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I went into a small, independent art shop the other 
day and bought a couple of cards. I paid with my credit 
card. Then the shopkeeper – about my age – picked up 
a pen and itemised the cards I had bought on a piece 
of paper in a folder that was obviously regularly used 
for such a purpose. I asked him why his EPOS wouldn’t 
automatically log the stock, perhaps even re-order, and 
fully expected him to say that he just preferred to do it 
the old-fashioned way.

But, no. He went into a long diatribe about how he 
had spent so long trying to sensibly configure his stock 
system that it had ended up being cheaper – in time 
terms – not to continue with the endeavour. He had 
also started building an ecommerce website at the start 
of the pandemic, still not ready. He pointed out that 
the solutions he was using did not take account of the 
fact that he might buy and sell a work faster than it was 
possible to set up an electronic record for it.

There isn’t room for all of it, but basically he wasn’t 
a luddite. He’d tried to modernise and technology 
had proved more a hindrance than a benefit. A lack of 
flexibility had not suited the way his business works. 
The software engineers had assumed a universal retail 
model that my shopkeeper did not recognise in his own 
operation and this rendered their solution pointless from 
his perspective.

We’ve all seen it – the smartphone feature that’s 
clever but ultimately pointless, the online booking 
system that takes twice as long as a phone call, the 
satnav that takes you the long way to your house. 
Technology needs to look at usefulness before 
possibility. There’s still gold in those hills.
 
PADDY SMITH
paddy.smith@bizclikmedia.com

Assumptions are stalling 
technology for the masses
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Bump and primed
 Waltham, Massachusetts

Robots cutting some rug to The Contours’ 
Do You Love Me? The impressive skills 
come from Boston Dynamics, the American 
engineering and robotics design company 
Hyundai bought from SoftBank last year in a 
$1.1 billion deal. The company was originally 
founded in 1992 as a spin-off from the 
Massachusetts Institute of Technology.
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EDITOR'S CHOICE
Meet CUE, Toyota’s AI basketball-playing robot: 
Developed by Toyota volunteers in their spare time, 6’10”  
CUE wowed at the Tokyo Olympic games when the basketball 
playing robot sank a series of deep three-point shots

READ MORE

 
Glenfiddich uses whiskey waste to fuel trucks:  
Scotch whisky maker, Glenfiddich, has begun converting  
its delivery trucks to run on low-emission biogas made  
from waste products from its own whisky distilling process

READ MORE

Microsoft-powered autonomous beach-cleaning 
robot, BeachBot:  A Dutch startup's BeachBot robot aims 
to rid our sands of cigarette butts, and Microsoft's artificial 
intelligence is helping it learn how 

READ MORE

THE BRIEF
“Fully flexible 
colocation centres 
provide all the benefits 
of an off-site data 
centre, but you can 
keep greater control of 
the technology stack 
and access to it”

Ian Cottingham
Director of Specialist Sales and Contract 
Management, BT


READ MORE

“It wasn’t until I was 
on the phone to a 
group of CEOs that 
I realised just how 
much data distrust 
was hindering digital 
progression”
Gray Hardell
Director of Product Marketing, Talend


READ MORE

READ MORE

BY THE NUMBERS

$300m
April value

$1.5bn
July value

“Increasingly, 
organisations will 
be designing around 
value streams 
and value stream 
management will 
become successful”
Helen Beal
Chief Ambassador, DevOps Institute


Bukalapak value rockets
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What’s its story?
The company is behind more than 
20 million daily rides and part of Didi 
Global, which last week floated on the 
New York Stock Exchange. But then the 
Cyberspace Administration of China 
(CAC) announced it was investigating. 
After two days it was charged with 
illegally collecting users’ personal data 
and the app banned. 

What happened to its shares?
They plummeted by more than 20 per 
cent. It was the second biggest US IPO 
for a Chinese company, raising $4.4 
billion. The company’s market value fell 
by c.$15 billion. Two lawsuits have been 
filed in the US, one in LA, the other in 
New York, with underwriters Goldman 
Sachs, Morgan Stanley and JPMorgan 
Chase named as defendants. 

Is it Didi Global’s fault?
Possibly, but there is talk China penalises 
headline companies listing shares 
overseas. The evidence is anecdotal, but 
truck-hailing firm Full Truck Alliance and 
recruitment service Kanzhun have also 
seen shares fall. Both are listed in the US. 

CHINESE ‘UBER’ 
FACING LAWSUITS 
SO WHAT’S THE DEAL?

 WHICH?
Consumer watchdog Which? 
has found branded printer 
ink remains "staggeringly" 
more expensive than third-
party alternatives.
In some cases it is pricier 
than some champagnes, 
its survey found. But non-
branded ink cartridges 
perform as well or better 
than alternatives.

 TESLA
Tesla has reported surging 
profits, despite shortages 
of semiconductor chips 
and congestion at ports 
hampering production.
Sales rose to $12bn (£8.6bn) 
in the three months to the 
end of June, up from $6bn  
a year ago. 

 CHINESE EDTECH
Shares in Chinese online 
tutoring firms have slumped 
after Beijing stripped them 
of the ability to make a profit 
from teaching core subjects.
The new guidelines also 
restrict foreign investment  
in the industry.

 TENCENT
Shares in Tencent fell after 
China ordered it to end 
exclusive licensing deals 
with global record labels. 
It’s aimed at tackling the 
company's dominance  
of online music streaming.  
It was fined 500,000 yuan 
(£56,000; $77,120).

W
I
N
N
E
R
S

L
O
S
E
R
S

SEP 21
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TIMELINE

TECH GIANTS and 
the world’s largest 
video game vendor

Chinese multinational 
technology company, 
Tencent, has grown 

massively since its founding. 
Now, it is the world’s largest 
video game vendor as well 
as one of the most financially 
valuable companies. It is 
among the largest social 
media, venture capital and 
investment corporations. 
Tencent’s services include 
social network, music, 
web portals, e-commerce, 
mobile games, internet 
services, payment systems, 
smartphones and multiplayer 
online games. »

Founding and 
 early activity 

Tencent was founded 
in November 1998 in 
Shenzhen, China, by 

Pony Ma, Zhang Zhidong, 
Xu Chenye, Chen Yidan 

and Zeng Liqing. 
In February 1999 

Tencent’s messenger 
product, OICQ was 

released. Shortly after, it 
changed the name from 

OICQ to QQ due to a 
lawsuit threat.

Growth

Although the company 
remained unprofitable for 

the first three years, the 
conception of their QQ 

mobile product, its cellular 
value-added service and 
licensing of its penguin 

character meant they started 
to see profit generation.

By 2008 Tencent had 
increased its offerings by 

licensing games. In 2009 they 
became the largest online 
game platform in China.

1998-
1999 2000s

16    September 2021



Going from strength to strength

The company launched a 
social media app in 2011, 
Weixin (now branded as 

WeChat). By 2012 the 
combined user accounts of 

Weixin and WeChat exceeded 
100 million.

December 2013 marked 
Tencent as the world’s largest 
online game developer and 

publisher by revenue.
In 2014 Tencent 

co-founded WeBank, China’s 
first online-only bank.

Expanding its presence in the 
video games market

At the start of 2018 the 
combined monthly active 

user accounts of Weixin and 
WeChat exceeded 1 billion.

By June 2020 Tencent 
had acquired the video-on-
demand service iflix in Kuala 

Lumpur, Malaysia.
Buying UK video games 

firm, Sumo, in July 2021 
expanded the company’s 

presence in the global video 
games market.

Increased investment

Tencent co-founded 
insurance platform, WeSure 

in 2016 following the 
establishment of Tencent 

Pictures and Penguin 
Pictures back in 2015.

Also in 2016 the 
company invested in a 

strategic partnership with 
Supercell.

With all its success, 
Tencent entered the world’s 

top 10 most valuable 
companies in mid-2017. 

2010-
2014

2015-
2017

2018-
2021
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TRAILBLAZER

Mark  
Zuckerberg: 
from college 
dropout to 
billionaire
As the creator of the most popular 
social media platform, Facebook, 
Mark Zuckerberg, has shaped the way 
generations communicate online

Mark 
Zuckerberg
Image by 
Alessio 
Jacona

https://www.flickr.com/photos/blogs4biz/24602714914/


Mark Zuckerberg is the 
co-founder and CEO 
of the popular social 
networking website, 

Facebook. Founded out of his  
college dorm room at university,  
Zuckerberg left Harvard University  
in his sophomore year to concentrate 
on building the Facebook site.

The user base of the website  
has now grown to more than two 
billion people, turning Zuckerberg 
into a billionaire.

Early accomplishments
From an early age, Zuckerberg 
used his talents to create online 
applications for his friends and 
family to use. Around the age of 
12, Zuckerberg used Atari BASIC to 
create messaging program ‘Zucknet’.

Throughout his early education, 
despite excelling in literature 

and captaining the fencing 
team, Zuckerberg remained 

fascinated by computers. 
In high school, he 

created an early version 
of the music software 
Pandora.

Companies 
including AOL 
and Microsoft 
expressed interest 
in buying the 
software, as well 
as hiring teenage 
Zuckerberg 
before 
graduation.  
He declined 
these offers.

Life at Harvard University
By Zuckerberg’s sophomore 
year he had developed the 
reputation as the go-to software 
developer on campus.

In his time at Harvard, as well 
as developing Facebook, he built 
programs called CourseMatch  
and Facemash.

Zuckerberg was sought out to 
help fellow students Divya Narendra 
and Cameron and Tyler Winklevoss 
on an idea of their own. The idea, a 
social networking site they called 
Harvard Connection, was designed 
to use information from Harvard’s 
student network to create a dating 
site for the Harvard elite.

After agreeing to help, 
Zuckerberg dropped out to work on 
his own site, The Facebook.

“We may 
not have the 
power to 
create the 
world we want 
immediately, 
but we can all 
start working  
on the long 
term today”

Net worth

 $113 
bn 
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“If you’re going 
to go on to build 
a service that is 
influential and  
that a lot of people 
can rely on, then 
you need to be  
mature, right?”

In 2005, Accel invested $12.7 
million into the network even though 
at the time it was only open to Ivy 
League students.

After granting access to other 
colleges, schools and international 
schools to use his site, Zuckerberg’s 
Facebook grew to more than 5.5 
million users by 2005. 

Although companies offered 
to buy the social networking site, 
Zuckerberg did not want to sell out. 
One offer he turned down was a 
$1bn buyout offer from Yahoo in 
2007. Zuckerberg focused instead on 
expanding the site and opening more 
features.

Zuckerberg’s net worth was 
estimated at about $1.5 billion in 2008.

Legal battles with Harvard Connection
Claiming Zuckerberg stole their idea, 
the creators of Harvard Connection 
insisted the software developer 
paid for their businesses losses.

After incriminating messages 
revealed Zuckerberg may have stolen 

Founding Facebook
With his friends, Dustin Moskovitz, 
Chris Hughes and Eduardo Saverin, 
Zuckerberg created The Facebook. 

The group of friends ran the site 
out of a dorm room at Harvard 
University until June 2004. In the 
same year, Zuckerberg dropped 
out of university and moved the 
company to Palo Alto, California.

By the end of 2004, Facebook 
had 1 million users.

TRAILBLAZER

Mark Zuckerberg
Image by Alessio Jacona
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Lifetime 
giving to 

charity

 $2.7 
bn 

the intellectual property of Harvard 
Connection, Zuckerberg apologised 
saying: “I think I’ve grown and 
learned a lot.”

An initial settlement of $65 million 
was reached. Despite this, the legal 
dispute over the issue continued 
into 2011 after claims Narendra 
and the Winklevosses claimed 
they were misled in regards 
to the value of their stock.

Current Influence 
With a net worth of $113 billion, 
Zuckerberg signed the Giving 
Pledge which means he will 
donate 50% of his net worth to 
philanthropic causes before he 
dies. In 2010, he donated more than 
$100 million to save the Neward 
school system in New Jersey.

Following the birth of his 
daughter, Zuckerberg and his wife, 
Pricilla Chan, authored an open 
letter in which they pledge to give 
away 99% of their net worth during 
their lifetime. 
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Nikhita Hyett

Q. Could you give me an overview of 
your position and what it entails?
» My role is to increase BlueSnap’s footprint 
in Europe. As a global all-in-one payment 
platform, our focus is to help businesses 
increase sales and reduce costs. My team 
and I work on strategic partnerships, new 
business, and account management. In 
addition, we help drive product innovation 
from a European standpoint.

Q. How would you describe  
your leadership style?
» I’m not sure I have a particular leadership 
style, but collaboration is a value that I’ve 
always fostered within the teams I manage. 
I love working in a team. I enjoy bringing 
people together and pulling on each 
other’s strengths.

 I also thrive on efficiency. Being a parent 
to two kids, I need to be efficient with my 
time. I also feel very strongly that a work/
life harmony is important. A friend once 
told me it’s about “harmony” as there’s no 
such thing as balance – and, for me, I find 
that to be very accurate.

Q. How have you reacted to  
the impact of COVID-19? 
» The pandemic has caused a huge shift 
to online payments and BlueSnap has 
definitely experienced this surge. As our 
customer base grows, so does our team. 
We’ve invested heavily in resources across 

the world. For example, we opened our 
office in Dublin last year, and as of last 
month, our payments solution has been 
available in India.

Q. To what extent has the pandemic 
impacted existing projects?
» Many of our existing projects have either 
accelerated or enhanced their project 
scope. For certain businesses where online 
payments was more of a side project or 
a test, this is now their main and, in some 
cases, only source of revenue.

 In addition, we’ve seen a massive 
demand for our Automated Accounts 
Receivable solution. Businesses cannot 
afford delayed payments and manual 
invoices – which is why they choose 
BlueSnap to remove this pain point.

Q. What are your priorities  
going forward?
» Our main priority is to help businesses 
navigate the changing payments landscape 
post-pandemic. We’ll do this by optimising 
existing processes and taking advantage 
of new opportunities presented by cross 
border commerce.

 We want to continue to be at the 
forefront of product innovation –  
and we see a big opportunity with 
Independent Software Vendors (ISVs)  
that are utilising BlueSnap’s Payments  
for Platforms solution. 

BlueSnap is a global payment technology company providing an All-in-one 
Payment Platform which is designed to increase sales and reduce costs for 
B2B and B2C companies. It supports online and mobile sales, marketplaces, 
subscriptions, invoice payments and also manual orders through a VT.

FIVE MINUTES WITH...
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“A friend once told me it’s 
about “harmony” as there’s 
no such thing as balance – 

and, for me, I find that to 
be very accurate”
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US SPACE FORCE

The US Space Force may be small  
in military terms, but its digital goals 
betray huge ambition for the future  
of warfighting

T here are not many government bodies 
that can claim to be born digital. 
The US Space Force is one of them. 

When the USSF was split out from the US 
Air Force in 2020, it decided to put science 
and technology “front and centre.” To inject 
a fresh perspective on how government 
agencies should work, USSF looked to the 
commercial sector, where agile practices are 
prized and digitally-born startups use their 
inherent flexibility to challenge businesses 
many times their size.

“Our ability to work in space and be 
effective in space depends on software and 
data,” observed then-USSF Chief Technology 
Innovation Officer Maj. Gen. Kim Crider 
during an interview earlier this year. “Software 
development and software capabilities are  
a critical part of what we do.”

Adopting the cultural practices of small 
tech is just part of the story, though. There’s 
also a deliberate drive to have innovation 
driven by users. USSF has installed ‘combat 
development teams’: small, innovative teams 
that zero in on specific areas of a mission in a 
quest to understand what’s happening, how 
to add value, how to improve, and how to 
apply digital technologies. 

Small is beautiful
And size, Crider thinks, is no obstacle to 
success. “As a small service we want to 
take advantage of the fact that we have an 
opportunity because we’ve split off from the 
Air Force. We are now our own independent 
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US SPACE FORCE

Title of the video

service establishing our own culture and our 
own way of doing things – building upon the 
greatness from which we came, but having 
the opportunity to think about this a little 
bit differently with new people, a lot of new 

recruits who are younger and bring those 
different perspectives.

“Our aspiration is to be born digital,” 
Crider continued. “How do we take a look 
at the existing processes and reinvent, 
reimagine, and transform them into a really 
digital approach? Digital engineering is a 
critical line of effort for us.”

That goal doesn’t mean that the Space 
Force thinks it has everything sussed. 
Model-based systems engineering that 
has to account for around the next 30 
years of space exploration is fraught with 
guesswork about the sort of capabilities that 
will be needed. In the short term, at least, 
that means the delivery of digital artefacts 
alongside their physical counterparts.

E-satellites
“When we deliver a physical satellite,” Crider 
explains, “we bring with it what we call an 
e-satellite, a digital satellite. We started 
with a force design concept, a digital set of 

“ Our aspiration is to be 
born digital. How do we 
take a look at the existing 
processes and reinvent, 
reimagine, and transform 
them into a really digital 
approach? Digital 
engineering is a critical 
line of effort for us”

MAJ. GEN. KIM CRIDER
CTIO,  
US SPACE FORCE

30    September 2021



US SPACE FORCE

Maj. Gen. Kimberly A. Crider is the 
Mobilisation Assistant to the Chief of Space 
Operations, Headquarters United States 
Space Force, the Pentagon, Washington, 
D.C. In this position, she assists the CSO to 
organise, train, equip and maintain space 
forces by contributing to the development 
of strategy, long-range plans, and concept 
of operations, as well as the activities 
ensuring the service builds and employs 
effective space forces. In addition to her role 
as mobilisation assistant, Maj. Gen. Crider 
serves as the Acting USSF Chief Technology 
and Innovation Officer. In this role, she is 
charged with unlocking and harnessing 
innovation to leverage increased speed and 
advantage. She is responsible for developing 
strategy and policy to advance Science and 
Technology and Research, Development, 
Test, and Evaluation; employing cutting 
edge technologies to digitally transform the 
USSF; assuring USSF information technology 
needs are met; effectively managing USSF 
data; and conducting analysis supporting 
 all USSF staff elements.

Maj. Gen. Crider was commissioned 
through the ROTC program at Duke 
University in May 1986, served on active  
duty for eight years, and has been a 
reservist for more than 20 years. In her 
previous assignments at the Air Staff, Maj. 
Gen. Crider was the Mobilisation Assistant 
to the Under Secretary of the Air Force, 
Mobilisation Assistant to the Deputy Chief  
of Staff for Strategic Plans and Requirements, 
and the Mobilisation Assistant to the 
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MAJ. GEN. KIM CRIDER
TITLE: CTIO 

INDUSTRY: DEFENCE & SPACE

LOCATION: UNITED STATES

Chief, Information Dominance and 
Chief Information Officer, Office of the 
Secretary of the Air Force. In these roles, 
she assisted with setting the Air Force's 
strategic direction, policy guidance, and 
procedures for the effective, secure, and 
efficient use of information technology to 
enable integrated warfighting capabilities 
and information dominance across all 
mission areas. Maj. Gen. Crider is a master 
cyberspace operations officer and a Senior 
Acquisition Officer.

Prior to her current assignment, Maj. 
Gen. Crider was the Mobilisation Assistant 
to the Commander, Air Force Space 
Command. Before that she was the 
Air Force Chief Data Officer, where she 
developed and implemented strategies 
for enterprise data management, analytics, 
and digital transformation to optimise 
performance and drive innovation in and 
across all missions and operations.
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capability needs and then the digital twin 
becomes part of how we help sustain and 
operate that capability here on Earth. That 
entire digital thread is something that’s never 
been done before.

“The fact that we’re a small service 
means we can focus on building that kind 
of capability end-to-end, which is very 
powerful and something that we intend to 
leverage.”

As exciting as digital satellites are, Crider 
is quick to extinguish the idea that the fancy 
tech only makes it on to space-bound 
rockets. The idea has been extended to 

include a digital headquarters. Being small, 
USSF is looking at a flatter organisational 
hierarchy, enabling the stripping out 
of management layers with a range of 
collaborative tools and data environments. 
The resulting structure allows decisions to 
be made by personnel at the unit level right 
through to the four-star general level.

Arising from that is a need to build 
competency within the workforce, for which 
USSF is bringing in a generation of online 
learning and training, carefully managing the 
platforms to ensure a continuous stream 
of fresh content. “We have availability and 
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“ The fact that we’re a small 
service means we can 
focus on building that kind 
of capability end-to-end, 
which is very powerful and 
something that we intend 
to leverage”

MAJ. GEN. KIM CRIDER
CTIO,  
US SPACE FORCE

access to those platforms through [the US 
Air Force’s] Digital University capabilities. 
How do we take that knowledge and enable 
individuals at the unit level to be part of 
these combat development teams so they 
can apply that knowledge in these modern 
DevSecOps environments and to do that 
rapid software development? All of that is 
part of our digital transformation.”

Digital awakening
It’s refreshing to see the machinery of 
government adapting so quickly. But the fact 
that it’s unusual is perhaps a result of digital 

US SPACE FORCE
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Maj. Gen. Kim Crider, CTIO for the USSF, 
looks at the military challenges of space
“It’s been in the news about getting to the 
moon, the Artemis project, and operating 
beyond the moon – getting out to Mars 
and further and further into space. Those 
are our near-term objectives as a nation, 
which gives us something to plan for. But 
there’s a lot out there. We don’t know much 
about space weather today. There’s a lot 
we do know, but we’re still learning about 
solar winds and the impact of the sun on 
our various systems and operations, and 
the climate and radiation of space. All of 
these are fascinating and important areas 
to continue to advance our knowledge 
because we all depend on space. We all 
have to protect it.

“There’s increased commercial use 
of space to support more and more 
satellites for a variety of different 
industries and concerns. There are global 
communications from space, surveillance 
from space, which is rapidly increasing 
and supporting agriculture and weather on 
Earth and understanding transportation. 
Being able to look down on Earth and see 
how things are changing and moving and 
happening is very valuable to the kinds 
of goods and services people need. And 
then, of course, there’s the whole idea of 
precision navigation and timing, which is  
a growing area of interest.

“We’re eager to continue to evolve our 
capabilities for safe and secure launch and 
to have clear understanding, support and 
awareness so we can avoid collisions in 

space. We’re partnering very closely with 
the department of commerce which is 
taking on the space traffic management 
capability. We in the military can focus on 
looking for potential threats or concerns in 
space that affect our military capabilities, 
but also partnering with industry, commerce, 
and others to make sure there is this free 
and effective use of space.

“In the next five to 10 years we are looking 
at using modern additive manufacturing 
capabilities so that we can quickly put 
things into space, and putting autonomous 
satellites into space. We need to be able to 
do that in a trusted way so cybersecurity  
is really critical to us in the near future.”

SPACE: THE FUTURE WARFIGHTING DOMAIN
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technology being historically undervalued 
in the Department of Defense. “There has 
definitely been an awakening about how 
valuable these digital capabilities are to us, 
and that’s happened very, very quickly,” 
Crider admits. “We can create value within 
all our missions and we can integrate all of 
our services and capabilities much more 
effectively.

“It gives us the opportunity to create 
superhuman insight and understanding of 
what’s happening, and to do all of things 
toward which we had been striving for so 

“ We’re finally realising 
that if we pull all these 
pieces together we 
can reach a new level 
of performance and 
value-added creation”

MAJ. GEN. KIM CRIDER
CTIO,  
US SPACE FORCE
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“ We make no apologies 
for being small. We’re 
designing ourselves 
to be lean, agile, 
and innovative from 
the start and we’re 
going to capitalise on 
everything that being 
a small service allows 
us to do”

Cyber-space
Cybersecurity is another core asset, for which 
USSF needs quantum computing to rapidly 
process information securely. Blockchain 
solutions are being used to securely trade 
information with partners. “It’s a whole other 
area where we think digital can help us think 
through our workflows and processes and 
secure those.”

But despite this army of new technologies, 
Crider remains adamant that the main piece 
of the work is a shift in culture. “As much as 
we value these technologies and see the 
benefits they can bring to us as human beings, 
we need to be able to adopt, integrate, and 
diffuse these technologies throughout our 
organisations and make the most of them. We 
need to build that culture of innovation, that 
mindset that says ‘we want ways to try these 
new capabilities out’. Not everything is going 
to succeed, and that’s okay – as we try these 
things out in this more rapid, agile way, that 

long. We’re finally realising that if we pull all 
these pieces together we can reach a new level 
of performance and value-added creation.”

At its core, this endeavour is all about 
keeping not just on top of, but ahead of, the 
rising threat level in space. Some of the tools 
to operate on this new front are integrated 
and understandable data, AI, machine 
learning, natural language processing, software 
development, robotics, and autonomy.

MAJ. GEN. KIM CRIDER
CTIO,  
US SPACE FORCE
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Buddying up
Partnerships are crucial to the Space 
Force’s work – there are large scale 
implementations in cloud computing, 
software development, software 
platforms, Platform-as-a-Service and data 
analytics. Being a small agency by design, 
partnerships have increased weight. “We 
were built to be a small service,” Crider 
acknowledges. “We make no apologies for 
being small. We’re designing ourselves to 
be lean, agile, and innovative from the start 
and we’re going to capitalise on everything 
that being a small service allows us to 
do, including creating force-multiplying 
opportunities for ourselves by building 
strong partnerships with the science 
and technology community. We want to 
continue to partner with the big,  
the medium, and the small startups 
because they’re the ones bringing all these 
great ideas to us and helping us to advance.”

will allow us to move faster and integrate. The 
whole process of learning is very human.”

A historic problem in the US military – as 
a whole – has been a lack of communication 
between different services. But that cultural 
barrier is also lifting, as the various branches 
of the military see the efficiencies of working 
together to experiment, innovate, and 
implement in the digital realm. Crider says, 
“We have a regular battle rhythm of activities 
that go on where we are actively partnering 
across all of the services as part of this joint, 
all-domain command and control set of 
capabilities, which is one piece of an overall 
set of joint warfighting concepts coming out 
of the joint staff within the US military.”

It’s not restricted to digital 
implementations either, with a core aim 
being to establish these joint practices in the 
field, leading to efficiencies and increased 
success in operational missions. It’s a process 
of learning and adapting, too.

U.S. Space Force: Origins
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Fostering and nurturing those 
partnerships is a big job in itself, but of 
paramount importance to the Space 
Force mission. “We want to be able to 
harness it,” Crider explains, “so we have 
a clear understanding of what our overall 
innovation portfolio is and what it looks 
like in the near, mid, and long term, as well 
as those future far-reaching things that we 
don’t even know about yet, revolutionary 
areas where we see game-changing 
opportunities. It’s the future of science, 
so we need to be able to think about what 
these various types of partners bring in 
each of those areas to our evolutionary 
and revolutionary advantage. How do 
those different partners plan? Where does 
industry see the most opportunity to create 
value for itself? And then where do we 
come in with our science and technology 
portfolio? How does all that play into a 
coordinated and very visible portfolio of 
investment opportunities? We try to manage 
this explosion of innovation and interest in 
space with data, and we have to create our 
own data about how this overall portfolio  
is working.”

Learning and adapting are going to be 
crucial to USSF’s future. Space is a new 
frontier, as the Space Force looks to go to 
the moon and beyond, and understand the 
“entirety of the space domain.” Crider sums 
up that wider goal: “We’ve got to continue to 
advance our exploration of space, our ability 
to leverage space, and our ability to really 
understand how deep space can support 
all of our objectives both from a military 
standpoint and across all of our global 
partnerships, so that we can make the most 
of this precious and valuable domain.” 
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What’s the relationship 
between DevOps,  
SecOps and value?  
It’s all about value

WRITTEN BY: LAURA BERRILL

DevOps has now entered its second 
decade and with this, the focus has 
shifted beyond product delivery. 
It’s no longer about ‘Dev’ and 
‘Ops’, but about removing the 

constraints which exist between a business 
and its customers and delivering real value. 
Additionally, DevSecOps will continue to 
evolve alongside these processes.

 So what’s next as DevOps and alongside 
it, DevSecOps evolve? Firstly, as companies 
accelerate their digital transformations, 
security and DevSecOps will be more critical 
than ever and Dev and Ops will continue to be 
disrupted by analytics, AI and machine learning. 
Because of this, organisations will focus more 
tightly on value and value stream management.

 
Self-responsibility for security
 Security as ever, is right up there in terms of 
priorities and cloud-native security will rise 
higher on the agenda for CISOs as organisations 
embrace Kubernetes and other cloud-native 
technologies. It’s quite a shift to embed 
security within DevOps but it is needed. As 
businesses move to the cloud to deliver 
new features quickly, security teams have to 
embrace new tools and processes to ensure 
deployments are safe and well. This could 
mean that more application teams will take 
responsibility for their own security, with help 
from the professional security teams.
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is adversaries continue to outpace them 
when it comes to finding successful exploit 
paths to new vulnerabilities. To continue to 
combat these existential threats, DevOps 
teams will see better value in threat modelling 
and security teams in both big and small 
organisations will collaborate to change the 
security culture at scale.

 
The rise of intelligent cybersecurity
The reactive approach to cybersecurity 
will also evolve into what is being called 
‘intelligent cybersecurity’. This is because the 
reactive approach along with scanning and 
manual orchestration tools has led to endless 
vulnerabilities. In the near future, intelligent 
machine-generated code which builds 
security, compliance and infrastructure in 
minutes will come to be relied on more. The 

 Jonathan Knudsen, senior strategist at 
Synopsys says: “As more teams adopt the 
nimble iteration of DevOps, they will not have 
time for a lengthy security testing cycle. That 
is why the rest of 2021 will be the year when 
we officially bury the separate, ‘after-the-
fact’ model of software application security. 
A culture of continuous improvement, 
in which automation is fully leveraged to 
maximise velocity, will allow teams to tune 
and optimise processes.”

 This is expected to result in better security 
and productivity outcomes, but the bad news 

DIGITAL TRANSFORMATION

“ The rest of 2021 will 
be the year when we 
officially bury the 
separate, ‘after-the-
fact’ model of software 
application security”
JONATHAN KNUDSEN
SENIOR STRATEGIST, 
SYNOPSYS
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DevOps and DevSecOps security teams 
will therefore not have to spend limited 
financial and personnel resources building 
secure infrastructures – rather, artificial 
intelligence and machine learning will be 
used instead.

 “The reactive security approaches of 
the past will become a distant memory 
and part of an era that will become 
known as the “cybersecurity dark ages”. 
Cybersecurity in this new era will rely 
on intelligent machine-generated code 
that builds security, compliance and 
infrastructure in minutes,” explains Lisa 
Azevedo, founder and CEO of Containn.

 
Analytics and automation
It is also expected that autonomous 
DevOps/DevSecOps will become the 
new normal, as the operation will come to 
rely on more advanced and autonomous 
techniques to generate outputs across 
various activities, meaning robotic process 
automation tools will invade the DevOps 
ecosystem which will help the automation 

“ The reactive security 
approaches of the 
past will become a 
distant memory and 
part of an era known 
as the “cybersecurity 
dark ages”
LISA AZEVEDO
FOUNDER AND CEO, 
CONTAINN
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The DevOps movement 
 

The DevOps movement 
started to coalesce some time 

between 2007 and 2008, when IT 
operations and software development 
communities raised concerns about 
what they felt was a fatal level of 
dysfunction in the industry.

They railed against the traditional 
software development model, which 
called for those who write code to be 
organizationally and functionally apart 
from those who deploy and support 
that code.

of manual and error-prone tasks for greater 
productivity. In addition to this, analytics 
techniques will become adopted at 
every step in the software development 
lifecycle. This will, as an example, enable 
the prioritization of any backlogs in order 
to maximise customer satisfaction and 
shorten the time to resolve any application 
problems. Analytical systems will be able 
to ingest big data, including human and 
machine data, using machine learning, deep 
learning and NLP among other techniques.

 
An aggressive ‘shift left’
This, in which the teams focus on quality 
and work on problem prevention instead 
of detection and begin testing earlier 
than ever before, is expected across 
all industries. Alongside this, CIOs will 
depend more on their development 
teams to guide the technical direction of 
the company.

 Historically, development teams have 
taken a top-down approach to move their 
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data to the cloud, but as many other things 
as well, that changed with the pandemic 
and the subsequent reinforcement 
of cloud-based environments. Rapid 
technology advancements, sweeping 
changes in business priorities and 
insatiable demand for software have all 
collided, meaning developer roles will 
have a more important seat at the table. 
A DevSecOp survey by GitLab has found 
they are already seeing that change. 
Developers are therefore likely to become 
embedded in the business teams, rather 
than technology teams.

 Danny Allan, CTO at Veeam commented: 
“DevOps and DevSecOps are going to 
continue to have far more say in the whole 
data strategy process and as a result, there 
will be a greater increase in the mobility of 

The DevOps buzzword
 

The term DevOps was coined 
by system administrator, Patrick 

Dubois, after consulting on a data centre 
migration for the Belgium government 
when he became frustrated by conflicts 
between developers and system 
admins. In an interview in 2012, Debois 
admitted the naming of the movement 
was not as intentional as it might now 
seem. He said he had originally picked 
DevOpsDays as Dev and Ops working 
together because the first name, ‘Agile 
System Administration’ was just too long. 
He added there had never been a grand 
plan for DevOps as a word, but it has since 
become quite the buzzword.

“ DevOps and DevSecOps are 
going to continue to have 
far more say in the whole 
data strategy process”
DANNY ALLAN
CTO , 
VEEAM 
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workloads, correlating with an increase in 
cloud data management techniques.”

 
All important value streams
 As mentioned, DevOps will expand beyond 
productivity to business value delivery 
and value stream delivery, which will 
enable a broader digital transformation. 
This itself will require taking an outside-in 
view from business outcomes, back to 
the people, processes and technologies 
required to power them. There will be 
tighter collaboration between business 
stakeholders and the delivery teams, 
aligning goals and measuring the right KPIs, 
such as customer satisfaction, usage and 
transaction rates; followed by continuous 
adaptations in the processes and 
technologies to improve them.

 Over the next few years, both DevOps 
and DevSecOps will gain importance along 
with agility, as the teams combine security 
and quality to meet ever-growing business 
needs. Operations monitoring, security 
monitoring and protection use cases 
will be shifting left in the development 
process, all driven by DevSecOps-style 
collaboration and integration.

 Helen Beal, chief ambassador at 
the DevOps institute, concluded: 
“Increasingly, organisations will be 
designing around value streams and 
value stream management will become 
successful. By inspecting a value stream’s 
management platform’s data and insights, 
teams will adapt, choose whether to 
pivot or persevere and receive real-time 
customer feedback.” 

DIGITAL TRANSFORMATION
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“Rising to the challenges of modern 
infrastructures is in the Siemens DNA 
– it defines our approach to industry, 
infrastructure, transport and healthcare.”

Jenny Bofinger-Schuster is a problem 
solver and loves the enduring task of finding 
solutions. Indeed, she’s made a career 
out of it.

Having spent many years as a successful 
management consultant at Siemens she was 
seen as the perfect individual to help lead 
the sustainability era. Subsequently, she 
has held several leading roles  at Siemens, 
culminating in her present position as SVP 
Sustainability & Operational Excellence. It is 
fair to say, of all the conundrums Jenny has 
faced, this is truly the challenge of a lifetime, 
but one she is relishing on a daily basis.

“I had a consulting project during 
university and really loved taking 
a challenge and solving it within a team,” 
explains Jenny. “Since then, I have been 
in the consulting business outside and 
inside of Siemens, working on the toughest 
strategic challenges – all over the world 
and in many different businesses.”

A long history of excellence in industry, energy, 
mobility, healthcare and infrastructure has 
propelled the German company into a new era
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Since moving into sustainability, Jenny 
has recognised that its new agenda-
topping status will be instrumental in the 
next decade and, for her, a career-defining 
chapter: “Having sustainability at the height 
of our strategy is absolutely essential if we 
want to compete in today's business world. 
I view it as one huge strategic pillar at the 
heart of what we do as a company, now 
and in the future. To be involved in this 
game-changing area, at such a trailblazing 
organisation, makes me very proud.”

Past sustainability solutions 
hold key to the future
Unlike the majority of companies currently 
wrestling with their responsibilities to the 
planet, sustainability for Siemens is nothing 
new. Since being founded by the German 
engineers Werner von Siemens and Johann 
Georg Halske in 1847, Siemens has been 
rising to the greatest challenges on earth 

– reinforcing its mission and ethos with 
each decade that passes. 

Jenny raises an example of innovation 
which could sit very comfortably in 2021: 
“During the early days of Siemens, Werner 
worked on the ‘pointer telegraph’ which 
could connect continents. All of a sudden, 
you were able to send messages from one 
continent to the other, eliminating the need 
for laborious journeys. You could deliver 
a message from Calcutta to London within 
28 minutes, instead of 30 days. Ever since, 
we've been working on these time-efficient 
and energy-saving projects, making use of 
the latest innovations and pioneering 
new technologies.”

Siemens has a very long track record 
of sustainability and was the one the 
first industrial companies to pledge its 
commitment to becoming CO2-neutral by 
2030 – before the Paris Agreement had even 
been finalised. This foreseeing of the future 

Title of the video
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Jenny leads a Corporate Department to drive and shape crucial activities 
of Siemens. Her role covers the global sustainability program and its 

implementation. Jenny’s professional focus encompasses resource and energy 
efficiency, sustainability management and Siemens’ Business-to-Society approach, 
addressing challenges like urbanization, climate change and globalization. 

Since 2021, Jenny also drives critical Cross-Business activities including Sales 
Excellence, Service Business Excellence and Product Lifecycle Management. 
She focuses on the sustainable development of Siemens processes, tools and 
approaches to make these functions future-ready.

With more than 12 years experience in global management consultancy, Jenny 
was made a Partner of Siemens Management Consulting where she developed 
trendsetting strategies in areas like mobility, industry or healthcare.
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JENNY BOFINGER-SCHUSTER
TITLE: SVP SUSTAINABILITY & OPERATIONAL EXCELLENCE

LOCATION: MUNICH

technologymagazine.com    55

https://www.linkedin.com/in/jenny-bofinger-schuster-9031475/


SIEMENS AG

has been vital not only for the Siemens 
business and the customer needs, but also 
for engendering a sustainability lifestyle 
among employees at the company. 

“I don’t need to push much for a cultural 
change,” enthuses Jenny, “The awareness 
for sustainability was already embedded 
within Siemens. That holds true for all our 
employees and that’s the vital foundation 
I have the pleasure to work with.”

Listening to customers and responding
Make no mistake, the dynamics around 
sustainability are exceptionally demanding 
and the situation requires a brand of agility, 

“ The sustainability 
culture was already 
embedded at Siemens. 
It holds true for all our 
people and that’s the 
vital foundation 
I have the pleasure to 
work with”

JENNY BOFINGER-SCHUSTER
SVP SUSTAINABILITY & 
OPERATIONAL EXCELLENCE, 
SIEMENS AG
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ingenuity and speed for which Siemens 
is renowned. 

The company’s stakeholders and 
customers are setting the sustainability bar 
higher with each month that passes, and 
it is this kind of pressure that really allows 
Siemens to flourish. For Jenny, the pursuit 
of answers and the expectation that comes 
with the need for green credentials in the 
business ecosystem, has established several 
key areas of particular focus.

“Climate change is a reality and we have 
to work faster than ever to reach our goals,” 
says Jenny. “Decarbonisation is a clear 
priority at Siemens and for our customers. 

Since 2015, we have reduced our own 
emissions by more than 54%. 
We have achieved this by applying our own 
technologies, setting a benchmark and 
demonstrating to the wider world exactly 
what is possible.” 

Last fiscal year alone, Siemens’ customers 
saved around 150 million tons of CO2 
emissions by using the company’s range of 
technologies including energy efficiency 
solutions in buildings or with its highly-
efficient transport solutions. Vast energy 
efficiency strides have also been made in 
manufacturing. The company is aiming to 
increase these gains further by continuing 
to reshape business models, exploring new 
technical solutions and applying digitalisation 
to manufacturing processes.

Siemens is also one of the companies to 
have signed-up the ‘Science Based Target 
initiative of 1.5°C’ (while many others were 
satisfied with well below 2°C). “This is the gold 
standard of what you can do as a company,” 
notes Jenny. “I’m so proud of my team for 
reaching such an important milestone, as 
there are very heavy calculations behind 
this commitment.”

In addition, the company has included ESG 
components in its long-term incentive scheme 
for all Siemens board members and the global 
senior management – a crucial step in ensuring 
long-term principles of sustainability.

All these progressive steps are typical to 
a company whose mission statement is to 
keep evolving, using every achievement as 
a stepping stone to the next one.

Embracing digital for a better world
The digital era is transforming companies 
around the world and, as with the 
ages of architecture, computers and 
telecommunication, Siemens is at the 
forefront of the changing landscape. 
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Even before COVID-19 the company was 
improving the work-life balance of its 
people by leveraging digital to support 
mobile working, remote meetings and 
business communications.

Meanwhile, the intricate detail and 
minutiae of modern data has delivered 
new perspectives and a vast sustainability 
panorama.

“Digitalisation changes everything,” 
insists Jenny. “If you look into worldwide 
data, according to Forbes, 90% has been 
created within the last two years alone. Do 
you mean big data or small data? Shall we 
define this? This shows how the digital is 
really transforming our lives. And, at Siemens, 
we believe that combining the real and the 
digital worlds will ultimately hold the key to 
overcoming many sustainability challenges.”

“To give an example, one of our latest 
innovations is the Digital Twin, a virtual model 
of, a process, a product or a service, which 
connects the real and the virtual worlds. By 
using a digital twin you can save resources 
through virtual testing on your systems, 
including an ability to carry out checks on 
whether you can use more recycled material 
in your production. Consequently, remote 
testing will play an increasingly vital role 
in decarbonisation.” 

The long history of Siemens, of course, has 
provided the springboard to enter an exciting 
future with increasing confidence, knowledge 
and influence. It is this structure, based on 
past successes, that continues to drive the 
company forward in 2021 and beyond.

This strong link to the past, even in the age 
of digital, is an essential part of the Siemens 
apparatus. “Our history helps to set our 
internal ambition level,” says Jenny. “If you 
know what this company is about and what 
your colleagues have already achieved in 
the past, it sets the standard and, for us, 
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“Decarbonisation is a clear 
priority at Siemens and, in 
the last few years, we have 

reduced our own emissions 
by more than 54%”

JENNY BOFINGER-SCHUSTER
SVP SUSTAINABILITY & 

OPERATIONAL EXCELLENCE, 
SIEMENS AG
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that's pretty high. It drives us to innovate and 
keep delivering the best technologies to our 
customers throughout the world.”

DEGREE framework navigates 
the road ahead
Just recently, Siemens has launched its 
new worldwide sustainability framework – 
‘DEGREE’ – which goes straight to the heart 
of the company’s philosophy. “We are really 
positive about this unique framework, as it 
embraces a very holistic view of our wider 
sustainability goals,” observes Jenny.

SIEMENS AG

“ DEGREE refers to the level of 
ambition we need to succeed in 
the area of sustainability and that 
we must always be aiming for a 
higher ‘degree’ of action”

'DEGREE' — Siemens new 
sustainability framework
 
‘D’ for decarbonisation
‘E’ for ethics 
‘G’ for governance 
‘R’ for resource efficiency 
‘E’ for equity
‘E’ stands for employability

JENNY BOFINGER-SCHUSTER
SVP SUSTAINABILITY & 
OPERATIONAL EXCELLENCE, 
SIEMENS AG
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The name DEGREE is not taken lightly and 
it references several motivating factors, as 
Jenny explains: “We called the framework 
DEGREE, because when we speak about 
sustainability, it's absolutely crucial that we 
take a 360-degree perspective and really 
consider the impact that all our stakeholders 
can have. It also homes in on that vital 1.5°C 
degree target, which should always be at the 
forefront of everything we do. So, at the end 
of the day, every degree counts.” 

The individual letters of DEGREE stand 
for each of the six focus areas that define 

Siemens’ sustainability agenda on a global 
scale: ‘D’ for decarbonisation, ‘E’ for ethics – 
fostering a culture of trust and secure handling 
of data. ‘G’ for governance – ensuring the 
correct governance is in place. ‘R’ for resource 
efficiency – striving for more circular business 
models to save resources and ‘E’ for equity – 
fostering a culture of diversity and inclusivity. 
Last but not least, the  second ‘E’ stands for 
employability, which is Siemens’ way of truly 
acknowledging the fast and changing world 
in which we live, while also ensuring that its 
people stay resilient and relevant.

In terms of the overarching culture at 
Siemens, Jenny regards those final letters as 
pivotal. “We call it a culture of belonging,” she 
says. “Everyone at Siemens can come to work 
exactly the way he or she is – just how people 
want to be.”

The company is determined that 
DEGREE creates an environment which is 
both ambitious and measurable. Clear and 
measurable targets have been set for all of 
these focus areas and the company will be 
determined to hit new heights over the next 
five years and beyond.

 “DEGREE refers to the level of ambition we 
need to succeed in the area of sustainability 
and that we must always be aiming for a higher 
‘degree’ of action,” Jenny adds.

From a personal perspective, Jenny knows 
the scale of the task ahead but sees the 
pressure as a great privilege. She recalls: “The 
other day, I had dinner with a colleague and he 
said, ‘You know what? I really believe you have 
the most exciting job at Siemens.’ I thought 
about it and I guess he might just be right! 
Driving sustainability solutions at such a huge 
company is extremely rewarding and that is 
what gets me out of bed every morning.”
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IMPROVING 
COLOCATION  
CENTRES WITH
CLOUD  
SERVICES  

As more and more businesses turn to 
colocation centres to store its servers, we 
look at the significance of cloudification 
to the improvement of these services

WRITTEN BY: CATHERINE GRAY
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cloudification is key to its improvement.
We spoke to a series of experts and 

specialists in the colocation industry 
to gain insight into the significance of 
cloudification to data management 
services as well as learn about the benefits 
colocation brings to businesses today.

Ian Cottingham, Wholesale Specialist 
at BT Wholesale explained, “Fully flexible 
colocation centres provide all the benefits 
of an off-site data centre, but you can keep 
greater control of the technology stack  
and access to it.”

Colocation can be an 
effective strategy to remove 
the costly elements of 
server management and 
maintenance. Businesses  

that have opted to store their servers  
in a professionally managed data centre  
have been able to free up budget to  
invest in growth.

What is becoming increasingly clear 
as colocation services improve and 
become more popular, particularly in a 
time of rapid digital transformation, is that 
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“ Putting your Enterprise 
into the Cloud, into 
colocation facilities, into 
a hosted environment 
and distributing it, gives 
you resilience”

MARK TURNER
DIRECTOR OF CLOUD BUSINESS, 
CLARANE

UK Managing Director at Leaseweb, Terry 
Storrar said about the benefits of colocation, 
“Using a colocation service lowers the Total 
Cost of Ownership (TCO) for a business, no 
matter whether this is a large corporate or 
small enterprise.”

Lowering the TCO for a business can 
reduce utility and infrastructure costs as well 
as free up more time for staff to concentrate 
on company-specific goals and innovation.

 

Colocation is when organisations install 
their servers in a professionally managed 
data centre. High Speed network 
connections between an organisation's 
premises and its data centre give 
companies rapid access to its servers 
and storage as if they were installed in 
the office itself.
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Colocation supporting the 
new way of working
The COVID-19 pandemic has pushed 
businesses into a new way of working. 
Catalysing the shift to digitalisation, the 
pandemic has seen an accelerated uptake 
in businesses using colocation services.

“Businesses have been 
forced to change the way 
they work,” explained 
Storrar. “One of the 
greatest impacts has been 
the call for significantly 
more secure, robust and 
agile IT to support remote 
workers. Colocation 
services can fulfil these 

requirements for high-powered technology, 
low latency and fast connectivity.”

Looking specifically at the impact of 
COVID-19 on businesses and how they 
chose to operate, Storrar said: “As we emerge 
from the pandemic, many businesses may 
downsize their office space and colocation 
offers a flexible option for a remodelled IT 
infrastructure to support off-site working.”

TERRY STORRAR
UK MANAGING DIRECTOR,  
LEASEWEB

“ Colocation offers a flexible 
option for a remodelled IT 
infrastructure to support  
off-site working”

CLOUD & CYBER
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In 2019, global revenue for the 
colocation data centre market 
amounted to around 31.39 billion 
U.S. dollars. Industry revenues are 
expected to increase to over 58 billion 
dollars by 2025.

The cloudification of colocation services
Becoming increasingly important to 
colocation services as they improve 
is cloudification. Cloudification 
has become more significant as 
in recent years businesses have 
developed with the emergence of 
the global remote workforce.

The push towards the cloud is ever-
present as more and more companies are 
utilising cloud software services to secure 
and back up its IT infrastructure.

Cloud services are frequently 
considered a key component in business 
continuity planning as it ensures critical 
data can be replicated to different 
locations. Without it, businesses cannot 
continue running effectively in the event of 
a natural or technical disaster.

Cottingham explained the importance 
of cloudification to workplace efficiency, 
especially in the new remote working 
environment; “With workforces more 
decentralised, businesses are finding 
that they need data in more places so 
that employees can continue to perform 
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to move legacy applications and environments 
in a high-quality connected environment 
cross-connected into the Cloud.”

With cloud computing becoming key to 
business success, it is easy to understand 
why it is showing no signs of slowing, 
particularly when looking at data storage 
and colocation.

Storrar expanded on this, explaining, 
“Cloud services enable businesses of all 
sizes to scale their IT infrastructure up or 
down to accommodate different business 
demands, with minimal effort and cost. This 
agility means that businesses can adapt to 
change dynamically, as the environment and 
circumstances around them change.”

 

Research studies suggest that owning 
or constructing a data centre facility can 
cost over 300 USD per square foot, this is 
in addition to the cost incurred for laying 
the required fibre cabling.

their roles effectively. Any delay they face 
in accessing data could potentially result 
in decreased customer experience or 
lost revenue.”

Key benefits to cloudification
Mark Turner, Director of Cloud Business at 
Claranet, outlined some of the key benefits 
that cloudification will bring to colocation:

• Faster and higher levels to cloud platforms 
and services.

• Better integration into digital networks.
• Better integration into cloud technologies.

This transition to the cloud is being  
driven by digitalisation. As a rapid enabler  
of business transformation, it is imperative 
that colocation services incorporate  
cloud computing in its services to  
protect businesses.

“Even with the most resilient network,” 
explained Turner, “one failure and everyone 
is cut off including the remote workers. 
Putting your Enterprise into the Cloud, 
into colocation facilities, into a hosted 
environment and distributing it, gives you 
resilience, gives your users and customers 
more faster connectivity options and keeps 
your business running.”

Turner expanded on this, he said: 
“Colocation provides a simple answer  

CLOUD & CYBER

68    September 2021



CLOUD & CYBER

“Colocation services 
must continue to 
adapt to maintain 

their important role 
in the spectrum of 

data centre options”

IAN COTTINGHAM
WHOLESALE SPECIALIST,  

BT WHOLESALE

What we can expect from 
colocation in the future
Looking to the future, 
Cottingham suggested 
adaptability is essential to 
keep colocation centres 
beneficial to business: 
“Colocation services must 
continue to adapt to 
maintain their important 
role in the spectrum of 
data centre options.”

“For the foreseeable, 
colocation will remain the centre-ground 
between on-premises data centres and cloud 
storage, offering benefits over both for use-

cases that need a highly 
secure location coupled 
with resilient power and 
connectivity,” he added.

The emergence of 
5G is expected to boost 
the deployment of 
colocation services as it 
provides an opportunity 
for colocation providers 
to offer services in 
remote locations. 

“Super-fast 5G 
connections to data centres will speed up 
connections for workers wherever they are 
located,” explained Storrar.

technologymagazine.com    69

https://technologymagazine.com/


“ Mix and match the size of 
the quote. Keep the style 
consistent within the same 
article Keep the style consistent 
within article”
NAME SURNAME
JOB TITLE, 
COMPANY NAME

CLOUD & CYBER

70    September 2021



Not only will the emergence of 5G boost 
the deployment of colocation services, but 
the rapid uptake of AI computing will change 
the way we use colocation centres.

Discussing this, Storrar said, “AI 
computing-as-a-service will be a key 
industry driver in the next few years, with 
low latency and 24/7 support needed 
for supporting AI assistants and software 
updates; for example with the growth of 
connected cars.”

What is clear is that the uptake of 
colocation services is not expected to slow 
any time soon.

“Increasing numbers of businesses, from 
corporates through to SMEs, are choosing to 
integrate on-premise, colocation, cloud and 
edge delivery options,” said Storrar.

“Colocation services will continue to 
adapt at pace to fully support demanding 
business data environments now and in the 
future,” he continued.

With colocation uptake on the rise, cloud 
services becoming increasingly popular and 
new technologies, such as 5G, emerging, 
colocation services will adapt to continue 
to serve businesses as they change in the 
digital world. 

“Cloud services 
enable businesses 
of all sizes to scale 
their IT infrastructure 
up or down to 
accommodate different 
business demands”
TERRY STORRAR
UK MANAGING DIRECTOR,  
LEASEWEB
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he saying ‘location is everything’ 
has never been more suitable. 
Iceland is especially well placed to 

supercharge high intensity compute and 
meet the increasing demands of today’s and 
tomorrow’s data centres requirements. 
Advantageously situated near Keflavik, 
Iceland, with its 40-acre data centre campus 
Verne Global has created the perfect 
environment to help both the planet and 
its people thrive. “The land of fire and ice” 
delivers on two critical aspects for data 
centres, cooling and power, in the form of its 
abundant renewable energy and perennially 
temperate climate. Today, Iceland’s grid is 
powered completely by renewable sources. 

Geothermal and hydroelectric are highly 
stable sources of renewable energy. This 
stability also translates into predictable, 
long term pricing for Verne Global and 
its customers.

Dominic Ward, CEO at Verne Global, sums 
it up nicely, “At Verne Global, we are able 
to provide enough natural differentiation 
between us and our competitors because 
of the sustainable power availability, that 
is driven by 100% renewable energy from 
geothermal and hydroelectric power, and 
the natural climate, which enables us to 
provide the lowest cost, most stable and 
efficient power equation for our customers 
to run their high intensity and high 
performance compute from our campus 
in Iceland.”

By leveraging the natural powers of the planet,  
Verne Global offers high intensity, low cost compute 
that doesn’t cost the Earth

T

74    September 2021



technologymagazine.com    75

http://technologymagazine.com


VERNE GLOBAL

“These two sources are renewable, stable 
and predictable, they don’t experience 
the fluctuations of solar, wind, or other 
renewable sources, and they come with 
considerably higher efficiency attached to 
them. This gives the data centre operators 
located in Iceland, such as Verne Global, 
a huge cost and efficiency advantage, which 
we're able to pass on to our customers. 
And we're able to do that with natural, 
renewable power and the lowest possible 
environmental impact.”

“The contracts that we have with our 
power companies enable us to provide 
power pricing to our customers ten years 
into the future at a fixed price. And that is 
not just unusual; it is unheard of and actually 
impossible anywhere else,” explains Ward.

He continues, “In certain countries, you 
can fix the price looking ahead for a couple 
of years, but in Iceland, as a result of the 
stable energy sources, you are able to have 
this fixed pricing availability. Furthermore, 

the cost is the lowest that you can find even 
in other Nordic locations for the distribution 
of power that has been made available to 
us. So we have this competitive advantage 
on power costs, which is fundamental as 
to why our customers decide to choose us 
to provide them with data centre services. 
We're able to give them the predictability 
over a decade if they want it. ”

“ We do stand in a fantastic 
position, frankly, a unique 
position, being able to 
provide our customers with 
100% renewable power 
generation capability that 
they are now seeking more 
than ever”

DOMINIC WARD
CEO, 
VERNE GLOBAL

76    September 2021



VERNE GLOBAL

Dominic has been involved 
with technology and digital 

infrastructure companies for most of his 
career. He joined the management team 
in 2015 but has been involved with the 
company for over ten years. He previously 
ran direct investments at the Wellcome 
Trust, one of our shareholders, where he 
was responsible for a substantial portfolio 
of private equity investments, including 
Verne Global. He began his career at Jones 
Lang LaSalle Corporate Finance and later 
co-founded Lepe Partners, a technology 
investment and advisory firm.EX
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Tate has been responsible for 
the technical direction of the 

company since day one. He oversees all 
aspects of design and construction and is 
responsible for operational and security 
strategies. A seasoned industry speaker, 
Tate is an expert in data high-density 
data centre environments and works 
hand-in-hand with customers to ensure 
all their specialist technical needs are 
met. He started his career in data centre 
development and operations at Dupont 
Fabros Technology in 2003, where he rose 
through the ranks to be VP of Technology.EX
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TATE CANTRELL
TITLE: CIO

INDUSTRY: INFO TECH & SERVICES

LOCATION: RESTON

VERNE GLOBAL

80    September 2021

https://www.linkedin.com/in/tate8tech/


VERNE GLOBAL

“As a result, the total cost of ownership 
(TCO) can be reduced significantly because 
of that certainty,  because of the ability to 
look longer-term. And that's really important 
for the type of customers that we cater to 
and the type of products and services that 
we're able to provide to them, whether 
they are focused on financial services, 
engineering, research or any other industry.

Besides the abundance of low-cost 
renewable energy available in Iceland, 
located on the edge of the Arctic Circle, 
the country also helps to deliver on the 
necessary cooling required for data centre 
hardware — again, playing into Verne Global’s 
ability to lower the TCO for its customers. 
“Because there's also a naturally stable 
temperature in Iceland that doesn't get too 
hot or too cold, with our ability to engineer 
and take advantage of that efficiency, we're 
able to achieve significant cost savings on 
our capital expenditure that then results in 
lower operating expenses for our customers 
in the short, medium and long-term. This 
means a significantly lower TCO, particularly 
for our customers who are able to think and 
act in the longer term,” says Ward.

The Power of Selective Partnerships
Tate Cantrell, Chief Technology Officer at 
Verne Global, says, “One of the important 
aspects to the success of Verne Global and 
our ability to drive sustainability through the 
entire stack of high-performance computing 
is our effort to work closely with partners. 
We're really excited with the advancements 
that we've been able to make, in particular 
with companies like Dell and NVIDIA, who 
are hardware partners that allow us to 
provide not only sustainable colocation 
services but the latest in high-performance 
hardware for our customers. Plus, because 
of the local partner ecosystem we have 
in Iceland, we're able to support any one 
of those provider’s hardware solutions all 
the way from the processing of an order 
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maioriat.

INTEGRA MISSION CRITICAL 
DESIGNS AND DELIVERS 
INDUSTRY-LEADING 
TURNKEY DATA CENTERS. 
Integra Mission Critical leverages our innovative designs and 
integrated approach, which have been honed over the past decade, 
and combine them with our relentless passion to mitigate risk, 
compress the schedule, reduce costs, and close the gap between 
capex and revenue generation. And we do it all for you as if we are 
building our own data center.
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to the installation within our high-density 
colocation environments, through to 
the operations of that infrastructure and 
ensuring that our customers can manage 
that equipment effectively, wherever they 
are in the world.” 

Verne Global believes in working 
hand-in-hand with its carefully selected 
partners to ensure excellent customer 
success. Ward underscores the importance 
of partner selection. “We have long standing 
relationships with a fantastic number of 
partners, but we're very careful about 
selecting those partners. It's essential 
for us to get that right. We work with 
customers who are harnessing advanced 
technology, and we, therefore, have 

to be very selective because they'll be 
supporting our customers as closely as 
we are. Most importantly, we expect our 
partners to provide the same level of 
support to our customers — we see them 
almost as an extension of our service, 
and vice versa.”

Dell: Delivering Competitive Advantage
In providing colocation services, Verne 
Global believes it’s essential to allow 
customers to be creative and help them 
achieve whatever it is they would like to 
achieve. “And so we like to choose partners 

“The contracts that we have with our power 
companies enable us to provide power pricing to 
our customers ten years into the future at a fixed 

price. And that is not just unusual, It is unheard of 
and actually impossible anywhere else”

DOMINIC WARD
CEO, 

VERNE GLOBAL
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Scan AI Solutions
The Scan AI ecosystem has been created so you have

a trusted partner at every stage of the AI journey.
Our in-house AI experts are able to offer optimised solutions 

that solve your AI challenges.

Contact us to start your AI journey

• 01204 47 47 47scan.co.uk/ai

Scan AI solutions can be hosted at Verne Global
Find out more >

https://www.scan.co.uk/ai
https://www.scan.co.uk/business/verne-global/datacentre
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“ We're really excited with 
the advancements that 
we've been able to make, in 
particular with companies 
like Dell and NVIDIA, who 
are hardware partners that 
allow us to provide not 
only sustainable colocation 
services but the latest in 
high-performance hardware 
for our customers”

TATE CANTRELL
CIO, 
VERNE GLOBAL
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that allow our customers to be creative and be 
flexible. An example of that would be working 
with Dell,” says Tate.

He continues, “Dell is often one of the first 
OEM providers to take on new products. For 
example, we had a customer who is at the 
forefront of using GPU's to power the latest 
in financial services applications. And this 
customer wanted to be the first in Europe to 
take advantage of the new A100 chipsets that 
NVIDIA released over the last year. And Dell 
was one of the first OEMs that was able to 
provide a solution to them, and it came months 
earlier than some of the other products that 
were next available in the market. 

“That's really important for our customers. 
They're focused on high-intensity computing, 
and they're focused on it because having 
a competitive edge in their industry is what 
allows them to have an increased turnover and 
increased productivity. And so, through our 

partnerships, we are enabling our customers 
to be at the forefront of the competitive 
landscape and to maximise their returns.”

NVIDIA: High-Intensity Computing 
of the Highest Level
Verne Global’s partnership with NVIDIA is yet 
another differentiator that provides its clients 
with a competitive advantage.

Verne Global was the first data centre in 
Europe to be approved to house NVIDIA’s DGX 
product, a line of servers and workstations 
specialised in using GPGPUs to advance 
deep learning applications. Tate puts it more 
simply, “DGX is NVIDIA compressing all of its 
technology into a single box that's super 
high intensity. 

“You talk about high-intensity computing. 
This is the epitome of that,” Tate claims. 
However,  putting that much horsepower 
into a single box means that it’s not just any 
data centre that has the ability to provide the 
environmental conditions necessary to 
be able to run the equipment. 
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High intensity compute 
that’s customisable, 
scalable and sustainable

High intensity compute as-a-Service

Dell Technologies is on a mission to make high intensity 
compute accessible to organisations of all sizes, so 
everyone can push the boundaries of innovation. 
And with Verne Global, your ideas won’t cost the Earth.

Learn more

https://www.delltechnologies.com/en-gb/index.htm
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That opened the door for Verne Global to 
provide what others couldn’t. Tate explains, 
“And so, establishing ourselves as a leader 
in technology innovation allowed NVIDIA to 
partner with us and allowed us to become 
a viable location where NVIDIA’s customers 
can deploy its DGX equipment. And not only 
a viable location, but one that can fuel the 
compute  with 100% sustainable power.”

Ward jumps in to emphasise the point, 
“This is a really perfect example of what sets 
us apart because the horsepower behind this 
box makes it very different from a lot of other 
servers that you might see in a data centre. 
It is effectively what would be regarded as 
a supercomputer in one small box, around 

25cm high. It draws a huge amount of power, 
and because it's so dense, highly capable 
and in such a small form, there are only a few 
data centres in the world that are capable of 
housing even just a few of these.”

High density, high-performance computing 
requires the right infrastructure, which is 
exactly what Verne Global has done, designing 
the necessary environment from the ground 
up to ensure it can cater for all its customers’ 
needs and scale their compute on demand. 
Its capability to handle high density compute 
capability at scale is what secured Verne 
Global its preferred partner status with NVIDIA.

Intel: Bringing Forward-Looking Intelligence
Over the course of the last two decades or so, 
Intel has found its way into most computers. 
Although, as of late, the company has begun 
seeing increasing competition, it very much 
remains highly dominant in the industry, and 
as such, makes for an integral partner and 
valued trusted advisor. “Intel caters to the 
vast majority of server chip technology and 
architecture that sits inside most data centres’ 
compute capability. As a result, we naturally 
have a very close relationship with the 
company because so much of that hardware 
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The future of data
centers is Iceland 
For today’s data centers, location is everything.  
By choosing Iceland, you can combine performance and 
stability with the most sustainable data center hub possible.

Power the future in Iceland

also sits in our own data centre,” said Ward. 
“Intel is very interested in the movement 

and the trends of high-intensity computing. 
We work closely together with Intel to provide 
solutions to a number of large customers.” 

This leads us nicely into Verne Global’s 
ability to cater for new technology as it 
develops. As Ward explains, “We certainly see 
a huge prevalence of new hardware in our 
data centre that is GPU, the dominance there 
naturally being NVIDIA, but we have the ability 
to provide infrastructure for any new hardware 
that might appear going forward − at really 
significant densities. And so, whether that be 
FPGAs or ASIC devices, or newer technologies 
that are focused on AI and machine learning 
and AI chips, for example, they will inevitably 
be dense and power-hungry. And there 
are certainly some that are just starting to 
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Looking forward, high-density data 
centres will be critical. To support the 

next-generation cloud, enterprise, and IT 
infrastructure for high-performance computing, 
data centres of the future mustbe built for 
purpose and sustainability while optimising 
footprint and costs for organisations.

Ward highlights the need for the data centre 
industry to plan and perhaps, to re-engineer to 
meet the oncoming challenges.
“One of the major challenges that we face 
broadly as an industry is looking forward to 
the enormous growth that has been created 
by this explosion in compute requirements. 
That's putting huge amounts of pressure on 
power capacity, particularly in cities and other 
metropolitan areas where you've got immense 
amounts of congestion from data centres. 

“Looking forward over the course of the next 
decade, the power equation for data centres is 
definitely going to be a challenge in certain cities. 
We've certainly seen cities suffering, such as in 
Dublin and Frankfurt, where power availability 
has come up against supply constraints. At 
the same time, we're seeing huge growth in 
compute requirements, and therefore power 
requirements, from data centre usage. It is a real 
challenge for the industry. And I think it’s one 
that Iceland and Verne Global can help solve.”

How do you solve that challenge? 
“Not all compute needs to sit in those 
metropolitan, congested locations. 
Applications and compute hardware are 
not homogenous. Hardware is specifically 
chosen to run a certain type of application 
to maximise performance, efficiency and 
cost. However, very little attention has 
been paid to the infrastructure on which 
the hardware, and by virtue of this, the 
applications rely. So we must look at the 
evolution, or perhaps some would call it 
a revolution, that's being driven by the 
adoption of cloud, that has proven that 
applications can be made more efficient 
by optimising their environment and the 
infrastructure upon which they rely.”

“One of the greatest challenges that 
we face as an industry going forward is 
desegregating those applications and 
thinking about where applications should 
sit in the world most effectively and most 
efficiently for both the applications and 
the end-user. That's why at Verne Global, 
we've seen a huge number of our customers 
focusing on high or high-performance 
compute and taking advantage of the 
efficiency of our infrastructure that was 
built for purpose; infrastructure built from 
the ground up to serve that kind of need.”

The Data Centre Challenge: Optimising for Future Growth
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appear on the market more recently, such 
as IPU technology. And we'll see plenty 
more appearing going forward into the next 
couple of years.

“Because we have the ability to provide 
for density and our data centre has 
been built from the ground up, it is 
a natural home for high density compute 
infrastructure even as it continues to 
develop. And as we see the use of machine 
learning starting to become prevalent 
across all industries, we are also going to 
recognise much more scope for these 
higher intensity and denser chip and server 

VERNE GLOBAL

“ Through our 
partnerships, we are 
enabling our customers 
to be at the forefront 
of the competitive 
landscape to be able to 
maximise their returns”
TATE CANTRELL
CIO, 
VERNE GLOBAL
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types. And organisations will be looking for 
a home that can cater to that kind of density.

“At Verne Global, we are very much 
positioned for the future. We are certainly 
capable of looking forward and seeing 
what's coming; we know that we're able 
to cater for the higher density end of 
applications and the type of compute that 
is going to support that in the hardware 
that's coming down the line. But we're 
also − perhaps more importantly − able to 
cater for those other two major challenges 
organisations face. One of which is power 
availability, and Iceland has this massive 

natural abundance of power, the vast 
majority of which arguably remains 
untapped, meaning it has huge amounts 
of scalability and is sustainable. And lastly, 
the world is finally starting to realise the 
importance of sustainability. We stand in 
a fantastic position, and frankly, a unique 
position, through being able to provide 
our customers with that 100% renewable 
generation capability that organisations 
are now seeking more than ever.”
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Remember the old days when buying 
software was like buying a sofa? You 
bought a licence and used it until it 

stopped working properly. Then you went 
back to market and bought another, or 
upgraded your existing licence. Simple. 

Not any more. Software is a service. You 
rent the sofa, and the owner bears the cost 
of replacement or refurbishment. And that 
Software as a Service (SaaS) approach has 
pervaded the entire technology landscape.

When Zoom bought customer service 
company Five9 recently, it was described 
as a Contact Centre as a Service (CCaaS) 
solution. Rowan Trollope, CEO of Five9, 
said it would provide customers with 
“access to best-of-breed solutions, 
particularly Zoom Phone, that will enable 
them to realise more value and deliver real 
results for their business.”

Indeed, to see quite how pervasive the 
trend is, check your incredulity at the sofa 
metaphor. It’s increasingly common for 
household expendables – soap, cosmetics, 
razor blades, detergent – to be sold on 
subscriptions. Just as with technology, the 

AS A SERVICE
The Everything as a Service (XaaS) model is 
becoming ubiquitous with many firms dropping 
older sales models in favour of a full-subscription 
future. The trend is set to continue
WRITTEN BY:  
PADDY SMITH

EVERYTHING
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“ COMPANIES CAN KEEP 
THEIR OPTIONS OPEN 
AND BE READY TO 
REACT WITH AGILITY 
TO THE CONSTANTLY 
CHANGING BUSINESS 
AND TECHNOLOGY 
ENVIRONMENT”

providers take a budget hit in their first year 
balance sheets.

Simon Everidge, managing director at 
Rigby Capital UK, says, “The subscription 
model is becoming the preferred means of 
funding IT investment. Resellers and their 
customers want to be able to keep pace with 
technology investments in a more flexible, 
cost-efficient and transparent way, ensuring 
optimal ROI for their businesses.

“Combine this shift with the current 
challenging economy and market 
conditions and it is easy to see why 
resellers and their customers are facing 
uncertain times when it comes to funding 
investments in technology solutions.”

Everidge maintains it is a win-win for 
providers and customers, but even if it 
wasn’t there is plenty of innovation in bundle 
pricing to mitigate fallouts. And he thinks it 
might continue to drive the trend towards 
multi-vendor models in future.

“It’s transformational because 
organisations don’t require a big cash outlay 
that commits them long-term to one 

benefit is that the customer is spared the 
pain of an expensive onboarding, and is 
more likely to retain loyalty. In return, the 
provider makes more money over time. The 
uptick is cost to the customer is outweighed 
by the convenience and the additional cost 
being amortised over a period of time which 
renders its significance marginal.

It’s a win-win solution for customers 
and providers, and it’s here to stay. The 
move to XaaS has meant customers are 
able to budget year-on-year costs, while 

SIMON EVERIDGE,
MANAGING DIRECTOR, 
RIGBY CAPITAL UK

ENTERPRISE IT
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technology solution. They can keep their 
options open and be ready to react with 
agility to the constantly changing business 
and technology environment.”

Ryan Donovan, professional services 
team lead at SoftwareONE, believes the 
pandemic has further driven the switch to 
XaaS. The danger, he says, is that the financial 
transformation, left unchecked, may spiral 
out of control.

“Organisations will have to reconsider 
budgets in the long term to evaluate OPEX 
spend. This will include putting in place the 
right budgetary controls to avoid overspending 
and unchecked consumption,” he says.

“ THIS PERIOD 
OF UPHEAVAL 
HAS… ENABLED 
IT TEAMS TO 
BECOME SERVICES 
ORGANISATIONS IN 
THEIR OWN RIGHT”
RYAN DONOVAN
PROFESSIONAL SERVICES TEAM LEAD,
SOFTWAREONE
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“A positive takeaway from a long-term 
perspective is that organisations are now in a 
position to take a more structured approach to 
cloud financial management, to assess cloud 
spend, identify areas of improvement, and 
make an action plan detailing where savings 
can be made – a practice known as FinOps. 
Though this has been a period of upheaval, it 
has accelerated digital transformation and  
will help companies mature, by enabling IT 
teams to become services organisations in 
their own right, who are focused on adding 
value to the business with cloud technology.”

Ray Nangle, director of managed services 
for Exclusive Networks Ireland, agrees 

XaaS as a lead-to-cash 
transformation
 
Brett Colbert, VP of enterprise 
architecture and data at Salesforce, 
on successfully pivoting to an 
XaaS model.

Success in a lead-to-cash 
transformation requires a trusted 
partnership among IT, business, and 
product R&D teams. Simplifying and 
standardising business processes 
and policies is a joint business and 
IT effort. Acquisitions typically add 
further challenges due to diverse 
XaaS business models, so a key 
success metric should be reducing 
complexity as companies are 
integrated. IT can bring enterprise 
architecture and associated vendor 
ecosystem perspectives to transform 
the end-to-end processes across 
sales, pricing, quoting, billing, and 
revenue recognition.

Ultimately, a true XaaS transformation 
at scale requires a focus on customer, 
partner, and employee experience. 
Simply optimising your company’s 
operations isn’t success – optimising 
the experience to drive ease of doing 
business with the provider is success.

Source: Deloitte

ENTERPRISE IT
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that the pros broadly outweigh the cons, 
citing flexibility, ability to scale, a lower 
barrier to entry and increased customer 
choice. But that doesn’t mean customers 
shouldn’t think carefully about where 
unexpected knock-on costs may appear in 
the business.

“The concerns for customers really 
will be around the ability to align service 
capability around the complexity of the 
new digital world,” he says. “Customers 
having the choice to adopt and adapt new 
services will put pressure on resources and 
skills, companies will need to learn how 
and when to work with third party services 
partners to achieve success in innovations 
and adoption of new technology.

 “The trend is not only going to continue 
but is going to accelerate, one just 
needs to look at the trends happening 
within the tech industry, SaaS providers 
(Salesforce, Marketo), cloud players 
(Azure, AWS, Google etc) are all growing 
at an exponential rate. Traditional tech 
companies in our industry (Cisco, Dell, IBM 
etc) all are moving to subscription-as-a-
service-first model.

“The future will see acceleration 
to market place ecosystems, not just 
offering products but also aligning service 
capabilities, marketplaces platforms will 
simplify and offer more choice.”

Not everyone agrees that the future is all 
XaaS. While recognising that undoubtedly 
both hardware and software approaches 
have migrated to cloud platforms, Peter 
Stieglbauer, CEO of PolyDynamic, argues 
that, like other trends in tech, this too 
shall pass.

“The cloud trend will have its peak soon,” 
he predicts. “The shift is inevitable. Ask 
yourself, do you really want all your personal 
data like health, wealth and personal 

RAY NANGLE
DIRECTOR OF MANAGED SERVICES, 
EXCLUSIVE NETWORKS IRELAND

“ SAAS PROVIDERS 
AND CLOUD PLAYERS 
ARE ALL GROWING 
AT AN EXPONENTIAL 
RATE. TRADITIONAL 
TECH COMPANIES 
ALL ARE MOVING 
TO SUBSCRIPTION-
AS-A-SERVICE-
FIRST MODEL”
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connections mandatory in the cloud, and 
worst case, leaked due to lack of security? 
The information will be on the net forever. 
XaaS for everything? How much do you 
trust a nameless person on the internet? 
In my opinion, he who sets his strategy 
only in the cloud nowadays is already from 
yesterday. The future will be in security by 
open source (hybrid cloud), blockchain, 

decentralised encrypted storage, digital 
currencies and edge computing. Also, 
smart and secure iterations. The cloud 
will be a relic soon again, like mainframes 
became. Proof are actual technologies like 
miniaturisation in form of smartphones, rise 
of the cryptocurrencies and 5G, soon 6G. 
Your home with a powerful edge node will 
be your castle again. Thankfully.”
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Merger of UPC and Sunrise 
ushers in a new dawn for 
seamless connectivity 
powered by 5G and fixed 
network infrastructure for 
millions of Swiss customers

Fabrizio  
Campanale

How many connected devices are in 
a typical home? It may come as a 
surprise that on average a family of 

four has 30-40, from smart TVs to tablets 
and Xbox's that are used to stream, chat, and 
game - usually all at the same time - with 
every member of the household demanding 
seamless connectivity. 

“The race for speed is on”, said Fabrizio 
Campanale, Senior Director of Entertainment 
and In-Home Connectivity at Sunrise UPC, 
speaking from his office in Zurich, Switzerland.

“People are looking for a seamless service, 
for streaming their favourite film to working 
from home, and many are becoming agnostic 
as to what network they use, as long as it is 
fast and reliable- which is what Sunrise UPC 
can offer”.

In one of the largest mergers of two 
companies in recent Swiss history, UPC and 
Sunrise are now perfectly placed to meet 
the changing habits of their customers, who 
have adopted hybrid working due to the 
pandemic, and offer even more business 
power to the self-employed, SMEs and 
large-scale companies.

Sunrise and UPC complement one another 
perfectly as customers benefit from the fastest 
5G network from Sunrise and the reliable UPC 
Giganet. The company is a leading provider 

SUNRISE UPC
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a Queen’s Gambit on Netflix is Campanale. 
“We need to ensure that our users always 
have the best quality TV experiences in their 
connected home. 

“From one side, there is the planning and 
preparation for the evolution of technology 
- the innovation pillar - and on the other 
side, there is the project execution - the 
delivery pillar - and then there is the 
running and operating of the platform and 
infrastructure which is 24/7 to ensure the 
right quality”, he said.

“What we learned in the last year is that it 
is not possible anymore to consider the TV 
service separated from the home connectivity 
service. The way customers consume content 
today is becoming network and device 
agnostic”, commented Campanale.

of communication and entertainment 
with a focus on innovation, untethered 
connectivity, personalised entertainment, 
and digitisation. It offers a wide range of 
broadband, TV, mobile, and telephony 
services to its two million customers.

This includes an extensive range of 
TV channels, seven days of replay, and 
thousands of films and series available 
on-demand plus the MySports channel  
and online platform esports.ch which  
offer the best sports entertainment. 

Seamless connectivity for ‘happy moments’
The man driving the connectivity for the 
Sunrise UPC audience to enjoy “happy 
moments” such as seeing their country lift 
the Euro 2020 trophy or the final episode of 
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“There are on average 30-40 connected 
devices in the home. From a smart TV, a 
set-top box, or a PC the customer expects a 
seamless and high-quality experience. We 
have learned that focusing only on broadband 
connectivity or the box is not enough. 

“We need to look at the KPIs that all 
contribute to the quality of the experience 
end-to-end, which is why we look at this 
as a unified platform not isolated to the TV, 
connectivity, or one modem. Today, we have 
to ensure our connectivity works perfectly, and 
only then our customers can enjoy the great 
product we put on the TV. 

Campanale predicts the number of 
devices per household is only set to rise and 
could reach a peak of more than 40. With 
the evolution of in-home connectivity going 

Fabrizio Campanale drives the 
Video and In-Home connectivity 

platforms for Sunrise-UPC. With his team 
he manages the local video infrastructure, 
serving more than 1.5 million TV users and 
leads the deployment of new products 
in the Entertainment and In-Home 
domain. As part of the Liberty Global 
Technology & Innovation, he is heading 
the UPC and Sunrise TV  platforms 
integration in Switzerland, aiming for the 
best connected entertainment customer 
experience. Leading the In-Home 
connectivity, he drives the introduction of 
multiple access type Modems and Wi-Fi 
extenders and the adoption of cloud 
operated dynamic Wi-Fi, keeping 
the optimal Interoperability 
between TV and In-Home internet 
services. In his former role as VP 
Engineering in UPC Switzerland 
he has a track record of product 
launches including the 
Gigabox modem and 
the Horizon STB family. 
He has more than 20 
years of experience in 
various roles in the 
telecommunication, 
electronics and 
semiconductors 
industry and is author 
and co-author of  
16 patents.
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TITLE: SENIOR DIRECTOR OF 
ENTERTAINMENT AND IN-HOME 
CONNECTIVITY

LOCATION: SWITZERLAND
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toward IoT, and you start thinking about virtual 
schooling, gaming, smart light control, and all 
the devices that are intelligently controlled, 
you will very easily reach this number of 
devices that need to be connected”.

Fibre optic network
With Sunrise UPC’s mobile and hybrid fibre 
network customers can do all of these 
things without experiencing a loss  
of performance.

The network has the technological 
advantage that it can increase the internet 
capacities to several Gigabits per second 
if needed – without any construction work 
being necessary - paving the way for future 
digital trends.

“ The 5G and mobile 
superiority of 
Sunrise and a strong, 
fixed network 
infrastructure of 
UBC is the perfect 
combination for 
today’s market”
FABRIZIO CAMPANALE
SENIOR DIRECTOR OF ENTERTAINMENT 
AND IN-HOME CONNECTIVITY, 
SUNRISE UPC

SUNRISE UPC

110    September 2021



Liberty Global acquired the company 
in November 2020 for a reported 

$7.4bn in order to create a stronger challenge 
to incumbent Swisscom. Mike Fries, CEO, 
Liberty Global, said the merger “marks another 
important step in our strategy of creating 
leading national fixed-mobile champions 
across Europe. “By bringing together UPC’s 
leading gigabit broadband network and the 
most advanced 5G network of Sunrise, the 
combined company will provide seamless 
connectivity for millions of Swiss consumers 
and thousands of Swiss businesses”. Fabrizio 
Campanale, Senior Director of Entertainment 
and In-Home Connectivity at Sunrise UPC, 
welcomed the acquisition as the company 
has a reputation for investing in reliability 
and innovation.“This is cascading in all the 
countries where Liberty is present,” said 
Campanale. “We have the same objective and 

the same commitment toward our customers. 
We can benefit from the exchange of 
experience and improvements among all the 
countries to improve the product quality. 
We have a constant alignment and knowledge 
sharing and learning experience. This is 
extremely helpful and the cascading and 
the sharing information of being part of a 
large-scale enterprise.“Liberty Global is like 
being part of a family as you always feel the 
most ambitious goal can be accomplished 
as everyone supports you. They have been 
constantly investing in infrastructure. From 
the early days of the deal and throughout 
the integration, the backup from the central 
corporation has been -  and still is - constant. 
We have had an enormous investment in 
technology, the product, and the strategic 
investment to keep the commitment we took 
at the beginning of the deal.

SUNRISE UPC

LIBERTY GLOBAL - INVESTING IN RELIABILITY
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Plume provides a feather in the 
cap for Swiss-based Sunrise UPC as 
they pave the way for fast in-home 
connectivity with Wi-Fi pods and 6G.

Millions of Swiss customers look set to benefit 
from the partnership between Plume and 
Sunrise UPC as they move towards faster 
in-home connectivity with WiFi pods and 6G.  
This follows the recent merger of UPC and 
Sunrise who are working to expand the next-
generation network structure.

The move to partner with Plume, which offers 
an Intelligent Wi-Fi Plus service that provides 
fast broadband speeds for homes, is vital 
at a time when more people are working 
remotely due to the pandemic.

So how does it work? Plume offers fast Wi-Fi, 
not through mesh, but through Adapt which 
offers a new level of dynamic response and 
signal steering. Beyond just coverage Adapt 
uses AI and machine learning to map  
Wi-Fi channels and usage around the home, 
learning from a customer's connection 
patterns how to distribute Wi-Fi perfectly.

The Wi-Fi pods are powered by Plume’s 
award-winning SaaS experience 
platform  that combines sophisticated 
cloud management, AI technology, and 
OpenSync™ open-source software, to 
enable proactive management of a 
subscriber’s smart home experience. 

Fabrizio Campanale, VP Entertainment & 
In-Home, Technology & Innovation Sunrise 
UPC Switzerland welcomed the partnership. 
“Plume is the frontliner and most promising 
innovator in this technology. We share 

their vision for the future and that journey 
towards a cloud-managed service for the 
best in-home connectivity quality of service.”

Headquartered in Silicon Valley, California, 
Plume serves more than 30 million homes 
in 22 countries. “We are now introducing 
the Plume Wi-Fi extenders replacing the 
old Powerline technology to enable more 
efficient mesh NW in the home and we 
will progress harmonising the products 
and extending these functionalities to all 
products, including the Sunrise ones.

Campanale pointed out that Sunrise UPC 
only partnered with “best in class cloud 
services” for both entertainment and in-
home internet. 

Plume : In-home 
connectivity of the future

Learn more at plume.comLearn more at plume.com
© 2021 Plume Design, Inc. All rights reserved.

Smart homes 
are evolving. 
So should you.
With the explosion of devices, data demands, 
and security risks, today’s smart homes 
need Adapt.™ Part of our HomePass™ suite of 
services, Adapt is a cloud-coordinated system 
that o  ers the fi rst and only self-optimizing, 
whole-home WiFi technology.

Learn more at plume.com

®
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1931
the year Rediffusion 

company was 
founded

1994
Cablecom was 
founded and in 
1996 purchased 

Rediffusion. 

2005
 Liberty Global 

purchases 
Cablecom

2020
Liberty Global 

purchase Sunrise 
and form  

Sunrise-UPC

1.5mn
Swiss TV customers 

and 1.2Million 
Internet subscribers 
served by Sunrise UP

3,000
plus combined 
employees of 

Sunrise and UPC 

30+
connected devices 
in an average home
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SUNRISE UPC

FABRIZIO CAMPANALE
SENIOR DIRECTOR OF ENTERTAINMENT 

AND IN-HOME CONNECTIVITY, 
SUNRISE UPC

Power of Sunrise and UPC 
The combination of Sunrise and UPC will 
continue to expand the next-generation 
network structure, including 5G and future 
technologies, to be able to supply up to 90% of 
Swiss households with gigabit Internet during 
2021. The speed will gradually be increased to 
10 Gbit/s.

“The 5G and mobile superiority of 
Sunrise and a strong, fixed network 
infrastructure of UPC is the perfect 
combination for today’s market,” said 

Campanale. “Thanks to its fastest 5G 
network and the leading Giganet in 
Switzerland, Sunrise UPC offers 360° 
communication solutions for the digital, 
mobile, and secure workplace. 5G and IoT 
solutions increase the agility, innovative 
strength, and productivity of companies.

“It's an exciting moment because we are 
leading an incredible technology revolution 
combined with a radical change of our 
customer habits. We have in front of us a 
unique opportunity to offer better services 
tailored for the new habits and needs and, 
together with our new combined company, 
we have created a unique DNA confident, 
and willing, to provide these services to the 
Swiss market”, said Campanale.

“It's an exciting moment because we 
are leading an incredible technology 

revolution combined with a radical 
change of our customer habits”
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Race for speed 
Commenting on how Sunrise UPC 
responded to the challenges of the 
pandemic, Campanale said: “We were in the 
frontline to support the population during 
this terrible period of lockdown. At the first 
sign in February 2020, we started simulating 
and testing the boost of network bandwidth 
consumption and preempting what was 
going to happen. I am proud of how we 

responded to this emergency to ensure the 
constant, reliable service to our customers 
who were working from home or the families 
consuming entertainment or engaging with 
remote schooling.

Furthermore we provided a number of 
supporting enhancements for the customers 
due to the difficult situation: we quickly 
opened a few extra kids channels for free and 
we enabled higher upstream speed for the 
lower tier internet products.

Campanale pointed out that with a new 
hybrid working environment, he does not 
anticipate a return to normal life. “The 
race for speed is on. We are accelerating 
and investing to improve the service. 
We will go to the 10 Giganet and we will 

“ We need to ensure 
that our users always 
have the best quality 
TV experiences in their 
connected home”

FABRIZIO CAMPANALE
SENIOR DIRECTOR OF ENTERTAINMENT 
AND IN-HOME CONNECTIVITY, 
SUNRISE UPC

SUNRISE UPC

EOS box
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enlarge the pipe and the bandwidth so 
that you can have multiple utilisation.

“We will utilise our bandwidth and the 
Giganet, to ensure the network is stable and 
reliable and support the new way of working 
with the reliability, the quality, and the added 
value services that we will put on top.

“This shift of habits, such as smart working 
with video conferencing and downstreaming 
movies from Netflix or Disney or watching TV 
in the day, has accelerated our investment in 
the features, and the value of the services we 
are putting in, such as a strong push toward 
more apps and streaming”.

Campanale pointed out Sunrise UPC is 
always anticipating a special event like the 
release of an update to Fortnite, or Call of 
Duty. “We watched very carefully to the point 
that we dabbled with the pipe for new series 
on Netflix. With everybody binge-watching at 
the same time you never know what is going 

UPC has a long and proud history as a pioneer 
in the telecommunications sector. Over the 
past few decades, they have shown one thing: 
that they are - and have always been - able 
to react flexibly to change while constantly 
being ahead of their time. It all began in 1931 
when they were called Rediffusion, and it still 
holds true today, as they continue to advance 
into the age of digitisation, entertainment, and 
technology.In June 2017, they became the 
first provider in Switzerland to offer Mobile 

subscriptions with EU roaming included. 
In early 2000 the company was acquired 
by Liberty Global and in 2020 merged with 
Sunrise. The TV platform and the UPC TV app 
offer access to a broad OnDemand choice 
along with Netflix along with their own 
MySports TV channel. Their hybrid cable fibre 
network means customers are well connected 
at all times and can browse the web at a 
breathtaking speed of 1 Gbit/s – both in the 
city and in the countryside.

to happen so we want to be ready.“But a live 
event, such as the Euro 2020 final or Formula 
1, is a little more dangerous as there is not 
so much time shifting from our perspective. 
Also, teenagers waiting for the precise 
moment of a gaming release creates a spike”. 

Excellent user experience
Sunrise UPC is using the connected 
entertainment as a unit. “We are leaving the 
old way to operate the internet services 
where we were supporting the user 
experience, isolating the single element of 
the value chain, the network, the hardware, 
and the software. We try to look at this from 
end-to-end, and the KPIs which are relevant 
for users, and then we collect all of them from 
the modem, from the box and in the cloud, 
and then we utilise sophisticated analytics 
and Artificial Intelligence to improve this 
customer experience. 

90 YEARS OF HISTORY
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“It could be by optimising the Wi-Fi 
through dynamic Band steering (switching 
automatically from 2.4GHz to 5GHz) or through 
Channel Optimisation” , said Campanale.

“We offload from the customer this with 
complexity and need of configurations, 
regardless of the complexity of the 
environment. We can warn customers through 
our digital app if the coverage is not good 
enough and ask them to please request a 
WI-FI extender or install the modem in a 
different place elsewhere as you are having 
poor coverage in this corridor. 

“We want to introduce mesh network 
topology so that we can add coverage in a 
house, which you will not have with a single 
device. All this is through this cloud-based 
managed service up to the point that we 
can preempt what is going to happen to 
the customer and call them to proactively 
support them. This will not only improve 
the customer quality but also will improve 
our investment, reducing the need for a 
technical swap of the modem where it 
is not needed. So we have this exciting 
possibility in front of us”.

SUNRISE UPC
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SUNRISE UPC

“We want to browse the web, stream, 
chat, and game – all at the same time. With 
Sunrise UPC’s fibre optic cable network 
you can do all of these things without 
experiencing a loss of performance.

“In addition, with our network, we have the 
technological advantage that we can increase 
the internet capacities to several Gigabits per 
second if needed. And so we are ready for 
future digital trends”.

Fixed-mobile convergence national champion 
Commenting on plans for the future 
Campanale said; “We want to fulfil the 
commitment to be the fixed-mobile 
convergence national champion. We will not 
be slowing down because of the merge, but 
we will keep accelerating. We will contain 
with our digital transformation, that we 
started as two independent companies, and 
since getting together has become more 
important. We intend to become a fully digital 
service provider, enabling our customers with 
personalisation with a choice of digital apps 
and our entertainment offers to become a 
more cloud-based service”.

LIFE OUTSIDE THE OFFICE

Fabrizio Campanale, Senior Director 
of Entertainment and In-Home 
Connectivity at Sunrise UPC
 
What is your favourite movie?
Gladiator and Interstellar.

Best box-set?
Game of Thrones and Vikings.

Music experience?
I like rock and jazz soul.

Favourite Xbox, PS5 or Nintendo 
Switch, computer game?
I remember with romanticism playing 
on the Wii.

Televised sporting experience you are 
most looking forward to this year?
All of them, but I have enjoyed Euro 
2020 - as I am dual nationality (Swiss 
and Italian) it is interesting for me to 
watch.

Most memorable Virtual Reality 
experience?
When I was at Legoland I watched The 
Lego Movie with my kids which was a 
visceral reality experience.
 
Top app on your mobile phone?
YouTube consumes my content.

Best podcast?
German podcaster (Slow German mit 
Annik Rubens) who I listened to in the 
car to improve my language.

Connect box
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Citing the competitive edge of Sunrise 
UPC, Campanale said there were a number 
of key factors. “First of all, we now possess 
the perfect complementary combination 
and strengths of two companies. We have 
the 5G and mobile superiority of Sunrise and 
a strong, fixed network infrastructure that 
we offer at UBC. This is top, but we also have 
this scale and resources LGI, which offer 
opportunities for investment in innovation, 
not available for new incumbents and the 
small players. These factors give us the 
competitive advantage in the market”.

Power of partnerships
Campanale commented on the 
importance of Sunrise UPC’s partnerships 
with EPAM, PLUME, Infosys, and Huawei 
especially in relation to the end-to-end 
service of entertainment and connectivity 
in the home.

“If you look at how we need to analyse 
KPI’s and interoperability of the multiple 
devices in the in-home connectivity, the 
only way is through a cloud-based managed 
service and third-party application. Our 
partners are key to this strategy. We have 
built that connectivity excellence centre in 
Liberty thanks to EPAM and PLUME. We are 
constantly improving cloud service-based 
management, thanks to these partners. We 
have a service platform built together with 
Huawei and products and support services 
with Infosys.

“The ecosystem is supporting 
infrastructure for in-home entertainment 
and connectivity.  Our ecosystem is built, 
conceived, and designed together with our 
partners, and we only choose the partners 
that are best in class”, he said. 
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DEEP LEARNING: 
DATA WITHOUT     

BOUNDARIES
Deep learning is about to give 
us access to more data than 
we’ve ever had, and possibly 
more than we can ever use. 
How can businesses manage 
this level of data wealth?

combined with powerful and sophisticated 
analytics tools to gain insights that can 
improve operational performance and 
create new market opportunities. Most 
profoundly, their decisions no longer have 
to be made in the dark or based on gut 
instinct; they can be based on evidence, 
experiments, and more accurate forecasts.”

But that isn’t the global view, with many 
concerned that core business strategies 
can be derailed by a glut of data that points 
one way, at the expense of traditional 
business assets such as understanding of 
customers and local markets, especially 
once unstructured data mined by deep 
learning processes is folded in alongside 
more traditional datasets.

T here’s no such thing as too much data. 
It’s the mantra that built the vast data 
industry, projected to worth as much 

as $274 billion by 2022, according to Statista.
But does it hold true in a new world of 

data mining and data lakes. It used to be 
the case that only structured data – and 
‘good’ structured data, come to that – was 
of any practical use to industry. We now 
find ourselves at the edge of an abyss of 
unstructured data – emails, VoIP calls, video 
chat, instant messaging and documents, 
even handwritten ones. The emergence and 
further implementation of deep learning 
techniques to mine ever more data is 
pushing the curve towards data saturation. 
Surely we can’t need it all?

Data troves
According to a report from Mckinsey: 
“Organisations now have troves of raw data 

“ Decisions no longer 
have to be made in 
the dark or based on 
gut instinct; they can 
be based on evidence, 
experiments, and more 
accurate forecasts”

MCKINSEY REPORT

WRITTEN BY: PADDY SMITH
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“ It wasn’t until I was on 
the phone to a group 
of CEOs that I realised 
just how much data 
distrust was hindering 
digital progression”

Hardell claims that “the data landscape 
has become chaos” but that this has opened 
up a market for scoring data on its reliability 
as a business indicator. Talend has created 
such a product, Trust Score, which aims to 
sort the binary wheat from the data chaff.

Making the most of data requires both 
technology and strategy, as John Spooner, 
head of Artificial Intelligence, EMEA, 
H2O.ai, explains: “To make the most of 
organisational data, build a cross-functional 
team, and make sure everyone is involved, 
be they experts in data, technology, 
analytics, industry knowledge or line of 
business specialists.” It’s also vital to have an 
idea of what data analysis can and can’t do. 
“Companies should start by having a clear 
idea of business problems they could solve 
and processes they could improve with their 

Data hindrance
Gray Hardell, senior manager, solutions 
marketing at Talend, has first-hand 
experience. “It wasn’t until I was on the 
phone to a group of CEOs that I realised 
just how much data distrust was hindering 
digital progression,” he says. “During this 
conversation, the CEOs mentioned that they 
often spent 50 minutes out of a 60-minute 
meeting debating the reliability of the data, 
instead of using the data insights to make 
critical decisions.”

GRAY HARDELL
SENIOR MANAGER, SOLUTIONS  
MARKETING TALEND

AI & DATA ANALYTICS
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ML vs Deep Learning: 
what’s the difference?
 

Machine learning and deep learning 
are often conflated, and with 

good reason. The whole AI taxonomy 
is confused, so that companies and 
individuals use the words they think 
sound best rather than the ones that 
best represent what is on offer. Machine 
learning refers to the ability of software 
to use relational tools to reach a decision. 
Oversimplified example: this object is red, 
that object is red, ergo both these objects 
may have some relation to one another. 
Deep learning is layered with multiple 
layers of machine learning empowering 
software to eke answers from data that 
go beyond simple relational computing. 
However, that doesn’t mean simpling 
adding a second dimension. ‘This object 
is red and square, this object is red and 
circular’ is still machine learning. ‘This 
objects edges are here and they look like 
a house, this object is here and it looks 
like a camel’ is an (again oversimplified) 
explanation. Use cases for deep learning 
include language and image processing, 
as well as refined techniques in medical 
diagnostics and fraud prevention.

“ Once business 
ideas are clearly 
scoped and road 
mapped according 
to their value and 
feasibility, the next 
step is to prioritise 
which data 
sources to focus”
ANDRÉ BALLEYGUIER
CHIEF DATA SCIENTIST, 
DATAROBOT
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data sources, before spending too much 
effort on operationalising a wider variety 
of data sources,” says André Balleyguier, 
DataRobot’s Chief Data Scientist for EMEA. 
“Once business ideas are clearly scoped and 
road mapped according to their value and 
feasibility, the next step is to prioritise which 
data sources to focus. This prioritisation goes 
hand-in-hand with the development of a 
data strategy that scales to an increasingly 
large variety and volume of data sources 
needed to solve the business problems.”

Data expectations
While such unified analytics has revolutionary 
potential, it’s not a fix-all, as Spooner 
explains: “Raising expectations too high at 
the outset can lead to overhype.  Similarly, 

failing to explain what is possible can lead to 
indifference and a poorly supported project. 
Select the right use cases to start and then 
expand. The initial use cases should be of 
high value, achievable, near term and data 
ready.” The real benefits come through 
standardisation. “Scaling often means adopting 
standard processes and platforms for data 
cataloguing and management that are both 
flexible and replicable, to avoid unnecessary 
manual customisation for each data source,” 
says Balleyguier.

It’s also a question of ensuring that 
the correct stakeholders have access to 
the relevant data. “The other challenges 
that need to be addressed relate to how 
these data sources are made available 
for consumption by the business: are 

AI & DATA ANALYTICS
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their business questions in seconds, rather 
than having to wait hours or in some cases 
days,” says Spooner. That process is already 
underway, with the ongoing COVID-19 
pandemic accelerating existing trends. 
“Geo-location or mobility data has been 
instrumental in managing the disruption 
of COVID-19, and this trend will continue: 
augmenting analytics with a wider variety 
of data like images, text or location, will 
continue to be a key enabler in the years to 
come,” says Balleyguier.

the relevant business users able to easily 
access and analyse the data? Are they aware 
of what is available?” says Balleyguier. Of 
course, the definition of what a stakeholder 
should be is also expanding. “An increasing 
number of tools are available to make 
the use of data more accessible to non-
experts. In the same way that anyone is now 
able to create a website without being an 
expert web developer with the appropriate 
tools, or analysts can make rather complex 
calculations on data using Excel without 
coding, there has been a surge in the number 
of platforms to allow business users to 
create rather complex data visualisations or 
dashboards. These platforms can be directly 
connected to the data sources to allow more 
informed and agile business decisions.”

Data silos
The benefits of that democratisation are 
manifold. “Democratising access to analytics 
helps resolve the disconnects that may 
happen between the business and the 
analytics departments and mitigates the 
shortage of expert skills available,” says 
Balleyguier. “This in turn helps companies 
identify and solve more business problems, 
with the same resources, at faster speed, 
without relying on a siloed department 
of experts.”

Data future
The future of connected data will of 
course involve expanding to hitherto 
untapped sources, but it will also require 
technological advances. “A decrease in 
the time to insight, as advancements in 
hardware such as chip design, automation 
in many parts of the analytics process 
and embedded analytics directing into 
applications that business users will utilise, 
will enable employees to get answers to 
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Perhaps the most important development 
will be the increased integration of artificial 
intelligence into analysis. “Moreover, 
better and faster access to more digital 
data is encouraging a wider use of AI 
solutions, heavily consuming this data,” says 
Balleyguier. “This will enable companies to 
move away from decisions mainly based 
on dashboards and business intuition to 
more informed decisions augmented 
with AI. In the next few years, we will see 
companies move from AI experimentation 

to AI industrialisation, by adopting more 
repeatable and automated operational 
processes for AI creation, deployment  
and management.”

Deep learning will develop into a truly 
useful tool for business users. Mining 
unstructured data, though, is fraught with 
danger. In the fullness of time, expect deep 
learning data to be sensible ranked – by 
deep learning – to inform truly exceptional 
decision-making power. In the meantime, 
develop, collect, but look before you leap.

“Augmenting 
analytics with a 
wider variety of 

data like images, 
text or location, will 

continue to be a 
key enabler in the 

years to come”
ANDRÉ BALLEYGUIER
CHIEF DATA SCIENTIST, 

DATAROBOT
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BRITISH ARMY

In March, the UK Government 
announced the findings of its 
Integrated Review of defence, security 
and foreign policy, ushering in a new 
era for a high-tech British Army. While 

popular media focused on the fact that Army 
personnel numbers would be cut by 10,000 
to 72,500 by 2025 – making it the smallest it 
has been for 200 years – it was also clear that 
the world, and warfare, has changed.

While ‘boots on the ground’ still has a place 
and vital role to play, there is an increasing 
need to develop and utilise leading-edge 
technology to wage 21st-century warfare – 
from cyber space to outer space.

The Integrated Review saw conventional 
hardware spending cut, some ‘heavy metal’ 
programmes scrapped, and a distinct pivot 
towards high-tech capabilities including 
cyber, artificial intelligence, unmanned 
vehicles, and space.

Announced towards the end of 2020, 
THEIA (pronounced THAY-A) is the name of 
the Army’s ambitious Digital Transformation 
programme, which aims to make use of 
digitised information and digital technologies 
to improve operational and business decision 
making across all Army functions.

THEIA has got three headline outputs – 
to out-compete the adversary, to partner 
better and integrate with partners, and to 
improve efficiency. Or, to put it another way, 
it’s transforming the Army’s capabilities to 
make it faster, leaner and more efficient 
from the base to the bayonet. It is both 

Senior staff from the British Army discuss 
THEIA – the Army’s digital transformation 
programme preparing the Army for the 
future of warfare
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ADVERT SPREAD
DIAMOND OR

PLATINUM

The fate of competing forces has always been 
determined by balancing exposure against opportunity, 
risk versus reward. The digital landscape of today 
and tomorrow is no different, and it is the discerning 
leader who captures, then holds, key terrain that 
shapes the battlefield to his or her benefit. Securing 
infrastructure, establishing a trusted supply chain, 
and creating capability at the edge provides this 
commander with a common operating picture and 
the unique ability to seize an advantage against his 
or her opponent.

Enter Red Hat® OpenShift Platform Plus.

The best offence is a strong defence. Building 
from a trusted foundation on Red Hat Enterprise 
Linux 8, your infrastructure will inherit security 
controls and risk mitigation baked into the platform 
and fully compliant with defence standards. Rather 
than toiling away at manual infrastructure build out, 
you can instead focus on creating Defence in Depth, 
which evolves layered security and a zero trust 
architecture through automation to mitigate risk of 
intrusion. As software development concepts creep 
down the computing stack, everything can be 
represented as code to iteratively improve your 
cyber foxhole, in line with best of breed DevSecOps 
practices, combining OpenShift GitOps and Pipelines.

With many eyes, all bugs are shallow. Recent 
cyberattacks have exposed weaknesses in the 
supply chain, especially in proprietary software. 
Open source principles—transparency, provenance, 
and traceability—are required to achieve the 
continuous monitoring necessary for staving off 
attack. By adding policy or compliance as code, 
automated governance creates a trusted software 
supply chain that is resilient to attack and spurs 
speed to capability through continuous delivery. 
Red Hat® Advanced Cluster Security for Kubernetes, 
powered by StackRox technology, protects your vital 
applications across build, deploy, and runtime.

Intelligence is “just in time” relevant data. 
With a fortified base of operations and a well 
protected supply chain, you hold an unique vantage 
point to identify targets of opportunity, yet latency 
will ruin actionable intelligence. Creating capability 
at the edge delivers insights and experiences at the 
moment they’re needed, and allows you to expand 
your area of influence. Red Hat’s vision of edge 
meets this challenge with open standards and 
creative thinking to craft an edge strategy that 
meets your current needs, and adapts to the future.

Watch Now

http://www.redhat.com
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“THEIA is what I 
would describe 
as an ambitious 

but critical 
transformation 

programme 
for the Army”

The British Army's digital  
transformation project, THEIA

ambitious and exciting, 
and signals a genuine 
change of direction that 
is being embraced from 
the top down.

Lieutenant General 
Chris Tickell is Deputy 
Chief of the General Staff 
(DCGS) of the British 
Army, a role he was 
promoted to in August 
2019 and which involves 
representing the Army 
Top Level Budget (TLB), 
direction on personnel 
policy, and oversight of 
the future development of the Army.

So how does Lt Gen Tickell believe THEIA 
will change how the Army operates?

“THEIA is what I would describe as 

an ambitious but 
critical transformation 
programme for the Army, 
which will take us from 
a relatively analogue 
approach to our activity 
at the moment, into the 
digital space,” says Lt 
Gen Tickell.

Much talk following 
the Integrated Review 
focused on those 
reduced troop numbers, 
but isn’t a reduced 
‘workforce’ inevitable 
across most industries 

these days, as technology and automation 
help humans become more efficient?

“The Integrated Review reduced some of 
our numbers within the Army based on what 

CHRIS TICKELL
LT GEN, 

BRITISH ARMY

https://www.youtube.com/watch?v=XoEGjSYRZMM
https://youtu.be/qSIPew9noUA


technology offers us now and in the future,” 
admits Lt Gen Tickell. “At the moment, we are 
focused on the future – linking the man and 
the machine.

“So manned and unmanned teaming, 
artificial intelligence and machine learning – 
which will allow us to make decisions faster 
than our enemy or our adversary. We're 
therefore able to act faster than them as well, 
which confers an advantage. And when you're 
doing that, and you're integrating across the 
domains – across the land environment, 
maritime, air, cyber, and space – then 
that really does start to become a battle-
winning idea.”

The changing role of the soldier
It is inevitable given technological 
advancements that some aspects of soldiering 
will change, and modern warfare in the next 

Lieutenant General Chris 
Tickell was commissioned 

into the Royal Engineers in 1983. He 
commanded 9 Parachute Squadron 
RE and then 23 Engineer Regiment 
(Air Assault) as it deployed to Kuwait/
Iraq for the Second Gulf War in 
January 2003. He was promoted to 
Brigadier in 2007 and commanded 
8 Force Engineer Brigade for 2 years; 
deploying with his Headquarters to 
Afghanistan for the final 6 months. 
He was promoted in 2013 and 
commanded the Army Recruiting 
and Training Division and 
was then the Army’s 
Director of Capability.  
He was promoted to 
Lieutenant General 
and became Deputy 
Chief of the General Staff 
in August 2019. He was 
appointed MBE in 
2000, OBE in 
2003 and CBE 
in 2010.  
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Pure Storage’s Modern Data 
Experience™ is enabling competitive 
advantage through data-centricity.

Pure Storage® delivers a modern data experience that empowers 
organisations to run their operations as a true, automated, 

storage as-a-service model seamlessly across multiple clouds. 
Pure helps customers put data to use while reducing the 

complexity and expense of managing the infrastructure behind it.

Driving competitive advantage  
by enabling data to deliver positive 
business outcomes

Pure Storage helps clients drive their 
competitive advantage by enabling data 
to deliver positive business outcomes 
such as ‘evidence-based decision making’ 
using real-time analytics. “Working with 
the British Army, as part of an ecosystem 
of best in class solutions suppliers, Pure 
is providing private cloud services on-
premise but also has offerings via AWS 
and Azure, and at container level,” explains 
Colin Atkinson Pure’s UK Public Sector 
Account Director.

Digitalisation
“Pure Storage is supporting the digitalisation 
of the army as part of Programme THEIA,” 
reveals Colonel Mark Cornell, Assistant 
Head of Army Digital Services. “THEIA is 
how we change our ways of working to 
adopt more efficient digital processes. 
Technology is actually the easy piece 
of the puzzle; the challenge is cultural 
and behavioural change”. The army is a 
conservative organisation by nature, so 
how do we get its people – civilian, military, 
and contractors – to adopt the appropriate 
ways of working we want to deploy? 
 

“We move away from labour intensive 
processes, and move further up the value 
chain to get the human adding value 
where they should be in the decision-
making process.”

Data Revolution
We’re in the midst of a data revolution 
highlights Atkinson. “We’re seeing an 
exponential growth in data analytics, 
which can either create huge headaches 
for large organisations, or massive 
opportunities. Data will be the oil that  
fuels this revolution….”

It’s a revolution that’s been gathering 
pace; each year, since 2016 where 90%  
of the world’s data has been created in the 
previous two years. Atkinson also points 
out that 99.5% of historical data goes 
largely unanalysed: “The corollary for large 
organisations is that if you don’t have a data 
strategy, you could end up with very large, 
very cold data silos and miss the opportunity 
to create that competitive advantage.  
By partnering with Pure we can help 
clients develop a data-enabling strategy.”

Pure Storage: Supporting the 
digital transformation journey

Learn more
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10 years may look very different from even a 
decade ago, but some fundamentals remain.

If you look at conflict through two prisms, 
one is the character of conflict and one is the 
nature of conflict. The nature of conflict is 
constant, whether you are a soldier in the 21st 
century or the 18th.

“Conflict is frightening, it is visceral, and it is 
bloody – and nothing that technology brings to 
bear will ultimately take that away,” says Lt Gen 
Tickell. “But what is changing is the character of 
conflict. In the land environment specifically, it 

is no longer an issue about tank versus tank. It 
is absolutely about bringing capabilities to bear 
at a single point in time and need whereby 
the soldier will be able and will be required to 
integrate those different effects at the same 

time. And when I say those different effects, 
I'm talking about electronic warfare, I'm talking 
about offensive cyber, I'm talking about long-
range fires. And of course, I'm then also talking 
about close combat.”

One popular conception of the changing 
face of conflict, and threat, is the increasing 
impact of cyber attacks – and these are 
usually not openly linked to state actors, but 
to shadowy groups and individuals that are 
harder to track, trace, and ultimately beat. 

We often hear of state or non-state 
actors, but in reality is the situation actually 
that clear cut? The lines are usually blurred, 
certainly if we are to take media reports into 
consideration. The recent ransomware attack 
on the Colonial Pipeline in the US was the 
latest by a group called DarkSide, believed to 
be from Eastern Europe, according to the FBI. 
Whether that gang had any state backing or 
political agenda is impossible to know. 

The SolarWinds attack which also caused 
data breaches at several branches of the 
US federal government, including the 
Department of Homeland Security, has since 
been blamed by the FBI and the NSA as being 
perpetrated by Russia.

There are no easy, or clear answers, so how 
does the British Army prepare for such attacks?

“When one looks at the threats that we 
face, there is a temptation to put them in 
boxes whereby they describe state actors as 

“Conflict is frightening, it is visceral, 
and it is bloody – and nothing that 

technology brings to bear  
will ultimately take that away”

CHRIS TICKELL
LT GEN, 

BRITISH ARMY

BRITISH ARMY
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Grupo Espinosa: 70 years of constant evolution

Founded in 1952, Grupo Espinosa has  
been relentlessly supporting the publishing 
industry with producing more than 100 
million copies every year. No project is big  
or small for Grupo Espinosa, as the facility 
can scale up on demand and their turnaround 
times are highly competitive. Grupo Espinosa 
works with on-demand digital press or offset 
press, in paperback with glued softcover 
binding, PUR softcover binding, stitched 
paperback binding, binder’s board, hardcover, 
saddle stitched, Spiral or Wire-O. Equipped 
with the experience needed for a product  
to leave the plant ready for distribution, 
Grupo Espinosa delivers anywhere inside  
or outside Mexico. 

With nearly 70 years behind them, and located 
in Mexico City, Grupo Espinosa has two major 
locations that they operate out of. Both 
locations are controlled by a single ERP 
(Enterprise Resource Planning) system 
ensuring speed, consistency and quality  
of work. Tirado says this isn’t their only 
competitive advantage. He adds “Our 

competitive advantage is the relationship 
we have with customers and the trust they 
put in us with their intellectual property”. 
Speaking of trust, global publishing giant 
Macmillan Education exclusively partners 
with Grupo Espinosa for their Latin America 
operations, as part of Macmillan’s decentralized 
hub strategy. Having a facility that offered 
the full spectrum of service – from storing 
digital content to printing and distributing – 
was one of the major requirements for 
Macmillan, and Grupo Espinosa was 
recognized as the leading printing hub for 
providing this 360 infrastructure. Another 
factor that has led to success for Grupo 
Espinosa is the absolute focus on quality 
and time. Sustainability is a huge factor 
playing into Grupo Espinosa’s operations, 
and they’ve created a healthy environment 
with the sustainable use of paper and 
energy resources as well as keeping their 
employees – most of them associated with 
the organisation for over 10 years – happy. 

A proudly Mexican company servicing the publishing industry with best-in-class 
printing, storage and distribution facilities in the heart of Latin America

“‘Innovation’  
isn’t so much  

the technology  
itself that we  

are putting out  
there, but rather  

the way we  
think and act.”

Learn more
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the preeminent threat or non-state actors. Of 
course, the reality is there is a blurring of the 
two,” says Lt Gen Tickell.

“Therefore what we see is a movement of 
technology and capability that arguably may 
have been developed by state actors and the 
movement of that technology into non-state 
actors, or indeed proxies. So you can see some 
terrorist organisations or non-state actors being 
able to apply and use technology that one 
would imagine has come from a state actor’s 
R&D focus. But you could also see groups 

Brigadier Stefan Crossfield is the 
British Army’s Chief Data Officer 

and Programme Director of the Army’s 
Digital Transformation. He was part 
of the Army 2020 strategic planning 
team and responsible as a colonel for 
maximising personnel talent planning. 
He commanded 6 Battalion REME on 
Operation Herrick 18. 
He is a Fellow of the 
Institution of Mechanical 
Engineers, holds an MSc 
in Information Systems 
and an MBA, and is an 
Associate Lecturer at 
the University of 
Exeter Business 
 School.
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Embrace AI & Intelligent 
Decisioning Today
Uncover new relationships.
Identify previously unseen patterns. 
Automate tasks.

Do you work in defence?  
Think AI & analytics is key to your role? 
SAS proven capabilities are available  
across the MOD

sas.com/uk/defence

ARE YOU 
READY?
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SAS: IMPROVING THE BRITISH ARMY’S DECISION MAKING WITH DATA

Roderick Crawford, VP and Country GM for  
SAS UKI, states that the company’s thorough 
grasp of the defence sector makes it an ideal 
partner for the Army as it undergoes its own 
digital transformation. “Major General Jon Cole 
told us that he wanted to enable better, faster 
decision-making in order to improve operational 
efficiency,” he explains. 

Therefore, SAS’ task was to help the British Army 
realise the “significant potential” of data through 
the use of artificial intelligence (AI) to automate 
tasks and conduct complex analysis.

In 2020, the Army invested in the SAS ‘Viya platform’. 
The goal was to deliver a new way of working that 
enabled agility, flexibility, faster deployment at 
reduced risk and cost.

Doing so facilitated “connect[ing] the unconnected.” 
This means structuring data in a simultaneously 
secure and accessible manner for all skill levels, 
from business analysts to data engineers and 
military commanders. The result is analytics and 

decision-making that drives innovation and 
increases collaboration.

“As warfare moves into what we might call  
‘the grey-zone’, the need to understand, 
decide, and act on complex information 
streams and diverse sources has never been 
more important. AI, computer vision and 
natural language processing are technologies 
that we hope to exploit over the next three  
to five years in conjunction with the Army.”

Fundamentally, data analytics is a tool for gaining 
valuable insights and expediting the delivery of 
outcomes. The goal of the two parties’ partnership, 
concludes Crawford, will be to reach the point 
where both access to data and decision-making 
can be performed qualitatively and in real-time.

“SAS is absolutely delighted to have this relationship 
with the British Army, and with defence in general. 
It’s a great privilege to be part of the armed 
forces covenant.”

Roderick Crawford, VP and Country GM, explains the important role that SAS 
is playing in the British Army’s digital transformation

“‘Innovation’  
isn’t so much  

the technology  
itself that we  

are putting out  
there, but rather  

the way we  
think and act.”
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that are sponsored by a state. I would use the 
Wagner Group as a good example, whereby 
we're pretty clear that there is a strong link to 
Russia. So it is a blend of both.”

The innovation opportunity 
The military has always worked closely 
with carefully selected private companies, 
with close links between such British 
heavyweight businesses. However, that vital 
link between the public and private sector 
will see those strategic partnerships shift, 
as smaller businesses are invited to bring 
innovation to the table.

From nuclear power to satnav, microwave 
ovens to duct tape – innovations born out 
of the military environment have found 

Major General Jon Cole is the 
British Army's Chief Information 

Officer and the member of the Army 
Board who leads on information matters 
in all aspects of the Army's business – 
from barracks to the battlefield. Before 
this, he was seconded to BT as the 
inaugural Head of Employee Services IT, 
transforming the digital workplace for 
over 100,000 staff. Beforehand, he was 
the Army's Head of Information Services, 
the Chief Technology Officer.

He was commissioned into the 
Royal Signals in 1987. He commanded 
2 Signal Regiment and subsequently 
11 Signal Brigade. On operations he has 
led soldiers in Sierra Leone, Iraq and 
Afghanistan, and served on the staff again 
in both Iraq and Afghanistan, plus Non 
Combatant Evacuation Operations of 
Ivory Coast and Lebanon.  A Chartered 
Engineer with the Institute of Engineering 
and Technology, he has a BEng(Hons) 
in Electronics, an MSc in Defence 
Technology, and an MA in International 
Security and Strategy. 

He is Colonel of the Regiment, 
Queen's Gurkha Signals, a Trustee of 

the Gurkha Welfare Trust, and 
a Colonel Commandant of 

Royal Signals. He is also 
Chairman of Army Ice 
Sports, a Vice President 
of Royal Signals rugby, 
and President of Royal 
Signals cycling and 

triathlon.

JONATHAN COLE
TITLE: MAJOR GENERAL, THE ARMY’S  
CHIEF INFORMATION OFFICER (CIO)

https://www.linkedin.com/in/jonathanjamescole/
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“We have the 
ability and 

willingness to test 
ideas with soldiers 

in demanding 
and arduous 
conditions”

CHRIS TICKELL
LT GEN, 

BRITISH ARMY

their usages in everyday life, but now 
there is an opportunity for SMEs to reverse 
that dynamic and help shape the Army’s 
technological future.

“The phrase ‘prototype warfare’ is 
something that we're using more and more, 
whereby we are willing to take risks with 
technology and capability to put it in the 
hands of the user so that we can start to 
exploit those opportunities faster, thereby 
accelerating the procurement and acquisition 
process that we have used for many years,” 
says Lt Gen Tickell.

“So later this year we're launching the Land 
Industrial Strategy, which is designed to be 
one of the mechanisms to get after that closer 
relationship. I think there is a real thirst in the 

BRITISH ARMY
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private industry to work closer together. SMEs 
hold fantastic opportunities for us, and often 
they don't realise the opportunities they offer 
because they've developed capabilities that 
they don't realise have military applicability. 

“We have the ability and willingness to test 
ideas with soldiers in demanding and arduous 
conditions. We've learned that one SME 
may have a great idea to do X, but when you 
combine them with Y that we know about, we 
will more than double the opportunity that 
those capabilities offer.”

Developing the digital opportunity
Brigadier Stefan Crossfield is Head of 
Information Exploitation, Deputy Chief 
Information Officer, and the Chief Data Officer 
(CDO) for the British Army. For him, THEIA is all 
about orchestrating digital transformation and 

“ We're in a fourth 
industrial revolution. 
It's very emergent, 
there's an agility 
to it. THEIA in 
terms of delivering 
transformation is 
about getting to a 
tipping point”
STEFAN CROSSFIELD
BRIGADIER, HEAD OF INFORMATION 
EXPLOITATION, DEPUTY CIO, CDO, 
BRITISH ARMY
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how the Army can use data to its advantage, 
while also working with key international 
partners, commercial organisations, as well as 
the Royal Navy and Royal Air Force.

“It's a massive challenge. And I don't 
underestimate how big it is. I think we've got a 
long way to go, but we are on the road, which is 
a really good start,” says Brig Crossfield.

“We're in a fourth industrial revolution. It's 
very emergent, there's an agility to it. THEIA 
in terms of delivering transformation is about 
getting to a tipping point. So THEIA’s not about 
getting to the end of the road, it's about getting 
to the tipping point – maybe that is a better 
way to look at it.”

Digital transformation was forced upon the 
world during the COVID-19 pandemic, and 
the Army was no exception. Brig Crossfield 
outlines how they were able to drive admin 

activity online to improve processes for “our 
people. And that means they can get back to 
doing the job they want to do – the reason 
they joined the Army.”

THEIA is of course much more than 
removing friction from admin tasks like 
claiming expenses – it is about artificial 
intelligence, machine learning and autonomy. 
It’s about quantum computing, cyber 
insecurity, synthetic environments, but also 
augmented reality. And lastly, analytics.

“We've got a lot of data out there to play 
with,” says Brig Crossfield. “If you begin to 
put it on a pedestal or in some way, treat it 
differently, I think we missed the point. Yes, it's 
the new oil, yes it's the new black gold. In an 
operational sense, helping commanders make 
the right decisions at the right time with the 
right amount of information is the way to win.”

BRITISH ARMY
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“Through the Digital 
Foundry, which is the 

Defence Digital initiative, 
we want to start giving 

[innovative companies] 
the opportunity to show 

what they can do”

CHRIS TICKELL
LT GEN, 

BRITISH ARMY

That is no easy task. As well as vast 
amounts of data to handle, the orchestration 
and connections required mean that 
Brig Crossfield has to delve deeper into 
organisations to reach the innovators who 
can match the Army’s ambition and then 
connecting X with Y, as Lt Gen Tickell outlined.

Little wonder Brig Crossfield refers to 
himself as “digital matchmaker” and making 
sure the Army joins the dots to reach the 
best outcomes.

“That's really hard,” he admits. “You know, 
it's just hard yards of constantly scanning, 
constantly connecting people up, bringing 
people back into lane where they've strayed 
out – and they don't do that through malice, 
it’s just complicated. 

“So what we really want to do is through 
the Digital Foundry, which is the Defence 
Digital initiative, we want to start giving 
[innovative companies] the opportunity to 

show what they can do, but also us to bring 
our problems to that environment.

“I am much more connected now with 
bigger organisations away from their business 
development teams, into their innovation 
teams. I've been hugely impressed with how 
genuinely engaged they are in helping us 
move forward here. They're on the journey, 
and we've got some great pilots running.”

BRITISH ARMY
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“ If in the business space, we can be 
much more efficient about when 
and how we fix our equipment, 
we'll get much more uptime from 
that equipment, and it will be 
cheaper to run as a result”
STEFAN CROSSFIELD
BRIGADIER, HEAD OF INFORMATION 
EXPLOITATION, DEPUTY CIO, CDO, 
BRITISH ARMY
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Keeping cyber safe
The Army is being transparent in the Integrated 
Review that it will continue to examine in an 
operational sense where cyber has utility, both 
in terms of the need to protect from it but also 
use it. It can be weaponised where appropriate 
against particular adversaries.

Defence Digital works closely with British 
Telecom (BT) and other key partners to 
deliver a resilient and secure network which 
really showed its mettle during the lockdown 
when the workforce had to adapt to work 
from home.

Defence Digital is also leading the way 
when it comes to the Digital Backbone – 
the data highway that runs right from the 
individual soldier all the way back to HQ, or 
base to bayonet.

“We're going to produce a backbone and 
we're going to tell you how to plug into it. Here's 
the architecture, here's how you plug in, off you 
go. I think that's a fundamental difference in 
how we do this and probably the thing that will 
make this work,” says Brig Crossfield.

“Why is it important? Well, if in the business 
space, we can be much more efficient about 
when and how we fix our equipment, we'll get 
much more uptime from that equipment, and 
it will be cheaper to run as a result. 

“Take that to the battlespace – now more 
uptime on that platform means more war 
fighting capability. It means out-competing 
our adversary. So when we talk about out-
competing them, it's not just about in the 
decision action cycle. It's not just about how 
quickly we do it. It's about using the data 
in every way we can to be in a better place 
to fight. 

“Ultimately, warfare will remain the bloody 
visceral, dangerous business that it is. And if 
you've got your platforms live and someone 
else hasn't, I know you’re going to win nine 
times out of 10.”

technologymagazine.com
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Speed is essential
That sentiment is echoed by Major General 
Jonathan Cole, the Army’s Chief Information 
Officer (CIO) who says in the military 
environment, speed is so essential. 

“You just have to look at examples like 
the way that the Russians fought in Ukraine 
when they were using unmanned aerial 
systems networked into their artillery systems. 
And they were able to provide targeting 
information so quickly that the Ukrainians 
were unable to respond fast enough,” says 
Maj Gen Cole.

“It's often a linkage between what we call 
the sensor to the effector and the faster 
you can deliver that cycle of intelligence to 
delivery of effects then the more likely you 
are of being able to out-compete and beat 
your adversary.”

Speed is of the essence, and that is true of 
the rapid digital transformation the Army is 
undergoing, while also recognising that a lot 
of its capital equipment is legacy equipment 

– some of which has been in service for 
decades. That is why the open architecture is 
so important.

A good example is the Land Environment 
Tactical Communications and Information 
Systems (LE TacCIS) programme, where the 
Army has taken legacy radios, computers, 
data terminals, and is gradually swapping 
those out. 

“We are building an open architecture, 
which enables us to inject new digital 
technologies, predominantly applications, 
artificial intelligence tools,” says Maj Gen 
Cole. “We are paving the way for those 
in the future, but we have to do the hard 
yards of the backend work, which is about 
open architectures.

technologymagazine.com
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“It's about really good control of your 
data. And it's about having an infrastructure, 
including a hosting environment, which 
enables the power of those digital services. 
So we have to do so much of that under-
the-bonnet activity in order to deliver 
the top end.”

That under-the-bonnet activity is essential, 
and it’s often tempting to become distracted 
by digital transformation’s dazzling user 
interfaces and functionality, but there is no 
room for complacency. There is no point 
having a dazzling digital solution if it is not 
built on rock-solid foundations – especially 
when it comes to cyber security.

Maj Gen Cole says that while the threat of 
cyber attacks is undoubtedly on the increase, 
physical attacks are just as much a threat 
as they always have been. If anything, those 
physical attacks are more dangerous as they 
are often coupled with a cyber element.

“Often physical threats and cyber threats 
come together,” says Maj Gen Cole. “The 
most sophisticated adversary will seek to use 
physical and virtual means to attack us, and 
they will do that in a complimentary way. 

“So I think it's fair to say that cyber threats 
and physical threats between them present 
a very serious risk. And we have to deal with 
both together.”

“ We are building an open architecture, 
which enables us to inject new 
digital technologies, predominantly 
applications, artificial intelligence tools”

JONATHAN COLE
MAJ GEN, 
BRITISH ARMY
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“THEIA in particular is demonstrating that we don't 
necessarily partner just with our big traditional 

defence prime contractors. We need to also partner 
with Silicon Valley-type tech companies to get the 
best of breed of all of the technologies available”

JONATHAN COLE
MAJ GEN, 

BRITISH ARMY

Putting people first
Of course, cyber threats have to be 
anticipated on a daily basis, even when 
operating on a day-to-day level “below 
the threshold of warfare”. Maj Gen Cole 
says that in many ways COVID-19 and the 
remote ways of working have been a good 
opportunity to shift the Army’s culture – 
and something that should be embraced.

However, remote working does have 
some downsides. 

“There is inevitably a security risk that 
we need to address through the use of 
increased commercial technologies,” says 
Maj Gen Cole. “We also have to look at what 
that does for behavioural activities. 

“The Army is used to working in close 
proximity to other people. So we have to 
find a way to get the best out of all the 
technology, but at the same time, recognise 
the fundamental human nature of an army.

“For an army where you might ask teams 
of people to go into war together, where 
they're putting their lives on the line, where 
they're fighting for each other's lives, it 
is very important for them to be able to 
operate and function as a team. And that is 
ultimately a very human endeavor. As much 
as technology enables people to work 
remotely, to be able to explore the power 
of data, we must never forget the human 
nature of warfare.”

The human element is often something 
that comes secondary when considering 
any digital transformation, but even the 
most sophisticated systems and deepest 
data would be rendered near useless 
without the skilled people that make up the 
British Army. With transformation comes 
the need to retrain and upskill, as well 
as seek out private sector innovators to 
partner with.

“I think THEIA, in particular, is 
demonstrating that we don't necessarily 
partner just with our big traditional defence 
prime contractors. We need to also partner 
with Silicon Valley-type tech companies 
to get the best of breed of all of the 
technologies available,” says Maj Gen Cole.

“And the trick for us really is to be 
able to work with an ecosystem of 
technology providers across those sorts of 
communities and being able to work with 
them in a collegiate way. 

“I couldn't imagine a more exciting 
time to be the Army's CIO and Director of 
Information – every day for me is different. 
I learn something new every day, and I 
know that I have the support of the Chief of 
the General Staff as he wants to deliver an 
asymmetric army for the digital age.” 
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The Ultimate 
TECHNOLOGY, 

AI and Cyber

Technology, AI and Cyber Live, the industry’s 
ultimate event, launches this month alongside our 
celebration of the Top 100 Leaders in Technology, 
AI and Cyber.

WRITTEN BY: CATHERINE GRAY

This September, BizClik Media 
Group launches a new platform to 
connect our digital communities, 
combining the strengths of 

in-person and virtual discussion, 
networking and access to the industry’s 
leading voices. 

Technology, AI and Cyber Live, a brand-
new event, takes place 28-30 September 
2021, giving you the opportunity to 
network with C-level executives, gain 
insight from industry pioneers and 
walk away with actionable insights to 
accelerate your career. Taking place and 
streaming live from Tobacco Dock in 
central London, it is a unique opportunity 
to reconnect with the Technology, AI and 
Cyber community after such a prolonged 
period of disruption. 

LIVE EVENT
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EVENT PREVIEW

This event is the next step in placing 
our digital community at the heart of 
the Technology, AI and Cyber industries. 
Organised by BizClik Media Group, 
Technology, AI and Cyber Live is shaped 
and influenced by the thousands of 
professionals who interact with our 
magazines, websites, live streams, podcasts 
and exclusive industry reports every day. 

“With over 120 speakers confirmed, our 
agenda for September is shaping up to be 
spectacular, with three days of insightful 
content from some of the best in industry,” 
says James Callen, Managing Director, 
at BMG Connect. “Our aim is to provide 
professionals with the tools, techniques 
and innovations they need to be at the 
forefront in our ever-evolving industries. 

“We are partnering with online platform 
Brella to deliver the event however you 
choose to participate,” Callen adds. 
“Whether attendees decide to attend 
virtually or in person, they will still be able 

“ Our aim is to provide 
professionals with 
the tools, techniques 
and innovations they 
need to be at the 
forefront in our ever-
evolving industries”
JAMES CALLEN
MANAGING DIRECTOR,  
AT BMG CONNECT
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Join us at LIVE

In a COVID-disrupted era, we 
understand that travel is not always 

possible. As such, BizClik Media Group has 
decided that Technology, AI and Cyber LIVE will 
offer the best of both worlds through hybrid 
accessibility. 

In Person
For attendees who wish to join the event in 
person, the venue is working to government-
endorsed AEV All Secure Framework, 
alongside mia’s AIM Secure and ‘Good 
to Go’ accreditation, to ensure a COVID-
secure environment to facilitate all of your 
networking needs. 

Virtually
Our physical Tobacco Dock venue is both 
historic and stunning, but it has no bearing on 
the information that you and your peers can 
gain from the event. Absorb it all, interact with 
other attendees, and enjoy the conference 
experience on our virtual platform, powered by 
Brella, featuring live feeds from all of the stages, 
as well as virtual networking areas.

to interact with industry pioneers and 
participate in discussions on topics that are 
affecting their business, allowing them to 
walk away with an actionable framework to 
implement into their strategy. 

“Technology, AI and Cyber Live is 
ultimately about delivering value and 
insights to elevate your career and further 
your organisation’s objectives. Whether 
that’s navigating global disruption, 
achieving vital ESG commitments, or 
strengthening the partner ecosystem  
that makes your value chain unique,  
we look forward to welcoming you  
later this month.”

World Leading Speaker Line-up
Technology, AI and Cyber Live will bring 
together global industry leaders to 
discuss the challenges, opportunities 
and issues facing these vital sectors 
across a variety of formats, including 
keynote addresses, panels, and 
fireside chats. Confirmed speakers for 
Technology, AI and Cyber Live include:

• Kary Bheemaiah, Chief Technology & 
Innovation Officer, Capgemini Invent

• Kate Maxwell, Chief Technology 
Officer, Worldwide Defense & 
Intelligence, Microsoft

• Inderpal Bhandari, Global Chief Data 
Officer, IBM Corporation

• Adam Spearing, Field CTO EMEA & SVP 
UKI, Solution Consulting Salesforce

• Robert Teagle, Chief Information 
Officer, BCA

• Danilo McGarry, Global Head of AI & 
Automation, Alter Domus

• Angela Yochem, EVP Chief Transformation 
and Digital Officer, Novant Health

• Tom Rafferty, Global VP, Futurist & 
Innovation Evangelist, SAP
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EVENT PREVIEW

BUY TICKETS NOW

our websites, and presented in a special 
supplement that honours all of those named 
in our annual list.

“The Top 100 Women, which we shared 
to coincide with International Women’s 
Day 2021, recognised the incredible and 
influential women driving our industry,” 
says Scott Birch, Editorial Director, BizClik 
Media Group. “The success of that initiative 
encouraged us to recognise the Top 
100 Leaders – individuals championing 
everything that we love about technology 
and embracing best practice that’s good for 
business.”

Tickets are still available for Technology, AI 
and Cyber Live, just click the button below.  

“ The Top 100 Leaders 
are individuals 
championing 
everything that 
we love about 
technology and 
embracing best 
practice that’s good 
for business”
SCOTT BIRCH
EDITORIAL DIRECTOR,  
BIZCLIK MEDIA GROUP

A BizClik Media Group Brand Creating Digital Communities

Top 100 Leaders 
in Technology
To be announced at the  
Technology, AI & Cyber LIVE Event

GET YOUR TICKETS TO LIVE
September
14th - 16th

Top 100 Leaders in Technology, 
AI and Cyber
To coincide with the launch of Technology, 
AI and Cyber Live, BizClik Media Group 
will also celebrate the industry’s leading 
executives from around the world. Our Top 
100 Leaders in Technology, AI and Cyber 
supplement will champion professionals 
of all disciplines, backgrounds, and regions, 
from Global CSCOs and CPOs, to lesser-
known innovators and influencers who 
elevate the industry day in, day out. 

Executives already nominated include, 
Rhonda Vetere, Chief Information Officer 
at Herbalife and Bryan Smith, Senior Vice 
President and Chief Strategy Officer at 
Expedient.

The definitive list of leading executives and 
influencers will be announced at the event 
and shared across social media channels, 
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Iron Mountain Data Centers  
and Web Werks Data Centers:

GROWING TOGETHER 
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IRON MOUNTAIN DATA CENTERS & WEB WERKS

I ndia is home to just over 1.3 billion 
people and is rapidly closing the gap 
with the global population leader, China. 
As the country’s population continues 
to grow, India’s digital economy is on 

the cusp of a boom, the likes of which have 
never been seen before. 

“Right now, there are only about 700mn 
Indians online,” says Nikhil Rathi, Founder, 
Director, and CEO of Indian Tier-III data 
centre operator Web Werks. “With only about 
half of the whole country connected to the 
internet, as the other half comes online, just 
imagine the data consumption.” Rathi paints 
a picture of a digital India consuming more 
data than any other country in the world, as 
everything from streaming video content 
to advanced analytics is adopted at record 
speeds. “All of those things are going to 
require compute infrastructure that doesn't 
exist yet,” Rathi adds. 

At this moment, the entirety of India’s data 
centre industry comprises approximately 400 
MW of capacity. “That's less than Singapore, 
London - it's less than a quarter of the capacity 
in Northern Virginia alone,” says Michael Goh, 
the General Manager for APAC operations at  
Iron Mountain Data Centers. “Given the size of 
the population, how young they are, and how 
much they're embracing digital services, that 
capacity is going to boom.” 

In the context of this pivotal moment in 
Indian history - the threshold of the country’s 
dawn as a digital superpower with the 
potential to go head to head with China and 

Inside Iron Mountain Data Centers 
and Web Werks Data Centers’ 
US$150mn joint venture to capitalise 
on India’s data centre boom

Michael Goh,
General 
Manager, APAC, 
Iron Mountain 
Data Centers

Nikhil Rathi,
Founder, 
Director & CEO, 
Web Werks 
Data Centers
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Mead Rusert, President, 
describes its industry-
leading approach 
and the standard of 
excellence underpinning 
its partnership with Iron 
Mountain

Founded in 1977 and 
headquartered in Kennesaw, 
Georgia, Automated Logic 
(a Carrier company) is an 
expert in the manufacture 
of building management 
systems (BMS) for data 
centres. Regarding the latter 
Mead Rusert, President, says, 
“Data centres have been 
part of our DNA since we 
launched a mission-critical 
division over 20 years ago. 
We combine our powerful 
building automation products 
with a dedicated execution 
team to deploy our data 
centre solutions more 
efficiently around the world. 
At Automated Logic, we like 
to say that we make buildings 
better.”

The company’s reputation 
for speed and reliability 
is partly rooted in the 

outstanding quality of 
its products. Automated 
Logic’s WebCTRL® building 
automation system, for 
instance, provides customers 
with a seamlessly integrated 
building system, incorporating 
air conditioning, heating, 
ventilation, electrical power 
management, and more – to 
create a sustainable data 
centre solution. As such, the 
company is able to provide 
facilities staff with a ‘single 
pane of glass’ to monitor and 
manage operations. “Our 
Strategic Accounts team 
partners with the client to 
create standards for their 
data centres, which leads to 
a consistency of design
and deployment around 
the world.”

It was this standard of 
excellence that secured 
the company’s partnership 
with data management 
company Iron Mountain, a 
collaboration that has now 
been ongoing for several 
years. “We’ve now earned 
the privilege of being the 
primary BMS provider across 

its portfolio, of which we’re 
very proud,” states Rusert. 
“The keys to success have 
really been to understand 
their processes: finding out 
what’s important to them 
as the client, incorporating 
that into the design, and 
then delivering a powerful, 
sustainable BMS using our 
single deployment model 
around the globe.” 

The result for Iron Mountain 
has been the optimisation 
of its data centre processes 
to create efficient and 
harmonious operations 
irrespective of location. 
“We’re very happy that 
Iron Mountain chose us as 
a partner. We want to instil 
the confidence that we can 
be the best BMS supplier and 
help with all its data centres 
going forward.”

LEARN MORE



At Automated Logic, data centers are part of our DNA. We designed and developed the industry-leading 
WebCTRL® building automation system, an intuitive, proven platform that provides real-time visibility and control 
of equipment, systems and facilities – from anywhere in the world. And our Strategic Accounts team delivers that 
innovation to real-world sites, installing the WebCTRL system with expertise and consistency around the world - 
bringing powerful, efficient, and sustainable data centers to life. 

WE MAKE 
DATA 
CENTERS 
SUSTAINABLE.

Visit www.automatedlogic.com/datacenters to learn more.

A Carrier Company. ©2021 Carrier. All Rights Reserved. 

Mead Rusert, President, 
describes its industry-
leading approach 
and the standard of 
excellence underpinning 
its partnership with Iron 
Mountain

Founded in 1977 and 
headquartered in Kennesaw, 
Georgia, Automated Logic 
(a Carrier company) is an 
expert in the manufacture 
of building management 
systems (BMS) for data 
centres. Regarding the latter 
Mead Rusert, President, says, 
“Data centres have been 
part of our DNA since we 
launched a mission-critical 
division over 20 years ago. 
We combine our powerful 
building automation products 
with a dedicated execution 
team to deploy our data 
centre solutions more 
efficiently around the world. 
At Automated Logic, we like 
to say that we make buildings 
better.”

The company’s reputation 
for speed and reliability 
is partly rooted in the 

outstanding quality of 
its products. Automated 
Logic’s WebCTRL® building 
automation system, for 
instance, provides customers 
with a seamlessly integrated 
building system, incorporating 
air conditioning, heating, 
ventilation, electrical power 
management, and more – to 
create a sustainable data 
centre solution. As such, the 
company is able to provide 
facilities staff with a ‘single 
pane of glass’ to monitor and 
manage operations. “Our 
Strategic Accounts team 
partners with the client to 
create standards for their 
data centres, which leads to 
a consistency of design
and deployment around 
the world.”

It was this standard of 
excellence that secured 
the company’s partnership 
with data management 
company Iron Mountain, a 
collaboration that has now 
been ongoing for several 
years. “We’ve now earned 
the privilege of being the 
primary BMS provider across 

its portfolio, of which we’re 
very proud,” states Rusert. 
“The keys to success have 
really been to understand 
their processes: finding out 
what’s important to them 
as the client, incorporating 
that into the design, and 
then delivering a powerful, 
sustainable BMS using our 
single deployment model 
around the globe.” 

The result for Iron Mountain 
has been the optimisation 
of its data centre processes 
to create efficient and 
harmonious operations 
irrespective of location. 
“We’re very happy that 
Iron Mountain chose us as 
a partner. We want to instil 
the confidence that we can 
be the best BMS supplier and 
help with all its data centres 
going forward.”

LEARN MORE

https://www.automatedlogic.com/en/solutions/industry-solutions/data-centers/


IRON MOUNTAIN DATA CENTERS & WEB WERKS

the US - Iron Mountain and Web Werks have 
come together in a historic undertaking that 
seems fitting for these noteworthy times. 

In February of 2021, Iron Mountain 
announced plans to invest $150mn into 
a joint venture with Web Werks over the 
next two years as the two companies 
leverage their unique strengths in tandem 
in order to capitalise on India’s imminent 
data centre boom. 

Iron Mountain: Security,  
Trust, and a Global Reach 
Since the early 1950s, Iron Mountain has 
been synonymous with security services you 
can trust. The Boston-based company spent 
its first 70 years safely storing physical data 
for companies throughout the US, as well 
as a number of government entities. Most 
famous for its hyper-secure facility built in  

“ Given the size of 
the population, 
how young they 
are, and how much 
they're embracing 
digital services, 
Indian capacity is 
going to boom”
MICHAEL GOH,
GENERAL MANAGER, APAC,  
IRON MOUNTAIN DATA CENTERS

IRON MOUNTAIN:

1951
Year Founded

20,000
Number of Employees

Data Centres
Industry

US$4.2bn
Global Iron Mountain  

corp revenue
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Michael Goh is the Senior 
Director and General 

Manager for Iron Mountain’s data 
centre division for Asia.  Prior to Iron 
Mountain, Michael spent 12 years 
at NTT Communications and last 
held a post of an Executive Director 
for Data Centre Services based in 
Singapore, where he successfully 
launched and grew NTT’s data 
centre business in Singapore. 
Michael’s initial leadership roles 
were with NTT, where he led a 
team of product managers and 
sales specialists and helped launch 
and manage NTT’s Data Center, 
Cloud and domestic connectivity 
products. Michael graduated with 
a Bachelor’s degree in Computer 
Engineering from the Nanyang 
Technology University in Singapore.
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MICHAEL GOH
TITLE: GENERAL MANAGER, APAC

COMPANY: IRON MOUNTAIN DATA CENTERS

a disused mine some 220 feet beneath rural 
Pennsylvania, Iron Mountain has leveraged 
its sterling reputation over the past decade 
into a successful transformation of its core 
competencies. Of course, you can still store 
a box of legal documents in an Iron Mountain 
facility but, more and more, the company’s 
key business has become building and 
managing the demand of its customers' 
digital infrastructure needs. Over the past 
few years, Iron Mountain Data Centers has 
built a substantial data centre platform in the 
US, where it operates sites from New Jersey 
to Phoenix, as well as across the Atlantic in 
London, Frankfurt, and Amsterdam. 

“We are currently very strong and 
growing fast in America and Europe,” Goh 
explains, “and we want to do the same in 
Asia but even faster. We want a substantial 
global platform.” Goh, a data centre and 

IRON MOUNTAIN DATA CENTERS & WEB WERKS

https://www.linkedin.com/in/michael-goh/
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Global specialists in mission-critical facilities, 
and data centre MEP consulting engineering 

Our depth of knowledge, innovation 
and experience combine to create 
forward thinking and sustainable data 
centre solutions that optimise return on 
investment, maximise flexibility, enhance 
reliability and minimise time to market.

LEARN MORE

�  �

https://i3.solutions/
https://twitter.com/i3solutionsgrp
https://www.linkedin.com/company/i3solutionsgroup/
https://i3.solutions/company-overview/


telecoms veteran with two decades worth 
of experience, is based in Singapore - where 
Iron Mountain opened its first APAC facility in 
2019. His previous success building extensive 
data centre platforms throughout the region 
is, he explains, exactly what Iron Mountain 
Data Centers has hired him to do. He explains 
that the reputation Iron Mountain established 
as a security-focused record management 
company is one of the keystones of their 
competitive advantage today. “We built up 
real customer trust over the 70 years that 
we were a record storage company. Now, 
as we have pivoted over the last decade 
into the data centre industry, we're bringing 
that customer trust with us,” he says. “Our 
customers who trusted us for decades to 
store their physical data now trust us to do 
the same with their digital data.” 

As a result of building a brand 
synonymous with reliability, Iron Mountain 
has amassed a global portfolio of more than 
230,000 customers, which the company is 
leveraging as it sets its sights on the Indian 
data centre market. However, entering a 
market as large and complex as India isn’t 
something to be done lightly. “Iron Mountain 
Data Centers has been looking for a way to 
enter the Indian market for the past three 

Nikhil is a serial tech 
entrepreneur and Founder 

& CEO of Web Werks, a global 
leader in data centres and cloud 
services. Web Werks Data Centers 
has been a leadrer in India for 
the past two decades. Acting as 
a business catalyst, Nikhil has 
mounted Web Werks on the global 
map, with six data centre locations 
in strategic cities with many 
marquee clients. Each of these 
large-scale data centres meet the 
market’s developing requirement 
for scalability, energy-efficient, 
highly interconnected, neutral 
facilities, so customers can have 
their critical infrastructure run non-
stop. Web Werks partnered in 2021 
with Iron Mountain Data Centers to 
enhance its presence throughout 
India and cater to a growing base of 
international customers.
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TITLE: FOUNDER, DIRECTOR & CEO 

COMPANY: WEB WERKS

IRON MOUNTAIN DATA CENTERS & WEB WERKS

“ We plan to expand into 
every major metro in India”

NIKHIL RATHI,
FOUNDER, DIRECTOR & CEO,  
WEB WERKS DATA CENTERS

https://www.linkedin.com/in/nishant-rathi-2513b620/?originalSubdomain=in
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years. We know it's a complicated market. 
It's not a market that any foreign entity 
can just enter alone, and we've seen other 
international companies try to enter the 
market alone and fail,” Goh explains. This 
cautious approach is what led Iron Mountain 
Data Centers to partner up with Web Werks, 
he continues. “We needed a partner that 
understands the market, and has the local 
know-how to help us be successful, which 
led us to Web Werks,” he says, adding that 
the $150mn of capital investment Iron 

Mountain has made into the joint venture 
“really highlights our commitment to the 
partnership’s success.” 

Web Werks: Local Knowledge, 
Interconnection, and Harnessing 
the Ecosystem 
Web Werks was founded in a cramped 
bedroom in the earliest days of India’s 
access to the internet with a princely 
“funding round” of $30 to host a single web 
page. “There was only one ISP in the country 

THE JOINT VENTURE’S 
THREE FACILITIES SO FAR

 
PUN-1 
Located near Pune International Airport 
in the heart of India’s Maharashtra data 
centre belt, PUN-1 colocation facility is 
easily accessible and connectivity-rich.
Capacity: 2 MW
Footprint: 38,000 sqft

MUM-1 
Located in the heart of one of the world’s 
fastest-growing data centre markets, 
MUM-1 offers low latency and the ability 
for customers to scale as they grow with 
a second 100.000 SQ FT, 12.5MW facility 
planned for 2022.
Capacity: 2 MW 
Footprint: 50,000 sqft

NCR-1
Located 30 minutes from central New 
Delhi and Indira Gandhi International 
Airport, NCR-1 is easily accessible and 
connectivity-rich.
Capacity: 2.75 MW 
Footprint: 70,000 sqft
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Iron Mountain Data Centers - Global Portfolio

at the time, which was state-owned, so 
there was basically no third-party hosting 
at all,” recalls Rathi. “But we steadily built 
portals, hosted services, and the data centre 
business actually grew out of the hosting 
group because at one point we were hosting 
around 5,000 resellers and around 85,000 
websites worldwide.” 

Today, Web Werks has grown into one of 
India’s most trusted colocation providers. “We 
started with a very small setup that grew into 
the three facilities we have today - one in Navi 
Mumbai, one in Pune, and one in Delhi NCR,” 
Rathi says. “When Web Werks mushroomed 
from one small facility to three Tier-III data 
centres today, it laid the foundation for the 
Indian market which, in combination with the 
solid global platform that Iron Mountain Data 
Centers has built in Europe, Singapore, and 
the US, has a lot of potential.”  

Rathi explains that, by combining 
Web Werks’ extensive knowledge and 
understanding of the Indian data centre 
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NetRack has been a leading OEM for Racks 
and PDU for IT/Telecom sector & has been 
progressive in developing/designing various 
innovative products range under its umbrella to 
offer distinctive dimension to these industries. 
NetRack foresees itself as a single-window 
solutions provider for all data, network, and 
server related concerns. 

STORE|SECURE|STREAMLINE|SYSTEMISE

Learn more � � � �

https://www.netrackindia.com/
https://twitter.com/NetrackPvtLtd
https://www.facebook.com/NetrackEnclosuresPvtLtd/?ref=br_rs
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https://youtube.com/user/NetrackEnclosures
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market, as well as its position as an 
established local brand with a huge 
ecosystem of partners and customers, 
with the globalised design standards, 
brand recognition, consumer trust, and 
capital that Iron Mountain Data Centers 
brings to the table, the joint venture is set 
to rapidly expand throughout both the 

Indian colocation industry and into the 
country’s hyperscale market. Web Werks 
Data Centers hosts more than 180 ISPs 
in its Navi Mumbai facility alone, as well 
as three major internet exchanges, OTT 
and CBS players both from India and 
overseas - bringing a dense carrier neutral 
interconnection ecosystem to the table. 
“What we haven't been able to do so far 
is cater to the hyperscale market, and 
that's what Iron Mountain is going to help 
us to do. It's the last missing piece of the 
puzzle,” Rathi adds.

Pan-Indian Expansion 
“Web Werks has this huge ambition to 
grow, and so does Iron Mountain Data 
Centers. Our outlooks and philosophies 
are very closely aligned,” Goh continues. 
Since its announcement in February, the 
joint venture has bought a 100,000 square 
foot land parcel adjacent to Web Werks 
Data Centers’ existing MUM-1 facility and 
- much like the country’s digital economy 
- is poised for an explosion of activity. 

“ What we haven’t 
been able to do so 
far is cater to the 
hyperscale market, 
and that's what Iron 
Mountain is going 
to help us to do”
NIKHIL RATHI,
FOUNDER, DIRECTOR & CEO,  
WEB WERKS DATA CENTERS
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“We plan to expand into every major 
metro in India. We're looking at Bangalore, 
Chennai, and Hyderabad, to offer even 
more to the ecosystems we already 
serve,” says Rathi, casting his eyes ahead 
to a growing tidal wave of demand on the 
horizon. “India used to pull all its data from 
the US and other foreign countries. Now, 
there's content being made and stored here 
and more data than ever being imported. 
All that content has to be hosted in India,” 
he says. “To be ready for this datanami, 
we have teams in Bangalore, Chennai and 
Hyderabad getting everything ready for our 
expansion into those markets as well. The 
demand is out there, and we should follow.” 

Goh agrees. “It's also no secret that we 
want to bring new customers into our 
business and help them succeed. So, 
bringing more customers to India from our 
global base and building more data centres 
in India are our two key goals for the next 
year and a half,” he says, adding that the first 
Iron Mountain customer had already been 
onboarded into one of the joint venture’s 
Indian facilities. 

Rathi also notes that, much like the 
tide of data flowing in and out of Indian 
servers, the movement of Iron Mountain’s 
customers into the joint venture’s 
facilities isn’t just a one-way street. “The 
future of this partnership also allows 

IRON MOUNTAIN DATA CENTERS & WEB WERKS
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Web Werks' customers to grow into Iron 
Mountain's facilities. We've had a number 
of conversations already with our Indian 
customers who want to grow into Iron 
Mountain's US and European data centres,”  
he says excitedly. 

The next 18 months will be full of 
exciting new developments as the joint 
venture begins to build at scale with speed. 
Rathi states that “’one of the first next 
milestones is to get the MUM-2 facility 
expansion of 12.5MW up and running,” 
which is something he’s confident that the 
partnership between Web Werks and Iron 
Mountain Data Centers can accomplish. 
“We were looking for an excellent partner 

to help us evolve to our next stage 
of growth, and there's no better 
partner than a trusted name like Iron 
Mountain Data Centers,” he says. “That 
combination is what we intend to 
leverage to start catering to hyperscale, 
enterprise and retail customers as the 
Indian data centre market booms.”

Iron Mountain:

Web Werks:

“Our customers 
who trusted us for 

decades to store 
their physical data 

now trust us to 
do the same with 
their digital data”

MICHAEL GOH,
GENERAL MANAGER, APAC,  

IRON MOUNTAIN DATA CENTERS
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T he world’s best-kept secret” is 
how Anna-Lisa, Miller Group CISO, 
describes Spectris, which may sound 

like a clandestine organisation from the 
latest James Bond movie, but is in fact a 
UK-headquartered company focused on 
its sustainable cybersecurity as part of its 
digital transformation. 

Spectris defines its purpose as helping 
to make the world “cleaner, healthier, 
and more productive” through precision 
measurement for global customers. This 
extends from producing oxygen analysers 
used in ventilators during the pandemic, 
to helping automotive manufacturers 
develop new electric powertrain 
technology, to supplying 200 temperature 
and pressure sensors for critical use on a 
space rocket and manned capsule. 

Headquartered in Egham, Surrey, 
Spectris employs approximately 7,500 
people located around the world. Precision 
is at the heart of their operations providing 
global customers with specialist insight 
through high-tech instruments and test 
equipment, augmented by the power of 
our software. With revenues in excess 
of £1.3bn in 2020, Spectris is one of the 
largest companies in the FTSE 250.

Therefore, it is no surprise that it could 
be a target for cybercriminals which is why 
Spectris is focusing on its cybersecurity 
as part of its digital strategy. As Spectris 
precision instruments seek to help 
companies become “the best they can be'', 
an invisible threat is always on Miller’s radar 

Adam Forde CIO and Anna-Lisa Miller CISO 
of Spectris - which provides insight through 
precision measurement - discuss their digital 
strategy and cybersecurity

Adam Forde
CIO, Spectris

Anna-Lisa Miller
Global CISO, 
Spectris
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- that of an opportunistic cyberattack which 
could disrupt production and revenue.

“Spectris really is one of the world's best-
kept secrets,” commented Miller, who joined 
the company in 2017 and is one of very few 
women who specialises in cybersecurity.

“Spectris helps other companies to be 
utterly brilliant. We provide high precision 
instrumentation - that are then further 
enhanced, with our analytics and insights 
and our powerful software. We provide 
companies with the ability to become more 
efficient and effective across healthcare, 
pharmaceuticals, food, aerospace and 
defence, automotive and more!”

Not only has Spectris provided sensors 
for ventilators during the pandemic 
but they have also been working with 
pharmaceutical companies.

“The work we have done during the 
COVID-19 pandemic is really important 
to us and we are extremely proud that 
our oxygen analysers have been used on 
ventilators and incubators. We've also 
helped pharmaceutical companies develop 
their COVID vaccines with our instruments. 
Spectris touches so many aspects of life,” 
said Miller.

Commenting on her evolving role as 
a cybersecurity expert she said: “I think 
security has changed a lot during the past 20 
years. When I think back to when I started 
my career, IT security was considered a 
bolt-on at the end of a project. In some 
ways, we often felt like we were at the 
bottom of the food chain. 

“Today, it's the complete opposite. We're 
now an enabler. We're a true business 
partner. We are recognised as being the 
people that address probably one of the 
most difficult risks that businesses face 
these days. I think security and the way that 
we manage security has really transformed.”

Four pillars of Spectris digital strategy
Overseeing the company’s overall 
digital transformation is “the guardian of 
technology” Adam Forde, Group CIO who 
joined the company two years ago. “This 
is one of the most exciting times in history 
to work in technology”, said Forde who 
described the four pillars of the Spectris 
digital journey:

• Product - sensors (hardware and  
software) and digital simulation  
products and how data science  
produces results to help the client

• Customer - personal and unique 
relationship

• Employees - how IT has enabled 
engagement during pandemic and  
hybrid working

• Supply chain - how to get intelligence  
from the supply chain
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With over 20 years of technology 
experience, including the last 

10 years at an executive level, I have 
had the opportunity to lead multiple 
business transformation programs, 
across a wide range of companies 
(Credit Suisse, GE, Coca-Cola and now 
Spectris). I most enjoy building and 
leading high-performance teams. I 
live in Surrey, am married to Elena and 
have to kids, Jack (15) and Emma (12). 
When I’m not working, I coach a local 
rugby team, enjoy running, cycling, 
gardening and DIY. I also provide a free 
of charge UBER service to my kids.
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“ What we're looking at 
is how do we get real 
intelligence through 
our supply chain so 
that we can understand 
the model of what's 
happening. This is so 
we can apply things like 
lean six Sigma and other 
best practices digitally 
to minimise disruption”
ADAM FORDE
CIO, SPECTRIS

https://www.linkedin.com/in/adam-forde-general-manager-it/?originalSubdomain=uk
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“SIMPLY PUT, IF 
YOU DON’T KNOW 
ABOUT AN ASSET, 
YOU CAN’T 
PROTECT IT.” 
-  Doug Graham 
   Chief  Trust Officer, Lionbridge

LEARN MORE

AXONIUS: CYBERSECURITY ASSET MANAGEMENT
Axonius helps companies 
gain visibility into all devices 
connected to their network—
giving clients confidence, 
clarity, and control.

Axonius x Spectris: Cybersecurity 
Asset Management
Imagine what Spectris had to do the day 
after enabling work from anywhere’, says 
Dean Sysman, the co-founder of Axonius. 
When you have countless types of devices 
connecting to your network across the 
world, how do you stop cybercriminals 
from wreaking havoc? 

To solve this problem, Axonius created 
a product that connects to all existing 
controls in a company’s network. Its 400+ 
adapters connect to security platforms, 
networks, cloud platforms, identity 
platforms, and more to pool that data 
together. ‘We give you a comprehensive 
and real-time asset inventory’, Sysman 
says. ‘Once we collect device data, we 
correlate it to give our clients a single 
source of truth’. 

The Partnership
To help Spectris manage its newly remote 
workforce, the Axonius platform provides 

insight into every device—whether it’s 
managed or unmanaged, in the cloud, 
or on-premise. For every connection,  
you need to understand its context.  
Does it have permission to connect to  
that resource? Are its users permitted 
to access the network? 

In addition, Axonius’s solution will 
help Spectris automate how it reacts 
to risk. This layer of security extends 
to IT, operations, infrastructure, and 
engineering—essentially mitigating  
the danger of digital attacks. 

Looking Forward
Since Dean and his co-founders started 
Axonius four years ago, it’s raised 
US$195mn in funding. Now, as 2022 
unfolds, Axonius intends to bring 
companies even greater clarity and  
control over their networks. But it’s 
just the seed of something greater. 
‘Cybersecurity asset management is  
not a solution’, Sysman says. ‘It’s your 
starting point’. 

LEARN MORE

FACEBOOK   LINKEDIN   TWITTER 

https://www.axonius.com/resources/lionbridge-case-study?utm_campaign=BizClick%20Media&utm_source=bizclick&utm_medium=banner%20ad
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“SIMPLY PUT, IF 
YOU DON’T KNOW 
ABOUT AN ASSET, 
YOU CAN’T 
PROTECT IT.” 
-  Doug Graham  
   Chief  Trust Officer, Lionbridge
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Axonius helps companies 
gain visibility into all devices 
connected to their network—
giving clients confidence, 
clarity, and control.

Axonius x Spectris: Cybersecurity 
Asset Management
Imagine what Spectris had to do the day 
after enabling work from anywhere’, says 
Dean Sysman, the co-founder of Axonius. 
When you have countless types of devices 
connecting to your network across the 
world, how do you stop cybercriminals 
from wreaking havoc? 

To solve this problem, Axonius created 
a product that connects to all existing 
controls in a company’s network. Its 400+ 
adapters connect to security platforms, 
networks, cloud platforms, identity 
platforms, and more to pool that data 
together. ‘We give you a comprehensive 
and real-time asset inventory’, Sysman 
says. ‘Once we collect device data, we 
correlate it to give our clients a single 
source of truth’. 

The Partnership
To help Spectris manage its newly remote 
workforce, the Axonius platform provides 

insight into every device—whether it’s 
managed or unmanaged, in the cloud, 
or on-premise. For every connection,  
you need to understand its context.  
Does it have permission to connect to  
that resource? Are its users permitted 
to access the network? 

In addition, Axonius’s solution will 
help Spectris automate how it reacts 
to risk. This layer of security extends 
to IT, operations, infrastructure, and 
engineering—essentially mitigating  
the danger of digital attacks. 

Looking Forward
Since Dean and his co-founders started 
Axonius four years ago, it’s raised 
US$195mn in funding. Now, as 2022 
unfolds, Axonius intends to bring 
companies even greater clarity and  
control over their networks. But it’s 
just the seed of something greater. 
‘Cybersecurity asset management is  
not a solution’, Sysman says. ‘It’s your 
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Title of the video

“In my 20-plus years, I've never seen 
anything like it, where technology and 
technologists are moving from the back 
office to the front office. It's just wonderful. 
I feel very fortunate to be working in this 
era and for an organisation like Spectris,” 
commented Forde who provides more 
detail about the four pillars of the 
company’s digital strategy. 

1 Product
“From a product perspective, we make 
and manufacture sensing hardware and 
have been enhancing that with software,” 
commented Forde who posed the question. 
“How do we use software to develop deeper 
insights from our instruments so that our 
customers can do things differently? 

“The answer is we're using software 
to create digital, entirely simulation-
type products. We're also using software, 
specifically data science, to help our 
customers understand what's happening  
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I’ve been working in security 
for my whole career spanning 

more than two decades. I’ve been 
really fortunate to work with 
amazing people all around the world 
through consulting with PwC and 
EY and working with some of the 
world’s best loved brands including 
Nestlé, Johnson & Johnson, GSK, 
Unilever, Xerox, Shell, British Airways 
Engineering, the BBC and Merlin 
Entertainments. Now I’m the CISO 
for Spectris and have been for the 
last four years. I really do believe that 
great security enables all of us to 
work efficiently and effectively while 
protecting the enterprise's digital 
assets. When I’m not at work or home,  
I can often be found swimming in 
rivers, lakes and seas.
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ANNA-LISA MILLER
TITLE: GROUP CISO 

COMPANY: SPECTRIS

“ From a cybersecurity 
standpoint, I think 
organisations generally 
have an awful lot to 
do to help their digital 
transformations move 
at pace and make sure 
that it's sustainable”
ANNA-LISA MILLER
GLOBAL CISO, SPECTRIS

https://www.linkedin.com/in/anna-lisa-miller/
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QUICK FIRE QUESTIONS
 

In the hot seat with Adam Forde, 
Group CIO Spectris

What plans do you have for the future?
“We plan to keep growing profitably and 
investing in developing new products that 
meet our customer needs. We're always 
looking at our portfolio of businesses to 
see what changes we can make as things 
become available. We very much have 
our eyes on the horizon in terms of new 
opportunities.”

What does Spectris mean?
“The Spectris name reflects the 
transformation of Fairey (the original 
company name) into a specialist 
technology-based instrumentation and 
electronic controls company, and was 
actually the name of a German company 
the Fairey Group acquired in 2000. Today, 
we have very simple values, which are to 
be true, aim high, own it.”

You have come a long way since Sir 
Richard Fairey founded the company in 
1915 to manufacture seaplanes - what 
legacy did he leave behind for Spectris?
“The legacy of engineering is very much 
alive, we are essentially an engineering 
company”.

in terms of the results they're getting from 
the instrument. The idea being that's the 
value chain of our customer and if we can 
help them gain greater insights and work 
more effectively, that's a win for them.”

2 Customers
“The focus on our customers is the second 
piece of our digital strategy and I hope 
it has been a significant accelerator. We 
were already running marketing campaigns 
through our website and through social 
media. What we weren't doing was running 
digital conferences and events. We have now 
shifted quite powerfully into the virtual space. 

“Looking at that journey for our 
customers, you want to take them to being 
an advocate for our company so we have 
to look at how we do that from a digital 
perspective. You start to get quite a broad 
range of interactions, but you have to ensure 
that it is personal to the customer, unique to 
the customer but consistent.”
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3 Employee
Forde pointed out Spectris digitised HR last 
year through Workday. “That now enables 
our employees to feel much more engaged 
with the organisation, our values and how 
we manage performance. As a result of 
COVID-19, we had to run ourselves digitally 
through mediums like Microsoft Teams.”

4 Supply Chain
Forde commented that the supply chain is 
where Spectris is now heavily focused and 
how they get real intelligence through the 
model to see what’s happening. “We’re not 
a mass manufacturer like a Ford or Toyota, 
we make a small number of products per 
year, so we are not looking to create a 
factory staffed with robots.

“What we're looking at is how do we get 
real intelligence through our supply chain 
so that we can understand the model of 
what's happening. This is so we can apply 
things like lean six Sigma and other best 
practices digitally to minimise disruption.”

One exciting development is a pilot 
scheme to use Augmented Reality (AR) 
technology to train test engineers on the 
Spectris production lines - a procedure 
that usually takes up to six months. 
“We're using AR technology to create 
guided training videos so that when we 
get a new starter into production, they'll 
start wearing the goggles and it will guide 
them through the steps until they are 
fully trained,” said Forde.

Advantages of hardware and 
analytical simulation software
Forde highlighted the advantages of 
Spectris hardware, analytical, and 
simulation software and how this saves 
time for their clients – in areas such as 
new automotive or aircraft development. 

“ I think it's important 
that organisations 
think carefully 
about what digital 
transformation means 
to them and what their 
own digital journey 
is as cybersecurity 
professionals”

ANNA-LISA MILLER
GLOBAL CISO, SPECTRIS

1915
Year Founded

7,500
Number of Employees

Industrial 
Technology

Industry

£1.3bn
Revenue in 2020
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“Historically, when it comes to 
developing new products, you build a 
prototype and attach a bunch of sensors 
and then put it through some real-world 
scenarios. Analytical simulation is about 
doing all of that without having to build a 
physical prototype and this significantly 
shortens the product development 
lifecycle time, saves cost and resources.

“For example, if a car manufacturer 
could take three years to go from design to 
production a large amount of that time is 
spent in physical testing. Anything we can 
do through digital simulations to reduce that 
cycle time saves our customers time and 
money. It's not just in the automotive industry 
but also in aerospace, pharma, and academia 
where people are trying to build things and 

they need to do this more quickly. They can 
use our sensors as part of their approach.”

Sustainability in cybersecurity
But as Spectris precision instruments seek 
to help companies become the best, an 
invisible threat is always on Miller’s radar - 
that of an opportunistic cyberattack which 
could disrupt production and revenue.

“I think businesses of all shapes and 
sizes have now come to realise that 
they're impacted by cybercrime. A day 
doesn’t seem to pass when you don’t see 
something in the news about a cyber attack. 
Although they tend to focus on larger 
organisations, all companies or people in 
some shape or form have been impacted 
by cybercrime.”
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Miller points out that at Spectris they work 
on embedding a sustainable cybersecurity 
culture which they adopt in a holistic way, 
taking into account the layers which have 
evolved on the digital journey during the 
past few years.

“From a cybersecurity standpoint, I think 
organisations generally have a lot to do to help 
their digital transformations move at pace and 
make sure that it's sustainable”, said Miller. 

“There aren't many organisations that 
don't recognise cyber risk as being one of the 
biggest and most tricky risks to handle at the 
moment. When you layer on top of that the 
amount of change and the pace of change 
that comes through digital transformation, 
you then need to consider each capability 
associated with that digital transformation 
because there will be a cyber implication. 

“If I think back 10 years ago in IT 
cybersecurity, we always had to justify why 
there was a risk, which typically had a direct 
financial impact. The reality now is there are 

just so many different types of attack and 
so many different incentives that disruption 
itself is often just a good enough reason.

“We now just have to accept that it is 
going to happen. So that layer of protection 
of digital transformation becomes even 
more important than ever because we have 
to protect that change which is going to 
generate competitive advantage, so we now 
have a big responsibility in cybersecurity to 
protect that. 

“Digital transformation does mean 
different things to organisations. For some, 
it could mean replacing old digital with 
new digital, for some, it could be an ERP 
implementation. I think it's important that 
organisations think carefully about what 
digital transformation means to them 
and what their own digital journey is as 
cybersecurity professionals. We then need 
to understand that digital journey and do 
everything we can to make sure that it is 
successful and that we manage that cyber 
risk effectively,” said Miller.

Evolving Spectris ecosystem
Forde said Spectris has always worked with 
distributors and channel partners but he 
now sees the ecosystem model moving 
into product development, design, and 
manufacturing.

“If we want to move at a really fast 
pace, we need to work with organisations 
for whom that's in their DNA. That's a big 
growth area for us.”

Miller pointed out the key partnerships with 
BlackBerry and Axonius were important to 
Spectris. “We've been working with BlackBerry 
for a number of years in several areas, but 
from a cybersecurity perspective, we are using 
their Cylance suite for managed detection 
and response as well as digital forensics. We 
are using that as a group-wide solution.
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“We are also delighted to partner with 
Axonius as we use their service and product. 
Something that's really important to me is 
defence in depth. We don't ever look for a 
silver bullet in terms of security and what 
Axonius does for us is help us to get quick 
and accurate visibility of the security on 
every asset we have across our estates and 
to fine-tune when required.”

Summing up the digital strategy at 
Spectris, Forde said it was not all about the 
technology as digital is a team sport.

“Technology is a massive enabler, but 
it's also about all of the different functions 
within a business, understanding that the 
fundamental business model will shift and 
it needs to be dealt with urgently. But there 
needs to be a focus on the customer and 
the employee. The customer, because that's 
where the revenue comes from and the 
employee, because they're the people who 
make it happen and will define the success.”

Miller echoed Forde’s comments and 
added: “When it comes to cybersecurity, 
we have an additional role to play when it 
comes to empowering people because the 
reality is that people are vulnerable to cyber 
attacks within the business, but also in their 
personal lives.

“I think we have a responsibility to 
help people in both of those aspects. 
Cybersecurity belongs to everybody, and we 
want to empower everybody to make good 
decisions and to know what behaviours will 
help the business and themselves when it 
comes to protecting data, equipment and 
technology from cybercrime,” she said.

Summing up Spectris USP, Forde said: 
“We combine great people, providing great 
services with a great set of products.”

“ We're using augmented 
reality technology to 
create guided training 
videos so that when we 
get a new starter or into 
production, they'll start 
wearing the goggles 
and it will guide them 
through the steps until 
they are fully trained”

ADAM FORDE
CIO, SPECTRIS
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racle offers an integrated 
suite of applications, 
plus secure, autonomous 
infrastructure in the 

Oracle Cloud. Oracle Financial Services, 
the fintech business of Oracle, enables 
financial companies to deliver better 
services. Oracle defines these services as 
being truly centred around the customer, 
digitised in their entirety, intelligent 
in process, and resilient as a growth 
enabler. Powered by cloud infrastructure 
and technology innovation, its financial 
services portfolio is built with deep 
domain expertise and a best-of-breed 
acquisition strategy. 

Today, Oracle’s solutions blend 
decades-long knowledge of banking 
with consistent product innovation and 

investment to make it the industry-
leading platform for banks. It offers a 
mix of deep functionality, coupled with 
modern architecture and model choice 
deployment—giving financial institutions 
the best options based on their operating 
models and business strategy.  

The foundation of next-generation banking 
success begins with the architecture 
and technology decisions made today
Customer demographics, demands and 
shifting technology paradigms will decide 
the shape of next-generation banking. 
Digital natives and adopters now demand 
banking embedded in their lives with 
seamlessly connected actions, advice, 
and support that is personalised to them 
and based on their life moments.

Sonny Singh shares how Oracle’s agile, deeply-invested 
banking architecture has been designed for success  

in a FinTech innovation-fueled landscape
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As a result, banks will need to reinvent 
themselves at a breakneck pace to retain 
and win new customers. There will always be 
fintech innovators offering a better customer 
journey, leveraging the latest data-driven 
capabilities that can take customers off the 
market. Therefore, banks must be inherently 
agile, open, and architecturally flexible. 
According to Oracle, this is the only option. 

To help banks adapt, Sonny states, 
‘Oracle's banking architecture is developed 
to provide banks with the power to 
determine their success path in a rapidly 
changing landscape, based on their customer 
demands. Our strategy has been to provide 

FUTURE OF BANKING
A Continuous Shape Shift
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ORACLE FINANCIAL SERVICES “Prepare for change, 
expect continuous 

disruption and build  
for instability”

SONNY SINGH
EXECUTIVE VICE PRESIDENT & 
GENERAL MANAGER, ORACLE 

FINANCIAL SERVICES

a functionally rich and componentised 
product suite that helps banks drive a 
progressive transformation and continuous 
innovation strategy with built-in innovation. 
Our customers can focus on outcomes and 
not waste time experimenting with new 
tech and architectures, and we give them a 
complete choice on deployment. This sets 
them up for the next generation of banking’. 

Overall, Oracle Financial Services takes 
an architectural-first approach to provide a 
blueprint for banks to continuously adapt to 
the shifting shape of banking. To do so, it gives 
customers a complete choice of deployment 
that will set them up for the next generation. 

ORACLE FINANCIAL 
SERVICES AT A GLANCE 

• Among the world's top core banking 
applications, Oracle Financial Services 
processes transactions for more than  
730 banks and financial institutions across  
160 countries worldwide—including  
Tier 1 global banks, super-regionals,  
digital and neo-banks, Islamic banks,  
and microfinance organisations 

• 23 out of 30 globally systemically 
important banks (G-SIBs) use its  
analytical applications for risk, finance,  
and compliance 
 
In addition, Oracle Financial Services:  

• Processes US$400mn life and health 
insurance policies each year 

• Manages US$200bn in revenue for  
banks and payments processors 

• Stands as one of the fastest-growing 
payments platforms with the industry’s 
most modern, standards-based 
payments platform

• Leads in asset finance solutions, including 
mobile device, vehicle, equipment, 
consumer finance, sub-prime, property 
rental, and vacation ownership
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W1TTY: 

The smart finance innovator uses Oracle 
for hyper-personalised yet highly relevant 
financial services 
W1TTY aims to put customers in charge of their 
finances by delivering hyper-personalised 
services at transparent rates.  As a disruptor 
to the status quo, W1TTY needs to move fast 
on all fronts. W1TTY chose Oracle Banking to 
deliver an easier and more rewarding financial 
experience to customers.  The Oracle Banking 
suite, equipped with payments, a digital core, 
microservices, comprehensive open API set, and 
cloud-ready architecture, helped WITTY provide 
digital services with native apps in a fully mobile-
driven experience to customers in just 13 months.  

Launching in the fall of 2021, W1TTY will 
expand its suite of services, flexibility, and 
scalability with the latest cloud technology.  
‘The role of financial services in the next era is  
to operate on a more personal level’, Ammar 
Kutait, Founder of W1TTY explains. ‘You have to 
tailor each offering based on your customer’s 
current financial situation, life circumstances, 
and goals’. In Oracle, it found a truly scalable 
solution that will serve its global ambitions for 
years to come.  

MASHREQ: 
Building the next-generation  
transaction bank with Oracle 
Mashreq Bank, one of the United Arab Emirates’ 
leading financial institutions, envisions building 
the transaction banking business of the future. It 
believes that multi-channel coverage, end-to-
end digitisation, seamless integration with client 
value chains, and analytical frameworks will be 
the fundamental elements of next-generation 
transaction banking. As the industry shifts, 
Mashreq foresees a bigger role for distributed 
services, APIs, and emerging technologies. 

Mashreq also wants to build a business 
model that is fundamental ‘client native’. With 
this vision in mind, it chose Oracle Financial 
Services to provide the platform for its next-
generation transaction banking. With Oracle, 
we have ‘the foundations of innovation and 
product development, built with the best in 
class microservices technology which enables 
us to add agility and product innovations, 
scalability, connectivity, and flexible 
deployment models globally’. 

With its componentised framework and 
best-in-class microservices, OFS will enable 
the bank to be highly responsive, ready for 
disruption, and deliver value back to corporates 
by offering services and solving problems at a 
lower cost.

FINXP: 

Charting an alternative  
banking future with Oracle 
A fintech specialising in the B2B payments in 
Europe, finXP challenges traditional European 
banking. By capitalising on the rapid expansion 
of open banking to business, it provides faster, 
more simplified payments to next-generation 
businesses that prefer flexible payments and 
banking. This agility is why finXP chose Oracle to 
build its open infrastructure. 

According to Jens Podewski, CEO and 
Co-founder of finXP, financial services will grow 
increasingly flexible. ‘Payment and banking 
service providers will need to adapt and have 
the right infrastructure, mindset, and business 
model to handle new customer demands. Our 
customers will expect commercial banking 
to be more similar to consumer banking—a 
frictionless experience. In Oracle, we found 
a platform that enables us to empower our 
customers by being agile and a versatile 
payments and banking provider’. 

CUSTOMER SPOTLIGHTS
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“ Next generation 
banking 
systems will be 
autonomous, 
intelligent, 
available in 
real-time, and 
highly secure”
SONNY SINGH
EXECUTIVE VICE PRESIDENT & GENERAL 
MANAGER, ORACLE FINANCIAL SERVICES

Building better digital banks

A perfect blend of functionality and flexibility 
It’s time to think differently as the rules of 
banking are being redefined. Finding new 
revenue models, accelerating roadmaps 
to digitalise experiences, managing risk 
and regulation while delivering more with 
less is the new mandate. Market-leading 
banks will need to rapidly adjust to these 
new conditions, and as we mature into an 
ecosystem of embedded banking, survival 
will be based on the ability of banks to 
rapidly adapt their products and services 
to new channels and open ecosystems.  

For example, younger customers are 
interested in payment methods other than 
traditional credit and lending. Oracle’s 2020-
2021 Global Retail Banking Consumer Trends 
Survey & Report found that 20% of banked 
customers aged 30 and below are very likely 
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“Oracle is continuously investing 
to create the most modern digital, 

data and core platforms in the 
financial technology space”

SONNY SINGH
EXECUTIVE VICE PRESIDENT & GENERAL 

MANAGER, ORACLE FINANCIAL SERVICES

to use an alternative method for all payments 
in the next 12 months. Exploring customised 
lending options and participating in market 
collaborations to offer revenue value-adds 
like POS financing or specialised consumer 
lending options creates a new revenue stream 
and customer acquisition path. In this type of 
ecosystem, banks with limited functionality 
will lose market share to their competitors. 

Therefore, to succeed in the next 
generation, banks will need to deliver quality 
yet agile services that provide a differentiated 
experience. As such, Oracle’s banking 
portfolio is built with the richest functionality. 
This creates a domain-driven design approach 
that spans retail banking, corporate banking, 
and business lines from financial inclusion to 
Islamic banking. 

Open and interoperable right from the start 
Oracle’s product engineering prowess 
ensures that its banking solutions are open. 
With 3000+ exposed microservices and 
open APIs across its platforms, its systems 
are designed to be interoperable, secure, 
and seamless across systems, gateways, 
and regulatory interfaces. Oracle Financial 
Services is also an early adopter of standards, 
making its services easy to consume 
and connected right from the start. 
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Programmed for continuous innovation 
Oracle Financial Services leverages 
enterprise innovation to quickly deploy 
early-market and industry-leading 
technologies, like cloud services, to stay 
ahead of disruption, bringing benefit to 
each of the customers regardless of size 
or geography. For example, banks have 
quickly deployed use cases—such as 
approvals on wearables, peer-to-peer 
payments, voice-assisted transactions, 
chatbot-based self-originations, and micro-
transactions via Quick Response (QR) codes. 

The company is embedding artificial 
intelligence capabilities and automation 
processes into its systems to help banks 
track customer behaviour and preferences. 
The more banks know, the better they can 
adapt to consumer demands and thrive in an 

ever-changing financial landscape. 
Oracle’s technology paradigm of 

continuous innovation and continuous 
delivery supports this philosophy—and 
DevOps plays an important role in its 
iterative, agile design. All of its applications 
work together to pave the way for the 
effective digital bank of the future. 

Microservices for the real 
world, not a buzzword
Oracle Financial Services takes a 
foundational approach to microservices 
by building out new capabilities on a 
cutting-edge chassis that creates resiliency, 
scalability, and flexibility across the 
institution’s operations.  Microservices allow 
banks to realise the benefits of modern 
architecture and create a protected, 
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Sonny Singh has served as 
general manager of Oracle 

Financial Services since 2013 and 
was named executive vice president 
in 2019. In this role, Singh has 
worldwide responsibility for Oracle’s 
product portfolio for the financial 
services industry across banking, 
insurance, and capital markets. 
His organisation spans all business 
functions including product strategy, 
research and development, mergers 
and acquisitions (M&A), sales, 
consulting, marketing, and customer 
service. In addition, his operational 
responsibilities include Oracle 
Financial Services Software (OFSS), a 
publicly held company, where he is a 
member of the Board of Directors.

Prior to his current role, Singh was 
the senior vice president responsible 
for all functions in Oracle's go-to-
market strategy, including product 
marketing, competitive intelligence, 
field enablement, and M&A integration 
across Oracle's entire product and 
services portfolio. His organisation 
delivered all of Oracle's strategic 
customer engagement capabilities, 
including solutions and expertise 
for all industry vertical segments; 
the Oracle Insight program, 
Oracle's branded value engineering 
competency; and Oracle Solution 

Centers. Additionally, his organisation 
was responsible for the expert 
resources, tools, and capabilities for 
two key market segments: Oracle Key 
Accounts and Midsize.

Prior to that, Singh was group vice 
president for Oracle Consulting, 
where he led Oracle’s services 
business in North America Strategic 
Accounts. Singh began his Oracle 
career in 1990 and has had held a 
number of leadership roles in Oracle’s 
consulting and sales organisations, 
focusing on Oracle Applications.

Singh holds an MS in industrial 
engineering from Stanford University 
and a BS in mechanical engineering 
from Punjab University, India.

Sonny Singh
TITLE: EXECUTIVE VICE PRESIDENT AND GENERAL MANAGER 

COMPANY: ORACLE FINANCIAL SERVICES

LOCATION: PALO ALTO, CALIFORNIA, UNITED STATES
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ORACLE FINANCIAL SERVICES 

Extreme
Flexibility

Built on core principles on 
parameterization componentization

Functional
Richness

Covers all needed functionality out of 
the box—CASA to Lending and Asset 
Finance as well as Investments and 
Subscription Pricing

Open REST APIs
API

Global FinTech ecosystems 
with +3,000 open APIs

KYC & AML

Compliant and comprehensive customer 
onboarding as well as KYC processes, 
Intelligent AML as well as detecting fraud 
and trapping customer behavior

Architecture

Evolved with Microservices 
Architecture 

Machine Learning
& AI

Offered with smarter intelligence and 
predictability to detect customer buying 
patterns, attrition as well as NLP based 
automation

Digital
Experience
Platform

Core agnostic customer experience 
and engagement 

Blockchain

Adapted to Blockchain use cases

Cloud Ready

Ready to be deployed on Cloud 

Extended Core
Regulation, Risk,
Finance and
Compliance

Integrated with Modern Risk and 
Finance and Oracle ERP 

Business Model
Adaptability

From Mobile only to digital 
only. From Microfinance to 
Investor Servicing.

Multi-Country
Deployments

Experience across +160 countries

Payments

Real-time, ISO 20022 platform ready

Oracle in Banking 
Continuous Evolution and Results 

ORACLE IN BANKING
Continuous Evolution and Results

“ Banking should 
be invisible 
and embedded 
within the 
customer’s life”
SONNY SINGH
EXECUTIVE VICE PRESIDENT  
& GENERAL MANAGER,  
ORACLE FINANCIAL SERVICES

ORACLE FINANCIAL SERVICES 
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scalable environment to deploy new 
capabilities quickly, bringing continuous 
innovation to the marketplace. This provides 
responsiveness and predictable experiences 
to customers and bankers and helps them 
leverage AI/ML for workflow automation.  

As the banking ecosystem evolves, 
microservices and a component-based 
architecture will help banks weather 
the unknown and transition away from 
monolithic and legacy environments. 

 
Cloud as the essential 
element of adaptability 
Cloud will be the default infrastructure 
option for market-leading banks. Running 

on Oracle’s cloud infrastructure, Oracle 
Financial Services offers its solutions on 
a cloud-ready model, with an increasing 
suite of cloud-native applications. Based 
on preferred business models, banking 
customers can choose better methods 
of deployment. As Oracle sees it, to 
compete in next-generation services, 
banks must adapt to a continuous 
shapeshift. And to achieve lasting success, 
they’ll need the right architecture and 
technology—Oracle’s speciality. 
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NEW ERA OF 
IN-HOME 
ENTERTAINMENT

TELENET
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TELENET

Telenet is marking its silver 
anniversary in an era where 
in-home entertainment 
is shifting towards a 
partnership-based model

T elenet is marking its 25th anniversary 
and is shaping its in-home 
entertainment choices through 

broader partnerships both locally and 
internationally, which includes award-
winning content providers like Netflix, 
Disney, and Amazon.

“Telenet has now reached the age of 
maturity and is now more than ever looking 
responsibly towards its customers, partners 
and shareholders - we are not the rebellious 
teenager anymore,” said Ivor Micallef, 
Director of Entertainment.

Micallef is executing the entertainment 
platform vision for the Belgium-based 
telecommunication company and revitalising 
the brand for the digital age by infusing it with 
targeted advertising, quality international 
content, and a local streaming service.

“My focus is on shaping Telenet's 
entertainment strategy to deliver the right 
solutions, quality, and user experiences, 
in order to meet the business objectives,” 
said Micallef.

Micallef provides an insightful look at 
how Telenet is working with both local and 
global partners such as Netflix, Disney, and 
Amazon to provide the ultimate in-home 
entertainment experience to refresh the 
brand which was founded in 1996. He points 
out how advanced advertising solutions - 
which digitally target an advert into homes 
on live TV - and streaming have become an 
integral part of their platform strategy.
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Ivor Micallef, 
Director of  

Entertainment.
Telenet
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TELENET

Title of the video

“As a mature company, we now rely 
on our ecosystem more and more as this 
allows us to focus on the work we do best 
which is bringing in-home connectivity and 
entertainment to our Belgian customers. We 
believe in the tremendous potential of digital 
and we are committed to helping people 
and businesses to stay one step ahead in the 
digital age.

“We've grown from being a regional 
cable operator to a national player. We now 
own our own mobile network and a fixed 
network, accessing millions of customers, 
which has helped us generate more than 
€2.5bn in revenue on a yearly basis. 

“We own a production company and the 
second national commercial broadcaster 
in Flanders and this has helped us become 
a much more established entertainment 
player in Belgium. We also have a 50% stake 

in a local streaming service, which is called 
Streamz, which we only launched last year 
with our partner DPG media,” said Micallef.

Telenet prides itself on its excellent 
customer experience with its connectivity 
via the internet, mobile or fixed telephony 
for home and business currently provides a 
service for:

• 1.6 million broadband
• 1.7 million B2B customers 
• +1.6mn broadband internet subscribers
• 641,800 WIGO and YUGO subscribers
• +2.8mn mobile phone subscribers
• 1.8mn video subscribers
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Ivor Micallef has built his 
career around television and 

entertainment within the telco 
business. In his current role at 
Telenet in Belgium, Micallef is an 
advocate for partner collaboration 
with entertainment players to bring 
win-win-win value in the ever-
growing fragmented entertainment 
ecosystem and value chain.Micallef 
joined Telenet in 2012. Since then, 
he has been involved in the product 
definition of Horizon 4, Liberty 
Global’s flagship video product. As 
Telenet has evolved into an agile 
organisation, he is now responsible 
for partnering up with entertainment 
players to shape their commercial 
strategy. Prior to Telenet, Micallef 
worked at Melita in Malta.
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IVOR MICALLEF

TITLE: DIRECTOR OF ENTERTAINMENT  

INDUSTRY: TELECOMMUNICATIONS

LOCATION: BRUSSELS

Collaboration with Netflix, 
Amazon, and Disney
Micallef said it was vital to have a strong 
ecosystem of partners today if you want to 
offer your customers the best experience.  “It’s 
no longer just about your brand and service 
that serves all the consumers' needs. 
People want to talk to Alexa, watch a movie 
on Netflix or listen to their favourite music 
on Spotify. It’s very much about connecting 
with our partners and bringing added value to 
the consumer.”

Streamz, Netflix and Amazon are already 
choices available for Telenet consumers. 
“These are now household names but in 
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Driving next generation 
viewing experiences
Gracenote video entertainment solutions fuel content 

discovery and engagement across platforms

Get in touch to find out how Gracenote can help you 

connect audiences to the content they want

www.gracenote.com
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the past, as a cable operator, we used to 
fear collaborating with these international 
companies because we thought they would 
enter our space. But in the last few years, we've 
learned to embrace them on our platforms 
and even work with them on joint marketing 
campaigns on how watching Netflix or Prime 
Video is better, and more convenient with us. 
So we've learned to really collaborate with 
these players and find common ground on 
how we can work together.”

Advanced advertising solutions
In a bid to serve local broadcasters and 
continue attracting advertisers, Telenet 
have pioneered advanced advertising 

TELENET

solutions to revitalise interest in TV 
advertising. This has proved to be a highly 
successful move. In a way similar to digital 
advertising on Facebook and Google 
adverts are targeted to complement a 
customer’s lifestyle and are currently 
shown during live TV.

“The drive to future success of the 
local media players is based on advanced 
advertising solutions which is becoming 
an integral part of our platform strategy,” 
commented Micallef.  

“This is essentially targeted advertising 
during traditional live TV so that your 
neighbour will have different adverts to 
you based on their preferences to cookery, 
gardening or sport. For example one 
household will have a BMW advert if they’re 
interested in cars while another household 
will have a Pampers advert if they have kids. 
This provides a real benefit to the advertiser 

“ The drive for the 
future success of the 
local media players is 
based on advanced 
advertising solutions, 
which is becoming 
an integral part of our 
platform strategy”

IVOR MICALLEF
DIRECTOR OF ENTERTAINMENT, 
TELENET
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2.5mn
mobiles

1.6mn
broadband 

1.7mn
end-to-end

+€2.5bn
revenue

€591mn
 investments 

+1.6mn
broadband internet 

subscribers

3,431
employees

641,800
WIGO and YUGO  

subscribers

30%
women in leadership  

at Telenet

€9.9
mio investments in local 

media productions

+2.8mn
mobile phone subscribers 

1.8mn
video subscribers

Telenet in numbers 
over 25 years
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who knows they can target the right people 
for their products - very similar to targeted 
advertising on websites.

“We pioneered this in Europe, so we're 
very proud of that. We're now looking at 
taking advanced advertising to the next 
level . We hope this will bring advertising 
revenues back into the market to fuel the 
local entertainment economy instead of 
advertising money flowing to companies 
such as Facebook and Google.” 

Pioneering partnership model
Telenet’s three-point partner-orientated 
model is proving to be a highly successful 
move for Micallef and his team. “With most 
of our partners, we would typically have 
a commercial partnership where we are 

Telenet is divided into two main brands:

Telenet (available in Flanders and Brussels) 
Telenet inspires their customers to get the 
most out of their digital lives and businesses 
and the best experience in the digital world.
Telenet Business offers connectivity, hosting 
and security solutions for the business 
market in Belgium and Luxembourg.   
 
BASE (available in Flanders, Brussels  
and Wallonia)
BASE focuses on continuously challenging 
the mobile market by launching products 
and services that ensure the customer 
always wins. ‘Go mobile’ captures the 
essence of the BASE brand. Telenet 
was founded in October 1994. The 
Flemish Government, led by Minister-
President Luc Van den Brande, wanted 

to develop a second telecommunications 
network alongside Belgacom. In 1996 the 
first commercial offer was launched.  Ten 
years later in October 2004, Liberty Media 
International, subsequently renamed Liberty 
Global, became a shareholder of Telenet by 
partly buying out Callahan.Telenet continued 
to develop its network into one of the 
most state-of-the-art networks in Europe, 
bringing high-quality Internet, telephony 
and television to the home and the office. In 
2019 the operator launched its Giga-Network, 
allowing speeds up to 1 Gbps on its entire 
footprint covering the whole of Flanders and 
parts of Brussels. The first venue of the Park 
opened in 2018 in Antwerp. Three years later 
this VR start-up has grown to 12 locations in 
Belgium and The Netherlands. Telenet opens 
a new virtual reality venue, The Park, in the 
centre of Brussels.

TELENET IN THE SPOTLIGHT
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TELENET

agreeing with our partners what we will both 
deliver and what we expect from each other. 
This is the general approach we have with 
our partners. 

“Next to that we have a vendor-client 
type of relationship with more technology-
type providers in which they help us deliver 

services to our customers.  Finally, we have 
partnerships with companies where we have 
a more mutual interest. We have established 
joint ventures such as our streaming service, 
Streamz, as we wanted to invest in having 
our own local streaming platform and built a 
joint venture with our partner DPG media.”

Streamz, which is a mix of local and 
international entertainment, enjoyed a 
timely launch in 2020 just as people were 
looking for more community content 
from their TV service as they navigated the 
challenges during lockdown.

“During Covid-19 we saw some 
really impressive numbers for in-home 
entertainment. Due to the closure of 
cinemas, the streaming services became 
strong companions during lockdown 
and limited travel and we have seen a 
strong demand for local services. Another 
interesting successful experiment was 

Telenet - klaar voor morgen

“ The streaming services 
became strong 
companions during 
the lockdown, and due 
to limited travel, we 
have seen an increasing 
demand for live TV”

IVOR MICALLEF
DIRECTOR OF ENTERTAINMENT, 
TELENET
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Play Fit, which had a timely launch prior to 
the pandemic, and harnessed customer 
engagement as more people aimed to get  
fit from the comfort of their homes.”

Micallef pointed out the importance of the 
key collaborations with Gracenote and Cadent.

“Our work with Gracenote over 
the last few years has enabled us to 
deliver enhanced viewing experiences 
to our sports-loving users. Leveraging 
Gracenote’s sports data and real-time 
statistics from live events, we’ve been 
able to enrich sports broadcasts and 
engage sports fans in new ways. We're now 
looking at extending our collaboration with 
Gracenote around TV and movie metadata. 
This will help us guide our customers 
through the wealth of content that exists 
across all services that are available on our 
platform and ensure they are able to easily 
find and watch the programming they will 
enjoy most.”

Cadent is also an important technology 
provider, which helps Telenet deliver 
advanced TV advertising solutions in Belgium. 

“Cadent is helping us play a pivotal role 
in the increasingly demanding advertising 
landscape. We've put our trust in them 
to help us launch our next generation 
advanced advertising solutions which will 
ultimately help us deliver even better 
models and capabilities towards the local 
broadcasters. We plan to go beyond live TV 
and bring these advertising solutions and 
be more ubiquitous across our platforms.”

Micallef said he believes in “win, win, 
win strategies” and focuses on creating the 
best customer experience as he moves 
forward with plans to further boost Telenet’s 
entertainment offering in the coming years.

TELENET
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How QIAGEN’s cybersecurity 
expert is working to stay one 
step ahead of cyber attackers

P revention is better than cure. Today, 
this old adage not only applies to 
health but also to the welfare of 

successful organisations like biotech pioneer 
QIAGEN which is placing cybersecurity 
under the microscope and top of its agenda.

This invisible threat landscape, which is 
growing exponentially, means the role of Dr 
Daniel Schatz, Chief Information Security 
Officer of QIAGEN, is more important than 
ever as he works to protect the assets of the 
global provider. 

German-based QIAGEN offers “sample 
to insight solutions” that unlock molecular 
insights encoded in the building blocks of life 
- working with more than 500,000 clients - 
and are currently focusing on rapid tests to 
stay one step ahead of COVID-19 and using 
trace RNA evidence to solve crimes.  

As we sit down to talk to Schatz from his 
office near Dusseldorf, he admits the role of 
cybersecurity experts has historically been 
low-key but this looks set to change. “The 
threat landscape has definitely evolved in 
the past years. Attackers are ruthless and will 
take advantage of any oversight.”

The analogy of an ancient Chinese doctor 
who was paid to keep a person well and did 
not receive any money if they became sick, 
springs to mind as the role of today’s CISO 
in global companies are now in the spotlight 
following high-profile cyber attacks on both 
the Colonial Pipeline, which supplies 45% of 
the US East Coast’s fuel and JBS Foods, the 
world’s largest meat supplier.
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Dr Daniel Schatz, 
Chief Information  
Security Officer, 
QIAGEN



Schatz discusses how he works to protect 
QIAGEN from “opportunist” attacks,  the 
impact of the COVID-19 pandemic on 
cybersecurity, how he works with his peers 
at Health-ISAC to collectively prevent 
breaches, and the importance of their 
ecosystem of key partners which include 
Tata Consultancy Services (TCS).

“I’m responsible for the information 
security risk management programme at 
QIAGEN. My role is to protect the organisation 
from cyber attacks and ensure information 

and digital risks are appropriately managed 
across the board. We started a bit later 
with our security journey, so our focus is on 
building the capabilities needed to protect 
the organisation today and in the future.” 

Clear and present danger
The clear and present danger of a cyber 
attack is never far from the mind of 
Schatz who joined QIAGEN two years ago 
from a previous role at the international 
news agency Thomas Reuters - another 

QIAGEN

5,700+
employees at QIAGEN

35
35 locations worldwide 

500,000 
customers around the world 
in molecular diagnostic and 

life sciences  

500  
core products from 

kits, instruments and 
bioinformatics 
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Dr Daniel Schatz is responsible 
for QIAGEN’s global 

Information Security program.  
Previously, he was the CISO for DAZN, 
Perform Group, and led the global 
Threat & Vulnerability Management 
program for Thomson Reuters. 

He is a Chartered Security 
Professional (CSyP), a Chartered 
Institute of Information Security 
member, and holds qualifications 
including CISSP, CISM, CIPP/E, CIPM, 
CCSK, ISO27001 LA/LI. He received 
his MSc in Information Security 
& Computer Forensics from the 
University of East London, where 
he also completed his PhD focusing 
on the Economics of Information 
Security. He was one of the organisers 
of the popular Security Bsides 
London conference.
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DR DANIEL SCHATZ
TITLE: CHIEF INFORMATION  
SECURITY OFFICER 

INDUSTRY: BIOTECHNOLOGY

LOCATION: GERMANY

organisation renowned for its sensitive data. 
“As a CISO we tend to have a low profile but 
if things suddenly go wrong we become the 
most crucial person in the organisation.  

“Attacks are increasing, which is little 
surprise considering how quickly organised 
cyber-criminals are improving their craft. A 
few years ago it was all very basic. You could 
buy basic malware packages and later on 
you could rent some basic botnets. We used 
to say in cyber-security – you don’t need to 
outrun the bear, you just need to outrun the 

https://www.linkedin.com/in/daniel-schatz-csyp/
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person next to you. But today, you have to 
outrun several bears.” 

This is the stark reality of working to 
protect the biotech company which is not 
only fighting against COVID-19 but also 
works on crime scenes to unlock DNA. One 
of the most notable cases being the OJ 
Simpson trial. As the world leader in such 
fields as ultrapure DNA and RNA extraction, 
processing and analysis, QIAGEN dwarfs its 
nearest competitors.

Opportunistic attacks
For an organisation that strives to provide 
its customers with the tools and services 
needed to get valuable insights from samples 
and supports pharmaceutical development 
during a global pandemic, you have to ask the 
question: Why does anyone want to target an 
organisation working in this humanitarian field?

According to Schatz, they are mostly 
opportunistic but the cyber attackers tend 
to target the same industry until they are 
successful which is one of the reasons they 
have got together with Health-ISAC, a health 
information sharing, and analysis centre, to 
work together to try and avert future attacks. 

“Attacks on QIAGEN will often be 
opportunistic in nature. If we expose 

QIAGEN
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...
HOW HEALTH-ISAC IS 
FOCUSED ON THREAT ACTORS

Health ISAC, (Health Information 
Sharing and Analysis Center), is 

a global, non-profit, member-driven 
organisation offering healthcare 
stakeholders a trusted community and 
forum for coordinating, collaborating, 
and sharing vital physical and cyber 
threat intelligence and best practices 
with each other.

Health-ISAC is a trusted community 
of critical infrastructure owners and 
operators within the Healthcare and 
Public Health sector (HPH). 

The community is focused on sharing 
timely, actionable, and relevant 
information including intelligence on 
threats, incidents, and vulnerabilities 
that can include data such as indicators 
of compromise, tactics, techniques, 
and procedures (TTPs) of threat actors, 
advice and best practices, mitigation 
strategies, and other valuable material. 
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“The threat landscape has definitely evolved 
in the past years. Attackers are ruthless and 

will take advantage of any oversight”
DR DANIEL SCHATZ

 CHIEF INFORMATION SECURITY OFFICER,  
QIAGEN

weaknesses or look like an easy target, 
cybercriminals will try to monetise this 
regardless of what business you are in. 
Today’s cybercriminals are not motivated 
by political agendas or activism, they simply 
look for their next big pay-out. 

“In light of the pandemic, and the 
recent Colonial Pipeline incident, there 
are ransomware services who tighten their 
Terms & Conditions to try and keep their  
‘Service’ to be used against hospitals or 
critical infrastructure, but this is unlikely 
to protect a company like ours. Also, there 

is of course the question of how likely 
cybercriminals are to adhere to T&C’s. 

 “There are, of course, threat actors who 
target industries and organisations for other 
reasons. Through our involvement in industry 
peer groups, government relations, and 
information exchanges like the Health-ISAC 
we’re keeping a close eye on developments 
in this space.”

“Technology plays a big part in protecting 
QIAGEN, we try to understand where we are 
being exposed both internally and externally. 
We use attack surface monitoring to 
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What do you consider to be the biggest 
cybersecurity threats in 2021/22?
I think the biggest cybersecurity 
threats in the next two years will be 
the rapid evolution of ransomware as 
a service and the professionalism of 
cybercriminals. Also, the long tail of the 
change and digital workforce as we are 
still not quite sure what kind of long-
term implications this will have on 
digital risks.

What technologies are you most 
excited about in the future when it 
comes to enhancing cybersecurity for 
the science or crime arena?
I'm most excited about anything that 
helps us to automate our cybersecurity 
practices and operations. Anything that 
will help to respond to threats in real-
time in the longer term. I'm also keen to 
see how machine learning or artificial 
intelligence may be able to help blue 
teams to defend their organisations and 
their crown jewels.

What is the most effective way to 
secure your data?
The most effective way to protect data is 
to understand what data you have, why 
you have it, why it is important to you, 
and what you need to do with it. Without 
understanding what data is good for, and 
who needs to actually interact with it, it’s 
really difficult to find the right balance, 
protecting that data without paying too 
much or too little for it. 
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“As a CISO we tend to have a low profile but 
if things suddenly go wrong we become the 

most crucial person in the organisation”
DR DANIEL SCHATZ

 CHIEF INFORMATION SECURITY OFFICER,  
QIAGEN

understand where weaknesses are and what 
potential attackers see.”

Schatz said QIAGEN focuses on Microsoft 
Azure as their cloud of choice. “We make 
use of the functionalities and features that 
it offers to us for our services and we are 
quite happy with the increase of security 
controls that this cloud offers to us. We 
take advantage of the security benefits the 
shared responsibility model brings and the 
increasingly tight integration of Microsoft 
services in the cloud and on-premise. We're 
already improving our security controls for 
enterprise technology, accelerated and 
optimised the use of the security features.”

He pointed out they focus on 
understanding the cybersecurity risks of 
key partners and their potential impact on 
QIAGEN. “Just like we use attack surface 
monitoring to understand our own exposure, 
we utilise security scoring services to 
understand the external exposure of some 
of our key suppliers. This helps to identify 
issues or negative developments that may 
become an issue for us.” 

Focus on the future
Schatz said QIAGEN will refocus its efforts 
towards more security of products and 
services. “We will keep up-to-date with the 
threat landscape. We are well aware that 
ransomware continues to be a problem, 

and this will continue due to the evolution 
from a very technical service to a very kind 
of white-glove approach. It makes it easy 
for any criminal to become a very capable 
cyber criminal without actually having any 
experience or any skills in this space. They 
outsource all of the difficult parts to people 
who already have done the difficult bits and 
have a pre-packaged service to sell. For us as 
defenders, it changes the equation. 

“What do I mean by that? In the past we 
typically said you don't need to outrun the 
bear. You just need to outrun the person 
next to you, but that no longer holds true. 
Nowadays, you are basically chased by 
several bears who compete to get you first.”

Power of partnership with TCS
QIAGEN is currently working on its digital 
transformation with increasing pace towards 
digitalisation of products and transforming 
into a cloud-first organisation. As the 
digital journey to Industry 4.0 progresses, 
Schatz points out that this comes with 
additional security risks which is why they 
are collaborating with stakeholders and key 
partners, such as TCS, to manage the risks 
and help with information technology and 
security operations services.

“We were originally starting from a low 
maturity level which can be beneficial 
as you get a chance to take a fresh look 
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at the problem space and take a different 
approach than you would have in the past. 
What was a standard security solution five 
years ago may not be the most appropriate 
solution nowadays as the threat landscape 
has progressed and so should our thinking on 
how to protect our most important assets. 

“We have brought in consulting partners 
to speed up and assist with optimising 
our investment in security technologies. 
Complete assessment of our M365 
security stack, then understand what 
our customers expect – both features 
but increasingly also security prioritised 
implementation of the most impactful 
security improvements.

“QIAGEN has a long-standing 
relationship with TCS who give us access 
to many highly skilled experts across 
various areas who are able to quickly scale 
up as needs arise. TCS is a trusted partner 
of ours and easy to work with due to our 
long relationship,” said Schatz

.
Impact of the pandemic on cybersecurity
Commenting on how the pandemic has 
impacted the work at QIAGEN with their 
“Sample to Insight” solutions, Schatz said: 
“The pandemic showed us the relevance 
of molecular testing in the research and 
healthcare value chains. QIAGEN played a 
crucial role in the first testing protocols. 

“But the pandemic had a noticeable 
impact on QIAGEN in many ways. On one 
hand, demand for our COVID 19-related 
products and services increased sharply. 
On the other hand, we were impacted by 
shortages of crucial materials to keep up 
with demand and a high percentage of our 
employees had to work remotely.

“Global demand outpaced what the entire 
industry could provide. As a critical supplier 
during the pandemic, our employees worked 

around the clock to develop new solutions 
and ramp up manufacturing of key products. 
We collaborated with our suppliers, logistics 
partners, and customers to strengthen 
our supply chain. QIAGEN has utilised 
the additional revenues from our COVID-
19 testing kits and automation platforms 
to develop solutions that will be relevant 
beyond the pandemic. 

“However, the traditional workplace 
dissolved so instead of having one office 

“Attacks are 
increasing, which 

is little surprise 
considering how 
quickly organised 

cybercriminals  
are improving  

their craft”
DR DANIEL SCHATZ

 CHIEF INFORMATION SECURITY OFFICER,  
QIAGEN
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to protect, in the case of QIAGEN, you 
have about 5,000 sales and business staff 
to protect as everyone worked from home 
and you have a very little handle on what’s 
going on in those four walls. Work was 
already underway improving our security 
controls for enterprise technology, so 
we were at a good starting position. At 
QIAGEN, we are listening very carefully 
to what our customers and partners 
want and expect of us. From a security 

perspective, we are working very closely 
with our business colleagues who talk to 
customers every day so we understand 
where our products and services need to 
go. Getting involved very early allows us to 
have risk conversations at the right stage 
that ultimately lead to a better and more 
secure product,” said Schatz. 
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A sustainable lifeline for business and healthcare is 
the focus of PCS Wireless who is recirculating mobile 
devices to connect the people that need it most

An entrepreneur will always find 
a niche in the market. Twenty years 
ago in New York, the founders of 

PCS Wireless seized on the potential of 
a secondary market for mobile phones as 
they found slightly used devices had a market 
as consumers sought the latest offerings 
from Nokia or Ericsson, Motorola, and others. 

Today, with sustainability being at the top 
of the agenda, PCS is a telecommunications 
company with a turnover of over US$1.3 bn. 
They have a footprint in four continents, 
operating in 80 countries, selling affordable 
Apple or Samsung smartphones along with 
tablets and wearables to people who need 
a cost-effective option.

Bashar Nejdawi, Chief Operating Officer 
of PCS, spoke from his New Jersey office 
on how the company is leading the way in 
powering the secondary device market. 
This is not only giving a boost to developing 
economies, but also offering a lifeline to 
people who can now own a reconditioned 
mobile to finally connect with family 
and friends.

Billions of smartphones are used around 
the world and, according to recent research, 
a new phone will now have three or more 
owners in its lifetime thanks to the secondary 
market − “which is good news for the 
environment,” said Nejdawi.
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“Sustainability is very important for PCS, 
because all the devices we circulate back 
into the secondary market would have just 
ended up in landfills, or worse, not disposed 
of correctly.  Reducing the carbon footprint 
is critical. PCS is in the centre of the global 
sustainability movement. We offer the 
chance for mobile devices to be refurbished 
and properly graded before they are 
re-circulated.”

Nejdawi highlighted that by circulating 
secondary devices into a developing market 
from Africa to SE Asia, there is a focus on 
three areas:

• Sustainability 
• Positive social impact
• Economic advantage

“From a business perspective, this allows 
people to have the connectivity, to be able 
to conduct business. As the infrastructure 

in these countries develops further 
and moves towards 4G and ultimately 
5G, these cost-effective devices are 
a critical part of the economic growth 
of those countries.

“A reconditioned mobile also provides 
a lifeline for many people who can now 
access healthcare and connect with loved 
ones which was crucial during the pandemic. 

PCS WIRELESS

“ Everything we do is 
based on our technology 
platform. Working with 
companies like FutureDial 
on automation is the key 
for our development”

BASHAR NEJDAWI
CHIEF OPERATING OFFICER, 
PCS WIRELESS
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Bashar Nejdawi has extensive 
leadership experience within 

the global telecommunications 
and mobility industries 
worldwide, and 
holds a Doctorate 
in Management, an 
MBA and a Master’s 
in Engineering 
Telecommunications. 
Nejdawi oversees global 
operations, 
e-commerce, 
Strategy, and 
M&A for PCS.EX
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People don’t want to live in a throwaway 
world any more,” said Nejdawi.

PCS has developed and grown 
a multichannel customer base and 
network of industry partners including 
FutureDial and RevalueTech along with 
OEMs, wholesalers, retailers, e-commerce 
and logistics providers in the Americas, 
Asia-Pacific, and EMEA.  “We also have 
device processing capabilities in five 
countries and sell devices in more than 80 
countries worldwide,” commented Nejdawi.

Access to supply, analytical capabilities 
of data - that offers best value for 
their partners on buyback and trade-in 
programmes have given PCS the 
competitive edge. “Leveraging our 
operational capability has also given us 
a key advantage because we have flexibility 
and agility. Our presence in a number of 
strategic locations has allowed us to be 
close to the market.”

https://www.linkedin.com/in/basharnejdawi/#
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How do you see wearables adapting to help 
post-pandemic?

“Wearables have really taken off, especially 
during the pandemic, as a lot more people 
were stuck at home doing their own 
exercise routines and managing their own 
programmes and health. Therefore, we’ve 
seen a lot of growth in wearables during the 
past 18 months. Headsets were also selling 
like crazy as people adapted to working 
from home.”

Most exciting technology trend at 
the moment?

“The one that I find to be the most 
interesting is the utilisation of robotics 
and how this will enhance business in 
the future. Some people view robotics as 
replacing people, but I see that robotics will 
focus our people on a much higher level 

of technology-based activities. We can be 
more productive and upgrade a lot of the 
skill sets that we have for our operations 
and warehouse, but more importantly, it 
is going to drive Artificial Intelligence (AI) 
and machine learning (ML). This is going to 
be a critical part of the analytical decision-
making for a technology platform company 
in terms of analysing the pricing trends, the 
residual value curves, the purchasing, and 
the lifecycle.”

How important is sustainability to PCS and 
how do you practice this?

“Sustainability is very important for PCS, 
because all those devices we circulate back 
into the secondary market would have 
just ended up in landfills, or worse still not 
disposed of correctly. Reducing the carbon 
footprint is critical. PCS is in the centre of 
the global sustainability movement. We 
offer the chance for mobile devices to be 
refurbished and properly before they are 
circulated back into the market.”

Quick fire questions
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“ Sustainability is very 
important for PCS, because 
all the devices we circulate 
back into the secondary 
market would have just 
ended up in landfills…”

BASHAR NEJDAWI
CHIEF OPERATING OFFICER, 
PCS WIRELESS

Gold medal for the 
ultimate recycling of 
smartphones

 
Strong technology partners are critical 
to the success of PCS. “Everything we do 

is based on our technology platform. Working 
with companies like FutureDial on automation 
is the key for our development. It is vital for 
our future technology base and building 
our technology platform for our processing 
capabilities and the ability to be able to do 
diagnostics and grading,” said Nejdawi.

“Working with Revalue Tech in Enterprise 
Mobility has allowed us to extend the 
availability of used devices into that segment 
of the market as well as develop innovative 
enterprise grade service offering in partnership.

“Mobile devices and other consumer 
devices require a new ecosystem that can 
deliver convenience, savings, and transparency 
throughout the device ownership experience.” 

Nejdawi commented that the future of 
mobile devices will revolve around content 
and content delivery. “Video streaming and 
availability of the content through the various 
sources is what's going to drive the next 
evolution for technology.”

With a local presence in every major market, 
and a strong leadership team that’s passionate 
about building the secondary market, PCS 
is focused on helping their partners achieve 
objectives year after year.

Entrepreneurial spirit
Reflecting on its humble beginnings back in 
2001 in Brooklyn, Nejdawi points out how the 
founders saw an opportunity grow from their 
original business of selling new devices into 
the retail or wholesale market. The wireless 
device reseller has now grown to become 
the global leader in the secondary mobile 
device industry.

“When people wanted to upgrade, they 
were bringing devices back which just needed 
to be refurbished. However, there was no 
ecosystem that took these devices. tested 
and connected them, and put them in the 
hands of the people who could use them 
and did not want to pay the full amount,” 
commented Nejdawi.

“PCS founders saw an opportunity as they 
were getting used devices back through 
retailers they were working with. These mobiles 
just needed to be refurbished and tested to 
ensure they were properly graded before 
being re-sold, but there was no ecosystem for 
these devices. To ensure they were put into the 
hands of people who could use them, such as 
those who didn't want to pay the full amount 
but simply wanted a functional used device, 
PCS’s original business of selling new devices 
grew into the secondary market and has been 
driving the market ever since with a growing 
business model.”
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Global presence
PCS works with global companies to source 
and re-allocate mobile phones and to extend 
device life cycles. The company operates 
from six warehouse facilities across the 
world’s major hubs for smartphone sales: 
New Jersey (HQ), Dubai, Japan, HK, and the 
Netherlands.  

“We have a total of 300,000 square feet 
of warehouse space which enables speedy 
and efficient turnarounds of products. Our 
commercial offices are based in New Jersey 
(HQ), Australia, Dubai, Japan, UK, NL, and 
Taiwan,” said Nejdawi.

PCS handles 10 million handsets a year in 
terms of processing and has more than 3,000 
SKU’s in their system. They have more than 
1,300 channel partners and 1,000 employees 

across the world. “We work to ensure we 
match each customer’s precise needs.”

5G boost for future secondary market
PCS is predicted to grow to US$5bn by 
2025. The launch of 5G is expected to 
result in millions of 4G and 3G devices in 
the secondary market. Devices such as 
wearables will also come through the IoT 
ecosystem, which will shape the future of the 
secondary market.

“We are followers of technology that is 
launched in the marketplace. The growth 
of 5G in the next couple of years is a key 
driver for the secondary market as there will 
be so many 3G or 4G devices that people 
will replace with the new models. This will 
allow other players in the marketplace to 

2001
The year PCS Wireless was 

founded in New York

1,000
employees worldwide   

$10mn
handsets a year are 

warehandled by 
PCS Wireless
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utilise those older devices, and we can feed 
them back into the system. The technology 
platform for buyback and trade is also being 
deployed across OEMs, carriers, retailers, 
and online. 

“This is going to be a fairly substantial 
volume globally and great for our industry and 
developing economies as we can make those 
devices available at a much more affordable 
cost into a variety of countries.

“We also keep a close eye on technologies 
like Virtual Reality (VR) and Augmented Reality 
(AR), in terms of the type of equipment that's 
being used, and expect that to transition into 
the secondary market,” said Nejdawi.

“We have to understand new technologies 
to allow us to build up the capabilities to 
process them which is a critical part of working 

with OEMs as well as working with our key 
technology partners.

“At PCS, we look at data and analytics 
as a technology platform and utilise those 
internally to help us with operational 
decision-making and purchasing as well as 
leveraging it for the services and capabilities 
that we offer to our channel partners.”

Critical role of global partners
Strong technology partners are critical to the 
success of PCS. “Everything we do is based 
on our technology platform. Working with 
companies like FutureDial on automation is the 
key for our development. It is vital for our future 
technology base and building our technology 
platform for our processing capabilities and the 
ability to be able to do diagnostics and grading,” 
said Nejdawi.

“Working with Revalue Tech in Enterprise 
Mobility has allowed us to extend the 
availability of used devices into that segment 
of the market as well as develop innovative 
enterprise grade service offering 
in partnership.

“Mobile devices and other consumer 
 devices require a new ecosystem that can 
deliver convenience, savings, and transparency 
throughout the device ownership experience.” 

Nejdawi commented that the future of 
mobile devices will revolve around content 
and content delivery. “Video streaming and 
availability of the content through the various 
sources is what's going to drive the next 
evolution for technology.”

With a local presence in every major market, 
and a strong leadership team that’s passionate 
about building the secondary market, PCS 
is focused on helping its partners achieve 
objectives year after year. 

technologymagazine.com    261

https://www.linkedin.com/company/pcswireless/
https://twitter.com/PCS_WW
https://www.pcsww.com/
https://www.facebook.com/PCSWireless
technologymagazine.com


CALDERDALE AND HUDDERSFIELD NHS

DIGITAL
LEADERS

NHS
OF THE

262    September 2021

WRITTEN BY:
LEILA HAWKINS

PRODUCED BY:
JAMES BERRY



LEADERS

technologymagazine.com    263

http:/technologymagazine.com


CALDERDALE AND HUDDERSFIELD NHS

264    September 2021



CALDERDALE AND HUDDERSFIELD NHS

Mandy Griffin and Graham Walsh tell us how 
the Calderdale and Huddersfield NHS Trust is 
leading the way in terms of digital maturity

he Calderdale and Huddersfield 
NHS Foundation Trust, situated 
in West Yorkshire in the north of 

England, aims to be the most digitally 
mature NHS trust in the UK. Mandy Griffin, 
who is the Managing Director for Digital 
Health, says that they are definitely on 
their way to achieving this. 

A good example is their Electronic 
Patient Record (EPR). When Griffin became 
managing Director in 2015 she was handed 
the board approved business case. It took 
two years to develop the solution, plan the 
deployment and engage with staff across 
the trust before they were ready to adopt 
to a whole new way of working . "Usually, 
the technology will work as it is intended, 
but you need to bring the people that are 
going to be using it along with you", Griffin 
explains. We brought all the doctors, 
nurses and non-clinicians into the fold, so 
they could really understand how the EPR 
would change the way they work." 

In some cases, this meant explaining 
the key benefits to people who might 
be resistant to change, but while tough, 
Griffin explains the project has been a 
big success. "It was branded one of the 
biggest deployments in Europe as far as a 
Cerner Millennium product is concerned. 

T
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Digital leaders of the NHS

Now people often come to us to ask us to 
share our experiences because they want 
to do the same thing. It's almost become 
a blueprint for how you should deploy an 
EPR," she says. 

The pandemic sped up the other parts of 
their digital strategy. "COVID-19 has been 
a challenge for us all, but it really 
accelerated our digital maturity and 
enabled us to achieve more in 12 months 
than we would ordinarily," she says. 

Their next areas of focus include 
integration and interoperability. "Our 
strategy is to have one source of the truth 
and make sure our peripheral systems are 
connected into the EPR. One of our best 
strategies is to share information as widely 
and broadly as we can, so wherever our 
patients are being cared for, the healthcare 
professional has access to that information. 
We also want our patients to have access to 

it. We're fortunate because we have digital 
systems in our hospital that enable us to 
do that, and in many cases, we're at the 
forefront of some of that innovation." 

Over the last year, the importance of 
having access to rich data has become 
clear and has helped inform several of the 
trust's policies. "Some of the decisions 

“ The technology will work 
as it is intended, but you 
need to bring the people 
that are going to be using 
it along with you”

MANDY GRIFFIN
MANAGING DIRECTOR, 
CALDERDALE AND HUDDERSFIELD 
NHS FOUNDATION TRUST
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I am the Managing Director – Digital Health responsible for 
the provision of Information Management and Technology 

at the Calderdale and Huddersfield NHS Foundation Trust (CHFT) 
and also Managing Director of The Health Informatics Service 
a hosted provider of Information Management and Information 
Technology services (IM&T) to other care organisations right 
across the NHS. 

I am currently delivering the Digital Strategy for CHFT, an 
ambitious IT enabled modernisation programme designed to 
transform the way in which the Trust and its partners provide 
high quality care to patients. The programme included the 
development and implementation of an Electronic Patient Record 
(EPR) deployed in conjunction with Bradford Teaching Hospital 
NHS Foundation Trust. CHFT implemented in May 2017 this was 
the first deployment of this scale in the UK. 

MANDY GRIFFIN
TITLE: MANAGING DIRECTOR

INDUSTRY: HOSPITAL & HEALTH CARE

LOCATION: HUDDERSFIELD

EX
EC

UT
IV

E 
BI

O

technologymagazine.com    267

https://www.linkedin.com/in/mandygriffin/
http:/technologymagazine.com


CALDERDALE AND HUDDERSFIELD NHS

ADVERT PAGE
GOLD“ St. Vincent’s has been a trusted partner and 

demonstrated expert Cerner Millennium 
knowledge that has made important 
improvements to our capabilities. They are an 
excellent collaborative partner that really care 
and share the challenges  
we are faced with”  
Mandy Griffin,  
CIO, Calderdale and Huddersfield   

St. Vincent’s Consulting is a digital transformation 
consultancy with EPR and Cerner Millennium 
expertise. Our Cerner Millennium Advisory Panel 
(a network of senior NHS leaders, including 
several ex-Cerner Senior Directors) also supports 
NHS organisations through digital transformation 
as well as providing:

• Complex change advice
• Guidance on new national /regional 

legislation and policies
• Financial advisory services
• Thought leadership
• Resource recommendations

The diagram above shows how the panel is 
connected to our delivery team.

We have developed a digital partnership with 
Calderdale and Huddersfield NHS Foundation 

Trust (CHFT). This collaboration has progressed 
the Trust’s digital strategy and aided key Covid 
reset and recovery prioritisation work. Support 
has included an MPage configuration service, 
allowing modules within the Cerner EPR to be 
customised to suit client need. 

Together with CHFT, an “Overdue 
Appointments MPage” solution was launched, 
enabling appointments to be clinically 
prioritised. Benefits to CHFT have included:

• 60% increase in the number  
of validations 

• Immediately clinical engagement jumped 
from 40% to over 80% and continues  
to rise

Co-creation in-house MPage development has 
continued with the team at CHFT. We are now 
looking at creating bespoke solutions around 
outpatient requirements. 

If you need any Cerner Millennium related advice 
or support please email

enquiries@stvincentsconsulting.com

Digital Partnerships That 
Improve Patient Care.

Learn More

https://stvincentshpsc.com/
mailto:enquiries%40stvincentsconsulting.com?subject=
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“ One of our best 
strategies is to share 
information as 
widely and broadly 
as we can”
MANDY GRIFFIN
MANAGING DIRECTOR, 
CALDERDALE AND HUDDERSFIELD 
NHS FOUNDATION TRUST

we've made at board level around health 
inequalities, learning disabilities, and the 
more deprived parts of our local population 
have been instrumental in connecting us 
to patients that need us most. We've been 
able to connect with patients, relatives, and 
clinicians on a more virtual basis, which 
wouldn't have happened so quickly if it had 
not been for the pandemic, or having the 
benefit of a well embedded clinical system.

"Our work on health inequalities is 
a great example of population health", 
she adds.  "I think it's become a very trendy 
term, but without a platform like ours, there 
is no population health because there's 
no real-time data. Because we've now got 
that real-time data that comes in from all 
our systems, and not just from EPR, we're 
better informed. We understand our patient 
population, we understand our patient 
needs, and we understand where there is 
a prevalence of different illnesses across 
our population."

Without Catalyst BI (previously Qlick 
IT) this would not have been possible. We 
have worked with Catalyst  for as long as 10 
years now. They have been our suppliers 
forQlikview and QlikSense, the Business 
Intelligence software on which The Health 
Informatics Service (THIS) Information teams 
have put together the Knowledge Portal and 
Knowledge Portal plus solutions. 

These solutions provide information to 
hundreds of users across the organisation, 
ranging from live dashboards detailing 
the current activity within the hospital to 
nightly fed reporting solutions covering 
a range of service areas. The coverage (user 
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INCLUDING:

BEST OF BREED SOLUTIONS FOR 
YOUR DATA AND ANALYTICS STRATEGY

Working with 180 NHS Trusts with their data 
strategies, Catalyst has enabled THIS to optimise 
their clinical decision making and improve 
patient care

See How We Do It

base numbers) and facilities (number of 
applications and different data sources) 
has grown year on year.

On a national level, the trust has been 
involved in the Scan4Safety programme, 
which has the aim of improving traceability 
through the use of barcodes. "Thanks to 
funding from Scan4Safety, we've introduced 
products and solutions that have really 
enhanced patient safety, and we were able 
to procure an asset tracking system to identify 
critical equipment needed for the care of our 
patients", Griffin explains. 

The project has proven very valuable as 
the trust has now tagged over 3,000 devices. 
"We can track where equipment is, and we 
can get it to where it needs to be as quickly 
and as efficiently as possible", Griffin says. 
"Scan4safety is a collaboration across West 
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“ COVID forced us into this 
virtual world as clinicians 
and accelerated the 
acceptance of technology 
when before it was 
seen as something that 
was going to be an 
inconvenience”

GRAHAM WALSH
CHIEF CLINICAL INFORMATION OFFICER, 
CALDERDALE AND HUDDERSFIELD 
NHS FOUNDATION TRUST

Yorkshire led by Leeds Teaching Hospital, 
where we have procured a joint inventory 
system that will allow us to track and 
see where all our products across our 
trusts are at any one given time. It's still 
in its infancy, but the whole aim is that by 
the end of the Scan4Safety programme, 
there will be a shared inventory solution 
across the West Yorkshire Association of 

Acute Trusts." 
Behind the scenes, Griffin and her 

team had a lot of work to do when the 
pandemic began. Within two weeks, they 
had transitioned over 2,000 employees 
to work from home, which required 
increasing the available bandwidth so the 
workforce could use Microsoft Teams 
to stay connected. "That was quite 
a challenge, but it was a challenge that 
we met," she says. 

With THIS, Griffin and her team enabled 
this to happen across all the organisations 
they support. THIS provides information 
management and technical support to 
a number of customers, predominantly 
in West Yorkshire. It also manages the 
National Pathology Exchange (NPEx), 
a service that links all UK labs together 
through a single hub so that any lab can 
send test requests and pathology results 
digitally in minutes. "During the pandemic, 
we connected all 160 labs across the NHS, 
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Mr Graham Walsh is a Consultant Knee 
Surgeon at Calderdale and Huddersfield 

Foundation Trust. He trained at University College 
Medical School in London before moving back to his 
native Yorkshire to carry out his surgical training. 

In 2009 he was appointed a Consultant Knee 
surgeon at the trust. He was later appointed as an 
Associate Medical director and became the Chief 
Clinical Information Officer, which has risen to 
become one of the most digitally enabled trusts 
in the UK. He is also the Clinical Chair at the BMI 
Huddersfield. His focus is on using technology to 
improve patient safety and outcomes.

GRAHAM WALSH
TITLE: CHIEF CLINICAL INFO OFFICER

INDUSTRY: HOSPITAL & HEALTH CARE

LOCATION: HUDDERSFIELD
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and it's been a fantastic success. We were 
very instrumental in making sure that the 
goal of 100,000 COVID-19 tests a day was 
delivered nationally."

"What I'm most proud of is how the 200 
staff that work for THIS pulled together 
to mobilise things like the vaccination 
centres and the testing centres. 
Technology underpins all those centres. 
We literally stood up every single one of 
those across the West Yorkshire area." 

Once the pandemic subsides, some 
of their new ways of working are likely 
to remain, such as virtual consultations. 
"Virtual care was always an aspiration, but 
it became a necessity when COVID hit", 
explains Graham Walsh, Chief Clinical 
Information Officer.  

"We very quickly started using 
Microsoft Teams to do some of those 
virtual consultations, and we found that 

clinicians adopted the change well, but 
also that patients really embraced it. 

"Before COVID there was a fear that 
patients wouldn't have that richness of an 
experience through a virtual consultation, 
but actually we found that because they 
didn't need to park their car to come to an 
appointment, and sit for two hours in 
a waiting room when the clinic was 
over-running, their experience was better." 

The trust partnered with a company 
that integrated well with Teams and the 
EPR, making it possible to launch a virtual 
consultation from the appointment 
window. It improved both the patient 
and the clinicians’ experience of Teams 
consultations. Mr Walsh says this made 
a big difference to user acceptance. 

Through an existing partnership with 
St Vincent's Consulting, they developed 
a solution for the rapidly increasing patient 
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Enabling digital 
transformation at the 
point of care
Digital transformation in healthcare is being 
driven by the need to improve quality, reduce 
costs and enhance the patient and clinician 
experience. While rapid access to electronic 
systems is a key enabler, it must be balanced 
with security, information governance, clinical 
risk, and workflow management.

Fast, secure access to 
patient information
At Imprivata, we have worked extensively 
with NHS Trusts to simplify processes to 
protect sensitive data and remove barriers 
to technology. Imprivata OneSign® Single 
Sign On (SSO) has revolutionised access to 
patient data at the point of care. It provides 
fast, secure No Click Access® that can save 
clinicians up to 45 minutes per shift – time 
that can be spent focused on the patient 
rather than technology.

Enthusiastic user adoption 
Our experience has shown that removing the 
frustration of slow logins increases clinical 
user-adoption significantly. In addition, 
Imprivata OneSign reduces the type of 
workarounds that can circumvent security 
(for example, use of shared logins) and 
compromise good governance.

Virtual SmartCard 
empowers remote working
Our next development, Imprivata Virtual 
SmartCard streamlines access to the NHS 
Spine by replacing physical cards. The virtual 
smartcards can be created and deployed at 
scale, supporting remote working.

Digital ID is the bedrock of 
digital transformation
As the healthcare sector moves increasingly 
towards digital maturity, many more systems, 
medical devices (for example, devices to 
record Observations and alert EWS), and 
shared mobile devices will be linked. Identity 
and access management solutions bring the 
disparate systems together, providing fast, 
simple access for busy clinicians.

Contact Andy Wilcox, Senior Portfolio 
Marketing & Enablement Manager at 
Imprivata: awilcox@imprivata.com to book 
a meeting to explore how we can help your 
organisation overcome the challenges to 
digital transformation.

LEARN MORE

the digital identity company

https://www.imprivata.co.uk/resources/whitepapers/digitally-transforming-health-and-care-nhs-practical-guide
mailto:awilcox%40imprivata.com?subject=
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looking at the work we've done with our 
wearable technology and are considering 
using this nationally in a much bigger 
project," he says.

"Some of the work that we've done has 
inspired other units to do some of the 
same, but I think overriding everything, 
what we found is that COVID forced us 
into this virtual world as clinicians and 
accelerated the acceptance of technology 
when before it was always seen as 
something that was going to add time 
and be an inconvenience. I think it allowed 

backlog created by the pandemic. The tool 
integrates with the EPR and allows clinicians 
to view a list of cancelled appointments, 
check the patients’ record and make 
informed decisions on their follow up based 
on clinical need. Additionally, the trust is 
having conversations with the company 
about an end-to-end solution to make 
the outpatient experience in the hospital 
more efficient. 

The trust has also been exploring the use 
of wearable technology to try and improve 
post-operative care. "This speeds up their 
discharge and reduces their need for 
face-to-face follow up with therapy services 
as they can be monitored remotely and 
communicate through a dashboard. This 
allows therapy services to focus on those 
patients that need their input and allow 
them to act at an early stage identifying 
issues before they become problems.”

Patients can wear a device that monitors 
their postoperative range of movements 
and compliance with their recovery goals. 
Walsh says that outcomes have actually 
improved since doing this monitoring 
remotely. "It's interesting that the NHS is 
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us to bring those changes in quickly because 
people realised that it did make their working 
day easier." 

Now that virtual consultations are in 
place, they are looking at ways to enrich the 
patient experience. "We could pull in things 
like X-rays and blood test results that can 
be shared with the patient. We could bring 
in other professionals. For example, when I 
see a patient following a knee replacement, I 
might want to bring a physiotherapist into that 
conversation. In a fertility setting, you might 
want to bring in a relative."

“ Moving away from the 
horrible experience of 
COVID, we need to make 
sure we don't forget the 
lessons and revert back 
to where we were”

GRAHAM WALSH
CHIEF CLINICAL INFORMATION OFFICER, 
CALDERDALE AND HUDDERSFIELD 
NHS FOUNDATION TRUST

CALDERDALE AND HUDDERSFIELD NHS
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Technology has been a huge enabler 
for relatives and friends to keep in touch 
with people in hospital while visiting has 
been restricted. "We bought in a device at 
a pace that was COVID safe, so it could be 
passed around from patient to patient and 
be cleaned in-between", Walsh says. "Other 
trusts struggled at the beginning to find how 
they could do this, and I think at Calderdale 
we found a solution fairly rapidly that 
satisfied all our infection control needs." 

As the UK hopefully shifts out of the 
pandemic, the trust aims to continue its 

digital journey, focused on interoperability, 
integration and data sharing, as well as 
getting people within the organisation to 
use the systems and technology better. 
"Moving away from the horrible experience 
of the disease itself, we need to make 
sure we don't forget the lessons learned", 
Walsh says, "and that we don't revert 
back to where we were, and we keep our 
progress going."
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A rungalai Anbarasu is the Chief 
Technology & Strategy Officer 
at Waygate Technologies (WT), 

a world leader in industrial inspection 
solutions and non-destructive testing (NDT). 
Headquartered in Germany, it is a subsidiary 
of Baker Hughes, one of the largest energy 
technology companies globally. 

Anbarasu calls their line of work 
"healthcare for the industry". Everyone has 
an experience or has met someone who 
had an X-ray scan for a broken bone or an 
ultrasound to see if the baby in the womb 
is growing fine. "Being the healthcare of the 
industrial space essentially means that our 
patients are all things that don’t breathe" she 
says. "Industrial inspection spans products 
from cell phones and circuit boards to 
wind turbines and aircraft engines, helping 
to make these products safe before they 
go to market. Yet as a consumer, you have 
probably never heard of us or of all the 
industrial inspection that goes into the car 
you drove this morning, or the smartphone 
you carry in your pocket. That is the way we 
want it - the most successful inspections are 
the ones you don’t hear about." 

As global market leader, Waygate 
Technologies has a very broad portfolio of 
solutions covering industrial X-ray and CT 
systems, ultrasonic testing devices as well as 
borescopes – visual inspection solutions that 
are just a few millimetres in diameter but 
are capable of going into a jet engine on the 

Arungalai Anbarasu tells us about 
Waygate Technologies' industrial 
inspections solutions and discusses 
the importance of diversity in STEM

Arungalai 
Anbarasu

Chief Technology 
& Strategy  

Officer, Waygate 
Technologies
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wing of an airplane to search for tiny cracks. 
WT's core industries include aviation and 
space exploration, automotive, electronics 
and energy; and additionally, Anbarasu 
says, they are working on energy transition 
technologies like the EV battery business 
and hydrogen production.

Formerly named GE Inspection 
Technologies, the heritage of Waygate 
Technologies goes back over 125 years. 
Over the years GE became a specialist 
in designing and producing devices and 
instruments for monitoring and inspection, 
and several strategic acquisitions enabled 
the company to grow. It became part of the 
multinational Baker Hughes in 2017, merging 
its oil and gas business with the firm. 

In 2020 the company rebranded and 
changed its name to Waygate Technologies, 
after GE’s divestment of its majority 

ownership in Baker Hughes in 2019. But 
despite the change Anbarasu says they retain 
the same company identity, purpose, and 
people. Additionally, Waygate Technologies 
won the Frost & Sullivan Best Practices 
Award for the Global Industrial Computed 
Tomography Solutions Market Leadership 
Award two years in a row, in 2019 and 2020. 

Anbarasu says that the breadth of what 
they offer has put them in a unique position, 
"to deliver market winning cross-modality 
insights to our customers. The world is 
moving away from data at single units of 
time, space, and modality." 

Their X-ray and CT capabilities give 
customers the potential to inspect assets 
ranging from tiny powder particles at 
resolutions of a nanometre, to parts that 
are the size of a small car. One example 
is the high energy CT system - the first of 
its size in the world - designed to detect 
sub-millimetre size defects in parts that 
are several metres in diameter. "With 
our Phoenix Powerscan HE, we recently 
commissioned one of the world’s largest 
high energy CT cells in the world, a system 
that can inspect extremely complex 
additively manufactured parts with very  
high accuracy." 

WT's ultrasound capabilities are similarly 
versatile, with devices ranging from tiny 
thickness gauges that can fit into the palm  
of a hand, to machines that can test bars  
and rails over 10 metres long. 

More recently the company has 
developed advanced digital capabilities, 
accelerated by the pandemic. Their flagship 
digital offering is InspectionWorks, which 
Anbarasu says is "a holistic data-driven 
approach for industrial inspection solutions 
and NDT. It involves three steps: Acquiring 
data, Analysing data, and Acting on insights 
to drive innovation."
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Arungalai Anbarasu is a mother to Ada and currently serves as the 
Chief Technology & Strategy Officer at Waygate Technologies, a 

Baker Hughes business, driving strategy and innovation for the company. 
She is a highly experienced & contemporary global Business Leader in GE 
& Baker Hughes with a demonstrated history of working in the multiple 
industrial businesses building & leading international wing-to- wing 
business teams to drive profitable growth and cultural transformations 
through strategic vision, commercial intensity & operational excellence. 
Holds a breadth of experience in various areas of the business.

She is a member of Forbes Technology Council and an influential 
thought leader.She is passionate about encouraging Women in STEM 
fields and continues to pursue avenues to support this topic. She lives in 
Hannover, Germany with her husband Divyang and daughter Ada (Left).

Arungalai Anbarasu
TITLE: CHIEF TECHNOLOGY & STRATEGY OFFICER

COMPANY: WAYGATE TECHNOLOGIES

" By connecting devices, 
software, and data 
analytics together, 
InspectionWorks 
enables customers 
to reduce inspection 
time by over 75%" 

ARUNGALAI ANBARASU
CHIEF TECHNOLOGY & STRATEGY  
OFFICER, WAYGATE TECHNOLOGIES
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WAYGATE TECHNOLOGIES

Title of the video

"By connecting devices, software, and 
data analytics together, InspectionWorks 
today enables our customers to reduce 
their asset inspection time by over 75% 
on an average” Anbarasu explains. "The 
future is still brighter, as going forward, 
InspectionWorks will allow customers to 
acquire all of their data, from CT scans to 
ultrasound, to flow meters and temperature 
sensors; by analysing this data and finally 
by enabling actionable intelligence that will 
truly put Inspections to work!“

The Covid-19 pandemic created 
challenges, as Anbarasu says their key 
customers have struggled, which has had 
an impact on them. However, she adds 
there is a silver lining. "Covid has posed a 
positive aspect where digital transformation 
is accelerating in every industry. It is the new 
beginning for the digital revolution, from 
Industry 4.0 to industry post-Covid."

"Overall, if anything good has come out of 
Covid, it is the fact that in driving us further 
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away from each other physically, it has 
brought a lot of us much closer together 
virtually.  In industrial inspection, this has led 
to the drive for data and for a larger level of 
remote collaboration. This coincidentally 
is precisely what is enabled by the suite of 
Waygate Technologies’ digital offerings. " 

Through their partnership with 
Capgemini (Open Cascade) they have 
created digital solutions for customers, 
such as the company's Open Cascade 
platform for deliveries. "Open Cascade 
and Waygate Technologies have built a 
partnership to deliver 3-D data visualisation 
and inspection workflow management 
tools as a part of our InspectionWorks 
Insight data management system."  

"They leverage the 3-D data visualisation 
platform to build a cloud deployable tool 
for us, so that customers can upload and 
manipulate 3-D data in the cloud."

Along with WT's core industries, the 
company has entered new markets such 
as medical devices, transportation, and 
pharma. "We continually strive to be 
partners to the customers who are indulging 
in new technologies like EV batteries, 
hydrogen and 3D printing" she says. 
"Inspection and NDT data is everywhere 
in every process and very powerful to the 
customer to drive productivity, quality, and 
safety. Also, considering the global reach of 
the company, we are very well positioned to 
serve unserved geographical locations."

Anbarasu is ranked as one of the top 
50 most powerful women in technology 
by the National Diversity Council, one of 
the Top 100 Women in Technology by 
Technology Magazine and recognized with 
the International Achievers’ Award 2021 by 
Government of India recognised - Indian 
Achievers Forum. Compared to when she was 
at the start of her career, she says there are 

“ People make a 
business, business 
does not make people, 
so a business will be 
successful only if we 
focus on the people"
ARUNGALAI ANBARASU
CHIEF TECHNOLOGY & STRATEGY  
OFFICER, WAYGATE TECHNOLOGIES
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many more women working in STEM (Science, 
Technology, Engineering, Mathematics) 
and joining graduate programmes, with a 
greater awareness of the existence of STEM 
roles now. "When I joined the Graduate 
Programme back then, I think I was the only 
girl on the team. Now when I look at graduate 
programmes there is usually a bit of a mix." 

"I also see the companies themselves 
having more programmes addressing 
diversity. When you try to do it ad hoc it's 
very difficult, but now I think there is far 
more awareness, and technology helps 
people come forward too. It's certainly 
much better than when I joined." 

It's important for the industry to be 
proactive in this area, she says, as it is good 
for business. "There is a lot of economic 
growth associated with balanced views" she 
says. "If you think about digital transformation 
for example, you’re thinking about multiple 
phases of changes - strategic, technical, 
commercial, business and cultural. When 
you bring so many things into play you want 
diverse views, you will have more balanced 
views of problems and their solutions. 
Therefore, there are higher chances of 
making the right decisions. I truly believe 
there is value in having a mix, and not just a 
gender mix but a diversity of viewpoints”

"Promoting diverse talents in STEM also 
helps reduce the skill gap, because we don't 
have enough people in skilled jobs in STEM, 
and if you encourage more gender diversity, 
you reduce that gap."

To do this, organisations need gender 
diverse role models to encourage people 
to apply. Raising awareness of STEM 
careers in school is also key. "Talking about 
engineering, technical and science careers 
in the early years is very important, because 
then you're planting a seed and they will 
make a very organic choice." 

" Industrial inspection 
data is everywhere, 
in every process, 
and very powerful 
to the customer to 
drive productivity, 
quality, and safety”

ARUNGALAI ANBARASU
CHIEF TECHNOLOGY & STRATEGY  
OFFICER, WAYGATE TECHNOLOGIES
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"When I was in school, I was not actively 
taught about STEM roles" she adds, "but my 
dad was an engineer so that's how I got to 
know about it. I think it's important that you 
create the environment to build that pipeline." 

Asked what advice she would give to 
young girls wanting to have a career in STEM, 
she remembers a time at a roundtable 
where she heard the quote of playwright 
George Bernard Shaw. "'The reasonable 
man adapts himself to the world; the 
unreasonable one persists in trying to adapt 
the world to himself. Therefore, all progress 
depends on the unreasonable man.'"

"If I replace 'man' with 'woman', I 
think the more women and girls start 
being unreasonable, the more progress 
we'll make.  And I am proud to be an 
unreasonable woman." 

Anbarasu encourages every young girl 
to be unreasonable within the boundaries 
of ethics and safety to take the first steps 
that will create progress for themselves and 
others. Being first is never easy she says, but 
it is fulfilling.
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SIMON CHASSAR
CHIEF REVENUE OFFICER,  

CLAROTY

Currently, Claroty is experiencing 
a period of what Chassar calls 
‘hyper growth’ which, he says, 
means the company is rapidly 
gaining momentum as the 

levels of connectivity 
in industrial 
systems increase. 
This increase in 
connectivity has 
resulted in the 
creation of a wider 
attack surface that 
cybercriminals and 
other adversaries  
can exploit.

“Malicious hackers 
are increasingly 
understanding that 
they can do more 
than compromise 

data — they can also disrupt the physical 
industrial processes that underpin global 
supply chains. Recent incidents have shown 
that with the expanding attack surface, 
certain types of breaches can shut down 

operations. When 
this happens, the 
resulting impact 
on organisations is 
typically far worse 
than that of a data 
breach. This is not 
only in terms of lost 
revenue, people’s 
wages, and income 
— but it is also in 
terms of physical 
safety. This is one of 
the primary drivers 
of the market’s 
momentum. At 

CLAROTY

Strengthening the cybersecurity 
of industrial supply chains is 
arguably more critical than 
protecting against data breaches

“MALICIOUS HACKERS 
ARE INCREASINGLY 

UNDERSTANDING THAT 
THEY CAN DO MORE THAN 

COMPROMISE DATA — 
THEY CAN ALSO DISRUPT 

THE PHYSICAL INDUSTRIAL 
PROCESSES THAT UNDERPIN 

GLOBAL SUPPLY CHAINS”
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the same time, there is a growing need to 
address the problem, which is our mission.”

Chassar said that this accelerating 
demand is driving 100% growth on a 
quarterly basis for Claroty, and the team is 
scaling the business accordingly. He noted 
that half of all Claroty employees were 
hired in just the last nine months, and that a 
strong company culture has allowed Claroty 
to address the challenges that inevitably 
come along with such rapid growth. 

So apart from the expanding attack 
surface, what else is impacting 
Claroty and its services?
Chassar says there is also something 
referred to as the Purdue Model. He explains 
that this is a network segmentation-
based reference architecture for industrial 

“ ON THE INDUSTRIAL 
SIDE YOU ARE 
OFTEN LOOKING AT 
TECHNOLOGY AND 
SYSTEMS IN PLACE 
WHICH ARE SOMETIMES 
DECADES OLD AND 
THEREFORE DIFFICULT, 
IF NOT IMPOSSIBLE, TO 
UPDATE AND PATCH”

Title of the video

SIMON CHASSAR
CHIEF REVENUE OFFICER,  
CLAROTY
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control systems (ICS) that was created by 
Theodore Williams in the ‘90s. He said this 
model is now starting to collapse because 
of the increased levels of connected 
technology, including IoT and 5G. This, 
along with the aforementioned attack 
surface, means much bigger perimeters 
that stretch beyond just one building 
that CSOs and CIOs need to protect.

He uses car production as an analogy. 
“Take for example a brake manufacturing 
plant in the Czech Republic. The car 
manufacturer may use a headlight 
manufacturer in Poland and a computer 
component manufacturer in China. All of 
these places reflect the expanding attack 
surface, so you are now trying to protect this 
massive perimeter and at the same time you 
have to be aware of the greater potential for 

lateral movement across connected supply 
chains. This could be someone gaining 
access through a back door and then moving 
across the network.  This is one of the biggest 
challenges we face and is critical when it 
comes to securing industrial environments.”
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Cybersecurity for 
Industrial Environments 
= Digital Safety + 
Process Integrity 
Velta Technology encompasses decades of experience as practitioners 
in OT and IT across all industrial verticals.  Our team consists of executives, 
engineers, and technology professionals. Our solutions are best in class, 
scalable from regional to global.

You can’t protect what you can’t see. 

Velta Technology

Get Safer Sooner.

Gain visibility into your industrial 
space and bridge the gap between OT 
and IT with Velta Technology - Claroty 
Partner of the Year in North America

Industry visibility to stop cyber attacks is 
the focus of Velta Technology. “We help 
industrial environments protect themselves 
from security breaches by providing full 
visibility into their industrial networks,” said 
Dino Busalachi, Chief Technology Officer.

“The doors are open and the hackers are 
finding their way in! If you cannot see into your 
Industrial Control Systems (ICS) environment 
from the ICS application down through the 
stack into the network, then you are blind!” 
said Busalachi.

Founded in 2018, Velta Technology 
understands industrial assets and 
infrastructure, and bridges the gap between 
operational technology (OT) and information 
technology (IT).

“We expand the footprint of the OT platform. 
We move it all the way from awareness to 
integration and optimisation, which sets us 
apart from our competitors,” Busalachi. 

Velta Technology was named Claroty Partner 
of the Year in North America. “Since we formed 
a partnership four years ago we haven’t looked 
back since.”

By providing Digital Safety as a Service 
(DSaaS), Velta Technology focus 
on protecting four primary areas of 
vulnerability:

• Process integrity
• IP protection 
• Human safety 
• Remote access

Busalachi stressed that with the rapid 
growth of IoT and continued expansion of 
5G is increasing the risk of cyber attacks. 

Visibility study identifies key 
vulnerabilities

Velta Technology provides a three-week 
visibility study which delivers the first phase 
of a digital safety program and pledge that 
within 30 days any industrial environment 
will be safer.

DSaaS solutions

Velta Technology brings their DSaaS solutions 
to industrial platforms and mimics what IT has 
done within the end visibility on the control 
system side. 

We create a database of any vulnerabilities 
and assign an index which is recognised by 
regulatory bodies such as NIST (National 
Institute of Standards and Technology).”

By implementing NIST framework helps the 
industrial environment to: 

• Detect
• Identify 
• Respond 
• Protect 
• Recover 

Velta Technology: Industry visibility to 
stop cyber attacks

Learn moreTWITTER   LINKEDIN   YOUTUBE 

http://www.veltatech.com/
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“RECENT INCIDENTS 
HAVE SHOWN 

THAT WITH THE 
EXPANDING ATTACK 
SURFACE, CERTAIN 

TYPES OF BREACHES 
CAN SHUT DOWN 

OPERATIONS”

It’s not the usual 
case of personal and 
company data theft
Industrial cyber attacks 
differ from other 
kinds of well-known 
cybercriminal activity, 
such as personal and 
corporate data breaches 
and loss, which can lead 
to reputational damage 
and fines. Chassar 
said the difference is 
that with the latter, 
there are mitigations 
in place. “When personal data is breached 
and extracted there are mechanisms such 
as insurance, backup, encryption, multi-
factor authentication, and others that 
are widely implemented to help further 
protect that particular data,” he says.

“However, on the 
industrial side you are often 
looking at technology and 
systems in place which are 
sometimes decades old 
and therefore difficult, if not 
impossible, to update and 
patch. And when there is 
any kind of attack, processes 
can grind to a halt. Imagine 
a major car manufacturer 
that produces a vehicle 
every 50 seconds. If that 
is stopped for five hours, 
how many cars are then not 

produced? On top of that, the next question 
to then ask is, how many people cannot earn 
money because they can’t work on making the 
cars? In this respect, industrial cyber attacks 
can have a much more tangible impact than 
data breaches.”

SIMON CHASSAR
CHIEF REVENUE OFFICER,  

CLAROTY
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Simon Chassar is Chief 
Revenue Officer at Claroty, 

where he leads the global sales 
organization including territories, 
partnerships, sales engineers, 
sales development, and revenue 
operations. He brings more than 
20 years of IT industry experience 
across the go-to-market on 
hardware, software, and services at 
multinational organizations such 
as NTT, Cisco, Avaya, VMware, and 
Actifio. Prior to joining Claroty, 
he served as CRO of the security 
division of NTT, where he ran a sales, 
channel, and marketing organization 
of more than 300 people, delivering 
$1.5 billion in revenue across 
products and services. Chassar is 
part of the World Economic Forum 
for Oil & Gas Security.

Simon Chassar
TITLE: CHIEF REVENUE OFFICER

COMPANY: CLAROTY

INDUSTRY: INDUSTRIAL CYBERSECURITY

LOCATION: SURREY, UNITED KINGDOM

CLAROTY

“WE HAVE ALWAYS BEEN A TECHNOLOGY COMPANY 
RATHER THAN A SERVICES-BASED ONE. BECAUSE 

OF THAT WE HAVE BUILT VERY STRONG TECHNICAL 
INTEGRATIONS WITH OUR IT SECURITY PARTNERS”

SIMON CHASSAR
CHIEF REVENUE OFFICER,  

CLAROTY
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The critical benefits of industrial 
cybersecurity protection
The first important thing to establish 
with Claroty’s customers, Chassar says, is 
identifying the assets they have operating 
within their industrial environment. This is 
because, he adds, customers aren’t always 
aware that, say, their heating controls are 
connected to this environment. The same 
goes for engineering workstations, controllers, 
sensors, and other devices. Chassar advises 
they need to start with finding out which 
parts of their operation are connected to 
their industrial environment, because you 
cannot protect what you cannot see.

“This is how Claroty helps at the start of 
the journey — by identifying the devices and 
connections and which ones pose inherent 

risks, such as a control system that hasn’t been 
updated in ten years. Once you understand 
what and where those inherent risks are, the 
next step is prioritization. Our threat detection 
capabilities enable customers to know when 
they are being attacked and exactly what 
the residual risks are. We apply our standard 
cybersecurity procedures to the perimeter 
and everywhere within their environment.”

Chassar says the firm also takes the 
approach of looking at vulnerabilities from 
the hackers’ point of view with risk scoring, so 
organisations can more easily prioritise and 
then make the changes and also keep them 
up to date with regulatory requirements. 

He adds that the company is backed 
and adopted by the top three industrial 
automation vendors globally: Siemens, 
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“ THESE ARE THE SAME COMPANIES 
THAT HAVE CONTROL OF THE 
FIREWALLS, SIEMS AND OTHER 
TECHNOLOGIES THAT OUR 
CUSTOMERS ALREADY RELY ON. 
WE CAN PLUG AND PLAY DIRECTLY 
INTO THESE ENVIRONMENTS. 
THAT CREATES OPPORTUNITIES 
FOR OUR CUSTOMERS TO EASILY 
INTEGRATE OUR PLATFORM WITH 
THEIR EXISTING TECH STACK”

SIMON CHASSAR
CHIEF REVENUE OFFICER,  
CLAROTY

Schneider Electric, and 
Rockwell Automation. 
Claroty’s strategic 
partnerships with all three 
have allowed the company 
to build a solid understanding 
and awareness around all their 
protocols, capabilities, and 
vulnerabilities. He explains, 
“This in turn has also enabled 
Claroty, via our Team82 
research team, to know where 
the threats are coming from, 
the constant changes within 
the threat landscape, and the 
reality of the dark world.”

How partnerships matter
Off the back of the investment, Chassar 
says the company has been able to grow 
its coverage of what has long been the 
sector’s most extensive library of industrial 
protocols.  He said this means Claroty’s 
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“ WHEN THERE IS ANY KIND OF 
ATTACK, PROCESSES CAN GRIND 
TO A HALT. IN THIS RESPECT, 
INDUSTRIAL SECURITY IS CRITICAL”

platform is fully compatible with both 
greenfield IoT and IIoT environments and 
traditional brownfield OT environments. 
Developing and expanding support for 
the various protocols utilized within 
these environments requires close 
collaboration and a strong relationship with 
the industrial vendors — including those 
that are Claroty investors and partners.

“We have always been a technology 
company rather than a services-based 
one. Because of that we have also built 
very strong technical integrations with our 
IT security partners. These are the same 
companies that have control of the firewalls 
and other technologies that our customers 
already rely on. Not only does this enable us 
to work in harmony, we can also plug and 
play directly into these environments. That 
creates opportunities for our customers 
to easily integrate our platform with their 
existing tech stack,” he states.

Chassar says the company has three 
partner categories which have different 
values but are equally important. The 
first, he says, is the service partners that 
are driving enterprise transformation 
and include the likes of Deloitte, KPMG, 
NTT, and Kudelski Security. The second 
is ICS/automation vendors including 
Siemens, Schneider Electric, Yokogawa, 
and Rockwell. And then there are strategic 

SIMON CHASSAR
CHIEF REVENUE OFFICER,  
CLAROTY
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The number of internet-
connected devices is 

expected to increase from 
31 billion in 2020 to  

35 billion in 2021 and  
75 billion in 2025 -  

Security Today’s The IoT 
Rundown for 2020

FUTURE 
PROJECTIONS

CLAROTY
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integrations with CrowdStrike, Check Point 
Software Technologies, and Tripwire. 

“We consciously focus on the industries 
that have absolute excellence in what they 
do and have a very large customer base. We 
are strongly committed to taking a ‘partner 
first’ approach. There is a real skills shortage 
in OT and specifically in OT security, so we 
are enabling our partners to develop these 
skills and giving them the economies of 
scale needed to address the shortage.”

The future of these partnerships
These relationships are going to become 
tighter, Chassar says. “Just in the last six 
months we have increased our focus on 
driving up our partners’ certifications and 
their capabilities within OT cybersecurity. 
At Claroty we have taken our core central 
knowledge and skills and shared these 
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Gartner projected that 

businesses would spend 
more than $123 billion 
on security in 2020 and 

projects that figure to grow 
to $170.4 billion by 2022

FUTURE 
PROJECTIONS

SIMON CHASSAR
CHIEF REVENUE OFFICER,  

CLAROTY

openly with them, which has driven up 
the volume of skills and capabilities so 
they can take advantage of our hyper 
growth that I mentioned at the start. 
This tightening of partner relationships 
is the future right now.”

Chassar said this was 
significant because it was 
vitally important for those 
in industrial cybersecurity 
to be aware of the 
criticality of protecting 
these environments. 
This stems from the 
momentum caused by the 
convergence of OT and IT. 
He cites everything from 
vaccinations and pharma 
companies to automotive 
production, all the way through to food and 
drink manufacturing.

“Our mission is to be the industrial 
cybersecurity company and to protect 
everything within the four walls of an 
industrial site — and ultimately keep 
enterprises going. We’re not focused on 
preventing the extraction of personal 
information or, for instance, credit card 
numbers. Our goal is to help companies 
maintain their production and overall 
business operations.”

He offers the example of developing 
technology for a car production line 
whereby a breach would halt the supply 
of vehicles. “On the industrial side it is 
more about business continuity than 

reputational damage and 
fines. Look at the Colonial 
Pipeline incident, in which 
operations halted after 
the breach, as well as JBS 
foods. Stopping production 
of things consumers need 
leads to lost revenue and an 
impact on stock markets, 
which is very difficult to 
repair. It can mean people 
can’t go to work anymore 
because the tins of beans 
and cars aren’t being made.”

Chassar concludes: “The bottom line is 
everyone, no matter which field or sector 
they are in, should be aware of industrial 
cybersecurity and how vital it is to protect 
the world’s increasingly connected 
industrial plants and production facilities. 
This issue has huge significance to us as 
individual consumers and the economy  
at large.” 

“THE BOTTOM LINE IS EVERYONE, NO MATTER 
WHICH FIELD OR SECTOR THEY ARE IN, SHOULD 

BE AWARE OF INDUSTRIAL CYBER SECURITY 
AND HOW VITAL IT IS TO PROTECT THE WORLD’S 
INCREASINGLY CONNECTED INDUSTRIAL PLANTS 

AND PRODUCTION FACILITIES”
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M ost of us have a fairly good 
idea about what constitutes 
critical comms – or at least, 
in the pre-pandemic sense. 
Your mind would think of 

fire prevention, security cameras and the 
whole host of applications that are essential 
for ensuring public and staff safety. Today, 
critical comms has expanded to include 
the vital nature of business continuity, 
which in part has been exposed during the 
COVID-19 pandemic. 

No sector has been unaffected by COVID-
19 and in the critical comms space, there has 
been soaring demand for business continuity 
solutions as lockdowns swept the world and 
remote working has become the norm. It 
is this new and emerging area which Hiran 
Ravat, Head of IoT Business Development 
and Partnerships at CSL Group, which has 25 
years’ experience, is now actively targeting 
for growth. 

“One of the biggest changes over the 
past 18 months is people are viewing 
connectivity differently.,” he says. “People 
are working from home, away from their 
offices or factories, so we’re getting lots of 
unique critical connectivity cases outside 
our core heritage business. As we’ve 
started to delve into this new area, we’ve 
found more and more examples where 
critical connectivity can enhance existing 
solutions. It’s not something the MNOs can 
support as to be a critical communications 
supplier you need added resilience and 

Hiran Ravat, Head of IoT Business 
Development and Partnerships at CSL 
Group, explains how it broadens critical 
comms reach to meet continuity demand

Hiran Ravat, 
Head of IoT 
Business 
Development 
and Partnerships
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Title of the video

our solutions incorporate connectivity 
from 2 independent network operators 
in the event a particular operator has an 
outage, where network operators naturally 
wouldn’t offer services in partnership with 
their competitors.”

Hiran has experienced the changing 
dynamics only too well, having moved 
to CSL Group in March 2021. Previously 
he worked at Vodafone for 18 years and 
ticked off a wide range of roles – covering 
consumer, enterprise and IoT – and 
then moved to O2, where he worked for 
two-and-a-half years, setting up their IoT 
Solutions Partner Ecosystem.

“It’s been a massive eye-opening 
experience,” he says. “I’ve been working 
in the mobile network space and always 
thought the value of connectivity sticks 
with the network – but what we do at CSL is 
work with the network operators, and then 

“ As we’ve started to 
delve into this critical 
solutions world, we’ve 
found more and more 
examples, and it’s 
not something the 
MNOs can support 
without working with 
their competitors and 
providing a managed 
service around it”

HIRAN RAVAT
HEAD OF IOT BUSINESS DEVELOPMENT 
AND PARTNERSHIPS, CSL GROUP
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convert that connectivity into an added 
value solution.”

To that end, he is keen to emphasise three 
unique propositions that can drive value to 
the IoT market.

“The first is a dual SIM managed router. 
The market has lots of dual SIM routers, so 
that’s not unique, but what is different is we 
will manage, configure, fully support and 
encrypt it for the customer. It’s literally a plug 
and play solution that is offered as a service.

“We have another managed router 
offering, but this one takes the fixed line 
broadband, which we provide or it can be an 
existing line, and the resilience element is 
 a SIM that roams on any network, and again, 
we do all the management and security.

“In an IoT world where the market is built 
on platforms and portals, the myth is that 
all end users want to self manage via these 
tools. However, speak to a retailer who on 

a busy Saturday has a network issue, they 
then have to call their IT department who 
will log into these tools and spend what can 
be hours doing diagnostics to get back up 
and running, or worse, still they have no IT 
department and have to log in and do this 
themselves. We are that simple alternative 
where in that same situation the retailer 
simply contacts us and we get them back up 
and running whilst they focus on their trade.”

“Another great offering we have is our 
signal analysers, which don’t really get 
the attention in the market they deserve 
considering the value they provide. They 
monitor wireless broadband and mobile 
SIM signals so you know that you’ve got 
the strongest signal wherever you’re placing

“Another great offering we have is our 
signal analysers, which don’t really get 
the attention in the market they deserve 
considering the value they provide. They 

CSL Group highlights Hikvision, an IoT solution 
provider with video as its core competency, as 
one of its partners. The company launched a 

4G Solar Panel Kit for standalone security sites 
in the UK and Ireland last December. The kit 

includes a 4G camera, solar panel and bracket 
and can provide one-stop monitoring in remote 

environments. Hiran said he looks forward 
to exploring more synergies with Hikvision, 

which recently introduced a new dedicated UK 
Technology Partner Programme for vendors, 
offering software, hardware and applications 

complementary to Hikvision solutions. 
“They’re the world leading provider of security 
products and solutions that need the critical 

communications services we supply, so that’s 
another great partnership.”

PARTNER FOCUS: HIKVISION

CSL
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monitor wireless broadband and mobile 
SIM signals so you know that you’ve got the 
strongest signal wherever you’re placing 
your device, so it improves the customer 
experience considerably. Imagine how 
many IoT devices are assumed to not work 
simply down to where its positioned, this 
offering ensures that is not the case.”

CSL Group, which has just opened 
a new headquarters in Watford, has over 
one million connected devices globally and 
handled over four billion ‘events’ last year 
via their Gemini Global Platform. Funded 
through private equity, the group is on a sure 
financial footing.

Hiran explains that CSL aims to drive 
growth in a broader IoT market through 
these managed solutions that are scalable 
whilst also still being affordable. CSL 
takes the complexity out of adopting 
communications solutions,  handling all 
diagnostic checks, configurations and 
service continuity. CSL owns and manages 
its own infrastructure with a massive focus 
on security built into their propositions. 
The ‘here and now’ of IoT covers a wide 
remit where CSL see the need for Critical 
Communications, such as Smart Street 
Lighting, Asset Monitoring, Access Control, 
Construction Site Monitoring, EV Charging, 
Retail Library Kiosks, to name a few.

“We provide an end-to-end solution, 
so the customer doesn’t really have to do 
anything,” added Hiran. “We will charge 
a small connection fee for the router, and  
a monthly cost, including the connectivity, 
which gives the managed service and 
security we supply.” 

Complementing Telecoms is another key 
sector firmly in CSL’s sights. With the end of 
PSTN lines in the UK and Ireland in the next 
five years, there will be plenty of upgrade 
opportunities as many security systems 
utilise this legacy network and we are already 
helping the market to move to mobile. 

“So we’ve got a massive opportunity there 
and it’s just another example of capitalising on 
what we’ve done for years,” he said. “We work 
with all the leading mobile network operators – 
who want more consumption of their network 
and we’re adding value by creating a solution 
that integrates these networks, so a perfect 
collaborative partnership.”

“We’re working collaboratively to offer 
our managed services back to the network 
operators, to go and help their own 
customers and win new business. This is 
a growing trend and something we’re really 
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Hiran joins CSL from O2, where 
he spent two-and-a-half years in 

a similar role, launching an IoT Partner 
programme into the MNO (Mobile Network 
Operator). Before that, Hiran spent 18 
years at Vodafone, joining as a graduate 
and working his way up to UK IoT Channel 
Manager. In this role he also worked closely 
with partners to launch IoT products. In his 
new role with CSL, he will be focusing on 
working with partners and MNOs to deliver 
new, secure connectivity solutions.

Hiran commented: “I am delighted 
to be joining CSL and such an exciting 
time in their story. CSL has a unique 
offering, and I am thrilled to be working 
with customers and partners, new and 
old, to deliver leading IoT solutions to 
the market. My experience from MNOs 
means I understand what is needed 
to deliver critical connectivity and the 
integral role CSL can play in providing an 
end-to-end managed solution.”

Ed Heale, CSL’s CEO, said Hiran is 
an expert in all things IoT and adds 
to the growing wealth of knowledge 
we have across our business. “As we 
look to expand our offerings and work 
with partners across new sectors, his 
experience and practical understanding 
will be hugely important to us. I am 
thrilled to have Hiran on board with us 
and wish him every success with his 
career at CSL.”

Hiran Ravat
TITLE: HEAD OF IOT BUSINESS 
DEVELOPMENT AND PARTNERSHIPS

INDUSTRY: TELECOMMUNICATIONS 

LOCATION: UNITED KINGDOM 
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focusing on and have had great success in 
doing already. The value we bring back to 
the network operators is that they can offer 
an end-to-end solution that utilises their 
networks but they don’t need to have any 
of the complexity or cost of managing these 
solutions as CSL does for them.”

Our reputation in the market has already 
opened up some great new opportunities 

outside of our heritage sectors. We have recently 
partnered with a smart street lighting company 

who is seeing their solution being adopted 
by large customers globally who are looking 
to reduce their carbon footprint. The biggest 

issue they had was a reliable communications 
method to control the services of these street 
lights. They partnered with us as our managed 

offering made this simple and ensured the 
street lights were always connected. Another 

example is air conditioning monitoring if you’ve 
got around £40,000-worth of IT equipment in 
a server room, and the air-conditioning starts 
to leak, it could create an amazing amount of 
damage – not only to the supplier, but to the 
provider whom that service is supporting. We 

were able to ensure the sensors used were 
always connected so that any leakages can 

be monitored. 
Other new areas we are currently working on are 
communications in utility monitoring stations, 
ANPR Solutions, Access Control, Unmanned 

Petrol Stations, Critical Infrastructure and the list 
grows frequently.

NEW OPPORTUNITIES
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in your service and in this regard our NPS 
score is testament to how great a job 
we do in providing a managed service. 
In comparison, many of the well known 
technology suppliers average around the 
50% mark,” said Hiran. “I’m sure we’ll see 
more companies entering this space and 
of course we have competition, but we 
have built up the CSL Group over 25 years. 
It takes lots of investment, expertise and 
effort to deliver high standards of service 
on a managed offering that can maintain 
this at the scale and growth that we do.”

In the telecare wearable devices sector, 
it manages over 100,000 connections, 
and in the retail market, manages the 
communications for over 7,000 Post 
Office sites.

“When communication solutions are 
considered often the customer procures 
the different elements from different 
suppliers and then has to set up a method 
of being able to self manage this which is 
timely and complex. When working with 
CSL we ensure they are always connected, 
delivered through a single supplier and 
support model all through us.

“ We work with all the mobile network operators 
– they want more utilisation of their network 
and we’re adding value by integrating this to our 
solutions, so it’s a perfect fit”

HIRAN RAVAT
HEAD OF IOT BUSINESS DEVELOPMENT 
AND PARTNERSHIPS, CSL GROUP

CSL Group, which employs nearly 
200 staff, prides itself on its customer 
service and has an NPS Score of 86.5% 
from over 51,000 surveys sent out last 
year. “It only works to have a managed 
offering if what you’re doing is of a high 
standard and customers see that value 
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iOCO is digitally enabling 
itself with a view to better 
problem solving for its clients. 
But what does that mean? 
And how does it get there?

I nnovation, for the head of innovation at 
iOCO, is not necessarily about disruption. 
While the word itself might bring to mind 

the likes of Tesla, Amazon, Uber or Airbnb, 
Alex Pryor has an alternative view of how 
to be innovative. “What those companies 
do, that disruptive innovation, is amazing 
and fantastic,” she says. “It changes how 
we do things. But honestly, my definition 
[of innovation] is doing the same old things 
better, preferably for commercial gain.”

For Pryor, that starts with the basics: an 
Excel spreadsheet being emailed around 
an office for feedback, for instance. It’s 
inefficient and could be improved, but 
people do it because it’s what they’ve always 
done. “I look at where those inefficiencies 
are and how I can help people work better, 
make their jobs easier. When you do that, 
then you can start thinking about the 
exciting, disruptive things.”

This innovation funnel has been aided 
with the creation of a Youth Solvers initiative. 
“They're all in their early 20s. They're 
ambitious, they're keen, but they have the 
most amazing ideas. And I absolutely love 
working with them. Invariably I come out of 
that meeting with 17 ideas that hadn't even 
crossed my mind. So that's really taught me 
the value of engagement. The more you 
talk to people, the better ideas you get. The 
better ideas you get, the better products you 
build, the better services you offer.”

1998
Year Founded

4000
Number of Employees

Data Centres
Industry

R11 Billion
Revenue Annually for EOH
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Alex Pryor, Head of 
Innovation, iOCO
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Culture at work
At iOCO, the emphasis is on fostering 
this culture of innovation, allowing for 
the motivation, impetus, space and, yes, 
enablement that will encourage a spirit of 
openness – ideas from the bottom, listening 
from the top. And the momentum for 
innovation should not, in Pryor’s view, stop at 
the idea. That idea needs to be honed and put 
into action, incentivising others to bring their 
ideas forward and rewarding the employee 
whose idea is taken forward in a virtuous 
circle. “You have to accept that there’s a 
certain amount of investment that’s needed, 
in money or time,” concedes Pryor, “and 
you have to willing to wait for the benefits 
because while some innovations might cause 
an immediate benefit – such as those in cost- 
or time-saving areas – your profit-generating 
innovations tend to take longer.”

Work culture, says Pryor, “is something 
that I’ve thought about quite a lot.” One of 
iOCO’s products, GetSpace (www.get-space.

org), is a solution to help with managing 
hybrid workforces. “I think very much that 
going forward, in white collar industries, 
we're not going to be heading back to full 
time in the office. No one wants to go back 
to the nine-to-five grind. They don’t want 
to sit in traffic or on public transport. They 
want the freedom to be able to take their 
kids to the soccer game or go and have 
lunch with their partner because they have 
had that for the past 18 months.”

iOCO itself is an IT company that prides 
itself on its ability to solve. It has over 
20 years’ experience in software, OEMs 
and enterprise applications such as SAP 
and Oracle. It modernises applications, 
automates solutions, it’s an advisory, a 
consultant. It provides managed services. 
“We don’t want to be the corner shop that 
has everything but no one can find it,” 
explains Pryor, “We offer a really wide range 
of services but they’re very well defined 
and we do each of them really, really well.”

Title of the video
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Alex Pryor is the Head of 
Digital Innovation for iOCO, 

responsible for digital innovation and 
new product development with a a 
strong focus on digital enablement 
through targeted innovation initiatives. 
As a seasoned professional with more 
than 18 years in the IT industry, Alex 
has deep experience in eCommerce, 
mobile applications, custom 
development, and product delivery. 
Alex holds an MBA from the University 
of Cape Town’s Graduate School of 
Business. She has a passion for Solving 
business problems and believes there 
are always ways that technology can 
help people work better.

Alex Pryor
TITLE: HEAD OF DIGITAL INNOVATION 

COMPANY: iOCO

“ We want to enable 
you to be a better 
organisation than 
you were before”
ALEX PRYOR,
HEAD OF INNOVATION, iOCO

iOCO
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Our iOCO Values

“ Once we get through 
this disruptive period, 
what’s going to come 
out of that is more 
people working as 
individuals rather than 
working for companies 
and being able to create 
in a way that we haven’t 
been able to previously”
ALEX PRYOR,
HEAD OF INNOVATION, iOCO

Focus on solving
Experience and certification is one thing, 
but Pryor thinks the thing that makes 
iOCO stand out is its ability to solve. “If we 
can’t help on a specific engagement we’ve 
got someone else in the organisation 
who can. So if we’re doing a software 
development gig for you and your server 
goes down and you’re running around the 
office panicking, I can say, it’s okay, let’s go 
to these people and we can help. We are 
really underpinned by our competencies.

“We are very much a service-first 
organisation and quality-first organisation. 
So it’s about solving a client’s problems 
but making sure those solutions are 
robust, fit for purpose and they’re going to 
be scalable. We want to enable you to be a 
better organisation than you were before.”
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Pryor doesn’t like the term digital 
transformation. It’s too broad. “You ask 
10 people what their definition of digital 
transformation is, you get 10 different 
answers.” She prefers digital enablement. 
“Digital enablement is using technology 
to make your business work better. It can 
encompass moving your ERP to a cloud-
based platform to take advantage of new 
functionalities, it can involve Zoom meetings. 
It’s about using the technology and using the 
advances in technology to improve the way 
you work and the way you communicate and 
the way you deliver.

The ‘enabling process’
“Digital transformation is an enabling process. 
It’s using tech to work better. It’s easy to put 
the technology in place. It may be complex, 

but the easiest part is putting in the new 
system, building the new system, moving 
stuff to the cloud. The culture part is harder.

“You’ve got to take people along for the 
journey. You’ve got to take Johnny along; 
he’s been doing things his way for 20 years 
and is resistant to the whole cloud thing. 
You’ve got to take the finance department 
along and they’re saying ‘why are we 
putting our stuff in the cloud? What are 
the legislation requirements around this?’ 
You’ve got to have a lot of dialogue and 
communication with people. Even though 
you are enabling them, you’ve got  
to convince them that’s a good thing.”

For Pryor, the process starts with two 
questions. What’s keeping you up at night?  
And how can we solve that? iOCO then 
explores how the organisation works and 
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considers what technology it has at its disposal 
that can help. Once the solution is in place, it’s 
about encouraging a change of mindset and, 
crucially, fostering a culture of innovation.

Pryor loves data, but she’s the first to 
admit that, in the real world at least, it’s “not 
sexy”, focusing heavily as the industry rightly 
does on data security and compliance. iOCO 
helps companies follow the Protection 
of Personal Information Act (POPIA) 
regulations, the South African version of the 
EU’s GDPR. “If I speak to a 20-year-old, they 
say ‘I want to be a data scientist’ and I say 
‘great, let’s go into data governance’. But it’s 
an area that’s incredibly important.”

Industry 4.0
Like many working at the cutting edge of 
enterprise technology, Pryor is anticipating 
the fourth industrial revolution with a 
mixture of gleeful wonder and human 
caution. The first part is self-explanatory. 
The caution is about people and their 
attitudes to a digital future that might take 
their job. She cites call centres, which are set 
to be decimated by chatbots, as an example, 
before moving on to shop checkouts.

“What I always think about is that every 
industrial revolution we’ve had to date 
has ultimately resulted in more jobs being 
created. It’s just that the jobs are different 

Alex Pryor explains her  
partnership philosophy:

“I suppose it's honesty and communication. 
Be honest about what you're hoping to get 
out of it on both sides, communicate and 

keep the communication open. You need to 
make sure you are building that relationship 
and that doesn't just mean that you're doing 
the work for them. It means that they're also 

doing the work for you. So it's about being 
committed to that shared vision and acting 
on it, making progress on it and confirming 

and meeting milestones on both sides. Then 
you're going to have a great partnership.”

iOCO AND THE SECRET  
OF PARTNERSHIPS

326    September 2021



more people working as individuals rather 
than working for companies and being able 
to create in a way that we haven’t been able 
to previously.”

The VMware effect
One of iOCO’s key partnerships is with 
VMware, the American cloud computing 
and virtualisation technology company 
and one of the leading cloud companies 
in the world. The South African company 
is a premier level partner, which includes 
a commitment to working with VMware to 
provide hybrid cloud solutions. Pryor is a 
big fan. “We love VMware,” she says. “One 

now, or an evolution of what they were 
before. Twenty years ago, no one had 
heard of being an influencer. With the 
fourth industrial revolution you’re really 
fixing the processes. You’re making them 
more streamlined and more efficient to 
help your end user. They get what they 
want more quickly while also helping your 
business, saving costs and optimising your 
efficiencies. But machines can’t take away 
our creativity and that’s why I think so 
many of the new jobs are in content and 
thought leadership. It’s a two-way street.

“Once we get through this disruptive 
period, what’s going to come out of that is 

“ You ask 10 
people what their 
definition of digital 
transformation 
is, you get 10 
different answers”
ALEX PRYOR,
HEAD OF INNOVATION, iOCO

iOCO

technologymagazine.com    327

https://technologymagazine.com/


iOCO

iOCO Your digital journey partner  
for an exponential future.
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“ It’s about using  
the technology and 
using the advances 
in technology to 
improve the way you 
work and the way you 
communicate and 
the way you deliver”

ALEX PRYOR,
HEAD OF INNOVATION, iOCO

of the reasons we’re so well aligned with 
VMware is that they are agnostic in terms 
of the public cloud and they’re committed 
to getting organisations to cloud as 
seamlessly as possible.”

That shared goal means iOCO can take 
advantage of hyperscaling abilities and any 
number of cloud functionalities. “We have 
the same kind of philosophy around being 
able to do what works for the organisation 
and solve their problems the most efficient 
way possible. VMware is one of the great 
tools that enable us to provide that 
experience for our clients.”

Partnership trends
That’s not to say VMware is iOCO’s only 
partner. Indeed the company has an 
impressive roster of partnerships in its 
ecosystem, including AWS, Google Cloud, 
SAP, Oracle, CloudBolt and Kofax. And 
it’s not just a question of being a licensed 
reseller. iOCO co-innovates on bespoke 
and integrated solutions. “We really are 
looking to partner with the best in the 
business,” says Pryor.

It also allows iOCO to keep on the right 
side of the ‘best of breed’ trend on behalf 
of its clients. Pryor thinks the trend is here 
to stay. “In the past, the partnership was 
based on how much of their product you 
could sell. Now partnerships are based on 
synergies. It’s about worldview and what 
you can deliver to the customer together 
that is better than if you did it separately. 
It’s moving to a stage where it’s more 
about higher tiers of partnership. I think it’s 
closer and more collaborative, and that’s 
important when there’s so much choice.”
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Patrick Beyer discusses T-Systems’ 
global efficiency programme and how 
the company helps others to boost 
efficiency via cultural change

S tarting his career at T-Systems in 
2009, Patrick Beyer has climbed 
through the business from IT Project 

Manager to Vice President Global Business 
Operations. T-Systems has several portfolio 
units; Beyer, in particular, runs the Global 
Business Operations in T-Systems’ Private 
Cloud Business. “To just give you a feel 
of what Global Business Operations are 
about, we are not finance, but we are doing 
all efficiency programmes. We are not 
human resources, but we are doing the 
entire resource management. We are not 
procurement, but we do all make supplier 
and licence management. That means, it's 
mainly about being a cross-functional unit  
in a large IT company,” explains Beyer.

With 28,000 employees and a revenue of 
€4.2bn a year, “T-Systems is one of the leading 
IT service providers in Europe, and we are 
serving our customers with nearly all services, 
from digital solutions to cloud services and 
security services, and this makes us really 
unique in the market that we can serve the 
entire value chain for our customers.”

Boosting Global End-to-End Efficiency
Sharing some insight into the management 
of global efficiency programmes and how 
T-Systems boost them, Beyer explains that 
agile end-2-end efficiency is a framework 
for how T-Systems push significant 
efficiencies in IT operation. “We are also 
deeply convinced that this method, how 
we do IT, and efficiency is also valuable 
for a lot of other companies. Basically, we 

Patrick Beyer 
T-Systems
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“Agile E2E“ 
efficiency doesn’t 
start with training, 
its starts with the 
”right mindset”

Perfect Fit for your Success

PATRICK BEYER
VICE PRESIDENT OF GLOBAL  

BUSINESS OPERATIONS, 
T-SYSTEMS INTERNATIONAL GMBH

break down the silos 
from the organisation 
by uniting the experts - 
despite hierarchy levels 
and roles - forming 
a unit structure, an 
environment to let them 
share their ideas about 
further IT improvements 
and cost reductions.”

The Method Behind 
Positive Results 
for T-Systems
Like many others in the last year, alongside 
the continuous year on year challenges, 
T-Systems has faced financial challenges 
and pressures from the COVID-19 crisis. To 
drive its own yearly efficiency, T-Systems 
developed this ‘agile, end-to-end (E2E) 
efficiency’ approach, which can be broken 

down into three topics: 
agile methodology, agile 
E2E streams, and new 
T-Mindset.

Starting with agile 
methodology, Beyer 
explains, “we looked at 
the benefits from SAFe 
(Scaled Agile Framework) 
and from Scrum to 
implement for efficiency. 
We wanted to bring our 
international colleagues 
together, collaborating 

across all units, by applying the agile 
methodology. We wanted to break down the 
silos by uniting the experts, despite hierarchy 
level roles and form the organisational 
unit. And we wanted to set up a real end-
to-end cloud collaboration from service 
management via delivery to offshore.”
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INDUSTRY: TECHNOLOGY

LOCATION: GERMANY
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“So we took all those learnings from 
SAFe and from Scrum and brought it into 
one common programme where we 
invited several experts from all different 
departments like Finance, Operations, 
Procurement, Sales, Resource Management 
into several design thinking workshops, 
asking ‘How can we improve on an 
overarching level?’ From the meetings, we 
had so many great ideas and user stories that 
the next step was to determine how we can 
now structure those ideas into a common 
programme?” says Beyer.

“It became clear very early on that we 
need to have dedicated people working on 
those programmes, if it’s only taking 10% of 
your working time, it will not succeed, which 
is why we said we wanted to have experts 
with at least 50% capacity to really drive 
these projects forward. This really brought 
us into a new framework on how we want 
to take our efficiency programmes further. 
One very important thing for me was always 
giving the responsibility to the respective 
scrum teams, and they set up their own 
individual efficient ambitions and targets. 
The mix between enabling high flexibility 
by using new agile methods like Scrum and 
self-organised teams was THE key success 
factor for us.”

Based on this, T-Systems created five 
different agile E2E streams: 
1. Transparency and monitoring 
2. Third-party agreement optimisation 
3. External workforce optimisation 
4. Account optimisation 
5. Cross function improvement

“Working together as a team, we 
went through the best practices of our 
organisation, based on the cross-functional 
experts in the programme, we ask frequently 
are doing, what we can stop doing, what we 
can substitute and what we really need to EX
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With more than 14 years of 
experience in the international 

IT business and transformation 
management (in several expert, head 
and executive positions), Patrick has a 
proven track record in leveraging 3-digit 
million euro in IT cost savings annually. In 
conjunction with the long-term strategy, 
he developed T-Systems' private cloud 
business became the company's most 
profitable unit.

In his current role as Vice President 
Global Business Operations at 
T-Systems International GmbH, 
he has the planning and steering 
responsibility for a revenue volume of 
€1.7bn and 7,000 employees. With his 
international team, Patrick manages 
the P&L and important business 
transformation programs at T-Systems 
Private Cloud business and drives cost 
savings through IT process automation, 
nearshore migrations, supplier 
management and complex end-2-end 
IT service chain optimisations.

In 2020, Patrick and his team were 
able to generate more than 10% cost 
reduction in T-Systems’ Private Cloud 
business. In parallel, 
he transformed the 
portfolio unit into a real 
flexible organisation 
based on agile working 
and a global skill 
management.

https://www.linkedin.com/in/patrick-beyer/
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“What we have really learned in this end-
to-end efficiency programme is that it's all 

about enabling our people, empowering 
our people and powering their potential”

keep. Based on the best practices from all 
units and the common knowledge of the 
organisation, we were able to really succeed. 
From this, we understood the importance 
of having the right mindset.” “As we know, it 
is our mindset that drives our behaviour and 
ultimately determines our results. So, our 
new T-Mindset idea was launched in 2019 to 
create a unique mindset within T-Systems. 
The T-Mindset is composed of three 
mindset shifts: changing the way we work 
together (Agile Working), changing the way 
we think about ourselves (Personal Growth) 
and changing the way we collaborate with 
each other (Outward Mindset). Especially the 
shift to an outward mindset, to see others 
as people like ourselves, whose objectives 
and challenges matter to us; dramatically 
improved our abilities of squads and teams 
to work productively together.”

Helping Other Benefit From 
Efficient, Best Practices
With this approach, T-Systems gain a lot  
of savings, “it levelled up our efficiency,”  
says Beyer, “and we’ve had, in the end,  
more motivated people than before.”

In adopting this approach, T-Systems 
Private Cloud unit has seen great results, 
“we’ve had a significant reduction in our 

PATRICK BEYER
VICE PRESIDENT OF GLOBAL  

BUSINESS OPERATIONS, 
T-SYSTEMS INTERNATIONAL GMBH
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T-SYSTEMS PARTNERSHIP  
WITH MICRO FOCUS
“We at T-Systems - a couple of years ago 
- implemented a programme called Zero 
Outage, which is mainly about avoiding 
incidents towards our customers. This 
programme is very deeply integrated into 
our DNA, so we have initiated a Zero Outage 
community with our suppliers and vendors, 
which allows our customers to cancel the 
contract if they are suffering from critical 
outages. To support this, we have set up 
common services with Micro Focus such 
as automation and monitoring, which 
contribute to the Zero Outage programme,” 
says Beyer.
In more detail, Beyer adds that “it is 
extremely important to have really reliable 
monitoring in place to see if a situation 
or incident occurs, which can then be 

automatically resolved before it becomes 
critical. And from an automation point
of view, together with Micro Focus, we are 
improving our service workflows while 
automating entire processes. Micro Focus 
has also been working with T-Systems to 
create a common market portfolio like 
Monitoring as a Service, as well as helping to 
push our efficiencies further by automating 
intensive processes.

MICRO FOCUS: AUTOMATION
“Our journey at T-Systems is from pure 
infrastructure automation to hyper-
automation, and this means automation 
is to be the core of our value chain, and 
Micro Focus delivers the state of the art 
product range for us to achieve this. So, for 
example, we are doing server automation 
and proactive incident remediation 
together with Micro Focus. This means 
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“ Even more interesting, is 
what we are doing with 
Micro Focus on Monitoring”

PATRICK BEYER
VICE PRESIDENT OF GLOBAL  
BUSINESS OPERATIONS, 
T-SYSTEMS INTERNATIONAL GMBH
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when an incident comes up, in the best 
case, our automation software is already 
detecting this incident in the monitoring, 
realising that there's something wrong, 
already starting the procedures to resolve 
the incident, creating the necessary ticket, 
informing the respective admin, and if 
necessary also the customer. We are using 
a lot of other things like robotic process 
automation (RPA) as well.
“So the range from small automation on 
your personal desktop to server automation, 
to the entire data centre, the automation 
gives us a very broad variety of options that 
we can use from Micro Focus. To give you a 
few numbers in 2020, more than 200,000 
incidents have been automatically resolved 
just by using automation tools based on 
Micro Focus.”

MICRO FOCUS: MONITORING
“Even more interesting, is what we are doing 
with Micro Focus on Monitoring,” says Beyer.
“Monitoring is a great toolset that allows us to 
monitor our entire IT landscape. This means 
we can monitor everything from operating 
systems, middleware, database applications, 
servers, storage, everything. On top of this, 
we are also using Micro Focus discovery 
and data analytics, which means we can do 
an application landscape discovery to see 
how the landscape has been set up, which 
interfaces is between the devices, and which 
server links to which network component. 
Specifically for incidents and configuration, 
it's great to have this entire landscape in 
one cockpit. We've been so successful that 
we've worked with Micro Focus to turn our 
in-house solution into a market portfolio 
and offer it to our customers, which is a real 
value-add for them."

external workforce cost by 20%, in our 
third party costs by 15%, and in our internal 
personnel costs by 8%. What we have 
really learned in this end-to-end efficiency 
programme is that it's all about enabling 
our people, empowering our people 
and powering their potential (despite 
hierarchy), and embracing change and 
continuous improvement.”

Helping other companies to do the same, 
Beyer reflects that “it leaves us a lot of 
new potential instead of just drumbeating 
targets into organisations. It brings experts 
together, giving them trust and allowing 
them to generate epics, user stories and 
great ideas. Specifically, the regular demo 

“ Self-organised 
teams unleash the 
full potential of 
our employees”
PATRICK BEYER
VICE PRESIDENT OF GLOBAL  
BUSINESS OPERATIONS, 
T-SYSTEMS INTERNATIONAL GMBH
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“ Outward mindset for me means 
thinking out of the box and 
seeing people as individuals 
and not just as objects. 
Through this perspective,  
we gain knowledge about their 
goals and understand what 
really drives their behaviour”
PATRICK BEYER
VICE PRESIDENT OF GLOBAL  
BUSINESS OPERATIONS, 
T-SYSTEMS INTERNATIONAL GMBH
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calls as best practice, from my perspective, 
was one success factor that I definitely 
recommend to many organisations, instead 
of wasting too much time with status 
reporting and result tracking.”

For others looking to apply this method, 
Beyer believes that it all starts with the 
right mindset. “Agile E2E efficiency doesn’t 
start with training, it starts with the right 
mindset. If you have the right attitude in 
an organisation, then it is much easier to 
succeed. That's why agile working and an 
agile mindset for me are the foundations 
for the success of this programme. And 
this is something that companies need to 
start first.”
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THE T-SYSTEMS COMPANY MOTTO:
#PEOPLEMAKEITHAPPEN 

“It’s one of T-Systems’ core beliefs,” 
explains Beyer. “It has been introduced 
by our CEO Adel Al-Saleh, he brought 
this into our focus - ‘people make it 
happen’ - and I'm deeply convinced 
by it because it's not just a phrase, it's 
really the foundation of everything 
we do and want to achieve. Our CEO 
of Deutsche Telekom, Tim Höttges, 
said, ‘a culture without strategy lacks 
orientation, but a strategy without 
culture is powerless’ and this exactly 
describes this sentence. We need 
to have a culture in our organisation 
that focuses on our people and 
collaboration. Having a strategy is 
helpful, but you need to have the right 
culture to forward the strategy.”
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Discover the history of 
Centrica, its strategy, 
business operations  
and sustainable efforts

P roud to be founded on a heritage of 
200 years, serving customers in homes 
and businesses, Centrica is driven by 

its purpose to help customers live sustainably, 
simply, and affordably. 

“As the pace of change continues to 
accelerate, we will respond by focusing 
colleagues and technology on helping 
businesses and households to use energy more 
efficiently and sustainably,” states Centrica.

The History of Centrica
Founded in 1997 following the demerger of 
British Gas, Centrica took on the gas sales, 
gas trading, services and retail business, and 
the gas production business of the North and 
South Morecambe gas field. 

Over the next 20 years,  Centrica 
continued to grow its operations, making 
several company acquisitions, including 
Direct Energy, Dyno-Rod, Clockwork Home 
Services (Via Direct Energy), Home Warranty 
of America (Via Direct Energy), Bord Gáis 
Energy, NEAS energy and ENER-G Cogen 
International Limited.

Today, Centrica is an FTSE 250 company, 
with 23,846 employees, 9.2million residential 
customers, 17,700 electric vehicle charging 
points, and revenue of £20.8bn.

“Our company is founded on a proud 
200-year heritage of serving customers in 
homes and businesses. From our early days 
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supplying gas and coal to being an energy 
and services company today, we have 
adapted and changed to meet the needs of 
our customers,” comments Centrica. 

The Centrica Business Model
Designed to focus on meeting the changing 
energy supply, services, and solutions 
needs for its customers, Centrica provides 
its offerings to both consumers and 
businesses, helping them transition to a 
lower-carbon future.

For its consumer customers, Centrica 
provides supply, and home services 
and solutions, ranging from protection, 
installation and smart heating to the supply 
of gas and electricity. “We want to make 
people’s lives simpler by providing seamless, 
time-saving services that are affordable and 
sustainable. Understanding and satisfying 
consumer needs is critical to our success,” 
says Centrica. 

Centrica - People and Planet plan

CENTRICA’S FIVE GROUP 
PRIORITIES
 
1. Customer obsession
2. Operational excellence
3. Most competitive provider
4. Cash flow growth
5. Empowered colleagues 
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Centrica is ‘a trusted energy partner’ for 
its business customers, providing energy 
and solutions to help businesses operate 
more efficiently and sustainably to 
achieve commercial success. Its services 
range from energy supply to energy 
trading and optimisation and business 
services and solutions.

At the heart of its success, Centrica places 
its values, culture and code. “Care, delivery, 
collaboration, agility and courage are values 
we developed through conversations with 
employees [...] By living our values, we will be 
better able to fulfil our purpose and satisfy 
the changing needs of our customers.”

Centrica divides its code of 
conduct into six key areas: 

1. Operating safely and securely
2. Conducting its business with integrity 
3. Valuing people
4. Treating customers fairly 
5. Protecting assets, information and 

interests
6. Working responsibly with communities 

and government 

Centrica’s People and Planet Plan
Committed to supporting every colleague 
to be themselves and every customer to live 
more sustainably, Centrica is committed to 
Sustainable Development Goals (SDGs) five 
(gender equality), eight (decent work and 
economic growth) and seven (affordable and 
clean energy).

People 
As part of these SDGs, Centrica has set bold 
targets for 2030, with ambitions to create 
an engaging and inclusive team that reflects 
the full diversity of the communities they 
serve, recruit 3,500 apprentices and provide 
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career development opportunities for 
under-represented groups, and inspire 
colleagues to give 100,000 days to build 
inclusive communities.

“Our People & Planet Plan aims to create 
a more inclusive and sustainable future that 
supports our communities, our planet and 
each other. The Plan builds on progress 
made in previous years and accelerates 
action through five global goals that are 
focused in areas that matter deeply to our 
business and society, and where we’re 
well placed to make a world of difference,” 
explains Centrica. 

CENTRICA’S CORE STRATEGY 
PILLARS
 
Sustainability: “We are committed to 
a cleaner and greener future, and we 
are making changes in order to achieve 
this. We will reduce our own emissions 
to reach net-zero and will help our 
customers to reduce theirs.”

Simplicity: “We are simplifying and 
modernising our business to allow us to 
put customers at the heart of everything 
we do with the aim of making their lives 
simpler and easier.”

Affordability: “Being able to reach net-
zero in an affordable way is core to our 
customers’ futures, so we are striving to 
provide energy, services and solutions 
that deliver value.”

CENTRICA

“ We’re continuing 
to find solutions 
to some of the 
key challenges 
related to 
decarbonisation”
CENTRICA
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Year Founded

10,000+
Number of Employees 

£20.8bn 
Revenue

To this effect, over the next decade, 
Centrica aims to have 47% of leaders 
female, 14% ethnic minority, 15% disability, 
3$ LGBTQ+, and 3% ex-services. whilst 
recognising that it’ll be tough to achieve this 
target given the industry being heavily male-
orientated, Centrica believes that “aiming 
high is the right approach to deliver the 
change we all need and want.”

In addition, Centrica plans to expand its 
opportunities across partnerships, recruiting 
1,000 new apprentices by 2022, with 
ambitions for 50% of them to be women, 
and continue to inspire its colleagues to 
build inclusive communities via its charity 

CENTRICA

partnerships, which it is currently on track to 
deliver 10,000 volunteer days by 2022.

Planet
As part of its environmental SDGs, Centrica’s 
targets are centred around its customers 
and business, helping its customers reach 
net-zero by 2050 and become a net-zero 
business by 2045.

Customers
“Climate change is one of the greatest 
challenges facing society. And with around 
90% of our total carbon emissions coming 
from our customers, the biggest thing we 
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can do to fight it is to help them use energy 
more sustainably,” says Centrica, which 
is why the company offers its customers 
energy efficiency and optimisation products 
such as Hive, fuel switching technologies 
such as electric vehicle charging solutions, 
and cleaner energy supply with green tariffs 
and a cleaner fuel mix.

Reducing the carbon intensity of its 
customers by 18% from 2019 (the annual 
emissions of 1.7mn UK households), Centrica 
is on track to achieve its milestone of 28% 
carbon intensity reduction by 2030. 

“The world of energy is evolving rapidly: 
it is becoming decentralised as distributed 

“ The world of energy 
is evolving rapidly: 
it is becoming 
decentralised 
as distributed 
technology supports 
decarbonisation”
CENTRICA
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technology supports decarbonisation; 
choice and power are shifting to the 
customer, and technology and digitalisation 
are accelerating the pace of change. We 
are responding to these trends by focusing 
investment on our customer-facing 
businesses,” says Centrica. 

The Business
Moving away from being asset-based to 
focusing on services and solutions, Centrica 
reports that as a business, it emits more than 
80% less carbon than it did a decade ago. 

“Recognising the urgent need to make 
net-zero a reality, we have accelerated our 
commitment to being a net-zero business by 
2045, five years ahead of our previous target 

and the UK deadline. We are also committed 
to helping our customers be net-zero by 
2050,” adds Centrica. 

Wanting to continue its leading example 
and driving emissions out of its business, 
Centrica is committed to completing its 
strategic transformation to exit interest in 
exploration and production, converting its 
fleet to electric, and expanding its energy 
efficiency, onsite generation and green tariffs. 

“Towards our net-zero target, our total 
carbon emissions decreased by 18% from 
2019, with savings largely linked to less 
upstream generation and production. As a 
result, we're on track against our milestone 
goal to deliver 40% carbon reduction by 
2034,” states Centrica.

By the end of 2020, Centrica proudly 
reported a CDP A-Grade as a world leader 
for action and disclosure on climate 
change, an 18% reduction in its carbon 
emissions, 10, 548 days volunteered since 
2019 and featured in The Times Top 50 
Employers for Women.

“As well as providing a wide range 
of energy efficiency and optimisation 
solutions – like Hive, smart meters and 
boiler upgrades –  we’re also providing a 
low carbon energy supply with 100% zero-
carbon electricity for all UK customers,” say 
Centrica, who adds that “we’re continuing to 
find solutions to some of the key challenges 
related to decarbonisation. We’re launching 
a trial to test the role heat pumps could play 
in cutting emissions from household heating 
in an affordable way. And, we’re working in 
partnership to build the world’s first net-zero 
industrial cluster in the UK by 2040, using 
ground-breaking hydrogen, carbon capture 
and storage technology.” 

CENTRICA

“ Our company is 
founded on a proud 
200-year heritage  
of serving customers 
in homes and 
businesses”
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CITY OF MISSISSAUGA

The City of Mississauga has been investing in smart 
infrastructure for over two decades. Now it’s one of 
the ICF’s Top7 cities. Where does it go from here?

“We had people 
coming to us to 

say they had lost 
contact with their 

family because the 
only option they 

had was in person”

SHAWN SLACK
CHIEF INFORMATION OFFICER,  

CITY OF MISSISSAUGA

The City of Mississauga’s Smart City 
Master Plan was endorsed in the 
summer of 2019. Two years on, the 
city is in the Intelligent Community 

Forum’s Top7 communities and city leaders 
are eyeing the top spot. As Canada’s sixth 
largest city, it’s a lofty aim, but based on a 
long history of looking forward, it doesn’t 
seem far-fetched.

Mississauga started building out its 
fibre network more than 20 years ago, as 
well as putting all of its services online 
and employing the skills of nascent cloud 
technologies. That bedrock has stood it in 
good stead since, with ongoing consultations 
and developments adding to the city’s 
impressive portfolio of infrastructural 
technology (it recently initiated a pilot 
of Public Safety Broadband Network 
LTE network for first 
responders, for instance, 
a pilot it hopes will roll 
out nationally).

Strategic direction
Shawn Slack is the 
city’s Chief Information 
Officer. He puts the city’s 
progressive nature down 
to having a firm strategic 
direction. “Social and 
economic resilience is 
a key driver for smart 
cities right now,” he says. 

Given the events of the past 18 months, 
it’s no surprise that this is front and centre 
of the city’s aims. When COVID-19 hit, and 
communities faced stay-at-home orders, 
Mississauga was ready to adapt and refocus.

“I can give you an example on both the 
social and the economic side,” says Slack. 
“On the social side, teachers and students 
had to go home and learn from home. 
There’s a segment of the population that 
does not have the technology, that does 
not have broadband in their homes. So we 
donated laptops to the school system and 
increased our laptop lending. Students could 
sign them out for a whole school term. We 
increased our hotspot lending and really 
worked with the school boards to focus 
on families in need. And we added 200 
additional public locations that had Wi-Fi. 

We had people coming 
to us to say they had lost 
contact with their family 
because the only option 
they had was in person.

Rapid adoption
“On the economic side, 
we worked with our 
Economic Development 
office to really engage 
with small business. 
There were programs 
like Digital Main Street 
that were put in place 

technologymagazine.com    359

https://www.linkedin.com/in/shawn-slack-mba/?originalSubdomain=ca
https://www.linkedin.com/in/shawn-slack-mba/?originalSubdomain=ca
https://www.linkedin.com/in/shawn-slack-mba/?originalSubdomain=ca
https://www.linkedin.com/in/shawn-slack-mba/?originalSubdomain=ca
https://technologymagazine.com/


CITY OF MISSISSAUGA

“This was about 
place making and 

city building. It 
was not about 

technology, 
although digital  
runs through it”

SHAWN SLACK
CHIEF INFORMATION OFFICER,  

CITY OF MISSISSAUGA

to help small business 
adopt digital quickly, to 
get ecommerce in place 
quickly so they could 
compete and participate 
in an online world.”

Economic Development 
also set up a Microsoft 
Teams site to engage with 
industry by sector. “The 
intention was to create 
a digital forum because 
Economic Development 
could no longer go and 
have meetings and bring 
people together. So the MS Teams site 
became a collaboration platform for industry 
to access economic development and create 
business-to-business interactions. There was 
a lot of business growth in those sectors, so 
many businesses transformed and pivoted.”

But it’s not just about 
technology, Slack is clear 
on that. “This was about 
place making and city 
building. It was not about 
technology, although 
digital runs through it.” He 
describes visiting other 
cities for inspiration and to 
learn from others – Dublin 
in Ireland, Milton Keynes 
in the UK, Las Vegas in the 
US – benchmarking for 
success to “de-risk failure”.

Benchmarking
“We were looking at Las Vegas and 
the autonomous vehicles and what’s 
happening down there and at the 
applicable use and the electrification 
of vehicles. In high heat, charging 
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Shawn Slack is the Director of 
Information Technology and 

Chief Information Officer for the City of 
Mississauga.  He has played a significant 
role in providing strategic direction at the 
City of Mississauga with over 20 years in 
senior leadership roles including Director 
of Customer Service, Director of Business 
Services and in 2011 became the City’s first 
Chief Information Officer where he has 
implemented the IT Master Plan and Smart 
City Master Plan. 
Shawn is currently Board Advisor and Vice 
Chair of Finance and Governance for the 
Public Safety Broadband Network (PSBN) 
Innovation Alliance and formally, he held 
the position of President Municipal Service 
Delivery Officials (MSDO). 
In 2017, Shawn helped to develop a 
Federal Policy and Program for Public 
Safety Broadband, a dedicated LTE 
network for First Responders across 
Canada. He also presented at the House of 
Commons standing committee Transport, 
Infrastructure and Communities advising 
on the Federal Smart City Program. 
He is an established 
international keynote 
speaker on Smart 
City and Digital 
Transformation. 
Shawn 
completed his 
MBA at Athabasca 
University in 2004.
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TITLE: CHIEF INFORMATION OFFICER

INDUSTRY: MUNICIPAL GOVERNMENT

LOCATION: MISSISSAUGA, CANADA

$1bn
Revenue

7,000+
Number of  
employees

electric vehicles is a problem. And then 
in extreme cold retaining charge is a 
problem. We’ve benchmarked quite a 
few cities and we’ve held quite a few 
workshops in partnership with those 
cities to really get a sense of what the 
best practices are, how those apply 
here and have taken that into account 
when we’re designing and implementing 
technology in the City of Mississauga.”
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CITY OF MISSISSAUGA

“We’re finding lots of opportunities 
to partner with postsecondary 

institutions and  other agencies and 
through Economic Development”

Example of 
an image caption

SHAWN SLACK
CHIEF INFORMATION OFFICER,  

CITY OF MISSISSAUGA

Title of the video

Mississauga now has eyes on the top 
spot in the ICF list. “To be in the top seven 
is amazing, but I’m hopeful for Mississauga 
to make it to the top one spot,” says Slack.  
“I think you have to look at the context of 
the city and how it’s responded and how 
you tell that story.

“I can tell you we were 
one of the first 10 cities in 
the world to attain the Smart 
City ISO certification. These 
are all things that, from an 
economic development 
perspective, shine a light 
on the city being a leader 
and a great place to invest. 
We’re very strong from a 

sector perspective and from a small and 
large business perspective. Our economy 
is very strong. These are the types of things 
that help attract potential companies to 
relocate to Canada and to Mississauga.”

Resilience
One of the city’s concrete demonstrations 
of its resilience was its response to the 
COVID-19 pandemic. Within two days 
of the stay-at-home order, City Council 
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1968
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1974
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Peel, Ontario
 

Area: 
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Elevation: 
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“These are all things that, from an 
economic development perspective, 
shine a light on the city being a leader 

and a great place to invest”
SHAWN SLACK

CHIEF INFORMATION OFFICER,  
CITY OF MISSISSAUGA

CITY OF MISSISSAUGA

meetings went fully virtual and livestreamed. 
“We didn’t miss one Council meeting, 
because we were prepared – we’d already 
implemented Cisco Webex to minimise 
travel time for meetings,” Slack says. “So 
we pivoted: we were able to send all of our 
staff to work from home securely that day. 
And we’d adopted a laptop first mentality 
years ago so people basically just took their 
laptops home and connected securely 
and we were up and running right away.”

The city was also able to implement Zoom 
for virtual fitness quickly and use Front 
Desk to implement all City services based 
on appointments. Modifications like library 
curbside book pickup using Front Desk are 
“here to stay”. “It actually improves customer 
service and makes our ability to deliver the 
service more efficient because we can plan 
out service delivery as opposed to having 
one hundred people show up in line .” The 
City quickly moved all in-person services 
to the Front Desk solution by appointment 
to ensure staff and citizen safety and in turn 
improved productivity and customer service.

There were also legislative changes 
required to enable other services digitally. 
Courtrooms going online required a change 
in the law. It’s yet another example of life and 
technology meeting in the middle, a growing 
trend in everything the City of Mississauga 
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CITY OF MISSISSAUGA

“ Our digital fabric has gotten 
so large that maintaining it 
and understanding it all is  
a large task. That’s why I 
think having that macro-
level view of the city, 
through a Smart City 
Master Plan, really does 
help to optimise that”

SHAWN SLACK
CHIEF INFORMATION OFFICER,  
CITY OF MISSISSAUGA

considers . Cloud-connected defibrillators 
are another. The city’s buses now carry so 
much technology they have to be fitted with 
a second battery. “Just about everything 
you buy today comes with technology and 
connects,” Slack points out. “I would say 
our digital fabric has gotten so large that 
maintaining it and understanding it all is 
a large task. That’s why I think having that 
macro-level view of the city, through a Smart 
City Master Plan, really does help to optimise 
that. We look at the service objectives first, 
the technology piece comes second.”

Future development
Mississauga shows no signs of resting on 
its laurels either. There are currently two 
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CITY OF MISSISSAUGA

“significant” waterfront communities 
being built in the city: Brightwater, an 
approximate 75-acre development 
built on reclaimed oil land, and Lakeview, 
which is about 245 acres. “Those are both 
what we would call smart communities,” 
Slack says. “For the first time we’re heavily 
involved in the community master plan 
process to look at the technologies, to 
look at digital and figure out how we can 
do it as part of the build, as opposed 
to after the fact. We’re designing pole 
infrastructure to integrate both our fibre 
infrastructure and our Wi-Fi, plus the 
build out of 5G and other technologies 
that are going to be in the community on 
the Lakeview development. We’re looking 

to implement things like vacuum waste, 
district energy, energy from waste. These 
are very early in the master planning 
process of the community where digital and 
innovation have become integral aspect.”

Slack finds himself in the unusual position 
of being a CIO who sits in on meetings 
with the lighting group, the utilities group 
and design and planning. “We’re finding 
lots of opportunities to partner with post-
secondary institutions and  other agencies 
and through Economic Development. 
There’s lots of excitement about these two 
developments, but also lots of challenges 
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“You want to make sure you’ll 
be proud of what you build a 

hundred years from now”
SHAWN SLACK

CHIEF INFORMATION OFFICER,  
CITY OF MISSISSAUGA

because you want to make sure you’ll be 
proud of what you build a hundred years 
from now.”

Partnerships
When it comes to partnerships, the City 
of Mississauga, like most municipalities, 
has them by the dozen. SAP’s S4/HANA 
technology has been “a foundational 
shift” for the digital transformation. “We 
took what would traditionally have been 
heavy computer desktop technology 
and made it completely lightweight 
mobile. That meant leaders across the 
corporation had access to information 
and could process things like expenses, 
time off, paying invoices on a cell phone 
or remotely. The decision to go with S4/
HANA was about getting ready to adopt 
new innovative features such as artificial 
intelligence, auditing and compliance 
capabilities. The quality of the data is also 
important, and is going to enable better 
decision making. That was a great journey.”

Cisco too, is a key partner, helping the 
City of Mississauga to build out its IoT 
infrastructure. “When we created our living 
labs, which is in our business improvement 
area, Cisco helped with the engineering 
and understanding how to build district 
Wi-Fi. They were a big partner in that.

“Microsoft was actually a big partner 

in creating the Economic Development 
collaboration platform. An innovative 
way to engage industry when meeting in 
person was not possible. Front Desk was a 
champion for us as well, and working with 
the City of Mississauga established them 
with a strong presence in Canada.”

Managing those partnerships is a tricky 
balance, given the scale of the city’s 
projects. And Slack thinks enabling digital 
in the public realm is key to being a Smart 
City. “If there’s something that’s going to 
work, let’s agree to that. If it’s not going to 
work, let’s agree it’s not going to work and 
move on. You just have to be upfront about 
these things.”

Slack is under no illusion about how 
hard it is to run a modern city. Cities are 
complex because they're made up of many 
different services, whether it's transit, 
recreation, parks, economic development 
or libraries. So I think it's understanding the 
broader context of a city and really what's 
important,” he says.

As Mississauga eyes the top spot in ICF’s 
listings, Slack, his colleagues and partners 
are making it look easy. 

*All images shown were taken before COVID-19

technologymagazine.com    369

https://www.facebook.com/citymississauga
https://www.linkedin.com/company/city-of-mississauga/
https://www.instagram.com/citymississauga/
https://www.youtube.com/user/cityofmississauga
https://twitter.com/citymississauga
http://www.mississauga.ca
https://www.linkedin.com/in/shawn-slack-mba/?originalSubdomain=ca
https://www.linkedin.com/in/shawn-slack-mba/?originalSubdomain=ca
https://www.linkedin.com/in/shawn-slack-mba/?originalSubdomain=ca
https://www.linkedin.com/in/shawn-slack-mba/?originalSubdomain=ca
https://technologymagazine.com/


RUBRIK

SECURING DATA, 
THE 21ST CENTURY’S 

STRATEGIC ASSET
PRODUCED BY:
TOM VENTURO

WRITTEN BY:
WILL GIRLING

370    September 2021



RUBRIK

technologymagazine.com    371



RUBRIK

372    September 2021



RUBRIK

“PART OF WHAT WE DO 
IS TO HELP OPERATORS 

UNDERSTAND WHAT THE 
‘ART OF THE POSSIBLE IS.’ 
COMPLEXITY IS EASY, BUT 

SIMPLE IS HARD”

JEFFREY PHELAN
CTO, RUBRIK

Few today would contradict the notion 
that COVID-19 has been a significant 
catalyst for digital innovation or that 

the value of data as an asset has never 
been higher. However, while ‘knowing’ is 
certainly an important part of enterprise 
transformation, actually putting together 
a plan and executing this new vision is 
far more difficult. Moreover, how can 
companies do so in a way 
that saves time, money and 
boosts security? The answer 
lies with Rubrik.

Founded in 2014 
and based in Palo Alto, 
California, with offices in 
Europe and India, Rubrik is 
a cloud data management 
specialist that’s focused 
on bringing control back to 
customers, boosting their 

business’ resiliency, and promoting a secure 
yet agile operating style.

When Jeffrey Phelan, Chief Technology 
Officer for Rubrik Federal, joined Rubrik 
in September 2020, he was already very 
familiar with the company from a customer 
perspective. Having briefed Rubrik’s 
technology to more than 450 different 
organisations just across the Department of 

Defence while still working 
at General Dynamics 
Information Technology, 
Phelan eventually reached 
out to Bipul Sinha, Rubrik’s 
CEO, to discuss how the 
company could continue to 
scale its business across the 
public sector. Recognising 
an opportunity that would 
allow him to combine 
his long-term focuses of 

Jeffrey Phelan, CTO, explains why  
Rubrik strives to incorporate security into 

everything through modernisation,  
automation, harmonisation, and simplicity
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“YOU PICK UP YOUR PHONE, 
AND YOU JUST EXPECT THE 

DIAL TONE TO BE THERE. 
WELL, IN THE SAME WAY, 

OUR CUSTOMERS EXPECT 
THEIR DATA TO HAVE THE 

SAME RELIABILITY”

xxx

digital transformation, 
infrastructure modern-
isation, and data 
protection strategies, 
Phelan decided to join 
and help realise Rubrik’s 
vision. He brought with 
him over a decade of 
cyber security industry 
experience, a passion for 
building resiliency across 
the entire organisation, 
and a practical mentality 
that prioritises the elimination of complexity.

“At the beginning, as the company 
started looking at managing the world's 
data, the founders really decided to build 
a proprietary hyperscale file system – 
which is now the industry’s only patented 
immutable file system - from the ground 

up,” Phelan explains. 
Featuring an “all-
star cast” of leaders 
from high-profile 
tech companies like 
Google, Oracle, Nutanix, 
Cisco, ServiceNow, 
and Microsoft, among 
others, Rubrik is well-
informed on the 
procedures necessary 
for managing, scaling, 
and securing data on 

a 24x7, global basis. Accounting for all of 
the nuances and challenges of managing 
data across different security, regional, 
and sovereign regulatory requirements is 
non-trivial, and as such, Phelan compares 
the company’s as being akin to telephone 
dial tone: “You pick up your phone, and you 

JEFFREY PHELAN
CTO, RUBRIK
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just expect the dial tone to be there. Well, 
in the same way, our customers expect 
their data to have the same reliability – to 
always be safe and immediately available.” 
The aforementioned hyperscale file system 
is a key enabler of this, as it allows data 
to be moved anywhere, whether in the 
cloud, in a data centre, or at the edge. Also, 
he adds, “our file system is unique – it’s 
immutable; it was built so that someone 
couldn't come in and change, delete, or 
encrypt the data and hold it ransom.”

The pandemic was a wake-up call for 
many organisations regarding the utility of 
migrating to the cloud. Capable of being 
faster, cheaper, and more agile than legacy 
data management solutions, it matched 
the challenging circumstances of the global 
crisis perfectly, and its appeal is unlikely to 
waver. However, when asked what advice 
he and Rubrik could offer to companies 
just beginning their cloud adoption journey, 
Phelan says, “It’s always harder than the 
consultant they've hired has told them 
it's going to be; it's messy because there's 
just so much data across so many parts of 

Jeffrey Phelan is Public Sector CTO for 
Rubrik where his main responsibilities 

are assisting organizations across the DoD, 
Intel Community, Federal Civilian, and 
State & Local governments with their Digital 
Transformation efforts, Cloud Migration, 
Data Management, and Infrastructure 
Automation requirements. He joined Rubrik 
from GDIT where he was the Portfolio Lead 
on DISA’s milCloud 2.0 program where 
he was responsible for developing the 
Cloud Services catalogue, developing the 
technology stack & capabilities roadmap, 
and managing professional services delivery.  
Prior to GDIT, Phelan was Chief Product 
Evangelist and Director of Strategic Growth 
for Northrop Grumman Information Systems 
where he focused on Artificial Intelligence 
and Machine Learning techniques for 
network defense & cybersecurity, cloud 
applications, and IT automation.   Earlier, at 
SRA International he was director of Products 
and Offerings focused on Cyber Security 
capabilities and services, Public Safety, Data 
Analytics, and overall product development.  
Jeffrey is a Mach 37 Mentor, an AFCEA DC 
Board Member, and part of the ATARC Cloud 
Working Group.  He's studied engineering 
at Boston University, L’Universite Stendahl 
in Grenoble, France, and holds a Bachelor’s 
Degree from George Mason University and 
completed the Executive Program at MIT with 
an emphasis on Complex Systems Design, 
Technology Strategy, and Innovation.  

EX
EC

UT
IV

E 
BI

O

Jeffrey Phelan

https://www.linkedin.com/in/jsphelan/


RUBRIK

the organisation.” Every organisation we 
work with today has some documented 
modernisation strategy, and we see them 
focusing on (4) main transformation areas: 
Modernisation (reducing complexity and 
cost), Automation (both onsite and in the 
cloud), Security (Resiliency everywhere), 
and Harmonisation (One pane of glass). 
“Those four pillars are where we see 
the potential for active innovation and 
operational disruption,” he states.

To assist these modernisation efforts, 
Rubrik favours a ‘crawl, walk, run’ strategy 
that helps customers understand exactly 
how much data they have, what systems 
and applications depend on that data, 
and what the organisation’s desired data 
protection is and data strategy end state 
looks like. From here, Rubrik works closely 
with customers to help modernise their 
infrastructures, reducing complexity and 
costs, and to take advantage of automation 
to drive security, compliance, and 

governance across their entire on-premises 
and hybrid cloud enterprise environments. 
Often during this process, a company 
might not have good fidelity on how much 
data they really have, and they rarely have 
consistent data protection policies across 
hybrid clouds, meaning that budgets 
for cloud migration can quickly become 
more expensive than they anticipated. “To 
prepare teams for this, we help customers 
dig a little deeper into what they really want 
to get out of their data, bearing in mind all 
of the data access, egress, and storage cost 
implications of managing and securing their 
data. We also sometimes get folks who are 
a little too ambitious: they pick the biggest, 
oldest, gnarliest system -and it's just too 
hard. Therefore, we frequently share lots of 
lessons learned, and we do plenty of hand-
holding and provide candid counselling to 
help them through that.”

Another essential component of quality 
data management today is automation 
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technologies, including machine learning 
and artificial intelligence (AI). Central to its 
implementation, however, is the resolution 
of a cultural challenge. “We have to meet 
customers where they are today, and then 
we have to help move them along that 
continuum,” states Phelan. “Part of what we 
do is to help operators understand what 
the ‘art of the possible is.’ Complexity is 
easy, but simple is hard.” He is conscious 
that anxiety about automation often 
conflates it with job losses, yet he counters 
that this isn’t the case. “There's a lot of 
tribal knowledge and tradecraft involved 
in the industry, and that’s going to remain 
intact. The difference is instead of them 
taking eight hours to run a task, maybe it 
could only take eight minutes.” Therefore, 
in Phelan’s view, automation should be 
considered an opportunity to upskill, 
increase efficiency, and reduce complexity.

It’s increasingly clear that companies will 
need every advantage they can get; at a time 
when instances of large-scale cybersecurity 
breaches are rarely out of the headlines, 
customers need to bolster their enterprise 
resiliency. Phelan states that Rubrik’s data 
security and ransomware recovery solutions 
are the tonic that’s required. “Most network 
security tools have what we refer to as ‘a 
priori’ or prior knowledge dependency. 
Basically, they need to know something 
about that threat, such as a signature, hash, 
IP address, domain, or behaviour.” However, 
the unfortunate reality is that circumventing 
these tools is as simple as creating a custom 
threat that isn’t recognisable a priori. With 
this weakness subsequently exposing critical 
backup infrastructure to attack, incidences 
of ransomware have increased. However, 
Rubrik has a solution to this problem.  
“I mentioned earlier the immutable aspect 
of our file system, and it's that capability DI
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MAKING THE OPERATOR SMARTER

In early 2020, Rubrik announced 
its acquisition of Opas AI - a 

move that the company made in order 
to achieve the following benefits:
• Optimised cloud costs
• Outage predictions
• System breach detection
• Privacy issue notification
• Resource hotspot resolution
Opas AI’s ‘Causation Engine’ 
incorporates several statistical and 
machine learning (ML) models to build 
a more comprehensive understanding 
of applications. Going forwards, Rubrik 
anticipates shorter problem resolution 
cycles, which will, in turn, enable the 
increased availability of data across any 
cloud or data infrastructure.

technologymagazine.com    377



The Trusted Government IT 
Solutions Provider

Carahsoft is The Trusted Government IT Solutions Provider®, 
supporting Federal, State and Local Government and Education 
and Healthcare organizations with IT products, services and 
training through our partners and contracts.

LEARN MORE

https://twitter.com/Carahsoft
https://www.youtube.com/user/carahtechtv


RUBRIK

“WE'RE ABLE TO HELP CUSTOMERS 
RECOVER VERY QUICKLY AND GET THEM 
BACK ONLINE IN MINUTES, HOURS, OR 
DAYS WHEN HISTORICALLY THEY'VE BEEN 
DOWN FOR WEEKS AND MONTHS”

Colonial Pipeline ransomware attack in May 
2021, has rapidly increased the market’s 
focus on Rubrik’s security and resiliency 
value. As such, Rubrik’s ransomware 
capabilities are fostering stronger bonds 
between historically disparate enterprise 
teams, particularly the network security 
teams and infrastructure teams. With 
reliability, resilience, and accessibility 
standing as common goals for both, Phelan 
anticipates that Rubrik will be increasingly 
included in security conversations to help 
reconcile what are sometimes competing 
priorities. “Our capability is really about 
providing a great rally point for CISOs, CIOs, 
management and the Board to find common 
ground. We can add resilience, and we can 
work to create what I would refer to as a 
‘moving defence’ at the infrastructure level 
so that customers can adapt much more 

rapidly to attacks.”
Looking ahead, 

Phelan anticipates 
that continued 
migration of data 
from physical 
locations to the 
cloud will prompt 
stakeholders 
and regulators 
to demand 
that important 
information 

is meeting more stringent security 
requirements than is natively provided by 
commercial clouds, and as such, demand 
for a ‘single pane of glass’ to manage data 
globally will quickly become the norm.

In fact, current trends suggest that 
operational change following COVID-19 
is no longer an option. It’s the only option. 
The strategic value of data and the security 
required to safeguard it have become 

that's really protecting organisations against 
these breaches,” says Phelan. “We're able to 
help customers recover very quickly and get 
them back online in minutes, hours, or days 
when historically they've been down for 
weeks and months.”

According to Phelan, data protection has 
always been Rubrik’s “bread and butter,” but 
an ongoing attentiveness to organisations’ 
resiliency needs, particularly in light of the 

JEFFREY PHELAN
CTO, RUBRIK
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PARTNERING FOR SUCCESS: CARAHSOFT

One of Rubrik’s key partners is 
Virginia-based IT hardware, software, 

and consultancy services provider 
Carahsoft. Specialising in supporting 
important US institutions at a federal, state, 
and local government level, the company 
delivers cybersecurity, multi-cloud, and 
DevSecOps solutions, as well as others in 
Big Data, AI, Open Source, CX, and more.
“What Carahsoft does for both Rubrik 
and the buyer is to help streamline 
the acquisition process. It has very 
sophisticated contracting, inside 
sales, and marketing groups that fully 
understand the buying cycle of different 
customers across the public sector,” says 
Phelan. “In many ways, they act a bit like 
a Rosetta Stone: Carahsoft understands 

all the latest and emerging acquisition 
policies and purchasing options clauses, 
and so, when we have to go compete for 
business, the company works hand in 
glove to help.
“It operates very quickly and understands 
the nuances and the subtleties that the 
Government requires to make a purchasing 
decision. Instead of an acquisition taking 
18 months or longer, the Government can 
come in quickly, buy the latest technology, 
and then change its mind without penalty if 
requirements change later.” The historically 
slow acquisition process working against 
the fast iterations of technology has been, 
explains Phelan, a long-standing issue. 
Carahsoft is at the forefront of solving  
this problem.
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paramount in today’s world, and customers 
must choose their partners wisely. 
“Scientists and students at MIT, Stanford, 
and Carnegie Mellon are being asked to 
work on data, but perhaps they don’t have 
security clearances or access to secure 
environments,” Phelan ponders. “They may 
be our best and brightest, but invariably 
they haven't been asked to think about the 

“ OUR CAPABILITY IS REALLY ABOUT 
PROVIDING A GREAT RALLY 
POINT FOR CISOS, CIOS, AND THE 
INFRASTRUCTURE TEAMS TO FIND 
COMMON GROUND”

security and ethical issues 
around data access.” As 
organisations begin to 
aggregate voluminous 
quantities of data, the 
understanding that our 
mission and corporate 
data has become an 
integral strategic asset 
is practically beyond 

dispute. Rubrik has the ability to manage, 
secure, and move it at high levels of both 
reliability and resiliency. As the world settles 
into the ‘new normal’ of operations, Rubrik’s 
ability to secure, manage, and move that 
data whenever and wherever it’s needed 
will give any customer the advantage it 
needs to succeed.

JEFFREY PHELAN
CTO, RUBRIK
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BANKING FOR THE 
DIGITAL AGE IS ALL 
ABOUT COLLABORATION - 
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W hen you speak to David 
Macdonald, the President 
of Europe of banking 
software business, 
Temenos, you get the 

impression he is a man on a mission to 
reinvent banking, to bring the banking world 
into the present - before time runs out. He 
calls this approach: TEMENOSITY. 

Macdonald believes the banking sector 
is reaching a crunch point. “I think the 
banking industry - all the banks - have this 
once in a generation opportunity to digitally 
transform”, he says… and they squander it at 
their peril. 

Macdonald warns those older, more 
“traditional” and “well established” banks 
they are in no place to be complacent. 
Why? Because they are riddled with legacy 
systems, chunks of aged software are all 
“glued” together and in danger of coming 
apart at the seams. 

If you have ever encountered that painful 
conversation with a bank call centre at 
one of those big-name banks where an 
embattled employee on the end of the 
phone is forced to admit their system is 
down, or slow or not responding, you will 
understand what David Macdonald is talking 
about and that’s only the thin end of a costly 
wedge. Add to that the pressures of running 
customer contact centres from home during 
the Covid pandemic and you have a recipe 
for potential disaster. 

David Macdonald, President of Europe 
at Temenos, says consumer banking has 
a once-in-a-generation window to reinvent 
itself in the cloud. And it’s open
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However, according to Macdonald, there 
is real hope ahead thanks to this big digital 
transformation opportunity. 

“This is about banks transforming the 
processes they have, transforming the 
technology they have into a far more 
agile, straight through, automated process 
to make significant efficiency gains and 
provide an enhanced experience to the end 
customers”, he says. 

“You know we have many banks who 
are still working on legacy systems, many 
built more than fifty years ago and are very 
expensive to maintain”.

Macdonald estimates around three-
quarters of the large banks’ IT budget is 
blown on maintaining these legacy systems. 
“That’s an awful lot of money going on 
technical debt”, he says. 

Temenos has often referred to these 
systems as strands of spaghetti all being 
pulled together. David Macdonald uses this 
metaphor very effectively. 

And what does this mean for the bigger, 
long-established banks? Macdonald is 
crystal clear on this: “Quite frankly they 
risk being unable to compete with the 
fintech based new entrants coming into 
the market and they are unable to be 
agile, in terms of creating new products, 
creating new offerings”.

David Macdonald talks about the 
concept of “digital transformation”.

“It’s a phrase that we know and love and 
has been around for a while, but it's still 
very true today and it's imperative for the 
big banks to take advantage of this”.

He says survival is down to a cocktail 
of factors. “A lot of it depends on their 
legacy, a lot of it depends on their size 
and their resources and most of all their 
appetite to get into this new age of 
banking”, he says.  

“It's a very exciting time and we are 
overloaded with the opportunity to make 
this environment of banking better”. 
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David Macdonald joined Temenos 
in 2020. He is responsible for 

the growth, development and P&L of 
Temenos’ business across Europe. 

David is an experienced leader, 
passionate about cloud strategies and 
helping banks to transform digitally. 
He joined Temenos, after relocating 
from the US-based analytics software 
company SAS Institute Inc. where he 
worked for over 20 years from North 
Carolina, predominantly leading 
the global sales division. He started 
his career in sales with IBM before 
going on to co-found a marketing 
automation software business in the 
UK. In the US, he chaired numerous risk 
and financial services conferences and 
has written a number of publications 
on regulatory compliance and open 
source analytics.
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DAVID MACDONALD
TITLE: PRESIDENT OF EUROPE, 
MEMBER OF THE EXECUTIVE COMMITTEE 

INDUSTRY: COMPUTER SOFTWARE

LOCATION: UNITED KINGDOM

Room for all
So, if a battle has commenced and the 
challenger start-ups, with their nimble agility 
and brand spanking new software, can take 
the high ground, where does that leave the 
more cumbersome elephants? Are they the 
doomed old guard?  Are they finished?  

Macdonald says: “No way. There is room 
for all in the new banking landscape.

“What we're seeing in the marketplace 
is consolidation taking place, but there 
certainly is a landscape for everybody.”

“Let's think about the challenger banks for 
a moment. They can indeed be profitable, 
provided they have a sound business model 
and a strong point of differentiation from the 
more established breed of banks. They need 
to understand how they are going to attract 
loyal customers, retain them, and grow.”

This is where Macdonald says the new 
breed of the bank can steal a march on its 
rivals. “It is down to having a leaner cost 
base and remaining agile. And that means 
embracing cloud technology, specifically 
software as a service.”

Do this, says David Macdonald and they 
will achieve hyper-efficient business models 
and as a result, they can pass those benefits 
on to the customers. He cites the example 

“ I think the banking 
industry - all the 
banks - have this 
once in a generation 
opportunity to 
digitally transform”
DAVID MACDONALD
PRESIDENT OF EUROPE, 
TEMENOS

https://www.linkedin.com/in/davemac1/
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“ I think there has 
been an acceleration 
of digital adoption 
during the pandemic 
and the interesting 
thing is it's not just 
around the young 
demographic or the 
millennials”
DAVID MACDONALD
PRESIDENT OF EUROPE, 
TEMENOS

of one of Temenos’ clients, Varo Bank, 
based in San Francisco, which is servicing 
its customers at about 25% of the cost that 
the same customer would be to a traditional 
bank and that’s down to agility and using the 
latest SaaS. 

Different is good  - and comfortable 
David Macdonald is hot on the 
“differentiation” issue. He says it is key to 
the success of a challenger bank. He says 
the way Temenos is working with the Milan-
based Italian ethical bank, Flowe is a perfect 
example of effective collaboration.  With 
the help of Temenos this innovative bank 
launched in five months and exploits a range 
of cloud-native technology, SaaS, and AI to 
monitor for potential financial crime. 
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Flowe is effectively a greenfield bank. 
“They have an incredible business model, 
aimed at reaching younger people and 
their angle is around sustainability and eco-
friendly banking services”, says Macdonald. 
He adds that this achievement was even 
more impressive given that the launch 
took place at the height of the pandemic  
n a country that was bearing the brunt 
of one of the most aggressive Covid 
19 strains. “In the first six months of 
operation, Flowe attracted more than 
600,000 customers and is growing twice 
faster than its nearest competitor.

Asked if the pandemic may have, 
ironically, helped Flowe get off the ground 
faster Macdonald says it’s possible, but we 
could never really know. That said, he does 
believe the Covid age is digitally transforming 

“ The focus of our work 
with Google Cloud 
is how we can help 
banks leverage their 
services and together 
we help banks go to 
market faster, drive 
scalability, efficiency, 
time-to-market, and 
innovation”
DAVID MACDONALD
PRESIDENT OF EUROPE, 
TEMENOS
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Cloudatlas
Macdonald often returns to one of his top 
priorities - navigating the benefits of cloud 
technology - especially its ability to deliver 
software as a service (SaaS). He says it is the 
biggest key to success across the new banking 
landscape. On top of that, SaaS and the cloud 
mean Temenos software can create even more 
opportunities for its clients to differentiate 
and fine-tune their offerings to potential and 
existing customers. 

At the heart of all this is the Temenos 
Banking Cloud. This creates a platform 
to offer a variety of options to clients - 
whatever their size. 

He says he is very proud of the latest 
Temenos product: The Virtual Chief Operating 
Officer. He describes this newly launched 
proposition as using what he calls “explainable 
artificial intelligence” running in the background 
and helping end-users utilise their data to 
make the best possible business decisions. 

“The Virtual Chief Operating Officer (VCOO) 
is where we take the requirements that we 
believe are needed from small and medium 
sized enterprises and create an environment 
where they can not only offer the obvious 
banking services but also host other value-
added services for their end-users.

“It’s artificial intelligence lead algorithms and 
models and profiles being distilled onto the 
end screen of the customers.”

For example, this could allow those 
Temenos clients to include sophisticated 
forecasting and cash flow projections as 
a service to their end-users. “This is about 
allowing our clients to do what they need to 
do based on what's happened and based on 
predictive analytics and the forecast of their 
cash flows and their business profile”, says 
Macdonald. In other words; AI is helping 
a banking client make the right decisions 
based on all the relevant data available. 

consumer business corporations far faster than 
if they were on a steadier trajectory.  

He adds that this digital transformation 
is being eased by a broad demographic as 
many sectors of the consumer landscape are 
warming to the digital age. 

“I think there has been an acceleration 
of adoption and the interesting thing is it's 
not just around the young demographic or 
the millennials.

“You go back two or three years and 
that sector of society was often a target 
for many of these start-ups, trendy banks 
and now you've got this adoption of other 
demographics, taking place because of the 
acceptance and the use and the “comfort 
factor” that many demographics have in 
digital experiences. I think that lends itself 
well to the banking space.”
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Giving the customer control
Macdonald says one of the big advantages 
of the digital age putting content in the 
cloud and delivering software as a service 
is the way the banks can gather and look 
at customer feedback and make changes 
fast and effectively to improve the end-
user experience. 

“This has definitely evolved into how we can 
enhance the customer experience, how we 
can offer a 360-degree view of customers, how 

we can happily and quickly “onboard” them 
quickly and how we can provide them with 
a seamless digital experience, which means if 
they get stuck on that journey, we can jump 
on the same portal and help them through 
their process”.

Macdonald says this is the real benefit 
Temenos brings to its client’s table. He says 
his offering can get really very close to the 
customer requirements so when it comes to 
customer experience Temenos digital platform  

(According to this report the 
global Neo and challenger 
bank industry was valued 

at $20.4 billion in 2019, and 
the market size is projected 

to reach $471.0 billion by 
2027, growing at a CAGR of 
48.1% from 2020 to 2027)

NUMBER OF 
CHALLENGER BANKS 
EXPECTED TO ENTER 

THE MARKET IN 
2020/21

TEMENOS
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can track what customers are going through, 
whether it's an onboarding or an origination 
process for a particular product.

“So, by understanding all of these journeys 
customers take, we’re able to adapt our 
capability and fix the problem and then share 
that back with the banks. Ultimately, it's all 
about feedback directly from the banks and 
the banks’ customers.’

David Macdonald says part of his job is to 
constantly ask himself how Temenos can help 

its clients embrace this open banking 
concept? And how can the bank be the 
centre of control for services provided 
to its customers and facilitate that in the 
most agile and cost-effective way.

Ask him if he thinks all this digitisation 
and transparency is the right thing to 
do… and he is unequivocal. “(with) the 
marketplace concept we're going to see 
a lot more power given to the consumers 
and the business customers and if that 
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power is provided by the banks, they'll put them 
in good stead as well”.

Partnerships
Macdonald is relatively new to Temenos, but the 
company has been around for twenty-seven 
years. So, why join Temenos? 

“When we look at the application space around 
digital and  core banking, this  is the lifeblood of 
these organisations and what keeps them ticking…
so there’s your answer”, says Macdonald. 

“We've got an organisation in Temenos which 
over those 27 years has grown to   client base of 
more than 3,000 customers in every corner of 
the world. What really attracted me was not just 
because of the history and the great traction we 
have with customers globally, but the vision and 
innovation roadmap that has been set”.

Macdonald does credit Temenos with one 
more major attribute and a cornerstone of its 
success. Its ability to forge great partnerships - 
technological and cultural.

 “Google Cloud is a classic example”, he says. 
“The focus of our work with Google Cloud is to 
deliver our mission critical software across hybrid 
and multi-cloud environments and help financial 
services organisations create profitable business 
models, and improve and differentiate their 
customer experiences”

“Our full suite of banking software and 
applications is available on Google Cloud, and 
together we help banks go to market faster, drive 
scalability, operational efficiency, time-to-market, 
and innovation. Our passion is around making 
sure that our clients have choice and control and 
therefore our software can run on multiple clouds 
and across all major public cloud providers. ““But 
we're also very, very lean and very, very agile as 
a company so we’ve got this ability to spin on 
a dime just like a fintech. That’s Temenosity”.

“A lot of it 
depends on their 
legacy, a lot of it 
depends on their 

size and their 
resources and 

most of all their 
appetite 

to get into this 
new age of 
banking”

DAVID MACDONALD
PRESIDENT OF EUROPE, 

TEMENOS
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A s a global leader in the specialty 
chemicals and performance materials 
industry, Cabot has decades upon 

decades of experience in driving new 
product development through the world’s 
most innovative industries. Collaborating 
closely with customers, Cabot produces 
products that solve customer challenges and 
can improve product performance.

Ivan Skerl, Vice President and Chief Digital 
& Information Officer at Cabot, shares with us 
the imperativeness of organisational change 
management and how digitisation can help 
increase resiliency and propel innovation, or 
as he calls it, “the art of the possible.”

Cabot, Fueled by Innovation
For Cabot, innovation is its differentiator 
and has long since been baked into its core 
as a foundational element of everything it 
does. It is what makes Cabot, Cabot. It’s a 
generations-long cultural mindset of nurture 
and championing innovation at every level 
of the organisation. From new product 

“ Digital literacy is not about the 
idea of a digital organisation. It is 
about Cabot at large”

IVAN SKERL
VICE PRESIDENT, AND CHIEF DIGITAL  
& INFORMATION OFFICER, 
CABOT

Fueled by innovation and 
driven to digitise, Cabot 
looks to renew, improve, and 
continue to grow, better serving 
customers along the way

Ivan Skerl, 
Cabot
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development through its research and 
development sector to the manufacturing 
floor by way of industry 4.0. Of course, 
through its digitisation strategy in which they 
look to improve processes, Cabot remains 
unrelentingly driven to find new things to 
make and better ways to make them.

“If you look at the digital part of it, since 
we are operating all across the globe, we 
have the capabilities and the access to 
resources to be more innovative, more 
entrepreneurial in our approach to a 

problem. We can experiment, test, and 
pilot in one particular area, and then take 
those learnings and apply them across 
our network of plants or global business 
processes, or maybe even from one 
functional area into a different functional 
area. And yet, we are careful to maintain 
a balance of innovating in a structured 
way, but not so structured that it creates 
blockages. As any creative person knows, 
the creative juices must be allowed to flow. 
It’s in Cabot’s DNA,” says Skerl.

“ If change management is 
not being addressed, that's 
probably a guarantee for a 
failure of initiatives”

IVAN SKERL
VICE PRESIDENT, AND CHIEF DIGITAL  
& INFORMATION OFFICER, 
CABOT

https://www.linkedin.com/in/skerl/
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https://www.linkedin.com/in/skerl/
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Cabot Renew, Optimising Without Bias
Rejecting the solutions-based approach, 
Cabot Renew, as they refer to it, aims to 
optimise without bias. As Skerl explains, 
“We are looking for ways to change, ways to 
optimise and become more effective, more 
efficient, more automated in our business 
operations. The way we are doing this is 
multifold. As part of our renewal efforts, we 
have a transformation management office 
that takes a global look across Cabot, across 
all geographies, and all functions, segments, 

and business units to identify opportunities 
for improvement.  Some of those may have 
digital components, and some of them may 
be structura,l policy, or process driven.

“Many do, however, have a digital 
component, and that benefits us in two 
ways. One is from digitisation and improving 
the maturity and capability on the digital 
side. And the other is by driving the actual 
improvement on the business process 
side. So we are looking at it from the 
perspective of ‘the art of the possible,’ which 
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is re-imagining how a particular function or 
a particular end to end process, or particular 
geography should operate, looking for 
best practices approach, and then asking 
ourselves, why would that not work for us?

“If we had one main driving principle as we 
are approaching these different initiatives to 
digitise and to renew our company, it is not 
biased towards technology or a system, but 
it's starting from the viewpoint of looking 
at the business process and driving for the 
best possible outcome.  The technology 
discussion somewhat becomes a secondary 
one. Although, we are doing this in the 
context of the technology discussion and 
inspiring this conversation, we are ending 
up with a result that, first and foremost, is 
improving the business.”

Targeting Tail Spend with Fairmarkit
When it came to improving spend 
management, that meant targeting tail 
spend with Fairmarkit. Skerl shares with 
us how they got there. “At Cabot, with the 
focus on renewing our ways of working and 
accelerating the adoption of digital tools 
and driving business value, we have targeted 
tail spend specifically as a transformation 
opportunity within our procurement 
business processes. 

“We started with an agile focused pilot 
in the North American region, and we 
partnered with Fairmarkit to drive and 
accelerate the deployment of their solution 
to bring visibility and tail spend management 
for maintenance, repair, operations, and the 
MRO category, and deliver significant savings 
in this space. In just the span of a couple of 
months, the ability to analyse our spend and 
provide transparency has been eye-opening 
for Cabot. I think one thing that really 
differentiated us in our partnership with 
Fairmarkit was the level of collaboration and 

trust. Fairmarkit has been a trusted advisor 
to us throughout the process. They have 
challenged us and pushed us to innovate 
and improve further. And at the end of the 
day,  they have delivered on our vision of the 
art of the possible.”

Advanced Analytics, the Path to Resiliency
Skerl walks us through how advanced 
analytics can make for a more resilient 
organisation. “Digitisation creates access 
to data. Access to the information within 
that data creates insights, and that's how 
we create transparency, in the context of 



CABOT CORPORATION
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supply chain disruptions. But it also applies 
to, really, every aspect of our operation. We 
need to first have the data. Then we need to 
understand that data. And then, out of that 
data, we need to be able to act. So that's 
where we are focusing, on bringing that 
transparency, that level of real-time or near 
real-time access, to the information about 
different aspects of our organisation.

“So that’s our aspiration for what we are 
calling Advanced Analytics 2.0, bringing the 
ability to understand and react in near real-
time to what is going on in the environment 
and to different kinds of events. And 

providing the transparency in our operating 
performance metrics or other parameters, 
and then creating the opportunities to be 
more accurate, to be more precise, then 
generate the additional growth.”

Change Management, the Key to Success
“Change management is one of the key 
factors to making any initiative successful. 
If change management is not being 
addressed, that's probably a guarantee for 
a failure of initiatives. As a company, we 
recognised early on the need to focus on 
change management, took a Transformation 
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Management Office (TMO) approach, and 
applied those practices and tools across 
several initiatives of all sizes, but tempered 
to the appropriate size and scope. But 
in the grand scheme of things, every 
transformation, be it digital or not digital, in 
the end, it's touching people.

“People must understand what is being 
asked of them so they can do their job 
day in and day out. And if we are saying we 
need to change what they are to do, then 
there needs to be a process for that. So, to 
me, change management isn’t the typical 
IT change management, but organizational 
change management, which enables the 
users to operate in the new environment 
and then going through the process of 
figuring out how we can bring about this 

change. Some of the changes may be 
fundamental, and some may require a 
number of different approaches to how we 
work and bring new roles that perhaps we 
didn't have.

“We are definitely shifting and changing 
our strategy so that we are less focused 
on the tactical and transactional activities 
and more focused on unlocking value 
and then investing that value in much 
more strategic and value-driven activities. 
All those changes have to be partnered 
with the change management process, 
where this is understood and explained 
and properly enabled throughout 
the organisation. Without proper 
organisational change management, 
you’re setting yourself up for failure.”
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Raising the Digital Literacy
The broader concept of a company’s digital 
literacy isn’t often spoken to. Skerl, however, is 
the exception, realizing its imperativeness and 
long-term impacts. “Digital literacy or digital 
fluency would be the topics that are front and 
centre of our minds because if you're looking 
at the future of the company, you need to 
look at it from multiple perspectives, and it 
is not just about technology. Digital literacy is 
not about the idea of a digital organisation. It is 
about Cabot at large. To put it in perspective, if 
we are talking about bringing new capabilities, 
new capabilities that exist today, and new 
capabilities that will exist in the future, those 
capabilities are heavily digitally enabled. 
And in order to bring them into our business 
environment, we need to have on the business 

side, as well as on the support side, the ability  
to understand and leverage those solutions. 

“If you are taking, for example, a modern 
approach where you are used to operating 
off of smartphones and off of tablets, and 
next-generation computing solutions, then 
we need to take that into more traditional 
environments, like the manufacturing floor  
to tie the two worlds together.

“Then, if we look at the next generation as 
they make their way into the marketplace, 
we need to be able to attract them. They're 
going to be expecting in their work-life what 
they have been experiencing in their private 
life their entire lives. And the people that 
are now coming out of schools have been 
used to the digital world essentially from 
when they were born. So that kind of level 
of expectation needs to be matched by the 
work environment. Otherwise, there will be 
a challenge in being able to attract and retain 
top talent.

“So we are looking at it from multiple 
perspectives, including what can be done 
to bring some of that Amazon-like, user-
friendly experience from home into your 
workspace, because why should stepping 
into the office mean things are more 
complicated and cumbersome? That’s not 
necessary anymore, and we can address 
that through digital solutions. We have to 
bring what makes companies run, which is 
people, along that digital journey.

“Last, but not least, is the ability to 
manage change because any one of the 
digitising efforts carries a large change 
management exercise around it in terms of 
enabling employees, and also our partners 
and suppliers, where again, digital plays a 
key role.” 

technologymagazine.com    407

https://www.linkedin.com/company/cabot-corporation/
https://www.cabotcorp.com/
https://technologymagazine.com/


OPER8 GLOBAL

408    September 2021

FILLING IN

PRODUCED BY:
LEWIS VAUGHAN

WRITTEN BY:
HARRY MENEAR

THE GAPS



OPER8 GLOBAL

technologymagazine.com    409



OPER8 GLOBAL

410    September 2021



T he global data centre and IT 
infrastructure landscape has 
changed radically over the past 
10 years, and Oper8 Global has 
changed with it. Oper8 Global 

is the result of shifting customer demand 
in the face of an evolving data centre 
market, and since its foundation in 2012, 
has developed a unique value proposition, 
range of capabilities, and attitude towards its 
partner ecosystem that are driving its rapid 
global expansion. 

“Oper8 Global's core go-to-market model 
centres on helping organisations operate 
their IT assets,” explains Mike Andrea, 
co-founder and CEO of Oper8 Global. “We 
don't mind if those assets are fully online in 
the public cloud, in a hybrid cloud model, 
a private cloud model, or fully on-prem; it's 
about helping the customer right-size their 
needs, rather than have them be dictated to 
by whatever trend is hottest in the market at 
that moment.” 

I sat down with Andrea to explore the 
genesis of Oper8 Global and dig down into 
the unique value proposition and core 
competencies propelling the Brisbane-
founded data centre services firm towards 
a truly globalised platform with cutting edge 
offerings. “We're looking at 200% growth 
in revenue over the next 12 months. We're 
looking at hiring substantially over that time, 
and we see ourselves bringing some great 
new products into the market as well,” adds 

Mike Andrea, CEO of Oper8 Global, talks 
data centre management, IoT, security, 
and edge, delivered as-a-service through 
collaborative win-win partnerships
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Oper8 Global: Filling in the Gaps

Andrea. In order to trace that stellar growth 
trajectory, it’s important to take a better look 
at the company’s roots, and the series of 
events that led to its inception. 

Unpacking the Pedigree 
In 2004, Andrea and his business partner 
Chris Goldstone founded Strategic 
Directions, a business management 
consulting firm with a focus on IT. Then, 
around 2010, Andrea recalls that the 
demands of Strategic Directions’ customers 
changed. “Strategic Directions would help 
with our customers' IT strategy, vendor 
management model, telecommunications 
strategy, as well as what was becoming at 
that time an industry-wide shift towards 
cloud and various as-a-service models,” he 
recalls. Within the space of a single week, 
Andrea continues, he was approached by 
two completely independent customers 
asking for Strategic Directions to manage 
their IT infrastructure. “We really weren't 

set up to be an IT management firm, so 
originally we told those customers 'no' and 
that IT management wasn't something we 
were interested in doing, and said we'd help 
them find someone who could do that,” 
says Andrea. “Those customers - again, 
independently of one another - told us that 
'no, you don't understand; if you can't do 
it then we'll find someone else who can 
do both'." 

Initially, Andrea and Goldstone tried to 
incorporate an element of IT management-
as-a-service into Strategic Directions’ 
capabilities. However, Andrea explains, “we 
found that it really began to confuse our 
market and existing customers about what 
Strategic Directions was doing.” As a result, 
Goldstone and Andrea made the decision 
in 2012 to spin out the management-as-
a-service arm of Strategic Directions into 
Oper8, an independent firm focused on 
operational management of IT. “You've also 
got to keep in mind that Strategic Directions 
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Over 34 years’ experience in the 
ICT industry, covering strategy, 

solution design, architecture, and 
management across commercial, 
government and multinational 
sectors. Holds a Diploma of Applied 
Science – Computing, is a Graduate 
of the Australian Institute of Company 
Directors (GAICD), and is a Certified CEO 
(CCEO #350). An 11 year member of the 
Board of Directors, AFCOM Data Centre 
Institute, USA, and is the only board 
member appointed from 
outside North America. 
Co-author of data centre 
industry white papers 
with the DCI Board, and is 
a regular speaker at Data 
Centre World and similar 
global conferences.
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already had a pretty good pedigree when it 
came to data centre management, project 
management, and IT operational strategy,” 
says Andrea, who adds that “We brought a lot 
of those capabilities across to Oper8, and the 
business ended up focusing on data centre 
management, security, IoT, and the edge.” 

Today, those initial competencies 
developed within Strategic Directions 
form the backbone of Oper8 Global’s 
offerings. However, expertise in data centre 
management, security, IoT, and edge 
infrastructure aren’t the only thing carried 
over into Oper8’s operating model. Andrea 
explains that the company’s consultancy 
heritage also plays a key role in Oper8 
Global’s unique approach to partnerships 
and service mixing. As a result, “Oper8 
Global takes a very direct and meaningful 
approach to working with our partners,” he 
explains, adding that “We don't hide from 
our customers that we're actively working 
with our key partners to facilitate the right 

https://www.linkedin.com/in/mikeandrea/?originalSubdomain=au#
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solution for them. Part of that process is 
that we act as the coordinator to help the 
customer get the right blend of services 
from each of our key partners to make the 
overall outcome much more valuable than 
if they were to just pick and choose different 
pieces on an ad hoc basis.” 

Think of it like eating tapas as opposed to 
a steak and a pile of sides; there’s an emphasis 
on egalitarianism, collaboration, and 
facilitation within Oper8 Global’s ecosystem 
that feels refreshingly customer-focused. 
“We don't get precious about who's leading 
any one discussion with a customer,” says 
Andrea. “True partnership is win-win, and we 
don't mind who leads those partnerships.” 
And it sounds like Oper8’s customers and 
partners appreciate the approach. 

“When we find a 
partner that wants 

to really work 
with us towards a 
win-win outcome 
for our customers,  

it's fantastic”
MIKE ANDREA

CEO, 
OPER8 GLOBAL
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An Inverted Approach to Two Markets 
Oper8 was born out of Australia, which is 
where the firm still does a significant portion 
of its business. However, in addition to 
growing into new markets throughout 
APAC, Oper8 really went global in 2019, 
when the company expanded into the UK 
in order to better target EMEA. 

Andrea explains that “The APAC 
market right now is very focused on 
cybersecurity and helping organisations 
pick the right mix of operational platforms 
such as hardware security modules.” 
That cybersecurity focus, he notes, is the 
driving force behind Oper8 Global’s new 
wave of products, including PayG8, NetG8, 
DataM8, and SafeG8 that it’s currently 
bringing to market.

The EMEA market, on the other hand, 
is a very different beast, where Andrea 
is seeing “a huge focus in Europe in 
modular and micro data centres and high 
performance computing” (HPC). It’s an 
interesting inversion between the two 

regions, with APAC focusing “firmly on 
the security and cybersecurity market” 
(although Andrea notes that data centre 
and micro modular facilities are more of 
a secondary consideration, as opposed to 
ignored entirely), and EMEA “very much 
focused on data centre projects with 
security as a supporting element with 
respect to how to help our customers 
right-size and facilitate their product mix.” 
However, even though Oper8’s two main 
markets have their priorities reversed, Andrea 
stresses that “it's the blended coordination 
between data centres and security that's 
really the driving factor for our operations in 
both of those markets for us at this stage.” 

Filling in the Gaps 
Oper8 Global also maintains a heavy focus 
on R&D, and the products it designs aim 
to support the seamless cooperation of 
its partners’ products and services. “The 
approach we take to R&D very much centres 
on filling gaps. We don't have to be the best 
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PAYG8: KEEPING IT 
SIMPLE AND SECURE 

Oper8 Global’s core competencies, 
data centres, IoT, and edge, are 

all underpinned by a wealth of security 
expertise. This dedication to keeping 
customers safer with simplified, turnkey 
security solutions is reflected in Oper8 
Global’s turnkey HSM solution PayG8, 
which it developed and delivers in 
collaboration with Thales and Equinix. 

Oper8 Global delivers the Thales 
payShield Hardware Security Modules 
(HSMs) through the payG8 Service 
across the Equinix global data 
centre environment. 

“The heart of this product is picking 
the right partners that let us go to market 
with the right blend of capabilities and 
services. Our PayG8 service incorporates 
the capabilities of three companies, 
Oper8 Global, Thales, and Equinix, but 
we also have a monitoring capability in 
there that's fairly unique. We're using 
RF Code's technology to do real-time 
asset tracking and rack monitoring within 
the Pay8G service model,” explains 
Andrea. “So, we're taking advantage of 
an existing key partner's technology as 
part of our service mix to create PayG8, 
which is really focused around payment 
hardware security modules as-a-service. 
The heart of what we do is blending 
different complementary technologies 
and services from within our four key 
competencies in order to complement a 
business model that makes sense for 
a customer.” 

at a whole thing, just at filling in the gaps for 
a customer,” says Andrea. 

That ethos was the driving force behind 
the creation of Oper8’s SafeG8 solution, 
a rack-mounted safe aimed at improving 
the protections surrounding physical 
encryption keys and smart cards required 
to operate and manage hardware security 
modules. “We looked around the market 
and couldn't see anything that fits our 
needs when it comes to this kind of 
solution, so we're developing it ourselves,” 
Andrea explains. 

He continues: “It's a similar story with 
DataM8. We've seen an issue with cloud 
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“We're looking at 
200% growth in 

revenue over the 
next 12 months. 
We're looking at 

hiring substantially 
over the time, and 
we see ourselves 

bringing some great 
new products into 

the market”
MIKE ANDREA

CEO, 
OPER8 GLOBAL

OPER8 GLOBAL

backup, and we're working very closely 
with Dell and Equinix in terms of how 
we can bring that product to market as 
a cloud-adjacent backup strategy that 
allows organisations to be more cyber 
secure in terms of how they can recover 
after a disruption.” DataM8, like the rest of 
Oper8’s product line, has been designed 
from the ground up to be delivered as 
a service. Andrea explains that the R&D 
team has taken great pains to adhere to 
this mandate, as an as-a-service model 
“allows an organisation to stay within the 
monthly subscription based model they're 
already using, but augment their backup 

and security without having to switch to 
a new, high-capex commercial model.” 

The Future is Collaborative, Innovative, 
and Delivered As-A-Service 
Reflecting on the past, as well as Oper8’s plans 
for the future, Andrea stresses the fact that “A 
lot of what we do couldn't be done without 
our key partners. When we find a partner 
who wants to really work with us towards 
a win-win outcome for our customers, it's 
fantastic, and we've been really lucky to 
build several of those relationships with key 
partners like Equinix, Thales, RF Code, enLogic, 
and Chatsworth. Those organisations work 
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alongside Oper8, they communicate clearly 
and listen to what we need with respect 
to our product design and deployment in 
a very global sense, which means that we 
can replicate the same model, the same 
product set, and the same experience for 
our customers wherever they are.” 

The future of Oper8’s business model, 
Andrea continues, is firmly rooted in HPC 
and security. Over the coming year, he 
explains that Oper8 will continue to focus 
on the rollouts of its PayG8, NetG8, DataM8, 
and SafeG8 solutions, continuing to work 
with its key partners to design, build, 
and deploy these as-a-service solutions. 
“We've got new partners that we're starting 
discussions with right now surrounding 
new products that help us branch into 
new areas with respect to the healthcare 
marketspace,” he adds. “We see ourselves 
bringing some great new products into the 
market as well - particularly with regard to 
DataM8 and solving some of the technical 
challenges that arise with cloud to off-
cloud backup and retrieval, as well as 
backup and restoration.” 

Lastly, Andrea explains that Oper8 Global 
is also looking at a number of acquisitions 
in order to further advance the company’s 
growth trajectory between now and the 
end of 2022. He adds that the process “is 
very much aligned to picking organisations 
that can enhance our capabilities across 
our four key areas of focus, and any 
acquisitions that we're looking at are going 
to be complementary to existing areas 
of the business. We've got a few things 
earmarked already and we very much see 
strategic acquisitions as part of our growth 
strategy over the next 12 to 18 months.”

“The heart of 
what we do is 

blending different 
complementary 

technologies and 
services from 

within our four key 
competencies in 

order to complement 
a business model 

that makes sense for 
a customer”

MIKE ANDREA
CEO, 

OPER8 GLOBAL
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