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he dream of every retail business is to be open for business throughout
the day without facing the challenges associated with a 24 hour retail
operation. The advent of digital makes this dream come true for most
businesses; in fact many businesses are already living the dream.
For those that haven’t yet caught up, catchphrases such as cloud, big data, hosted
services has them curious; the latest in these catchphrases being the digital economy.
Experts say if you’re not in it, embracing it, driving it, you’re not doing business. Your
customers aren’t communicating with you and you’re certainly not reaching them.
Which brings us to a shift in business focus towards the customer. The client owns
the relationship and if you as a business or government entity don’t realise that, you’re
nowhere. This whole new way of interacting happens across social media, mobile
devices and the internet. The cloud brings it all together. Well, ignore it at your peril.
But, you may ask, how do I get into this disruptive digital economy? The first step is
finding a partner who can guide you and provide the tools that you need to play in this
particular sandpit. Not only the technology, but the network that it runs on. And the
cloud – which makes true mobility possible.
Note that we’re not just talking about large enterprise or public sector here, the
same customer-oriented business focus applies equally to SMEs; because the cloud
and mobility make it possible – and affordable – for any size of business to play in the
digital economy. Access to an advisor to guide them on their digitalisation journey
is particularly important to small business, equally so for large enterprise and public
sector, who rely on good advice when it comes to setting up a solution that is a good
fit.
Connectivity is key in the digital economy and king is the partner that can provide
this. Since simple connectivity has evolved to omni-connectivity - be it WiFi, or mobile
or satellite or whatever it may be, the experience should be seamless. Vodacom has
global networks, underpinned by the bedrock – cellular, and as the Vodacom Business
Chief Officer Vuyani Jarana says, fibre will enable the rise of smart infrastructure to
facilitate broader Internet of Things adoption.
Naturally, no Vodacom publication would be complete without a glimpse into
the Africa opportunity. Connecting companies with their customers, suppliers and
colleagues with one another regardless of where they’re located. Again, connectivity,
mobility, data, the cloud, and most importantly security, come into their own. This is
just the start of something BIG.
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PRIME FOR THE

DIGITAL
ECONOMY

Many technology players talk a big game.
But few can claim the experience and
understanding Vodacom Business brings to
the table.
BY: JAMES FRANCIS

Mobility is in our DNA,” says Vuyani Jarana,
alluding to Vodacom’s propensity to embrace
the digital economy. To the Chief Officer of
Vodacom Business, it represents a genuinely good force in
the world.
“The digital economy is characterised by an environment
where a lot more consumers and citizens are able to
engage with government and service providers through
online channels with a variety of devices. They can also
connect through peer-to-peer collaboration such as social
networks. These are happening through digital platforms,
such as mobile devices, traditional web, apps and so on.”

In bed with digital

The comment inevitably leads to the question of Vodacom
Business’ positioning – something Jarana has little doubt
about. Vodacom has a very favourable alignment with
the digital economy: it’s a communications company, a
consumer company, an infrastructure company and a
business company. The nuts and bolts of the digital epoch
rattle in its toolbox.
“At Vodacom Business, we provide ‘business to business’
(B2B) services, but also enable ‘business to consumer’
(B2C) by virtue of creating platforms for enterprises to
interact with their customers. We sell services that may be
enterprise, but are also consumed by consumers, such as
mobile devices, and internet services. That gives us deeper
insights into the workings of the evolving digital economy;
after all it’s the people who consume services produced
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by businesses, organisations and government. Mobility is
in our DNA: in the African context, mobility is a catalyst for
digital engagement, we are well positioned to enable clients,
in a B2B relationship to be more successful in their own
environment, but most importantly to be able to engage with
their customers on a B2B2C relationship.”
Mobility in this case is interchangeable with technology,
digital enablement, productivity gains and greater enterprise
agility. Thanks to the broad reach of the larger organisation,
not to mention parent company Vodafone, Vodacom
Business is one of a handful of establishments that can offer
true end-to-end insights and solutions. Its investments in
leading solution integrators such as Stortech only galvanises
that position.
“Our technology capabilities, investment in fixed networks,
and mobile heritage – these give us a strategic advantage
for our customers to leverage. It lets us stay ahead of the
market. We’re very focused on foresight. What are the
trends, the next wave of evolution in the digital ecosystem?
Being part of Vodafone helps us pick up trends evolving
in different parts of the world readying us for the future,
as we’re part of a bigger community. But we’re not aiming
to be everything to everybody, developing alliances and
collaborative partnerships to unlock value for our customers
is part of our operating philosophy. We partner with
people and companies with the insights and capabilities
that complement ours. Delivering the right solution to our
customers, at the right quality within expected timeframes,
consistently, is our key focus,” he says.

Vuyani
Jarana
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The digital economy
is characterised by an
environment where a lot
more consumers and citizens
are able to engage with
government and service
providers through online
channels, using a range of
access devices. High speed
mobile broadband networks,
Smartphone penetration,
mobile payments and
ecommerce platforms are
driving digital engagement.
Vuyani Jarana

The key foundations and enablers of a digital
economy are cloud computing infrastructure,
smartphone penetration, high-speed broadband
networks, mobile payments and e-commerce platforms
as well as e-government solutions. Sectors of significant
opportunity and benefit in a digital economy are
healthcare, education, retail and SME enablement.

The healthcare context

Visibility of stocks in clinics that are geographically
spread all over the country, limited human resources in
terms of clinical professionals, ensuring that the referral
system across the tiered healthcare system functions
optimally, as well as dealing with fragmented patient
health records, are some of the major challenges faced
by our healthcare system.
Healthcare, alongside education, consumes one of
the biggest budgets from the fiscus. The incremental
costs of the public healthcare system do not always
translate into improving patient health outcomes,
instead the increasing costs of healthcare have an
inflationary effect in the economy without a concomitant
improvement in overall healthcare conditions of the
population. Limited use of technology and a lack of
integrated patient health records are making the
healthcare system inefficient and prone to costly
leakages, thus putting pressure on the whole healthcare
value chain, while at the same time public finances are
under pressure everywhere.
Digital transformation can help enable better patient
care at a lower cost. Digital technologies don’t just help
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to prevent and cure illnesses: they can make healthcare
systems more efficient, sustainable and effective, too.
There is consensus in terms of the need to deploy the
integrated national health information system, often the
challenge is in the perceived complexity, risks and costs
of deploying such a system. Vodacom’s view is that with
cloud-based services and rapidly expanding high-speed
mobile broadband networks across the country the risks
of project failure are minimised. Moreover government
could adopt an opex based model where there is no
substantial upfront capital outlay, which further de-risks
the project.
“Understanding the healthcare challenge, we
didn’t simply fold our arms and wait for a government
tender; we built a cloud-based mobile health capability
that helps governments, NGOs and private sector
organisations improve health outcomes without heavy
capital investments. Through our mHealth solution
we’re able to track visibility of medical stock in clinics
across continental Africa. We monitor the condition of
medical stock such as vaccines to ensure they’re within
the efficacy prescripts before they’re administered
to patients, as well as blood condition monitoring and
intelligent reporting. We support community healthcare
workers with technology to ensure accuracy of patient
data and that vital information is shared seamlessly with
clinical professionals,” says Jarana.
“Many municipalities collect health information, the
Ward Based Health Information Systems for example,
and a lot of that is still paper-based, clunky and prone to
errors and data losses. Through our platform we enable
and digitise this information and make it easily accessible
and actionable. For this we don’t require any upfront
capex, clients simply pay for what they use. This is our
contribution to healthcare in this country, and this is
digital enabled by mobility and cloud capability.”

The education context

Digital technologies are dramatically changing the
education sector and offering new ways to provide
education and training. The rise of innovative business
models and services, in areas such as life-long learning,
e-learning, learning apps and gamification, are offering
new opportunities for organisations to reach their
customers. Digital technologies mean that education
providers can offer more personalised, easily accessible
and tailored products and services.
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For any small business to thrive in the
digital economy, adopting cloud-enabled
online, e-commerce and related solutions is a
critical investment decision. For SMEs digital
is all about online presence, identity and
responsiveness.
Vuyani Jarana

For public sector education in South
Africa, digital technology is opening a new
chapter, children from rural and urban, rich
and poor communities will have access to
the same online education resources, thus
helping leapfrog the upheavals of a lack of
infrastructure, such as libraries. It’s all going
virtual and digital.
“At Vodacom, we’re making a contribution
with our free education portal
(www.vodacom.co.za/e -school), that gives
every child in the country access to free
education resources. Our one tablet per
child education solution will enable both
government and parents to give our children
the best start in life – a better education.
The good thing is that deploying digital
education doesn’t require new budgets from
the fiscus, it’s simply redirecting budgets
used to produce paper-based textbooks into
producing and deploying digital curriculum
content through technologies such as
ePubs, thus bringing greater savings and
scalability to the education system. With
digital technologies, the possibilities are
endless,” he says.

Retail Context

Digital technologies underpinned by
high-speed mobile broadband networks
are transforming the retail sector in
unprecedented ways. Some parts of the
retail value chain are disappearing very
quickly due to the development of the digital
channel and maturing e-commerce and
payment systems. Music chain stores, as
well as music as a physical stock-keeping
unit, in traditional retail are disappearing
very quickly. In their place, new digital malls
such as Deezer and Spotify have sprung up
taking advantage of the digital revolution.
People buy music online and only buy the
tracks they like, this is putting pressure on
both artists and record companies to be at

their best. “Gone are the days when people
will buy a full album just because of one hit
song they like, today customers only buy that
one song. Today, artists can produce and
publish a song, list it in the digital mall and
popularise it through social networks without
a record company’s involvement. This is a
digital revolution and at Vodacom we’re at the
centre of it,” says Jurana.
Digital technologies and the proliferation
of payment methods to include solutions like
mPesa are expanding the online shopping
market and breaking down geographical
e-commerce boundaries. With ‘click to buy’
online capabilities, national retailers are
competing head-on with global retailers who
leverage online demand aggregators, such
as AliExpress, to open new global markets
for them. “To open more markets beyond
the national border, going online and going
digital is not an option; it’s an imperative. At
Vodacom we’re well placed to support our
customers as they transition into the digital
domain.”

The enterprise vision

So what is the state of play for enterprises?
Jarana sees their future reflected in how they
consolidate their customer vision. Multi- and
omni-channel engagements are key, but
not only to satisfy customers. Disruption is
a fundamental characteristic of the digital
economy, as it enables more entities to
compete on the same level. For example, a
mass retailer may encounter competition
from smaller ‘middleman’ operations using
digital platforms and partnerships to create
their own shopping experience.
Companies not engaging in digital
channels will soon find themselves
irrelevant. But it’s a challenge for
enterprises, buoyed by legacy platforms.
Jarana sees the cloud as a good remedy
for this.
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“Moving towards cloud-based services lets you
create horizontal and industrial scale platforms on
which vertical industry solutions can be mounted. If your
backend is configurable, dynamic and capable, you can
do a lot more at the front. Cloud makes this possible and
also makes scaling simpler, because capital expenditure
is not an issue anymore.”
Yet it’s not simply a technology change: “This is an
operating model, a culture, even a philosophy that
enterprises and governments should adopt to serve
customers and citizens in the best way.”
Customers want seamless experience across
channels, from contact centres, retail to digital
engagement, they want a trail of evidence with seamless
handovers from one channel to another without having
to restart the transaction or restate their case or
requirements. Enterprises must gear themselves for this
era where most customers want limited to no physical
contact with their service providers yet they expect
great service. Migrating to agile computing systems,

-

-

-

such as cloud computing, is indisputably one of the key
decisions an enterprise needs to take in order to enable
digital.

Lifting SMEs

Enterprises must pivot towards the digital economy,
because it may leave them on the back foot for good
reason: it offers a particular boon for smaller companies.
SMEs stand to benefit the most from technology. Already
barriers to entry have been reduced as costs come
down and large business tools become available to more
compact players.
“A digital economy enabled by cloud is a big
opportunity for SMEs. Look at the hospitality industry:
we can take a bed-and-breakfast (B&B) business,
connect it to global booking systems and help establish
payment methods. It’s about identity, presence and
responsiveness – that creates opportunities, as all of a
sudden the B&B gets access to markets they never had
and occupancy rates improve significantly.”
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Jarana says that the cost benefits are a
given: for a small business to thrive in the
digital economy, it should take advantage of
cloud and related services.
“We should not focus on enabling SMEs
just with Infrastructure as a Service. The
model we use for SMEs is based on strong
partnering. We look for solutions and
partners that are well-geared towards
smaller players, researching what SMEs
need.”
It’s not good enough just selling
technology to SMEs. Small companies
flourish when someone travels the journey
with them.

Africa beckons

Speaking of journeys, a pertinent topic for
many is the move into Africa. As the secondlargest continent and home to over one billion
people, Africa represents both great risk
and reward. This has been its draw from the
start, but the picture today is quite different.
African nations have grown to set their own
terms and expectations. A ‘show up and sell’
attitude has become a sure recipe for failure.
Vodacom Business holds pride in helping
companies expand into the continent,
hinging its approach on two strategies:
“Our big focus as a starting point is
to enable investments by providing ICT
services to multinationals, as well as regional
players. As they settle in different parts
of the continent – these are multi-branch,
multi-jurisdiction enterprises – they want to
integrate with their broader network. So no
matter where they are, they want a single
provider that can confidently tie their WAN
together in a secure manner.
“The second area is to focus on horizontal
growth and support in established markets,
which include Nigeria, Tanzania, the DRC,
Mozambique and Zambia. Here Vodacom
Business places emphasis on end-to-end
delivery that covers connectivity, regulations,
local partners and the other facets of gaining
a foothold in a new territory,” says Jarana.
Both strategies are empowered through
Vodacom’s regional hubs, which cover the
African landmass and bring workforce
diversity to truly see things at grassroots
levels. Jarana clarifies: “We have a sense
of the different parts of the continent. We

For a digital economy to thrive, connectivity
is key – and not just any connectivity. Highspeed, reliable and scalable access is the
watershed. Though Vodacom can boast
extensive and robust radio networks, the real
game-changer is fibre.
Vuyani Jarana

have regional hubs to help understand
the different areas and a finger on the
pulse in terms of nuances and operating
philosophy. That is just some of the insight
we bring to the table.
“We have mastered the art of managing
third party ICT vendors even in the most
challenging markets on the continent, from
supply chain optimisation, to managing
third party networks and committing to
stringent SLA. This is what our people
across the continent do to help our
customers build their businesses in their
chosen locations in Africa.”

New business for a new age

Yet what lies at the core of Vodacom
Business? Jarana points to the
misconception that it’s part of the technology
old guard.
“We’re challenging the space from
incumbents, so we can’t just go in with the
same solutions. You have to be a lot more
innovative and offer more than what our
customers are accustomed to from their
current providers. We must address the
real issues the customer is facing. How? By
investing in platforms and philosophies that
are transformational.”

The fibre revolution
For a digital economy to thrive, connectivity is key
– and not just any connectivity. High speed, reliable
and scalable access is the watershed. Though
Vodacom can boast extensive and robust radio
networks, the real game-changer is fibre.
“The capillarity of the network must be extensive
through geography and speed. Fibre provides
that sense of limitless capability,” says Vodacom
Business’ Vuyani Jarana. “There will always be a
role for high-speed mobile broadband. But fibre
is key to meet demand in highly concentrated
areas. That’s why we’re investing aggressively in
the technology. South Africa needs it as part of its
digital economy.”
Examples of this are numerous. Fibre backhaul

can take a lot of pressure off mobile networks and
their spectrum, including offloading through WiFi
hotspots. But it will also deliver new platforms,
particularly in the machine-to-machine space.
Fibre will enable the rise of smart infrastructure and
facilitate broader Internet of Things adoption. It will
also forge a more data-driven landscape, ensuring
the performance that many technology solutions
require.
“This is just the start of something big. Even
the foremost experts struggle to predict the true
impact fibre will have on society. As such it is key
that Vodacom Business stays at the head of the
pack, innovating for our clients as fibre unveils new
opportunities.”
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THE
COLLABORATOR AND

CUSTOMER

Vodacom’s CIO may be part of the business, but he
also wears the hat of its clients.
BY: JAMES FRANCIS

s CIO of Vodacom, Jaydev Chiba sits in a rare
position: experiencing Vodacom’s offerings both
as a collaborator and consumer.
“This is a bit of a two-headed conversation,”
he says. “I’m a CIO, so I represent the CIO community. But
being CIO at Vodacom also gives me interesting insights in
how to leverage what we’re building.”
On one hand Chiba has first choice on many of
Vodacom’s innovations, but on the other he has to help
drive new solutions that make sense for the market –
because they make sense for his own goals. Above all, he
experiences the same challenges as other technology
leaders.

Leading as a CIO

Being in a CIO or equivalent position is a double-edged
sword. One could hardly hope for a better time to be
engaged with technology. But with that comes great
pressure and responsibility to deliver on business
expectations without breaking the bank.
“I’m like all futurists and love getting the latest and
greatest that’s out there. But these things come at a
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cost. The trick is to strike a balance with affordability and
effectiveness. The mantra of delivering for the business
only becomes truer every day. We often talk about a CIO
needing to be a stoic administrator yet also an innovator.”
The role of the CIO has evolved towards being more of
an innovator partnering with business to meet the changing
needs of customers in an increasingly digital economy.
The administrator part has become table stakes and is a
given, any CIO who is an excellent administrator but poor on
innovation and partnering will not be relevant for long.
Customers want to engage with Vodacom through
channels of their choice and yet expect the same
experience across those channels. They express seamless
handover experience from one channel to another. Chiba
says, “Developing IT capability to ensure that at Vodacom
we have a single view of the customer has enabled us to
have a better view of customer experience and transactions
across all channels, whether it’s in the call centres, online,
webchats, Vodacom App or traditional retail. To achieve
this, every organisation needs agile IT infrastructure and
billing engines that provide for convergence of billable
applications.”

Jaydev Chiba

When CIOs have good foresight, working side by
side with sales and marketing, they’re able to help the
organisation achieve greater success through development
and deployment of dynamic ICT solutions that are
responsive to future customer needs.
The CIO’s world of influence in the organisations can
be broken into four major domains of impact, says Chiba.

These are:
1. Market-driven innovation based on foresights
2. Delivering organisational agility to be responsive to
customer needs and first to market
3. Business process transformation leading to cost
optimisation
4. IT governance and security.
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How can a technology make an impactful
change without being excessive?
Jaydev Chiba.

“The advantage of being a CIO at Vodacom is having a
finger in both pies,” says Chiba. “On one hand we’re able
to leverage the category leading solutions that Vodacom
Business offers to its customers, while on the other we’re
able to drive our own transformation which tends to later
become part of the products and services that Vodacom
Business takes to market. The Security Operations Centre
(SOC) is one such example.
“Our customers are heavily steered to engage with us
through digital channels, this means that the commercial
organisation for both consumer and enterprise market
segments has to constantly evolve its offerings.”
This in turn places major strain on IT resources to build,
configure and integrate the new services or optimisation of
current products and services. “No organisation can costeffectively meet high volume and incessant demand. As a
CIO you must have a clear demand management strategy
to deliver on the organisation’s commercial priorities both
short and long term.”

Meeting the CIO’s needs

How is that culture translating into Vodacom Business’
solutions? As mentioned, Chiba and his team are both
collaborators and consumers of the services. The same
connectivity and solutions that empower Vodacom
Business’ customers is what Chiba uses to orchestrate his
own delivery.
“The reliability of connectivity underpins any solution
you put in place. But that’s just the minimum to even be
in the game. A solution provider must have end-to-end
capabilities – if Vodacom Business couldn’t deliver on my
demands, I would fail. It’s as simple as that.”

More than
mobile

For Jaydev Chiba, the Vodacom
Business difference is it not being
a one-note company. Though best
known for its mobile pedigree,
Vodacom (and consequently
Vodacom Business) is also deeply
invested in fixed-line services through
its fibre network. Other connectivity
technologies such as V-Sat and
microwave have also helped it craft
solutions for numerous scenarios.
“The ability to straddle both mobile
and fixed line in one organisation is
great for exploiting technology. This
has allowed Vodacom to build far-
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This relationship also delivers some great benefits. For
example, Vodacom’s security monitoring systems are not
only world-class – they are among the best in the larger
Vodafone group. Though offered to business customers,
these weren’t designed as products but to solve a pertinent
business problem internally.
“Like any enterprise we have a lot of people coming in with
their own devices. In fact, it’s a challenge we had years before
other companies. Mobile devices are part of our business,
so we couldn’t just instruct everyone they can only use this
or that device. Nor did we want it all to focus on technology:
security is about people, so how could we blend the HR
element with the device world, fixing challenges on both
sides?”
If a person is no longer employed, how long does it take
to have their cancelled credentials resonate across the
enterprise? And if a person arrives, how are they and their
devices vetted thoroughly, yet without delay? The security
solution was built to take all of this in, as well as enable those
with credentials – not just IT – to make changes.
Chiba adds: “You have to take a holistic view to security.
A device may leave the system, but what about the person
behind that device? At the same time you don’t want to inhibit
productivity. It would be easy to restrict information to a
specific desktop, but that just restricts the conveniences of
modern work styles. If an employee can’t access data only
because of security concerns, that’s not a win.”
This kind of thinking permeates Vodacom’s technology
vision, one that finds its way into effective solutions that in turn
are offered to the market. As Chiba adds with a smirk: “They
call it ‘eating your own dog food’. Well, we made that food long
before we ever thought about offering it to our clients.”

reaching solutions, as well as better
shared service capabilities. My team
manages private datacentres, but
we also expand our services into the
same datacentres customers use.”
Chiba includes Vodacom Business’
scalability and partnerships as deal
breakers: “The ability to scale is key,
especially as we expand services
across Africa. Something like remote
collaboration and managing diverse
teams would not happen if we didn’t
have the right connectivity and
scalability for the job. The same
counts for partners, as they help us

build new solutions and integration
methodologies. Vodacom’s systems
integrate with other providers,
talking to them seamlessly. This
spectacularly reduces turnaround
times for projects.”
It would be tempting to consider
Chiba’s words as biased – after all,
he works for Vodacom. But he’s a
CIO like any other: with a mandate to
deliver and the pressure that comes
with that. So just like his technology
demands, he doesn’t play lip service
with his thoughts. He simply can’t
afford to.

Case study
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WORKing TO improve

HEALTHCARE
Nompilo is ready to address the
challenges faced by caregivers.
n a country as vast and diverse
as South Africa, community
health workers play a crucial
role in providing healthcare in
rural communities. Vodacom has created the
Nompilo application, which uses the power of
mobile technology to access patient records
on the move.
Community health workers are a crucial
component of South Africa’s healthcare
strategy. Often working in areas without
sufficient doctors and nurses, community
engagement offers many advantages.
Health workers are more likely to be in tune
with local sensitivities; they tend to be more
trusted. And, in a country with pressing
health concerns and tight budgets, they’re
more cost-effective and faster to train than
doctors.
However, community health is not without
its challenges. According to the 2007
UNAIDS report, South Africa is estimated to
have more people living with HIV than any
other country. Transport links are poor. It’s
not uncommon for rural communities to lack
reliable water and electricity. This makes it
difficult to deliver consistent healthcare, to
gather data and to train community health
workers.
Using health resources efficiently and
effectively is critical. And with over 100 000
community caregivers working throughout
South Africa, monitoring their work and
handling the paperwork from their visits is
difficult and time-consuming. Reports can
take as long as eight weeks to collate, and
data quality can be variable.
Vodacom is working together with local
non-governmental organisations and
the Ministry of Health to overcome the
challenges of monitoring and managing
caregivers’ work. In 2009, Vodacom

created its Nompilo service, an end-to-end
monitoring and evaluation solution, part of
a wider initiative within the mHealth area. It
kicked off with a pilot project involving 250
field-based caregivers, supporting patients in
local communities.
The Nompilo mobile solution enables
community caregivers to upload patient
information directly to web-based servers
via their smartphones. The simplicity of the
solution allows caregivers to spend more
time where they are most needed – with
the patient. Each Community Care Worker
(CCW) has a smartphone loaded with
the Nompilo application. When they visit
a new patient, the CCW registers them
electronically by assigning a unique barcode
to them.
Nompilo then shows the CCW what
type of information needs to be collected,
including personal information for
administrative purposes and medical/
physiological data to support the treatment
plan.
Current and historical patient information
can be viewed remotely, in real time – so
there’s maximum visibility for community
workers and seamless care provision for the
patient.
Nompilo also provides a managerial
platform, enabling the healthcare providers
to track and respond to common issues
encountered by caregivers.
The pilot has now ended, and the Nompilo
solution has since rolled out to other
Vodacom Health projects. The pilot project
resulted in several positive outcomes:
Improved levels of care: Nompilo
enables healthcare providers to allocate
their resources more efficiently, monitor
caregivers’ work and improve the level of
support for communities.

Reduced costs: The system reduces
the administrative burden on healthcare
providers and better, timelier information
allows managers to identify inefficiencies
and reallocate resources so community
caregivers’ time and skills are used more
effectively.
Issue identification: Information supplied via
mobile networks allows healthcare providers
to quickly identify and address issues when
they arise without the delays associated with
paper-based systems.
Clear information: Geographical mapping
and standardised entry systems improve the
data available for managers, enabling them to
identify trends and issues.
Improved security: Data from caregivers is
logged into the central system immediately,
eliminating the risk of lost paper activity
reports.
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CONNECTING

THE FUTURE
At its core Vodacom is about connectivity.
But connectivity in itself is useless without
enabling technology’s potential.
BY: JAMES FRANCIS

here are countless roles in the technology
world, many of which run behind the scenes. If
technology was a train, its users most often talk
to the conductor. It’s rare to get up to the locomotive, where
people are close to the coal and fire.
Johann Pretorius is one of those people. As Vodacom’s
Managing Executive for Enterprise Technology he certainly
tours the carriages and meets the passengers. But his
responsibilities also place him at the front, where Vodacom’s
connectivity happens. If the matter of connecting points A
and B comes up, Pretorius is your guy.

The invisible experience

Asked what excites him about connectivity today, it’s not
just about one technology: “The fun stuff we’re looking at
sits more around integrating the experience of the different
technologies. The end user shouldn’t need to be aware of
how they’re connecting. It’s about the experience and we
want that to be seamless as you switch between different
connectivity types. So from WiFi to mobile to whatever else
– a type of omni-connectivity.”
Why is this important? Pretorius says that connectivity is
key for today’s solutions – if the link fails, everything fails. But
it’s not the be-all: connectivity is pointless if above-the-line
services are lacking.
“Data is a means to an end, nothing more. If I purchase
data, I don’t sit and look at it. I use it for something, be that for
business e-mail or a new game expansion. That’s where the
value lies – what I get for my data. I don’t want to think about
the connectivity, but I will notice if it fails to deliver.”
That experiential quotient grows every day, acting as
the glue that brings together things like Infrastructure as
a Service and hosted applications. Though many new
platforms are sold on how they can enable a company’s
innovation and agility, connectivity is the dealbreaker –
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Our role is to simplify
complexity on a neverending
basis.
Johann Pretorius

something Pretorius and his team take as a fundamental
mission. Tomorrow’s technologies won’t be born if today’s
can’t be connected.

Lifting tomorrow’s worker

Unfortunately technology works best when fitted to
purpose, else Pretorius’ job would be a lot easier. He points
to the rise of fibre, a technology he’s very excited about. Yet
at the same time fibre in itself is not sufficient, not if omniconnectivity is to become a reality.
“One emerging facet of today’s workspace is that you
can work where you want to. Offices are morphing from
enclosed work environments to work facilitation hubs,
while the job itself can become mobile. But if you want to
be fully mobile, not simply nomadic, you need more than
fibre and WiFi. So as a company we have a responsibility
to constantly study, refine and deliver on what the market
needs.”
This enables innovation. Even though the word is thrown
around by anyone with a pitch to make, in this conversation
it holds true weight. Pretorius explains it as such: technology
today provides many individual blocks – various innovations
– that can be put together in new ways. It’s about meeting
business problems by assembling the right pieces together.
That’s really exciting, he adds: “I love it when our customers
come to us with an idea for a problem they have – often
something we never thought about. When done right,
technology allows anyone into the sandbox and that leads
to real gains. It’s a world for thinkers, not product pushers,
which inevitably leads to amazing things.”
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The state of
connectivity
Johann Pretorius dispenses some interesting
insights about key connectivity technologies:

Fibre

This is just the beginning. Fibre has a lot of future
capacity, most of which will be gained from
improvements around the infrastructure. Speeds
and capacities will continue to climb.

LTE

4G/LTE is still warming up and will create
impressive broadband connectivity for mobile
workforces. The main inhibitor is a lack of
spectrum.

5G

It’s too soon: the industry is still mulling the
standards for 5G and it probably won’t be a key
technology for at least another five years.

VSat

South Africa’s sprawling landscape means that
some remote areas could never make fibre
economically viable. But this is spurring VSat
technologies to be better and cheaper.

Copper

WiFi

WiFi is a dark horse, especially around reliability.
But it’s constantly improving and, when wedded
to fibre, creates some interesting opportunities.
Johann
Pretorius

It may start as simply as wanting to read the flow on a beer tap,
but that cascades into a flowering hill of ideas and directions –
collecting the data, honing applications around it, getting that to
the right people at the right time.
So it is Vodacom’s role to tinker? Perhaps. But it has a greater
responsibility, something Vodacom Business takes as its mantra:
“Our role is to simplify complexity on a neverending basis.
Stringing different components together to provide an actual use
is a lot of work. But it’s a competent and responsible provider’s job

Microwave

Microwave is fast becoming a favoured
solution for short-distance transfers of data to
connectivity hubs. Its star is rising particularly
fast in the machine-to-machine world.

to do exactly that. Customers don’t buy specifications on paper.
They buy an experience tailored to their needs, but also with the
future in mind. It’s our job to make that happen, to explore all the
options, and to have a conversation with customers in simple, usebased terms: what are they getting for the technology we deliver?”
Solve problems, deliver consistency and keep scaling to open
doors for new technologies. This is what drives Pretorius, his team
and Vodacom Business. Okay, and really fast internet – but name
anyone who doesn’t want that!
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It is hard to predict copper’s future. On the one
hand the networks are vast and capitalised.
On the other, they increasingly require more
maintenance.

Vodafone global enterprise
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A GLOBAL
PARTNERSHIP

From Africa and beyond, Vodacom Business crafts rich
partnerships and solutions to ensure deeper connectivity and
capability.
BY: Tamsin Oxford

ultinational companies face an array of
challenges as they do business across cultures
and continents. These need to be overcome
or managed to ensure that the organisation
remains viable and capable as it expands into
new markets. Vodacom Business has used its insight
and experience in mobility and understanding of global
enterprise trends to create solutions that map back to the
multinational’s requirements and support their continued
growth and development.
“Our role is to make sure we enable our multinational
companies in terms of faster time to market, establishing
presence in a new market and understanding what their
future requirements are going to be,” says Mickey Mashale,
Managing Executive, Vodacom Business. “We work with
our clients to understand what their needs are going to be in
five or ten years and what kind of employee they will need to
have and what kind of infrastructure will be required to cater
for that.”
Vodacom remains at the forefront of current trends and
market shifts to ensure it can provide clients with this high
level of insight and expertise. The mobile organisation also
partners with customers as opposed to just selling to them.

A position of strength

“One of the key elements of the digital economy is, in our
view, to offer value to our clients,” says Mashale. “We want
them to say ‘You enabled my value chain by connecting me
to my employees, to my customers and to my suppliers’.
It’s about enabling and adding value and ensuring that we
excel at our core, enabling better agility of our enterprise
customers. Once we get the basics right, customers are
very easy to engage on a strategic level that looks to their
operational and business efficiency, not just ICT efficiency.”
It’s in the latter element that the mobile giant has a
powerful advantage. Vodacom owns its infrastructure
and there’s no need to rely on other parties in terms of
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We’ve created an array of
verticals that allow us to
work with our customers in
their own language.
Mickey Mashale

creating robust solutions. Everything the multinational
needs is available within the Vodacom array of solutions and
systems.
“It puts us in a very unique position in that anything from
the datacentre to the network is ours and adding this level
of value to a client solution doesn’t mean we’re adding
anything to the price,” says Mashale. “It’s our infrastructure
and so we’re able to pass this value on to our customers.”

Connectivity across the world

Another facet of Vodacom’s capabilities is its ability to
provide a service in any country and on any continent. “We
are very ‘Glocal’,” says Mashale.
“Regardless of where you are in the world or what your
strategy is on a global level, regional level or local level,
we will ensure that you’re confidently connected to your
enterprise, employees and customers, securely,” says
Mashale. “The service that clients experience from us
globally is the same with the same standards and way of
reporting. Not many companies from an operator point of
view can say that.”
Vodacom takes its learnings from across its multinational
bases, gathering the insight and experience gleaned from
different countries and their varying levels of development.
In some, the lack of resources has seen remarkable
innovation that can then be translated across the company,
in others it is taking established practices and sharing these
with less-developed countries. Our global presence in
both emerging and developed countries enables us to take
the best of both worlds experience and expertise to our
customers,” she adds.
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“This means that our customers aren’t
the guinea pigs all the time when it comes to
adapting or implementing a new solution in a
new area,” says Mashale. “At any point in time
we have someone who can help, or who has
done it before. Many of our clients are across
a minimum of four countries excluding their
home country and on multiple continents
so this level of interaction across Vodacom
internationally ensures we’re aligned as a
multinational team.”

Market expertise is key
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Mickey
Mashale

Collaboration
and cooperation

The company realised early on that its
services would need to be adaptable so
as to suit a variety of client requirements. It
then made sure that it always used industryspecific expertise when engaging with
different market sectors – a mining expert for
the mining sector and a healthcare expert for
the healthcare sector, for instance.
“We’ve created an array of verticals that
allow us to work with our customers in their
own language,” says Mashale. “Our teams
understand that we need to engage with
the decision-makers and understand the
different challenges. We work with them,
doing innovation sessions that allow for
department heads to share their challenges.
We can then create solutions that tap into
these issues and that are richly layered and
suited to the business over the long and the
short term.”
From connectivity, voice, SMS, data,
storage, applications, Internet of Things,
financial services, operational performance
and security, Vodacom’s services to
multinational corporates are as varied as the
organisations themselves. There’s no one
simple layer of traditional telecoms anymore,
but rather different levels that each cater
to specific requirements and understand
the demanding nature of the multinational
market. It’s a collaborative and dynamic
partnership that has given Vodacom a
remarkable edge that can be shared with and
passed on to its customers.

Vodacom Business’ Mickey Mashale reveals how
Vodacom enables the multinational to leverage
the digital economy:
“We look at our partnerships with multinational
organisations as a journey. We collaborate with
them to ensure that what they require to establish
their presence on the continent is provided by our
solutions. Our goal is to work with clients, going
through the journey with them and analysing the
environment to make sure that we understand it
and that the systems in place are supporting it.
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“We look at the value chain and find out who
their suppliers are, who they need to link to and
we examine ways in which we can make this
more efficient so the service they provide is even
better. Vodacom Business wants to take away
the pain points and replace them with confidence
and capability that ensure the quickest and
most efficient routes to market and allow the
multinational to focus on its core business and
what its customers want.”

Bespoke solutions
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OWNING THE

CLOUD

Sometimes it’s an advantage for Africa to be a little late to
technology trends.
BY: ADAM ROSS

ny business starting up now can forgo the effort
of setting up its own IT department and get all its
services through the cloud.
“Much like Africa missed the whole fixed line
era and is very rich in mobile, most companies starting
up now can miss having to build their own infrastructure.
They’re all going to go to the cloud,” says Ermano Quartero,
Managing Executive of Business Solutions at Vodacom
Business.
“There’s absolutely no reason to build your own
infrastructure. All you need is a tablet with a broadband
connection, and you buy all the software you need and have
your backup and storage in the cloud.”
Vodacom Business has been honing its cloud services
for eight years to become one of the major players in Africa.
It has long been able to host its customer’s equipment in its
own datacentres. But as the market matures, companies
are ditching their own hardware completely, and buying all
their processing power and applications online.
Moving their apps and workloads to the cloud means
customers don’t need to invest in key technologies or
stress about hardware and uptime. “That lets CIOs worry
about the real IT challenges like the value IT brings to the
organisation, rather than worrying about keeping the lights
on,” Quartero says.
The move is becoming inevitable as more software
vendors adapt their programs to run this way, with Microsoft
moving totally towards the cloud with Office 365.
Advantages are that the software and data are always up
to date, you don’t have to worry about backing up data and
you can access it from anywhere over the internet. It’s also
cost-effective because service providers have the scale to
buy hardware for a much better price and share that with
their customers.

A collaborative effort

It works with several partners to provide cloud solutions,
including consulting companies like Accenture and Deloitte.
“We can’t be all things to all people, so we focus on the
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infrastructure, the management and delivering the apps,
and work with IT solution providers like EMC to manage the
transition into the cloud,” Quartero says.
Vodacom Business has also made a big push into
machine-to-machine (M2M) technology, a key foundation
for the Internet of Things. That gives it solutions for devices
like smart water meters, time and attendance systems
and surveillance cameras, which connect to the cloud via
Vodacom’s mobile network. In the cloud, real business value
can be extracted from these solutions through the use of
advanced analytics.

There’s absolutely no
reason to build your own
infrastructure.
Ermano Quartero

Its parent company, Vodafone, is acquiring companies that
develop M2M solutions, so Vodacom gains access to those
offerings. “We can bundle these as part of our total solution,
so the customer doesn’t have to have relationships with 20 or
30 different vendors,” Quartero says.
A property management company, for example, can have
Vodacom run fibre networks to all its malls. Then it can use
Vodacom to host its core applications like management and
accounting software, and use M2M technologies to operate
the access and lighting control in its properties. Tenants in
the mall can also use Vodacom’s broadband to access the
internet.
“In terms of Vodacom Business, this is our future. Obviously
mobility and mobile data are still very key, but the future for us
is managing enterprise IT,” says Quartero. “Our biggest asset
is our underlying network, but the real end game is using
those assets to provide total solutions. We probably have
one of the broadest range of solutions across Africa, so we’re
ready to be a serious challenger for total IT services.”

Ermano
Quartero

Confidence
in the cloud

Vodacom Business has such compelling cloud
offerings that some customers have terminated their
mainframes or datacentres and put everything into its
hands. That’s a big responsibility, so Vodacom Business
has invested heavily to make sure its systems are
accessible everywhere, and are fail-safe. “If you don’t
have a robust network connection you won’t have
access to your apps, so we’ve invested billions of rands
in network infrastructure like fibre deployments, network
management tools and reach,” says Vodacom Business’
Ermano Quartero. “We’ve spent the past five years
investing heavily in our network, our datacentres and our
software capabilities and we’ve been steadily building
up skills.”
The company runs seven datacentres, all to the
very robust Tier III standards. They have backup diesel
generators and enough diesel to run for a week before

refuelling. They have multiple fibre network links, as well
as wireless to take over if something happens to the fibre.
For a client in Cape Town, the data mirroring for
disaster recovery backup may be in Johannesburg. All
the data moves via Vodacom’s national fibre backbones,
with no reliance on third party infrastructure suppliers.
“That’s the real advantage and it’s why telcos will become
the dominant cloud providers,” Quartero says.
Clients assessing which cloud service provider to
use should consider several criteria, he says. “Cloud
providers need to have very robust networks because
that underpins everything. It needs to have mobile and
fixed lines, so end users get the advantage of delivery
to mobile platforms as well. It needs built-in support
services and redundant facilities for backup. It also needs
a big brand name with the financial backing to support
it,” he says.
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Connected
and secure

in a digital economy
Providing unified communications and enterprise mobility
solutions within modern frameworks and with the latest
technology is key to connectivity.
BY: Monique Verduyn

nterprise mobility, unified communications,
connectivity and machine-to-machine (M2M)
technology are all buzz words that dominate the
telecommunications industry today, and for good
reason. In order for the enterprise to succeed and adapt
to an increasingly mercurial market, it has to be nimble
and requires solutions that are capable and cost-effective.
Given its mobile heritage, Vodacom Business has crafted
enterprise mobility solutions tailored for both large
enterprises and SMEs. In addition to its high-speed mobile
network, Vodacom has deployed next generation all IP
networks to create core capabilities that can adapt and
change when needed.
“Ubiquitous and high speed connectivity is the key to the
digital economy and Vodacom is in a privileged position
to play a catalytic role to South Africa’s digital economy
revolution,” says Chris Ross, Managing Executive of
Products and Services, Vodacom Business. “We ensure we
meet this demand by providing an array of solutions that are
not only tailored to the market, but ensure complete privacy
and security.”

The power of the app

In the enterprise mobility arena, Vodacom has been
developing apps that provide users with simpler and more
efficient ways of inputting data and streamlining business
capabilities. These apps then tie into the mobility solutions
implemented across the business to ensure that data is
shifted easily from the rep on the road to the analyst in the
office to the decision-maker at the top.
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“Using the power of the mobile device together with the
power of the app and our robust security systems, we can
create an end-to-end solution,” says Ross. “Increasingly
companies are asking for apps and so we build them on our
platform, host them, look after them and manage them – all
the business needs to do is use it. We spend time getting
to know the business and this allows us to develop an
ecosystem that taps into what they need across customers,
fixed and mobile networks, apps and so much more.”

Secure in the cloud

Through Vodacom’s richly layered app systems and
solutions, the organisation can access the services through
the cloud on a central server, allowing all relevant users to
log in securely and use the system. By using apps designed
specifically for each organisation’s requirements, Vodacom
ensures the business has deeper control and management
of communications and data.
“Data goes through a series of controls to ensure it’s
secure and doesn’t go into the public domain,” says Ross.
“It’s sitting on a server in South Africa and being looked after
locally by Vodacom. Companies have to be obsessed with
security today and they enjoy partnering with us because
they know we understand this.”

Bringing it all together

Vodacom also provides unified communications solutions
that bring together the fixed and the mobile world, blending
them to create cohesive systems that can be used across
all types of business.
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Chris Ross
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Our work with organisations in enterprise
mobility is up to their imagination and our
commitment to collaboration.
Chris Ross

“Our product strategy and philosophy is that most of the
IT and communications solutions that today sit in customer
premises will move to the core of the ICT ecosystem, driven
by convergence, security, total cost of ownership and
quality of service requirements,” says Ross.
Call control for PBX systems will go back to the core,
leading to acceleration of hosted PBX solutions. True
convergence will enable the hosted PBX to route calls to
both mobile and fixed access telephones, leading to faster
time to market, cost optimisation, and migration from capex
to opex models. Vodacom’s scalable Hosted Converged
PBX enables customers to achieve greater agility and
scalability to meet their communication needs.
Management of M2M applications has moved from
isolated premise-based servers to industrial scale platforms
thanks to Vodacom’s Global Data Service Platform (GDSP)
solutions. Vodacom has revolutionised collaboration by
deploying unified communication platforms that take into
account presence, identity and context information.
Ross adds: “Another arena undergoing rapid growth
and seeing a growing trend in adoption is that of video
conferencing services. These are becoming more prevalent
as businesses need to communicate across continents,
but the economy, cost of travel and global village make it
prohibitive to meet in person.”
Video collaboration is not only available in the traditional
big screen format, today Vodacom offers personalised
web-based virtual video collaboration rooms which enable
any invited member with access to the internet and mobile
device with a webcam to participate with easy. “The trick is
in ease of use,” says Ross, “We have designed our solutions
for normal citizens and not IT gurus.
“Our first foray into the true converged services was
with OneNet Express, a solution that allows for integration
of fixed and mobile services into a single system. OneNet
Express allows employees in an organisation to activate
different types of hunt groups ensuring that no calls are
lost to the business. OneNet Express provides an auto
attendant – dial 12 for sales – and intelligent routing so you
never miss a call and this can deliver a large organisation
type service for a small one,” says Ross. Now switching and
communications are done from anywhere and even on a
mobile device, with solutions that are effortlessly tailored
and capable.
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Vodacom works globally with Vodafone on a package
that has a web-based interface and asks that the user have
nothing more than a browser and a device to host a video
conference call that is of the same quality as the costly kit
of old. Now SMEs can sit on the same stage as the large
enterprises, interfacing comfortably with traditional video
conferencing systems and using only a mobile device.
Wrapped in technology and boosted by mobility,
Vodacom has tapped into the digital economy to create
solutions that are ideally suited to the growing South African
business. Across unified communications, connectivity and
enterprise mobility, Vodacom has developed systems that
seamlessly integrate, collaborate and deliver value.

Machine-tomachine
Vodacom Business’ Chris Ross explains how
the organisation is using the capabilities of M2M
technology to create innovative solutions:
“We have a Vodafone’s GDSP, which means you don’t
need to manage roaming or have a data contract in
every country that you travel to. The GDSP enables a
network agnostic and country boundary-independent
capability to track devices and collect insights across
that continent and globally. Literally a truck carrying
important cargo could drive from Cape Town to Cairo,
under full surveillance thanks to Vodafone’s GDSP
solution. Our clients no longer have to worry about
coordinating cross border network roaming. We’re
also working with a number of partners, like Samsung,
to create solutions, such as the police car of the future
where we have jointly worked to create an array of
capabilities from body armour that can show heartbeat
or injury to built-in car cameras that take down
identities and number plates. Our commitment is to
enable use of technology to address social challenges
faced by civic society, NGOs, governments and private
businesses.”

A Ready
Business
is always a
step ahead
of security

threats.

As your business data rapidly expands and
becomes more and more online and digital, so
does the potential for security threats. Are you
Ready to address the security challenges and
cyber-attacks that come from being part of the
digital ecosystem?
Vodacom Business ensures your business stays
up-to-date with the latest technologies to keep
you protected.
Vodacom Business’ all-purpose-built platform
provides multi-threat security capabilities to
ensure your business remains operational.

Vodacom
Power to you

Let us help you ensure the highest level of
protection and performance at the lowest total
cost of ownership to your business.
To become a Ready Business
call 082 1930 or for more information
go to vodacombusiness.co.za/security
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HOW SAFE
IS YOUR DATA?

As South African companies FACE increasing threats from
cyber-attacks, security becomes a critical component of the
burgeoning digital economy.
BY: Monique Verduyn

hould South African companies be taking cyber
threats seriously? Absolutely. African countries,
and South Africa in particular, are as attractive a
hunting ground for global cyber attackers as any
other country in the world. With security threats on the rise,
CIOs are under more pressure than ever before to ensure
that security strategies are able to protect organisations from
persistent large-scale attacks.
That’s according to Vernon Fryer, Chief Technology
Security Officer at Vodacom, which has the largest cyber
intelligence centre in Africa.
While the advent of digital adoption is creating major
opportunities for businesses, South African companies have
to be aware that this country is number three on the list of
most attacked countries on the continent. Globally, it’s in the
top ten of countries most likely to be attacked.
“There are two reasons for cyber-attacks – money and
intellectual property,” says Fryer. “Historically, CIOs have
been under the impression that security comprises firewalls
and anti-virus solutions. The challenge is that the landscape
has changed completely.
“Today, if you don’t have visibility of who’s attacking you,
you simply have no time to protect the business from the
attacker. Early warnings are critical to maintaining a secure
infrastructure.”
Fryer says this is the reason why Vodacom established
the cyber intelligence centre six years ago. It monitors 126
countries for distributed denial of service (DDoS) attacks.
It also oversees the security infrastructures of 12 African
countries.
“We have a system in place to detect attacks, raise an
incident, and alert a central emergency response team, which
then takes steps to prevent any attack, either by blocking it
completely, or diverting it away from the infrastructure. This is
a service we provide not only to companies we’re hosting, but
also to a wide range of external customers.”
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If you don’t have visibility
of who’s attacking you,
you simply have no time to
protect the business from
the attacker.
Vernon Fryer

No longer a grudge purchase

Businesses that are taking security seriously are seeing a
30 percent return on investment, according to Fryer. These
savvy organisations have come to accept that security is
no longer a grudge purchase, but an intrinsic part of doing
business.
Data transfer, data storage and data monitoring are the
three key elements of a comprehensive security strategy.
Vodacom clients can rest assured that the movement
of information across infrastructures is encrypted.
The company has been prepared for the imminent
implementation of the Protection of Personal Information
(PoPI) Act, and protects all data that’s collected.
When it comes to data storage and monitoring, encryption
is assured. In addition, Vodacom is Payment Card Industry
Data Security Standard (PCI DSS) certified, with only
authorised users having access to data according to a strict
set of access controls. In addition, the cyber intelligence
centre monitors user access behaviour patterns and
performs trend analyses of users. Should a user log on out
of trend, on a Saturday night let’s say, the line manager will
immediately be alerted and if no response is received, access
will be temporarily revoked.
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Vernon Fryer

Alarming
statistics

Over the past 18 months, Vodacom’s
cyber intelligence centre has seen a
113 percent increase in DDoS attacks.
These are malicious attempts to
make a server or a network resource
unavailable to users, by temporarily
interrupting or suspending the services
of a host connected to the internet.
The effects are severe. Recently, a
17-minute attack took out a hosting
centre for more than 12 hours. This had

In the past, says Fryer, there was a tendency
for companies to separate security and business
strategies. “Onerous IT governance responsibilities
of King III is making boards more aware of the
centrality of IT, especially the IT security to the
overall sustainability of the organisation. In turn,
CEOs are starting to pay more attention to the
security strategy in their organisations and
develop a greater understanding of global security
risks. Where security once accounted for four to
five percent of the IT budget, we’re now seeing
significant increase in security spend as an integral
part of overall technology investment. King III has
certainly helped by making cyber security a critical
business issue.”
Peace of mind, he maintains, is essential in a
world that’s seen the rise of the mobile worker,
the migration to the cloud and BYOD. While this
provides opportunities for business to be more
agile, more productive and save costs, the real
challenge is the security threat associated with this.
“We help our clients to take advantage of the
latest developments in technology precisely
because we’re able to provide them with a safe
and secure network. Every step of the way,
there are measures in place to protect the client.
Interestingly, South African companies are still
becoming used to the concept of the cloud, which
in many instances is far more secure than their own
internal infrastructure. Service providers know that
a breach in their offering could mean the end of
their business.”
Fryer says it makes strategic sense to outsource
digital security requirements to service providers
who can offer end-to-end data encryption and
security. “We can be sure of one thing: cyberattacks are relentless, and will only get worse. Early
detection and prevention are the most important
weapons in this battle.”

a huge impact on the business, and the
reputational damage was immense.
Even more alarmingly, Vodacom’s
Vernon Fryer notes that the cyber
intelligence centre, which monitors
more than 65 000 IP addresses,
records more than 360 million security
events every day. “These are a
combination of behavioural patterns
which show attempted attacks. Most
recently, a total of 492 South African
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websites were defaced in one day.”
In some instances, companies
are increasingly becoming victims of
ransomware – a type of malware that
prevents users from accessing their
system. It forces the targets to pay
a ransom, usually in bitcoins, within
12 to 24 hours to regain access to
their system. If they don’t comply, the
volume of the attack is upped.

Public sector
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PARTNERING
FOR BETTER
SERVICE DELIVERY

VODACOm HAS made significant investments in networks,
technology platforms and solutions to enable the next
generation digital government to better serve its people.
BY: ADAM ROSS

oday’s amazing mix of cloud computing,
ever-smarter mobile devices and collaboration
tools is changing the consumer landscape
and overflowing into government as both an
opportunity and a challenge. New expectations require
governments to be ready to deliver and receive digital
information and services anytime, anywhere and on any
device. This must be done safely, securely, and with fewer
resources. Any government digital strategy should seek to
achieve seven major objectives:
1. Enable citizens and an increasingly mobile workforce
to access high-quality digital government information
and services anywhere, anytime, on any device.
2. Ensure that as the government adjusts to this new digital
world, Vodacom seizes the opportunity to procure and
manage devices, applications, and data in smart, secure
and affordable ways.
3. Unlock the power of government data to spur innovation
across the nation and improve the quality of services for
the country and its people.
4. Create a platform for citizens to access government
services anytime anywhere through any device. 		
Services such as grant applications, re-ordering of
chronic medication, application for various types
of permits as well as applications for Unemployment
Insurance Fund payments must be accessed by the
citizens in the comfort of their homes.

The proliferation of mobile phones
has let us develop services to enable
their use as very powerful business
tools.
Lillian Barnard
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5. Create a bi-directional communication platform
between government and its citizens, political
representatives and their constituencies.
6. Gather intelligence and provide early warning systems
and alerts to major catastrophic events that could
impact the country and its citizens, events such as
disasters and other events threatening security of
nations and their citizens.
7. Improve government efficiency and eliminate
bureaucracy through automated and auditable
workflow and document management solutions that
will improve the functioning of government.

Police car of the
future

The police car of the future is now being demonstrated on
roadshows, and it could soon be on the road helping to fight
criminals.
Each vehicle is fitted with technologies jointly developed by
Vodacom Business and Samsung to help the police quickly check
on a suspect they’re chasing or pulling over.
Additionally, cameras are fitted in each vehicle that are capable
of number plate recognition, and linked by Vodacom’s network
to Department of Transport and Home Affair’s databases. The
technology will display the ID number and driving licence details of
the person who should be in the driving seat, along with details of
any outstanding fines. A mobile printer will allow officers to issue
a printed fine with information called up from the wirelessly linked
databases.
Another clever device is a police vest fitted with heart detection
monitors to check their stress level. If their heart rate rises –
which it will if they are in danger – the vest automatically sends
a message to the control room even before the officers have
chance to send an alert themselves.
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Lillian
Barnard

“Our philosophy is that technology should be used as a tool to
address social issues. We’re fortunate to be working in an industry
that impacts people’s lives in profound and unprecedented ways,”
says Lillian Barnard, Chief Sales Officer for Vodacom Business.
“Our public sector strategy – and as such our solution – is
predicated on five major priorities,” she says.
Driving universal access to broadband services: Vodacom is
investing in high-speed broadband networks to ensure that South
Africa doesn’t lag behind its international peers in terms of country
competitiveness. “We invest over R8-billion annually to underpin
our commitment,” says Barnard.
Partnering for an efficient, agile and open government: “We
believe one of the ways of achieving greater efficiency in public
administration is through the use of technology.
“Our enterprise mobility strategy and solutions support this
objective. Some of our solutions include the Vodacom smart
government solution aimed at automating government workflows
and document management, road ranger applications help
government employees in the conservation area of work as well
those surveilling national roads communicate and share incidents
in real-time with their peers who might be in the administration
area or in a control room. We enable government employees to
work anywhere, anytime through any device. Work is what people
do and no longer where they go,” according to Barnard.
Investing for better education for all: Barnard continues, “From
the onset, Vodacom long realised that the education challenges
the country faces can’t be solved by relying on traditional
approaches. Government simply doesn’t have the bandwidth
and budgets to scale fast enough to address the historic backlog.
Technology had to be the springboard for the leapfrog. Ever
since this realisation we developed a solution that could scale
interventions in education and lift a greater population of youth.
From rolling out educator training centres across the country, to
making curriculum-approved education content freely available,
to developing one tablet per child solutions that seek to lower the
barriers to quality education. We have been busy. We’re pleased
that our work and advocacy is finally gaining momentum as more
and more education departments are adopting digital education
platforms.”
Transforming healthcare through mHealth platforms: Vodacom
Business has invested in platforms that help manage stock
visibility in the healthcare system. It has platforms that support
community health workers and clinical professionals share data
and collaborate to improve patient outcomes. The solutions are all
opex based and are on a ‘pay as you use’ basis, meaning that there
are no investment risks to government as Vodacom Business
takes care of all the upfront capex requirements.
Partnering to improve policing and national security: “We have
invested in solutions that improve national policing through use
of smart technology,” says Barnard. “We also believe that smart
cities project will have bankable business cases when their initial
focus is on city security using machine-to-machine technology for
surveillance and gathering crime intelligence.”
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A LEADING PROVIDER OF
●

CONVERGED COMMUNICATIONS

●

DATACENTER SOLUTIONS

●

MANAGED SERVICES

●

CLOUD SERVICES

StorTech, a subsidiary of Vodacom, is a leading provider of innovative ICT
solutions that add value to our customers. Our vision is to empower our
customers through leading edge technology solutions, to drive productivity and
modernisation efficiencies and to deliver economic growth for all across South
Africa. Celebrating 21 years of freedom and democracy, StorTech has become
one of South Africa’s leading B-BBEE ICT solution providers with a level 2 status
and now boasts > 51% Black ownership and > 30% Black Women ownership.

For more information on how we can help you visit

www.stortech.co.za
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EMBRACING
THE DIGITAL
ECONOMY

The digital economy is developing rapidly worldwide
and is the single most important driver of innovation,
competitiveness and growth – provided you choose
the right partner for the journey.
BY: Monique Verduyn

he underlying foundation of any successful
partnership is trust. A provider that incorporates
this aspect into its operational practices goes
to extraordinary efforts to ensure the customer
gets what they’re expecting. It’s a critical success factor
for any enterprise seeking to take advantage of the huge
potential of the digital economy.
“When you build that level of relationship with a service
provider, you gain a business partner, which is what brings
most value to your enterprise,” says Deshan Govender,
Managing Executive Large Enterprises, Vodacom
Business. “Companies switch from service provider to
service provider to get the best price of the moment, yet
they’re still holding onto their ICT infrastructure. We say,
hand over the burden of managing that infrastructure to
a service partner who has proved they’re willing to go the
distance with you, and hold them accountable.”

Enabling mobilisation

In the seven months that Govender has been with Vodacom
Business, he has taken the opportunity to interact with
clients whenever possible, and has identified a few trends.
“BYOD is massive, but what it really talks to is mobilisation.
Organisations all over the world are discovering the benefits
of mobilising their workforce. They understand the service
performance and productivity gains in enabling their mobile
and remote teams to constantly access and update their
systems – live, in real time, regardless of location.”

November 2015

Companies switch from
service provider to service
provider to get the best
price of the moment, yet
they’re still holding onto
their ICT infrastructure.
Deshan Govender

What’s driving increasing mobilisation in South Africa
is the affordability of smartphones, which is driving
penetration into the market. Today, employees want to own
their own devices, but corporates need to maintain control
over those devices because they now contain proprietary
information.
That’s where Vodacom Secure Device Manager comes
in. It’s a mobile device management solution that lets
companies secure, monitor, manage and support an entire
fleet of smartphones and tablets, enabling their people to
work with their own smart devices without compromising
the company’s security. Encryption on both ends – device
and network – provides additional security. On top of that,
Vodacom’s cyber intelligence centre gives the company the
ability to inform clients when there’s any unusual activity on
the network.
Device functionality is a key element in the relationship
Vodacom Business has with many enterprise clients.
“Increasingly we provide the link between our clients and
their customers, and also to the people their customers are
doing business with – it’s a B2B2C flow-through that many
CIOs are looking for,” says Govender.
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A hot topic for enterprise customers is big
data and analytics. With so many sources of
information available, says Vodacom Business’
Deshan Govender, clients are turning to
Vodacom for clarity.
“It’s no longer just about where clients store
data, but how they can take it and make it more
relevant to the business. We provide a machineto-machine platform that connects everything,
allowing different devices to communicate
with each other and automatically exchange
information without human intervention. All that
data and analytics can then be used to make
more informed decisions.”
As an example, he cites an agricultural
produce business that had a number of
successful warehouses all operating
independently as profit centres. “This was an
interesting case. If best practices in one location
were enabling higher profit, there was no way of
sharing that across the organisation. We’re now
on a journey with that customer to integrate all
their different facilities and provide them with
one single view into the entire enterprise.”

Deshan
Govender

“Again, trust is a major issue. South African
CIOs are not yet entirely comfortable with
transacting in the digital world, but we’re here
to ease that transition.”
API development plays a role in providing
the link between apps used by customers
and suppliers, enabling systems to talk to
each other through a common format, and
providing an end-to-end value chain.

Futureproof WITH the cloud
Govender believes the role of the CIO has
changed significantly. “There’s an enormous
fragmented ecosystem of ICT offerings out
there, and it’s impossible for a CIO to have a
handle on every technology solution. Their
role today is to futureproof their business by
engaging with the right service provider who
has the ability and the resources to provide
the research, insights advice and consulting
needed to move the business forward.”
It’s less about saving money, and more

about making the business truly agile, which
is where competitive advantage comes from
in the current economy. And that’s what the
cloud provides. Where once it could take
up to a year for an enterprise to roll out a
new technology solution, the cloud makes
it easy to experiment and determine what’s
fit for purpose and can be deployed quickly,
without requiring huge capital outlay.
“Our clients can rest assured they have a
trusted service partner that has made huge
investment in the cloud, and which they can
leverage,” says Govender. “For the CIO, that
means they can do more than merely running
their test and development environments in
the cloud. To be really agile, you need to run
production in the cloud too. You need to be
able to switch on services in one country and
turn them off in another. With so many South
African companies expanding into the rest of
the continent, the cloud is an ideal platform.”
In this increasingly mobile, digitised world,
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there’s increasingly the emergence of
a new executive role – the Chief Digital
Officer (CDO). To keep pace with changing
technology and consumer behaviour,
business strategies must be seamlessly
interlinked with ever-expanding digital
strategies that address not only the
web, but also mobile, social, and other
innovations just over the horizon. The
CDO is someone who can oversee digital
strategies and drive change across the
organisation.
“These are exciting times for Vodacom
Business,” he says. “We’ve gained so much
insight into our customers’ enterprises,
both large and small, as a result of the
time we’ve devoted as an organisation to
understanding their business and their
strategy. We’ve developed such a broad
portfolio of building blocks for them over
time, that there’s hardly any client problem
we can’t provide a solution for.”
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The big data
promise

Carrier services
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CONNECTIONS

ACROSS AFRICA

Many different countries, cultures and regulations
mean that Africa can be an interesting place for
multinationals to do business.
BY: Tracy Burrows

ith African internet penetration growing fast and
international firms looking to expand across
the continent, quality connectivity will underpin
innovation and the emergence of Africa’s digital
economy.
This is according to Wesley Solomon, Executive Head
of Vodacom’s relatively new Enterprise Carrier Services
business unit. Formed just over a year ago, Vodacom
Enterprise Carrier Services sells excess capacity and
provides end-to-end carrier services with a reach to 50
African countries.
“Of course, having launched just over a year ago, we’re
coming off a low base, but the division is seeing rapid
increase in customers and revenues. The division is growing
between 100 and 200 percent per quarter,” he says.
The group’s customer-led focus is driving record
investment into its already-expansive infrastructure across
Africa this year, as multinationals expand into the continent,
he says.
“Our customers are mainly the multinationals who,
through us or through carriers we support, such as Verizon,
are now expanding into Africa,” says Solomon. “We’re
seeing a lot of expansion into Africa from South Africa, as
well as many multinationals coming into Africa through our
parent company Vodafone – from regions such as North
America, Europe, Australia and Asia. We connect mainly
those with head offices elsewhere in the world to new
offices and factories in Africa. With the help of our parent
company Vodafone, we can provide full layer three network
connectivity to those companies across Africa, to wherever
they are in the world.”
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Reduced latency,
reliability and excellent
SLAs top the wish list for
multinationals moving into
Africa.
Wesley Solomon

Vodacom’s Multiprotocol Label Switching (MPLS)
network is connected on the east and west coasts of Africa
via the SAT3/SAFE, SEACOM, EASSy, Main One, GLO
and WACS cables, with points of presence in 29 countries.
Its mesh network is designed for resiliency, a key selling
point for the company, and which has seen millions being
invested in the past three years.
Solomon believes Africa presents huge growth
opportunities both for the multinationals moving into the
continent and for Vodacom Group. “Internet access will
unlock the African innovation and economic growth, so with
African internet bandwidth on a sharp growth curve, there’s
reason for optimism about the continent’s future,” he says,
particularly in the digital realm.
“Our investments in undersea cable systems in both the
eastern and western seaboards, has helped make Africa a
viable destination for the business process outsourcing and
offshoring sector, thus giving global buyers of outsource
capacity, access to Africa’s youthful and growing labour
force. This way we create possibilities for job creation on
the African continent.”
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Global buyers of outsource capacity are
always on the lookout for new destinations
with the right supply to meet their demand.
Among a set of key matrices that drive the
buyer’s choice are the availability, reliability
and cost of international bandwidth
connecting such destination to their
buyer’s mainland. Quality of the ICT and
telecommunication service in particular,
especially latency, become cardinal to
the buyer’s decision around destination.
Solomon says, “At Vodacom, we’re proud
to be enabling the business process
outsourcing and offshoring sector in many
parts of Africa through our global IP-VPN and
investments in undersea cable capacity.“

Simplifying the complex
African environment

However, Solomon notes Africa can be
a complex market, particularly when it
comes to achieving connectivity to multiple
countries. There are significant legislative
and cultural differences in countries across
the region, and negotiating with multiple
service providers to connect across a
broad region can be complicated and time
consuming. “With people on the ground in
16 countries and a reach through partner
markets to a total of 50 countries, we
understand Africa,” says Solomon. Vodacom
Enterprise Carrier Services supports these
business in achieving more cost-effective
and simplified connectivity by serving as
a single partner able to deliver across the
continent.
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Wesley
Solomon
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But simplified connectivity is not the only priority,
Solomon says. “What we see is that the top priority for
companies operating across the continent is not so much
bandwidth speed, but more the reliability of the connectivity,
particularly for those whose business depends on alwayson access.” This, he concedes, is virtually every business.
Africa’s last-mile challenges still slow the continent’s
average access speeds to an estimated 30 Mbps overall,
says Solomon, which is some way behind European and
US speeds. However, many cities across Africa weren’t
built to accommodate telecoms infrastructure, and digging
up roads to install fibre is a costly and lengthy business.
“Our cost to service is much higher than it is in the US and
European markets. This is a problem. However, the situation
is changing in South Africa and SADC countries, including
Zimbabwe, Botswana, Mozambique, Tanzania and Kenya,
where we’re increasingly partnering with developers who
build with connectivity in mind.”

technologies driving African access
Over the past ten years, Africa telecommunications has
undergone major transformation in terms of how telco
and carrier service providers deliver services to their
customers. Predominantly telcos in Africa were using
satellite as an access medium over which they delivered
rich services to their customers. Massive investments in
in-country terrestrial networks as well as inter-country
connectivity has led to a major substitution effect between
satellite and terrestrial access networks. Yet satellite still
plays a key role in delivering access services in many parts

Vodacom carrier
services fast facts
• Five mobile operations (South Africa, DRC, Lesotho,
Mozambique, Tanzania)
• Nine legal entities (Nigeria, Zambia, Kenya, Ghana, Angola,
Cameroon, Ivory Coast, Sierra Leone, Mauritius)
• Presence in 29 African countries
• Satellite hubs in ten African countries
• Reach to 50 countries in Africa through own or partner networks
• Local expertise in providing fully managed pan-African MPLS
networks
Provision of:
• Undersea cable capacity
• IP transit
• Terrestrial long-distance fibre
• IP-VPN
• Wholesale APN data
• Access and last mile
• Microwave
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of the continent. Improvements in latency and innovation
in overlaying rich services over satellite connectivity have
made this access medium relevant in an era of hyper
connectivity.
Terrestrial networks are still characterised by
microwave and fibre systems for last mile connectivity,
says Solomon. “The split between microwave and fibre
in Africa and in South Africa’s rural areas at the moment
is still around 80-20. However, in South Africa’s metros,
the split is roughly 50-50 and the fibre footprint is growing
rapidly.
“Satellite is still a relevant connectivity solution for
specific client needs,” Solomon says. These installations
are mainly for companies in the construction, oil and gas,
mining, agriculture and financial services that tend to
operate in remote, where terrestrial coverage is limited or
less reliable.

MULTINATIONAL’S AFRICAN WISHLIST

Service providers operating in Africa must be in a position
to offer a range of connectivity options and roll out new
services rapidly, he says. “Speed of delivery is important
because the faster we can deliver, the faster they can
generate revenue. At the moment we’re tracking above
60 installations a month in Africa. For customers, it
could be quite a daunting task to project manage that
themselves – especially when working across borders
with different regulations in each country; so they seek
out partners such as Vodacom.”
Solomon notes that reduced latency, reliability and
excellent SLAs top the wishlist for multinationals moving
into Africa. “Once high-speed connectivity is in place,
what you put over that connectivity is where the real
value lies for the customer. That is where our regionalised
MPLS network, the quality of service that we can provide
and the guarantees we can offer become crucial. It’s
important to clients that our mesh network provides more
than triple layers of protection in terms of routing traffic: if
one circuit should fail on the west coast of Africa, we can
automatically route them – with no downtime to them –
along the east coast of Africa back to their head office in
Europe, the US or wherever they are. It’s really about the
resilient, end-to-end network with minimal downtime and
99.99 percent uptime.”
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CHANGES THE FACE
OF FARMING
Satellite solution creates platform to
build a sustainable farming future.
arming in South Africa is changing and for many,
the old ways of doing business are no longer
viable. To survive, farmers must think differently
and act fast. Kalahari Wild is using the latest
communication solutions to help diversify, automate and
cut costs.

The challenge – protecting the Roan

The Roan antelope is the second largest of the antelope
species. Native to central and southern Africa, it’s not yet
on the endangered species list but its future is threatened
by poaching and habitat loss. Numbers have drastically
reduced across Africa; it’s now estimated that just 60
percent of Roan antelope live in protected areas.
One such area is Grootfontein, a 12 000 hectare farm
in South Africa’s Northern Cape, 65km east of Kuruman
where Kalahari Wild has commenced a Scarce Game
Breeding programme. The farm is owned by the Van Der
Merwe family, Jacques van der Merwe, and business
partner Janus Kotze, an African buffalo breeder from
Swellendam in the Western Cape.
Wildlife Conservation Breeding and in particular Roan
antelope have only recently been part of the overall plan.
“The livestock industry is under so much pressure of late
that we have had no option but to diversify in an industry that
is at least growing at a reasonable tempo, that is the Wildlife
Conservation Breeding Industry” says Van der Merwe.

Diversification and sustainability

The Roan antelope were introduced in early 2014 and are
managed in such a way that they migrate across the land
through the year. “These are wild animals which means we
have a harder job tracking and monitoring them,” says Van
der Merwe.
Tracking involves people on horseback following the
Roan every day, recording location and physical data into a
tablet device. They take photographs and carry out regular
health checks; also recording abnormal behaviour and new
births. However, to make sense of this data, Van der Merwe
and his team need to export the data to a central database.
From here it can be shared, analysed and viewed remotely.

“Mobile coverage in this area isn’t great,” says Van der
Merwe. “There are no masts and the population is so sparse
there is not much economic sense in providers erecting
masts. Fixed lines are no good – the cable is frequently
stolen and it’s too expensive to maintain.”
Van der Merwe is a Vodacom mobile customer, but it
took a friend to point him towards Vodacom’s Broadband
Connect Satellite. The Broadband Connect Satellite service
is totally independent from any terrestrial copper landline
solution and can be provisioned anywhere in South Africa,
provided there’s a clear line of sight to the satellite.

The bottom line

Broadband Connect Satellite allows Van der Merwe to
manage his farm business remotely from Swellendam, a
town 1 200 km to the south. It carries data and allows Voice
over IP calls. “I can check on the Roan data at any time,” he
says, “talk to the guys, see the latest pictures and compare
the tracking data.”
Van der Merwe has plans to build a number of tourist
retreats on the farm, allowing guests to stay and track the
Roan as well as other wildlife. “We’ll need extra bandwidth
for this, which is no problem with additional routers,
and we’re also planning to put in a more sophisticated
surveillance system to help control and monitor the animals
that will, hopefully, benefit the whole industry.” One aim, he
says, is to allow investors to remotely view the Roan live
from web cameras situated at grazing areas and water
points. The Broadband Connect Satellite solution allows
Van der Merwe to increase data usage each month.
“Farming has changed so much in South Africa. You
have to be entrepreneurial. There are many ways in which
technology can help the farming industry, to make it more
sustainable and more attractive to investors.”
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VodaCom at a glance
ConneCt your business to the continent
Vodacom’s head office is in Johannesburg,
South Africa and operations include mobile
networks in Tanzania, the Democratic
Republic of Congo, Mozambique and Lesotho

500 business
customers

8 data centres
in South Africa.

in Africa.

Vodacom provides

61.6 million customers with:
•
•
•
•

Vodacom Business delivers
total communication
solutions to meet the needs
of the public sector, and large,
medium and small enterprises.

570

mobile voice
messaging
data
converged services.

multi-national customers.

Points of presence for Vodacom Business across Africa
Angola
Kenya
Botswana
Lesotho
Cameroon
Liberia
Congo (DRC)
Madagascar
Cote d’Ivoire
Malawi
Djibouti
Malaysia
Equatorial Guinea
Mauritius
Mozambique
France
Ghana
Namibia

South African
offices in:
· Cape Town
· Durban
· Bloemfontein
· Johannesburg
· Port Elizabeth
· Pretoria

Nigeria
Singapore
Swaziland
Tanzania
Uganda
United Kingdom
Zambia
Zimbabwe

ProPosition
our
strategies

Managed connectivity and
internet services across Africa
Cost efficiency and better
operational agility

Defend mobile voice
and grow mobile
data revenue

Accelerate M2M

Better customer
engagement

Drive scale in
converged services

Drive Enterprise
revenue in Africa

Drive Hosting
and Cloud services

Accelerate
SME/SOHO
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ZAS05208454

Introducing the new Galaxy S6 range.
We’ve looked ahead to see what’s next and made it happen now.
The Galaxy S6 range takes business security to a whole new level,
incorporating Knox™2.4, the defense-grade security solution that has worldwide
government certifications and oﬀers real-time device protection. The simple touch
of a button shifts your device between work and personal so you can control your
private files while the IT department takes care of everything work related. Colours
may vary dependent on network service provider.
Samsung - A way of life.

AMBROS/222/NGP

Ready to take policing
to the next level
Next Generation Policing Public Safety
Innovations by Vodacom and Samsung.
vodacombusiness.co.za

Vodacom
Power to you

Without the right tools, the police force can’t respond quickly to public
safety issues. To proactively tackle this challenge and empower the
public safety and security sector to be Ready, Vodacom, in partnership
with Samsung, brings the Next Generation Policing (NGP).
NGP is an innovative, mobile crime-fighting solution that enables your
security force to be faster, better connected and more responsive.
NGP offers seamless and confident connections between the teams
in the field and other stations through a centralised
control room for quicker turnaround.
Get connected with Vodacom’s Next Generation Policing:
Call 082 1930 for more information.

