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NEW YORK:  Retailers are rolling
out online deals on so-called
“Cyber Monday.” But now that
shoppers are online all the time
anyway, the 10-year-old shopping
holiday is losing some of its luster.
Still, Monday is expected to be the
biggest online shopping day ever,
with estimates that it will rack up
over $3 billion in sales.

“It’s no longer about one day,
but a season of digital deals,” said
Matthew Shay, president of retail
trade group The National Retail
Federation. Online shopping is tak-
ing its toll on brick-and-mortar
shopping. Frenzied crowds
seemed to be a thing of the past
on Black Friday - the busy shop-
ping day after Thanksgiving - and
sales fell to $10.4 billion this year,
down from $11.6 billion in 2014,
according to preliminary figures
from research firm ShopperTrak.

But as online shopping grows
more popular on Thanksgiving and
Black Friday, that’s causing less of a
frenz y on Cyber Monday,  too.
“Consumers are recognizing the
Internet is the place to go for a
deal any time, any day,” said Gene
Alvarez, managing vice president
of research firm Gartner.

Retailers have been touting
online deals since the beginning
of November. And they no longer
wait for Monday to roll out Cyber
Monday deals,  either.  Amazon
star ted “Lighting Deals” on
Saturday and Wal-Mart beginning
all of its Cyber offers on 8 p.m. on
Sunday.

Biggest online shopping day ever
Amazon was offering 65 per-

cent off sweaters, Target was tout-
ing 15 percent off its whole site for
the first time and Wal-Mart offered
$500 off a $1200 LG 65-inch 4K
Ultra HDTV. “I personally skip Black
Friday just to shop Cyber Monday,”
said Mark Flores, a parks and recre-
ation director from Lynwood,
California. He was looking online
Monday for tablets for his
nephews, nieces and grandpar-
ents, leather goods and gift certifi-
cates, plus shoes for himself on
Amazon, department store sites
and the Groupon App. He said he
was looking for deals “that are
greater than normal sale prices
and coupons.”

Research f irm Comscore

expects online sales to rise 14 per-
cent to $70.06 billion During the
November and December shop-
ping period, slowing slightly from
last year’s 15 percent rise. Online
sales make up 10 percent of over-
all retail sales, but that increases to
15 percent during the holidays as
online shoppers snap up Black
Friday and Cyber Monday deals,
according to research f irm
Forrester.

Cyber Monday itself is expected
to be the biggest online sales day
of the season and ever, surpassing
$3 billion in sales. If so, it will be

the sixth year in a row that Cyber
Monday is  the biggest online
shopping day ever.

But Thanksgiving and Black
Friday are gaining fast.  About
$4.47 billion were spent online on
Thanksgiving Day and Black Friday
combined, 18 percent more than
last year,  according to Adobe,
which tracks 200 million visitors to
4,500 retail websites. And 33.2 per-
cent came from mobile devices, up
from 27 percent last year.

Amazon is offering new deals
every 5 minutes starting Friday,
Nov. 20, and extending through
Dec. 5 double the cadence of last
year. It also is offering more than
150 app-only lightning deals to
encourage mobile shopping. Wal-
Mar t star ted offering al l  of  its
2,000 Cyber Monday deals -
quadruple the 500 online deals it
offered last year - starting 8 p.m.
on Sunday the evening before. A
year ago, the nation’s largest retail-
er only offered a sneak peak of
about 20 deals on the evening
before Cyber Monday.

And Target is offering 15 per-
cent off its entire site on Cyber
Monday, its first ever site-wide dis-
count on the shopping day.
Forrester Research analyst
Sucharita Mulpuru said even
though more people are shopping
online and on their  phones
throughout the season, Cyber
Monday will still drive sales from
its name alone.

“A lot of people waiting to see if
deals are better on Cyber Monday,”

she said.  The name “Cyber
Monday” was coined in 2005 by
the National Retail Federation’s
online arm, called Shop.org, to
encourage people to shop online.
The name was also a nod to online
shopping being done at work
where faster connections made it
easier to browse. Now, even with
broadband access, Cyber Monday
continues to be a day when retail-
ers pull out big promotions.

“I  plan on scoping out the
deals,” said Diane Boral, 33, from
Oxnard, California, who planned to
shop online at Walmart, Target and

other stores on Monday. She said
she hoped to get most of her
Christmas shopping done on
Cyber Monday. She was looking
for deals ranging from 20 percent
to 75 percent off on items like a
camera, air conditioner, tires and
Christmas gifts.

Most of her shopping is done
online via her iPhone and laptop,
she said.  “ I  have more t ime to
browse for  i tems,” onl ine,  she
said. —AP

Cyber Monday sales still on 
top, but losing some luster
Online shopping grows more popular on Thanksgiving

PALO ALTO: In this Monday, Nov. 29, 2010, file photo, a consumer looks at Cyber Monday sales
on her computer at her home in Palo Alto, Calif. Retailers are rolling out online deals on so-
called “Cyber Monday.” But now that shoppers are online all the time anyway, the 10-year-old
shopping holiday is losing some of its luster. —AP

NEW YORK:  Between splashy launches, lav-
ish new-phone offers (get a free HDTV on
activation!) and frequent software updates
that slow down your old handset, it some-
times feels like the entire technology industry
is pushing you to buy the latest smartphone.
Yet some holdouts resist.

Take Zak Sommerfield, 35, a software ana-
lyst in New York, who has hung onto his LG
Delight flip phone for five years, even though
his friends and co-workers make fun of it. “I
hate smartphones, I hate how they take over
people’s lives and they spend all their time
looking at them,” he says. “I’d love to stay on
this phone forever.”

People like Sommerfield are a rarity. More
than 90 percent of smartphone users trade
up for newer models within two years, says
Ramon Llamas, who tracks mobile phones at
research firm IDC.  But a fraction of the popu-
lation continues to cling to older phones,
some 3 to 4 years old - or more.

These upgrade holdouts have different
reasons for standing athwart techno-
progress, yelling  “Stop!” Some reject the
trend toward ever-larger screens, preferring
smaller phones that are harder to find these
days. Others simply aren’t wowed by the lat-
est features, or see no reason to spend hun-
dreds of dollars when their current phones
still work fine.

“Just as we saw with PCs and tablets, life-
times on people’s devices are generally get-
ting a bit longer,” says Bob O’Donnell, chief
analyst at Technalysis Research.

Every customer counts these days. Overall
smartphone sales are slowing down - particu-
larly in industrialized markets such as the US,
where most people who want a smartphone
already have one. IDC forecasts a 10 percent
increase in worldwide smartphone sales this
year, but that’s slowed considerably from 27
percent growth in 2014.

Regular upgrades
Some manufacturers have turned to

emerging markets for new sales, but many
customers there can afford only cheaper -
and less profitable - devices. To keep making
money on premium phones, Apple, Samsung
and their rivals are counting on regular
upgrades. With its latest iPhones, Apple start-
ed an annual upgrade program that leases
customers the latest models for a year.
Upgrades are particularly important for Apple
because iPhones account for more than half
of its revenue.

Sprint and T-Mobile also have leasing
options aimed at yearly iPhone upgrades, but
Apple’s new leasing option has put even
more pressure on carriers. They depend on
regular upgrades to keep existing customers
and sell them more services, such as bigger
data plans or cloud services and storage.
Since a customer upgrades only once every
two or three years, it’s an “important moment
to capitalize on” for carriers, says FBR analyst
Daniel Ives.

To encourage upgrades, manufacturers
have been packing new phones with cutting-
edge hardware. The latest iPhones have bet-
ter cameras and screen sensors to enable
shortcuts and other menus with a hard press.
Samsung won critical acclaim for curved
screens that spill over a phone’s edges like a
glassy waterfall.

Phones also get new system software
every year, and many apps require the latest
updates.  Although many older phones can
get the latest versions of Google’s Android or

Apple’s iOS software, the updates can slow
them down, and the phones sometimes
don’t support all the new features.

Not surprisingly, Sprint CEO Marcelo
Claure argues that having the latest model is
important to many people. Phones are “the
most valued personal possession that we
have,” Claure said in an interview. “We use our
phone to capture the memories of our lives.”

But O’Donnell of Technalysis says smart-
phone technology is “hitting the top of a
curve.” As a result, each new model brings
tweaks and refinements rather than new
must-have features.

Subsidized price
“I think it’s a little ridiculous to give up a

perfectly good phone for a new one that is
only slightly different,” says Kelsey Scott, 25,
from Hutchinson, Kansas, who has an iPhone
5S from 2013 and doesn’t plan to upgrade.

And while many people upgraded last
year when Apple made larger-size iPhones
for the first time, matching what Samsung
has long had, others prefer smaller phones.
Apple still sells the 4-inch iPhone 5S, but the
technology is two years old. The latest, fastest
iPhones measure 4.7 inches and 5.5 inches
diagonally.

Nathan Jarus, 24, says he’s been keeping
his eyes open for inexpensive phones with 4-
inch screens, but complains that “almost
nobody seems to be making them.” The com-
puter science PhD candidate from outside
Rolla, Missouri, still uses Google’s discontin-
ued 3.7-inch Nexus One phone from 2010.

Brett Shoemaker, 22, from Hattiesburg,
Mississippi, a regular upgrader since the origi-
nal iPhone debuted in 2007 - but stopped in
his tracks with the 4-inch iPhone 5 in 2012.

Manufacturers are “forcing users into larg-
er screen sizes for the latest and greatest
technology” he says. “I’m contemplating not
upgrading ever.” Or even switching to a
BlackBerry, he adds, only half-joking.

High-end phones start at a $200, a subsi-
dized price that requires a two-year service
contract.  More recently, though, wireless
companies have been pushing people to pay
full retail price - often around $650 - via
monthly installment plans. Although such
deals also offer discounts on voice, text and
data service, many people just see that they
are paying more for the phone.

John O’Neill, 49, a tax analyst in Dallas,
says he won’t upgrade from his iPhone 4,
which he has had for nearly 5 years - mostly
because he doesn’t want to lose his $30
unlimited data plan with Verizon. “I’ve looked
around and nothing comes close,” he said. For
Mary Reichard, 52, legal affairs reporter in
Springfield, Missouri, the money and fear of
the unknown that keeps her from upgrading
from her iPhone 4s she has had for two years.

“I long for the old days of one land line
and tiny monthly bills,” she said. She also fears
she might lose data if she upgrades. “I’m a
baby boomer, so technology is still kind of
scary.” And some just feel too attached to
their current smartphone to give it up.
William Hurst, a 22-year-old student in
Portland, Oregon, said he decided not to
upgrade because he feels attached to his 3-
year-old iPhone 5. He even likes its quirks like
a lock screen button that doesn’t fully work
and a crack from when he dropped it on
cement in his rush to get in line for a concert.
“I have lived two years of my life with this
same iPhone and it’s a part of who I am,” he
said. —AP

For some people, the older 
the smartphone, the better

DUBAI: EMC Corporation announced the
immediate availability of a broad range of
products and solutions designed to seam-
lessly connect primary storage and data
protection systems to private and public
clouds. As a result, organizations will be
better equipped to take advantage of both
the agility and unlimited scalability of pub-
lic cloud services and the control and secu-
rity of a private cloud infrastructure.

As IT departments rush to keep pace
with the demands of the rapidly changing
business, they often rely on both the pri-
vate cloud - because it is trusted, controlled
and reliable - and the public cloud -
because of its low cost and near limitless
capacity. Cloud-enabled storage and data
protection solutions, like those being
announced by EMC today, empower cus-
tomers to deploy a trusted storage environ-
ment where data can be automatically
tiered to both public and private clouds.

EMC is also launching a number of new
data protection features that provide cus-
tomers with the tools they need to ensure
their data is protected wherever it resides,
regardless of what might happen.

New products
New Products and Solutions Delivering

Cloud Integration Across the Data Center:
EMC is integrating new and expanded
cloud capabilities across its entire storage
and data protection portfolio including
solutions to store and protect data to, from
and within the cloud.  

* Tiering Data to/from the Cloud - EMC’s
VMAX and VNX storage platforms deliver
simple, automated tiering to and from pri-
vate and public clouds. EMC is further
extending the integration reach of VMAX
with enhancements to its FAST.X(tm) tier-
ing solution, enabling customers to
achieve lower total cost of ownership by
automatically tiering to public clouds from
both EMC and non-EMC storage.  Utilizing
EMC CloudArray technology and simply
connecting a VMAX to a SAN and a net-
work switch, customers can immediately
connect the power of the cloud to their
data centers and automate the allocation
of data to storage targets on-premise and
in the cloud, based on their own service
level objectives.

Both VMAX - with new integrated cloud

tiering - and VNX- leveraging new cloud
tiering -now offer expanded support for
private and public cloud providers.  EMC
now supports VMware vCloud Air,
Microsoft Azure, Amazon S3 and Google
Cloud Platform- all while delivering the
performance and peace of mind that cus-
tomers expect from enterprise storage.  

Protecting Data to/from the Cloud -
CloudBoost 2.0 seamlessly extends cus-
tomers’ existing EMC data protection solu-
tions, including the Data Protection
Suite(tm) and Data Domain(r), to elastic,
resilient, scale-out cloud storage, enabling
customers to leverage the economic bene-
fits of the public cloud for long-term data
retention. CloudBoost now features
enhanced overall performance, scalability
and manageability, making it even easier
for customers to cache data locally and
move it to the cloud.

Protecting Data in the Cloud -
Spanning(r) by EMC now features
enhanced restore and security capabilities
along with new regional deployment with-
in the European Union. Spanning Backup
for Sales force delivers enhanced SaaS data

restoration capabilities making it easier for
customers to quickly and easily restore lost
or deleted data. And, Spanning’s new
European data destination option helps
organizations comply with European data
sovereignty laws and regulations.

Data Protection as a Service 
EMC service providers and EMC cus-

tomers who deploy data protection as a
Service (DPaaS) in their own private clouds
will benefit from new features being intro-
duced into the latest version of the Data
Domain operating system DD OS 5.7,
including enhanced capacity manage-
ment, secure multi-tenancy, and a dense
shelf configuration that dramatically
reduces total cost of ownership.

l Simplified Data Protection
Management - Finally, EMC is announcing
the next generation of its NetWorker data
protection software.  NetWorker 9intro-
duces a new universal policy engine
designed that automates and simplifies
the data protection process regardless of
where the data resides.  Using the policy
engine, EMC customers will be able to

automate the process of moving protec-
tion data through tiers of storage, with
protected data stored locally for immedi-
ate access and cold data systematically
handed off to more cost-efficient cloud tar-
gets. Additionally, NetWorker 9 now also
integrates with EMC ProtectPoint and
delivers integrated block-level protection
for Microsoft and Linux environments. 

l Extending Data Lakes to the Cloud -
Last week, EMC announced EMC
CloudPools, a new feature for EMC Isilon
that allows customers to extend their cold
data to public and private clouds.
CloudPools enables Isilon to tier data
seamlessly to public clouds such as those
enabled by Amazon Web Services,
Microsoft Azure and Virtu stream services
and private clouds with EMC ECS or a
remote Isilon cluster. The tiering happens
without the need for a cloud gateway, pro-
viding cost-effective, easy and flexible
hybrid cloud capability. 

Today’s cloud enablement announce-
ments come as part of a wider group of
feature launches from EMC.  To read more
about them, please visit The Core blog. 

New EMC offerings deliver cloud integration across data center

KUWAIT: Microsoft Kuwait has announced
its participation at the upcoming 5thZain
Technology Conference, which will be held

in the Rotana
Amwaj hotel,
Bahrain, from
November 30th
to December
2nd, 2015. At the
event, Microsoft
will share knowl-
edge and show-
case technology,
and also use the
n e t w o r k i n g
opportunity to
enrich existing
partnerships and
develop new
r e l a t i o n s h i p s

with customers in the Kingdom and region. 
Charles Nahas, Microsoft Kuwait ’s

General Manager, said: “Technology is
today a leading driver of socio-economic
transformation, and many examples
around us show that with the effective use
of technology, entire industry sectors can
be reimagined. Events such as the Zain
Technology Conference enable the indus-
try to come together, learn from each oth-

er, and together create a vision of the
future for the market and the region.”

Microsoft will also be showcasing the
results of its focus on ‘intelligent cloud’ and
productivity with Office365, a transforma-
tional tool that allows businesses of various
sizes to become more efficient and produc-
tive. The tech leader is also spotlighting
future trends such as the Internet of Things,
data analytics, and many other products
and solutions. Technology showcases
around these will be on the real-world
applications of these concepts, showing
the future of the Enterprise, SME and the
Consumer.

“Zain has been a valued partner of
Microsoft for several years, and the Zain
Technology Conference has evolved into
one of the region’s premier events of its
kind. We look forward to demonstrating
the latest cloud and mobility solutions at
this year’s event, and engaging with our
community and peers”, Nahas added.

Microsoft will bring its expertise to the
5th Zain Technology Conference through a
keynote speech by Mohamed Zayed- Sales
Solution Professional at Microsoft.
Innovation technology from the Microsoft
suite on demo will be SQL, Azure, Office365
and Windows 10.

Charles Nahas

Microsoft demonstrates 
breakthrough solutions 
at fifth Zain conference

A Nokia phone is shown. More than 90 percent of smartphone users trade up
for newer models within two years, according to experts. But a fraction of the
population continues to cling to older phones, some 3 to 4 years old, or more.

NY program uses phone
calls, text messages 

to teach English
NEW YORK: Candelaria Lopez had tried to learn English
before, but it didn’t work. She couldn’t always make it to class,
and when she could, it was hard to find the energy to sit
through a three-hour session after her long days as a farm-
worker in New York’s Hudson Valley region. So even after 20
years in the United States, the Mexican immigrant was still
pretty much only comfortable saying “Hi.”

Not these days, though, thanks to a unique pilot English
language learning program offered by New York state that
works through phone calls and text messages. The 38-year-
old mother of four said she has had a whole new world open
up for her in recent months - new responsibilities at work,
talking to her daughter’s teacher without needing a transla-
tor, even helping another Spanish-speaking family find an
apartment to rent.

“For me, it’s happy,” she said. “For me, it’s exciting.”
New York state launched the pilot through its Office for

New Americans earlier this year. The premise is simple -
those who have signed up call a number whenever they
want to hear recorded lessons. They are then asked ques-
tions they answer via text messages to show they’ve under-
stood what’s being taught. Get the questions right, move on
to the next unit. Answer incorrectly, and a coach will call to
help clarify the concept.

It’s low-tech enough - no apps, no need for fancy smart-
phones. Anyone with even the most basic phone can access it
and it is flexible enough that users can go at whatever speed
they’re comfortable with. It’s free of charge, aside from what-
ever their phone plans would charge for cell phone minutes or
sending and receiving texts. —AP


