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Network Access Control Solution Networking Switches Zero Tolerance Solution

COVID-19 suffocating your
business performance?

For more information, reach out to iValue  | Marketing@iValue.co.in Info@iValue.co.in

Make uninterrupted business operations possible even as employees work from home.

Leverage iValue's range of solutions to achieve seamless and safe connectivity and access to the 
organization's applications and resources in the cloud or datacenter.

Why trust iValue?

We are a leading provider of secure access, with a single client for access, centralized management for all access and 
visibility across your network. Plus, our solutions are built for hybrid cloud.  We are the trusted partner for over 80% of 
the Fortune 500 to protect their networks with secure access solutions.  Also, providing a dual-mode solution which lets 
you have the choice to deploy VPN-based secure remote access and move to SDP when you're ready. 

iValue can deploy a smooth remote work environment for your organization through.

A single, unified client for 
access that operates exactly 
the same way whether you 
are accessing an app in the 
cloud, establishing a VPN 
connection or trying to 
access internal resources 
through any other medium.

A Zero Trust policy that 
secures the access 
regardless of the 
location of the user, 
device and application.

Centralized visibility, 
configuration and policy 
management.  Also, 
with analytics to help 
tune the deployment.

Assured scalability. 
Having a solution that is 
secure but slow to 
respond or doesn’t scale, 
is not effective in a 
modern business network.
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For further Information on Wi-Fi 6
Visit e.huawei.com/in Or write to Savex
Repesentative – marketing@savex.in 

Contact:. 022 62876 - 948
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For further Information on Wi-Fi 6
Visit e.huawei.com/in Or write to Savex
Repesentative – marketing@savex.in 

Contact:. 022 62876 - 948

Please refer to page no 9 for more information.
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INDIA HAS EMBARKED 
A NEW ERA

– THE ERA OF 
RISING FINTECH

HELLO INDIA

Digital transformation (DT) is driving the life better for both employees 
and IT, opening doors for new ways to work and providing more options 
for infrastructure and service delivery. DT is ranging from important 
success factors, overcoming challenges, and more. It is increased value and 
reducing time. 

Digital businesses are giving employees the tools to be more connected, 
engaged, and mobile. Driving digital transformation in a company is 
not easy. Many business leaders are looking to transform their business 
processes and achieve tangible business outcomes. To do this, they need to 
collaborate closely with IT leaders to develop the environment, resources, 
and technology solutions required for digital business.

Across industries, we saw a rapid evolution and implementation of  
artificial intelligence-driven technologies, automation of  processes and 
widespread migration of  data and assets to the cloud. 2020 will mark 
the beginning of  a new era for technology as innovation and disruption 
flourish. The Indian fintech software market alone is to double itself  and 
reach USD 2.4 billion by 2020.

India being a developing country encourages innovation. The banking 
industry is in a digital arms race. Banks around the world are already 
realizing how investments in digital technologies could benefit customer 
acquisition and satisfaction. Online and mobile have become important 
and the Indian digital payments industry is estimated to touch $500 billion 
by 2020, contributing 15 per cent to the country’s GDP.

Secondly, Banking and securities organisations are investing in 
emerging digital technologies such as artificial intelligence and blockchain 
to create new product offerings and also to respond to evolving customer 
demands. India’s banking and securities sector is expected to continue 
to invest in digital business, with spends estimated to grow 9.1% to $11 
billion in 2020 as per Gartner.

New technology in banking is already altering the financial sector, and 
the traditional banking landscape is set to rapidly change in the foreseeable 
future. Mobile banking has become a go-to process for users to make 
deposits, account transfers, and monitor their expenditure and earnings. 
Lately, the banking sector has become an active adapter of  artificial 
intelligence and has explored and implemented this technology in new 
ways.

The payments industry will continue to be one of  the most dynamic 
areas of  innovation in the banking industry. Impacted by changing 
consumer expectations and driven by technological developments, 
innovation will continue to come from traditional financial institutions, 
fintech firms and big tech players. Data-led AI, machine learning, and 
customer analytics will become the driver of  client engagement in the 
coming years.

As per the survey, out of  the total technology investments being 
made in the Indian banking sector, 23% are for digitalization of  internal 
services. This investment is expected to grow 9% over the next two years. 
The fundamental applications in AI include bring smarter chat-bots for 
customer service, personalising services for individuals, and even placing 
an AI robot for self-services at banks. Beyond these basic applications, 

banks can implement the technology for bringing in more efficiency to 
their back-office and even reduce fraud and security risks.

Transformation makes a difference by improving lives, improving 
society, improving experience. Digitally maturing companies are 
increasingly participating in ecosystems to drive innovation. There is no 
deny in the fact that, delivering delightful customer experiences is key to 
winning and retaining business, strengthening loyalty, and maintaining 
credible sustained differentiation and the right strategy into digital 
transformation will provide increased efficiency and expanded scope of  
opportunity,

India has disruptive potential in the finance sector, resulting in a record-
breaking number of  digital transactions as merchants and consumers both 
embrace the ease of  digital payments. We will also see an increase in the 
mobile payment volume in 2020. It is projected that digital payments in 
India will supersede cash by 2022.

With the present crisis of  Covid-19 outbreak which is described 
as Pandemic, Businesses are in an unprecedented situation, while the 
neighbours as Singapore, Italy and South Korea are grappling with the 
virus outbreak, can India convert this into an opportunity and move 
toward a relocation of  production away from China? Can we replace 
China as the next global manufacturing hub? A right set of  policies and 
near-term supply chain diversification would perhaps be the two necessary 
conditions to achieve this. Many are thinking seriously to make India an 
attractive investment destination in the wake of  the recent turmoil in the 
global financial markets.

Uncertainty breeds fear, and fear breeds panic, but it is the bold one 
emerges as the winner!!
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TECHNOMANIA

THE NEXT GENERATION WIRELESS CONNECTIVITY IS HERE
For today’s businesses, having uninterrupted connectivity is extremely 

critical. Organizations and people around the world are constantly updating 
to advanced methods of  data transmission and connectivity,adopting 
cloud storage and other wireless data transmission alternatives. However, 
deploying full scale wireless connectivityhas always been a challenge. It 
meant compromising to key elements ofunprecedented connection 
including capacity, coverage, security and performance among others. This 
thus led to the dependency of  having a back-up wired connection.

The introduction of  Wi-Fi was a major step towards wireless 
internet connection. It saw mass adoption, and even though had various 
limitations compared to the wired network set-up, Huawei saw potential 
in the technology to be developed into something much enhanced and 
dependable.

Lately, almost every enterprise and even education campuses have 
switched from legacy to wireless networking methods. As businesses 
and academics focus to be digital, there is a mobile-first mindset that is 
enabling people to either work or study remotely.

AIRENGINE WI-FI 6
Enter the new range of  AirEngine Wi-Fi 6 Products, Huawei is 

helingovercome all previous challenges to delivering fully wireless 
capabilities.Suited to empower enterprises, Wi-Fi 6is helping accelerate 
their digital transformation journey by building fully connected, all-wireless 
office and production campus networks with unprecedented levels of  
office, production, and service experience. This combined with 10 new 
Wi-Fi 6 access point (AP) modelsand integrated 5Goffers not just more 
speed, but provides better performance in high-traffic areas, including 
schools, large offices, factories, shopping malls, airports, and stadiums.

WIRELESS CAPABILITIES TO ENABLE DIGITAL TRANSFORMATION

It is a preferred solution for anyone looking to become digitally 
transformed and here is why-
1. Lightning Speed- 

With an air-interface rate as high as 10.75 Gbps, higher than even the 
wired network rate at the campus network access layer for the first time, 
this is a breakthrough in Wi-Fi connectivity. With twice the industry 
average speed, it is expected to have a 10-fold increase in the number 
of  terminals accessing enterprise Wi-Fi networks, and each terminal 
will require at least 50 Mbps bandwidth for heavy-traffic services such 
as AR/VR and 4K HD video. Huawei has designed itsAirEngine Wi-
Fi 6 with 16 spatial streams, highest ever in the industry, achieving an 
air-interface data rate of  up to 10.75 Gbps, twice the industry average. 
Moreover, the dual 10GE uplinks and 10G SPF+ optical fiber uplinks 
enable lightning-fast performance of  Huawei AirEngine.

2. Always-on mobility- 
Strong coverage means zero packet loss and ultra-low latency to keep 
businesses running with zero interruptions. Its unique 16 built-in 
Smart Antenna delivers steadier coverage that is 20% wider with 100% 
improvement in signal strength in the same spot; uninterrupted roaming 
to enable more stable mobile office and operations; and accelerated 
applications that ensure a more stable VR/UHD experience.Powered 
by Dynamic Turbo technology, Wi-Fi 6 achieves ultra-low 10 ms latency, 
which is half  the industry's average and a significant development over 
the current technology.

3. Anytime, anywhere connectivity-
Focussed to deliver uninterrupted bandwidth and scalable network, 
Wi-Fi 6 comes integrated withmultiple cutting-edge 5G technologies. 
This allows for stable 100 Mbps anytime, anywhere network, even 
high-density terminal access scenarios.

Other than these very critical capabilities, Wi-Fi 6’s unique SmartRadio 
lossless roaming technology optimizes the traditional roaming process 
to implement millisecond-level lossless roaming. These features ensure 
both smooth experience of  real-time applicationsas well as smooth video 
conferencing and voice calls. Additionally, the Software-Defined Radio 
(SDR) technology and flexible Right-To-Use (RTU) mode meets the user 
expectations and performance requirements.

"We believe that wireless upgrades to Wi-Fi 6 will bring substantial 
changes to enterprises' digital transformation journey, which differ 

greatly from previous Wi-Fi generations. Huawei has applied its leading 
5G technologies to the latest AirEngine Wi-Fi 6 products that already 
integrate the most advanced antennas, algorithms, and networking 
technologies in the industry. Huawei AirEngine Wi-Fi 6 helps enterprises 
build a high-quality wireless campus network," said Zhao Zhipeng, 
President of  the campus network domain of  Huawei's Datacom Product 
Line.

HUAWEI BRINGS RANGE OF WIRELESS CAPABILITIES TO ITS 
CUSTOMERS

Powered by a range of  10 latest flagship AirEngine series, including 
the AirEngine 8760 AP, Wi-Fi6covers a wide range of  scenarios and is 
potentially the most comprehensive solution for its customers. Here are 
a few customer specific scenarios on how Huawei is committed to bring 
digital to every person, home and organization for a fully connected, 
intelligent world-

1. Enterprises/Organizations
As more and more organizations move to become digitally 
transformed, itsemployees shift from traditional communication via 
voice and text at fixed workspaces to more efficient collaboration 
with HD video and multi-screen interaction at any location.Here 
Huawei through its AirEnginedeployed with the enterprise solutions 
will enable employees to be more efficient and effective, therefore 
increasing the productivity of  the organization. Coupled with 
Huawei’s end-to-end portfolio of  products, solutions and services it 
will make organizations smart, competitive and secure.

2. Education Institutions
The introduction of  ‘smart’ in classrooms has changed the dynamics 
of  teaching methods. From traditional classroom education, we are 
now in an era where a teacher can explain concepts to its students 
while being in a remote location through video conferencing. With 
AirEngine, it will further pace the shift from traditional textbooks to 
immersive interactive learning including AR/VR-assisted immersive 
teaching. It will enable classrooms to be more engaging and available 
toall, including students who live in the remotest areas.

3. Manufacturing/Logistics
In manufacturing, there still exist tasks that are repetitive, mechanical, 
but most importantly dangerous. Until before when machines weren’t 
equipped to manage these tasks, a human involvement would not only 
hamper productivity, but would potentiallyput aworkers’ lifeat risk. 
Linked with IoT enabled machines and other automated production 
equipments, AirEngine will not just make manufacturing smarter, but 
allow people to concentrate on tasks that are far more important.

4. Public Service
Not just businesses, but individuals at personal level are keeping 
up with the latest technology trends.This has increased the demand 
for digital methods public services, that both save time and effort. 
Public Service organizations that would earlier have queues outside 
their offices and a particular time window when these services can 
be availed have now moved to online services; making it available 
24/7 and easy to access.While many have moved to making their 
services digitally available, yet most organizations still suffer from 
poor customer satisfaction. AirEngine allows these organizations to 
enhance the service quality and offer personalized online services that 
are available anytime and anywhere.

Tam Dell'Oro, the Founder and CEO of  Dell'Oro Group, comments 
on Wi-Fi 6: "We are seeing Wi-Fi 6 beginning to ramp significantly as the 
market moves from early adopters of  new technology to the mass-market 
in 2020. Manufacturers are now rolling out second-generation Wi-Fi 6 
technology and passing along the rich features at prices not much higher 
than Wi-Fi 5 or Wi-Fi 4 products.”

Today, organizations around the world are not just required to keep-
up. In order to be successful and competitive, it is critical to have the best 
in class technology that enhancesbusiness outcome.AirEngine Wi-Fi 6 
is one step forward towards Huawei’s focus to build a fully connected, 
intelligent world.

For Further Information on Huawei Wi-Fi 6  
please visit e.huawei.com/in
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ROUND ABOUT

GLOBAL INITIATIVES FOR  CORONAVIRUS 

ARE THE NEED OF THE HOUR
A few weeks back, the hot topic of  

discussion was the trade war between the 
US and China and now the talk is around 
coronavirus. People around the world is 
concerned about the gradual spread of  the 
killer virus. It is not only to  China that the 
epidemic is posing severe health challenges. 
As of  now, over sixty countries have reported 
incidence of  the epidemic and that includes 
the US. Deaths are reported from countries 
like Iran, South Korea, France, Italy. World 
Health Organization (WHO), which is actively 
monitoring the spread of  the disease, is 
coming out with newer updates.

In China itself, the number of  people 
infested with the virus is close to 100,000 and 
those who succumbed to the disease is well 
over 2700, though the unofficial reports peg 
it at much higher. Death tolls in countries like 
Iran, Italy etc. are rising. One only wishes that 
the disease is contained at the earliest and 
world becomes free of  this virus, which  is 
threatening to affect human civilization.

Apart from the heavy toll on the human 
lives, the disease has had its impact on the 
world economy. Thousands of  factories in 
China in various provinces are closed for 
months together and the prospects of  re-
opening it in the near future are seemingly 
bleak.  On an average, thousands of  Chinese 
used to cross continents to transact business, 
supply technologies, supervise projects in 
various countries and spend billions by way of  
visiting tourist destinations. All these things 
have come to a grinding halt. Countries after 
countries are closing the borders for people 
who have travelled to the virus infested areas. 
That include, besides China, Hong Kong, 
South Korea, Singapore, Iran and Italy. It 
is reported that Chinese company Huawei, 
which used to send several hundred people 
across the world as a part of  its rollout of  
the 5G, are in a limbo because of  the ban on 
travel to other countries. The forecasts are 
that the economy will suffer  in all time zones-
immediate, short, medium and long term,-if  
the pangs of  the disease continue to haunt the 
country.

The economic ills are not limited to China 
alone. Rating  agencies including  Moody’s and  
Standard and Poor have given thumps down to 
the world economic growth since slowdown 
in the Chinese economy would affect  host 
of  independent countries, which have strong 
trade and investment ties with China.

World’s largest tech companies like 
Apple, Amazon, Tesla, are suspending their 
operations in China. Now, these technology 
companies are trying to relocate from China 
to safer places even after the horrors of  the 

virus fades. Coming close on the heels of  the 
tradewar, when the US administration had 
given terse warnings to the US companies 
to fold up their operations from China, the 
incidence of  virus is double whammy leaving 
not only the Chinese economy but also the 
fate of   global technology leaders like Apple, 
Amazon, Microsoft, Google etc., which derive 
considerable proportion of  their revenue 
from the Chinese market.

The impact has also been felt in the stock 
exchanges. Oil prices are plummeting so also 
other commodity  prices, since major demand 
for such  goods used to come from China. 
The most disturbing fact is that two important 
segments, which would be considerably 
affected in the coming months, if  the disease 
continues, are the pharmaceuticals and 
electronics. China is a major supplier of  bulk 
drugs to the world including India. Some 
of  the electronic components like sensors, 
batteries for electronic goods, chips will also 
face severe shortage,  in the event the disease 
persists since China is a major producer of  
these items. 

I tried to collate the information on the 
past epidemics of  horrendous proportions. 
The first one came to my notice was the third 
cholera pandemic, followed by the Asian Flu 
Pandemic, outbreak of  avian influenza. The 
next was outbreak of  Typhus fever during 
World War II (1945). The Cocoliztli epidemic 
had occurred in Mexico and was caused by a 
collection of  pests. Again, the death toll was 
huge.

Earlier to that time also, world was in the 
grip of  several epidemics, such as Plague of  
Justinian (541-542), Antonina Plague (165-180 
AD), known as plague of  Galen.

The Black Death (1334), also called the 
Great Plague originated in China and in the 
recent past, HIV/Aids global pandemic  
(1960s – present) is widely believed that it 
originated in the Democratic Republic of  the 
Congo around 1920 when the disease was 
spread from chimpanzees to humans. Ebola 
is the latest in the list before the outbreak of  
Coronavirus.

A question arises, what lesson such 
epidemics have taught the mankind? Why we 
have not zeroed in any medicines for treating 
these viruses so far? There is no denial that 
the repeat of  these killer virus is taking place, 
when science has advanced, research and 
development have been assigned primacy in 
every policy discourse. Health budgets of  
countries have increased manifold in the recent 
days, particularly in the developed world. 
And, yet epidemics, which are threatening to 

become pandemic, continue to happen.

I have a few observations on these 
developments. Foremost, medical research is 
lagging behind globally. Is that because the 
R&D is mostly with the private sector, which, 
for reasons known to us all, is guided by 
profits? Of  course, they comply with rigorous 
compliance needs for launching medicines. 
Will they invest heavily on such diseases and 
epidemics, which break out once in  a life time 
of  a person. This is where the governments 
should come forward to do  fundamental 
research, spending billions of  dollars, keeping 
in mind the interests of  the future and the 
progeny.

There is a growing assertion that remedies 
also can be found in other  branches of  
treatments like Ayurveda, Unani, homeopathy 
etc. One does not know, whether such claims 
are real or fictitious. Should governments 
across the world give a try to such initiatives, 
given the fact that a strong R&D system is 
lacking in the case of  indigenous medical 
systems.

The second thing that is required is to use 
the mass media to spread awareness among 
the people about the steps to be taken to 
prevent the spread  of  the killer virus. Still not 
many are aware of  that.

In conclusion, I feel there should be a joint 
effort among all the countries to find suitable 
medicines for viral attacks of  various hues. We 
no longer can postpone a global mission to 
be set up for evolving treatment protocols for 
such diseases. That is the need of  the hour.
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Brief about VMware Partner Connect. 
VMware Partner Connect is something that we are all excited about 

and we should be able to get the details of  the program subsequently. 
We have multiple strategic partnerships in the ecosystem that we refer 
to as our deal partnerships or alliance partnerships. We have our global 
SIs which is system integrators and strategic outsources. We have our 
OEM partners such as Dell, HP, Cisco, Lenovo, and the rest of  the 
OEM ecosystem. We also have a host of  cloud partners, which are 
also going to be under the new partner Connect program, we have 
our association with AWS, IBM Cloud, and Azure. From our end 
user computing standpoint, we have also partnered up with Apple, 
Samsung, Google and all these large devices vendors. This broadly 
is the ecosystem that really helps us drive deep outcomes for our 
customers. 

Post our acquisition of  Pivotal, which is one of  our focus areas of  
the company - Modern Applications, we are now going to come back in 
a renewed fashion, and engage with some of  the application providers 
that are also operating. So, largely speaking, one partner program that 
encompasses and comprehensively addresses all these verticals of  
partnerships, including our classic solution providers as well as our 
distributors. 

With this new partner program, what would be the company's 
GTM structure for VAR?

The new Partner Connect program will operate in three tiers; we have 
the Partner, the Advanced Partner, and the Principal Partner. Most of  
our large partnerships that we have in the marketplace typically will fall 
in the Principal Partner tier. What is exciting for these guys really is the 
fact that most these guys have a 360 degree partnership with VMware, 
they will be a cloud partner, managed services partner, system integration 
partner, all of  these different kinds of  partnerships are now coming under 
one single umbrella across VMware solution offerings. Typically, the new 
Partner Connect program is also moving partnerships, away from a pure 
play product or resale orientation to more services orientation. When you 
do such things as a partner you need to build certain practices within your 
organization, and the new Partner Connect program, comprehensibly 
rewards partners for building these kinds of  practices. So, over a period 
of  time if  you look at the changing landscape at a customer place, it is 
not possible for a single partner to have expertise across the entire digital 
transformation spectrum of  all components of  information technology in 
a digital transformation spectrum, so you will have pockets of  excellence 
and this Partner Connect program actually picks up the relevant pockets 
of  every partner type that really invests in getting expertise on a given 
competency or institution. 

In a chat with VARINDIA, Pradeepto 
Dey, Director - Strategic Partner & 
Alliances, VMware Indiaand Manish 
Alshi, Director, Partner Sales, VMware 
India discuss about the new partner 
program, company’s go to market, 
its India growth strategy etc.

VMWARE’S NEW 
PARTNER CONNECT 

PROGRAM PROVIDES 
FLEXIBILITY TO 

ADDRESS MULTIPLE 
MARKETS

Brief about VMware Partner Connect. 
The new partner program, the VMware Partner Connect program 

have some sweeping changes in the program, while we have retained all the 
good parts of  the previous program, we have also incorporated a lot of  
feedback and inputs; not just from the channel community, but also from 
our customers in terms of  how they view our ecosystem and what is it that 
they expect from our ecosystems. This exercise has been going on for 12 
months now, on various partner forums and customer forums. We've been 
collecting feedback as to what is the best way, not just to transact, but to 
track the inners of  the ecosystem. Just to ensure that we offer optimum 
support to our customers in their digital transformation journeys. 

How is the new Partner Program different from the older Partner 
Program?

First is the partner program has evolved just the way advance market 
strategy has evolved. That effectively means that initially most of  the 
focus was on resale licenses. Later on we actually evolved into different 
open markets as well. For example, at the same time there were partners 
who actually operated out of  different markets. They were typically, larger 
partners and for each of  these differences we had a different space that 
effectively meant that the partner had to sign a different agreement for 
each of  these markets. That was one of  the key differences. 

The second difference is the old partner program was an all-
encompassing program, which actuallyrecognized partner peers, on an 
overall perspective. Despite having different solutions, your entire partner 
program actually had a uniform mechanism depending upon how much 
the new department has approved of  the solution. Whereas in the new 
program what they have done is getting solution specific aspects.

What are you expecting with new partner program from the solution 
service providers?

It is difficult to put a percentage but just to give you a perspective, the 
two kinds of  growth factors that we normally saw in terms of  business plan 
we are funding is organic. What I mean by that is most of  our business in 
India is actually through partners. We have about 25 active CPP partners, 
actually provide some stringent aspects on the embedded assumption in 
platform. But from an inorganic standpoint we have to look at the new 
acquisitions that VMware has made. Now, each of  these has an intrinsic 
presence ecosystem that is already existing. So the inorganic growth actually 
stems from the fact that as we start to include these external ecosystems 
into our unified partner program. It also allows us to expand our GTM 
strategies into the Asian areas along with the existing partners and also 
incubate and expand the ecosystem. So that brings another element of  
growth to our strategy.

“Our growth strategy in India 
remains consistent over the years 

and we will continue to drive growth 
across our customers or partners. 
Partner Connect helps align with 
some of our growth strategies.” 

“Now, in the new partner program, 
the partners actually have the 
choice and execution power to 

choose market according to their 
preference, and then address the 

customer's needs in a corner.”

PRADEEPTO DEY
Director - Strategic Partner 
& Alliances, VMware India

MANISH ALSHI
Director, Partner Sales, 

VMware India
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DELL FOCUSES ON CUSTOMER 
                               AND 

KEY FOCUS AREAS
The key focus area of  Dell is customer and partner delight. It aims 

to provide the best customer experience along with partner delight. 
To provide best customer experience, Dell is focusing on purposeful 
innovation in line with customer needs. 

“We are continuously focusing on customer and partner delight which 
means to provide best in class customer experience supported by best 
in class partner experience. Customer experience basically flows from 
technical and purposeful innovation, how we are making sure that we 
innovate in line with our customer’s needs. Then having a go to market 
strategy which makes it extremely accessible for our consumers to buy 
our products, use them and get them serviced,” states Raj Kumar Rishi, 
Managing Director, Consumer & Small Business – India, Dell. 

Dell also focuses on its support experience of  its customers. Elaborating 
on the same he says, “We have Premium Support which proactively detects 
the upcoming device issues like if  something goes wrong with hard disc, it 
proactively detects that. Then in terms of  go to market experience, today’s 
consumers who like to buy online as well as offline, they like to research 
the product online and then go and buy offline. So we have provided omni-
channel experience so that they can walk into to our exclusive stores and 
buy products which are there or buy products which are available online 
on Dell store and devices can be ordered there at the store. So this makes 
everything extremely accessible and easy for our consumers,” says Rishi.

Dell is considered to be a predictable partner in the channel ecosystem. 
So all the initiatives of  that it takes regarding its partners, Dell keeps it in 
focus that partners can spend more time in engaging with customers.   

“The other focus is partner delight. Dell is considered as a predictable 
partner. So the way we structure, define our programs, policies, working 
capital engagement for partners, everything that we do is to make sure that 
the partners are able to spent more time in engaging with the consumers 
rather than spending time or engaging with the company. We are using a 
lot of  technology tools along with the channel strategy that are in line,” 
says claims Rishi.

TECHNOLOGY DEVELOPMENT
Dell has always remain at the forefront of  technological innovation. It 

has come up with various technologies like infinity edge display, Eyesafe 
technology etc. It has also evolved its gaming products. Continuing on 
the same, Rishi explains, “Over the last many decades we have been at the 
forefront of  technology development, there is a huge amount of  focus on 
the design of  the products such as infinity edge display, Eyesafe technology 
which makes the entire viewing experience much more friendly and safe 
for the eye. In terms of  gaming products, we have a modular device that 
we have come up with, we have game shift technology. The XPS which 
is Dell’s flagship product is the most powerful and good looking device 
in the laptop segment. The 7000 series that we have is as lite as any other 
device and gives the right performance.”  

In a chat with VARINDIA,  
RAJ KUMAR RISHI, MANAGING DIRECTOR, 

CONSUMER & SMALL BUSINESS – INDIA, DELL 
discusses about the focus areas of the company, 

technological development, consumer and market 
segmentation and focus on Tier 3 and 4 cities

PARTNER DELIGHT

CONSUMER AND MARKET SEGMENTATION
With the evolution of PC the consumer segmentation has also 

evolved. Now there are various types of consumers with varied 
demands which exist in the market. Discussing on the same, Rishi 
highlights, “The interesting piece is PC is evolving at a very fast rate 
and we have seen it in last four and a half decade. In recent years 
the evolution has gathered pace and the way it is we have got first 
hand buyers, the digital natives who are very clear about what they 
want to get in their PC, professional consumers and the serious 
gamers. So the needs and the applications and expectations that 
they have from their device varies for each one of them and some 
of the things are fundamental like a good design of the product, 
the latest technologies, the right support or buying experience. All 
these things at the bottom to make sure that we continuously raise 
the bar. On top of that, yes there will be specific needs to reach each 
one of them and that varies.” 

FOCUS ON TIER 3 & 4 CITIES
Explaining the focus areas in Tier 3 and 4 cities, Rishi says, “In 

Tier 3 and 4 while there would be a good business around the gaming 
and premium devices but the business will be more on mainstream 
devices to make sure that you have the right presence.

Second is the right reach, so there are all the mom and pop 
stores and our own stores to make sure that we have the right 
portfolio and are supported by the right marketing executives. We 
pick up some towns on an ongoing basis and develop those towns 
and keep moving to other. So it is an ongoing part of our go to 
market strategy.” n

CHANNEL CHIEF
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iValue collaborates with Virsec to deliver 
Application Protection from Memory to Web 

iValue InfoSolutions has partnered with American Application 
Protection and Security solutions provider Virsec, a cybersecurity company 
delivering a radically new approach to protect organizations against 

advanced cyberattacks. 
This move is in line 
with strengthening 
iValue's commitment 
to protecting and 
transforming digital 
assets of  organizations 

across key industries such as Defense, Financial Services, Retail, 
Technology, Healthcare, etc.,

Virsec Security Platform is the first solution that deterministically 
blocks advanced memory-based attacks, unknown threats, stealthy fileless 
malware, and more with complete accuracy and no impact on applications. 
Using patented Trusted Execution technology, the platform delivers 
the most advanced application protection against sophisticated attacks, 
discovering and preventing exploits of  critical composite application 
functions, process memory and the CPU-stopping threats that bypass 
traditional security solutions. The solution discretely analyzes compiled 
and interpreted code, and acts as a memory firewall to prevent misuse of  
memory and unauthorized deviations in process flows in real time.

Cisco powers Airtel to come up with 
Automated Ethernet over Fiber network 

Bharti Airtel (Airtel) announced its collaboration with Cisco to launch 
India’s largest 5G-ready, 100G IP and optical integrated network designed 
to enhance network availability, capacity 
and scale. The deployment is part of  
Airtel’s initiative to build a 5G ready 
network that continues to serve the 
growing demand for high speed data 
services in the country.

 Cisco’s recent Annual Internet 
Report forecasts there will be 67.2 
million 5G connections in India by 
2023 (4.9% of  total mobile connections), and 66% of  all devices will be 
mobile connected by 2023, (34% will be wired or connected over Wi-Fi).

Airtel’s network serves over 280 million mobile subscribers across 4G 
and 2G technologies. This new IP over Ethernet over Fiber network is 
the largest hyper-complex brownfield network transformation of  its kind 
in India, collapsing multiple legacy domains to build a flatter, simpler and 
automated 5G-ready IP network for enhanced customer experiences. 
It integrates Cisco IP and optical solutions along with segment routing 
to more easily extend services in rural communities while significantly 
improving network availability and creating cost efficiencies. 

Microsoft and Genesys partner to 
help enterprises with new cloud 
service for contact centres

Microsoft Corp. and Genesys have expanded their partnership to 
provide enterprises with a new cloud service for contact centres that 
enables them to deliver superior interactions for customers. With the 
omnichannel customer experience solution, Genesys Engage, running on 
Microsoft Azure, enterprises have the security and scalability they need 
to manage the complexities involved with connecting every touchpoint 
throughout the customer journey.

Genesys Engage on Microsoft Azure will be available in late 2020. 
To accelerate adoption, the companies are providing Genesys Engage 
on Microsoft Azure through a joint co-selling and go-to-market strategy. 
Customers will benefit from a streamlined buying process that puts them 
on a clear path to the cloud.

Insight Partners Completes Acquisition 
of Veeam for a Value of $5 Billion

Veeam® Software, the leader in Backup solutions that deliver 
Cloud Data Management™, today announced that Insight Partners has 
completed its acquisition of  the company, which was announced on 
January 9, 2020, at a valuation of  approximately $5 billion. Following an 
investment from Insight Partners at the beginning of  2019, the acquisition 
of  Veeam, the clear market leader with over $1 billion in annual sales and 
more than 365,000 customers worldwide, will drive accelerated growth in 
the U.S market.

“Insight has been a trusted partner since 2013 when they made their 
first minority-stake investment in Veeam,” said Bill Largent, CEO at 
Veeam.” They are known for taking high-growth international companies 
and driving their success in the U.S. market, where they can add invaluable 
resources, support and expertise. Veeam is positioned extremely well in 
the market and Insight is the right partner to help us achieve the next level 
of  growth for our Act II, evolution into Hybrid Cloud, and the right time 
starts today.”

Microsoft joins hand with Accenture 
to strengthen startups

Microsoft Corp. and Accenture are teaming to help deepen the 
reach of  entrepreneurs and start-ups that are focused on social impact 
and sustainability. The joint initiative will provide hands-on support and 
technologies to social enterprises, helping them to build scalable solutions 
and business models that can lead to more tangible and lasting benefits for 
a greater number of  people around the world.

Microsoft and Accenture’s collaboration is part of  their shared vision 
to amplify the societal impact of  emerging technology with the long-term 
goal of  reaching a million lives globally. Through the program, Microsoft 
Research India and Accenture Labs will help social enterprise startups test 
and validate proof-of-concepts; conduct design thinking sessions to help 
them re-envision the impact of  their solutions; and provide support in 
exploring and using Microsoft technologies.

“Startups in the social impact and sustainability space are among 
the world’s most inspiring organizations,” said Jean-Philippe Courtois, 
Executive Vice President and President, Microsoft Global Sales, Marketing 
and Operations. “It’s important that their passion for meaningful innovation 
and creating positive change is supported. Microsoft’s collaboration with 
Accenture offers us an opportunity to empower these startups so they can 
use technology to make an even greater impact in addressing many of  the 
world’s most pressing challenges. By empowering them, our goal is to help 
change the lives of  a million people.”

Sonata Software acquires Customer 
Experience (CX) company GBW 

Sonata Software has signed definitive agreements to acquire 
GAPbusters (GBW), the Melbourne headquartered company that has 
been amongst pioneers in the CX domain serving renowned brands 
globally for nearly thirty years.

As companies are increasingly focusing  on  measuring and  managing  
customer experience to stoke their growth, CX solutions are playing a 
significant part in most organizations’ digital transformation initiatives.

While GBW has for long been known for its Mystery shopping, Brand 
/Compliance Audits & Competitor benchmarking programs, over the last 
few years, the company has taken a platform based approach   for its 
new solution offerings in employee survey, feedback management, voice 
of  customer programs to widen its CX bouquet leveraging advanced AI & 
ML capabilities to deliver insightful & actionable recommendations for its 
clients with more evolved CX requirements.

Srikar Reddy, MD & CEO, Sonata Software said, “This acquisition 
is exciting for Sonata as it is a reaffirmation of  our Platformation  led 
approach to digital transformation adding a major platform led  customer 
experience offering  to our current solutions, creating substantial value to 
our existing & prospective clients by  providing a more comprehensive  
digital transformation  offering covering 360 degrees of  the customer 
journey, possibly making Sonata very unique in its ability to offer such a 
unified experience across the customer life cycle.” 
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Cambium Networks collaborates 
with Facebook Connectivity 

Cambium Networks has announced that it is working with Facebook 
Connectivity on multiple initiatives including incorporating Terragraph 
mesh networking into its 60 GHz millimeter wave (V-Band) Gigabit 
wireless radios; enhancing Express Wi-Fi solutions with next-generation 
Wi-Fi mesh technology, combined with Self  Organizing Mesh Access 
(SOMA); and working on joint Telecom Infra project (TIP) initiatives 
and Smart City infrastructure prototypes to standardize and optimize the 
deployment of  wireless backhaul for fast and efficient Wi-Fi deployments.

Cambium Networks’ engagement with Facebook Connectivity means 
that Gigabit connectivity is now available to a large population of  people 
who live and work in areas where fiber is not economically viable. This 
expansion of  high-speed internet access means increased opportunities 
for more engaging and productive learning environments, highly effective 
telemedicine, and more broadly, the economic growth that has been 
associated with high performance connectivity over the past 20 years.

Atul Bhatnagar, President and CEO of  Cambium Networks, says, 
“Active collaboration with industry leaders enables us to bring wireless 
technologies into the conversation that solves contemporary problems."

Infosys collaborates with IBM 
to accelerate businesses 

Infosys and IBM have announced a global alliance to help enterprises 
accelerate their digital transformation journey using the IBM public cloud.  

The collaboration will help enterprises -- including those in highly 
regulated industries such as financial services, insurance and healthcare 
-- to transition, modernize and transform their enterprise workloads and 
applications by tapping into the security, open innovation and enterprise 
capabilities of  the IBM public cloud.  

As part of  the relationship, Infosys will also offer its clients access to 
Red Hat’s portfolio of  open source offerings on the IBM public cloud. This 
will provide enterprises a greater level of  scale, resources and capabilities 
to accelerate the impact of  their cloud-driven digital transformation.  

Infosys will be the first Global System Integrator to join the new 
IBM Public Cloud Ecosystem, to help bring IBM public cloud services to 
clients via service providers. As part of  the program, Infosys will be able 
to deploy technical expertise from IBM to support clients in their move 
to IBM public cloud. IBM will work with Infosys and its clients to speed 
efforts such as proof  of  concepts, running cloud pilots, staffing client 
innovation centers and other mechanisms designed to deliver value quickly 
and securely.  

LTTS bags multi-year services deal 
from Sweden’s Dometic Group 

L&T Technology Services announced that it has been awarded a multi-
year engineering services engagement from Dometic, a global leader in 
branded solutions in the mobile living space.

As part of  the engagement, LTTS opened a dedicated Global 
Engineering Center (GEC) in Chennai, to complement Dometic’s product 
engineering roadmap. The GEC will bring in capabilities to design and 
develop best in class products for Dometic’s global clientele. The center 
will support mechanical, embedded and connectivity areas across product 
lines, technologies and regions.

Seema Ghanekar, Global Head of  Industrial and Consumer Products 
at L&T Technology Services said, “The application of  digital technologies 
in engineering is on the rise, touching the lives of  millions of  consumers. 
LTTS has a robust industrial products and consumer goods practice that 
includes product engineering, design & development and customized 
engineering solutions, and we are excited to partner with Dometic and 
create delightful immersive experiences for consumers. With a rich 
Intellectual Property portfolio comprising of  close to 500 technology 
patents and track record of  being a strategic engineering partner to global 
firms across product development and smart PLM, we are confident of  
enabling product engineering-based value addition to Dometic’s industry-
leading product lines.”

Western Digital fortifies its Channel 
reward programs in India 

Western Digital continues to strengthen initiatives for its channel 
partners in India to help them expand their operations and fortify their 
success. The company has also introduced exciting new rewards programs 
for its channel partners across all the industry segments that it operates in 
the country. The rewards initiatives and programs are uniquely designed 
for each set of  channel partners to help them grow, maximize profitability, 
and, most importantly, delight their customers.

SanDisk League of  Heroes (SLH): SLH is created for recognizing and 
rewarding the best performing channel partners in the consumer segment. 
Western Digital Elite Partner Promo: This program is for enterprise SIs 
and VARs who provide complete storage solutions to the customers. 

myWD Partner Program: myWD Partner Program is a highly 
successful rewards program that engages with partners within the IT and 
surveillance channel. 

VMware reaches $10 bn sales in FY 2020
In the fiscal year 2020 for the first time VMware has crossed the sales 

figure of  $10 billion. Despite of  its strong sales figures, the company 
missed its earning expectations in Q4 and shares fell in after-hours trading.

Fourth quarter 
non-GAAP net income 
was $868 million, or 
$2.05 per diluted share. 
Revenue was $3.07 
billion, an increase of  11% from the fourth quarter of  fiscal 2019.

Analysts were looking for earnings of  $2.17 on revenue of  $2.95 
billion.

For the complete fiscal year, the non-GAAP net income was $2.66 
billion, or $6.24 per diluted share. The revenue of  the company stands at 
$10.81 billion, an increase of  12% from fiscal 2019.

Thoma Bravo acquires Sophos for $3.9 billion  
Sophos has announced the completion of  its acquisition by Thoma 

Bravo, a private equity firm focused on software and technology-enabled 
services sectors, in a cash transaction that values Sophos at approximately 
$3.9 billion. The acquisition offer was announced on Oct. 14, 2019.

Under the terms of  the agreement, Sophos stockholders receive $7.40 
USD, per share. The price per share represents a 168% premium to its IPO 
share price in June 2015. Stockholders voted to approve the transaction on 
Dec. 3, 2019. With the completion of  the acquisition, Sophos’ common 
stock has ceased trading on the London Stock Exchange.

Sophos partners with more than 53,000 resellers and managed service 
providers to protect more than 420,000 organizations and 100 million 
users from the most advanced cyberthreats. 

Accenture Opens Innovation Hub in Pune
Accenture has opened its third Innovation Hub in India, expanding 

its innovation capabilities for clients. The Accenture Innovation Hub in 
Pune provides an immersive environment for clients to co-innovate with 
Accenture experts in a variety of  industries and across a range of  advanced 
technologies, including extended reality, artificial intelligence, the internet 
of  things, blockchain and quantum computing, among others. The new 
location to house Accenture’s second Nano Lab in Asia Pacific  

Part of  Accenture’s global innovation network, the Innovation Hub in 
Pune will seamlessly integrate with the Innovation Hub in Bengaluru and 
the Innovation Hub in Hyderabad, and will bring best of  innovations and 
capabilities from India using state-of-the-art collaboration technologies. 

Located in SP Infocity in Pune, the new innovation hub will have more 
than 1,200 people working out of  it and will feature Accenture’s second 
Nano Lab in the Asia-Pacific region. The Nano Lab will showcase the 
latest breakthroughs in applied research from Accenture Labs worldwide, 
featuring uses for advanced technologies such as artificial intelligence, 
extended reality and quantum computing. It will allow clients to connect 
with researchers in Accenture Labs globally through immersive sessions 
and workshops.
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HPE intros Open, as-a-Service 5G 
portfolio designed for Telcos 

Hewlett Packard Enterprise (HPE) announced a new portfolio of  as-a-
service offerings to help telecommunications companies build and deploy 
open 5G networks. The portfolio will accelerate 
telcos’ path to revenue growth with 5G and enable 
them to rapidly deploy 5G services to deliver 
dynamic, personalized, and real-time experiences 
to employees, customers and citizens.

HPE's edge-to-cloud, platform as-a-service 
strategy is uniquely positioned to help telcos 
capitalize on the 5G opportunity, by leveraging a cloud-native software 
stack for 5G core, optimized telco core and edge infrastructure blueprints, 
and Wi-Fi 6 enabled services. Built on open and interoperable platforms 
combined with carrier grade infrastructure and modular software 
components, the portfolio of  offerings allows telcos to incorporate more 
automation, become more agile, and deploy new 5G services faster across 
the telco core, the telco edge and into the enterprise.

Availability
The full HPE 5G Core Stack will be available globally in the second 

half  of  2020 through HPE GreenLake as-a-service.

BT introduces Cyber Security 
Advisory Services Practice 

BT announced the launch of  its Security Advisory Services practice, 
marking another step in the ongoing expansion of  its cyber security 
capabilities. The practice will offer strategic security guidance and solutions 

to organisations across the globe, 
reflecting the market demand for 
expert guidance to navigate today’s 
complex cyber security landscape.

BT Security Advisory Services 
will be led by Tris Morgan, with 
approximately 300 members of  
specialist staff  based across the 
globe. They will be supported by 
the experience and capabilities 
of  the wider BT Security team, 
which protects BT against 125,000 

cyber-attacks per month and provides security solutions to consumers, 
governments and businesses, including some of  the world’s best known 
brands.

The practice will help organisations at all stages of  their security 
journey to assess and test their defences, and select the solutions that 
match their security needs – whether that requires building an entirely 
new security strategy, or upgrading their protections to combat the latest 
threats and trends.

Poly announces Cloud-based Insights and 
Video Endpoint Management service - Lens 

Poly (Plantronics Inc) has unveiled Poly Lens, a new cloud-based 
insights and management service. Initially available in a fully supported 
commercial preview, Poly Lens combines seamless management and 
updating tools with powerful insight into how Poly devices are actually 
being used to offer greater control and simplicity to IT departments.

Beau Wilder, Vice President and General Manager of  Infrastructure, 
Cloud and Analytics for Poly, says, “Today’s businesses understand that 
the right communication and collaboration tools can increase productivity, 
but there’s a blind spot when it comes to how these tools are adopted and 
used by their workforce. Poly Lens provides the next-level of  visibility into 
collaboration spaces and device use without the need to install additional 
infrastructure.” 

Poly will continue to update the commercial preview of  Poly Lens to 
add new capabilities, ultimately converging Poly’s endpoint management 
solutions into one convenient service. 

Innoviti introduces Cloud Payment 
Reconciliation technology

Innoviti Payment Solutions, announced that after successful pilots, it 
will now start extending its newly introduced cloud-based reconciliation 
technology to full-service restaurants, that require payments to be collected 
at a customer’s table with automatic reconciliation with the bill.  

For modern retail outlets, tight front-end integration between the 
store billing system and all payment acceptance POS terminals in the 
store, is crucial to ensure ease of  back-end reconciliation between overall 
store billing done and corresponding payments received. In typical retail 
checkout scenario, this billing-payments integration is often powered via 
a wired USB connection between the store billing server and the POS 
terminal usually kept adjacent to it. This may not be a huge concern for 
retail formats where customers queue up to make payment at stationary 
billing counters. However, in use case like full-service restaurants, the POS 
terminal needs to accept payments at the table. IBM enhances Watson’s Ability to 

Understand the Language of Business 
IBM has announced several new IBM Watson technologies designed 

to help organizations begin identifying, understanding and analyzing some 
of  the most challenging aspects of  the English language with greater 
clarity, for greater insights.

The new technologies represent the first commercialization of  key 
Natural Language Processing (NLP) capabilities to come from IBM 
Research’s Project Debater, the only AI system capable of  debating humans 
on complex topics. For example, a new advanced sentiment analysis 
feature is defined to identify and analyze idioms and colloquialisms for 
the first time. Phrases like ‘hardly helpful,’ or ‘hot under the collar,’ have 
been challenging for AI systems because they are difficult for algorithms 
to spot. With advanced sentiment analysis, businesses can begin analyzing 
such language data with Watson APIs for a more holistic understanding of  
their operation. Further, IBM is bringing technology from IBM Research 
for understanding business documents, such as PDF’s and contracts, to 
also add to their AI models.

"IBM Research has been developing and advancing Natural Language 
Processing capabilities for years to create intuitive AI systems that can 
offer deeper business insights, explain decisions, and are less labor-
intensive to deploy and maintain. So far, enterprises have been exposed to 
a fraction of  AI's vast potential and to make AI more pervasive - it needs 
to better understand customers and business operations," comments, 
Gargi Dasgupta - Director, IBM Research India and CTO, IBM India 
South Asia. 

Verizon Business adds new security 
solutions to its portfolio 

Verizon Business is expanding its security portfolio with new security 
solutions to help businesses better protect themselves against cybercrime: 
Verizon Managed Detection and Response; Verizon Identity and Verizon 
Machine State Integrity. In addition, Verizon has enhanced its Rapid 
Response Retainer service, which offers companies cyber intelligence and 
incident response capabilities directly from the Verizon Threat Research 
Advisory Center (VTRAC).

Verizon Managed Detection and Response (MDR) is a new managed 
security service which leverages analytics and behaviour modelling to 
help organizations quickly identify potential cyberthreats. The fully-
managed, scalable, cloud-based solution overlays Verizon’s core remote 
threat monitoring, detection and response capabilities with built-in multi-
layer analytics and behaviour modelling from Securonix. Verizon MDR is 
available globally from April 2020.

Verizon Identity (VID) and Verizon Machine State Integrity both 
leverage blockchain, the first Verizon security solutions to do so. 
Blockchain’s decentralized nature elevates enterprise security with no 
single point of  weakness in the solution for cybercriminals to exploit.

Verizon ID enables users to store identity credentials in a secure “digital 
identity safe” on their mobile devices, which can be easily – and securely 
- accessed and validated, potentially eliminating the need for passwords. 
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ManageEngine strengthens its product 
portfolio with Access Manager Plus 
and Application Control Plus

ManageEngine has announced the launch of  Access Manager Plus, a 
privileged session management solution for enterprises, and Application 
Control Plus, advanced enterprise security software that brings together 
endpoint privilege management and application control capabilities. 
The new products bolster the company’s security suite, allowing security 
admins to

1) Facilitate and govern remote sessions that provide users with 
privileged access to critical business systems, and

2) Exercise greater authority over their critical applications by enabling 
control processes based on Zero Trust and threat prevention.

Access Manager Plus: Securing Remote Access for Privileged Sessions
Remote connectivity has become mainstream as employees 

increasingly access corporate systems at their convenience, irrespective 
of  their location or the time of  day. Despite being inflexible and posing 
huge privacy and security risks, traditional tools like VPNs are still used by 
most organizations. A solution that streamlines corporate remote access, 
while also offering strict governance over privileged sessions for ultimate 
security, can remedy the risks associated with remote connectivity.

Epson brings SureLab SL-D830, a 
MiniLab Production Printer 

Epson announced the launch of  SL-D830, a compact, commercial 
photo printer that supports a wide range of  
printing formats. It has been developed for 
photo studios, professional event photographers 
and others who want to expand their printing 
business, with a wider range of  services for their 
customers. It is ideal for small photo studios, 
minilabs, copy shops and self-service kiosks 
that intend to provide high-quality photo prints. 
It is also built keeping in mind businesses that 
would like to print high-quality print jobs, on 
demand, on a wide range of  media and formats.

The Epson SL-D830’s strength lies in its 
versatility with different kinds of  media and its 
ability to print in different sizes seamlessly.  It can produce a wide range 
of  material including consumer and professional photo images, photo 
books, wedding albums, business cards, greeting cards, invitations, 
awards, menus, order forms, cards, and calendars. 

GoDaddy launches new updates to its 
fourth generation Virtual Private Server

GoDaddy announced on it's advancements to its Fourth Generation 
Virtual Private Server (VPS) hosting portfolio, a flexible, high performance 
managed hosting solution designed for web developers and system 
administrators. The new VPS portfolio offers a wider range of  scalable 
performance options with flexible server configurations at affordable 
pricing plans for Indian web professionals to help them meet the rising 
needs of  their clients.  

With increased internet growth, and a rapidly growing, vibrant 
entrepreneurial ecosystem in India, demand for web developers has 
increased phenomenally. It is now more than ever that these web 
professionals need hosting tools, with the flexibility, power and agility, to 
help meet the growing needs of  their expanding clientele. GoDaddy’s latest 
VPS portfolio delivers greater flexibility by providing an expanded range 
of  standard and high-memory plans. The new line-up also gives developers 
their choice of  control panels, allowing them to create unlimited hosting 
accounts with the optional cPanel/WHM + Installatron or Plesk Obsidian 
Web Host Edition. It is available in a wide range of  plans, ranging from 
1CPU/1GB RAM to the high-performance 8CPU/32GB RAM/400 GB 
SSD storage plan, in different price bundles.

Fortinet announces over 355 technology 
integrations in its Security Fabric

Fortinet announced that with more than 355 technology integrations 
with its Security Fabric, Fortinet provides its customers with one of  the 
most extensive cybersecurity ecosystems in the industry. With Fortinet’s 
Open Fabric Ecosystem, customers can attain the most advanced end-to-
end security with broad visibility and seamless management across their 
entire network through integrated, pre-validated solutions.

Integrating Disparate Solutions with the Open Fabric Ecosystem
The Fortinet Security Fabric has an open architecture that connects 

traditionally disparate security solutions into a unified framework. This 
allows organizations to dynamically adapt to evolving IT infrastructure 
in order to defend the rapidly-changing attack surface. Fortinet’s open 
approach extends the broad visibility, integrated threat detection and 
automated response of  its Security Fabric to leading technology alliance 
solutions. These integrated solutions in the Fortinet Open Fabric 
Ecosystem enable customers to obtain more value from their security 
deployments through comprehensive solutions.

Customers are able to interconnect security solutions across cloud, 
network operations, application security, endpoints, and more by 
deploying the Fortinet Security Fabric that has more than 355 technology 
integrations. The result for customers is integrated, automated security 
to detect, monitor, prevent and remediate threats across the entire attack 
surface, delivering unparalleled end-to-end security. 

Forcepoint with Amazon Web 
Services Offers Security Solutions  

Forcepoint has announced that three of  its products are fully 
integrated and available through AWS Security Hub, providing up to 40,000 
enterprises worldwide with a comprehensive, aggregated view of  security 
alerts generated by Forcepoint's risk-adaptive cybersecurity solutions.

Forcepoint DLP is one of  the first data loss protection products to 
integrate with AWS Security Hub, while Forcepoint CASB is the second 
cloud access security broker product offered by Forcepoint in co-operation 
with the service. Integration with Forcepoint's NGFW is now also available 
through AWS Security Hub, offering customers visibility across both their 
on-premises and Amazon Web Services (AWS) environments. All three 
Forcepoint services went live on February 20.

Part of  Forcepoint's robust and open technology partner ecosystem, 
the AWS Security Hub integrations are designed to help enterprises extract 
more value from their existing security investments while keeping users 
and data at the center of  their cybersecurity architecture.

AWS Security Hub offers security professionals a comprehensive view 
of  high priority security alerts and compliance status across their AWS 
accounts and using a wide range of  security tools.

Tally Release 6.6 makes business 
data accessible on web browsers 

Tally Solutions announced the global launch of  its latest release Tally.
ERP 9 Release 6.6 bringing the Tally experience on web browsers. With 
the launch of  this release, Tally aims to assist businesses access critical 
business data anywhere through any device, securely and privately, while 
keeping the data on customer’s machines itself. 

The release empowers entrepreneurs 
with business information like business 
reports and invoices. This will be accessible 
to them on web browsers, removing the 
dependency of  having a particular type of  
computer or device, or installing Tally for 
the access.  

During the launch Tejas Goenka, Managing Director, Tally Solutions 
said, “This is easily one of  our most awaited releases. With more and 
more people on the move, the need to see their data, and take decisions 
anytime, anywhere, is going to transform the ease of  doing business. It is 
our first major product release towards the journey of  bringing even more 
powerful solutions which leverage the internet for our customers.”
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BSNL launches digital payment platform 
Bharat Insta Pay for Channel Partners 

Bharat Sanchar Nigam Limited (BSNL) announced its digital payments 
service called ‘Bharat InstaPay for all its channel partners across the 
country. Powered by SBI, it shall enable all types of  channel partners for 
doing their payment transactions digitally on a 24X7 basis. Bharat InstaPay 

is purely aimed at the BSNL channel 
partners as it removes the hassle of  
going to a BSNL office to complete a 
transaction. The app has nothing to do 
with the customers.

BSNL also confirmed that it 
integrated IT platform with SBI’s 
banking platform and a unique digital 
identification has been given to each 
BSNL channel partner for carrying out 
the payments.

Aforesaid, BSNL’s IT platform has been integrated with SBI’s banking 
platform. A Digital Identification will be given to each of  BSNL channel 
partner for carrying out digital payments, said the company CMD, P.K. 
Purwar. Furthermore, he added that this move would help BSNL’s channel 
partners to do digital transactions, any time of  the day without any need to 
visit BSNL offices for any paperwork.

OnePlus to invest in 5G Research 
and Development Labs 

OnePlus is investing almost USD 30 million to scale up 5G research 
and development labs, showcasing its commitment to bringing 5G 
technology to more users worldwide. Having started 5G research as 
early as 2016, OnePlus plans to extend its plans to push 5G research 
and development forward, allowing OnePlus users to enjoy fast and 
smooth experiences on 5G.

“5G is a top priority in our product strategy,” said Pete Lau, 
Founder and CEO, OnePlus. “We have been investing in 5G for years, 
and we plan to further develop application scenarios based on the 
daily usage habits of  users, such as cloud gaming, cloud videos and 
cloud storage services.”

Supporting both hardware and software research and development, 
OnePlus' 5G labs, located in Shenzhen and Taipei, mainly focus on 
achieving better user experiences of  5G technology on OnePlus' devices. 
The scope of  OnePlus 5G labs includes research and development 
in areas like radio frequency (RF) circuits, antennas and multi-media 
(camera, audio, and display). The labs also conduct software research 
for communication protocol, throughput optimization, performance, 
power, stability and user scenario testing. They can also support 
regulation certification and operator access pre-testing, helping to 
push the 5G adoption forward. OnePlus is also conducting 5G testing 
efforts in the R&D centre, in Hyderabad, India, which was established 
last year. 

Route Mobile inks partnership with Lanka 
Bell to strengthen its foothold in Sri Lanka 

Route Mobile has announced  partnership with Lanka Bell, Sri-Lanka's 
one of  the leading telecommunications service provider to strengthen its 
position in Sri Lanka. 

Lanka Bell is a world-class telecommunications operator that provides 
a full range of  telecommunication services, including internet, data and 
voice, to businesses and residential customers in Sri Lanka and wholesale 
bandwidth solutions to operators. With its agreement with Route Mobile, 
Lanka Bell will expand its portfolio to include a wide range of  cloud 
communications solutions. For example, in addition to IaaS and PaaS 
services, the Route Mobile’s Cloud Platform as a Service infrastructure 
will enable Lanka Bell to offer clients A2P Messaging, New age Chatbot 
messaging.

Rajdipkumar Gupta, MD & Group CEO, Route Mobile says, "This 
partnership with Lanka Bell is built to combine thestrength in domain 
& technological expertise of  both the companies. We are confident that 
our cloud platform and offerings will enable enterprises in Sri Lankato 
enhance user engagement &todeliver better customer experience."

Nokia ties up with Intel over 5G 
Nokia Oyj has joined hands with Intel to fast track its shift to 5G.  
Nokia has struggled with slower-than-expected development of  its 

Reefshark system on chips (SoC). It allows a single chip to carry an entire 
computer system. It is enabling Nokia to produce equipment more cheaply.

"Nokia is working with multiple partners to support its ReefShark 
family of  chipsets, which are used in many basestation elements," the 
Finnish firm said.

Ericsson’s 5G platform adds unique core 
and business communication capabilities 

Ericsson is announcing four new additions to its 5G platform - 
enhancing user experience, cutting complexity and costs, allowing faster 
service deployment and automated provisioning. To leverage the full 
benefits of  5G and cloud native investments, orchestration and automation 
are now a critical matter of  business for. Ericsson’s 5G platform is now 
being strengthened with new solutions that enable smarter business.

The latest 
enhancements 
include: 

Er i c s son’s 
dual-mode 5G 
core with built-
in software 
probes and Ericsson Cloud Native Infrastructure, enabling service 
providers to reduce TCO and complexity while deploying a 5G Core 
network.

enhanced capabilities for business communication, the Ericsson 
Communication Accelerator for fast delivery of  advanced mobile business 
communication services to the market.

As we move into 5G, the mobile network will have to support a 
much broader range of  services and data volumes than ever before, 
with increased levels of  intelligence, and automation. The Ericsson 5G 
platform is the complete portfolio required to provide a smooth network 
evolution and deployment of  5G end-customer experience.

“Through our core networks, service providers can get to market 
faster and can capitalize on new services, through leading consumer and 
enterprise communication and monetization solutions, enabling them to 
stay ahead in the race for 5G business, today and tomorrow,” says David 
Bjore, Head of  R&D and Portfolio, Business Area Digital Services, 
Ericsson.

DIGISOL Brings 5GHz Wireless Outdoor 
Access Point- DG-WA6611P

 DIGISOL Systems has introduced DG-WA6611P an high 
performance 802.11ac Point to Point/Multipoint bridge device which 
helps to extend wireless coverage between remote locations or enable 

broadband services in places 
not reachable with wired 
connectivity in mountain 
or terrains or rivers etc. 
With DIGISOL Outdoor 
solution, service providers 
can reliably provide best 
in class wireless backhaul 

performance at ranges up to 10 kilometers.
Specially designed for outdoor uses, DG-WA6611P Access Point is 

ideal for long distance wireless data transmission, covering a range of  10 
KM. It features Point-to-Point and Point-to-Multipoint applications with 
500mW high power and 18dBi MIMO high gain panel antenna, in order 
to offer seamless connectivity up to 10 KM distance.
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ESDS boosts its growth with 
a new office in Kolkata 

ESDS has opened its new office in Bidhan Nagar, Kolkata, to 
support its rapid growth and leverage the high-technology talent 
pool in the region. This new expansion supports the company’s 
growth strategy in its mission to become a billion-dollar enterprise. 
Renowned Bollywood actress Raima Sen along with Piyush Somani, 
CMD, Founder and CEO, 
ESDS Software Solution 
Pvt. Ltd, inaugurated the 
brand new office in Kolkata.

Raima Sen said, “ESDS 
has a proven track record 
of  Digital India enablement 
with advanced technologies 
and we hope this new 
expansion helps West Bengal 
emerge as a Technology 
Leader in the coming years, 
while creating a surplus of  
employment opportunities 
for upcoming talent.”

Somani CMD, Founder, 
and CEO ESDS added, “We 
are delighted to announce the opening of  our new Kolkata office. 
This new facility is located close to some of  the world’s leading high-
tech companies. The location will give us access to a very large pool 
of  the finest talent in the region that we can use to fuel the continued 
growth of  ESDS.”

As ESDS expands their regional footprint, they plan to deliver 
transformative solutions and enable a complete Digital paradigm in 
the state of  Kolkata. Currently, ESDS has major collaborations in the 
East with Genex Solutions, Bizz Solutions in Bangladesh, Chaudhary 
Group in Nepal, and Inspirisys Solutions for PAN India. ESDS has 
tied-up with major Government and Enterprise projects like WTL & 
Webel for WB SDC gap analysis & expansion.

With a new office in Kolkata, ESDS has embarked on a ‘Look East 
and Work East Mission’. ESDS has set out on a journey to deliver 
citizen-centric digital technologies under Government of  India’s 
e-Governance mission, to enhance value creation for the enterprise 
segment with cost-effective and efficient technologies. 

TAIT organized Holi celebration 
for its members and family

Trade Association of  Information Technology (TAIT) arranged a Holi 
celebration on 7th March at an upscale venue, The Club, Mumbai.

This event is extremely popular amongst TAIT member families and 
they wait for it. On 7th March, it was the annual family gathering for TAIT, 
when they all got together, networked, had fun games, interesting activities, 
food and much more. It is one of  the unique event being organized by 
TAIT every year.

After all the games and fun, TAIT General Secretary Viren Bavishi 
took over the stage and presented the outline of  the activities or events 
conducted through the year for upskilling and upgrading the members. 
He also invited TAIT President Samir Parekh on the stage to express his 
opinion. Samir Parekh was overwhelmed with the crowd and enthusiasm 
of  all the family members. He appreciated the hard work put in by entire 
TAIT Board. He concluded his speech with special mention of  two 
Directors Parag Shah and Pravin Dhoka, who were instrumental in putting 
up the Holi celebration.

This year’s event was sponsored by Acer and Associate Sponsors 
were Lapcare and Marg ERP, whereas gifts were sponsored by Lifestyle 
Technologies.

Sound Solutions organizes SPL 
2020, Acer wins the cup

Mumbai based Sound Solution has recently organized Sound 
Premier League (SPL) 2020 cricket tournament. It took place at Urban 
Sports Park, Sree Narayana Mandir Samiti, Sree Narayana Nagar and it 
is the second edition of  SPL. The cricket tournament was exclusively 
organized for the IT Channel Partners to foster the mutual bond 
among the partners. 

The tournament involves two groups with three teams in each. 
Group A teams include Acer Achievers, Dell Champions and Epson 

W a r r i o r s . 
Group B had 
teams like 
Lenovo Hitters, 
Philips Strikers 
and Samsung 
Tigers. All the 
teams played 
a five overs 
match each 
with their 
o p p o s i t i o n . 
From Group A, 
Acer Achievers 
and Dell 

Champions while from Group B Philips Strikers and Lenovo Hitters 
qualified for semi-final matches. The final match was played between 
Acer Achievers and Lenovo Hitters. Acer Achievers wins the final of  
SPL 2020 and Lenovo Hitters becomes the runner-up.

Acer Achievers won Sound Premier League for the second time 
in a row.

ASIRT completes eight years 
The Association of  System Integrators and Retailers in 

Technology (ASIRT) has recently completed its eight years in the 
industry. The association was started in the year 2013 with only 140 
members but now the family has been widened to over 200 members 
and still counting. It has 10 board members.

The aim of  this 
association is to work in a 
friendly environment where 
every member will be in a 
favourable situation. ASIRT 
members are mostly System 
Integrators (SI) who caters to 
the end customer.

ASIRTS has done 
around 80 tech meetings 
which means on an average 
10 tech meets in a year. 
Vendors look forward to 

associate with ASIRT because the members are very competitive, 
works collaboratively and are expert in their respective fields. Regular 
business meetings have always encouraged the members to evolve 
and do new business.

ASIRT’s vision for 2020 is to define higher standard of  doing 
business.  

ASIRT Gold Member is a unique program and has helped 
numerous members to win business and increase profitability. This 
program had been designed to help members to scale up their 
services revenues and portfolio.

ASIRT Gold Member Program 2020 defines high standards 
of  service, deliverables and customer satisfaction. It helps to sell 
skillsets and services standards as key differentiators. The members 
will be able to promise high quality of  expertise, quality of  service 
and standards to its customers.
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Please share details about 
your business and your work with 
Fortinet.

Airowire Networks is a network 
consultancy and system integration firm.
We provide consultation services in Design, 
Implementationand Management of  LAN, WAN 
and Wireless networks.Whether customers are 
looking for specific network product or full 
network support, we provide a comprehensive 
and flexible range of  managed services. From 
managing the entire Network infrastructure to 
just specific elements, we can tailor our services to 
meet their individual needs.Airowire Networks has 
an engineering team that has a proven expertise 
of  designing, building and managing complex 
Enterprise scale networks.

We have an establishedwork relationship with 
Fortinet which started 5 years back. We began 
with a small security practice and rapidly we got 
the right business support and technical expertise 
form from Fortinet sales and pre-sales teams to 
expand our services. We have since been growing 
our security business with Fortinet 3X – 4X Year-
on Year.

Fortinet is a market and technology leader 
in the security domain.The simple management 
and deployment features of  their solutions helps 
usgarnermore business and customers to expand 
our portfolio of  solution offering.

What kind of business challenges 
are you witnessing in the security 
domain?

The legacy security solutions that brought 
us to this point cannot take us any further. 
Asecurity that focuses on a connection through 
a gateway on a perimeter, or even on inspecting 
the content flowing through that connection, has 
little usefulness in a world where networks, data, 
workflows, and devices are in a constant state of  
flux.

Edge-based networking is replacing the 
traditional perimeter, enabling organizations to 
more dynamically expand their networks, build 
dynamic WAN connections, adopt mobility and 
IoT strategies, and enable distributed processing. 
It is also introducing a wide range of  new security 
challenges that can’t be addressed with our current 
security solutions or strategies.

A one-size-fits-all approach to edge security is 
certain to fail. Security not only needs to span the 
entire distributed network but also dynamically 
adjust without human intervention to continuous 
network changes.

How are you meeting these 
challenges? How has Fortinet 
helped you in the market?

Fortinet Security Fabric helps us implement 
security-driven networking with an integrated 
set of  solutions that simplifies evaluation, saves 
moneyand shortens the time to deploy. The 
various tools deployed don’t require separate 

“FORTINET SECURITY FABRIC HELPS US IMPLEMENT SECURITY DRIVEN NETWORKING 
THAT SIMPLIFIES EVALUATION, SAVES MONEY AND SHORTENS THE TIME TO DEPLOY” 

AKSHAY BALAGANUR
Director, Airowire Networks

management, configuration, orchestration, or 
analysis consoles. By integrating all security devices 
into a common operating systemFortiOS, these 
devicescan see each other, share and correlate 
threat intelligenceand participate in a coordinated 
threat response.

All management, configuration, and 
orchestration needs are integrated into a single-
pane-of-glass console. This not only supports 
visibility and control, it also helps ensure that all 
configurations are compatible and that there are no 
gaps in terms of  meeting compliance obligations. 
It also ensures that external feeds that provide 
actionable threat intelligence are distributed 
consistently across all security solutions.

The Fortinet Security Fabric also provides 
APIs that allow third-party solutions to build 
integrations between the Fortinet Security Fabric 
and their products, connect to orchestration 
systems to support dynamic topology changes 
and workflows, and even develop complementary 
solutions for a stronger end-to-end security 
solution.

The Fortinet Security Fabricis a true security 
platform that not only deploys and enforces 
security policies consistently regardless of  where 
the platform is located, but also coordinates 
activities, correlates data, and ensures consistent 
enforcement between platforms. This integrated 
network of  platforms establishes a unified 
security fabric that can span and adapt to the 
entire distributed network.

What are the business 
opportunities in the current 
security market that is witnessing 
more demands?

When security is focused primarily on the 
perimeter, those attackers, malware, and infected 
devices that manage to bypass edge security 
checkpoints often have free access to the flat 
network or network segment inside. CISOs are 
having a nightmare with managing thousands 
of  IoT devices connecting to the network. 
The common issue is one of  trust. When you 
automatically extend trust to any device or user 
in your network, you put your organization at 
risk when either becomes compromised, whether 
intentionally or unintentionally. 

The core assumption is that every device on 
your network is potentially infected, and any user 
is capable of  compromising critical resources. 
With that new paradigm in place, organizations 
need to know exactly who and what is on their 
network at any given moment. Next, they need 
to ensure that those users and devices are only 
provided with the minimum level of  network 
rights necessary for them to do their job. And 
finally, any resources they need should only be 
accessed on a “need to know” basis, regardless of  
their location or function.

Fortinet’s Zero-trust Network Access 
framework specifically addresses this challenge 
by shifting the fundamental paradigm open 
networks built around inherent trust, to a zero-
trust framework through the adoption of  rigorous 
network access controls. n

FortiNAC Network Access Control 
solution uses dynamic network micro-
segmentation to assign each device to 
an appropriate network zone based on a 
number of  factors, including device type, 
function, and purpose within the network. It 
can also support Intent-Based Segmentation 
provided by a FortiGate Next-Generation 
Firewall (NGFW) to intelligently segment 
devices based on specific business objectives, 
such as compliance requirements like 
GDPR privacy laws or PCI-DSS transaction 
protection.

Please share details of any 
Customer deployments. 

A leading customer of  oursin the retail 
business has over 100 branches. Each of  
their branches was connected with multiple 
ISP connections. The network was facing 
high latency due to poor load balancing 
of  application traffic on these multiple 
links. Also the branches had to manual 
switch over to secondary connection in 
case of  primary link failure. The business 
was incurring huge operational costs and 
network outages due to poor application 
routing. Users experience was affected 
severely as the network performance was 
highly unreliable. The average time required 
to deploy a new retail outlet was quite high 
and centralized management and uniform 
policy deployment was adding to the 
management problems. 

We advised the customer to switch 
over to SD-WAN to save cost and improve 
application performance. The branches 
had FortiGate NGFW deployed at all 
100 locations and we activated SD-WAN 
features to the existing hardware.The 
deployed Fortinet Secure SD-WAN solution 
includes best-of-breed next-generation 
firewall (NGFW) security, SD-WAN, 
advanced routing, and WAN optimization 
capabilities, delivering security-driven 
networking in a unified offering. Leveraging 
application steering, connection monitoring, 
and management tools provided by Fortinet 
we helped the customer in accelerating 
and the on-ramping of  branch offices 
with connectivity, security and unified 
management to provide the best possible 
user experience.
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“WITH THE CORE GIS SOFTWARE, WE HAVE BEEN WORKING 
WITH TECHNOLOGY FOR UTILITY MANAGEMENT” 

Started in 1969, Esri is a more than 50 years old global company. Esri India Technologies was formed in 1996. In India, government organizations 
have been using their software since 1980s. With a fairly large customer base, Esri India works with national mapping organizations like Survey of  India, 
Geological Survey of  India and National Thematic Mapping Organization which prepare authoritative maps of  a country for the use of  the people in 
the country. 

Various ministries that come under Government of  India are using the company’s software. A lot of  departments which comes under Department 
of  Science and Technology, DRDO, Defence organizations,Forest Survey of  India, many statistics organizations are using Esri’s software.They work 
closely with the states like Rajasthan, Jharkhand, Orissa, Punjab, Haryana and West Bengal. In a chat with VARINDIA Agendra Kumar, President Esri 
India Technologies has explained about their GIS software, their roadmap and the difficulties faced by them.

How are you leveraging the GIS technology across the different 
industry verticals? 

A. The companies use the GIS software which is Geographical Information System in 
managing water resources, managing forest, road transportation, electricity distribution 
etc.Under the Smart City program there are around 35 Smart Cities using their software. 
Bhubaneshwarwas number one in the city which started using the software right in the 
beginning. 

Solid waste is a big challenge in the country, improving traffic situation, managing 
the road condition, drainage systemsand water distribution are major challenges. They 
try to use GIS for parking as well,and other municipal corporations which are not part of 
smart city programs, but they are quite big like GMDA, MCGM, they've been using our 
software for quite some time. Drainage is most important, which is municipal applicant 
area like water distribution, drainage waste collection,managing the utilities. A lot of 
manufacturing organizations use our software to manage theirdistribution, logistics, 
location of analytics about location of their customers, factories, distribution points. 
Large telecommunication companies use our software to improve the quality of the 
network. Some of those organizations use our software in education sector also. There 
are hundreds of education institutes which are using our software as some of them 
have specialized programs in geo informatics, teaching to civil engineering students or 
geography students or computer science students. 

How GIS is creating opportunity in the country to attain sustainable 
growth?

Water, forest departments, pollution control are most important areas. Some cities 
are installing sensors to capture the real time information which comes to a GIS platform 
and they can monitor which areas are more polluted, and then they can make decisions.

What is thenext big thing in the GIS? 
A lot of thing is coming in GIS as it is a very happening field. We have recently 

launched a global app which provides information about all the countries. In India, 
our GIS software always had some capabilities of Artificial Intelligence. But now it has 
become matured and more important.In urban development, traffic management, 
availability of resources like water and electricity, medical facilities, education, health 
are big areas where GIS play a major role.

What is the substantial growth agenda of your company? 
We are a leader in this areahaving the largest market share. We have a fairly strong 

technical support for our customers and have a very high satisfaction level among 
our customers. We have tried to create a base of partners and have created different 
levels of partners. We have about 75 companies who we are supporting as startups.
We have close to 30 Indian ISP partners who are creating a software product based on 
technology, we have around 70 to 100 resellers for our software and we have a tie up 
with Reddington, our master reseller.We also have partnership with large SI companies, 
for example, Honeywell or L&T or Tech Mahindra. 

What is the future plan of 2020?
We see a lot of growth coming fromstate governments,but mainly in east and north-

east sectors we see a lot of work coming in. We also expect growth in few northern 
states as well like Punjab, Haryana and Himachal Pradesh.We see opportunity in Jammu 

and Kashmir with the changes which have 
happened now. Government is looking at 
focusing and investing more in that area. 

Through which business model 
are you penetrating the Indian 
market?

Our business model is basically depends 
on a lot of partnerships. Globally, Esri is a 
company that works with a large number 
of partners. With the core GIS software, 
we have been working with technology 
for utility management. GIS is highly data 
centric application, so we work with many 
companies who help us in creating data. 
We are creating an ecosystem integrating a 
community of companies who can leverage 
on each other's strengths and provide a 
solution to the customer. That's the model 
that we are trying to promote.

Focusing on education sector, Esri India 
has taken an oath to create GIS trained 
manpower in the country. They are facing 
this demand from smart cities. So they 
want to work with education sector, to 
ensure that students should learn at least 
basic of GIS. n

AGENDRA KUMAR
PRESIDENT ESRI INDIA TECHNOLOGIES
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SIX STEPS FOR SECURING YOUR 

REMOTE WORKFORCE
Transitioning administrative staff, technical 

support teams, HR, marketing departments, 
and other workers who traditionally work 
from a physical office – along with access 
to their data and networked resources – to 
alternate work sites can be a daunting task. 
In addition to networking considerations, 
organizations should be aware that 
cybercriminals are prepared to exploit the 
weaknesses and security gaps that often arise 
during such events. 

Unprepared users and unsecured systems 
can quickly become conduits for malware 
and malicious activity. Since time is of  the 
essence, security must be an integral element 
of  any teleworker strategy.

Here are six things every organization 
should consider when faced with the need to 
securely move traditional on-site workers to 
remote locations.

STEPS 1 & 2 – GENERAL 
TELEWORKER REQUIREMENTS

To start, every teleworker requires access 
to email, internet, teleconferencing, limited 
file sharing, and function-specific capabilities 
(finance, HR, etc.) from their remote work 
site. They also require access to Software-
as-a-Service (SaaS) applications in the cloud, 
such as Microsoft Office 365.

1. VPN and Endpoint Security: Make 
sure all users have a laptop loaded with all 
of  the essential applications they need to 
do their job. In addition, that laptop needs 
to include a pre-configured client to provide 
VPN connectivity to corporate headquarters.

2. Multifactor Authentication: 
Multifactor authentication helps prevent 
cybercriminals from using stolen passwords 
to access networked resources. To enable 
more secure access, every user needs to also 
be provided with a secure authentication 
token. These tokens can be a physical device 
(such as a key fob), or software-based (like 
a phone app), and are used when making a 
VPN connection or logging into the network 
to provide an additional layer of  identity 
validation.

STEPS 3 & 4 – SUPPORTING 
TELEWORKERS WITH 
ADVANCED REQUIREMENTS

Some of  your teleworkers need advanced 

access to network resources to do their jobs. 
Systems administrators, support technicians, 
emergency personnel, and executive 
management teams often need to access and 
process extremely sensitive and confidential 
information or operate in multiple, parallel IT 
environments.

3. Persistent Connectivity: Pre-
configured wireless access points enable 
secure connectivity from a user’s remote 
location to the corporate network through 
a reliable, secure tunnel. For a more secure 
connection, a wireless access point can 
be combined with a desktop-based next-
generation firewall to enable persistent 
connections, advanced admission control, 
and a full spectrum of  advanced security 
services, including Data Loss Prevention.

4. Secure Telephony: These users also 
require a telephony solution that supports 
voice over IP (VoIP) to ensure secure 
communications. Both physical and soft 
client models are available that enable users to 
make or receive calls, access voicemail, check 
call history, and search the organization’s 
directory.

STEPS 5 & 6 – CREATING A 
SECURE AND SCALABLE HEADEND

The other half  of  the equation is ensuring 
that the headend can scale to meet the sudden 
volume of  teleworkers needing remote access 
to network resources while ensuring that 
network access is appropriately secured.

5. User and Device Authentication: A 
central authentication service connected to 
the network’s active directory, LDAP, and 
Radius enables remote workers to securely 
connect to network services at scale. This 
solution should also support single sign-on 
services, certificate management, and guest 
management.

6. Advanced Perimeter Security: An 
NGFW solution needs to securely terminate 
VPN connections, provide advanced threat 
protection – including the analysis of  
malware and other suspicious content within 
a sandboxed environment before it reaches its 
destination, and high-performance inspection 
of  clear-text and encrypted traffic to eliminate 
malware and malicious traffic. 

Scalability for this function is especially 
critical, as the inspection of  encrypted data 
is extremely processor-intensive. Without 
advanced security processors designed to 
inspect high volumes of  encrypted traffic, 
NGFW solutions can quickly become a 
bottleneck that can impact teleworker 
productivity.

A SECURE FOUNDATION ENSURES 
SCALABLE BUSINESS CONTINUITY

Business continuity and disaster recovery 
programs require a teleworker strategy that 
can support a remote workforce with little 
or no notice, without compromising network 
security. Such a solution needs to enable 
secure access to critical resources while 
scaling to meet the demands of  your entire 
workforce on day one.

These business continuity solutions also 
need to be easily deployable and configurable, 
ideally with zero-touch provisioning, to enable 
a quick transition to a remote workforce while 
maintaining full security visibility and control 
regardless of  their deployment environment. 
This ensures that your organization can 
quickly respond to critical events with minimal 
impact on productivity and profitability. n

RAJESH MAURYA
Regional Vice President
India & SAARC, Fortinet
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WOMEN AND GENDER 
EQUALITY ON 

THE WORKFRONT
International Women’s Day began 

in the early 1900s and is a global 
day celebrating the social, economic, 
cultural and political achievements 
of women. The day also marks a call 
to action for accelerating women’s 
equality in every field. Supporting and 
celebrating women’s rights is not a 
day’s responsibility but a year-round 
responsibility of everyone. 

In India, technical fields are considered 
to be suitable only for men. The social 
biasness, limited opportunities, gender 
gap, inequality and dissuasion deter 
women from choosing their right path. 
With gender parity and diversity women 
can contribute to an organization's 
success. With the talent latent in every 
woman an organization will record a 
significant increase in productivity. 
Equality in the workplace breeds 
higher job satisfaction, which, in turn, 
increases employee engagement and 
performance. Through this women's 
role are redefined in a society, creating 
a sense of social cohesion. With the 
changing time women have also proved 
their worth and have excelled in every 
role.

There are some powerful statements 
made by some powerful women leaders 
and for women. These quotes on 
Women's Day highlight the issue of 
gender equality that society is striving 
towards and celebrate womanhood.

MARGARET DSOUZA
HR Head, Flock 

“At Flock, inclusion and diversity are 
vital to the culture of  the company and 
ensuring the progress of  women remains 
a key priority. Being in an innovative and 
dynamic sector, it’s important for the 
IT industry to create more opportunities 
for women to not only enter the workforce 
but also lead it. More initiatives and forward-
thinking policies needs to be introduced for 
upskilling and leadership training of  women at all 
levels. The company’s policies of  allowing leaders to follow their natural 
leadership style, flexibility of  work hours and location to maintain balance 
between personal and professional life – all contribute to creating not 
only a sustaining a conducive work environment for employees, both 
women and men, but also help them advance and thrive in their careers.”
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PRASIDHA MENON
Global Head of Communications, OYO Hotels & Homes

“OYOpreneurs are the backbone of  our company's success. We always strive to create an employee-first work culture 
and the approach is gender-blind. OYO fosters a culture that is inclusive and embraces gender diversity. Leaders at OYO 
promote gender diverse team structures across businesses and levels. This is true for my team across the globe as well 
which includes a great mix of  talented and seasoned communication professionals. I believe that in today's day and age 
if  one is focused, determined and owns the right set of  skills for the job or industry they want to explore, they can chart a 
bright future for themselves, irrespective of  gender.

At OYO, we are offering quality living spaces at affordable prices in the best locations around the world. And we are making 
this possible by leveraging innovative technology. Technology is deeply embedded in OYO's DNA. Our able team of  engineers 
and data scientists enables us in taking ownership of  the end-to-end customer experience, right from the search and booking process to in-room 
amenities, service-delivery and check-out. We map the customer journey to the smallest detail and provide moments of  delight at each step.

I think women have the ability and innate power to do well in not just this industry but any industry or space, it is all about taking ownership of  
your own life and the choices you want to make and believing in yourself  unabashedly. I think we, as women often undermine our own abilities and 
potential, and as a woman, I will always remind all my female colleagues and friends to take charge of  their life, and question the societal norms, if  and 
when needed and to follow their heart. We, as women have the ability to multitask, we are decision-makers, we have clarity of  thought, we are able to 
empathize, but what we often lack is the confidence to do things the way we want, and stand up for our rights, whether it is a raise, a promotion or 
sometimes just having the confidence to present a counter opinion. So celebrate your strengths! More power to all the women who are turning the tide.”
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LAKSHMI MITTRA
VP – Center of Excellence (CoE) and Clover Academy, Clover Infotech  

“On International Women’s Day, we celebrate women from all walks of  life! Indian IT industry has examples of  women 
leaders who have pushed the boundaries and helped to strengthen the workforce by creating inclusive environments. 

Being an innovative and dynamic sector, it’s important for the IT industry to create more opportunities for women to 
not only enter the workforce but also lead it. More initiatives and forward-thinking policies needs to be introduced 

for the upskilling and leadership training of  women at all levels. At Clover Academy, the entire training management 
and delivery is being done by a team of  women IT professionals. There are a lot of  women among the graduates 

who train at Clover Academy. In addition to technological knowledge and hands-on experience, we facilitate soft-skills 
training, team-building workshops, and leadership and mentoring sessions to enable them to take on leadership roles in 

the near future.”

DR. ARATI DEO
Managing Director and Lead – AI & Data Practice and Inclusion 
& Diversity, Accenture Advanced Technology Centers in India 
(ATCI).  

“Be bold and passionate in taking up 
whichever career or area you want to pursue. 

Any obstacles, personal or professional, 
can be tackled through a problem solving 

mindset once you have self-conviction 
about your goals.

Today, most corporate and organizations 
have recognized the importance of  inclusion 

and diversity in their workforce and the 
fact that these act as very strong innovation 

multipliers. 

At Accenture, we have a publicly stated our goal to get to 50/50 
gender equality by 2025, and to have more women at the highest level 
of  leadership. Hence there is a strong focus on hiring, retention and 
growing women employees across domains. 

That said, we also recognize diversity to be broader than gender 
diversity, and have many programs to attract talent from all segments 
of  society, including PWD, LGBTQ and veterans.”

NEHA AGGARWAL
Associate Vice President | Head - CX and Automation Practice, 
Birlasoft  

“It’s a great time for women to be in technology 
as the pace of  change is unprecedented today. For 
tech innovation to happen at scale, there will be 
an immense requirement for skilled workforce 
irrespective of  gender. Women must ensure 
that they are at the forefront of  this change 
and equip themselves with the right skills 
to become significant contributors towards 
the success of  the industry. McKinsey Global 
Institute report finds that $12 trillion could 
be added to global GDP by 2025 by advancing 
women’s equality. In fact, according to the same 
report, India could add $700 billion of  additional GDP in 2025, upping 
the country’s annual GDP growth by 1.4 percentage points. The Indian IT 
industry can serve as an exemplar of  gender parity and lead by example 
for India Inc. This can be achieved through the sustained efforts and 
contribution of  companies and stakeholders. Economic development and 
gender equality go hand-in-hand. Public, private, and social sectors need to 
collaboratively close the gender gaps at work and in society.

I am a firm believer that women have an inherent strength to take on 
a role and do justice to it. So, believe in yourself  and give your best to 
whatever you do. Enable yourself  to be the best, ensure that you are not 
challenged on the quality of  work you deliver and not questioned on your 
ability to take on a larger role. Make sure success counts, and opens new 
avenues for you to grow!”

SHEENAM OHRIE
Vice President, Dell Digital, Dell Technologies

“To ensure diversity and gender parity, one must start by building an inclusive hiring framework. At Dell, if  you want to 
hire somebody at any position externally or internally, we ensure that at least two women are shortlisted amongst the top 5. 

Our talent acquisition team ensures that the panellists comprises of  women, who conducts the interview process.
A recently launched report by Dell Technologies - 2030 Progress Made Real, focuses on social impact goals and our 

commitment towards hiring, developing and retaining women team members. The aim is to have women account for 
50% of  the company’s global workforce and 40% of  global leadership.

2020 marks the beginning of  what we at Dell Technologies are calling the Next Data Decade, and we are no doubt 
entering this era with new and higher expectations of  what technology can make possible for how we live, work and play. 

Our customers are the owners of  this data decade, where they will disrupt their industries in a major way and our job is 
to ensure that nothing stops them from reaching their goals. Keeping innovation at core, Dell Technologies is integrating 

emerging technologies like AI, ML, robotics, blockchain, etc. to drive transformation for its customers. We are leveraging the 
data we have today to derive insights and create actions that will drive compelling experiences for our customers. Using data science to understand 
key influences and using machine learning to predict next best actions and identifying patterns are powerful capabilities, we are incorporating 
these into our transactional systems. We recently launched ‘Dell Technologies On–demand’, which is a set of  consumption-based and as-a- service 
offerings on the industry’s broadest infrastructure portfolio. On-demand delivers IT with the agility of  the cloud, and the control, performance 
and predictability of  the on-premises infrastructure. Customers need on-demand and consistent infrastructure that can yield predictable outcomes 
across all of  their clouds, data centers and edge locations. Dell is poised to help its customers via intelligent automation and unlock the full potential 
of  data for better results and outcomes.

Lead from the front, be confident and continue to learn and unlearn. Define your happiness priorities and go out and achieve them. The world 
out there is ready to be conquered – what are you waiting for!”
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ADITI PURI BATRA
Country Manager, Intuit QuickBooks India

“At Intuit, we believe that innovation flourishes in a safe and inclusive environment wherein employees feel empowered 
to speak their mind. We want employees with a wide range of  life experiences to bring new perspectives to the table, so 

great ideas can emerge. We also believe percentages merely do not define gender equality. When employees of  all genders 
and identities feel they belong at Intuit is when we can truly realize gender equality. To bring this about, we conduct 

anonymous employee surveys, globally across our offices, including in India, asking them if  they feel that they belong 
at Intuit.

Further, women comprise one-third of  Intuit’s Board of  Directors, and the CEO staff  is at parity. Our goal is 100 
per cent pay equity. We are constantly vigilant and are taking action to improve our pay equity status on a regular and 

ongoing basis. We have already expanded the practice of  not asking candidates about salary history beyond California to 
all of  the U.S., and plan to do the same in our global sites.

To foster gender equality, globally we have invested in talent initiatives in Science, Technology, Engineering and Mathematics 
(STEM) like Girls Who Code, Code2040, and Grace Hopper etc. In India, we launched Intuit Again, an initiative that inspires and provides an 
opportunity to women technologists to return to work after taking a break in their career for care giving purposes. Through this initiative, we 
also provide training in emerging technologies like Artificial Intelligence (AI), Machine Learning (ML) among others. Another important step, we 
took last year was when we announced gender affirmation related support benefit for our LGBTQ employees in India who want to go through 
transition.”

We are leveraging AI and ML in our tax filing and personal finance products that are available in some global markets to improve Customer 
Experience (CX) and provide personalisation. On the enterprise products side, we are experimenting with Natural Language Processing (NLP) 
to offer enhanced CX. Our chatbot, QuickBooks Assistant, helps our customers in India to be GST-compliant via useful insights like how to 
apply for registration or responses to any queries they may have. Most importantly, we continue to innovate and evolve our security measures and 
protocols to pre-emptively stay ahead of  bad actors without causing any disruptions to our customers’ businesses.

On the personal front, women need to demonstrate that money is as important for them as it is for men. They can do this by taking financial 
decisions themselves rather than shifting the responsibility to the men in the family. Women should define their money goals and investment 
objectives. If  they are married, they should manage their expenses jointly with their spouse and participate in financial decisions such as taking 
loans, making investments and even tracking the progress of  their investments. Secondly, they should not allow the men around them to believe 
that the primary responsibility of  the household lies with women.”

NITHYA KRISHNAN
Director, Marketing – India &amp; SAARC, Trend Micro

 “In the current scenario, where meritocracy 
and performances is the sole yardstick by which 

organizations measure success of  an individual, 
we are seeing a more inclusive and open 

outlook of  management towards issues 
pertaining to gender parity and diversity. 
We are witnessing a gradual shift towards 
more women being part of  the boardroom 

discussion within organizations, with 
many of  them at the helm of  affairs at top 

multinational companies. Though the desired 
parity and diversity across organizations and are 

still a little skewed towards men, however we are 
witnessing a positive change.”

A positive customer experience is pivotal to the success of  any 
organization, more so in an environment where technology is all 
pervasive. In a digital-first world that we now live in, organizations are 
not only continually portraying their products and services, but also 
their business. In a competitive market scenario, customers are choosing 
those organizations that can serve them better with exceptional service, 
providing them a ‘wow’ experience. A wave of  next-gen technologies is at 
the heart of  digital transformation whether it is - Big Data, chatbots, AI, 
ML, mobile application – user-friendly application etc.

My message to women would be to be fearless, confident and have an 
open mind to the various opportunities and challenges that lie ahead. I 
would encourage them to keep upgrading their skills and knowledge and 
stay relevant with the latest developments around technology.”

SHWETA RAJPAL KOHLI 
Director, Government Affairs, Salesforce India

“At Salesforce we are dedicated to 
promoting gender equality in the workplace 
by empowering, supporting, and investing in 
our global community. Equality is a core 
value at Salesforce, and one of  the most 
powerful examples of  this is our ongoing 
commitment to equal pay. To date, 
Salesforce has spent a total of  over $10.3 
million USD to ensure equal pay for equal 
work.

 Every year we conduct a pay audit we learn 
something new that helps us continue to improve 
upon our process. This year, we've incorporated equal pay directly into 
our annual employee compensation process. As addressing compensation 
during planning isn’t enough, We're looking at every aspect of  the employee 
journey to help level the playing field, starting with the recruiting process. 

Women currently make up 33.0% of  our global workforce, up from 
31.6% in 2018. Beyond this increase in representation, the overall number 
of  women working at Salesforce increased by 28.3% — which is nearly 
2000 additional female employees.

We are living in an era of  abundant opportunities, irrespective of  our 
gender or race. Today, women are also increasingly recognized for their 
contributions across the board. As women, It is now more important than 
ever before to get ahead of  one another with our willingness to provide 
her with all the resources she needs to be successful.”

GAURI BAJAJ
Director and APAC Head for Managed Security Services, Tata Communications

“At Tata Communications, diversity and inclusion are integral to the culture of  the company and ensuring the 
progress of  women remains a key priority. The company’s programmes and policies to nurture an equal opportunities 
environment through unbiased applicant screening, allowing leaders to follow their natural leadership style, flexibility 

of  work hours and location to maintain balance between personal and professional life – all contribute to creating and 
sustaining a conducive work environment for employees, both women and men, to advance and thrive in their careers. 

Such initiatives make Tata Communications a preferred employer of  choice in the industry.”
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HUMA ABIDI
Senior Director – AI Software Products, Intel Corporation

“When I started in the technology industry over two decades ago, opportunities for women, especially at senior levels 
within organizations, were very few. While women have come a long way since, substantial gaps remain when it comes to 

gender parity. WEF’s Global Gender Gap Report 2020 reveals that women are massively unrepresented in emerging roles, 
with only 12% professionals in cloud computing and 26% professionals in data and AI.

What has been encouraging in the last few years, however, is the coming together of  the industry, academia and 
governments to accelerate inclusive participation of  women at the workplace. Today, we’re seeing women pursue long-

term careers in technology, driving innovation for the industry. There is wider recognition of  the fact that true gender 
parity is the key to thriving economies and societies. Technology companies are more aware than ever that a diverse 

workforce and inclusive culture are not just critical to their evolution but are the driving forces of  their growth. If  we want 
to shape the future of  technology, we must be representative of  that future.

At Intel, I have been fortunate to find great managers and role models, both men and women, who have helped me, 
move forward throughout my career. Intel’s diversity efforts go beyond hiring and retention, to also include efforts to support supplier diversity, 
supporting startups and entrepreneurs, and strengthening the technical pipeline to encourage more women and underrepresented minorities to 
enter and succeed in technology careers. In January 2019, Intel achieved gender pay equity across our worldwide workforce. Our Women at Intel 
Network (WIN) has a clear vision for gender equality and overall skill development of  women at various stages of  their career through mentorship, 
technical and leadership development initiatives.

Personally, I am passionate about mentoring and helping women at work by coaching them and often connecting them to the right people. 
Representation matters and I’m proud and privileged to be in a position today that can inspire young women. It’s been especially encouraging to 
see that the industry is making every effort to start these conversations at a young age to get girls interested and involved in STEM in school. I 
continue to reach out to student communities and work with parents to offer advice and share my learnings, and to educate them about the myriad 
opportunities available to them.” 

HANSA SHARMA
Co-Founder, Simpliance Technologies

“At Simpliance we believe in hiring people who are fit for the purpose. The management team strongly believes that 
gender does not define capability. At the leadership level we have two women leading key functions and responsible 

for decision making. Across the organization we have a 50-50 model proving the fact that skill & delivery of  
work speaks louder than gender and this model evolved on its own without any specific thought process of  

differentiating based on gender. Our culture of  online office also enables women who want to work but need 
to also cater to young kids and household duties. The freedom to work from home and yet deliver, gives them 

an opportunity to re-establish a career which would otherwise have been difficult in a normal physical 9-5 office 
model. 

We are an IT company and our products for Governance, Risk and Compliance (GRC) are some the first one’s 
which are bringing the digital revolution and benefits to not just our customers but also the industry. Our customers 

experience our digital interventions in their day-to-day risk management, audit and legal compliance functions through the products. Also, 
our teams help the customers monitor and control risks in their organizations.

Women today should not demand for a special status. Being a single mother my greatest learning and advice would be to bring up our 
kids in a manner that they are capable of  taking care of  themselves from a very young age. Only then can women step out, grow and cherish 
themselves as individuals rather always being someone’s mother/wife/sister/daughter etc., which is how we are commonly portrayed. There 
is no dearth of  opportunities, freedom and enablement that exist in the society today to become successful in whatever you chose to do. 
Unlike olden times, a large part of  the society is changed or changing, and women should no longer request or demand something. They 
need to be on par with men with regards to skill, education, hard work, time management and personality. The key is to be equally efficient, 
deliver without exceptions and never shy away from responsibility.”

DIVYA JAIN
Founder & CEO, Safeducate 

"The role of  women has undergone a 
dramatic shift in the last 50 years. There have 

been significant social, political, economic 
and technological changes that have created 

opportunities for women as well as given 
them greater acceptance and recognition 
in the corporate world. Skills, knowledge 

and adaptability in business are the reasons 
women are stepping into business ventures. In 

fact, women-owned businesses are increasing in 
the economy as their entrepreneurial potentials are 

finally being recognised due to the growing sensitivity 
towards their role and economic status in the society." 

RITU NATHANI
Director, Cybage Software 

“At Cybage, we take immense pride in having 
inclusion and diversity at the core of  our 
organization. We go beyond gender, age, race, 
background and hierarchy; recognizing each 
employee for their competence and skills; 
embracing their differences and strengths 
by the use of  data. Data eliminates 
biases and sets an equal ground for all the 
employees, fostering a healthy representation 
of  women in the workforce as well as in the 
leadership roles.

It is this legacy of  inclusive culture enabled by 
data interpretation that has helped us achieve strategic growth led by 
innovation and sustain through competitive capabilities.” 
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KOMAL SOMANI
Chief Heart Officer, ESDS

“Twelve years back we had some issues in hiring females in our company, as the 24x7 shift culture of  the company allowed 
only Gents to work in our organization and that eventually resulted in a lot of  problems for the business. We were able to 

figure out the cultural problems that came in the organization and then decided to open the organization for Women in 
all departments. With almost 2-3% females, we went up to 30% females in our organization. The awesome culture in 
the organization which we have now and the reason we could become No.2 in India amongst all the Great Places To 
Work is purely due to the Ladies in the organization. They have brought a lot of  stability in the organization and churn 
dropped to a single digit number. Women in our organization have also improved the happiness quotient and happiness 

has spread within the entire organization only because of  them.
ESDS is an Indian company and dealing with some of  the biggest Banks, Govt organizations and Enterprises in India. 

We consider ourselves to be the luckiest to get an opportunity to address the Digital Transformation challenges of  our 
customers. There have been a lot of  initiatives we have taken in the Security space, Blockchain, IoT and ML purely because 

of  the demand from our customers and the trust they have in ESDS. While there are hardly any Cloud service providers in the world to host more 
than a dozen banks anywhere in the world, ESDS is the company here hosting more than 350 banks on it’s banking community cloud and each of  
our banking customer are having a profitable balance sheet. With all the Digital Transformation initiatives we have taken for all types of  customers 
we have managed to instil happiness and bliss amongst our customers.”

“Women bring happiness; softness in an organization or home. Majority of  women are honest and never indulge into any wrongdoings to just 
make more money. Majority of  the women I know in our organization and from family, care about meal for others before their meal. Customer 
service or service to others is in their DNA and they don’t need to be taught how to keep others happy.”

TRACY FLYNN
VP People, Eightfold.ai.

 
“We sell software as a service that helps large companies improve the diversity of  their workforces. One of  our clients is 

getting 47 percent more female applicants since adopting Eightfold. We use the Platform ourselves, and are committed to 
gender parity and diversity when hiring and promoting.

Our artificial intelligence is at the core of  our customers’ efforts to transform digitally. This could mean a mining 
company making sure it has the right technology skills in its workforce, or an insurance company using the Eightfold 
Platform as a vehicle to impact digital transformation. We’ve started going quite a bit beyond just our technology and 
actually going into our customers’ workplaces, spending time with them to guide digital talent transformation. We want 

them to embrace not just a new technology but a new way of  thinking about talent, ensuring diversity and parity.   
As we embrace more and more women in the workplace, it is important that employers and women come from a place 

of  potential. Everybody has the potential to build a better career. Leaders in particular need to look at the potential of  women, 
both as job candidates and internal employees deserving of  promotions.”

KIRTI PANDEY
Marketing Head, Prama Hikvision India

“At Prama Hikvision, the management’s 
outlook is very progressive and it is evolving 

with changing times and trends.  Contrary 
to the prevailing perception, gender 

diversity benefits not only women by 
improving their spending power and 

living standards, but it also has a huge 
impact on an organization's productivity 

and success. To remain competitive in 
the new age business landscape, Digital 

Transformation is a necessity.

We at Prama Hikvision India are implementing Digital 
Transformation at various levels and core functions in the 
organisation.  

Staying competitive in a constantly changing global marketplace 
depends on an organization’s ability to rapidly adapt through the 
adoption of  new technologies. We at Prama Hikvision are embracing 
Digital Transformation to engage, educate and empower our 
partners, System Integrators and end-users across multiple channels.

These are the exciting times, when Indian society is opening up 
and the government policies are supportive of  women’s issues. Now 
we are relatively free from the shackles of  age old gender barriers. 
The economic empowerment of  women is the way forward. It is in 
their interest that women should prioritize their education and career 
choices. There is a need to create awareness about gender parity and 
diversity among people. The awareness will lead to sensitization and 
women empowerment.”

PRIYA MALLYA 
Country Leader, Developer Ecosystem, 
IBM India 

“IBM is an equal opportunity employer 
and does not discriminate on any basis while 
hiring a candidate. Our hiring procedures 
are singularly based on the candidate’s 
skills, experience and how well it matches 
the job requirements. IBM creates a 
workplace culture that embraces authenticity 
and bringing our “complete self ” to office – a 
culture of  empathy and compassion that make 
everyone to be confident in their daily work.

IBM also invests in early intervention programs that keep women from 
exiting the workplace at mid-career and middle management positions 
because they are challenged to balance family and work or hesitant to ask 
for support. 

Dare to be ambitious. Don't settle. Never be shy to show your value 
and power and embrace every opportunity in the world to achieve your 
dreams. We excel at multi-tasking, we are innately compassionate, we 
are peace-makers, we are mountain-movers - let's all put our strengths 
together to build a better and more inclusive tomorrow! 

As emerging technologies such as AI, automation, IoT and blockchain 
become pervasive, their combined impact has started reshaping standard 
business/technology architectures. A clear pattern is emerging among 
organizations – whether incumbents or new entrants – their focus is to 
go digital to be able to accommodate high customer expectations and deal 
with pervasive interconnectivity. As random acts of  digital of  the past get 
replaced with real digital transformation, these emerging technologies will 
become pervasive and their combined impact will reshape the business.  We 
call this Chapter 2 – moving from experimentation to true transformation, 
gaining speed and scale in digital transformation.”
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DIGITAL INDIA MOVEMENT
A STEP TOWARDS

India is anticipating growth in such a way 
that people have more access to mobile than that 
of  electricity connections at home. It aims to 
provide all services electronically and promote 
digital literacy in India with the help of  digital 
technologies which includes the concept of  
cloud computing and mobile applications have 
emerged as the catalysts for express economic 
growth and citizen empowerment with a vision 
of  Digital India programme to touch $1-trillion 
business opportunity.

Industry to adopt new technologies like 
AI, Machine Learning (ML), Data Analytics, 
Automation, Robotics, Blockchain, Cloud and 
the Internet of  Things (IoT), companies with 
legacy systems and obsolete workforce will face 
challenges to survive the disruption. 

We have seen a significant growth is 
happening with increase in the number of  
Wi-Fi hotspots in the country. There is also a 
sharp increase in the adoption of  E-commerce  
in India, at the same time cyber threat have 
grown, a higher percentage of  businesses 
across industries reported taking proactive 
measures to safeguard against cyber risks.

It has also observed that technologies like 
RPA and Cloud has been hyped. The vendors 
promoted its offerings far too much in the 
previous year in a bid to capture the market. 
Many enterprises are shifting from cloud to 

edge,reason being the decentralized nature of  
cloud-based networks which has inevitably 
increased delays in the transfer of  data, which 
rules out the viability of  some applications.

However, edge computing will not replace 
cloud computing, though the two approaches 
can complement each other. Since, edge pushes 
most of  the data processing out to the edge of  
the network, close to the source of  the data. 
Then it is a matter of  dividing the processing 
between the edge and the public cloud such 
as Amazon Web Services, Google Cloud, or 
Microsoft Azure. The companies are burning 
too much cash on marketing and seems not 
enough on driving business. 

 

Propelled by rising smartphone 
penetration, the e-commerce business in India 
has transformed the way business is done in 
India. All newer technologies are bringing 
newer opportunity for the partner eco-system 
to support their respective customers.

CHANNEL SCORE CARD
The score card (that is ranked on a 

scale from 3 to 5) are based on seven 
important factors - Product Availability, Price 
Performance, Channel Profitability, Pre-sales 
support, Training and Certification, Channel 
Policy and Post-sales Support. This score card 
is based on the response we gather from the 
feedback received from 350 partners in the 
Metros, A and B class cities in India. However, 
this report does not reflect any feedback from 
the customers and users.

 
Channel partners are integral to overall 

success of  the corporate’s go-to-market 
strategy for delivering an excellent customer 
experience. VARs are heavily dependent 
upon the support from the OEM/vendor 
partners for help with the pre-sales and post-
sales support, marketing development funds 
and training. Distributors and value Added 
Distributors (VADs) possess a very important 
role to play in the overall growth strategy of  
the corporates. Vendors that were able to work 
with partners and provide high quality products 
at good prices were rewarded with high scores.

 
This year, distributors and sub-

distributors have realized the massive 
opportunities in E-commerce, Cloud 
Computing and Cyber Security. Thus, 
majors like Ingram Micro, Redington,Savex 
Technologies are positioned as the top 
three players in the Indian market, while 
other distribution majors including 
Compuage, Supertron Electronics, RP 
Tech, Brightstar and HCL Infosystems 
have gone very aggressiveby promoting 
various offerings to the channel through 
cloud and security as services for enabling 
digital transformation for industries.

METHODOLOGY OF 
THE SCORE CARD:

The report we have collectedare from 
the partners who are directly dealing in the 
partner eco-system and does not include 
the sales that happened through various 
E-commerce sites in India, which is a big 
chunk and the figures are very difficult 
to find and the actual business cannot 
be validated. The reason behind this is 
most of  the vendors have cleared their 
old inventories, through the E-commerce 

CHANNEL SCORE CARD

CHANNEL
SCORE CARD

2020
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players to reach to the remote parts in the country, whereas certain 
distributors and partners were directly involved in the transactions with 
E-commerce companies. Online retailers have doled out discounts to 
lure people to shop online for everything from basic groceries to large 
electronic devices (PC, Laptop, Printer, Camera, Mobile phones and 
various accessories).

The Indian e-commerce industry has been on an upward growth 
trajectory and is expected to surpass the US to become the second 
largest e-commerce market in the world by 2025. Technology enabled 
innovations like digital payments, hyper-local logistics, analytics driven 
customer engagement and digital advertisements will likely support the 
growth in the sector. E-retail market is expected to continue its strong 
growth, by registering a CAGR of  over 35% and to reach Rs 1.8 trillion 
(US$ 25.75 billion) by FY20.

MARKET FORECAST
The distribution structure is one of  the essential elements of  a 

complex value chain in businesses today. It is an important determinant 
of  the future of  brands.

 Distributors enables channel partners to deliver complex IT 
solutions around the world. Their innovative approach and proven 
experience in datacenter, cloud, security, mobility, analytics and IoT 

empower channel partners to deliver the end-to-end solutions to their 
customers to transform and remain competitive.

INDUSTRY FORECAST BY VARINDIA 
The cloud has reached the peak and are betting on the growing 

popularity and benefits of  edge computing. The cloud is going to replace 
the conventional data centers at the core of  the network. The edge, will 
emerge as a complementary source of  IT infrastructure, supporting 
many innovative technologies that promise to extend the use and impact 
of  technology into entirely new domains.

The transition to edge computing has been driven by higher compute 
that can process more complex workloads including machine learning 
and AI. With over 20 billion devices projected to be connected to the 
Internet by 2020, more businesses will move to data analytics and AI-
powered apps from the cloud to edge computing to reduce latency, 
lighten core server loads and improve business operations.

Edge computing is not the only solution for the challenges faced by 
IT vendors and organizations as it does not handle all applications across 
every environment, thus, cloud computing will still remain a crucial part 
of  an organization’s IT infrastructure. Going forward, both the cloud 
and edge computingis going to co-exists.

CLOUD SECURITY
Cloud computing has lots of  benefits like cost saving and time reducing ability to perform new task.With all the benefits the cloud 

computing comes with a big concern of  security. The security architecture of  cloud computing is the main element which decides the level 
of  security in cloud computing because exposure of  cloud to the user depends on security architecture.

Cloud security refers to multiple vectors with a broad set of  policies, technologies, and services, deployed to protect applications, data, 
and associated infrastructure through cloud. It comprises various security services including, Cloud Identity and Access Management (IAM), 
Data Loss Prevention (DLP), Cloud Intrusion Detection System (IDS)/Intrusion Prevention System (IPS), Security Information and Event 
Management (SIEM), encryption, and others including disaster recovery and firewall that provide a complete security for public, private, and 
hybrid deployment types. The overall cloud security market is expected to touch to USD 12.73 billion by 2022. 

CYBER SECURITY
Cybersecurity market is ripe at the moment and the solutions arebased on complex mathematical prediction models, handling large 

amounts of  data. This data monitoring can only be fulfilled by cloud technology in a secure and reliable environment at low cost. Cyber 
security has become an emerging discipline and has driven the focus of  many global organizations and government to invest in advance 
security solutions.

With the growth in number of  cyber security threats and attacking tools, the requirement for advanced cyber security solutions to deal 
with such attacks is growing exponentially. Huge algorithms are required for cyber security solution providers to develop technically advanced 
solutions. Further, high cost associated with cyber security solutions and services limits the adoption among small and medium enterprises.

Channel Players: Cisco, Check Point, Sonicwall, Fortinet, HPE, IBM, RSA, McAfee,Sophos, Tenable and Beyond Security.

DATACENTER
The global data center services market is estimated to reach $228B by 2020. Data centers are at the heart of  technological focus and 

continue to experience physical transformations of  their own. The APAC market is growing rapidly with a 25% market share at $42 billion 
and the Middle East and Africa region hold a 3% share with nearly $6 billion in investments. Specially, China and India stand to exploit the 
market the most and fuel the growth in APAC. India’s data centre market is likely to reach $4 billion against the US’s $69 billion by 2024.

The Union budget proposal to enable private firms to build data centre parks could help India become a major global data centre hub. 
The new policy on data centre parks is expected to incentivize setting up data centres, similar to some US states that have relaxed taxation 
on data centre providers. Datacenter is the critical support infrastructure for the growth of  sectors like BFSI, IT &ITeS, telecom and social 
media and has been the focal point of  this development phase. 

Channel Players: Netmagic, Sify, CtrlS, ESDS, Google Cloud,BSNL, GPX Global, AWS and Webworks.
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DATA BACK-UP / RECOVERY
Data Backup is the process in which the files are copied to a second medium so that the data does not get lost if  the main system fails to 

function. Everyone must prepare their back up files from time to time in order to avoid any type of  data loss due to system failure. In the case 
of  datacenterbackup and recovery market is rapidly changing as customers are demanding simpler, more agile and cost-optimized solutions. 

With the massive growth in data, new applications and deployment models are growing. Ease of  deployment, instant recovery and 
greater ease for administrators are key requirements in the market today. Total market revenue is expected to touch $12.00 billion in 2022. 
This is due to the increasing adoption of  cloud-based technologies that will drive the growth of  the market in the near future. Moreover, the 
rise of  cloud-based services has paved the way for more companies adopting a bring-your-own-device (BYOD) policy.  

Channel Players: Commvault, Veeam, Cohesity, Dell EMC, Veritas, IBM, HPE, Arcserve,Carbonite and Actifio. 

ELECTRONIC SECURITY
The electronic security industry in India is in the midst of  a paradigm shift. IP-based Video Surveillance and Integrated Solutions to 

drive the future. As per the recent reports, Police, Paramilitary, Defence & Education industry have fuelled demand for security & electronic 
surveillance. Also growth in the number of  smart cities would add to the demand of  electronic security.It includes surveillance, access 
control, alarming or an intrusion control to a facility or an area.

The futuristic technologies like IoT & AI which will be playing a major role in advancing the security industry. AI or machine intelligence 
will be helpful to improve video motion detection, facial recognition and individual tracking in video surveillance. Internet of  Things also 
comes with implications in data transfer for processing, analysing and storage of  data along with managing the network of  connected devices.

Channel Players: CP Plus, Hikvision, Honeywell, Axis Communications, D-Link, HID, Matrix, Electronics Eye and Secure eye.

ENTERPRISE MOBILITY
Enterprise mobility market in India is growing steadily at same time merging with digital transformation market, which is growing at 

a high speed. As per IDC, 37% of  Indian organizations have rated enterprise mobility as high priority. According to a new research by 
Microsoft in partnership with IDC , by 2021, digital transformation will add an estimated $154 billion to India’s GDP and increase the 
growth rate by 1% annually. Growth in India enterprise mobility market can be attributed to growing internet and smartphone penetration, 
emerging mobility trends such as BYOD, CYOD, BYOA, and surging data telecommuting needs.The enterprise mobility market is projected 
to grow with a CAGR of  around 25% tthrough 2022. 

Mobile devices are increasingly adopted owing to several advantages such as Internet access, personalized information and enterprise 
data. Companies are required to manage mobile devices, workspace, mobile content, and mobile application in order to minimize the 
overabundance of  information, applications and devices in the enterprises. Hence, the enterprise mobility is at the top of  the agenda of  most 
CIO’s. Most of  the enterprises today realise that enterprise mobility is a necessity today and not a technology of  future.

Channel Players:VMware, SAP, Microsoft, Citrix, IBM, Samsung and SOTI. 

FIREWALL /UTM
The Firewall segment has seen a good growth in India. The fast paced growth was contributed by the strong growth in the IT/ITeS, 

BFSI and e-Commerce verticals in the country. Key drivers for the growth is the rapid growth of  malware, growing attacker sophistication 
and the rise of  new unknown zero-day threats which requires a different approach to keep enterprise networks and data secure, adoption 
of  Firewall is bare necessity.

The firewall is a network security system designed to prevent unauthorized access to or from a private network. Firewalls can be 
implemented as both hardware and software, or a combination of  both. Firewall isolates organization’s internal network from larger outside 
network. Network Firewalls are more cost effective than securing each computer in the corporate network. As enterprises consider how to 
provide comprehensive visibility and advanced layer 7 security including threat protection, intrusion prevention, web filtering and application 
control.

Channel Players: Cisco, Check Point, Fortinet, Juniper, Sophos, SonicWall and Huawei.

CHANNEL SCORE CARD
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PRINTER
India HCP market shipped 3.5 million units in CY2019 and registered a year-over-year (YoY) decline of  4.7% due to weak consumer 

segment demand. In 4Q19 the market shipped 0.79 million units, a YoY decline of  7.3%. 4Q19 witnessed low demand, which was a result 
of  overstocking of  the channel in 3Q19 and prevailing consumer sentiment as per IDC.

The annual decline was primarily from Laser printers (excluding copiers) declining by 11.8%, as the market continued to be impacted by 
weak demand as well as migration to Ink Tank printers. The Laser copier market grew by 6.9% with strong corporate demand and continuing 
decline of  refurbished copier market. The Inkjet market remained stable with a decline of  0.1%. The year ended with the Inkjet market 
commanding more than half  of  the market.

Ink Tank printers grew by 7.0% and now command 73.2% of  the Inkjet market. The Ink Tank segment overtook the overall laser printer 
segment for the first time in 2H19. The Laser copier segment also noted a growth of  6.9%. At the same time, Inkjet printer shipments 
declined by 2.9% YoY with a contribution of  52.3% to the overall India HCP market. The decline in Inkjet printer shipments was led by 
Ink cartridge printers, which recorded a steep YoY decline of  23.8%. HP maintained its leadership position in Laser printer market, Epson 
remained at 2nd position, while Canon placed in the third position in terms of  the market share. 

Channel Players: HP, Epson, Canon, Xerox, Ricoh and Lexmark.

POWER SOLUTIONS (ON-LINE & OFFLINE UPS)
A UPS (Uninterruptible Power Supply) is a power protection system to provide clean, stable power to critical application equipment 

during power disturbances and power failure. India’s power sector is one of  the most diversified in the world. Depending upon the power 
protection requirement, one can select from different types of  Uninterruptible Power Supply (UPS) systems that will shield the critical data 
and equipment from some or all of  the nine power problems. The main UPS categories are:Offline UPS: Line Interactive UPS and Double 
Conversion Online UPS.

India UPS market is to grow at a CAGR of  10% by 2022. It is further spiked with the huge demand from the datacenter UPS systems,which 
is to provide secure and continuous power supply to data centers and protect them against power disruptions. Growth in the market is 
attributed to increasing demand for power backup across commercial as well as industrial sectors coupled with growing digitalization across 
the country. Moreover, rising number of  technological advancements to improve electrification rate and development of  smart cities across 
the country is further expected to push demand for UPS systems across the country. The rising demand from tier 2 and tier 3 cities is also 
expected to steer growth in the country’s UPS market until 2022.

Channel Players: APC by Schneider, Eaton, Vertiv, Numeric, Delta and Microtek.

PC MARKET
The country witnessed more than 18% year-on-year growth to 11 million units during 2019, according to the data released by IDC. The 

growth was largely driven by the government driven education projects and upgrade purchases for Windows 10. The shipments include 
desktops, notebooks, and workstations. On the processor front, shortage in availability of  Intel’s CPU was a concern point for vendors 
throughout the year and this provided room for AMD to enter certain segments and helped vendors to fill the gaps to some extent.

The Desktop category saw a 10.6% YoY growth in its shipments, mainly contributed by Windows 10 refresh buying from the banking 
sector. The country witnessed more than 18% year-on-year growth to 11 million units during 2019. The Notebooks grew 18% annually 
on the back of  education deals as well as growth in both corporate and SMB segments, as these enterprises scaled up their purchases for 
Windows 10 migrations. After a YoY decline for five straight quarters, the consumer segment saw growth shipping close to 9,50,000 units.

Channel Players: HP, Dell, Lenovo, Acer, Apple, Asus and LG.

HYPER-CONVERGED INFRASTRUCTURE (HCI)
Growing demands for simplified management, increased performance, and reduced time-to-market means nowadays, technologies like 

hyperconvergence are business necessities. The global revenue of  the converged systems market grew 11% year over year to $3.9 billion 
during the second quarter of  2019 and there is much potential to grow to touch USD 20 billion by 2022. It is one of  the most rapidly-
growing methods for deploying IT in the datacenter. HCI solutions are increasingly capable of  operating business critical workloads while 
reducing data center complexity and promoting affordability.  

In India, HCI systems are attracting the largest amount of  interest among the converged systems portfolio. The HCI market is expected 
to increase due to many growth drivers such as shifting workload towards public cloud, growing HCI adoption rate in emerging countries, 
demand from the healthcare industry, etc. The global hyper-converged infrastructure market is expected to observe some new market trends 
such as the shift to subscription-based contracts, moving towards edge computing etc.

Channel Players: Dell Technologies, Nutanix, HPE, Cisco, NetApp, Oracle and Acuutech.
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SERVER (X86/NON X86)
The overall server market in India witnessed a Year-over-Year (YoY) growth of  0.8% in terms of  revenue to reach $280.1 million in CY 

3Q19 versus $277.8 million in CY 3Q18. This growth is majorly driven by non-x86 server market as it registered big deals from large public 
and private banks in India during 3Q19.Decrease in the use of  the x86 server being shifted out to cloud spaces.

In 3Q19, Hewlett Packard Enterprise (HPE) and Dell Technologies tied for the number one position in the India server market claiming 
a revenue share of  27.1% and 26.5% respectively. HPE registered a revenue of  $64.7 million with major deals coming from telco, government 
and banking vertical. Dell Technologies registered revenue of  $63.4 million with major deals in banking, manufacturing and telco. Cisco 
stood at the third position growing YoY by 24.3% and claiming a revenue share of  10.8% to reach at $25.8 million, while Acer came at fourth 
grabbing revenue share of  2.9% and a revenue of  $6.9 million owing to the big win from state ICT development project.

The non-x86 server market increased YoY by 77.3% to reach $41.2 million in revenue, in 3Q19. For the third quarter in 2019, HPE has 
overtaken IBM and now leads the market with a revenue share of  48.4%. IBM stands at the second position with a revenue share of  45.4 % 
followed by Oracle with 6.1% during 3Q19. Banking sector remains the top vertical with 83.2% revenue share followed by manufacturing 
and professional services with 9.9%, and 3.1 % respectively, during 3Q19.

Channel Players: Dell, HPE, Cisco, Lenovo, Huawei and Oracle.

STORAGE
Increase in data storage capacity to store customer data is becoming a necessity for organizations. At the same time, enterprises are also 

increasing their IT expenditure in order to address the growing need for storage space, it is coupled with the rising smart devices penetration, 
expanding internet user base and the growing government initiatives towards digitization are expected to propel growth in data storage 
market through 2021.

Secondly, Organisations are exploring ways to adopt newer technologies based on business outcomes rather than CAPEX investments. 
Another, reason of  the growth that we are witnessing is a shift from Cloud Computing to Edge Computing. Edge Computing market size 
is expected to reach USD 29 billion by 2025. The prominent verticals which were responsible for driving the demand for storage products/
services were from the government, professional services and BSFI. Dell continued to be the market leader, followed by Hewlett Packard 
Enterprise. Sectors such as Government, Professional Services and BFSI drove the growth for the storage market. 

Channel Players: Dell, HPE, NetApp, Hitachi Vantara, Oracle, Lenovo, Huawei and AMI.

STRUCTURED CABLING
The India structured cabling market is projected to reach $861.6 million by year 2023. The rise in the number of  Internet users, 

rapid adoption of  digital services, increasing demand for copper cables, the growing datacenter market, and rising demand for bandwidth 
solutions have resulted in an increasing demand for structured cabling. The India structured cabling market has been categorized into 
telecommunication, commercial, government, industrial, and others that include residential, education, and defense.

Structured cabling system is designed to provide integrated cable infrastructure which may be later used by local computer network, 
telephony and video surveillance systems, administration networks, signaling and other data transmission and processing systems. India has 
so many smart city and City wi-fi and surveillance projects that are coming up, the growth is definitely going to spike.

Channel Players: CommScope, Schneider, D-Link, Belden, R&M and Citadel.

VIDEO CONFERENCING
Video conferencing involves a real-time and formal two-way transmission of  audio and video content. It helps organizations in making 

an enhanced decision and also eliminates business travel time and allied costs. This also helps to decrease management and operational 
costs, consequently improving productivity. Video conferencing solutions contains a set of  hardware and software components that help to 
transmit and receive audio and video graphics.The global video conferencing market is projected to reach USD 6.50 billion by 2025.

Cisco and Polycom lead the overall videoconferencing market by a wide margin. One of  the major advantages of  video conferencing is 
that it optimizes the time of  business travel. Many factors are fueling the demand for video-conferencing solutions including reduced cost, 
improved workforce productivity and others. 

Channel Players: Polycom, Cisco, Lifesize, Microsoft Team and Yealink.

CHANNEL SCORE CARD
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ANIL SETHI
Vice President & General Manager, Channels
Dell Technologies India

“Dell Technologies recorded 52 billion dollars in sales orders, over the past year. Our opportunity is enormous, 
our momentum is strong and our partnerships are more solid than ever. For Dell Technologies, this is our year to help 
customers focus on turning data into one of  their most valuable assets, and it starts right now. 

As we head into 2020, Dell’s commitment towards the partners remain strong and steady. We are continuing to raise 
our bar on our promise of  providing simple, predictable, and profitable partner program. This starts with our simplified 
go-to-market structure.

Dell Technologies is making big investments to deliver self-service tools, a simpler program and more streamlined 
processes. Every investment we are making this year is designed to empower our partners to serve customers better, to 
help them modernize their infrastructure and to deliver business outcomes faster than ever before. In addition to our 
powerful partner program there is so much more in terms of  innovation, industry leadership and the determination to 

be number one and help our partners serve their customers in a better way.
At Dell Technologies, we strive to deliver the best Partner Program in the industry based on our core tenets of  Simple, Predictable and Profitable. 
Our 2020 Dell Technologies Partner Program for Solution Providers will provide an even more compelling business proposition through three main 

focus areas:
• Increased opportunity and profitability for new customer and line of  business acquisition
• A simplified structure, making it more predictable and easier to manage your Dell business 
• An improved end-to-end experience accelerating the time to get to a winning price and improving the predictability of  partner’s overall incentives.”

JAGANATHAN CHELLIAH
Director Marketing, 

Western Digital India

“In a diverse country like India, we 
must lay a strong foundation of  outreach 
through distributors and channel 
partners. Over the years, Western Digital 
has been consolidating and strengthening 
its channel networks in areas ranging 
from mobile retail, IT, smart video, and 
enterprise channel networks. We run one 
of  the strongest and most successful 
partner programs. The key to this is our 

clarity and a sharp focus on a two-way partnership and our mutual success.
We continue to reinvent the way that we work with our partners, and it 

is exciting to see that our efforts are paying off  across our channel partner 
spectrum. Our channel training and education programs are unparalleled, 
and we are among a handful of  organizations that impart training and 
education through comprehensive tech-based platforms such as our 
TechTalk, which is an app-based training module for mobile retailers to 
ensure that they are updated with the latest products and technology to 
cater to their customers.

Being the forerunners in loyalty programs, we constantly work towards 
making our programs bigger, better and more lucrative. We are also adding 
more rewards programs and initiatives designed for the betterment of  our 
channel partners and to ensure seamless and communication with them. 
We look forward to collaborating with more partners through the newly 
introduced initiatives. We are committed to our partners' growth and 
success in today’s volatile and dynamic environment.”

SANJEEV KUMAR
Country Manager- Government & Channels
SonicWall India

“SonicWall India has seen growth in India & SAARC region. We have seen great momentum in solution sales as 
customers are appreciative of  solution approach rather than product approach. We have seen great growth in Email 
Security, Capture Client (Endpoint Security), Secure Mobile Access apart from our flagship product NGFW.

Since last one year SonicWall has transitioned into an Enterprise Security Platform company, and hence we have 
taken initiative to transform our channel into this drive. SonicWall University is one of  the key initiative to help and 
transform our channel sales team, we have initiated weekly sprint program to keep up our channel to meet our solution 
strategy.  Other than defined classroom training, we regularly conduct hands-on technical training and certifications 
to create right skillset to meet customer expectations. We have created two different set of  partners one Classic sales 
model and an MSSP sales model to address different set of  customers apart from introducing Professional Services.”

RITU GUPTA  
Director- Marketing, 

Consumer & Small Business, 
Dell Technologies India  

“With our audience spread out 
among varied demographics and 
media they consume, we engage with 
customers across traditional and digital 
platforms. The crux of  our marketing 
strategy is to take PC tech to any 
user – be it student youth, entrant 
to workforce, families, gamers and 
small businesses. The urban and Tier 
I markets are exposed to the use of  technology, in case of  Tier II, 
semi-urban and rural areas that are still underexposed to technology, 
needs more focus on educating children, students and teachers around 
the utility of  PC. So, in Tier II the marketing initiatives such as Dell 
Aarambh and DigiMoms workshops have focused on educating and 
creating awareness on the use of  a PC in their daily lives. For youth, 
who are tech aware and know what technology they want to adopt, 
Dell has always led with passion and desirability. Today we are the 
Most Desirable technology Brand as per TRA and that recognition 
comes with our focus on bringing innovative PC tech to youth. 
Similarly for youth who are casual gamers and for pro gamers, we 
have dedicated marketing support to our amazing line up of  products 
be in Alienware or Dell G Series.

With our Channel partners we continue to service the length and 
breadth of  the country to variety of  consumers. A symbiotic strategy 
with our channel partners allows us to focus on strategic expansion 
and enhancement of  our retail footprint in India. For Dell, customer 
delight and partner delight go hand in hand.”
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CHANDRAHAS PANIGRAHI
CMO and Consumer Business Head
Acer India

“FY 2019 was very important for us. Acer India became the number 1 Gaming PC Brand in India (as per the IDC 
Gaming Tracker, 4Q19 - based on Branded Gaming). Our consumer business has been growing at 10% year-on-year 
while gaming alone contributed to almost 30% of  its revenues last year. We are aiming for an enhanced evolution this 
year. The market estimated a better growth which is strategized in terms of  capital allocation. We at Acer, have doubled 
our gaming revenue in the last year; the Asia Pacific grew 2.5 times and India grew three times in revenue. While Acer 
has sold 1.09 Lakh gaming units so far in 2019 in the country, it sold 12.27 lakh total personal computers during this 
period, securing the 3rd position in the country’s personal computer market with 11.18% share, according to research 
firm IDC. 

At Acer, we have always been a very channel friendly company and we believe in growing with our channel partners. 
For the year 2020 as well, we plan to follow the same route. Our channel strategy is always aimed at providing a clear 

vision to our partners by re-engineering processes, providing the right sales and marketing materials, progress reports and many others. 
In 2020, we are looking at adding more partners across India who can help and support us in our journey to become the top technology brand. We 

have always relied deeply on our channel partners for engaging with our potential and already existing customers.” 

PIYUSH SOMANI 
Founder, CMD & CEO, 
ESDS Software Solution

“In a rapidly-changing environment, 
the key to our success has been our 
ability to balance continuity with 
change. In the fiscal year 2019, we 
increased our product & service 
deliveries to customers by 30% year-
on-year and achieved a new record. 
Revenue attainment in FY2020 was on 
an uptrend, moving from 70% growth 
in FY19 to 88% in FY20, making 
this the 5th straight year of  our near triple digit growth. It needed 
discipline and decisive actions to build sustainable value for the long 
term.

The channel business in India has proved to be very successful for 
the information technology companies. We’ve always been transparent 
with our channel partners and have allowed our existing partners to 
build a sustainable and highly profitable business model. Growth of  
our Channel partners will decide our growth in this highly competent 
market. While our partners continue to nurture their lifetime 
relationship with their customers, we have decided to invest into our 
channel partners to establish lifetime relationship with our channel 
partners. Our goal is to develop trust and retain their partnership for 
the lifetime.”

RITESH SYAL
Head & Director, Channels & Alliances, 
India & SAARC, Nutanix

“Nutanix has always been 100% 
channel in India. With the support of  our 
partners’ OEM and Nutanix expertise, we 
have been able to drive a higher adoption 
of  HCI in India. We have witnessed our 
partners increasing their repeat purchases 
to expand within the customer footprint 
built in the country. We’ve additionally 
seen strong momentum in the shift of  our 
business towards a subscription model, 
and our recent second quarter results of  
fiscal 2020 show our global revenue for the quarter was $346.8 million, up 
from $335.4 million in the second quarter of  fiscal 2019.

When it comes to Indian enterprises, we’re seeing that smart 
trends will rule tech, with more flexible businesses that are data driven, 
technology agnostic and software based; that function as self-learning 
digital enterprises. VDI (Virtual Desktop Infrastructure) and DaaS 
(Desktop as a Service) are perfect examples of  how technology is keeping 
India’s businesses running during a time of  unprecedented disruption. We 
have recently enhanced the free trial of  Frame, our Desktop as a Service 
(DaaS) solution, to businesses across India and Asia - as they struggle 
with declining productivity due to the inability of  staff  to make it to the 
office. We believe such solutions provide flexibility, safety, security and 
access without relying on, nor consuming, any internal hardware- there is 
no doubt cloud technology has helped with business continuity.”

ADITYA KHEMKA 
MD, CP PLUS 

“Nowadays, business is becoming more 
AI-oriented with evolving technologies in 
the field of  security. There is a burgeoning 
need for staying relevant with the latest 
trends and solutions. CP PLUS initiatives 
such as Technology Show and Mission-
Tech Training Program play an important 
role here to keep our workforce trained and 
empower partners to run stable business in 
this competitive marketplace. CP PLUS 
offers relevant services and solutions that 

create the best value for its customers while informing them about upcoming 
technologies and trends.  CP PLUS upholds a profound strategy for its 
channel partners and helps them run a stable business for the next decades. 
Innovation, skill development and affordable solution are the core aspects 
of  our channel partner strategy. We continuously strive to empower our 
partners in all ways. We provide them with the best products and solutions in 
line with the demands of  the present as well as future market. Moreover, we 
ensure good revenues for partners and help them catch on the market with 
new innovative electronic security technologies.”

SHIBU PAUL
Vice President – International Sales, 
Array Networks

“With consistent growth and 
commitment towards the India region, 
2019 was a very rewarding year for 
Array Networks.  We achieved a 40% 
YoY growth with a CAGR of  37% in 
the past five years.  Array’s operation in 
India is one of  the top contributors to 
the company’s overall global growth. 
The large percentage of  this impressive 
growth came from the government, BFSI, 
aviation, entertainment and education 

verticals. We envision a 50% growth in 2020.  
Business Intelligence has helped us optimize our work and focus on 

productive trends. Array’s channel program is devised to select partners 
and continuously trains them on leading-edge solutions. We have a robust 
online training and certification program for our selected partners.

With the help of  our dedicated channel ecosystem, we are focused on 
developing a skilled pool of  resources. Our customers also take part in 
regular customer engagement programs specially designed to familiarizing 
them with the emerging technologies and how to sell them. 

CHANNEL SCORE CARD
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J N MYLARAIAH
Director, Enterprise Sales, 
India & SAARC, CommScope

“We finished 2019 on a high note, with 
fourth quarter net sales of  $2.3 billion – 
an increase of  117.3% compared to $1.06 
billion during the same period in the prior 
year. Despite industry headwinds, our 
strong operational discipline allowed us 
to generate significant cash flow, resulting 
in $300 million of  early debt paydown in 
the fourth quarter and an additional $100 
million paydown earlier this week. 2020 
will be a year of  continued and active 
cost structure management while strategically investing in our business to 
position CommScope for accelerated growth.

Strong collaboration between partners, customers and CommScope is 
the best way to bring our solutions to market. We’ve been committed to 
this strategy since 2012 when we established the PartnerPRO Network to 
help channel partners more effectively and efficiently deliver better value 
from CommScope solutions to their customers.

Our PartnerPRO Network is designed to help our partners find new 
revenue opportunities and facilitate access to the right people in today's 
competitive global marketplace. The program is made up of  CommScope-
authorized local distributors, solution providers, consultants and alliance 
partners backed by the global experience of  CommScope and trained to 
provide local insight that puts our high-performance solutions to work.”

SAMEER BHATIA
Director of Asia Pacific Consumer 
Business Group and Country Manager 
for SAARC & India, Seagate Technology

“There is a surge globally in data 
creation and consumption - a trend that 
is helping us grow. In India too, over the 
past couple of  years, we are continuing 
to register a strong growth on the back 
of  significant demand from enterprises 
and consumers. In the December quarter, 
Seagate performed exceptionally well and 
reported a global revenue of  $2.7 billion, 
driving strong operational cash flow in 

an improving demand environment. We executed the company's fastest 
ever product ramp with our industry capacity leading 16-terabyte drives, 
which contributed to both sequential revenue growth and record exabyte 
shipments in the aforementioned quarter. 

We believe in growing the partner ecosystem and fostering right 
set of  partnerships to deliver joint success. Our strategy is to jointly 
engage, educate, and listen to our distributors and partners for growth 
and continuous improvement. To achieve this, we work closely with 
our channel partners to build best-in-class solutions together – from 
the first stage of  projects to developing a solutions pipeline to provide 
consultation, establish systems and provide technical support. We connect 
with our customers and partners in the markets through the Seagate 
Insider partner program that underpins the ecosystem of  technology, 
programs, and channel partners, altogether driving our multi-billion dollar 
business around the world.” 

SHREESHA NAGAR 
National Head – Channel Sales, 
Eaton 

“We grew in higher double digits last year on account of  the success of  the new product launches and thanks to 
our channel partners who joined us in our success journey. We aim to continue this momentum in 2020-21 also. The 
demand for back-up power (UPS) is ever growing owing to the rise in digitisation in all spheres of  our lives from food 
deliveries to banking to entertainment. With increased adoption of  edge with in the customers, demand for UPS have 
seen an upwards trend.

Through a continuous connect with our customers and taking their feedbacks, we will be introducing many new 
products and solutions in the Indian market in 2020. We are very excited and confident that these new product launches 
will find acceptance from both our customers and channel partners. On the MarCom front, we have been active on 
both traditional and online media platforms to promote the Eaton brand. We conduct on-ground events pan India to 

connect with our customers and partners plus we use digital marketing tools like eDMS, Webinars and digital advertising for brand promotion. We have 
also been continuously upgrading our manufacturing capabilities to meet the future demands.

The Eaton channel partner network is very vibrant and strong community based on the principles of  trust, transparency, and processes. We strive 
for mutual business growth by working closely with our partners to identify opportunities in key segments and capitalize. We also have a loyalty program 
for our partner sales reps to keep them engaged, educated, and encouraged.” 

SHANTARAM SHINDE
National Head - Channel Business, 
NTT-Netmagic

“Our sales performance has been excellent this year and we are bullish about the growth ahead. In 2019/20, 
we landed 103 new logos via our robust partner ecosystem. We believe that partners are the engines driving our 
growth. 

The success of  our Partner Business is vital to us and the performance has been highly encouraging so far. We 
are looking to add more value partners to our network, especially in the Tier 2 and Tier 3 cities. It is always better 
for service management to be closer to the end-users. This being a key aspect of  our strategy, we are constantly 
working to widen the base. 

Simultaneously, we are on the lookout for more self-dependent and value partners who are interested in 
building their core competencies in Data Center, Network and Connectivity, Cloud, Managed Hosting, Managed 

Security and Managed Services domains. We plan to increasingly link compensation with value delivery instead of  trade margin or commission. 
The goal is to ensure that our Partners bill their customers for NTT Global Data Centers and Cloud Infrastructure (India) services and cultivate 
a strong portfolio of  data center services. Further, we want our partners to provide managed services independently or in a partially independent 
manner in a way that it increases margins for both.” 
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Lastly, as digitization grew within 
enterprises and they found themselves 
adopting newer applications which needs 
compute power to be able to run them, 
innovation makes personal computing more 
customized with the next generation of  
laptops.

Partners are the infrastructure wing for 
the OEMs and they need to support the team 
with dedicated infrastructure to support the 
hardware, software and applications as most of  
the IT leaders have the demand for increasing 
utilization with reducing costs. Partners has to 
have provisions for the infrastructure to meet 
all complexities of  deployment, management 
etc. and without support of  OEMs it is next 
to impossible.

With the shifting of  technology, there 
are massive opportunities coming in the 
marketplace, where customers will look into 
channel as their trusted advisor. HP, Dell, 
CISCO, Lenovo and APC by Schneider has 
emerged as the strong channel player.

Channel partners are a key stakeholder 
of  HP and its commitment to partners will 
continue to grow deeper and stronger. The 
recent initiative by HP Inc. has revealed a new 
financing solution and training enhancements 
to help provide further support for its 
channel partners in their services-led model 
in the market through HP Integrated 
Financial Solutions (HPSC). It offers instant 
credit approval, mobile apps, automated 
document management, electronic signature 
and invoicing for customers. 

At the same time, Dell Technologies 
Partner Program have access to the 
industry’s most comprehensive portfolio 
with world-class partner programs. Over 
the past 12 months, Dell Technologies 
partners delivered $52 billion in orders 
and aims for further growth in the channel 
sales in 2020. This is quite impressive and 
is possible with the continued evolution of  
its GTM programswith  impactful marketing 
campaigns, and improvements with the 
partner for closing deals and helping them 

grow their business in double digits. 

At the same time, CISCO is building an 
adept channel army for the modern world 
and pursuing different GTM for the broader 
ecosystem - beyond resellers and distributors 
- ensuring maximum partner profitability 
tohelp achieve the Partner Certification that 
is right for business. 

Commvault who is into enterprise backup, 
recovery, and data management is showing 
its commitment as a pure channel play. 
Similarly, Fortinet feels that partners have 
a sizable business opportunity in helping 
customers successfully address today’s 
security challenges. Sophos has continued 
its position as the channel first organisation, 
with a strong presence of  2000+ channel 
partners across major tier 1, 2 and 3 cities and 
towns that enable organizations of  all sizes to 
deploy cloud enabled next-generation cyber 
security,which will help to grow business by 
providing solutions that are easy to demo, 
easy to sell, and easy to manage. n

OPEN YOUR EYES

PRAMA HIKVISION SHOWCASES ITS STATE-OF-THE-ART MANUFACTURING FACILITY
With a 'Make-in-India' initiative, Prama Hikvision has organized an 

exclusive Smart Technology Show in Mumbai to evangelize intelligent 
technologies and solutions with the demonstration of  some of  its latest 
as well as forthcoming innovations. Hikvision’s AI (Artificial Intelligence) 
Applications driven by Deep Learning Algorithms were demonstrated 
through various application scenarios related to Face Recognition, 
People Tracking and Perimeter Security. Several emerging technologies 
(AI Solutions) and advanced applications (Traffic Violations, VIP 
Recognition, People Counting, Heat Mapping and Business Intelligence) 
were showcased at the show highlighting Hikvision’s intelligent solutions 
and tech-leadership in the security industry. AI enabled cameras including 
DeepinView cameras and DeepinMind NVRs are also showcased in the 
event.

Ashish P. Dhakan, MD & CEO, Prama Hikvision India says, "Smart 
and Intelligent trends are driving the Indian security industry into a new 
growth cycle, while promoting advanced security solutions through 
transformative technologies like AI, IoT, Big Data and Video Analytics. 
We are providing cutting edge technology solutions to our consumers to 
ensure a great end-user experience. Our ‘Make in India’ manufacturing 
facility is a remarkable milestone in our decade long journey and we are 
committed to expand our Make in India mission further by manifesting the 
maxim ‘Made in India, Made for India, Made by India’. Hikvision's core 
technologies includes Facial Recognition, ANPR, False Alarm Reduction, 
Color Imaging 24/7, Ultra Low Light Imaging, 4K Resolution, Smooth 
Streaming, Thermal Imaging, Seamless Image Stitching, Power over Coax, 
Power over Ethernet, H.265 plus Codec, Direct Streaming and Alarm 
Verification.”

INTELLIGENT SECURITY TECHNOLOGIES

Prama Hikvision is driving the future of  surveillance in India with 
an intuitive integration of  Artificial Intelligence (AI) into its cutting-edge 
products and solutions and setting new benchmarks in the security and 
surveillance industry.

Prama Hikvision offers latest solutions in Artificial Intelligence (AI) 
Technology, AI Cloud, Deep Learning, which are leading the tech trends 
in the global scene and also redefining the Indian Security market and 
creating new growth opportunities. The company also offers Machine 
Vision, Robotics and Factory Automation solutions to bolster the Industry 
4.0 trends in the Indian manufacturing sector.

SMART SECURITY SOLUTIONS

The LIVE demos of  Smart Home (EZVIZ Smart Home Products 
and Solutions), Video Surveillance (DeepinView Camera, DeepinMind 
NVR, Easy IP 4.0, ColorVu and AcuSense Cameras), Access control (Face 
Recognition Terminals), Perimeter Security (Security Radar), and Intrusion 
Alarm (AXHub Hybrid) product categories were displayed during the 
show. In the special product category, walk-through Metal Detector, Smart 
Pole, Interactive Screen and Transparent LED Screen were displayed at 
the Prama Hikvision Smart Technology Show.

Prama Hikvision concluded the show with a tour to its state-of-the-art 
‘Make in India’ Manufacturing Facility in Vasai, near Mumbai. The facility 
is India’s first and largest integrated world-class security and surveillance 
products manufacturing facility. The manufacturing facility is built at an 
investment commitment of  INR 500 crore, has a production capacity 
of  1.5 million cameras per month, and has been manufacturing a record 
number of  products since its launch. The company is focused on building 
this facility and has plans underway to cater to the fast growing domestic 
demand in a phased manner. 

CHANNEL SCORE CARD
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81% of Indian mobile users are on 
4G networks for their mobile internet 
consumptions

A significant 81% of  the respondents surveyed were using 4G phones, 
followed by 3G and 2G at 6% with India having one of  the lowest 4G 
mobile data prices in the world as of  now; many more Indians are now 
using 4G speeds for their mobile internet consumptions.

Interestingly, in the survey conducted in 2017 October, only 56% 
of  the respondents were using 4G phones, and a substantial 34% were 
using 3G, of  which many have now moved to 4G mobile speeds due to its 
affordability, network reach and cheaper mobile phones now supporting 
4G networks.

“4G Mobile Internet penetration in 
India has happened at a breath-taking 
pace and we expect over 90% of  Indian 
users to be on 4G network by end 
of  2020. This has led to major video 
data consumption on mobile phones 
by Indians which has made top OTT 
players of  the world including Netflix, 
Amazon Prime Video, Hotstar, Zee5, 
Voot, Sony Liv and MX Player etc. to 
extensively focus on this segment,”said 
Mr. Arun Gupta, Founder & CEO of  
MoMAGIC Technologies.

The Mobile Phone survey 
report 2020 based, on 9,011 respondents in India, released, recently 
by MoMAGIC Technologies, an IOT solutions and Mobile Ad Tech, 
Datascience company; the question on mobile phone pricing and the 
buying patterns, across India- the survey data reflected that 30% of  the 
buyers paid between Rs 8,500- Rs 14,999 for their phones, which is a sweet 
spot for many Chinese companies to launch their phones in India.

Moreover, 51% of  people surveyed said they want better battery 
capacity in their mobile phones indicating that most of  the mobile phones 
in the market including several flagship phones, still need to work on the 
battery capacity and people expectation.

“Battery is still an issue for all mobile phone users in India as mobile 
phone manufacturers are still working on this aspect. Even with fast 
chargers and bigger battery sizes, this aspect is still a pain point for majority 
of  phone users,” Mr. Gupta added.

This is a jump of  7 percentage basis points from the previous survey 
done in 2018, which showed 44% of  the people surveyed were looking for 
better battery capacity.

Survey also indicated that even with the lowest mobile data costs in 
India, 49% of  the respondents limit their mobile data and just 15% of  the 
respondents said they do not monitor and limit their mobile data use. In 
the previous report, 41% of  the respondents limit their data.

KEY FINDINGS OF THE SURVEY:
• 32% of  the respondents said the main factor for choosing their phone 

was the processors brand followed by camera quality at 31%
• Half  of  the respondents said that they use their mobile phone camera 

few times a day and only 10% of  them said they use their camera few 
times a year.

• 37% of  the respondents said they plan to buy a new mobile phone as 
soon as their current phone is one year old.

• Network with friends on social media was the top use of  their mobile 
phone at 34% followed by using their phone for email and messaging 
at 24%.

• Surprisingly, 40% of  the respondents said that they believe the 
smartphone screen should be between 5-5.9 inches, while only 18% 
said that screen size should be more than 6 inches.

• 32% of  the mobile phone buyers surveyed said they choose their 
mobile phones after searching online for phone reviews.

• 35% of  the respondents said that their current phone battery size is 
over 4,000 mAh.

Mobile accessories and electronics 
devices market feel the heat of 
Coronavirus 

The mobile accessories and other electronics devices market have 
started to feel the heat of  Coronavirus due to restricted supplies from 
China which is resulting into shortages on the retail front, adding to 
woes for sellers. The business of  cases and covers, tempered glass, 
cables, bags and even power banks comprises a market of  more than $2 
billion annually and this 
market depends heavily 
on supplies from China, 
which mass-produces 
many such items.

If  the fresh supplies 
do not come for some 
more time, then the 
problem will be acute for 
the accessory retailers. 
Accessories are sold 
not only at the time of  
purchase of  the main 
device, but find an equally 
strong demand during 
the lifecycle of  the main 
product as they are often changed through after-market purchase.

Both the organised market as well as the ones selling in smaller, 
unorganised retail hubs such as Nehru Place and Palika markets in 
Delhi are seeing shortages.

“While we are yet to feel the pressure in products sourced from 
third-party suppliers, there are shortages in Apple’s original accessories,” 
said one of  the re-sellers of  the American brand in an upmarket store 
at Gurgaon. “There have been shortages in certain colour types for 
iPhones, and even some cases that we sell for iPads,” the retailer said.

DataLocker Brings Military Grade 
Encryption Products & Solutions 

DataLocker is a world leader in encryption technology for 
external USB devices. What makes their offering special is that 
these devices can be centrally managed through an Encryption 
Management Solution which allows all these devices, wherever 
they may deployed in the world, to be centrally audited, managed, 
inventoried and if  required, even killed.

DataLocker is amongst the very few companies in the world 
having this robust and tried and tested solution. DataLocker 

has 2,50,000 users 
worldwide and sold 
in over 35 countries. 
Headquartered in the 
USA, all their products 
are made in the USA 
to ensure complete 
security & worldwide 
acceptance for their 
devices & solutions.

This makes 
carrying data around 
completely secure and 
centrally manageable, 
opening up completely 
new possibilities of  

convenience and security that these small devices and central 
management solution offer.

Military Grade Encrypted USB Devices give you complete 
protection Central Manageability gives you total control.

VAR SURVEY
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The global data center services market is 
estimated to reach $228 billion by 2020. Data 
centers are at the heart of  technological focus and 
continue to experience physical transformations 
of  their own.

 
The global data center market is dominated 

by America with 40% of  market share or $68 
billion in investments, followed by Europe and 
Russia together at 32% or $54 billion. The APAC 
market is growing rapidly with a 25% market 
share at $42 billion and the Middle East and 
Africa region hold a 3% share with nearly $6 
billion in investments. The Asia-Pacific has the 
explosive digital needs of  emerging economies 
with huge population such as China, India, and 
Indonesia. Specially, China and India stand to 
exploit the market the most and fuel the growth 
in APAC. 

As digital transformation is a continuous 
journey, the move towards a connected, inclusive 
digital economy means more and more data is 
being generated across platforms such as Cloud 
and social media as well as accessed by more 
people using mobile technology.

With the growth in mobile data consumption, 
the government’s digitisation drive and thrust on 
Smart Cities is also fuelling demand for more 
data centres. Besides, data is moving from being 
stored on-premise to the cloud, with many 
enterprises adopting the ‘as a service’ model 
of  infrastructure consumption and the banking 
and financial services institutions have been the 
earliest adopters of  local data centres.

India recorded THIRD-HIGHEST 
GROWTH RATE GLOBALLY and the India 
revenue represented 1.2% of  the global public 

cloud services total in 2019. India ranks among 
the nine countries whose growth rate will be 
higher than the global average growth rate (16%). 

India paced to record the third-highest 
growth rate in 2019 after China (33%) and 
Indonesia (29%), taking into consideration that 
their revenue base is much smaller than those of  
mature markets.

Various domestic colocation providers such 
as CtrlS, Netmagic, and Reliance are investing 
aggressively in cities like Mumbai, Bengaluru, and 
Hyderabad. Apart from this, strict government 
policy for companies to store their data locally 
will boost the market for captive datacenters 
and cloud providers such as Amazon, Microsoft, 
and IBM have launched their own datacenters in 
India. 

RECENT DEVELOPMENTS
• Colocation providers, such as CtrlS, 

Netmagic, Sify, and NxtGen, have 
announced big investment plans in India. 
For example, GPX Global Systems 
inaugurated a 16-MW data center in Mumbai  
by Q1 2019, and CtrlS has launched a USD 
73-million project in Bengaluru and will be 
adding new data centers in Hyderabad and 
Mumbai within 3 years

• Ascendas-Singbridge is investing $1 billion 
on new constructions in Chennai, Mumbai, 
and Hyderabad

• Government also focuses on setting up 
more state data centers. NIC (National 
Informatics Center) is building its data 
center of  1,000 racks in Bhopal with the help 
of  CtrlS. Asia’s largest data center would be 
set up in Sindhudurg, Maharashtra, with 
an investment of  about USD 680 million 
by the state government to connect it with 
another data center located in Malta using 
undersea cables

• NTT has already launched a hyperscale 
data center each in Mumbai and Bengaluru. 
CtrlS is also planning to enter the hyperscale 
market. Also, Amazon, Microsoft, Google, 
and IBM have already launched their cloud 
data centers in India which they can expand 
to hyperscale data centers when required

• Sify Data Centers have distinguishing 
features that help you stay ahead of  the 
competition. The Chennai Data Center 
provides the largest space of  100,000 sq. ft. 
and has highly robust operational services. 
Bangalore has one of  the most high-
tech Data Centers in the country. Noida 
and Rabale Data Centers provide Z level 
infrastructure security which is unmatched 
by most of  the competition. Noida Data 
Center is amongst the few green Data 
Centers available in India.

The datacenter of  future will be more agile 
and nimble built on a more flexible infrastructure 
based on virtualization, convergence and 
automation of  all layers of  datacenters to 
support both traditional IT and newer cloud 
environments. This will help them deliver 
services needed to run tomorrow's business.

THE NEXT BILLION DOLLAR 
OPPORTUNITY ........  

DATA CENTER BUSINESS IN INDIA

THE PUBLIC CLOUD 
SERVICES REVENUE IN 
INDIA SAW THE FALL 
FROM 24% IN 2019 

TO 17% IN 2020

COVER STORY
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DATA CENTER MARKET IN 
INDIA: PROMISING FUTURE

This report includes detailed segmentation 
by IT Infrastructure, Electrical Infrastructure, 
Mechanical Infrastructure, General 
Construction, Tier Standards, and Geography.

The adoption of  server infrastructure is 
dominated by rack servers, which account for 
over 70% of  the market share. However, tower 
servers are experiencing a negative growth 
rate. The adoption of  converged and hyper-
converged infrastructure solutions will have 
a high impact on the server market growth 
during the forecast period.

The increased adoption of  all-flash storage 
arrays and hybrid storage arrays is boosting the 
demand for storage systems. High-performance 
operations aid the growth of  flash storage 
systems in data centers that require strong I/O 
capabilities. The unstable grid connectivity in 
India makes UPS systems a critical component 
for uninterrupted service operations.The use 
of  water-based cooling is likely to increase in 
the India data center market during the forecast 

period. However, the scarcity of  water in a few 
cities will pose a challenge for facility operators 
in supporting operations. Most facilities are 
powered with air-based cooling systems. 

With the increasing focus on building 
highly efficient and reliable data centers, the 
investment in Tier IV facilities is expected to 
grow in India. Most new facilities are designed 
as Tier III standards with minimum N+1 
redundancy and can be reconfigured with up 
to 2N redundancy as the demand arises. The 
data center market in India witnessed the 
development of  around 20 Tier III category 
projects. This trend is likely to continue during 
the forecast period, with many large operators 
expected to move to Tier IV category due to 
the growth in rack power density and critical 
applications.

Investments from CtrlS, GPX Global 
Systems, and Pi DATACENTERS will continue 
to grow the revenue for the Tier IV category 
in the market. Building a Tier IV facility 
in India will cost around $5-6 million. The 
labor cost is low than in developed countries, 
thereby reducing the construction cost to a 
considerable extent.

Mumbai, Bengaluru, Chennai, Delhi, and 
Hyderabad will be the major cities driving data 
center growth throughout the forecast period. 
AWS, Microsoft, Google, Alibaba, IBM, 
and Tencent have established their physical 
presence in the cities mentioned above. The 
global service providers such as Equinix and 
Digital Realty are expected to invest in the 
market during the forecast period.

Moreover, government initiatives to 
migrate all their operations to the cloud 
platform to push digital economy will aid in 
the development of  multiple facilities in states 
such as Kerala, Assam, West Bengal, Andhra 
Pradesh, Gujarat, Madhya Pradesh, Odisha, 
Bihar, Jharkhand, Uttar Pradesh, Haryana, 
Punjab, Himachal Pradesh, and Jammu & 
Kashmir.

The market has a strong presence 
of  vendors in the three categories: IT 
infrastructure, support infrastructure, and data 
center investors. Tata Consultancy Services 
(TCS), Wipro, Cognizant, Infosys are the major 
contributors to the market offering managed 
data center services. Managed services majorly 
dominate the colocation market in the country.

"India is the fastest-growing region for 
NTT and a substantial amount of  the US$7 
billion commitment will be invested here,” said 
Sharad Sanghi, Managing Director & CEO at 
NTT-Netmagic. 

A significant part of  NTT's USD 7 billion 
global commitment for data centres business 
would be spent in India over the next four 
years.

The company also feels that there will be 
margin compression issues for the data centres 
business in India as capacity supply goes up 
along with an increase in competition and 
secondly as the demand is coming from global 
hyperscalers like the cloud service providers, 
data localisation requirements and as a greater 
number of  enterprises move to the cloud, 
Sanghi said.

Ctrl4C is a public cloud product also known 
as Tier IV Cloud. The product creates four 
copies in 4 different data centers in different 
seismic zones and offers customization. Being 
a true Tier IV product, it comes with a 99.995 
percent uptime guarantee at the cost of  a 99.95. 

BUSINESS NEED DATA CENTERS:

Today, around 2.5 quintillion bytes of  data 
are created daily; the future promising with the 
numbers are increasing on every minutes. This 
requires datacenters to change the perception 
and method of  storing, governing and 
managing data. 

“The shift from ‘cloud first’ to a ‘cloud 
only’ model is pushing organizations in India to 
increase their spending on public cloud services 
to advance their digital business initiatives,” said 

NETMAGIC TO INVEST $1.5 BILLION IN INDIA
 

NITIN MISHRA 
Executive Vice President and Chief 
Product Officer, NTT-Netmagic

 
Since over two decades, India 

has been among one of the leading 
providers of IT and ITES services, and 
evolution of the data center industry is 
a natural progression. At present, the 
demand is greater than the supply, and 
NTT expect this accelerated growth to 
continue in the foreseeable future. They 
are already one of the largest players 
in the sector with various unmatched 
service offerings and excellent customer 
experience. They have robust plans to 
expand their footprint across India in a 
systematic and environmentally responsible manner.

 
According to Nitin, Netmagic is one of the leading names in the Indian cloud 

computing services vertical. For enterprises to successfully adopt to cloud 
technologies, scalable, strong and cutting-edge infrastructure is of utmost 
importance. We are scaling up massively to keep up with the rising demands. 
Currently, we have a capacity of 1.2 million square feet across 9 data centers located 
in Mumbai, Noida, Chennai and Bengaluru and in the coming years, we will increase 
it to 1.5 million square feet. We have already planned an investment close to $1.5 
billion in India itself.

We are scaling up massively to keep up with the rising demands. Currently, we have 
a capacity of 1.2 million square feet across 9 data centers located in Mumbai, Noida, 
Chennai and Bengaluru and in the coming years, we will increase it to 1.5 million 
square feet. We have already planned an investment close to $1.5 billion in India 
itself. With the rapid proliferation of IoT technology, devices and connectivity, edge 
computing will be adopted by the large enterprises as it promises faster connectivity 
and better computing ability along with a higher degree of personalization. In the 
next five years, India is expected to constitute 20% of the global IoT data market 
and are planning to set up edge DCs to address the emerging technology needs.
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Sid Nag, Research Vice President at Gartner. 

“Disinvestments in new data centers are 
also one of  the early signs of  this move,” 
confirms Nag. 

The Gartner CIO Agenda survey validates 
the rising move to cloud among organizations 
in India. The survey found that 34% of  CIOs 
in India increased their spending on cloud 
services in 2019. “Organizations want to reduce 
capital expenditure spend by consolidating 
existing data centers and halting the buildout 
of  new ones,” said Nag.

Table 1. India Public Cloud Services Revenue 
Forecast, 2018-2020 (Millions of U.S. 
Dollars)

 Segment 2018 2019 2020
Cloud 
application 
infrastructure 
services (PaaS)

204 251 313

Cloud 
application 
services (SaaS)

935 1,149 1,396

Cloud business 
process services 
(BPaaS)

178 213 261

Cloud 
management 
and security 
services

187 224 269

Cloud system 
infrastructure 
services (IaaS)

462 605 809

Total revenue 1,965 2,442 3,048

Note: Totals may not add up due to rounding.
Source: Gartner (June 2019)

Data centres are measured in two ways — 
on the power that they consume and the data 
that they store or process.

Colocation data centres are shared facilities 
where the infrastructure is used by different 
companies. In India, colocation setups are being 
deployed with cloud computing architecture, 
putting the country on a path to becoming one 
of  the biggest hubs for colocation data centres 
globally. 

WITH CLOUD ADOPTION RISING, 
A ROBUST AND SCALABLE 
INFRASTRUCTURE IS CRITICAL. 
SECONDLY, CLOUD COMPUTING IS NOW 
MOVING TOWARDS EDGE COMPUTING.

In the course of  the next few years, we 
anticipate the edge to become the most 
mission-critical part of  an organisation’s digital 
ecosystem,” said Sunil Khanna, Managing 
Director, Vertiv India, projects demand will be 
driven by the IT, BFSI and telecom industries.

“We will go from 30,000 square feet to 2 
lakh square feet by 2020-22,” said Nikhil Rathi, 
CEO of  Web Werks, which has over the last ten 
years operated a single data centre in Mumbai.

ESDS Software Services, which started out with 
operations in Nashik, its home market, is now 
expanding in India and outside.These local data 
centre players are now actively looking beyond 
Tier I cities and setting up operations in Tier 
II towns.

Netmagic, was acquired by Japanese tech 
firm NTT a few years ago and remains among 
the biggest in this space, with further capacity 
expansions planned in Mumbai, Chennai and 
Bengaluru. The US-headquartered Linode, 
which offers data centre solutions mainly to the 
software developer community, set up base in 
the country recently.

“We already had a lot of  customers in 
India, but now instead of  Singapore, their data 
will be hosted in India,” said Blair Lyon, VP 
Marketing, Linode.

 
DATACENTER GROWTH IN INDIA

  
The Government of  India, in its recent 

budget has also emphasized the importance of  
creating a cloud warehouse that will safely store 
an enormous amount of  data. With the current 
investment in the Datacenter infrastructure 
business by numerous companies, this would 
further enhance India’s market share in the 
Global and APAC markets, making India 
an attractive destination for the Datacenter 

business in the region.

KEY HIGHLIGHTS OF 
THE REPORT:  

1. $10 billion will be invested in India Data 
Center Market over the next 6 years.

2. $3 billion will be spent building data centers 
in India. L&T and Sterling and Wilson to be 
the major benefiters

3. Data explosion and favorable government 
policies to aid the establishment of  data 
center parks across the country

4. As of  October 2019, there were over 10 
data center projects, which are expected 
to be operational between June 2020 and 
December 2022.

5. Adani Group, Bridge Data Centers, Colt 
DCS, and Yotta Infrastructure are among 
the new entrants to the market, targeting 
hyperscale investments with multiple 
facilities covering over 40 MW of  power 
capacity.

6. State governments in Telangana, Gujarat, 
Andhra Pradesh, and Mumbai have 
introduced incentives for data center 
development.
 
Telangana is growing at the fastest CAGR 

of  around 19% during the forecast period, with 
Hyderabad being the major city for data centre 
operations with a presence of  over 10 facilities 
in the Indian market. Mumbai is the prime 

CLOUD GROWTH HAS A WRONG 
PERCEPTION IN THE MINDS OF PEOPLE

 
PIYUSH SOMANI  
CMD & CEO
ESDS Software Solution Pvt. Ltd 

 
Data Centers will become the backbone 

of all future Technologies in India, so 
the Data Center business should not be 
looked from the colocation footprint size 
or their Dollar revenue. Growth brings a lot 
of challenges. Cloud growth has a wrong 
perception in the minds of people.  People 
look at Cloud growth from the revenue of 
IaaS business only, while the majority of 
the Cloud growth is happening in SaaS.

According to Piyush Somani, ESDS was 
the first Cloud service provider in India in 2010 and since then they have continuously 
modernized their Cloud Infrastructure to stay ahead of the competition. A Tech company 
in Today’s times cannot evolve if they don’t get challenges.

Our eNlight 360° is going to be a game changer for Edge computing, as all the 
virtual machines running on the Edge will be able to automatically scale and they won’t 
need any manual intervention. We are betting big time on growth in Edge computing, 
as that will become the next Billion-dollar opportunity for ESDS. Our customers have 
continuously rated us India’s No.1 for our Managed Services and amongst top 4 for IaaS, 
SaaS and Data Centers.

Today ESDS has more than 350 banking customers in India, 170 Enterprises 
running their SAP HANA on our Cloud and 135+ Govt organizations from all over 
India running their core business from our Cloud. We will continue to strengthen these 
business verticals where we already have established ourselves as No.1 in India, but 
moving forward we are also going to focus big time on SaaS, IoT and Edge computing. 
If there is a 4-digit growth opportunity today, then that is in SaaS, IoT and Edge 
Computing for ESDS. 

COVER STORY
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focus of  data center developers in India with 
more than 20 percent of  market share, followed 
by Bengaluru. Mumbai is the hub for facilities 
deployment by major companies such as AWS, 
Microsoft, Alibaba, and Google in the Indian 
market. All government-owned companies in 
every industry vertical have their data centers 
located in Mumbai and Bengaluru.

FACTORS INFLUENCING 
THE GROWTH :

The mass adoption of  smartphones, 4G, 
broadband, etc. by end users, adoption of  
cloud computing, growing start-ups in India, 
blockchain, AI, etc. by Indian enterprises, 
increasing number of  interconnected devices 
due to IoT, etc. along with the government’s 
focus on digitization under the Digital India 
scheme and rising social media consumption 
and IT penetration in the country has led to the 
growing need for data centers in the country. 
Further, the need for high-performance 
infrastructure will lead to the growth of  rack 
density to an average of  around 8-10 kW in the 
India data center market. 

Secondly, Govt Initiative of  localizing the 
Personal data will be a real booster for the 
data center industry. India is coming up with 
a data privacy and protection bill and draft 
e-commerce policy that enforces the storage of  
critical data within the country. In addition, in 
the last two years, enterprises, both IT and non-
IT, have migrated to cloud and adopted newer 
technologies such as AI and IoT. This has also 
increased the demand for data centres in the 
country.

Moreover, the Reserve Bank of  India has 
mandated all payment firms should store their 
data in India. All the social media companies, 
payments and wallet services, credit card 
companies, e-commerce sites, and other online 

Data center demand is the entry of  
international cloud-based service providers 
as well as consolidation of  domestic players.  
DigitalOcean, the 2nd largest cloud hosting 
provider in the world launched its data center 
in Bengaluru, with an investment of  $5 mn 
and is likely to increase its India investment in 
future. The one in Bengaluru is a collocated 
data center, hosted by Netmagic Solutions. It 
employs SSD storage (solid state devices or 
flash memory storage), and not hard disks.

Alibaba, the global cloud giant has set up 
its first data centre in Mumbai, collaborating 
with existing Cloud Service Providers (CSP) in 
India to set up its second data centre in India. 
To support the massive customer demand for 
cloud services in the country, Oracle announced 

Adani group said it would invest 
up to Rs 70,000 crore to set 
up solar powered data parks 
in Andhra Pradesh and the 

real estate major Hiranandani 
Group announcing a Rs 14,000 

crore investment plan, and 
Reliance Industries partnering 

with Microsoft to provide cloud 
services to small and medium 
enterprises.Oracle announced 
the launch of its Gen 2 Cloud 

region in Mumbai, with another 
planned in Hyderabad. ST 

Telemedia Global Data Centres 
(STT GDC), which currently has 

a capacity of 70 MW spread over 
2.14 million square feet, plans to 
double this by March 2020, and 
grow further to 200 MW over 4 
million sq ft, within three years.

services that operate overseas but have Indian 
customers will need local data centres.

eCommerce and proliferation of  online 
marketplace in India has driven the market for 
colocation datacenters in India and is expected 
to drive the market in the coming years as well 
and secondly, higher adoption of  technology by 
SMEs in every sector combined with stringent 
government regulations will also spur the 
demand for more datacenters in India.  Another 
key reason of  growth is with the telecom & 
IT sector needs to deal with high volumes of  
data on a daily basis. Such data is conventionally 
stored on servers in large scale data centers.

GROWTH MANTRA:

ENTERPRISE-LEVEL STORAGE 
INFRASTRUCTURE FOR MID AND 
SMALL-SIZED ENVIRONMENTS.

For more information:  Write to us at:  | Visit us at:  marketing@iValue.co.in www.iValue.co.in

iValue operates in 12+ locations across India, Kenya, Singapore, Dubai and Srilanka.

Follow us on:

A simplified and efficient storage tool custom-
built to complement the SMB environment 
which is easy-to-install and has minimum 
operational complexities, combined with the 
security, stability and reliability of enterprise-
level storage solutions. From the technology 
hub of Hitachi Vantara, a brand with a 
formidable reputation in building reliable, 
stable and simplified solutions.

Hitachi Vantara's New VSP G130

Why VSP G130?

Tool-less setup Simplified GUI Reduced TCO Supports data tiering Affordable pricing

Tailor-made for faster deployment, 
improved performance and 
cost-effectiveness.

Get connected with us at iValue Infosolutions, the official
distribution partners of Hitachi Vantara to know more.
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to come-up with its Gen 2 Cloud region in 
Mumbai, with plans to open another region in 
Hyderabad. This aggressive expansion is in line 
with Oracle’s plans to add 20 new Gen 2 Cloud 
datacenters globally by the end of  2020. Now, 
customers and partners in India can harness the 
power of  Oracle Cloud and leading services like 
Autonomous Database to unlock innovation 
and drive business growth.

Colt Data Centre Services is another 
company coming to India and planning to open 
a hyperscale campus in Mumbai in 2020, with 
power capacity of  up to 100MW. The company 
has acquired land and secured a “substantial” 
high-voltage utility feed of  150MVA. The 
facility is expected to become operational in the 
second half  of  2020, with Colt DCS claiming 
it to be the first “main-stream western” data 
center operator to enter the Indian market. Colt 
DCS owns 17 carrier-neutral data centers across 
Europe and manages a further seven in the Asia-
Pacific region.

As data consumption continues to rise at an 
exponential rate, more businesses and consumers 
are demanding a reliable data and network 
infrastructure to deliver fast connectivity and 
on-demand services. 

"Colt DCS will play a key role in providing 
the data centre infrastructure to enable this 
through its investment in Mumbai,” said Detlef  
Spang, CEO, Colt DCS.

With respect to data center infrastructure, 
India is a highly underserved market. 
Smartphone penetration, social media, 
rise of OTTs, cloud computing adoption, 
government initiatives etc. are driving 
massive data growth. Estimates show 
that we need 15 times more datacenter 
capacity to meet the growing digitization 
needs of the country. 

5G rollouts and use cases for industrial 
IoT start gaining steam, demand will increase, 
It will only go up, and not slow down. To 
address the growth opportunity, Yotta is 
introducing Hyperscale, Integrated Data 
Center Parks for the first time in India"  
Says Sunil Gupta, Managing Partner and CEO 
- Yotta Infrastructure, “Our proposition is 
to offer practically unlimited scalability for 
data center requirements at the same site. Our 
campuses across Chennai and Maharashtra will 
be spread over 50 acres, offering 11 DC buildings 
with 60,000 racks. At this scale, we’ll be able to 
cater to the growing requirements of  hyperscale 
cloud providers who need to set up their grids 
in India, and also meet the requirements of  
enterprise customers with our full suite of  data 
center services including managed IT services, 
multi-cloud services, connectivity and security 
services.”

 
ESDS Software Solution manages to save 

over 30% of  its cooling cost through highly 
innovative solutions. Through its state-of-the-art 
facilities across India, ESDS provides colocation 
services as its data centers host mission critical 

CLOUD ADOPTION IN INDIA IS STILL 
AT ITS NASCENT STAGE 

 
B.S. RAO   
Vice President(Marketing)- CtrlS   

 
According to B.S. Rao Cloud adoption 

in India is still at its nascent stage. SaaS 
applications are being consumed more 
rapidly, while Infrastructure as a Service 
(IaaS) is underpenetrated. IaaS adopting 
in India is under 5% at the moment and 
will take another decade to cross the 
50% mark meaning we will witness real 
growth in the next 3,000 days in the 
country. Employment in cloud will also 
grow as millions of cloud experts would 
be required by the year 2030. Public cloud 
infrastructure in India will also grow as 
hyperscale such as Amazon, Azure, Google Cloud will continue to make investments in 
the country to tap the growth. We currently serve over 4,000 customers including 60 of 
the Fortune 500 Global Multinationals.

Edge is the future, as data is processed where it is generated. India will witness at 
least 10,000 edge data centers over the next decade as more and more applications get 
closer to the customers. Most of the edge data centers would be deployed in Tier-2 and 
Tier-3 cities in India. IoT, Cloud, OTT, Gaming will be the key drivers for edge computing. 

We have been growing at 50% year on year. Our roadmap is to build 5 million 
square feet of Rated 4 hyperscale data centers in the country. We are in the process 
of building our 2 million square feet hyperscale data center in Mumbai. This apart 
we have planned another 2 million square feet Rated 4 hyperscale data center in 
Hyderabad followed by a 1 million square feet facility in Chennai. We will be doubling 
the Indian capacity by owning 6 million square feet in the next six to eight quarters. 
Yes, by the way, we are also planning 500 to 1,000 Edge Data Centers in Tier-2 and 
Tier-3 over the next 36 months.

IT assets which are secure and backed by 
exuberant support. 

“Most of  the demand coming currently 
is geared towards cloud, as clients are clearly 
looking for speed of  delivery and an OPEX 
model. Given this market scenario, we have 
several products around cloud offerings. 
This includes As a Service solutions, namely 
Security as a Service, Back up as a Service, 
Disaster Recovery as a Service, Containers as 
well as several other customized IaaS and PaaS 
solutions,” says Kalyan Muppaneni, Founder & 
CEO - Pi Datacenters.

2020 will see the rise of  Edge computing 
for using 5G’s super high speed, low latency 
machine-to-machine communications will be 
introduced. These new offerings – like high-
resolution cloud gaming, industrial IoT process 
control and onsite augmented reality guidance 
for workers. For example, with 5G’s ability to 
provide latencies of  less than 10 milliseconds, 
it will soon become much easier to deploy low-
latency 5G applications – and 2020 will see the 
data center preparing itself  for their arrival. 
We’ll see more data centers move to Edge 
computing in 2020 to bring these applications 
to fruition.

AI will drive data center adoption of  new 
technologies, we expect to see the use of  AI 

accelerate next year, as companies increasingly 
build and deploy AI models. This will create new 
services and generate new business insights. 

In 2020, we expect data center owners 
and operators to increasingly focus on 
how they can deliver the performance 
their customers need for AI-enabled 
cloud services.

Data center operators will lean heavily on 
AI in 2020 to support workforce efficiency to 
prepare for the next phase of  the data center, 
while the deployment of  machine learning and 
other AI technologies will create new ways of  
learning and doing.

Lastly, the captive model of  data center in 
India is being overtaken by colocation model 
at a significant rate. It is expected that the 
consolidation of  data centers will cannibalize 
the captive data center market, and colocation 
market will grow exponentially keeping in view 
that the outsourcing of  data centers will help 
reduce the operating cost significantly for the 
clients.

Moreover, the current trend shows that 
with people moving away from capex to OPEX 
models, colocation is growing significantly, 
compared to captive data centers. n

COVER STORY
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Cadyce has launched new range of  docking stations in India. CA-
CPA61 and CA-CPA87 are the two user-friendly products showcasing 
exceptional performance.

PERKS OF USING USB-C:
The USB-C or the third in a line of  USBs benefits are
1. Reversible ports- You don’t need to be Tony Stark to get your 

technology right, because the USB-C has a reversible port. It means 
whichever way you insert your cable into the port; it is the right way. You 
don’t need to stress yourself  to look and turn it upside down.

2. Small but efficient- They can carry a power output of  100 W, 
which means you can quickly charge bulky devices like your laptops with 
ease.

3. Fast Charging- The new cables can charge and transfer data at a 
lightning-fast speed, which reduces all time-delays.

FEATURES OF THE PRODUCTS
CA-CPA61:

CA-CPA61 is Macbook enabled and is suitable for other USB devices 
as well. This product assures performance and protection. The CA-CPA61 
is a 65 W + Power Adapter, a two-in-one device to take care of  your 
charging needs with quick and efficient charging.

● Speedy & Secured Charging - To make your experience safe and 
effortless, it meets all international safety standards and provides fast 
charging.

● Safeguard from Overvoltage & Overcurrent - It ensures you are 
protected from a load of  extra voltage, current, and heat.

● Output - It gives a total power output of  65 W, which is a lot when 
compared to similar products in the market. The USB also provides a 

CA-CPA61 AND CA-CPA87 FOR 
HASSLE-FREE TRANSMISSION

significantly good power of  5V, 1A.
● Variety - The CA-CPA61 comes with different sockets for the US, 

UK, and EU. It has dimensions of  74 x 74 x 29 mm.

CA-CPA87:
CA-CPA87 is an upgraded and efficient model designed for longer 

and durable use. The 87 W adapter is compatible with Macbook Pro and 
other USB devices.

Features in addition to the CA- CPA61:
● Size - Apart from being lightweight, this device is handy and small. It 

occupies minimal space in your bag, making it a go-to power bank.
● Fast Charging - With simultaneous charging from two ports, it ensures 

speedy charging that lasts long. One of  its trademark specifications is 
quick and efficient power output.

● Safety Standards - The CA-CPA87 protects from overheating, 
overvoltage, and overcurrent issues.

PRODUCT OF THE MONTH
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AI ENABLING THE EDUCATION INDUSTRY
Huawei in association with Savex Technologies organised Artificial Intelligence Educator Symposium 

in Mumbai at the Taj President Hotel. It is the first of  its kind symposium on Artificial Intelligence 
(AI) focused towards education industry held in India. The event witnessed the presence of  learned 
professors from prestigious Universities across globe.  

The symposium serves as a forum for University and Polytechnics educators to exchange their views 
and experience in curriculum design to prepare the next generation of  students to be ready for the 
challenges and opportunities brought about by the rapid advances in Artificial Intelligence.

In the symposium different topics on the development of  Artificial Intelligence were discussed. It 
also discussed the influence of  AI in student courses, curriculum and impact to teaching community.  

The event was kick started with a speech by Devang Pandya, CTO & Director of  Savex Technologies. 
He also presided the event and welcomed all the dignitaries present there.   

WU YONGXI 
Country Head, Intelligent Computing Business Department, HUAWEI (India)

“All I see is the potential of  Artificial Intelligence (AI)and the future of  it. It brings safe city to us, the service and 
systems in healthcare, customer care etc. I see many use cases in AI already which are commercial and global. It brings 
safe and convenience to the humanity. 

Earlier teaching was limited, now there are eLearning facility. There are a lot of  websites and teachers, they can make 
videos one time but that will benefit thousands of  people at different times. But in case of  interactions, with the help 
of  AI interactions will be there. According to our testing, more than 90% of  the students are repeater.In case of  AI, 
based on their database qualified answers will be provided. They can bring very quality answers to students and even to 
the remote area students. 

We are AI enablers because we are providing the hardware and the platform. We do not provide applications but we 
have applications for education industry. What we are expecting from education industry is– wehave more ideas to serve 

the education industry, the graduate and post graduate student can make their own stories and can realize their ideas through hardware and platform. 
We are taking some serious steps in AI like we have participated inAI roadshow, this time we are looking at this symposium in education. Soon we 

will choose the potential of  AI developers and AI development Universities to join us.”

HUANG ZHIYONG
Associate Prof. (Practice), 
Assistant Dean, Industry Relations 
Director, C-Trend Center, NUS 
School of Computing

“In the advance of  the AI, it brings 
a lot of  opportunity to our daily life 
including education, for example 
if  AI is used we will have individual 
customized program for every student. 
Then the student will progress in their 
own pace. 

The advancement of  AI is challenging to the teaching program and 
curriculum.It will be enhanced with AI. 

This symposium is very helpful because it brings the people 
together on a common platform and also the topic of  the symposium 
is focused to AI. I believe this symposium is very important.”

AADESH SURYARAO
CEO, Incubation Center
University of Mumbai

“As part of  application of  AI, it has 
a lot of  applications in education system, 
so if  we want to teach a lot of  students 
in rural area then we can have anAI 
enabled classrooms where the educator 
might be in the central location. Videos 
and data can be gathered from experts 
in the urban areasand can be delivered 
in the rural areas. So that the quality of  
the education is not compromised. It will 
spread knowledge to the interiors of  the country as well as the repetitive 
tasks of  teacherscan be solved. Teachers can monitor and be more 
interactive in the parts where motivation or problem solving is required. 

These symposiums are very much fruitful for spreading awareness 
about AI, how it can be used for day to day life to make it easier, to 
automate the rudimentary task and to focus on the core subject.”

DEVANG PANDYA
CTO & Director, Savex Technologies

“We need to  bring  awareness of AI 
technology to a  larger audience ,this 
can  be best done by  mobilizing our 
educational  infrastructure.
Drivers for growth in the area of Artificial 
intelligence will be the  dramatic 
improvement in computing power, and 
the availability of massive data sets. 
Open collaboration between universities 
and lifelong learning,, on a continuous 
basis   is  most crucial to making Artificial 
intelligence accessible to all..”

RAJEEV KUMAR 
PROFESSOR, SCHOOL OF COMPUTER & 
SYSTEMS SCIENCES (SC&SS), JNU

“Earlier AI was used only for highly critical area like defence, space, nuclear reactors etc. But for last 10 years it 
is used for personalized usage. Each and every person can see that he/ she is using AI and that is why people should 
know how it works. 

It is an era of  e-Communication and also the class size is quite large. But the major thing is we cannot teach every 
student at their own level. The biggest challenge for a teacher is how to teach and to what level so that the knowledge 
should be understood to all types of  student. Based on the assessment of  a student, what AI can do is it can deliver 
the content which a student can absorb and they should be evaluated on the basis of  his level.”

CHANNEL BUZZ
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WESTERN DIGITAL STRIVES TO LEAD 
ITS PARTNER ECOSYSTEM

Data is at the heart of  everything today. 
A consumer realizes the importance of  
their data and explores attractive options to 
save it. Eighty-three percent of  the Indian 
customers are likely to take a backup of  
their PC data in the future. Western Digital 
is uniquely positioned to offer just the 
right products for the varied needs of  the 
consumers.

A research was conducted by Western 
Digital in November 2019, to find out the 
reasons behind losing data. They found out 
that that one in every two respondents does 
not take complete back up of  their content , 
eighty-four percent of  the audience blamed 
a virus attack, system crash, or a forgotten 
password as the main reasons for losing 
their data.

As per the report, 42% of  the 
respondents cited the paucity of  time and 
the tediousness of  the data backup process 
as the key deterrents for backing up their 
content. Among the researched group, only 
24% of  females and a meagre 18% among 
the 36-45 age groups backup their data.

In the wake of  consumers' behaviours, 
Western Digital has introduced its newest 
My Passport, its slimmest 5TB portable 
hard drive, in the Indian market. The drive 
features WD Discovery software for WD 
Security (password protection and 256-bit 
AES Hardware Encryption), social media 
and cloud storage import (like Facebook, 
Dropbox and Google Drive) and WD Drive 
Utilities. All of  the new drives are built with 
Western Digital reliability and come with a 
three-year limited warranty.

Western Digital continues to strengthen 
initiatives for its channel partners in India 
to help them expand their operations and 
fortify their success. 

The company has also introduced 
exciting new rewards programs for its 
channel partners across all the industry 
segments that it operates in the country. The 
newly launched rewards programs include:

SanDisk League of  Heroes (SLH): 
SLH is created for recognizing and rewarding 
the best performing channel partners in 
the consumer segment. It will run for the 
whole year (2020). Each quarter represents 
a mission consisting of  a number of  stars 
that can earn the partners attractive rewards. 
The SLH program consists of  rewards, 
booster rewards, and medallions that can 
earn exciting prizes.

Western Digital Elite Partner Promo: 
This program is for enterprise SIs and VARs 
who provide complete storage solutions to 
the customers. It is an annualized rewards 
program with quarterly rewards based on 
performance for the channel partners who 
sell Western Digital Ultrastar HDDs, SSDs 
and storage platforms and server portfolio 
that includes our JBOD, JBOFs, Ultrastar 
Serv24-A, and Ultrastar Serv60+8.

myWD Partner Program: myWD 
Partner Program is a highly successful 
rewards program that engages with partners 
within the IT and surveillance channel. 
Under this campaign, 6000 partners 
participate under a time bound, two-way 
communication based rewards platform and 
get trained on select, WD-branded products.

Over the years, Western Digital has been 
consolidating and segmenting its channel 
partners for growth in key channel networks 
ranging from mobile retail, IT, surveillance, 
and enterprise channel networks. 

The company is committed to working 
towards introducing more rewards programs 
and initiatives designed for the success of  its 
channel partners. n

KHALID WANI, Direct Channel 
Sales, Western Digital India, 
says, “People today want a 
storage device that matches 
their lifestyle: compact, 
snazzy, yet reliable. From 
listening to our customers, 
we keep innovating and 
introducing attractive 
products for them. Our 
award-winning My Passport 
line is now enhanced with 
the slimmest 5TB portable 
hard drive in the WD brand 
portfolio. As the study points 
out, people find the process of 
backing up data inconvenient 
and time-consuming. Our new 
My Passport addresses this 
concern and offers automatic 
back up, where a user can just 
pick the time and frequency to 
back up important files from 
their system onto their My 
Passport drive.

“We run one of the strongest 
and most successful partner 
programs in the channel 
today. The key to this is our 
clarity and a sharp focus 
on a two-way partnership, 
and on our mutual success. 
We continue to reinvent the 
way that we work with our 
partners, and it is exciting 
to see that our efforts 
are paying off, across our 
channel partner spectrum,” 
said JAGANATHAN 
CHELLIAH, Director, 
Marketing, Western Digital 
India

FACE TO FACE
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VAR BUZZ

PLEXONICS TECHNOLOGIES APPOINTS SAVEX 
TECHNOLOGIES AS THEIR NATIONAL DISTRIBUTOR

Plexonics Technologies Ltd, an ISO 
9001:2008 and ISO 14001:2004 certified 
company with a focus on the fields of  IT 
Networking and Security, appoints Savex 
Technologics Pvt Ltd as its distributor for 
Enterprise Networking and Surveillance 
Cameras in India.

Commenting on the appointment, 
Balakrishnan Kuppuswamy, Director, 
Plexonics Technologies Ltd, said,  
“We are thrilled to appoint Savex as one of  our 
National Distributors for Plexonics Products. 
Their robust channel support mechanism will 
add immense value to our Supply chain. We will 
now be able to extend the combined benefits to 
a much larger customer base.” 

Anil Jagasia, Founder and Chairman, 

Savex Technologies Pvt Ltd, said, “We are 
glad to sign up as National Distributor for 
Brand “Plexonics” who are the one of  the 
leading OEM for Enterprise Networking and 
Surveillance Cameras in India. The company 
strength was mostly in to Government and 
Enterprise segment. We will be soon aligned 
with Plexonics team region wise and with a short 
notice of  time their team will organize training 
through Online/Onsite. Since we are promoting 
Surveillance cameras first time, we will also have 
demo labs arranged on various cities across 
India.”

Savex Technologies Pvt Ltd, established in 
1988 is continuously evolving ever since. Savex is  
one of  the largest Information and 
Communication Technology distributor in 
India. Headquartered in Mumbai, the company 
has 39 sales offices and 42 stock locations, a 
sales force of  over 400 and 7000+ partners in 
700 cities. 

With 30 years of  experience in the Indian 
ICT Industry, our core strengths lies in the 
selection of  the Best breed of  Products and 
Solutions, Seasoned Team with knowledge and 
expertise along with Cutting Edge Technology 
and rigorous process control. It focuses on 
Solution Selling and Security Services with 
strong Logistics and ability to deliver in 700 
cities in India and globally over 200 countries in 
local currency. Savex also has a network of  over 
20000 engineers as a part of  our extended team.

The Leadership Team comprising of  experts 
like Anil Jagasia (Founder and Chairman), Jayant 
Goradia (Managing Director), Devang Pandya 
(CTO and Director), Raunak Jagasia (Director 
Enterprise Business and Alliance), Mahendra 
Wahile (Director) and Saurabh Naik (Director), 
providing guidance, the company has been able 
to maintain trust and integrity in the market.

BALAKRISHNAN KUPPUSWAMY
Director, Plexonics Technologies Ltd,

ANIL JAGASIA
Founder and Chairman

Savex Technologies Pvt Ltd,

Plexonics Technologies Limited is a leading 
provider of  IP-based Networking/Security 
products and solutions for small-to-medium-
sized businesses, enterprises, government and 
SOHO markets. Plexonics aims to be the Pioneer 
of  IP Innovation in the global market. The 
management team of  the company comprises 
of  intellectual people with a vast experience, 
in the fields of  Security and IT products Sales, 
Product Development, Manufacturing and 
Financial Management. 

Plexonics, holds major Certifications in the 
industry like UL, cUL, ETL, STQC, ISO, CE, 
EN, FCC, RDSO, BIS etc., and is one of  the most 
reputed brands in India having major clients 
like BISAG, ELCOT, GIL, TN Police, Prisons, 
TNHSP, DTE, High Courts, Cooperative bank, 
Railways, RailTel, BSNL, Smart cities, Indian 
Airforce, Defence, etc. n

PRODUCT & SOLUTIONS - PLEXONICS
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HONOR strengthens its IoT strategy 
with new smart devices

HONOR strengthened its all-scenario IoT strategy with the launch of  
a comprehensive product line. The HONOR 9X Pro, the first HONOR 
smartphone pre-installed with the Huawei AppGallery - among the 
world’s top three app stores - marks the start of  an intelligent, mobile and 
interconnected ecosystem for HONOR users. HONOR also announced 
the global availability of  the HONOR View 30 Pro, the first HONOR 
smartphone equipped with the Kirin 990 5G chipset, and introduced the 
brand new HONOR MagicBook Series with two sleek and lightweight 
laptops in a powerfully 
compact package for 
creators on-the-go, and 
the True Wireless Stereo 
(TWS), HONOR Magic 
Earbuds for fitness 
enthusiasts. In addition, 
the HONOR MagicWatch 
2 will now be even more 
customizable with a new 
line of  watch straps called 
EasyFit Series, and it 
will also come with new 
health tracking functions. 
To support its goal to orchestrate a one-stop, all-scenario intelligent living 
ecosystem for young people around the world, HONOR commissioned 
Canalys to conduct a study into intelligent living trends in Europe. 

“Our unique portfolio of  smart and cutting-edge products has 
expanded our IoT ecosystem and created a ubiquitous and seamless 
experience for our global customers,” said George Zhao, President of  
HONOR Global. “According to research conducted by Canalys, 41% of  
surveyed respondents carry more than one smart device while at work 
or on-the-go, and this increases to 68% while they are at home. This 
demonstrates an increase in demand for more intelligent and digital 
experiences. From smartphones to wearables and notebooks to personal 
audio devices, HONOR is now the go-to brand for the needs of  digital 
natives all around the world.”

Xiaomi unveils Redmi Note 9 
Pro Max and Note 9 Pro

Xiaomi has announced the ninth generation of  their Redmi Note series 
smartphones in India. With an aim to fuel technological development 
and adoption locally, Redmi Note 9 Pro series brings support for ISRO’s 

indigenously developed 
navigation system, NavIC.

 Anuj Sharma, Chief  
Marketing Officer, Xiaomi 
India, says, “Redmi Note 
series has been the torch 
bearer of  innovation for 
everyone. Redmi Note 8 
series set new benchmarks 
continuing the Redmi Note 
legacy and evolved as one of  
the most sought after series. 
In 2019, Redmi Note 8 Pro 
became India’s No. 1 Quad 
Camera smartphone and 
Redmi Note 8 went on to 
become the No. 1 Android 
smartphone globally. We 
are especially excited about 
Redmi Note 9 Pro Max as 
we push the boundaries of  
innovation across hardware 
and software in its segment. 
We are especially proud of  
our deep partnership with 

ISRO which allows us to bring India’s first navigation system, NavIC, to 
our Mi fans and consumers. Redmi Note 9 Pro series is built for true Mi 
Fans and we hope they would appreciate this perfect amalgamation of  
Aura design, Pro Cameras and Max Performance as we continue to bring 
the best specs with highest quality at honest pricing.” 

Availability
 Redmi Note 9 Pro Max will be available in three colour variants, 

Interstellar Black, Aurora Blue and Glacier White in 6GB + 64GB, 6GB + 
128GB and 8GB + 128GB storage variants for INR 14,999, INR 16,999 
and INR 18,999 respectively across mi.com, Amazon India, Mi Homes 
and Mi Studios starting 25th March.

Redmi Note 9 Pro will be available in three colour variants, Interstellar 
Black, Aurora Blue and Glacier White 4GB + 64GB and 6GB + 128GB 
storage variants for INR 12,999 and INR 15,999 respectively across 
mi.com, Amazon India, Mi Homes and Mi Studios starting 17th March.

iQOO 3 powered by Snapdragon 
865 will be available on Flipkart

iQOO has announced that its first product, iQOO 3, will be 
available in India on Flipkart and iqoo.com from February. The high-
performance smartphone will be India’s first device with the latest 
Snapdragon 865 chipset providing 5G capabilities. iQOO is committed 
to fulfill the needs of  performance-focused Indian consumers with 
outstanding products. The soon to be launched iQOO 3, intends to 
offer a distinct proposition in the premium smartphone segment with 
industry-first features.

The iQOO 3 will be the perfect combination of  smartphone 
performance, offering future-ready 5G capabilities. Apart from being 
India’s first smartphone offering the latest Snapdragon 865 SoC, the 
iQOO 3 will also feature best-in-class performance, an enhanced 
camera, long-lasting battery life, and unmatched gaming experience.

Commenting on the partnership, Gagan Arora, Director-
Marketing – iQOO said, “iQOO has been created to deliver a unique 
experience to young, technology-savvy consumers. iQOO is born to 
be a challenger just like its users, and the entire design process is guided 
by the evolving needs of  these consumers, who desire for best-in-class 
performance. iQOO phones are built for those consumers who are 
naturally skeptical of  the status quo and are constantly seeking to 
improve themselves.” 

 The brand will offer a strong portfolio of  devices equipped to 
manage high-powered applications and use cases. With the brand’s 
motto “I Quest On and On”, products from the house of  iQOO will 
offer an impressive mix of  best-in-class performance and industry-first 
specs.

LG unleashes 2020 K Smartphone series
LG Electronics launched the new 2020 K series smartphones which 

includes K61, K51S and K41S. These devices are packed with upgraded 
cameras, multimedia functions and improved all-around performance. 
LG’s 2020 K series will be available starting in Q2 in the Americas 
followed by key selected markets in Europe and Asia.

All the smartphones come with a rear quad-camera array consisting 
of  a high-resolution main camera, wide angle lens, depth sensor and 
a macro lens, a first in the K series. The 48MP main lens in the top-
of-the line K61 is the highest resolution camera ever offered in an LG 
smartphone while the 32MP camera in the K51S also surpasses the 
pixel count of  any previous LG phone.

The K61 delivers a 6.5-inch 19.5:9 FHD+ FullVision Display while 
the LG K51S features a slightly narrower 6.5-inch 20:9 HD+ FullVision 
Display, both featuring an unobtrusive punch hole cutout for the 
camera while the LG K41S features a 6.5-inch 20:9 HD+ FullVision 
Display. All three 2020 K series phones are designed with cinematically 
proportioned displays with thinner bezels than their predecessors to 
improve the immersive viewing experience.

Each device comes with a 4,000mAh battery, DTS:X 3D Surround 
Sound for realistic 7.1-channel experience with headphones and MIL-
STD-810G standard for durability.

VAR MOBILITY 
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BD SOFT IS PROACTIVE IN DELIVERING 
TRANSFORMATIVE SECURITY TECHNOLOGIES 

BD Software Distribution (BD Soft) is 
the country partner in India for Bitdefender 
solutions, a global security technology company. 
The value added IT software security distributor 
offers industry-leading consumer and enterprise-
level solutions in Indian market. 

With channel partners, BD Soft focuses on 
comprehensive protection from malware and 
cyber threats to government and educational 
organizations, businesses and consumers. Zakir 
Hussain – Director, BD Soft India reveals the 
challenges the company faced, the current 
security market, digital future of  the company 
etc.

Hussain feels that India is rapidly transforming 
into a digital society and protecting the constantly 
growing amount of  sensitive data has become 
an essential question for all organizations. 
Enterprises in India are spending more on 
information security each year and are keenly 
looking at innovative tools to defend themselves 
from cyber-attacks and threats. So in lieu of  
these market observations, the IT distribution 
companies are working upon many criteria that 
will help in scaling the new levels of  safeguarding 
the security concerns of  the companies.

“IT Distribution companies are making 
significant investment in creating a very 
progressive and robust cyber security offering, 
because we feel it is part of  our core charter to 
help business leaders understand any risk to their 
business. This is an extreme sensitive part of  
a business - not driven by technology, but that 
must be managed through technology. Our main 
goal in India is to offer a wider range of  cyber 
security and allied solutions strengthening our 
capabilities for our clients. CXOs must be given 
every advantage in making the right decisions to 
invest properly in securing their company. We 
know our clients (Corporates/SMEs/BFSI etc.) 
need this,” comments Hussain.

CHALLENGES AND 
CREATING AWARENESS

According to Hussain, there are many 
security solutions catering to the needs of  
the businesses. However, companies or end 
users lack understanding of  what will suit their 
requirements. He says, “Our main agenda is 
to make people understand the‘right security 
solutions’ suiting the ‘right type of  businesses’, 
howif  not undertaken correctly, can hamper in 
the long run. India right now is moving very 
swiftly towards Digital India, but lacks the 

security framework.We are coming up with 
marketing campaigns building awareness on the 
subject, and help executives understand how to 
invest proactively, ‘instead of  reactively’. We need 
to make consumers understand what is at stake, 
where potential areas of  concern are and what 
must be put in place to mitigate risks.”

BD Soft has launched education programs 
to spread awareness among its clients. Believing 
in prevention is better than cure BD Soft has 
brought the programs. Hussain perceives, “It has 
already been an eye opener to see Tier 2 markets 
having higher infection rates as compared to Tier 
1 markets which could be an alarming situation 
in future. Currently the awareness level amongst 
many is almost negligible and it is for this reason 
BD Soft has decided to launch its Education 
program. The plan is to cover the vast spread of  
the new Metros. However at the bottom-line, the 
main challenge remains, insufficient awareness 
and also being intangible it’s hard to grasp and 
looks complex.”

SPREADING BUSINESS
Planning to tap tier 2 and tier 3 cities, BD 

Soft is boosting its online security strategies. “At 
a time when businesses are increasingly getting 
connected to the internet and in the process 
confronting challenges to secure their networks, 
it makes perfect business sense for BD Soft to 
tap the new business Markets – Tier 2 and Tier 
3 cities.  Small towns have become key business 
hubs - Jaipur, Ludhiana or Lucknow, have several 
SMEs and Start-ups growing at an exponential 
rate. The growing markets have overall neglected 
online security. To take the distribution to the 

small towns, we have been rapidly expanding our 
reach and also channel network. Parallel, to this 
we have also been undertaking special Training 
of  our alliances/partners to ensure the final mile 
delivered to the TG. Being the market leaders, 
we will continue to equip our channel partners 
with useful tools and first-hand information 
about technologies/trends and market changes 
that give them edge over competition,” Hussain 
remarks.

FUTURE ROADMAP 2020
In this cyber security world, Hussain believes 

that the dangers lurking in the Smart Home, 
because of  glaring holes in device security have 
been widely publicized.  Solutions, that help 
Smart Home security, especially for the connected 
devices – IOT, has started gaining momentum 
too. Hussain points out, “For BD Soft, we have 
added these products – DLP, EDR and MDM 
to our extensive portfolio of  security solutions, 
and further strengthening our position in the 
Indian Markets. DLP (Data Loss Prevention) 
has played a proactive role, in decreasing the 
risks of  data leaks, by discovering, monitoring, 
controlling, and securing sensitive data. SMEs/
SMBS especially the BFSI sector have started 
looking at DLP Solutions seriously.”

TO CONCLUDE 
BD Soft’s mission is to deliver transformative 

security technologies to the users and 
organizations. Hussain realizes that with the ever-
changing threat landscape, security concerns are 
on the rise. This is prompting organizations of  
all sizes to invest in security technologies and be 
proactive than reactive. n

"Our main agenda is to make 
people understand the ‘right 
security solutions’ suiting the 
‘right type of businesses’, how 
if not undertaken correctly, can 
hamper in the long run. India 
right now is moving very swiftly 
towards Digital India, but lacks 
the security framework."     

ZAKIR HUSSAIN 
Director, BD Soft India 
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In a chat with VARINDIA, DHIRENDRA 
KHANDELWAL, FOUNDER & MD, E Square System 
& Technologies talks about his journey in the 
industry, challenges, success mantra, his plans for 
2020 and future roadmap

Dhirendra Khandelwal, an NIT, Rourkela alumni & visionary, 
thought of  founding a technology firm that would transform the 
technology adoption of  an organization giving it momentum for future 
innovation and disruption. In the year 2000, Dhirendra incorporated 
E Square System & Technologies in Balasore, focusing on System 
Integration and IT Solution. The organization initially concentrated 
in providing System Integration solutions to predominantly 
Government, Defense, Healthcare, Utilities, Education and Process 
Industries. 

As a strategic move E Square expanded its business services to 
Bhubaneswar where it successfully set new standards and excelled in 
the area of  technology services.  In space of  ten more years, E Square 
has executed prestigious projects across India and is investing heavily 
in implementing new technologies like AI, ML, Big Data, Cloud, and 
Cyber Security to maximize the digital efficiency and security of  its 
clients.

For its excellence in being one of  the leading digital transformation 
solution providers, E Square has received recognition in many 
celebrated forums. Recently, E Square has been conferred with Times 
Business Awards 2020 as the “Best Cloud & Digital Transformation 
Solution Company of  Eastern India”. E Square has received 
accreditation from multiple international organizations like CMMI 
SVC/3, CMMI Dev/3, ISO 9001:2015, ISO 20000, ISO14001& ISO 
27001:2013.

What are the challenges you have 
faced during these years?

During our 20 years of  system integration and technology 
servicesjourney,we have overcome a lot of  challenges to establish 
ourselves as a preferred  IT partner of  our clients. Most tough challenges 
have been finding the right team, modernization of  government 
departments, building a client basein thecompetitive market to name 
a few. Learning from our past experience and collaborating with the 
technology giants proved to be vital for ourbusiness success.

How do you stand apart from the competition?
For more than 20 years E Square has helped Government 

Departments, PSUs and SMBs to solve business challenges through 
agile and rapid implementation of  technology. The company has 
partnered with leading technology leaders to adopt the latest 
technology for our clients. 

Our success lies in providing the most groundbreaking, cost-
effective and optimized solutions to clients. We have to do innovation 
to go to the next level of  business.

“CUSTOMER 
ENGAGEMENT, 
SATISFACTION AND 
INNOVATION IS THE 
KEY BUSINESS DRIVER 
FOR ESQUARE”

Kindly mention any landmark project executed 
by E Square System & Technologies.

Some landmark projects executed by E Square are implementing 
e-office to facilitate office automation and paperless office, Data 
Center & Disaster Recovery for numerous PSUs, executed Modern 
Record Room at more than 200+ number of  tehsils across Odisha 
which will modernize management and enhance the transparency 
of  land records, Emergency Response Center & Ambulance Service 
for Govt. Of  Odisha, Data Center & LAN for Odisha Secretariat 
Workflow Automation System (OSWAS) 2.0 and Web Portal, Mobility 
Solutions, Process Automation & IT Infrastructure for HPMC.

What is your success mantra?
Customer engagement, satisfaction and innovation is the key 

business driver for E Square. Our vision is to enable enterprises and 
empowering people. We also focus on satisfaction, reskilling and up 
skilling of  our team as they are the backbone of  the company” he 
added.

What are your plans for 2020?
After receiving immense response from the market, E Square has 

set up a Digital Center of  Excellence on emerging technologies to 
drive technology innovation and garner focus on the global technology 
market. To take E Square to new heights we will be investing in our 
team in using newer technologies.  

What is your future roadmap?
In the long run, we are focusing on quality, service and value - 

not the lowest price. Also, we are continuing ourinvestment in the 
development of  your staff  – encourage skills development and 
lifelong learning culture. To give back to society E Square has done 
numerous CSR activities like the STEM lab at Government ITI to 
provide students with access to the latest IT system. n

"OUR SUCCESS LIES IN PROVIDING THE 
MOST GROUNDBREAKING, COST-EFFECTIVE 

AND OPTIMIZED SOLUTIONS TO CLIENTS. 
WE HAVE TO DO INNOVATION TO GO TO 

THE NEXT LEVEL OF BUSINESS"

FACE TO FACE
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MOVERS & SHAKERSENTREPRENEUR 2.0

Nokia CEO Rajeev Suri to resign
Nokia’s CEO Rajeev Suri will step down from 

his post on August 31, 2020 and will serve as an 
advisor to the Nokia Board until January 2021. 
The announcement of  Suri’s resignation to 
pave the way for Pekka Lundmark was made 
on Monday. 

After serving for more than a decade as 
President and CEO of  Nokia and Nokia Siemens 
Networks, Pekka Lundmark will wear former’s 
shoes in the global role, the company announced.

Suri indicated earlier to the Nokia's Board of  Directors that 
he was considering stepping down from his role at some point in 
the future, provided a solid succession plan was in place. Rajeev 
Suri will resign from the post after spending 10 years at the top 
position.

Rajeev Mittal To head Autodesk India 
Rajeev Mittal to lead Autodesk as the Managing 

Director India & SAARC . Rajeev has more than 
3 decades of  experience in IT industry. Rajeev 
has been recognized as leader with deep 
understanding of  emerging markets, building 
businesses and high performing teams, nurturing 
talent in the technology world.

Under Rajeev’s leadership UiPath had shown 
unparalleled among software companies, Reason of  
UiPath’s ease of  use, scalability and open platform, the 
company has cultivated the world’s largest RPA community exceeding 
5,000 customers, including more than 50 per cent of  the Fortune 500 
and eight of  the Fortune 10. As the hot bed of  RPA talent, India serves 
as a strategic location and investment for the company and houses 
UiPath’s second largest engineering development center. 

Ashutosh S Kapoor Joins Softmotive as 
MD - India & South Asia 

Ashutosh S Kapoor to head the India 
operations of  the Greek Automation leader 
Softmotive as the Managing Director- India 
& South Asia. He will be based in Bangaluru. 
Softomotive had recently named a strong 
performer among Robotic Process Automation 
Vendors for helping to shape a future-proof  
career for professional “students” and enable career. 
Softomotive Academy won the SILVER award as Best Software at the 
e-Volution Awards 2020.  Ashutosh has 24 years of  experience in the 
area of   Sales, Alliances, Channel, Product Management & Marketing 
experience and Entrepreneurship. He is a well-networked Professional 
with a track record of  business-impacting results.

Leo Joseph to head XEROX as the 
Managing Director, India 

Leo Joseph to spear head Xerox India as 
the managing Director-India. Prior to Xerox, 
Leo was working in HP India Sales as the Sr. 
Director in the printing systems and solutions.

According to his colleagues, Leo was one of  
the coolest bosses if  someone had ever worked 
with. Leo is exceptionally cool headed under extreme 
duress, he does not believe in passing on the buck.

Leo has a rich experience of  more than two decades. He had 
strategized and leading the sales in India across the large enterprise 
and government customers for the entire HPI products and solutions 
portfolio. He was also responsible for the Solutions and Services 
organization for India.   

“APPROACH HAS TO BE CORDIAL, SUBMISSIVE 
AND HUMBLE WHICH IS A KEY POINT TO LEARN”

In a chat with VARINDIA, UMANG LALANI, Director, Lalani 
Infotech has opened up his mind about his journey in the 
organization, changes that he had bought and challenges 
faced by him. Coming from an engineering background, Umang 
focuses on expanding the distribution system of the company.

How was your journey in the organisation?
My journey has been fantastic; it has been a learning each day. Learning 

from my father, peers, employees, competitors, OEMs and industry seniors. 
Even after almost 12 years, I still feel I have barely learnt 12% and still 
have so much to go. There have been highs and lows, and each came with a 
lesson that nothing is forever in this industry, you have to keep changing and 
innovating as per future requirements.

Coming from the new generation, what are the changes 
you had bought in the organisation?

I realised that computing and mobility was converging. I started Mobility 
and Telecom products and services in the organisation. Later on, as e 
commerce business boomed, we also became very prominent players on 
key marketplace platforms. 

What are the major challenges you have faced when 
you have started your journey as a second generation 
entrepreneur in the company?

Discovering the “Why” is the first challenge that every second generation 
entrepreneur faces when he enters his company. He must first discover his 
“Why” for doing this business, as the first generation had different set of  
reasons for starting it in the first place. That was a challenge with me as well.

Then as you come in, there are already lot of  senior resources in the 
company who would form opinions about you and wouldn’t want to be 
interfered with. Realising that it is natural and that your approach has to be 
cordial, submissive and humble is a key point to learn. I had to learn how to 
communicate appropriately irrespective of  their post and position.

Since I came from an engineering background, initially, I ran from 
numbers and financial statements, as I found them extremely boring to go 
through. Learning how to read financial statements is very important.

 What are the transformations you want to bring in the 
organisation and please share the roadmap for one year 
down the line?

We would grow our end customer businesses including sales and services, 
expand our distribution reach by purely focussing on width and not depth 
of  distribution and add futuristic products with a knowledge, experience or 
service connect to it so that we can stay relevant even after sales are done.

We want to make our organisation more efficient, process oriented and 
customer focussed.
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