed largely to the 
family of established owners.  This all has changed. 

Linux has been a linchpin of IBM’s strategy for several years.  IBM correctly realized 
that Linux could bring applications to these platforms far more easily than ISV arm-twisting.  
While that would solve a serious problem for IBM, it would ultimately take customer 
acceptance of Linux to make this really work – and this has happened.  While this is not 
news, the scale of Linux-based applications that need to be managed has given IT 
organizations many new challenges.  Most enterprises were attracted to Linux apps for 
their simplicity and apparent low cost (not to mention their “open” status). As Linux 
applications have grown in the enterprise, so have the operational aggravation and the cost of 
deployment.  Simply put, on a large scale Linux is neither cheap nor simple, at least on a 
total-cost-of-ownership (TCO) basis.  The driving economic factors are neither the 
hardware nor the software, but the cost of managing and supporting them to meet 
enterprise goals.  This is where IBM’s zSeries and iSeries Linux-only solutions begin to 
make economic sense. 

By aggregating the Linux workloads into within-the-box-scaleable, high-
performance, and highly-available Linux servers, many of the aggravations of 
managing tens-to-hundreds-or-more single-purpose Linux servers are ameliorated.  Of 
course the new IBM hardware does not appear to be “cheap”, at least by commodity-priced 
Linux-server standards.  But the issue is the TCO, not the price of the server.  In reality, it is 
the pricing that makes these IBM servers interesting, especially to enterprises that have 
not been users of zSeries or iSeries.  The revenue from established zSeries 
and iSeries customers is important to IBM, and it has been reticent to cut 
into this cash flow in order to bring in new customers.  IBM’s new servers 
change all of that.  They are priced as a TCO bargain on a Linux scale, 
allowing new customers (and new applications at established 
customers) to gain the benefits without disrupting IBM’s traditional 
revenue.  

If you are doing Linux processing on a large order or are looking 
into significant Linux application growth, you need to give IBM’s new 
Linux processors serious review and consideration. 
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