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ccording to a study from IDC,
spending on public cloud services
in South Africa will nearly triple from
R4.29 billion in 2017 to R11.53 billion in
2022. During this time, it’s envisaged that
the adoption of cloud services will generate
nearly 112 000 net new jobs in South Africa.
The study also indicates that increased
utilisation of public cloud services and
the additional investments into private
and hybrid cloud solutions is enabling
organisations in South Africa to focus on
innovation and building ‘digital businesses
at scale.’ In turn, this will help businesses
generate close to R80 billion in new
revenue over the next five years.
The Microsoft Awards are one of the
highlights of the year for the software
company and its partners operating across
the South African business spectrum. Being
recognised as a key Microsoft partner is an
honour for all the winners.
How does it work? Business case studies
are presented to Microsoft, which then
chooses those it believes is enabling other
companies to operate more efficiently
utilising entities provided by the software
giant.
Never an easy task!
Winners are then chosen from the 25
categories. In this edition, of Brainstorm
Alpha we highlight the companies that met
the criteria and are recognised as leaders in
their respective fields. There is also a special
award, which is chosen by Microsoft and
aptly called ‘MD’s partner of the Year’.
It’s always gratifying to be recognised
for the innovative ways they enhance other
company’s business operations.
In this issue, read how Lillian Barnard,
MD, Microsoft South Africa, describes
how the company is sowing the seeds
of innovation. Lionel Moyal, Commercial
Partners lead, discusses the force that
is Microsoft and how it is behind the
innovations taking place within the South
African business landscape. Then Siya
Madyibi, the company’s local director for
external operations and legal affairs, looks
at how companies need to also focus on

their employees before embarking on a
technology focused strategy.
Another key project being driven by
Microsoft is its Women in Cloud project.
This has become a leading resource for
female innovators globally and one of
its supporters is the Microsoft Cloud
Accelerator Programme – a six-month
course designed to help women-led
companies start and build their businesses.
Brainstorm Alpha showcases excellence
from companies in South Africa that not
only deliver, but also drive technology, and
innovation. This publication serves as an
in-depth case study, providing insight and
inspiration for those companies looking
for innovation to further expand their own
organisation.
I hope you find the articles insightful and
interesting with this publication providing
you with the insight into how you can
embark on your own innovative digital
journey.
Enjoy the read!

Simon Foulds
Editor
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Sowing the seeds of
innovation

The buzzing white noise and rows of
server stacks found in a datacentre
don’t always convey the integral role
the cloud can have in enabling an
economy to blossom.
By Adrian Hinchcliffe

The force behind innovation
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The power of people

An entrepreneurial head start

Fostering innovation and growth
through a programme dedicated to
the technology startup ecosystem.
By Tamsin Oxford

AI and the elephant in the
room

A unique project aimed at crafting
more accurate and frequent
population estimates of forest
elephants uses Microsoft’s cloud
and AI solutions to significantly
improve results.
By Rodney Weidemann

Detect. Define. Protect

A brilliant blend of technology,
intelligent thinking, smart solutions
and a passion for South Africa’s
wildlife legacy focuses on the
poaching problem.
By Tamsin Oxford
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The very model of a modern
workplace provider

Innovation is about the big picture
and the small details. Creating that
capability depends on the right
platforms and partners.
By James Francis

Digitisation is generally viewed as a
technology-focused strategy, but the
fact is that before an organisation
concerns itself with either technology
or processes, it must focus on its
people.
By Rodney Weidemann

Putting women in the cloud

Female tech entrepreneurs
are provided with access to a
community-led initiative designed to
empower and inspire.
By Tamsin Oxford
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A new project by Microsoft is helping
farmers turn their businesses into
data-driven industries, saving
costs and increasing yields and
productivity.
By Rodney Weidemann

Phulukisa means to heal. And that’s
exactly what this simple, smart and
intelligent backpack sets out to do.
By Tamsin Oxford

The modern workplace has evolved
significantly in recent years, breaking
beyond the traditional bounds of
insisting people are in the office, at
their desks.
By Rodney Weidemann

Evolving with the market

Innovative cloud solutions that
empower customers at every stage
of their digital journey.
By Tamsin Oxford

SAM solutions assessment

Software asset management (SAM)
has long been associated with the
need to ensure a company’s software
assets and licences match, to ensure
they are neither under- not overpaying for the software they use.
By Rodney Weidemann
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Born in the cloud

H

elping organisations to use their existing assets to leverage the potential of the cloud is the sweet
spot, says Global Computing and Telecoms.

Revolution goals – but at the right cost,” he says. “All too often,
organisations end up buying new technology when their existing
assets can do the job.”

Sweating those Microsoft assets’

“The cloud is changing the way everybody does business, especially
now that Microsoft has opened Azure datacentres in South Africa. It’s
much as the organisations they serve,” says Sello Mbuli, CEO of Global
Computing and Telecoms. “A new company like ours starts with a builtin advantage because we have no legacy infrastructure and business
model to overcome: we’re not only totally aligned with Microsoft’s
business strategy, but we’re best placed to help our clients reap the
benefits from it.”
Mbuli founded Global Computing and Telecoms in 2016. He had
been working as a technology strategist and consultant at Microsoft,
and realised that there was a gap for a black-owned company to
become a strategic Microsoft partner, able to leverage its intimate
knowledge of Microsoft’s business plan to the best advantage of
clients. In the subsequent years, the company has amassed seven
Microsoft Gold competencies that are all relevant to the Fourth

Cost remains one of the constants in any CIO’s life, particularly as he
or she tries to reposition IT as a service (and value) provider rather
than a cost centre. Mbuli argues that the move into the cloud should
not be seen primarily as a change in technology but more as a change
in approach. The Global Computing and Telecoms team takes pride
in its ability to develop innovative solutions that leverage the potential
of the cloud, but use existing technology and licences to do so.
Their approach thus begins with assessing what the client’s current
technology investments are, and then moves onto providing a roadmap
for combining them into powerful solutions to current business
challenges, but at the lowest possible cost.
For example, nobody needs reminding that high-level corruption
is one of the key challenges facing the country, in both the public
and private sectors, at present. Working as a subcontractor, Global
Computing and Telecoms was able to create an easy-to-use
dashboard for a government logistics company that’s playing a major
role in helping managers to combat fraud. It did so by leveraging
existing assets including Microsoft Power BI and SQL, combined with
the vast power of Azure.
In another instance, Global Computing and Telecoms helped
a municipal water utility leverage its existing Microsoft licences
to analyse its finances and operations better, giving managers a
consolidated view of all water meters and pipelines that enables much
better management of this vital system, serves customers better, while
keeping within financial parameters.
Mbuli believes using Microsoft technologies in innovative ways to
create solutions at low cost is at the core of the Global Computing and
Telecoms value proposition. He uses the same approach in running
the company, and he argues that it helps create an empowering
environment. “Thanks to the anywhere, anytime platform of Azure,
we can partner successfully with SMEs in far-flung areas to develop
solutions to local challenges and also stimulate employment,” he says.
“We’re working smart, but we’re also creating jobs and passing on
skills.”

Data Platform and Analytics, and Silver in Collaboration and Content,
Messaging, and Application Development.
“We’ve made sure the Global Computing and Telecoms has the
end-to-end capability to help clients achieve their Fourth Industrial

www.globalcomputing.co.za
011 575 3000 | info@globalcomputing.co.za

GLOBAL COMPUTING & TELECOMS
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Making AI work for everyone
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pedigree with Microsoft solutions
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Data remains the critical
foundation for business
success

Mint again won Microsoft SA’s Cloud
CRM Partner of the Year award. But
what it offers is much more than a
sales tool. It’s a transformation catalyst.
By James Francis

Having only officially launched
its ERP practice in 2017, Altron
Karabina has already picked up two
successive awards.
By Rodney Weidemann
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Ahead of the cloud curve since
inception.
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Give the customer an excellent
deal, and they will return for further
purchases.
By Andre van Niekerk

The right devices

Recognised as Microsoft’s OEM
Partner of the Year, Mustek is closing
the digital divide with its local
devices.
By James Francis

Licensed to win

Software asset management (SAM)
is a key conversation starter, no
matter the type of engagement,
as it provides the insight into the
customer’s environment that
inevitably leads to the modernising
of their licensing estate by applying
fresh eyes and technology choices.
By Rodney Weidemann

Moving mid-market through
the digital journey
Tarsus Distribution has reinvented
itself in recent years to help its
channel and end-users navigate the
journey to digital.
By Tracy Burrows

Value for customers

Delivering value to customers with
Microsoft cloud services to ensure
futureproof capabilities in the
digital era.
By Tamsin Oxford
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Innovating alongside SA’s
leaders

Digitally transforming itself and its
customers on the back of the cloud
revolution.
By Tracy Burrows

On cloud nine

Rewarding commitment to
innovation in building customer
solutions.
By Rodney Weidemann

Taking SA enterprises into the
new world of cloud
There’s a widespread move to cloud
among South African enterprises
looking to gain agility, simplicity
and faster time to market with
innovations.
By Tracy Burrows

Leading change with the best

Technologies, combined with the
right skills, can change the world.
But first, the world must know about
them – an art Mint Group has been
perfecting in the digital era.
By James Francis

Empowering customers

A compelling proposition for the
customer taken to the next level
with exceptional service and marker
understanding.
By Tamsin Oxford

Into the cloud, into the future
The starting point of this journey is
the deep levels of trust that Ascent
Technology forges with its clients.
By Andre van Niekerk

Taking SA innovation global
Disrupting the market since its
launch in 2015, IoT.nxt has won
multiple accolades, including the
2019 Microsoft ISV Partner of the
Year award.
By Tracy Burrows

Health from the cloud

Leapfrogging existing healthcare
systems it radically changed how
healthcare is delivered.
By Andre van Niekerk

Collaborative and expansive
partnership

Collaboration and strategic direction
define seamless and agile digital
transformation in South Africa.
By Tamsin Oxford
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Sowing the seeds
of innovation
The buzzing white noise and rows of server
stacks found in a datacentre don’t always
convey the integral role the cloud can have
in enabling an economy to blossom.

Adrian Hinchcliffe
Karolina Komendera

W

hen Microsoft announced it was
bringing two Azure datacentre
regions to South Africa, it
opened the country’s gas taps of interest in
cloud computing, with the potential to help
reverse a slowing economy and halt sharply
climbing unemployment.
If cloud computing is the fuel, then
the spark needed to light the boosters of
economic growth is innovation.
Any piece of innovation starts with
great infrastructure, says Lillian Barnard,
managing director, Microsoft South Africa.
“When we looked at it, we knew we had to
bring our hyperscale datacentres to South
Africa to empower not just this country,
but the rest of the continent. With cloud
computing, we’re giving unlimited storage
and compute power to organisations of
any size. By Microsoft dealing with the
infrastructure piece, we’re freeing up
organisations to not have to be concerned
with managing this element and, instead,
focus on innovation.”
Organisations today are looking for new
revenue streams, to evolve their products
and services, and to build digital business
models, she says. In an environment
where organisations are quickly digitally
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transforming, the cloud foundation is
imperative.
While South African organisations have
had access to cloud solutions before, Azure
offers more than a basic foundation.
“When we talk about cloud, we’re really
talking about the intelligent cloud,” says
Barnard. “Just putting a datacentre on the
continent isn’t going to spur innovation;
bringing intelligent cloud to the continent
does. We’re not just talking about the ‘lift
and shift’ of servers into our cloud. That’s
possible, of course, but using the intelligent
cloud provides access to over 100 services,
like Azure cognitive services, which enable
you to infuse your apps, websites, and bots
with intelligent algorithms to see, hear, speak,
understand, and interpret your user needs
through natural methods of communication.”

More than technology
The Azure machine-learning capability
allows people to tweak existing models, so
they don’t have to design everything from
scratch, she adds.
Within the intelligent cloud, there’s
also a strong in-built focus on data and
analytics, and an inherent Internet of Things
connectedness, allowing for a vast array
of devices to be easily plugged in and get
working quickly and easily.
Landing a hyperscale cloud environment
on the African continent alone isn’t going

to bring about the necessary changes, there
are a few more ingredients required to really
drive the transformation.
For a start, there’s a need to have a
capable partner ecosystem to help guide
these organisations and show them what’s
possible. “Our partner network is a big part
of driving innovation. Whenever we do great
innovation, you’ll find a partner is always
involved. A key part of our role is giving
partners the tools and technologies for
them to use our platform to build innovative
solutions, which specifically speaks to
customer and societal challenges.”
The kind of solutions Barnard is talking
about can come from more traditional IT
partners, such as Mint Technology Group,
which worked with Microsoft to pioneer
a facial recognition system improving
medication control and citizen experience
in the Rethabile clinic in Limpopo. However,
thanks to the capabilities on offer, a new
breed of partners are also being enabled,
with less deep technical expertise, such
as Dr Campbell, who has worked in rural
communities and, through his Phulukisa
solution, has developed an IoT-enabled
backpack to improve access to medical
facilities and assistance in the rural areas.
Another key element of maximising the
potential of the intelligent cloud opportunity
is skills, which Barnard says is a major focus
for Microsoft.

Lillian Barnard,
Microsoft
South Africa

Microsoft
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Just putting a datacentre on
the continent isn’t going to
spur innovation; bringing intelligent
cloud to the continent does.
Lillian Barnard

Improving
education
She outlines the Partner and Enterprise
Skills Initiatives, which offer a range of free
and paid-for training programmes that
look at building skills across the ecosystem
and help to drive a learning culture. “For us
to increase acceleration, we need to build
deep technical skills within our customers
and within our partners. In fact, Microsoft
is committed to skilling, upskilling and
reskilling people. Skills development for
all ages is at the core of our mission to
empower everyone to achieve more.”
Cloud Society provides a platform
and programme specifically designed
to give individuals the opportunity to
skill themselves on cloud and digital
technologies. “The learning content available
is broad, but you can also go deep, and it’s
available for free to anyone who wants to
log on. We’re aiming to get 100 000 people
certified on this.”

The skills drive
Microsoft’s AI Business School is another
initiative which helps business leaders
understand how and where infusing
intelligence can make sense and drive
competitive advantage. And how to drive it
through their organisations. The free, online
course covers multiple aspects from aligning
culture to be responsive to AI through to
ethical considerations.
Microsoft has also recently launched
the Head Start programme, which offers

tech startups a mix of skills development
resources and access to the technology
needed to enable innovation and grow
beyond the startup phase, says Barnard.
Startups can be a key beneficiary of
the levelling effect that the cloud can
have, providing access to best-in-class
infrastructure. They are, of course, great
incubators of innovative ideas, and also
provide a key lever in the jobs challenge
currently facing South Africa. “There’s an
opportunity to build more businesses in the
cloud. According to research from IDC, if all
of the businesses come online, we can drive
additional revenues to the tune of
R81 billion, which will create new jobs. To
spur economic growth for all, we can’t just
keep the jobs we have, we need to create
new jobs. We need to ensure that we bring
more small businesses online and give them
an opportunity to innovate, create new
services and markets.
“In small businesses, we believe we need to
focus on young software developers, because
that’s where innovation starts. We’re pairing
them up with our strategic partners, giving
them on-the-job experience so they can be
strong enough to start something new on
their own. We’ve given them the mentorship,
the tools, and the tech so they can continue
and create the multiplier effect. The more you
drive innovation, the more you drive growth
and new jobs, then will you start to see the
economy moving,” Barnard concludes.

As the cloud foundation underpins economic
growth and innovation, education is the key
pillar of the skills required and creating jobs,
which are critical for South Africa’s economy.
Having recognised this, Microsoft has
committed efforts in this regard too.
Mahala is a scheme whereby Microsoft
Office is being made available for free to
every student under the age of 25 in the
country. “We’re giving them the full Office
suite of products and one terabyte of
storage,” says Lillian Barnard, MD, Microsoft
South Africa.
“Over the past couple of years, we’ve
also trained in excess of 100 000 teachers,
because they’re the enablers for the next
generation. Through those teachers,
we estimate we’re touching five million
students. We’re specifically focusing on
young girls, and are looking to develop
a hunger for technology. How do we get
them to make the right career choices?
Sometimes exposure is everything. You
might assume something is difficult, but we
need to give young people exposure earlier
so when they touch it, feel it, they can
actually do it. By the time they make career
choices, they’re informed.
“We’re deeply grounded in our mission,
to empower every person and every
organisation on the planet to achieve more.
We’re invested in ensuring that wherever we
operate as a company, we impact society. We
want to democratise digital, democratise AI,
democratise technology because we want
to ensure everybody gets to participate,
and that means putting tools in the hands
of everyone – because the roots of great
innovation are never just in the technology
itself, but in what that innovation enables
people to achieve.”

Microsoft
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The force behind
innovation
Innovation is about the big picture
and the small details. Creating that
capability depends on the right
platforms and partners.
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Lionel Moyal,
Microsoft
South Africa

9

James Francis
Karolina Komendera

W

hy is it that a business utilising
modern technologies still has
employees capturing information
on paper? All the possibilities of a digital
world, but they are still using laborious
processes that involve several more steps
before that information is digitally available?
Modernisation often manifests in big
steps because it’s easier to be grandiose.
Addressing the smaller pain points is harder.
So while the major systems are modern and
connected, at the touchpoints, there are still
employees with clipboards.
Why is it tough to change specific
processes or environments? Big projects
benefit from resources and focus.
Specifically, those with the right skills are
on-hand to make the changes. But to replace
that clipboard is not a big project and usually
the desire of specific business managers.
They don’t get timely access to the same
resources that aid big projects, such as a
coder who can alter systems to allow for
digital capture.
This is what limits innovation in
organisations. It requires deep skills to
accomplish, skills that are often not among
the people who envision the changes. But
modern platforms and other digital tools,
such as those deployed by Microsoft, are
challenging this barrier by putting innovation
capabilities into the hands of more people.
It’s called democratising digital.

Digital for the masses
Any technology needs to be widespread
and accessible if it hopes to have a lasting
impact. This is not a new idea: obstetrical
forceps, used during difficult births, have
existed since at least the 1700s. But they
were monopolised by their inventor and

only became widely available a century later.
Millions of lives could have been saved if
more doctors had access to that technology.
This is the crux of democratising digital.
It wants to put the capability of digital
technologies in the hands of everyone who
can use it best.
“Digital democratisation is really about
bringing the power of this digital technology
and the transformation that it can bring
to everyone – to customers, partners and
consumers,” says Lionel Moyal, Commercial
Partners lead at Microsoft South Africa.
“Inherent in that is innovation. How can you
do everything that you do generally, whether
you’re a small business or large company,
but improve it with digital?”

Innovation and partners
The idea of innovation is often restricted to
grandiose and broad projects: the proverbial
big bang. But, in reality, innovation is
everywhere. Working out a shorter route to
work is innovative. Being strategic with your
money is innovative. Anything that lets us
operate smarter is innovative. But innovation
requires those with the vision to also be able
to execute their plans.
“Before you can innovate, you need
access,” says Moyal. “You need simple access
to complex technology. This is possible when
you design platforms that create simplicity
and then have your partners make it real for
the market. That’s what we’ve been doing.”
Looking back at the clipboard example,
how would that replay if Microsoft platforms
and partners were involved? By using the
Microsoft Power Platform, a business or
line manager can create their own small
app that does a specific job. A few drags
and drops might be all that’s needed. This
opens the doors of innovation to a whole
new level. Says Moyal: “It’s probably easier to
be innovative these days. You can take any

Microsoft
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common existing business process and ask,
‘How can I make this more digital?’ You can
take just about anything that you engage
with and embed technology or infuse
technology into it. Innovation is moving past
the early adopters into the mainstream.”
But those environments don’t
simply bloom into existence. Although
Microsoft develops extensive services and
improvements to democratise digital, its
partners are key to fit and deploy those into
customer environments.
“Our partners are certainly much closer
to what technologies can do for customers.
They are closer to the action in terms of
what’s happening, what’s working and what’s
not working. They’ve tested not just how to
do it, but how you shouldn’t do it and how to
make it stick inside organisations.”
Partners are the catalysts for modern
innovation. Microsoft is investing a lot in
training both its internal people and its
partners around the skills to bring these
concepts to life for customers. They establish
the secure, collaborative and managed
environments where customers can flex their
innovation muscles for even the most basic
of processes.

11

Digital democratisation is really
about bringing the power of this
digital technology and the transformation
that it can bring to everyone.
Lionel Moyal

Changing to innovate
But this is not a given. To democratise digital,
Microsoft had to change how it operates.
Customers have needed to change as well.
So it’s clear that partners must do so too, or
else they will struggle to remain profitable in
this new innovation culture.
“It’s difficult as a partner to make money
project by project and having to find where
that next project is going to come from,”
Moyal says. “So we’re looking for them to
build deeper engagements with customers.”
Managed services, team-driven outcomes,
collaboration services and continual
improvement are the features of new digital
business models. These present numerous
opportunities for partners. They encourage
longer-term relationships with customers,
new revenue streams such as annuity and
consumption billing, and better partnerto-partner collaboration. Moyal also
encourages partners to build repeatable
IP that can be reused, especially when
leveraging platform tools such those on

Azure. Sustained revenue sources, not big
bang projects, are the revenue pipelines of
today and tomorrow.
Microsoft helps amplify those efforts,
facilitating access to markets, partner
collaboration and marketing activities as
part of its activities. It supports partners to
create, package and promote solutions and
build new pipelines. Meanwhile, Microsoft’s
powerful platform tools help partners create
the environments that let their customers
take control of innovation.

“Platforms can do a lot of the heavy
lifting, freeing partners to develop services
on top, spend the time to understand
customer environments, and deploy
solutions that give them the capacity
to innovate at different levels. With the
right platforms, vendor support, partner
alignment and reskilling, innovation
can be a practical reality even for nontechnologists. Once you look at it like that,
you realise that this is a game changer in
the real sense of the word.”

Microsoft
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The power of people
Digitisation is generally viewed as a technologyfocused strategy, but the fact is that before an
organisation concerns itself with either technology or
processes, it must focus on its people.

Rodney Weidemann
Karolina Komendera

F

or organisations choosing to
implement new digital
technology solutions or
changes, success usually boils down to the
three traditional aspects of people,
processes and technology. The trouble here
is that too often, business transformation
efforts concentrate on the process
improvement strategies, business process
re-engineering and technology
implementations, while failing to give the
people aspect of the change initiative
enough focus.
Incredibly, studies have indicated
that nearly three quarters of business
transformation efforts fail to achieve their
objectives, with the most common reason
cited as a lack of focus on the organisation’s
culture. Clearly, in order for processes and
technology to work effectively, there have
to be people behind them – people who
possess the appropriate skills, experience
and knowledge to succeed.
According to Siya Madyibi, Microsoft
South Africa’s chief legal officer, any
organisation undergoing a digital
transformation must realise that its people
should come first. This means arming them
with the right skills and knowledge, and
securing buy-in from owners, stakeholders
and senior management. Only once the
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right people are committed to the project
should the business consider the processes
and technologies.
“It’s worth noting that technology is
changing at such a rapid pace today that
focusing on investing here first will create
new people problems for the company. After
all, the speed of technological change is such
that most organisations will find it difficult to
complement its staff with people capable of
learning about, changing with and adapting
to these rapidly evolving new technologies,”
he says.
“Instead, enterprises should first ensure
that a strong training ecosystem exists within
the business that can provide an end-toend environment designed to encourage
training and learning. With this in place, it’s a
simple matter to ensure that employees do
not remain static, as they will be consistently
exposed to both the changes occurring
in technology – as they happen – and the
training needed to reskill themselves for this.”
In other words, suggests Madyibi, a
sufficiently adaptable training ecosystem
is fundamental to ensure that staff are
always learning and can easily adapt to
changes. This also means ensuring that key
partners and customers are brought into this
ecosystem as well.

New world, new education
“Something that must be understood,
though, is that such training need not
exclusively be undertaken at physical

locations, since this will entail investing time
and money in onsite trainers, classrooms and
more. Fortunately, modern online training
and management methods are changing
things up, allowing employees to gain access
to customised content either at home or
while at their desk.
“This should enable them to skill up
without investing additional time and
effort in travelling to a classroom, or doing
a course after hours. To this end, the
training and its delivery must be adaptable
to afford both ease of access and an
anywhere, anytime style of training, which
can be customised to fit in with employee
schedules.”
He adds that even with this new approach
to training, businesses should consider
implementing incentive schemes to further
drive uptake, as well as encouraging their
workforce to expose themselves to constant
learning.
“Ensuring a continuous training regimen
is critical, because even the most basic jobs
usually require some level of digital skills, and
even these are in constant flux, due to the
need to keep up with the ongoing changes
in digital technologies.
“In fact, the pace of change is such
today that in all likelihood, even those who
have learned specific technology skills
at university will find that these rapidly
become outdated. This is the reason why
internships are becoming so popular, since
companies want their employees to have
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Ensuring a continuous training regimen is critical, because even the
most basic jobs usually require some level of digital skills.
Siya Madyibi

the relevant digital skills to be able to hit the
ground running. Internships offer potential
employees the chance to learn these skills
before joining full-time.”
At the same time, continues Madyibi, it’s
necessary to begin teaching, at school level,
the kind of broad digital skills that are in
demand in the industry. Government will need
to make a significant and bold shift to achieve
this, and the technology industry must
collaborate with the education departments
to assist here. The industry has a lot of
content that can be fed back into the school
curriculum, which can help to ensure that the
right knowledge and skills – the ones that are

sought after in-job placement advertisements
– are being taught at this level.
“Finally, the critical ‘People’ aspect
demands that employees are consistently
encouraged to innovate, but achieving
this will require not only buy-in from the
C-suite, but also the creation of positions
within the organisation where innovation
can be rewarded with promotion. Digital
transformation is, in the main, about
fostering innovation – and the best way to
encourage it is to make your employees
aware that innovation will not only be
rewarded, but can actually offer them a
genuine career path,” he concludes.

Inclusive and accessible
Since becoming Microsoft CEO, Satya Nadella has made diversity
a core pillar of the company’s business model. This approach
translates into an increased focus on inclusive design, says
Microsoft’s Rory Preddy, audience developer. Inclusive design
means accessibility is considered a crucial part of the design
phase. People of all abilities are considered while the product is
still a concept, resulting in the purposeful engineering of products
that are broadly designed to be accessible to everyone.
“The original principle of inclusive design goes back a century,
to when the US Military wanted to design cockpits for fighter
aircraft that were built for the average person. This approach
ended up excluding more people than it assisted, which led
directly to the development of the adjustable seating that is
found in all kinds of vehicles today. The reason the multiple
permutations afforded by adjustable seating was so successful is
because in the end, no one is merely ‘average’,” he says.
“Today, nearly half the people in the world are affected by
some kind of accessibility issues. This goes beyond mobility
challenges and includes those who have visual, auditory, or
cognitive disabilities, and even simple issues related to ageing.”
He points to a number of Microsoft innovations designed to
offer built-in accessibility, such as Immersive Reader, which allows
the company to cater for cognitive and learning issues. This, he
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adds, is done via a non-invasive mechanism, where it converts
text to a Kindle-like format, which provides greater explanation of
the information, as required.
“Another project is SeeingAI, an AI program created to enable
visually impaired people to obtain a narrative of the world around
them, by assisting them with explanations of things like the value
of particular currency notes, or even the facial expressions of
other people.
Other projects include an Xbox adaptive controller to enable
people with disabilities to play games with their friends, and
Fizzyo, which is an AI designed to identify health symptoms and
conditions more effectively. It’s aimed at people with Cystic Fibrosis,
with the goal of improving the physiotherapy sessions for children
living with this disease, by assisting them to identify problems like
incorrect posture, while also offering advice on improving their
strength, along with exercises that will help further.
“Ultimately, there are three principles we at Microsoft live by
when it comes to inclusive design: we believe in recognising
exclusion; we aim to solve for one and extend to many, by
ensuring our solutions are applicable to as many people as
possible; and we focus on learning from diversity, enabling us to
constantly refocus and re-adapt our designs to make them more
applicable to our customers,” concludes Preddy.
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Siya Madyibi,
Microsoft
South Africa
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Axiz: it’s an inspiring time to be a
Microsoft partner
The partnership between Axiz and
Microsoft continues to grow from strength
to strength, as evidenced by the fact that
the company – winner of the Consumer and
Retail Distributor of the Year and Intelligent
Edge, as well as a finalist for the CSP
Indirect Provider of the year awards at last
year’s Microsoft Partner of the Year Awards
– finds itself once again eligible for a key
award in 2019.
According to Traci Maynard, Microsoft
Executive at Axiz, the company recognises
Axiz as an Indirect Provider, something that
places the organisation into the Business
Awards Category in this year’s awards
line-up.
“An indirect provider is positioned as
a distributor reselling Microsoft’s Cloud
Solution Provider (CSP) via an indirect
reseller channel. This year, they are doing
things a little differently, and the category
for Indirect Provider for 2019 will be based
on actual results, as opposed to being one
of the nomination-based awards,” she says.
“This latest nomination is important
to Axiz, just as our previous wins have
been, as this is key to acknowledging the
hard work our people have undertaken,
driving and executing according to the
demands of our customers during the past
financial year. Receiving this recognition
is particularly gratifying in light of how the
past year has been tough across all sectors

of the channel, especially the challenge –
as an importer of hardware and software –
of managing the volatile rate of exchange.”
This time of year is always an exciting
time for Axiz and many other Microsoft
partners, she continues, pointing out that
the annual global Microsoft conference,
known as Inspire and hosted in Las Vegas,
recently ended.
“On that note, I would like to remind
people of the key message delivered at
Inspire by Microsoft CEO Satya Nadella,
who told delegates that Microsoft’s focus
for 2020 would be on three numbers,
namely 100, 17 and seven. This reference
was to 100 000 employees, 17 million
partners and seven billion people on the
planet.
“He also shared how Microsoft’s mission
remains to empower every person and
every organisation on the planet to achieve
more. The goal, he said, was to make every
small business productive and to make
every large business more competitive,
to help make every government more
responsive, to provide access to education,
to improve healthcare outcomes and
ultimately to amplify human ingenuity.”
Following on from Inspire, adds Maynard,
Axiz has already launched into its next
financial year in a manner she describes as
‘full steam ahead’. As a company, she says
Axiz has closed off its FY19 successfully,

indicating that the public announcement of
the company’s annual performance will be
announced to the industry and the country
within the next few weeks.
“Another reason this is such an inspiring
time is that the new Microsoft Azure
datacentres, which sparked some keen
interest across market segments from endcustomers to channel partners alike when
they were announced, are now proving their
worth. As an IT community and a country, the
success of these local datacentres should
definitely spark a positive outcome in cost
savings for all who utilise them.
“There has certainly been a lot of interest
from partners and end-customers over the
past year, and we look forward to continued
uptake within these datacentres. To this
end, Axiz will continue to invest in its Azure
resources too, so it can ensure its ability to
satisfy increased demand from the market,”
she says.
The other exciting thing about the cloud,
in the form of Azure, is that it has enabled
partnerships across technologies and
companies that typically would not have
been able to exist just 10 years ago.
Maynard suggests that Axiz is pleased that
several vendors that in the past would have
been classified as major rivals to Microsoft
are now working in conjunction with them,
in order to focus on the end-customer’s
success.

Traci Maynard, Microsoft Executive, Axiz

“There has certainly been a lot of interest from partners
and end-customers over the past year, and we look
forward to continued uptake within these datacentres. To
this end, Axiz will continue to invest in its Azure resources
too, so it can ensure its ability to satisfy increased
demand from the market”
Traci Maynard, Microsoft Executive, Axiz

www.axiz.com
Tel: 011 237 7128
MicrosoftCSP@axiz.com
@axizsa

axizsa

“Our wide technology offering across
some Microsoft categorised global ISVs
– including IBM, Citrix, Oracle, Red Hat,
Veeam and VMware – is key to our Azure
partnerships as we drive the Axiz offer
across the technology stack via Microsoft’s
CSP. We will continue to work across these
vendors to drive our local message with a
global Azure touch and in fact Axiz recently
attained Gold competency status across
both Cloud Platform as well as Cloud
Productivity - something that confirms its
continued investment in Azure skills. We
have no doubt that as Microsoft welcomes
more friends to its Azure family, we too will
look forward to embracing an even broader
community in the cloud.
“Axiz is proud to be a long-term Microsoft
partner, we are certainly excited about
the future, thanks to the recent Inspire
event and we are thrilled to once again
be in the running for key honours at the
Microsoft Partner Awards. Whether we win
or lose, we are committed to the long-haul
with Microsoft, having seen its various
programmes evolve over time and are thus
looking forward to its continued successful
evolution, as we work closely with them to
ensure we provide the best guidance to our
partners and end-customers as they also
travel this journey,” she concludes.
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An entrepreneurial head start

Fostering innovation and growth through a programme dedicated
to the technology startup ecosystem.
Tamsin Oxford
Karolina Komendera

O

nly 15% of South African startups
are successful. These statistics
provided by the 2018 Global
Entrepreneurship Index are backed up by
research done by Africa’s Public Service
Delivery and Performance Review (APSDPR),
which offered up the equally tragic reality that
40% of all new businesses in the country fail in
their first year. These figures serve to reinforce
how critical it has become to support the
South African startup sector, to ignite the
entrepreneurial spirit and provide innovative
entrepreneurs with access to opportunities
and global networks. Enter Head Start, a
programme developed by Microsoft,
bolstered by an impressive array of
collaborative partnerships, to help technology
startups build solid business foundations and
strengthen the local startup system.
For Microsoft, this programme is essential.
It underpins its mission to empower every
person and organisation, to help people
achieve more, and to drive entrepreneurship
as a whole. This is particularly relevant in
South Africa, where job creation has become
critical for the improvement of the economy
and social stability. Head Start does just that.
It puts the startups and entrepreneurs in front
of a global marketplace and gives them the
training they need to take advantage of it.
“Helping technology startups to thrive is
required in growing this sector within Africa’s
economy,” says Lionel Moyal, Commercial
Partners lead at Microsoft South Africa.

Breeding ground
South Africa is a breeding ground for
innovation and the perfect space to
encourage talent. The Economic Impact
of IT and Microsoft in South Africa Report,
compiled in collaboration with the IDC,
found that spending on public cloud
services is set to triple from R4.29 billion
in 2017 to R11.53 billion in 2022. This spells
‘opportunity’. It’s the perfect time to enable
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South African entrepreneurs as they focus
on innovation and build digital businesses
at scale. This focus could help businesses
generate almost R81 billion in net new
revenue over the next five years. The local
technology startup community could be a
fundamental part of this revenue generation
and opportunity. This is why Microsoft
invested in Head Start – it wants to play
a role in empowering and developing as
many startups as possible. When startups
join the Microsoft Partner Network and gain
access to Head Start, they become part of
a global community that connects them
to the people, insights, tools, resources
and programmes they need to grow their
business. The programme nurtures and
evolves these startups from fledgling ideas
into fully-fledged Microsoft partners.

Platforms
The ecosystem that backs Head Start is far
bigger than Microsoft alone. The company
has formed partnerships with strategic
partners that include SW7, TechNvst, and
Silicon Cape to help the startup shift gears
and gain sustainable momentum. It has
also introduced an exceptionally vibrant
ecosystem of talent, mentorship, training
and digital certifications.
“As a company whose mission it is to
empower every person and organisation
on the planet to achieve more, we get how
critical entrepreneurship is, especially in the
South African context,” says Moyal.
Head Start was launched in November
2018 and provides candidates with direct
access to coaches and mentors – this is a key
differentiator of the platform as it provides

entrepreneurs with access to people who
have expertise and industry understanding
and who will guide them through essential
learnings for the success of their business.
These mentorships are provided by more than
50 Microsoft South Africa staff who dedicate
their time to assisting these startups, providing
training and support in the foundational areas
of technology, business and legal.
In the technology area, the programme
provides insight into app development, data
and AI, Dev Ops, cloud platforms, security,
business applications and the modern
workplace. The business expertise on offer
helps with marketing, human resources,
finance and business development, while
the legal aspects include GDPR, security,
compliance and essential legal insights.
Each of these areas gives the entrepreneur
a far more robust foundation in business
development and helps them bypass
challenges and potential failure points
through a deeper understanding of the
marketplace and the risks it presents.
Often, businesses fail because their
founders make mistakes that could
have been avoided if they’d had the
advantage of these solid business and
technology foundations. These mistakes
are easy to make. But, through Head Start,
entrepreneurs can approach their future
with a measure of caution and sophistication
that can help them navigate both local
and global business waters. The training
across business, legal and technology
is further supported by digital coaching
sessions and live events, along with access
to internationally recognised qualifications
and certifications. Tech startups can vastly

Helping technology startups to thrive
is required in growing this sector within
Africa’s economy.
Lionel Moyal

improve their knowledge and boost their
company’s trajectory if they immerse
themselves in the training opportunities
made available by the platform. By backing
the bold entrepreneurial spirit of the local
startup, Microsoft is bringing real change to
the future of the country and the continent.
For those companies that want to
explore the potential of Head Start, there
is a dedicated site that takes them through
every aspect of the programme. Here,
entrepreneurs can join at the click of a
button, establish which type of mentorship
or training programme best suits their
goals, and explore opportunities to expand
their business know-how. Already, there
have been some impressive success stories
thanks to the potential on offer by Head
Start. BrilloSys – conceptualised in 2013
and officially registered in 2015 – provides
intelligent and innovative solutions to clients
across multiple platforms and languages.
Elohay Cleaners employs previously
marginalised women and youth to offer
commercial, residential and industrial
cleaning services. The Job Centre is an app
that makes recruitment accessible through
automation and is focused on helping
improve job hunting for South Africans.
And Backyard Development Credit is a
startup bringing innovative credit products
specifically to the backyards of townships.
Each of these initiatives has had a head
start courtesy of this Microsoft initiative and,
thanks to an increasingly vibrant community
and collaborative partnerships, Head Start is
set to continue its reach and success rate as
it heads into the future.

Lionel Moyal,
Microsoft
South Africa

Microsoft
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Putting women
in the cloud
Female tech entrepreneurs are provided
with access to a community-led initiative
designed to empower and inspire.
Tamsin Oxford

T

he Women in Cloud initiative was
established in the United States
in 2017 to celebrate and inspire
female entrepreneurs in the technology
environment. The organisation is committed
to helping women reach their potential
through training, networking and
opportunities and has seen impressive
growth since it was first founded. Women in
Cloud has become a leading resource for
female innovators globally and one of its
supporters is the Microsoft Cloud
Accelerator Programme – a six-month
course designed to help women-led
companies start and build their businesses.
“Today, more than ever, we are acutely
aware of the need to close the gender gap in
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the technology industry and in the Science,
Technology, Engineering and Maths (STEM)
fields,” says Charlotte Yarkoni, corporate
VP of Cloud and AI, Microsoft. “Women’s
representation in these fields is not only
a matter of fairness, but our economies
and societies also lose out when we fail to
engage half the world’s brainpower in our
engines of innovation.”
Microsoft believes that it’s impossible to be
competitive without women. Innovation and
disruption cannot thrive in a market without
diverse perspectives driving business strategy
and thinking. It has, therefore, become critical
to build a diverse partner ecosystem that
actively supports female entrepreneurs. The
company has just kicked off with a second
accelerator cohort of women in Seattle and
is now, in partnership with IdeaGen, about to
expand these accelerators to Canada, France,

Germany, India, Kenya, South Africa, the UAE
and the UK.
“This programme provides womenowned technology companies with access
to the cloud, mentorship, networking
communities and resources that are
designed to support them in bringing
women-led innovations to market,” says
Yarkoni. “Through a multimillion-dollar,
multi-year investment from Microsoft, it’s
our goal that, with this new expansion and
continued scaling, the programme will help
generate $1 billion in cloud opportunity.”

Cloud technology
The programme will achieve this goal by
supporting entrepreneurs and innovators,
by providing accessible cloud technology,
and by supporting the growth needs of
more than 1 000 women-led companies
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have been established by women leaders
within our organisation.”

The future

throughout the investment period. This
will allow for these entrepreneurs to scale
their businesses for sustainable economic
growth in all corners of the world. While the
programme is not yet available in South
Africa, it will soon be providing local women
with the kinds of opportunities that are
sorely needed in the local market.
“We recently hosted an event with a ‘twist
of tech’ to give female entrepreneurs the
opportunity to network while also giving them
vital technical skills that will help them drive
business growth,” says Yarkoni. “It’s our first
step towards building a community that allows
for us to empower one another and help one
another navigate through our challenges.”
The Women in Cloud programme has seen
significant success since its inception. To date,
it has provided opportunities to 30 womenowned companies, of which 12 were originally

based in Seattle. The companies that received
the support and boost needed were Stylyze,
Meylah, Genneve Helath and Automaton.
Since launching Microsoft for Startups, it
has been Microsoft’s vision to deliver access
to transformational technologies such as the
cloud and AI, allowing startups to grow their
customer and revenue bases and strengthen
their go-to-market proposition.
“As part of that commitment, we support
the acceleration of opportunities for
diverse and underrepresented startups and
entrepreneurs in a myriad ways, forming
partnerships with groups like Backstage
Capital, Black and Brown Founders, The
Riveter, WTIA’s Founder Cohort Programme,
and launching programmes like M12’s
Female Founders Competition,” adds Yarkoni.
“As a woman and a leader at Microsoft, I am
proud of these initiatives, many of which

For Microsoft, there is a lot of excitement
around what the programme will deliver in
the future as it expands into new countries
and markets. The diversity, unique challenges
and complex landscape that South Africa
presents to its entrepreneurs could certainly
do with a boost that allows for women to
develop and grow their innovative ideas.
Certainly, it is this diversity and complexity
that’s seen some impressively innovative
thinking in the country and will likely see
some remarkable solutions come to light.
“We can’t wait to see what innovation this
partnership will foster and we encourage
members of women-led companies to apply
to the programme as soon as it opens,” says
Yarkoni. “We will be accepting applications
for the global cohorts soon and things will
rapidly take off.”
There is still a lot to do when it comes
to creating change and diversity in the
technology landscape. Women are still
massively underrepresented and continue to
face an uphill battle when it comes to entering
the market. The ‘Gender Trends in Computer
Science’ study released in June 2019 made
the bold and concerning claim that women
will not reach parity with men in this century,
specifically with regards to research. Another
study by CWJobs found that everyday sexism
remains rampant in the industry, with nearly
30% of women told that they only got their
job because they were women and another
31% told they’re just ‘too pretty to work in this
sector’. The landscape remains hostile and
the need for ongoing support for women-led
innovation remains high.
“We at Microsoft believe that we will only
be able to address our toughest technology
challenges when we embrace diverse
perspectives,” concludes Yarkoni. “To build
this diversity, it’s critical to have a varied
partner ecosystem that actively supports
women entrepreneurs.”

Microsoft
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AI and the
elephant in
the room
A unique project aimed at crafting more accurate and frequent population estimates of
forest elephants uses Microsoft’s cloud and AI solutions to significantly improve results.
Rodney Weidemann

D

espite what it may sound like, the
Elephant Listening Project (ELP)
has nothing to do with the huge
ears usually associated with these large
pachyderms. Instead, it’s a wildlife
conservation initiative in the Nouabalé-Ndoki
National Park in the Republic of Congo that’s
designed to detect and quantify forest
elephant calls. The aim is to build more
accurate and frequent population estimates,
tracking elephant movements, providing
better anti-poaching security and, potentially,
identifying individual animals.
This is particularly critical for forest
elephants, because these animals can’t be
counted from the air like their cousins on the
savannah, because they live in the second
largest tropical rainforest on the planet.
According to Ashleigh Fenwick, Public
Relations and Communications lead at
Microsoft South Africa, the ELP forms part
of ‘AI for Earth’, a $50 million, five-year
programme that brings the full advantage
of Microsoft technology to those working
to solve global environmental challenges –
notably in the areas of climate, agriculture,
water and biodiversity. Through grants
that provide access to cloud and AI tools,
opportunities for education and training on
AI, and investments in innovative, scalable
solutions, AI for Earth works to advance
sustainability across the globe.
“In 2017, the ELP began using a
machine learning algorithm, designed
by the program’s feature project partner
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Conservation Metrics, to distinguish between
forest elephant calls and other sounds in
a noisy tropical rainforest. Applying the
machine learning model to find elephant
calls in new survey data took more than
a month of server time on Conservation
Metric’s local network,” Fenwick says.
“The sheer computational constraints
hampered the utility of the model, and
prevented iterative improvements on
the classification model. To help solve
this, Microsoft donated Azure computing
resources to ELP, and funds to Conservation
Metrics for software development, in order
to support the creation of an Azure-based
machine learning pipeline. Thanks to this,
Conservation Metrics can now process
new ELP data within hours, using powerful
computer clusters in Azure. Moreover, results
can be reviewed by collaborators around
the world, speeding the analysis process
and allowing the detection model to be
improved in meaningful time periods.”

Positives
Naturally, there have been challenges, but also
many positives, continues Fenwick. Traditional
boots-on-the-ground wildlife surveys are
both logistically difficult and costly, which
are challenges that sensor networks and AI
have been able to mitigate. Processing large
data streams collected from wild places has
also been a challenge. While sensor networks
have enabled dramatic increases in the spatial
and temporal aspects of wildlife monitoring,
Fenwick says, the benefits of more data would
be moot were it not for artificial intelligence
and cloud computing.

“With so much data to sort through,
Azure-based solutions like Conservation
Metrics’ machine learning algorithm help
preserve biodiversity by providing metrics
on the status of a species in time to optimise
conservation investments.”
“In the case of ELP, this means that the
raw data can be processed in days instead
of months, allowing researchers to share
insights with conservation workers on the
ground much more quickly, something that
ultimately leads to more positive outcomes
for global elephant populations.”
Fenwick adds that the next steps in this
process are to put the Azure-based analysis
process into production. This will involve rapid
transfer of new survey data into Azure, an
immediate kick-off of batch processing jobs to
detect new elephant calls, a review process by
ELP and Conservation Metrics staff and citizen
scientists, and finally, delivery of summary
information to managers in the field.
“Within weeks of receiving the raw survey
data, data users have their understanding
transformed: they are easily able to see
how many elephants are in their reserve,
where they have been active over the last
few months and where human activities and
gunshots have been occurring.
“This data, previously unavailable, can
help improve planning and execution of
actions to preserve these threatened species.
Finally, there are many other conservation
organisations tackling similar problems. To this
end, Conservation Metrics will actively seek
out opportunities to leverage this Azure-based
AI pipeline to improve conservation efforts for
other threatened species across the globe.”
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Detect. Define.
Protect
A brilliant blend of technology,
intelligent thinking, smart
solutions and a passion for South
Africa’s wildlife legacy focuses on
the poaching problem.

Tamsin Oxford

I

n February 2019, the Department
of Environmental Affairs released
rhino poaching statistics that
showed a decline in rhino poaching for the
third year running. It’s a positive statistic, but
fails to capture the ongoing threat that
continues to plague the country and affect
the future of rare animals. The fact remains
that rhinos are still being murdered for their
horns and poachers are still being paid
exorbitant sums of money to collect those
horns. There has long been a need for
wildlife organisations to gain a competitive
advantage over the well-funded and
well-trained poachers, to find a way of
traversing significant distances and
minimising the time lost to misdirection due
to fence alarms and false alerts. To this end,
Peace Parks Foundation, a leader in large
ecosystem transfrontier conservation and
combatting wildlife crime, partnered with
Microsoft to create an innovative and
intelligent autonomous poacher detection
system. The solution, a multi-motion sensor
camera network designed to capture
thousands of images per day is a central
nervous system powered by AI, Azure and
savvy game rangers.

Highly organised
“With organised crime coming onto the
poaching scene, they’ve turned the situation
into bank heists,” says Douglas Gillings,

programme manager: Combatting Wildlife
Crime Programme, Peace Parks Foundation.
“They’re highly organised, precise and welltrained. We realised that the only way we
could make an impact on a landscape of this
magnitude was to invest in scalable solutions
and to host services and systems in the cloud
so we could gain deeper insights into activity
in the park.”

Notification
In 2017, in collaboration with Ezemvelo
KZN Wildlife, Peace Parks and Microsoft
created a ‘smart park’ at Hluhluwe-iMfolozi
in KwaZulu-Natal. They placed motion
sensor cameras throughout the park to
autonomously detect movement. Microsoft’s
AI then sifts through these images to
distinguish between humans, animals, plants
and other objects that may have triggered
the cameras. It then sends out relevant,
targeted alerts.
“When we started out, we didn’t have the
AI and we were absolutely swamped by the
volume of images,” says Gillings. “We did a
sample exercise and got in 25 000 photos
in a month – this was just too many to
monitor, especially with incursions happening
at midnight. Then we did the AI pilot and
streamlined the alerts down to 1 200 over that
same period, reducing the noise by 94%.”
Once human activity has been identified,
the system notifies the rangers through
GPS co-ordinates and a photo. This allows
them to respond more effectively and with a
greater level of safety – they have a clearer

idea as to the location of the poachers so
they can approach with caution. For Gillings,
the support from Microsoft really helped
them design the system for scale, security
and measurable results.
“Thanks to the support from Microsoft, we
are designing our architecture and engaging
with the different teams far more effectively,”
he adds. “We are running a serverless
environment with a customised AI model that
provides us with proper insights, and with
the changes we’ve made to the back-end
software, we’ve achieved in six months what
would have taken us years. This solution has
taken away the scaling limitations in terms of
management as well – although we have two
people managing all the systems, we have
the ability to deploy hundreds of cameras
instead of 10 with minimal effort – we can
also see how it is working in real-time and
when it needs attention. Rangers can see the
people, identify poachers in near real-time
and respond immediately.”
For the team at Peace Parks Foundation,
Microsoft has made a real impact on the
community and in combatting poaching.
The elastic, agile and scalable solution has
allowed for game rangers without an ounce
of data science or technology expertise to
manage an intelligent and dynamic system
that delivers ongoing results.
“We can now focus on what we want to
do – solving the poaching problem – and
we can leave the complex infrastructure to
the people who do it properly – Microsoft,”
concludes Gillings.

Microsoft
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Turning
agriculture
into a data
farm
A new project by Microsoft
is helping farmers turn
their businesses into datadriven industries, saving
costs and increasing yields
and productivity.
Rodney Weidemann

D

ata scientists have long
suggested that information is the
most valuable commodity
available, and more, that it can be analysed
to deliver a range of benefits to whatever
industry is making use of it at the time. This
even includes those industries that the
average person may consider to be manual
in nature, as opposed to data-driven.
After all, most people wouldn’t think of
farming as a business where information
technology plays a critical role, yet the
creation of FarmBeats is all about enabling
data-driven agriculture. A Microsoft project,
FarmBeats aims to couple data and insights
with the farmer’s own deep knowledge
about their farm, helping them be more
productive, reduce costs, and practise
sustainable agriculture.
Ranveer Chandra, chief scientist for
Microsoft Azure Global and Partner
Researcher at Microsoft Research, says
that since most farms don’t have internet
connectivity or power outlets, and as it’s not
feasible to put in sensors that may interfere
with day-to-day operations, obtaining all the
requisite data from a farm can be difficult.
“With FarmBeats, we’re able to capture
large amounts of data from a farm on the
Azure platform and aggregate many data
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Ranveer Chandra,
Microsoft Research

sources, which agri-businesses can then
translate into actionable insights for farmers,”
he says, adding that FarmBeats helps
partners gather data from sensors, drones,
tractors, satellites, weather stations and
many other sources.
“It will aggregate all these sources of data
using AI techniques to predict data points
in places that do not have sensors. Finally, it
will enable developers to easily create new AI
algorithms that can bring the benefits of data
science to agriculture. With all these tools,
farmers will be able to get a view of their
farm that was previously incredibly difficult,
such as a soil moisture map of the farm. With
these views, partners can provide insights
to farmers that can enable data-driven
agriculture in a more affordable way.”
Knowing that most farms suffer from a
lack of connectivity, Chandra says the project
addressed this using a technique that has
been in development at Microsoft for 14
years, known as ‘TV White Spaces’. The way it
works is by putting WiFi signals across empty
TV channels, referred to as White Spaces.
“The reason these channels are so
beneficial for sending and receiving data is
that they are in the lower frequencies and,
compared to WiFi at the same power level,
the signals propagate four times further in
UHF TV channels and 12 times further in VHF
TV channels. These channels are especially
appealing for farmers, because – far from the

broadcast towers – most farms only receive
white noise on these channels anyway.
“The more white noise channels there are,
the more unused capacity there is, and it can
ultimately provide over 500 Mbps of unused
capacity in the middle of a farm – across
which can be sent data from sensors, drones
and tractors, to name a few.”
Chandra suggests that another challenge
FarmBeats has to overcome is connectivity
to the cloud. Since it isn’t feasible to send
large amounts of data to the cloud using a
generally weak cloud connection, FarmBeats
installs an IoT Edge instead. This is a PC form
factor device that sits in the farmer’s house or
office and performs most of the computations,
before sending summaries to the cloud.
“We are very excited by FarmBeats, which
is being implemented worldwide – initially
mostly across the mid-to-large farms – but
really, the goal is to make data-driven farming
affordable for smallholder farmers as well.
“The beauty of the insights provided
by FarmBeats is that it can help a farmer
understand how much water, pesticide or
nutrients are needed in different parts of
the farm. This, in turn, saves costs, increases
yields and enables sustainable agricultural
practices. The end goal is really to take the
guesswork out of agriculture, allowing the
farmer to use data and data-driven insights
to take the crucial daily decisions every farm
requires,” concludes Chandra.
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Shouldering
the healthcare
burden
Phulukisa means to heal. And that’s
exactly what this simple, smart and
intelligent backpack sets out to do.

Tamsin Oxford

S

outh Africa’s vast distances and
rural population density makes it
difficult for people to receive the
quality of medical care they deserve. It’s a
complex and challenging situation that sees
many women die in childbirth, people lose
jobs and income travelling to receive
healthcare, and becoming ill with conditions
that can be easily treated. Enter Phulukisa, a
health platform solution with a backpack
designed to be carried into any area by a
medical professional and that provides them
with the technology and tools they need to
provide quality care. This simple, solarpowered backpack is revolutionising
healthcare for millions of South Africans.
The Phulukisa platform has numerous
capabilities, and more modules are
added on an ongoing basis. It can test
for 10 of Africa’s most common noncommunicable diseases, including heart
disease, tuberculosis, and HIV. It also
provides access to hearing and sight tests,
blood tests, health screenings, and a full
medical exam that’s tailored to the relevant
market. This means that health workers can
comprehensively test and care for people
in the right ways, with the right tools. It’s
a prenatal clinic that can help make a
thorough exam of a pregnant mother and
her baby, and it’s a mobile clinic for farm
workers, offering real-time results and

Raymond
Campbell,
Phulukisa

medical support. It is also the brainchild of
Raymond Campbell, CEO, Phulukisa.
“I trained as a urologist and worked in the
private sector for 10 years, but always did
one day a week of public service at the state
hospitals,” he says. “I could see the contrast
between the two. I believed that there had
to be a better way of helping people and
that my time would be better spent if I
could serve that need. So I focused on the
periphery of primary healthcare services as I
felt they needed the support.”

Evolving unit
When Phulukisa started out, it was a fixed
unit that stood in a clinic; it then became a
mobile clinic, and then, as it evolved and the
parts improved, it became a highly mobile
backpack, but the full value of the solution lies
in the platform it creates, which is connecting
health records to people and allowing
specialists to engage with patients without the
need to be in the same physical space. The
goal is to find the disease before it manifests,
to be able to knock on people’s doors and
ensure they get the healthcare they need
before it’s too late. It has also benefited from
the support and involvement of Microsoft, a
partnership that had an unusual beginning.
“Someone from the same church as
Raymond told him how Microsoft helps
businesses like his,” says Rochelle Mountany,
strategic partner recruit lead, Microsoft. “We
were so impressed with what he does and
the impact Phulukisa can have in society,

that we fast-tracked them into the partner
network and are working to help them
leverage the entire ecosystem to become
successful. This has resulted in significant
opportunities for them on a global scale.”
The technology that powers Phulukisa
is elegantly simple. The company followed
the principle of ‘back to basics’ with its
approach to healthcare and technology to
make it as straightforward as possible. The
system consists of a tablet that’s used to
ask questions around physical and mental
health topics, devices designed to measure
health metrics, and a blood draw kit. The data
gathered for the patient is then uploaded
to their file, which sits on a secure MySQL
database in Azure. The Phulukisa AI algorithm
then runs against the aggregate dataset,
housed in Azure Cosmos db, with set ranges
on outcomes of certain test results, based on
accepted standards and norms. These results
and the relevant healthcare recommendations
are then returned to the healthcare worker
through PowerBI, allowing the patient to
access immediate and appropriate care.
“We are still busy figuring out the full
potential of this solution, and it has already
exceeded our expectations,” says Campbell.
“It has been smooth for the most part – the
architecture and the algorithms work well
even when we scale – but the impact is
enormous and we believe that this is the
right way for us to help people live healthier
and better lives, and is the right platform to
bring about real change.”

Microsoft

26

M o d e r n

W OR K P L A C E

Workplace Partner of the Year

Ryan Jamieson,
Ryan
Jamieson,
Altron
Karabina
Business
Unit Lead
for Modern
Workplace at Altron Karabina

The very model of a
modern workplace
provider
The modern workplace has evolved significantly in recent years,
breaking beyond the traditional bounds of insisting people are in
the office, at their desks.
Rodney Weidemann
Karolina Komendera
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A

s the principle of work being
something you do, rather than
somewhere you go, takes hold,
so an increasing number of companies are
enabling remote workers and field
operatives, utilising the latest technologies to
drive this forward.
Ryan Jamieson, business unit lead for
Modern Workplace at Altron Karabina,
points out that Microsoft is driving this idea
forward so strongly that the company has
actually called its solution, which combines
the power of Office 365 and Microsoft 365,
Modern Workplace.
“Modern Workplace fits snugly into the
employee enablement arena, meaning the
organisation is better positioned to engage
with its employees in a more productive
and efficient manner. This may not sound
like much, but in today’s globalised world,
communicating and collaborating effectively
with staff in various geographies is not
possible without something like Modern
Workplace,” he says.
“Karabina itself is a perfect microcosm of
this – it is part of the larger Altron Group,
which has offices in South Africa, Africa and
in Europe. We are all able to communicate
with one another effectively and have
genuine engagements without the need to
meet face to face, thanks to the Microsoft
platform.”
Jamieson adds that the critical building
blocks here include access to the standard
Office platform, including OneDrive and
OneNote, as well as access to specialised
tool sets. These include Microsoft Teams and
Power Platform; the latter can rapidly create
mobile applications that customers can
utilise without having to undertake a large
amount of custom development.
“Microsoft has also launched what we
consider to be something of a secret weapon
in this space, which has gained a lot of
traction. This is Microsoft Kaizala, which is
effectively the vendor’s answer to WhatsApp;
it’s highly secured, with business operations
in mind.”
He adds that his company has been

We are also able to leverage a lot of
material produced by Microsoft, which
makes it easier to scale such interventions.
Ryan Jamieson

deeply involved with the broader solution
since it was released, and that the
organisation’s credentials are best displayed
by the fact that Altron Karabina recently won
the Microsoft Modern Workplace Partner of
the Year award for the second time in three
years.
“There are a number of reasons why we
were victorious, including the way in which
we differentiate ourselves. Our belief is that
with a solution like this, it’s about much more
than merely licences; instead, it’s about how
you get the client to utilise this solution
in a way that fully realises its capabilities,
thereby ensuring that their people are more
productive and efficient.
“To achieve this, Altron Karabina hires the
best people it can find to unlock the value of
the Office platform, and to assist customers
with regard to building, deploying and
implementing this within the ambit of best
practice. Furthermore, we are deeply aligned
with Microsoft’s own strategy, meaning that
when it moves in a certain direction, so do
we as this positions us to help the customer
realise further business benefits from this
solution.”
Jamieson says another differentiator is
the way in which the company focuses on
driving change and adoption within the
customers’ employees. For such tools to
be effective, the majority of staff need to
be familiar with them, and undertaking the
training and change management required
to drive adoption at scale can be difficult.
“To this end, we not only offer targeted
training campaigns designed to get people
to understand how to use the tools, but do
so in short bursts. This is done via training

snippets, bite-sized videos and similar forms
of education, all delivered in small doses,
enabling the employees to consume this
training quickly.
“We are also able to leverage a lot of
material produced by Microsoft, which
makes it easier to scale such interventions.
Perhaps even more of a differentiator for
us is the fact that we have access to Bytes
People Solutions – another Altron division
– that is able to assist with any complex or
specialised training that may be required,”
he says.
Asked what he thinks about winning this
award, Jamieson suggests that it affords the
company recognition that it is doing the
right things with Modern Workplace, namely
executing the solution and delivering value
to customers.
“Looking to the future, we aim to take
this solution and its delivery to a whole new
level, working alongside Microsoft to drive
adoption of the platform and to ensure this
can be done securely. After all, security is a
massive topic and Microsoft has made huge
investments around this platform in respect
of security. This is why they require trusted
partners like us who can implement this
securely and also monitor the nature and
health of the platform at all times.
“Finally, with our ability to engage with
the market in selling licences, our goal is to
determine how we can combine this offering
with what we do with Modern Workplace,
to deliver even greater value to the endcustomer. We are thrilled and excited to
have won this award, and we look forward to
continuing to work closely with Microsoft for
many years to come,” he concludes.
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Finding business
success in a world of change

N

ebula’s CEO and founder, Daniel Nel, shares his thoughts on what it takes to run a successful business
when the world is changing around you.

Nobody starts a business planning to be
hugely successful for a year or two, before
calling it quits. No one is going to take the
time to build a business from the ground
up without thinking, and hoping, that their
efforts will result in something that is
sustainable and successful.
But achieving long-term success is no
walk in the park. Just ask brands like Kodak,
which failed to move with the times and was
eventually forced to shut its doors. Or chat
to the big brands that have been dubbed
`overnight successes’, but that have
actually grafted for many years, and waited
very patiently, for the market to realise the
value of their product or service.
So how does one guarantee success in
a market that appears to be changing on
a daily basis? How do you make sure your
offering stays relevant to your customer
base and culture, appealing to the right
talent?

Create meaning
True workplace transformation goes
beyond providing your staff with the
best coffee machine or having the
slickest office spaces. In fact, I would
argue that transforming the aesthetics
is less important than making sure your
employees feel valued, especially with the
widespread fear and uncertainty that often
accompanies innovation. But creating a
culture of meaningfulness across your
organisation does not happen overnight.
It’s a process and a mindset that has to be

developed and encouraged over time and
must be backed by senior leadership.

Provide the right tools
Keeping modern workers happy isn’t only
about having the latest and greatest tools
and technologies. That being said, if staff
members are struggling to get their jobs
done because they’re forced to work on
old and outdated technology, it’s likely that
they’re going to get very frustrated, very
quickly. One of the best ways to ensure
that your staff has access to all the tech
resources they need is to simply ask
them what they want. Chances are they’ll
request things that you would never have
considered.

“Keeping modern
workers happy isn’t
about having the latest
and greatest tools and
technologies.”
Daniel Nel

This kind of tech-enabled efficiency
working alongside the right people is
exactly what we were trying to create
when we developed OneView, our SaaS

technology expense management
platform. The idea behind OneView was to
help modern businesses automate timeconsuming, manual processes so that they
can focus their attention on more innovative
work.
In turn, to accelerate our own SaaS
solution’s innovation, we became a
Microsoft Partner five years ago, which has
helped us speed up our build, go-to-market
and selling strategies. The Microsoft team
has been an integral part of our own journey
to cloud, helping us to stay relevant, and
enabling us as we enable our clients and
continue our cloud innovation journey.

Offer the right perks
With everyone talking about working from
home and flexitime, it can be tough to find
an approach that matches your business
needs. Similarly, when people aren’t in
the office working a traditional 9am-5pm,
it is hard to foster the meaningfulness
I mentioned above. If you want to offer
greater flexibility, you need to do so in
combination with the right level of control.
The last thing you want is for your flexitime
workers to lose the `human touch’
because they only communicate with their
colleagues via digital channels. I’m a firm
believer in the fact that a flexible workforce
has to spend some time in the office so
that they can connect with their peers
on a deeper level. This sort of interaction
can’t be replaced with a Zoom call or a
WhatsApp message.

WATCH VIDEO
Success in a world of change

“When you have
multiple people working
clients, often across

everything together and
make this single view a
reality.”
Daniel Nel

we’ve needed for quite some time. Using
the Teams platform, there is only one
conversation happening about each client
and job at a time.
This kind of technology, combined
with the human component, has been a
real game changer for us. Not only does
it perfectly align with our company’s
aim to use technology to boost human
potential, it also helps us to develop and
maintain successful partnerships with
our customers and partners. These
collaborative relationships allow us to

Our transformation journey
At Nebula, we’ve always championed
having a single view of everything – from
our client services and resources, to
our entire technology environment. But
when you have multiple people working

bring everything together and make this
one view a reality. Microsoft Teams has
been the answer to this challenge and as a
team collaboration platform, it is something

www.nebula.co.za
Tel: CPT: 021 555 3227 | CENTURION: 012 661 0400

our customers to reach their goals and
relationships and helps us to succeed as a
business. It is this approach that recently
secured us the Industry Vertical Solution
Partner of the Year Award at the 2019
Microsoft South Africa Partner Awards.
When you’ve been running a business
for over 20 years, you constantly need to
be looking to the next big thing and trying to
identify fresh ways to stay relevant. We’ve
made plenty of mistakes along the way, but
we use these experiences to guide and
advise our customers so that they have no
trouble weathering the changes that are
coming their way every single day.
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Evolving
with the
market
Innovative cloud solutions that
empower customers at every
stage of their digital journey.
Ryan Roseveare, BUI
Tamsin Oxford
Karolina Komendera

T

he Cloud Partner of the Year
award recognises how BUI has
collaborated with both clients
and Microsoft to develop innovative, relevant
and dynamic digital solutions that redefine
both business potential and the cloud
landscape. BUI has worked with companies
across South Africa and Africa, providing
solutions that meet diverse industry needs
and business requirements. The awardwinning company has some impressive
success stories across different sectors such
as commercial, financial, legal and retail, and
continues to adapt its offering and
capabilities as it evolves alongside the
market and technology.
“We focus on using the cloud to generate
business benefits for our customers,” says
Ryan Roseveare, MD, BUI. “Our structured
methodology ensures that our customers
move into the Microsoft cloud for the
right reasons and we focus on critical
elements such as business benefit, security,
accessibility and cost savings. I think this
philosophy has borne fruit as this is the sixth
year in a row that we’ve won this award.
We spend a lot of time understanding our
customers and getting them into the cloud
in the right ways, for the right reasons.”
BUI has been working with the Microsoft
cloud platform since its inception, focusing
on providing agile solutions to customers
that use best of breed technology and
strategy to deliver results. The company
added 23 new Azure customers in 2019,
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bringing its total to 93 Azure customers that
are consuming services at an exceptional
rate, cementing BUI’s achievement as the
partner with the highest consumption
in Africa. Currently, BUI has 23 different
solutions that are jointly marketed and sold
with Microsoft and partners, and has spent
the past 18 months refining its solution
offerings and building repeatable practices
using the latest Microsoft technologies.

We focus on
using the cloud
the generate business
benefits for our
customers.
Ryan Roseveare

Microsoft platform
“We’ve been working with the Microsoft
platform since it was a fraction of what
it is today,” says Roseveare. “Even back
then, before the datacentres landed here,
we were moving entire customers into
Azure. We chose Microsoft because it has a
fantastic end-to-end platform that benefits
customers, regardless of business size. From
the small to medium enterprise to the large
enterprise, the barrier to entry is lower and
it’s easier for customers to upskill and adapt.”

BUI takes standard Microsoft technology
deployments and enhances the offering
with its own intellectual property, adding on
cloud solutions and Microsoft cloud-based
security. It has proven a successful strategy
as numerous clients have migrated into the
Microsoft cloud on their terms, getting the
results they wanted. Over the past year, BUI
has achieved several world firsts with the
integration of Azure for reports, enrolment,
backups and custom operations for clients
across web hosting, large data sets for
analysis, and blog storage for backups and
data archival.
“We’ve set ourselves up to take advantage
of the new technology that Microsoft is
releasing – customers want to use this
technology and work with Microsoft so
we ensure we have what they need to get
this right,” adds Roseveare. “We are very
outcomes-based and we focus on agility
and security – our philosophy is to build in
security from the ground up before we even
begin to move the customer to the cloud.
And we back our customers with strong
technical knowledge and capabilities, so they
get what they want.”
BUI has successfully completed a
significant number of projects over the
past year thanks to its Microsoft-centric
stable of solutions, customer focus and
agile approach to business and cloud. The
company ensures that customers get the
outcomes they want with the right solutions,
and at the right time.
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SAM
solutions
assessment

Software asset management (SAM)
has long been associated with the
need to ensure a company’s software
assets and licences match, to ensure
they are neither under- nor overpaying for the software they use.
Rodney Weidemann
123RF

M

icrosoft generally offers to pay
for assessments, in order to help
customers to either optimise
their existing on-premise software, or assist
them to begin their move to cloud.
According to Gareth McDonald, operations
director at Vantage Systems South Africa,
this approach enables customers to improve
efficiencies and reduce costs. However, a
project of this nature is inevitably massive, so
the vendor connects these customers with
partners like Vantage, which are positioned
to take this particular monkey off their backs.
“When establishing our South African
operations, we took the decision that, unlike
some competitors, we would not have a
licence sales division. This demonstrates that
we have no vested interest in trying to sell
the customer additional licences and ensures
we provide them with a truly independent
view of their IT estate,” he says.
“I’m a firm believer that this is at least part
of the reason we were rewarded with the
Microsoft SAM Partner of the Year award.
We are certainly pleased to have won and
view this as recognition of the services we’ve
delivered in the software asset management
sector over the past year.
“Winning this award is fantastic, as it’s nice
for our people to receive recognition from

We’re now
witnessing a
shift from SAM to
solution assessments.
Gareth McDonald

Microsoft for all the hard work put in over
the year. It’s important for a business in our
position to have something like this to strive
for, as this not only helps us develop and
maintain excellence in the business, but the
win will undoubtedly encourage us to aim
even higher in the future.”

A shift
McDonald adds that because Vantage has
no additional agenda to sell the customer
licences, it is able to focus closely on
helping the customer with optimisations,
improvements and cost savings across their
software architecture.
“We’re now witnessing a shift from SAM to
solution assessments, and the development
of our own solution assessment practice has
allowed us to show customers both savings
and optimisation opportunities within

their business, not just from a licensing
perspective, but also from a hardware and
operations point of view.”
In fact, he continues, Vantage’s evolution
to solution assessment actually began two
years ago, as the business had already seen
the writing on the wall for SAM, because the
mere fact of the cloud means that clients will
have less software – and thus licences – to
manage. While there was broad resistance
from some in the industry, it was simply the
next logical step, states McDonald.
“For us, it’s a great honour to be awarded
the SAM Partner of the Year award, as we
realise that this can only assist us in the
market by showcasing to our customers the
fact that we have been recognised as the
leader in our field in the Microsoft Partner
Community. This will hopefully give the
customers additional peace of mind that we
are able to deliver quality services.
“I would also like to congratulate and
thank our team for their efforts, and it is
wonderful to see them rewarded for all their
hard work. The Microsoft Partner Awards
have become the yardstick by which we, as
partners, measure ourselves. It keeps us on
our toes too, as it informs us what can be
done to improve and perfect our offering, in
order to deliver services that are worthy of
this recognition,” he concludes.
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Modern Workplace

B

CX, powered by Microsoft365, provides a complete end-to-end solution for the Modern Workplace,
enabling a digital workforce.

It is a pivotal decision to modernise the
workplace in today’s current economic
environment as a business transformation
strategy. One of the building blocks to
modernisation is digital technologies
that reshape operations and dramatically
improve the work environment. This
is where BCX comes in, as a one-stop
solution to digitalise the workplace.
Through one of our partners, Microsoft,
BCX has a distinctive approach in
accelerating productivity and operational
flexibility, using Microsoft365.
But what is the modern workplace?
According to Andrew McNair, Microsoft
Services Manager at BCX Microsoft
Centre of Excellence: “The modern
workplace is more about the collaboration
of the workforce. It’s communicating
at anytime and anyplace, on any smart
device, securely– the virtual equivalent of a
physical workplace, taking a disconnected
workforce to a digitally connected
productive workforce.”
Busi Moale, Managing Executive at
BCX Microsoft Centre of Excellence,
adds: “The modern workplace sounds like
it’s one solution, but it’s actually different
components that we as BCX build to
seamlessly fit into each other. We start from
the communication infrastructure like the
telco services that are required, we bring
in the professional services, software and
managed services and we make it one
cohesive solution for our customers.”
To solve the complex problem of
modernising and going digital, BCX seeks
to understand the customer’s business
context and create a solution that tends
to the business objectives of its clientele,
across various industry verticals. The
needs of each business are considered,
and the solution is fit for purpose – creating

“Research shows if the
employee experience is
taken into consideration,
then you will increase
customer engagement,
which will ultimately
result in better profits.”
Busi Moale

a world-class solution that leverages on
international best practices.
“We become like a business partner
to the company, to understand their
requirements. We then customise and
mould the software and the digital
workplace to suit their requirements. At
the end of the day, it’s a business tool and
it should reflect on their bottom line,” says
McNair.

Evidence found by Microsoft suggests
that 51% better employee experience
will lead to 32% customer satisfaction
increase, which will lead to 73% increase
in profitability. It’s clear that to modernise
the workplace is a worthwhile exercise
that isn’t squarely focused on simplifying
the work cycle, but has a positive effect
on the balance sheet too.

Employee experience
Software investments would be
incomplete without considering the
user, which is why in this transition
the employee experience becomes
an important pillar. This makes the
work setting far more integrated, with
increased collaborative team efforts.
“Research shows if the employee
experience is taken into consideration,
then you will increase customer
engagement, which will ultimately result
in better profits,” says Moale.
The value of analytics is immense and
helps in planning for the future, including
the shape that the business should take
moving forward.

From left to right: Andrew McNair, Busi Moale and Christo Economou, BCX

“At BCX, we’ve got scorecards, so in our Microsoft Centre of
Excellence we measure consumption and ROI. There are two
types of measurements, one is a data analysis measurement which
measurements entails cost optimization and the two will be related,”
says McNair.
Another metric embedded into Microsoft365 can help
management view documents that an employee is working on and
who they are collaborating with, there’s ample insight that also helps
employees manage their tasks.
workplace enables the streamlining of business with reduced
downtime and lowering of maintenance costs. Agility heightens

Within BCX, a few developments are taking place that strengthen its
acuity and drives its mission: the current focus is a Microsoft product
called Teams, which is a collaboration and information tool. In its

WATCH VIDEO
BCX enables a digital workforce

capabilities, it collocates information from another tool called Power
be disrupted by data analytics and digital transformation.
“We know that we’re in a data-driven world now. In our value
proposition, we’re building a modern workplace that focuses on
the usage and management of data, the insights that you can glean
from data and how it can enhance your business productivity and
profitability,” says Moale.
As an innovator that goes beyond providing licences and
sophisticated software and the bonus of having a dedicated Microsoft
Centre of Excellence, BCX is part of envisioning, onboarding and
driving value for its customer.
“We do this by providing a total solution when implementing
Microsoft365 workloads that enable the digital workplace,” says
McNair. “We have had success in the marketplace by driving business
value for our customers while implementing Microsoft365 as a
business solution. We believe we’re the partner of choice in digitalizing
the workplace.”
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Data remains the critical
foundation for business
success
Altron Karabina has been a Microsoft shop since inception,
focusing on data and analytics.
Rodney Weidemann
Karolina Komendera

I

t is thus unsurprising to learn the
two companies have partnered
on a number of complex
projects, such as data warehouses, and, as
such, have an extremely close relationship.
According to Paul Morgan, business
unit lead: Data, Planning and Analytics at
Altron Karabina, the company is particularly
proud of the fact that since Microsoft
initially launched its Data and Analytics
Partner of the Year award, the company has
consistently been the victor, a total of 14
times in succession.
“Obviously, our organisation has
significantly expanded since then,
moving into additional areas of Microsoft
technologies, but data and analytics remain
the roots of the business and this is written
in its DNA. Naturally, by staying true to these
roots, we remain the leading player in this
field,” he says.
“For us, the Microsoft relationship is
pivotal in everything we do, and we continue
to work as closely together as ever. There
is no doubt we rely heavily on them as our
platform of choice and we know that they,

Brainstorm αlpha

too, have come to rely on us in certain
instances.”
Asked about what Altron Karabina brings
to the table that differentiates it in this
year’s competition, Morgan says that the
company is able to point to a total of 36
new certifications achieved within a team of
around 50 people. In addition, he says, the
business has significantly grown its customer
base, bringing in approximately 50 new
customers of all sizes.
“Beyond this, we are also expanding our
cloud data footprint and encouraging clients
to move some components of their data
solutions onto the Azure cloud, hosted at the
South African datacentres. Furthermore, we
have also been involved with several projects
where we expressed our partner delivery
capabilities through specific innovations
around data science or insightful analytics.
Finally, we focused heavily on internal
training for our consultants, ensuring that all
were exposed to the various learnings and
experiences gained from these projects –
essentially, you could say that we are living
the Microsoft story.”

Morgan adds that the two companies
already have a special relationship at the
highest levels, as the Altron Group’s chief
executive, Mteto Nyati, is also the ex-MD
of Microsoft SA. He was eager to have a
platform from which to continue spreading
the Microsoft message, and Altron’s
acquisition of Karabina last year enabled a
deepening of the relationship, says Morgan.
Going back to the cloud, he indicates
that although the company is focused on
this arena, and is increasingly driving this
due to the advantages of having a locally
hosted datacentre, he points out that Altron
Karabina is not a ‘cloud at all costs’ business.
“For one, we have many clients that run
hybrid environments. They require our
assistance to move the systems that do run
well in the cloud, but also need help when
it comes to on-premise issues like sweating
their assets, or even the legal ramifications
of moving data to a cloud environment. The
reality is that for us, it’s not about the cloud;
it’s always about providing our customers
with the right advice, even if that may be to
not make the move to the cloud just yet.
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Paul Morgan,
Altron Karabina

For us, the
Microsoft
relationship is pivotal
in everything we do,
and we continue
to work as closely
together as ever.
Paul Morgan

“At the same time, we are often asked by
customers, concerned about the economy,
what they can do to reduce costs, to
optimise what they have and to be more
efficient. The answer lies in data, which –
when properly analysed – can not only help
them achieve this, but also play a key role
in assisting with the development of new
plans, the identification of new territories
or products, in finding new ways to market
and in gaining a deeper understanding of
the customer,” he states.
Morgan says Altron Karabina is thrilled
to once again have received this award,
as it demonstrates to customers the
company’s continued focus on Microsoft
solutions and that the business remains
true to Microsoft and its technologies by
driving these into the client base. He adds
that Altron Karabina also attracts a lot of
new employees who are excited about
working with Microsoft technologies, and

this award enables the company to position
itself as the number one place to work
when it comes to furthering their Microsoft
skills. Thus it continues to be important for
the business to be seen as leaders in the
field, in order to attract the staff with the
best skills.
“Winning this award is particularly
special for our people, as it affords them
the recognition they deserve for the hard
work they have put in on the various
projects, and lets them know that Microsoft
itself is aware of both their efforts and the
quality of their work.
“The awards ceremony itself was
wonderful to attend, and we remain proud
and honoured to have received this award
for the 14th consecutive time. I’d just like
to say a massive thank you to our hardworking employees, to Microsoft, and,
most especially, to all our customers as
well,” he concludes.

Microsoft
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Machine learning will be a
technology game-changer
There can be little doubt that machine learning (ML) has arrived, but
in South Africa, there is something of a dichotomy around it. There
are many people who’ve never heard of it, while in some areas, local
businesses are world leaders in ML.
Although there aren’t many organisations that have production
infrastructure in operation yet, there are operational ad-hoc solutions
with very strong use cases that can be found in the country.
According to Dr McElory Hoffmann, CEO of Praelexis, Africa is
part of the global economy, and as such, simply can’t avoid the ML
revolution, nor should it, as it holds enormous potential to assist the
continent in solving some of its biggest challenges, while also being a
source of export revenue.
“Just in the agriculture sector alone, it offers the promise of assisting
in diagnosing and reducing crop diseases, determining soil potential,
helping with the right types of crop rotation, and much more. The same
can be said of its potential impact on education, by recommending
interventions and increasing the learner retention rate; in the health
sector, such as by diagnosing complex diseases in medical imaging
and in financial services, where it can reduce instances of fraud. ML
also adds significantly to better practices in terms of governance and
transparency,” he says.
“As a global player in its own right and a good corporate citizen,
Praelexis is very involved in the African ML discussion. We subscribe
to the Sustainable Development Goals and are working hard to help
educate people about its benefits, while also finding better ways for ML
to serve the population.”
When it comes to the question on everyone’s lips, namely that of
automation and job losses, he says the ongoing conversation around
upskilling, retraining and augmenting people is necessary, as it’s vital to
understand how machines and people will work together in the future.
That said, he believes it will have an impact on certain jobs, but will also
create new ones.
“Remember that decades ago, when the first ATMs were launched,
there were fears it may impact on human bank tellers’ jobs. However,
today there are no protests about the impact of these machines, as
they have become part of the fabric of society.
“The only real difference between then and now is that instead of
mostly impacting on the jobs traditionally undertaken by blue collar
workers, ML will impact on jobs across the spectrum. Despite this,
it seems logical to give machines the machine-like jobs, and leave
creativity to people.”
Hoffmann indicates that ML is already found in many aspects of
people’s daily lives, even if they’re unaware of this. He points to virtual
assistants like Siri, social media algorithms and even phone cameras
that detect individual people as examples of ML in action today.

Dr McElory Hoffman, CEO of Praelexis Africa

“Despite this, ML is still very much in the hype cycle. We’re seeing
organisations hiring data scientists, but – due to the fact that the
enterprise isn’t collecting and storing its data properly – these
scientists are unable to deliver tangible business value. We’re also
seeing companies embarking on ML projects without first carefully
understanding the business case and the business value that define
their ROI, or thinking about the difficulties of implementing ML in a
production setting when viewing it as a proof-of-concept. AI for the
sake of AI is a waste of company resources.
“I feel we’re currently in a similar situation as we were when the
browser was released in the early 90s. It was something that was new
and unpredictable, but it quickly became apparent that it was going to
significantly shake up the status quo. ML is the same, although we can’t
accurately predict what it will lead to, we can already see it is going to be
a complete game-changer,” he concludes.

www.praelexis.com | info@praelexis.com | 021 200 5817
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Making AI work
for everyone
Mint Group’s broad and deep pedigree
with Microsoft solutions also leverages the
vendor’s AI services. This has led to some
ground-breaking projects to meet basic
service needs.
James Francis
Karolina Komendera

W

hat would it require to start using
artificial intelligence? How
advanced and established must
your technology environment be? Is the
power of AI only reserved for those who
already made their leap into the future?
Common sense would say yes, because
AI is a demanding emerging technology. But
this isn’t true. AI services can be plugged
into many different scenarios and deliver
surprising results - surprising because of
how mundane the problems they tackle
are. Mundane problems such as: are people
receiving their medicine?
Mint has been recognised as Microsoft
SA’s Artificial Intelligence Partner of the Year,
an award it was runner-up for in 2018. This
win results from numerous factors, including
Mint’s AI-related skills and capabilities.
Projects make up a small part of the
judication, but they offer clear examples of
how Mint came to lead the pack.
“One of our projects is at a major local
university,” says Peter Reid, practice head
of Artificial Intelligence at Mint Group. “We
implemented facial recognition to improve
safety on the campus. After all, how can
students be expected to learn if they don’t

feel safe? That has since expanded to start
collecting behavioural information such as
class attendance. The university can notice if
a student is struggling and then intervene to
help them.”
Yet this university isn’t at the cutting edge
of digital modernisation. Its environment
is much closer to what most organisations
would recognise - and certainly not where
one would expect AI to be providing a major
service.

Key services

This demonstrates the capability of

We can create
a data-driven
baseline that reflects
the real world and
tackle real problems.
Peter Reid

Microsoft’s platforms to extend into
different environments and deliver key
services. Accomplished with the experience
and designs of Mint, AI can now play a
fundamental role required for modern
transformation: collecting relevant
information used to improve basic services.

Peter Reid, Mint

Microsoft’s cognitive technologies can be
integrated as services onto its platforms. This
enables Mint to pursue very effective digital
transformation projects at the ground floor
of modernisation. Another of its projects,
with state-run medical clinics, uses facial
recognition for queue management and
dispensing medicines. But these aren’t just
rote security procedures. They save lives and
improve healthcare delivery.
“A common problem for clinics is whether
someone takes their medication often
enough,” Reid says. “If they don’t see a
patient often enough at the clinic, does
that mean they aren’t collecting medicine?
That might be the case or they might be
collecting medicine at a different clinic. But
if you track the patient by sight, it paints a
richer picture.”
Identity is the nucleus around which digital
unifies. By using Microsoft’s AI services, Mint
can establish this from the start. The clinics
can now be more proactive, such as sending
messages to patients they know aren’t
collecting their prescriptions regularly. Again,
this is being done in environments that have
barely begun their digital journeys.
“Microsoft’s cognitive services open up a
lot of the ideas we associate with the Fourth
Industrial Revolution,” says Reid. “We can
create a data-driven baseline that reflects the
real world and tackle real problems.”
Yet AI services are only part of the
equation. It needs a capable provider such as
Mint, focusing on the customer’s context and
translating technology to meet their needs,
to create this reality. Microsoft SA’s Artificial
Intelligence Partner of the Year wants to
keep on winning by creating and scaling AI
solutions that change our world from the
ground up.

Microsoft
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It’s in the
DNA
A commitment to
embedding security
into the cloud
from inception to
execution.
Tamsin Oxford
Karolina Komendera

I

ts commitment to providing
customers with a solid security
foundation throughout their
technology implementation and investment
ensured it received the Microsoft Award for
Security Partner of the Year. For BUI, security
is baked into its DNA, ensuring that every
client, project and commitment follows the
tenets of design secure, deploy secure and
manage secure.
“We have a very long history of working
with Microsoft and our singular focus on
them as a partner platform and technology
has really helped us to evolve as a company,”
says Willem Malan, technical director, BUI.
“We are incredibly proud of achieving the
Security Partner of the Year award as it’s
not only a newly introduced award, but it
recognises how we have placed security at
the core of our business.”
BUI has not only been the first company
to scoop up the inaugural award, but it
was the first in South Africa to become
a gold security partner. Both of these
achievements point towards a company that
upholds security throughout its customer
engagements and work with Microsoft.
“It really shines a light on what we do, it’s
at the heart of our business,” says Malan. “It

Willem Malan, BUI

has tremendous value for us as a team, it’s
something we are proud of, and it gives our
customers the reassurance that we have their
best interests at heart and can deliver exactly
what they need.”

It recognises
how we have
placed security at the
core of our business.
Willem Malan

Security has certainly become one of
the most dominant conversations at any
boardroom table. The complexities of
security of the business, its data, its people,
and its reputation are putting pressure on
organisations that’s difficult to manage and
maintain. BUI has recognised the importance
of collaborating with customers to get their
security proposition right, from the start, and
to embed it as a culture and a technology
throughout.
Right partner
“Microsoft is the right partner when it comes
to security and ensuring that organisations
have the right tools in their arsenal to
develop a robust security posture,” continues
Malan. “It’s not only one of the most
well-known vendors in the country, but it’s
recognised as a leader in security onsite
platforms.”

For BUI, the partnership with Microsoft
has not only paid off in terms of customer
satisfaction and reassurance, but in the
ability to grow the business. The company is
continually adding new services, specifically
around the Microsoft Security Operations
Centre, and in ensuring that customers
always have access to best-in-class security
solutions. The Microsoft Security Operations
Centre is a new centre at BUI built entirely
around Microsoft technology, providing
customers with access to relevant and highend security services that are aligned with
their priorities and Microsoft’s capabilities.
“We’ve been an early adopter, strategically
collaborating with Microsoft both locally and
abroad to refine and develop our security
offering,” says Malan. “We’ve worked with
the Microsoft security team in Israel over
the past three years and become part of the
product development cycle, and we have
invested in training and skills development
on an ongoing basis.”
BUI is focused on taking its security
offering even further over the next year,
focusing on helping customers enable
Microsoft 365 security in their cloud
environments and on secure Microsoft cloud
migrations.
“We believe that security is a key growth
market, an opportunity for us to expand as
a business and to ensure our customers are
always provided with the best in security
architecture and investment,” concludes
Malan. “Our commitment is all in, and we are
following a multi-year strategy that’s paying
off for both BUI and our customers.”

Microsoft
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Innovative value
chain
Market-leading technologies and methodologies
designed to deliver relevant cloud solutions to
the business.
Tamsin Oxford
Karolina Komendera

M

icrosoft has been paying attention
to innovation across its entire
value chain. The company has
demonstrated its commitment to meaningful
innovation that delivers relevant services and
solutions through significant investment into
platforms and systems that allow for
application development and technological
advances that are relevant to market and
business. Tangent Solutions, winner of the
Application Development Innovation Partner
of the Year 2019 award, shares this
commitment. The company has built a solid
reputation in application development and
innovation thanks to its use of cutting-edge
technologies and methodologies that help
customers achieve exceptional results
through accelerated development and
delivery.
“Tangent Solutions has always strongly
believed in partnerships, which is why we
work so well with a partner-led business like
Microsoft,” says Dave Nel, managing partner
and Microsoft regional director, Tangent
Solutions. “They are interested in our success
and we know that if we use their solutions
with our customers, it will help them achieve
business success. It’s an ecosystem of value
creation where everyone wins, and that’s a
great way to do business.”
Tangent Solutions has developed an
internal methodology called Genesis that
sits on top of Azure DevOps with in-house
tooling. This solution ensures that stories
are correctly sized, that developers make
daily commits, and that testing is completed
on time. It is further enhanced by project
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hygiene indicators that include automated
builds, code quality analysis, and automated
testing. Every aspect of any project is then
managed by interaction on the Azure
DevOps APIs and run on Azure – making use
of both Azure and Azure DevOps, regardless
of the technology stack. The company has
made use of Azure’s monitoring tools to
provide customers with insight into their
production environments. The company
uses Microsoft Teams to ensure continuous
integration and deployments throughout
Azure and Azure DevOps and follows the
agile principles of openness, using the
Software-as-a-Service (SaaS) tools provided
by Microsoft to assure clients of visibility and
accountability.

Investment
“Through our investment into Microsoft and
its solutions, we have enabled our customers
to successfully and sustainably operationalise
new technologies and approaches to
drive business agility,” says Nel. “We have
positioned ourselves as leaders in the market
with our skills, our focus, and our portfolio
– specifically on open source toolsets
that are increasingly being adopted and
implemented by corporate and enterprise
South Africa.”
Tangent Solutions makes use of the right
toolsets and people to help clients with their
strategy, automation and implementations
so that they can achieve the efficiencies
and agility that they need for growth.
The company has also placed significant
investment into developing its internal

culture and providing opportunities for
people to enhance their skillsets and become
thought leaders in relevant subject areas.
The result is a workplace that’s committed to
personal growth and client satisfaction, with
expertise in open source, PHP, Kubernetes,
Office 365, and mobile.
“What has also worked strongly in our
favour is the breadth of technologies
that we can service and use to develop
solutions,” adds Nel. “This allows us to make
fit for purpose technology choices that
acknowledge the technology ecosystems
and human capital requirements of our
customers.”

Modernisation
As a committed Microsoft modernisation
partner, Tangent Solutions has a reputation
for deploying modern and serverless
architectures on Azure and implementing
these with the right DevOps tooling.
Their experience is cemented by the
relationships formed not only with Microsoft,
but with clients that have had systems
and architecture successfully reshaped
by Tangent’s experienced teams and
capabilities.
“Our modernisation methodology and
architectures are mature and based on
our extensive experience and passion for
embracing the cloud,” says Nel. “While
modernisation is a complex topic and
challenges both traditional development
and operations teams, it’s definitely a gap
that can be bridged, and one that is worth
bridging – the value of these technologies
soon becomes self-evident.”
For Tangent Solutions, cloud maximises
the innovation potential of DevOps by
combining development, testing and
deployment tools in the cloud. It assures
flexibility while delivering apps that need
to be deployed faster and monitored
throughout the development lifecycle. The
DevOps teams work closely throughout the
application lifecycle, combining skills and
involvement through each development
phase. This is further enhanced by the
integration of both the quality assurance and
security teams that ensure that every aspect
of application development and innovation
is tested, secure and relevant.
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Our experience and
understanding of
industry and technology
ensure that we are ahead of
the curve when it comes to
security, agility, innovation and
cloud-based flexibility.
DAVE NEL

Dave Nel,
Tangent Solutions

This commitment to agile and focused
DevOps application development, and to
in-depth visibility and control, has seen
numerous well-known companies work with
Tangent Solutions to handle their DevOps
implementations and modernisation. Over
the past few years, Tangent Solutions has
provided clients with rich and innovative
solutions to their business challenges. Some
of the stand-out solutions include: the use
of IoT devices and applications to ensure
the security and good quality of resources
in transit and the ability to provide proofof-custody; and localised chatbots for a
leading retailer to ensure that the name, tone
and appearance of the avatar were locally
relevant and engaging.
“We love technology and the bold future
that lies ahead of us,” says Nel. “Because
of this attitude, we’ve built a culture that
embraces new technologies, ingesting them
quickly and assessing their potential and
sharing their learnings. We believe that this is
a great way for our employees to grow and
for us to expand our portfolio as a company.
Our experience and understanding of
industry and technology ensure that we
are ahead of the curve when it comes to
security, agility, innovation and cloud-based
flexibility.”

Microsoft
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The thin edge of
transformation
Mint again won Microsoft SA’s Cloud CRM
Partner of the Year award. But what it
offers is much more than a sales tool. It’s a
transformation catalyst.
James Francis
Karolina Komendera

“I

sometimes wonder if that’s still the
right word. It’s definitely not just
for sales and customer service
teams anymore!” quips Andre Wissler, head of
client at the Mint Group. He was responding
to a question around CRM, the service
category for which Mint has won Microsoft
SA’s Cloud CRM Partner of the Year award.
At face value, CRM seems like a relatively
small part of an organisation’s overall
technology ecosystem. Traditionally, it
served a specific role - customer relationship
management - and didn’t spark much interest
outside the orbits of sales and customer
service projects.
Today’s CRM is something much bigger
and relevant to more of the business. Modern
CRMs, particularly Microsoft Dynamics
365, are platforms that bring a wide spread
of features and applications to the table.
The powerful sales tools are there as well:
360-customer views, omnichannel capabilities
and behavioural analytics are just a few
examples.
But as a platform, Microsoft Dynamics 365
adds much more, such as business process
management and automation alongside
Marketing Automation, Project Services and
Field Services. It integrates with Microsoft’s
other major platforms and services, as well
as third-party providers, to build a living,
seamless technology environment for the
entire business. A CRM platform has an
added benefit: it is naturally customer-centric
and has a knack for appealing to business
audiences.
“It’s a great way to get business people in
on the conversation,” says Wissler. “They can
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Andre Wissler,
Mint Group

The initial
interest from our
customers is usually
around transformation.
Andre Wissler

see the platform follow their logic and they can
become comfortable with it. It’s often business
people who start creating the pressure for certain
services and features, because they can see how
the Microsoft Dynamics 365 platform can bring
that idea in their minds to life.”
Microsoft Dynamics 365 is using its capability
as a CRM to bring the power of digital to wider
audiences in every business. Alongside the rest of
Microsoft’s diverse stack, it drives both broad and
niche cases, making use of the best in modern
technology behaviour to give customers exactly
what they need. Flexible service deployment,
selective integration and annuity-based costs all
create such alignments, supported by continual
research and development.
“It’s much easier to have a conversation about
different opportunities,” Wissler adds.
Mint’s win - one of three awards it received
from Microsoft this year - is not a massive
surprise. Recognised as one of the top global
CRM providers, this South African business is also
part of Microsoft’s Dynamics Inner Circle - a one
percent pool of partners that have close access
to the platforms, ongoing development and
strategy.

Established and evolving capabilities
A Microsoft Gold partner for at least a decade,
Mint has established and evolving capabilities
that link to the breadth of Microsoft’s vast
services landscape. It operates in several large
sectors such as healthcare, education and
the public sector, but is particularly known for
its work among financial service providers,
including major banks and insurance houses.
What all these sectors have in common
is an overwhelming focus on customer-first
methodologies. Insurance companies want
360 broker views of key accounts. Healthcare
benefits from predicting patient behaviour.
The public sector is finding Dynamics 365 a
boon for citizen services as well as improving
project management. Once organisations start
exploring the potential inside the Dynamics 365
platform and Microsoft’s ecosystem, they find
many more opportunities ready to be exploited.
“The initial interest from our customers is
usually around transformation,” says Wissler.
“But as they see what Microsoft Dynamics
365 can do, they start pushing for those other
opportunities as well.”
Yet these opportunities don’t just drop out
of a box. They result from walking with the
customer and applying Mint’s skills, experience,
frameworks and IP to realise customer ideas.
This is the third time Mint has won Microsoft
SA’s Cloud CRM Partner of the Year Award they clearly know how to establish Dynamics
365 and the Microsoft ecosystem to match their
customers’ vision.
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Doing things faster,
better and smarter
Having only officially launched its ERP practice in
2017, Altron Karabina has already picked up two
successive awards.
Mauritz Preller,
Altron Karabina

H

aving won the Business
Applications ERP Partner of the
Year for the second year in a row
at the recent Microsoft Partner of the Year
Awards, Altron Karabina is flushed with
success.
The company has built its reputation
on being able to deliver full, end-to-end
Dynamics 365 projects, including Customer
Engagement and Finance and Operations.
According to Mauritz Preller, business unit
lead for Dynamic Operations at Altron
Karabina, the organisation is able to
offer best in class finance and operations
solutions, using the Microsoft Dynamics
platform.
“There is no doubt that winning these
awards helps us to distinguish ourselves and
elevate our reputation in the market with
regard to our service delivery. Our business
unit’s strategy is built around being the
best in the market, building the strongest
team possible, having an extremely close
relationship with Microsoft and looking after
our customers in a way that ensures they are
both successful and happy. This award is a
huge indicator that we are achieving exactly
that,” he says.
“Just as crucially, this award is valuable to
our team, because it clearly provides them
with the recognition they richly deserve
for the work they’ve put in. The team
always puts significant effort into its project
deliveries, which includes working very long

Rodney Weidemann
Karolina Komendera

There is a
revolution
coming in respect
of cloud and digital
transformation.
Mauritz Preller

hours, so it is great for them to know they
have been noticed by our principal vendor. I
would suggest that the key reasons behind
us winning this award were our phenomenal
customer growth in the last year, our rapid
adoption of the latest Microsoft technologies
and the fact that we have ensured our
growing customer base remains happy and
fulfilled.”
He adds that in today’s environment,
customers need predictability from their
implementations, and wide functionality in
order to properly manage their business.
They need these implementations to happen
faster than ever before – waiting two years
for a project to be finalised is no longer
feasible in this fast-paced world.
“With this in mind, there is a revolution
coming in respect of cloud and digital
transformation, which means entities like

ourselves have to be faster, cheaper and
better. Thanks to our company’s strong
relationship with Microsoft, we are.
“The specific solution we focus on is
Microsoft Dynamics Finance and Operations
enterprise ERP, which is cloud-based and is
thus hosted in a Microsoft datacentre. This,
in turn, makes it a cornerstone of digital
transformation and means we are able to
assist our clients to open up a new world
where their customers are mobile-enabled
and can thus do things faster, smarter and
better than ever before.”
Enabling this type of transformation for
customers is satisfying, continues Preller,
as it is exciting to help them eliminate the
need to struggle with complex servers,
datacentres and all the support these areas
require. Because it is all in the cloud and can
be accessed virtually at the press of a button,
Altron Karabina is able to increase the power
at its customers’ fingertips.
“Microsoft is obviously one of our key
partners, depending on us to manage
the relationship with, and the delivery to,
the end-customer. We believe that our
commitment to working with them at every
level and synchronising our own business
model with theirs is the main reason we are
able to deliver the kind of award-winning
products and services that we do,” he
concludes.
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Creating the (intelligent) workplace
of the future

I

n today’s digital world, intelligence is the key to
competitive advantage. Where we work—and how —
is changing to support the intelligent business.

Digitalisation made existing business
models and ways of working more efficient,
but over time, it began to disrupt the status
quo. One of the key trends has been the
growing realisation that the vast amounts
of data generated by an increasingly
digital business environment are actually
the crown jewels, the source of business
insights that can be used to grow market
share, or even create new markets.
“Data supports better, swifter decisionmaking and it has created the need for a
work environment that supports a much
more agile way of working. Other important
drivers are the emergence of anytime/
anywhere work habits on the part of
employees, and a much more empowered
customer base that is also moving online,”
says Graham Parker, Intelligent Workplace
Group Executive, Dimension Data. “In the
past, the workplace was a physical location;
now, it could be anywhere, and thus the
supporting digital environment is crucial.”
For companies, the challenge is thus
a dual one: how to digitise their business
models to provide a better customer
experience and access new revenue
channels, and how to transform their
internal processes in sync with this more
flexible, responsive front-end.

Graham Parker, Dimension Data

In other words, how to become an
intelligent company?
There are several components to an
intelligent company: intelligent business
applications to deliver an intelligent
customer experience provided by people
working within an intelligent workplace
supported by intelligent infrastructure. The
remaining piece is the need to secure the
entire digital environment via intelligent
cybersecurity.
When it comes to creating the intelligent
workplace, companies face three
significant challenges:
Create a unified technology environment
that supports the new ways of working. No
company starts off with a blank sheet—
existing technologies need to be retained to
ensure a satisfactory return on investment,
but the legacy cannot be allowed to
compromise the future. The challenge is
how to integrate existing investments into
the new intelligent workplace in such a way
that employees can leverage the latest
technologies and platforms.
Become truly data-driven by leveraging
all of the services that are now on offer by a
growing variety of cloud providers. Agility
is only valuable if the company can identify
the best options to choose, otherwise it
simply becomes change for change’s sake.
The challenge is to gain access to data and
then use it to improve decision-making. An
important subsidiary is the need to move
at market speed: old-style, project-based
approaches are no longer acceptable in the
digital world. The company thus needs to
provide the technology platforms to enable
employees to access the growing number
of value-added services that are offered
by cloud service providers to enable them
to make decisions more quickly and based
on data.
Keep up with evolving customer and user
expectations. The move to digital platforms

011 575 0000
www.dimensiondata.com

in business and society as a whole has
a myriad ramifications. Among the most
significant is the blurring of barriers
between work and private life. Increasingly,
the same set of mobile devices is used
for both; in similar vein, attitudes are also
becoming more uniform. A business’
customers are thus expecting their
interactions with the business to mirror
the way in which they interact with peers,
particularly as regards personalisation;
a business’ employees are expecting the
work environment to be as flexible as their
private environment, and to accommodate
their individual work patterns.
To overcome these three challenges,
companies need to adopt four broad
strategies.
• Support employee collaboration using
modern technologies to meet, message
and chat no matter where they are or
what technology is being used.
• Improve productivity by equipping
both employees and customers with
applications tailored to deliver
information in a way that makes it easy
to use. The automation of workflows is a
key driver of enhanced productivity 		
across the business.
• Streamline enterprise mobility
by providing users with mobile
applications that enable them to
access the information and
functionality they need wherever they
happen to be.
• Create smart workplaces that attract 		
and retain the best talent. The `war for
talent’ has become something of a
cliché because it’s real. Companies
that provide a work environment that
helps talented people achieve results 		
in a way that suits them are better at
retaining high-performing employees,
and attracting new ones.
Parker argues that it is important to begin

framing the discussion in terms of value
rather than cost—an approach that is
finding favour with more and more CIOs
as they reposition IT as a service provider
and enabler to the rest of the business.
After all, improving the user and customer
experience, driving productivity, enhancing
decision-making quality and supporting
collaboration all deliver huge value and
contribute to the bottom line.
In reality, though, it’s also important to
adopt an approach that includes existing
technology (and other) investments.
For example, in order to create its own
intelligent workplace, Dimension Data
has integrated many of its existing tools
and licensed software to create a unified
collaboration/communication platform.
In the end, though, the drive to create a
truly intelligent workplace means we will
have to look at our enterprise assets in a
new light, Parker continues.
“We need to start thinking not about the
technology our business has but rather
about the services it must help the business
deliver to enable digital outcomes. As
we help our clients create intelligent
workplaces, we are often deploying nextgeneration services alongside legacy
ones, creating a hybrid IT infrastructure
that must deliver a seamless, improved
user experience,” he says. “This brings new
levels of complexity, which we are skilled at
navigating.”
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Solving customer
problems
Ahead of the cloud curve since inception.
Tracy Burrows
Karolina Komendera

T

arsus on Demand, the cloud
enablement company within the
Tarsus Technology Group, started
as a typical hosted cloud service in 2012, with
a virtual datacentre offering storage and
backup.
Says CEO Anton Herbst: “But over the
years, along with our acquisition by Tarsus
Technology Group and a name change, our
model evolved. We saw the impact of hyperscalers globally, and as a local host, we knew
we had to invest ahead of the curve.
“In 2016, around the same time as Microsoft
took Azure and Office 365 to market, we
submitted a request for a proposal to become
an authorised cloud service provider and
started trading in June 2016.”
At the time, a key issue was that the
channel was ill prepared for the as-a-service
model, says Herbst. Another challenge was
local enterprise concerns about budgeting for
consumption, taking into account a variable
exchange rate. Tarsus on Demand eased local
businesses into the cloud environment using
its own virtual datacentre as a stepping stone,
offering local hosting at rand-based pricing.
“So, they can go from on-premise to our
virtual datacentre, then into Azure, and as
service providers, we bill in rand,” he says.

Coming soon: pay-per-impact
Herbst believes that thriving in a fastchanging environment demands agility and
willingness to adapt, something Tarsus on
Demand is constantly working towards. “The
environment is changing rapidly: the channel
is morphing, business models are changing
and the market is in decline for transactional
products; now, it’s as-a-service or utility; in
future, customers will demand to pay for
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Anton Herbst, Tarsus on Demand

We’re moving
into the realm of
design thinking within
partner communities
to solve customer
problems.
Anton Herbst

impact,” Herbst says. In this environment,
customers will only pay for what they use
and that has a measurable impact. To remain
relevant in a pay-per-impact environment,
businesses will have to truly understand the
customer in order to deliver value.
Tarsus on Demand has evolved its
operations to focus on improving employee
experience to enhance customer experience,
and to gain a deep understanding of small
and mid-sized enterprise needs.
“We’re moving into the realm of design
thinking within partner communities to solve
customer problems,” Herbst says. “We’re
asking which of the 32 000 services in Azure
are we combining to solve the customer’s
problem, which partner or ISV are we working
with to solve the problem, and how are
we structuring contracts and billing in this
collaborative environment?”
This approach is paying off: with expansion
into the SADC region, as well as East and West
Africa, Tarsus on Demand is seeing strong
growth as businesses across the continent
take advantage of the opportunities of the
Microsoft cloud.

As winner of the Microsoft Top Cloud
Solution Provider (CSP) Indirect Award for
two consecutive years, Tarsus on Demand
architects powerful solutions for the channel
to take to market for mainly small to midsized businesses. Partners leverage Tarsus
on Demand’s relationships with vendors like
Microsoft to offer cloud services and turn to
the company for technical support, billing and
provisioning tools.
Herbst attributes the win in this hotly
contested award category to the company’s
solid and strategic relationship with Microsoft.
“We are well aligned and we know what our
key role is – market development. We have
a wonderful team of people in a relatively
small, flat organisation, and we have
strong relationships with our partners and
customers,” he says.
“A lot of what we’re doing now is
understanding where the customer is on
his journey and coming up with solutions.
Beyond systems of transaction and then
systems of engagement, we are now building
systems of intelligence and starting to build
complex agreements to regulate this growing
ecosystem. It’s becoming increasingly
complex, but we are learning as we go along.”
With the surging number of potential
solutions to choose from – estimated to
top 500 million apps by 2025 – it can be
challenging to stay abreast of the options
available to solve a customer’s problem.
“The choice is vast, and none of us has the
answers, nor can we stay on top of every
new technology that comes out,” Herbst
concludes. “That is why we need to break
down siloes and work with partners. We need
to move to scalable learning processes where
we learn from each other and we must work
to keep our people relevant in future.”
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Software
subscription
the way to
go
Give the customer an excellent deal, and
they will return for further purchases.
Andre van Niekerk
Karolina Komendera

“C

onsidering that Microsoft is such
an international brand, winning
their Retail Partner of the Year
award is an enormous accolade for us,” says
Ben Poulsen, Makro’s merchandise manager
for multimedia and office products. “This is
the first time we’ve won the award, although
we have built up an excellent strategic
relationship with Makro over the years. I
would say it’s been about a decade now.”

Doing right by the customer
Makro’s ‘strong partnership with Microsoft’,
according to Clyde Kurten, the retailer’s
national buyer for computer hardware and
accessories, involves buying the company’s
software, positioning it, and then selling it
on to their customers. It’s in that positioning
of the software products that Kurten needs
to interact with Microsoft on an almost
daily basis, and to meet with them twice a
week. “Microsoft is very closely involved
with us, and this is enormously useful –
they give us up-to-the-minute access to
relevant information, and they help us
with marketing, messaging, and generally
supporting our interactions with our clients,”
he says.
Although Makro’s business is purely retail
sales – ‘moving boxes’, as Poulsen puts
it – and in the IT space they are primarily
concerned with selling laptop computers,
what they strive to do is ‘put the right devices

Microsoft is very
closely involved
with us, and this is
enormously useful.

“Over the past year, we’ve had huge growth
in sales of laptops,” Kurten says. “This follows
the introduction of a new sales strategy we
implemented.”
Following naturally from this was an
increase in software sales.

Clyde Kurten

Different configurations

in the right hands, with the best software to
meet the needs of our customers’.
“Whichever brand of laptop we sell
the customer, it comes pre-loaded with
Microsoft’s Windows operating system,
and it’s then up to us to help them choose
the office software suite that works best for
them,” Kurten says. He adds that Makro’s IT
salespeople help buyers select this software,
which the customer subsequently loads
onto the newly-purchased computer. “Our
strength is in getting customers onto the
Microsoft platform in the first place.”
Perhaps surprising for a mass-based
retailer like Makro, its core market for
computer and software sales is small and
medium-sized businesses – the SME sector.
While it does sell some desktop computers
with Celeron processors at the lower end
of the market, Makro has focused on the
mid to top-of-the-range market in laptop
computers – what Poulsen calls the ‘upper
echelon, more discerning part of the market’.
Most of the laptops sold start at R6 000, but
the price can go north of R20 000 on some
products.

Makro does sell a full desktop version of the
Microsoft Office suite (with Word, Outlook,
Excel, and PowerPoint included), which is
software that is purchased outright, whereas
its biggest seller now is the cloud-based
Office 365 office suite, which is a subscription
service.
“Office 365 comes in different
configurations, ranging from versions
licensed for personal use, to business
versions licensed for multiple users,” Poulsen
says. “This is now the most popular format
being purchased from us.” The Office
software purchased outright from Makro
is a business version that requires a hefty
once-off payment, whereas the subscription
versions give customers much greater
flexibility in choosing which services they
want to subscribe to – and all this for a much
more modest annual subscription fee.
Office 365, with the advantage of its
cloud-based features, not only lowers
the capital cost of buying new software,
but provides ongoing software updates
at no extra cost. “The subscription model
is definitely the space we’re focused on,”
concludes Poulsen.
It seems it’s one that is paying handsome
dividends for Makro.
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The right devices
Recognised as Microsoft’s OEM Partner of
the Year, Mustek is closing the digital divide
with its local devices.
James Francis
Karolina Komendera

Dimitri Tserpes, Mustek

M

ustek’s and Microsoft’s relationship
goes back a long way. Even before
it had opened its first office in
1994, the technology distributor already had
ties with the software giant. These only
strengthened as Mecer established itself as
one of South Africa’s top electronics brands
while Microsoft grew to dominate the
operating systems and services on user
devices.
A lot can happen in 25 years, including a
resurgence in Microsoft’s device business,
driven by the vision of a world that runs from
intelligent cloud to intelligent edge. Microsoft
articulated its vision for the kind of devices
this world requires and Mustek took its lead
from there. It was an inspired shift - the
predictions of a doomed PC market have
made way for ones recognising more stability
in the market.

Local devices for local needs
“There was a time when the PC was seen as
dead,” says Dimitri Tserpes, Mustek’s CTO.
“But Microsoft redefined what a device could
be and should look like. Everything from
hardware design to advanced features to
the choice in colours was looked at - what
attributes of these devices appeal to the
market?”
Last year, Mustek nabbed Microsoft
SA’s Device Partner of the Year award. This
speaks to the important role Mustek plays
in Microsoft’s device strategy. But in 2019, it
was recognised as OEM Partner of the Year,
driven in part by a family of devices proving
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the substance of Microsoft’s vision.
The cloud and its accompanying
technologies can change everyone’s world.
But it still requires local context to turn that
potential into reality. In the case of the South
African market and many other parts of the
globe, this context often depends on devices
that are affordable, reliable and not teetering
at the edge of obsolescence. Mustek
realised this vision, using Microsoft’s device
framework to create new products under its
flagship Mecer brand.

These devices
have been very
successful because
they are designed for
the local market.
Dimitri Tserpes

The Mecer Z140 challenges the idea
that a first-time laptop has to compromise
between expense and scraping the barrel. Its
stylish design, heavily inspired by Microsoft’s
guidance, has the sleek appeal of a topend device, while its features cover all the
connectivity and performance expectations
from notebook users. All this at a price

point below R3 000, which is staggering.
It’s because Mustek could take Microsoft’s
intensive research into the best device
designs and craft a device suited for the local
market needs.
Yet the award doesn’t recognise just
one device, but an entire pipeline that
can deliver devices suited for different
requirements. The Z140 was recently
joined by the Mecer Fundi, a mid-range
convertible laptop with high-end features,
such as Microsoft ink for pen-use. Aimed
for SMBs and first-time professionals, the
Fundi again takes Microsoft’s device vision
and turns it into reality for South African
consumers.
“These devices have been very successful
because they are designed for the local
market,” says Tserpes. “They enable the
masses and that’s where our passion is. We
provide devices that meet local needs as
well as provide those experiences that are
changing the world.”
Yet being recognised as Microsoft SA’s
OEM Partner of the Year is not about
a few devices. Those are the fruits of a
partnership that resonates across Mustek. A
long-time Gold OEM partner, it also offers
a wealth of Microsoft services that tie to
that overarching vision of Intelligent Cloud,
Intelligent Edge. By winning this prestigious
honour, Mustek’s quest to be a local
distributor creating local devices for local
consumers is a qualified success.
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Licensed to win
Software asset management (SAM) is a
key conversation starter, no matter the
type of engagement, as it provides the
insight into the customer’s environment
that inevitably leads to the modernising
of their licensing estate by applying fresh
eyes and technology choices.
Rodney Weidemann
Karolina Komendera

A

ccording to Jenni Meggersee,
sales manager: software at First
Technology, the company’s
Licence Solution Provider (LSP) sales team
and SAM business has been tightly aligned
to Microsoft initiatives for many years now.
“In fact, I have no doubt that the
company’s LSP of the Year Award win at this
year’s Microsoft Partner of the Year Awards
is directly attributable to these high levels of
alignment. It’s an honour to be recognised
by Microsoft as a partner to their business
and for the value we offer to their business
and to our collective customers,” she says.
It’s not the first time the company
has been on the podium either. First
Technology Group previously received this
self-same award in 2016 and 2017, due to
its commitment to providing value-added
offerings and modern licensing.
“We’ve been a partner of Microsoft’s for
many years and have essentially evolved with
them, going the distance as a key partner.
We have never faulted in our responsibility
as a licensing partner, neither as far as
Microsoft is concerned, nor with regard
to our customers, many of whom have
trusted us for more than 20 years,” states
Meggersee.
“One of the things that helped us win
the award is the fact that our pre-sales
deployment planning services has been
a value-add within our LSP sales team for
years. We understand the importance of

Jenni Meggersee, First Technology

Partner to
partner co-sell
has been a big focus
for our LSP value add,
as these solutions
ensure the customer
consumes additional
Azure.
Jenni Meggersee

the customer deploying and consuming the
licences they procure. Our assistance to the
customer ensures they have a deployment
plan for new technologies and an upgrade
plan ensuring technology does not ‘overage’ and thus become a hindrance for their
business.”
She adds that First Technology engages
customers through Value Discovery
Workshops, designed to help the customer
identify where technology will drive business
solutions in their different business units. She
says that Azure TCO analysis, Azure migration
planning and move group creation help drive
adoption planning and transformation and
removes the guess work for the customer.

“Partner to partner co-sell has been a
big focus for our LSP value add, as these
solutions ensure the customer consumes
additional Azure. These other partner
solutions excite the customer to see new
ways of consuming a service beyond the
standard, traditional ones.
“The LSP solutions and services we offer
blend well with our Cloud Solutions Provider
offerings, clearly addressing the demand
for cloud-based solutions and services. You
could say that this award acknowledges
First Technology for bringing solutions to
complex business challenges and providing
digital transformation opportunities for its
customers.”
So what does winning this award actually
mean to First Technology? Meggersee
suggests that the main thing is that it serves
as confirmation to both customers and
the Microsoft partner ecosystem that the
company strives to be the best at what it
does, and although licensing partners are
old hat, the LSP business continues to be
relevant.
“This year’s awards were different in
the sense that there appeared to be many
first-time nominees. This is wonderful, as
it demonstrates the overall strength of our
industry. We are really pleased to once again
have lifted this award. In closing, I would just
like to thank all the people we deal with at
Microsoft, and we look forward to an equally
successful 2020,” she concludes.

Microsoft
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Moving mid-market
through the digital
journey
Tarsus Distribution has reinvented itself in recent
years to help its channel and end-users navigate
the journey to digital.
Tracy Burrows
Supplied

arsus Distribution, part of the
Tarsus Technology Group, has in
recent years begun a digital
transformation so far-reaching that people
who saw the company five years ago
wouldn’t recognise it now, states CEO Gary
Pickford.
Focusing on the midmarket segment,
Tarsus has long positioned itself to meet
the channel’s needs. “Cost is crucial for
midmarket customers, which means
they aren’t necessarily moving entirely to
cloud,” says Pickford. “They can’t afford
to experiment with new services, so
they are embarking on strategic digital
transformation journeys using a combination
of the most appropriate transactional and
subscription tools, and they want to do so
in partnership with trusted value added
resellers and distributors guiding them.”

T

Microsoft grows in relevance
Its efforts in the Microsoft arena saw the
company winning the Consumer and Retail
Distributor of the Year award at the 2019
Microsoft Partner Awards. “We came a close
second in 2018, and worked very hard to win
this award in 2019,” says Pickford. Renewed
marketing campaigns and ESD breadth
growth initiatives resulted in 13% year-onyear growth of the segment in the past year.
“We could not have achieved the growth
we have without the support and close
partnership with the local Microsoft team,”
he says. “Microsoft has made some strategic
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decisions in recent years – particularly
around security and tools that help dynamic
mobile workforces work more cohesively.
As a result, we see Microsoft growing in
importance and relevance in the midmarket.”
Pickford says the imminent end of support
for Windows 7 is also proving to be a catalyst
for companies to look to new transactional
software investment. “Now that Microsoft
and the channel are adding value, this is
giving impetus to these investments,” he
says.

Companies
are looking
for very clear value
propositions and
unique sets of tools
that address their own
unique needs.
Gary Pickford

As part of the Tarsus Group, Tarsus
Distribution has the advantage of close
collaboration with the group’s digital cloud
subscription division. “Together, we can offer
customers anything they need in their tech
environment to go on their digital journey.
We have the collaborative capabilities within
the group to answer end-user problems
across the board – with some platforms
on-premise, and some in the cloud,” Pickford
says.

Gary Pickford, Tarsus

A key factor in Tarsus Distribution’s ongoing
success is that the company has embraced
digitisation within its own operations. “Three
to four years ago, we invested massively in
digitising our warehouse, and then we began
to embrace robotic process automation and
digital tools across our operations.”

Transformation road map
The process was at first met with a negative
response from many staff, he concedes. But
the Exco championed the transition and went
to great lengths to upskill staff using a variety
of LinkedIn training courses. “Not one person
has been replaced by a robot, and we are
also attracting younger employees who grew
up in a digital world,” Pickford says. “Our
transition has empowered staff and added
to our culture and flavour. And importantly,
our own digital transformation journey has
positioned us to serve as trusted advisors
when we accompany resellers to see enduser customers.”
“We have been spending time on
equipping resellers with toolkits to help them
move from transactional to digital, and our
own sales force has been enhanced. Now our
own sales consultants go into the boardroom
with our resellers. They sit with midmarket
corporates to understand their challenges
and work with them to build a digital
transformation roadmap. The fact that we
can advise them on a systematic transition
process over a number of years is reassuring
to them – they realise they don’t have to
take a big bang approach, which means they
can take time to finance it and manage the
organisational change process.”
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Value for
customers
Delivering value to customers with
Microsoft cloud services to ensure
futureproof capabilities in the digital era.

Paul Wallet, BUI

Tamsin Oxford
Karolina Komendera

B

UI won the Award in 2019.
For the leader in identity and
security solutions, the Microsoft
Services Partner of the Year award highlights
BUI’s commitment to people, partnerships
and innovation. The core of the BUI business
model is delivering value to customers. This
is embedded across its portfolio of solutions,
engagements with clients, and its ethos. With
this award, BUI is recognised for its ability
to provide customers with relevant and
targeted solutions that can scale with their
businesses and are right for their futures.
“We are a Microsoft Services Partner and
we work closely with its services division,
Microsoft Customer Service (MCS),” says Paul
Wallett, national sales manager, BUI. “When
MCS needs to deliver professional services
to its customer base, or if a customer has
a significant piece of work in upgrading
systems or moving applications into the
cloud, then MCS collaborates with us to
ensure they fulfil the required capacity to do
the work.”
BUI has developed Gold Microsoft
competencies across cloud platform,
datacentre, enterprise mobility management
and cloud productivity. Each of these
competencies is further enhanced by
ongoing upskilling and training across sales,
technical and marketing people to ensure
that there is consistent technical delivery
of services. The result is that both MCS,
other partners in the services ecosystem,
and customers are satisfied by the work
and competencies achieved. BUI has teams
based in Johannesburg, Cape Town and
Durban, with expert team members that

have expertise in CISSP, cyber security, ethical
hacking and more.
The company aggressively drives skills
development and qualifications, incentivising
staff to pursue Microsoft’s current and
industry-relevant training and certifications.
In 2019, the BUI staff passed a total of 57
exams across diverse areas such as Cloud
Fundamentals, Microsoft Azure Integration
and Security, and Microsoft Azure Solutions
Architect Certification Transition.

Just do it
“We get things done, and this is what makes
us stand out,” says Wallett. “We ensure that
we deliver, no matter what it takes, and we
work hard to ensure that customers see
the value from their investments. They are
spending a lot of money on their futures,
on functionality, and on services and
infrastructure, and we believe it’s critical that
they see the benefit of this investment from
the outset.”
The passion for the customer is
supported by the technical knowledge and
understanding embedded into BUI’s culture.
The company is committed to delivering
on deadline, with an agile mindset that
overcomes challenges and collaborates with
partners and clients to ensure that projects
move forward seamlessly.
“We’ve always been a Microsoft partner
and our core business is to deliver Microsoft
services to the highest levels of competency,”
says Wallett. “We believe in the technology
and the Microsoft story and in what the

We get things
done, and this
is what makes us stand
out.
Paul Wallet

company has set out to achieve. A few
years ago, cloud didn’t exist, and Microsoft
has changed the face of the market. We’ve
aligned ourselves with that focus, ensuring
that we are able to adapt to rapid changes in
technology, keep up to date with Microsoft
solutions, and aligning our business
strategically.”
The digital landscape has changed
dramatically over the past few years and
more and more organisations are looking
to take advantage of cloud services and the
benefits that they provide. For BUI, it’s an
opportunity to forge a deeper relationship
with Microsoft and customers and to provide
services that exceed market expectations.
“Going forward, our goal is to help
customers understand the shift in business
thinking that cloud introduces, and to
help them adapt to the new ways of doing
business,” says Wallett. “We are committed
to always being innovative, providing
value, driving results and ensuring that our
customers have the tools they need to drive
their business goals.”

Microsoft
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Open source rules!
Agile open source development focused on
digital transformation and innovation solutions
on the Azure platform.
Tamsin Oxford
Karolina Komendera

M

icrosoft has invested in a
dynamic culture of open source
development and innovation,
specifically around the use of its Microsoft
Azure platform. Over the past few years,
Microsoft has launched open source projects
around Kubernetes and micro-services;
introduced open source specifications for
cloud and edge applications; and leveraged
partnerships to ensure that Azure remains a
solid choice for flexible and reliable open
source solution development and
implementation. This commitment to
developing powerful and compelling value
propositions and solutions has cemented
Microsoft’s relationship with Tangent
Solutions, the company that won the Open
Source Partner of the Year at the Microsoft
Partner Awards in 2019.
“Tangent has always put itself on the
cutting edge of Microsoft’s services in
the cloud and our close partnership with
Microsoft has allowed us to leverage the
power of Azure and its ever-increasing set of
offerings,” says Dave Nel, managing partner
and Microsoft regional director, Tangent
Solutions. “We were early adopters globally
of their managed open source databases
such as Postgres, and we worked with the
AKS team based in Seattle to improve and
refine the solutions around the cloud-native
tooling offered on Azure.”
Tangent Solutions has proven its mettle in
the open source arena, using technologies
such as the CloudNative Compute
Foundation technologies, Python, PHP,
.Net Core and Ruby on Rails to expand its
expertise and client offerings. The company
has invested in containerisation, microservices, cloud-native technologies and
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Kubernetes, recognising that these solutions
are preferred choices for customers and the
businesses they want to build. Over the past
year, Tangent has worked with some of South
Africa’s leading organisations to implement
Nimble frameworks and chatbot solutions
that have been tightly woven around the
Microsoft open source offering.

Business agility
“Through our long investment with
Microsoft, we’ve enabled our customers to
successfully and sustainably operationalise
new technologies and approaches so that
they can drive business agility,” adds Nel.
Tangent Solutions joined the Microsoft
partner network in 2014 during a partner
recruitment phase. Microsoft was looking
for domain specialists that they could work
with on building a solid cloud strategy and
Tangent was recruited thanks to its open
source credentials and reputation. The
company was only deploying on-premise
workloads at the time, so worked with
Microsoft to migrate solutions to Azure
and adopt a cloud-first mentality across the
business.
“This created a fundamental shift in how
we viewed the deployment of workloads
and how we worked with our customers,”
says Nel. “Even traditional applications are
augmented with DevOps solutions and
services such as automated monitoring
and AI. We now place DevOps at the centre
of what we do and combine it with a view
towards technological innovation.”
DevOps, cloud and modernisation
have become the core pillars of the
Tangent Solutions offering. The company’s
commitment to the technology and its

We now place
DevOps at the
centre of what we
do and combine it
with a view towards
technological
innovation.
DAVE NEL

potential has allowed for the development
of a rich portfolio of solutions, services and
practices that put it at the forefront of the
market in the country.
“We’ve been doing these things since
before they had names,” says Nel. “We have
built practices and opinions that help us
implement successfully and we’ve got the
portfolio and the references to back us up.
What we’re seeing in the industry is Dev-only
or cloud-only, or business applicationsonly, or modern workplace-only. We’re
differentiated in that we’ve combined
all these factors to create a unique and
comprehensive ecosystem that’s customised
to our client’s needs and industry best
practice.”
Tangent Solutions is committed to providing
customers with the tools they need to
achieve more because it is passionate about
the cloud and driving digital transformation.
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Ticking boxes

Dave Nel ,
Tangent Solutions

Through its experience and understanding of
industry and technology, it ensures that the
critical boxes of security, agility, innovation,
and cloud-based flexibility are ticked. As a
Microsoft Gold Partner, the company has
achieved gold status in DevOps, Application
Development and Cloud Platform, and
has made a significant impact on the local
market through education initiatives and
opportunities.
Over the past few years, Tangent Solutions
has participated in the Microsoft Azure
DevOps Bootcamp and in the Kubernetes
Hackathon. Company representatives and
engineers have attended meetups for
Azure, Python, the Cloud Native Computing
Foundation, Xamarin, and PHP. The company
believes that learning through teaching is
essential and encourages staff members to
contribute and speak at events and meetups.
These offer an excellent opportunity for
networking and knowledge-sharing, and
development in skills and approaches
towards open source modalities.
Having won the Open Source Partner
of the Year 2019, Tangent Solutions is
committed to maintaining its impressive
momentum in this space. The company saw
solid growth in its cloud-driven revenue as
well as on Azure-influenced compute over
the past year, and its cloud consumption
grew by 105%, a feat it’s aiming to repeat
over the next year.
“Our goal is to continue our investment
into application modernisation and expand
our leveraging of the Microsoft Cloud,”
concludes Nel. “Due to our depth and
breadth of knowledge on modern compute
on Azure, we’ve developed a capability
assessment and methodology to modernise
on this platform. This allows our customers
to create well-engineered solutions on
leading edge technologies. Additionally,
through a strong investment into growth
and skills development, we have a rapidly
expanding skillset that allows us to combine
and augment services provided by Azure
and Microsoft 365 for differentiated and high
value solutions such as RPA on Azure.”

Microsoft

56

I n d u s t ry

V e r t i cal

S o lu t i o n

Partner of the Year

Innovating
alongside SA‘s
leaders
Digitally transforming itself and its
customers on the back of the cloud
revolution.
Tracy Burrows
Julian Goldswain

N

ebula, formed 22 years ago as
a consulting business, has seen
a great deal of change over the
years. It has reinvented its own model at
least four times in the past two decades,
but its current reinvention looks set to be its
most significant yet.
Daniel Nel, Nebula founder and CEO,
says he ‘cut his teeth’ in the telco space, and
initially launched Nebula as a consulting
firm to help clients scope and manage their
telecoms spend – now automated through
Nebula’s fully cloud-based SaaS offering.
OneView, Nebula’s cloud-based enterprise
Technology Expense Management system,
helps optimise enterprises’ technology and
cloud environments and expenditure as
well as IT infrastructure procurement and
management.

Winning with Microsoft
Nebula’s key focus areas have changed with
the times, and in line with customer needs.
“Many of our customers have been with us
for five to 15 years and they have gone on
the journey with us from managed services,
to where we are now, innovating and cocreating new solutions with us,” Nel says.
“We are a completely different business
after 22 years,” he adds. “With our platforms,
we help companies move away from old
ways of thinking, like buying solutions off the
shelf.”

Brainstorm αlpha

Andre Witte and Daniel Nel, Nebula

Nebula’s partnership with Microsoft
has helped fast-track the company’s most
recent evolution and the innovation it is
helping drive in its customers’ businesses.
“Our agile logic thinking is that you have
to experiment, build quickly and test things
continuously. Fortunately for us, we have
customer buy-in and trust that allows us to
innovate in partnership with them, so much
of what we do now is about co-creating,”
says Nebula CTO Andre Witte.
“We have been a Microsoft partner for
the past five years and were named the
Industry Vertical Solution Partner of the Year
at the 2019 Microsoft South Africa Partner
Awards for our impact in the retail sector.
We’ve invested in training and positioning
ourselves as a full cloud-based solution in
Microsoft Azure for the long run, and this
award is recognition of the journey we have
gone on together for the past five years,”
says Witte.
This award – the only partner award to
a company headquartered in Cape Town
this year – recognises OneView, and its
role in optimising the technology cost
and operational efficiencies of major retail
brands.
“Because we are based in Cape Town,
retail is a big area for us, but we also
specialise in manufacturing, banking,
professional services and oil and gas clients,”
says Witte. “The solution delivers two key
sets of improvements – one is direct savings
on tech spend. By gaining control over the
landscape, spend can be rightsized by 20%
to 30%. But the biggest benefits are actually
the indirect benefits or reducing manual ERP
and expense management.”

The Microsoft partnership, and the arrival
in South Africa of the new Azure cloud
datacentres, is shaping Nebula’s strategy
for the coming years.

Growing with Microsoft Cloud
Says Nel: “Microsoft began its aggressive
cloud journey two years ago. So it’s
significant for us as a relatively young
partner to get this award in this specific
niche. We’re on the curve of Microsoft’s
new strategy to conquer the world.
“Our current largest investment is
around cloud expense management.
Local enterprises now have a need for
more integration and security as they
embark on their digital transformation,
and a big challenge for them is making
sense of cloud spend. It’s a similar
situation to when mobile packages first
rolled out and enterprises weren’t sure
which packages to take and how to
control spend. But one difference with
cloud is the magnitude of bill shock they
might experience: with poorly managed
cloud costs, they might have bill shock in
the order of R200 000 or even up to R1
million.”
The Microsoft partnership is also
helping Nebula move towards its
international aspirations. “With the
new cloud solutions we have built, we
see global potential. We already have
international clients that are serviced
out of South Africa. Now through our
partnership with Microsoft, there is
potential for us to expand our presence
into Europe and the Americas next year,”
Nel concludes.
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On cloud
nine
Rewarding commitment
to innovation in building
customer solutions.
Rodney Weidemann

Janetta Cosenza, First Technology

T

he Microsoft Partner Awards
publicly highlights which partners
are investing in building
competencies and which partners are best
positioned to support customers in their digital
transformation journey across the Microsoft
solution stack.
According to Janetta Cosenza, senior
manager: Advanced Technology at First
Technology, the company is pleased and proud
to have claimed the Cloud Solution Provider
(CSP) Partner of the Year award, having been
recognised by Microsoft as the company’s top
CSP Reseller for the second consecutive year.
“You could describe CSPs as the people who
build a bridge between Microsoft’s powerful,
AI-infused solutions, and the customer’s
everyday challenges. CSPs help clients to
identify the problems that this technology
can help overcome and the opportunities it
affords,” she says.
“Since being enrolled in the CSP programme,
First Technology has already signed up over
300 customers, ranging from small businesses
to large corporate companies. In 2019, First
Technology grew its Microsoft online services
by an astronomical 200%.”
Cosenza says the CSP model has allowed
the company to expand its existing service
offerings by creating bundled software services,
including licences, training, deployment
services and support, all at a competitive cost.
This solutions-based approach to Microsoft’s
modern licensing framework allows the
business to provide customers with access to
best of breed technical consultants as part of
any software engagement.

Timothy Baker

CSPs help clients
to identify the
problems that this
technology can help
overcome and the
opportunities it affords.
Janetta Cosenza

She adds that customers should seriously
consider this model if their company doesn’t
already have a documented cloud strategy; or
if its IT team is too small or overburdened to
plan, manage and support cloud solutions; or if
the business needs a simpler way to manage its
Microsoft solutions and relationship.
“Perhaps the key differentiator for us is
our alignment to Microsoft’s strategy around
growing awareness and education in the
market. We have built a number of valueadded services focused on driving Microsoft
cloud adoption and skilling-up end-users
on how to use the Microsoft productivity
tools available to them. Our Cloud Certified
Customer Excitement Specialists focus on the
client’s business users and on linking tools that
they own to processes they have internally, in
order to realise the value of their investment.

“First Technology is one of Microsoft
SA’s most long-standing partners, and we
value and build on this relationship daily.
Our accolades over the past few years are
a testament to the strong strategic vendor
partnership on which we pride ourselves.
It’s because of this relationship with
Microsoft that we are able to jointly engage
and build trust relationships with our
customers. This joint engagement leads to
positive word of mouth, loyal clients and, of
course, in turn, increased sales.”
Furthermore, the licensing programme
addresses the demand for cloud-based
solutions and services. First Technology
has, therefore, been acknowledged for
bringing solutions to complex business
challenges and providing digital
transformation opportunities for its
customers.
“Winning this award indicates that we
continue to move in the right direction and
validates the hard work and investments
we have made over the last year. Software
is shaping the landscape of IT and our
objective is to assist clients with their digital
transformation journey. We will continue
embracing and driving customer cloud
adoption and growing the market with our
focus on education, skills development and
customer satisfaction.
“We are excited about the future and
are focused on the long-term goals and
objectives of digital adoption. We look
forward to continuing our partnership with
Microsoft and building on our success from
2019,” she concludes.
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Taking SA
enterprises into the
new world of cloud
There’s a widespread move to cloud among
South African enterprises looking to gain
agility, simplicity and faster time to market with
innovations.

Brendan McAravey,
Citrix SA

Tracy Burrows
Karolina Komendera

A

new mind-set is permeating
South African enterprises: where
only three years ago, cloud was for
non-business-critical applications and BYOD
was a no-no, everything is changing fast.
“We’ve been encouraged and pleasantly
surprised at how quickly things have changed,
and how willing local enterprises are to take
their workloads to cloud,” says Brendan
McAravey, country manager at Citrix SA.
“There is adoption across sectors, although
some of the first movers are the large financial
institutions and service providers that are
actively evaluating how they can leverage
Citrix cloud, wanting to have 50% of their
workloads in the cloud within the next few
years,” he says. “Companies are definitely
starting to take the view that IT is not their
core business, and they would rather use
Azure services to overcome IT headaches like
complexity and skills shortages. They want
more agility, and faster time to value on new
development, analytics and mining data, and
the cloud delivers.
“We’re seeing developer skills shortages
in South Africa, so their developers are
sitting offshore. By using Citrix cloud, they
can bring developer skills on board and
work very quickly and securely. We’re also
seeing it becoming increasingly important for
enterprises to support employees working
remotely, across any device and operating
system. A few years ago, highly regulated
industries were dead set against BYOD,

Brainstorm αlpha

We’ve been
encouraged and
pleasantly surprised
at how quickly things
have changed, and
how willing local
enterprises are to take
their workloads to
cloud.
Brendan McAravey

but now they’re actively looking to enable
the worker who needs to run Windows
10 on an iPad, sitting at home. In fact, our
recent research found that around 60% of
enterprises are now open to remote work.”
Citrix digital workspace technology,
managed within Citrix cloud, unifies and
enriches user experience, secures enterprise
apps and data, and simplifies IT’s ability to
configure, monitor, and manage hybrid and
multi-cloud environments. “If you roll out
desktops, it’s hard to understand what user
experience users are having, whereas in the
cloud, where everything is measured, you get
a much better view of the overall experience,

using machine learning and AI to constantly
improve the experience while working
anywhere on any network and any device,” he
adds.

A win-win partnership
The winner of the Microsoft South Africa IP
Co-sell Impact Partner of the Year award,
Citrix SA is gearing up to leverage its decadeslong partnership with Microsoft to help local
enterprises maximise the value of the smarter,
more feature-rich cloud. Citrix Virtual App,
Desktop and Office 365 solutions run on
Azure, with Microsoft and Citrix technologies
complementary to each other, he says.
The company’s heritage has been leading up
to this new era of cloud.
Says McAravey: “We have always focused on
delivering applications remotely, connecting
the user to their work and optimising
experience across some sort of network. So
our Microsoft cloud partnership is a perfect fit
for our heritage. Our technologies are fit for
purpose in this new environment, particularly
in South Africa and the rest of Africa. Our core
assets, from our virtualisation technologies,
to our SD WAN technologies and analytics,
all resonate with local customers who are
looking for agility and interoperability without
latency. They need to give their users a great
application experience, often across multiple
branches and while hampered by poor
connectivity. Our management plane sits in
Azure, and can optimise cloud’s real benefits
for local users.”

Microsoft
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Accenture Microsoft
Business Group set to help
clients overcome disruption
and accelerate digital
transformation
Accenture is proud to have received the
Microsoft Managing Director Partner of the
Year Award for 2019 in South Africa. “This
is great recognition for the immense work
done by our highly specialised team,” says
Willie Schoeman, managing director of
Technology at Accenture in South Africa.
“The Microsoft Partner of the Year
Awards represent the best and most
forward-thinking innovators coming out of
the partner community in South Africa. The
award cements our position as a leader that
helps clients drive change and pivot to the
‘new’, and positions the Accenture Microsoft
Business Group as a preferred partner of
choice.”
The recently launched Accenture
Microsoft Business Group aims to
strengthen the decades-long relationship
between the two organisations. Accenture
is one of the largest Microsoft services
providers globally, and this new group will
build on that solid foundation in line with
its overall vision and strategy. Schoeman
believes that the local Accenture Microsoft
Business Group is in a great position to
leverage this synergy to help organisations
in South Africa overcome disruption,
accelerate their digital transformation and
realise their immense potential.
“We strongly believe that Accenture
and Microsoft share similar ambitions for
the local South African market: to improve
the way people live and work. Tackling the
challenges that we face as businesses
and consumers in South Africa will only be
solved through hyper innovation. We believe

www.accenture.co.za
011 208 3000

this partnership between our organisations
is perfectly positioned to make a real impact
on broader South African society,” he says.
Accenture recently surveyed more than
8,000 companies in 22 countries (including
South Africa) to study the differences
between organisations that actively adopt
new technologies and those that are lagging.
The Future Systems research shows
that companies that embrace the world
of boundaryless, adaptable and humancentric systems and technology are growing
their revenue, on average, at twice the pace
as innovation laggards.
Schoeman says Accenture’s industry
skills and delivery competence, combined
with Microsoft’s impressive set of
technologies for enabling digitalisation, are
making an impact locally. Already, many
South African organisations are working
with Microsoft and Accenture to expedite
their digital transformation and thus
compete more effectively in a world in which
customer experience is paramount and data
is king.
Getting value from your Microsoft
investment
“The C-suite in South Africa is already
spending on new and innovative Microsoft
technologies, and Accenture’s Microsoft
Business Group is focussed on ensuring
that organisations achieve real value from
those investments,” says Joel Chacko,
associate director in Accenture Technology
in South Africa. “Our partnership and recent
wins with Microsoft have created further
opportunities for us to engage with niche

Joel Chacko, Accenture

local partners that complement our skills
and Microsoft offerings, and enrich the
overall Microsoft ecosystem.”
Accenture is investing heavily in growing,
upskilling and rotating the skills of its own
workforce to ‘the new.’ Its professionals are
encouraged to learn and grow through a
vast curriculum of training programmes.
That commitment to skills development is
not restricted to Accenture—the company
believes it has a duty to support skills
development across the country and the
African continent.
“The new generation of open and easily
adoptable Microsoft technologies makes it
a lot easier for a new generation of workers
to become job-ready,” Chacko says. “By
developing innovative new technologies
on the Microsoft stack, like our Connected
Mine Worker asset, we are leveraging
the Internet of Things and augmentedreality technologies to assist workers and
organisations. Furthermore, our various
skills-building programmes are helping to
equip our country with skills that are going to
be critical in years to come.”
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Leading change
with the best
Technologies, combined with the right skills,
can change the world. But first, the world must
know about them – an art Mint Group has been
perfecting in the digital era.
James Francis
Karolina Komendera

T

echnology might be the catalyst
behind major changes in today’s
world. Yet success in the digital
era is not dependent on who has the most
advanced systems at their disposal. Instead,
it’s driven by the most fundamental of values:
human relationships. This sits at the root of
how Mint defines its Go-To-Market strategy,
says Sugeshni Subroyen, Mint’s head of
Marketing and Brand. “The marketing
landscape is ever-changing. We live and
work in an always-on world where it’s hard
for us to disconnect from technology. But I
find that despite this fast-paced digital world
we operate in, it’s no more B2B or B2C. Our
marketing is H2H – Human to Human.
People buy from people – a credible and
trustworthy brand supports this. Go-tomarkets in the current era are designed with
the customer in mind. It’s no longer about
selling technology, but more around selling
business value. Our solutions speak to
human problems and ways that we can
address these problems.”

Risk analysis
Mint’s go-to-market strategy has brought
the company great success. Most recently,
these efforts were recognised by winning
Microsoft SA’s Best Go-To-Market (GTM)
Execution Partner of the Year award. This
honour goes to the partner that generated
the most opportunities in a co-marketing
investment with a Microsoft Partner
Marketing Advisor and utilising Microsoft
marketing programmes.

It is no longer
about selling
technology, but more
around selling business
value.
Sugeshni Subroyen

“If you don’t evolve with the trends, you run
the risk of becoming redundant,” Subroyen
adds. “We have adopted an omnichannel
method of marketing that allows us to
track a campaign lead through the entire
engagement cycle and remarket them until
they are ready to talk to us. And when they
reach out to us, they already have all the
information they need to make an informed
decision. Digital marketing channels provide
rich analytics on your lead and where they
originated from. We run campaigns purely
for demand generation, with brand equity
and awareness being a secondary objective
of each campaign.”
This focused approach to the market
complements the many Microsoft services
and solutions that Mint offers. A Microsoft
Gold partner since 2004, Mint has developed
digital solution capabilities that match
numerous sectors and use cases. That zeal
for supporting change has helped Mint
adapt all of its competencies as the market’s
demand changed.

Sugeshni Subroyen, Mint

But these changes can still sit in isolation.
The overarching GTM strategy connects
customer journeys with Mint’s capabilities – a
testament to why it holds such a prominent
position among Microsoft’s partners. The
award is a culmination of a robust marketing
strategy across all three of Microsoft’s clouds:
Dynamics 365, Microsoft 365 and Azure.
Subroyen credits the culture at Mint for
this level of integrated success. Its senior
management is committed to serving
a changing market and growing Mint’s
ecosystem of peers. Mint’s Group CEO,
Carel du Toit, founded the local chapter of
the International Association of Microsoft
Channel Partners (IAMCP). Mint also drives
the global Women in Technology movement
in South Africa to support and promote
female professionals in the ICT world.
Mint has already had 19 successful years.
During this time, it has grown to become
one of SA’s top technology providers, a close
Microsoft partner and expanded into the
US and across the rest of Africa. But being
recognised as Microsoft SA’s 2019 Best
Go-To-Market Execution Partner of the Year
makes one thing clear – this South African
success story is only getting started.
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Empowering
customers
A compelling proposition for
the customer taken to the next
level with exceptional service and
market understanding.

Paul Wallett, BUI

Tamsin Oxford
Karolina Komendera

B

UI has been awarded the Azure
Consumer Services Partner of the
Year award in recognition for the
work it has put into elevating and
empowering its customers. From its tech
hubs in Cape Town, Durban and
Johannesburg, to its ongoing skills
development and training, to the
commitment to customer and relevant
investment, BUI has established a solid name
and reputation in the industry.
“One of the most compelling benefits
about cloud services is that you pay for
what you use,” says Paul Wallett, national
sales manager, BUI. “Traditionally, clients
had to buy what they used, they had to
bring in infrastructure to last three to five
years, and their refresh cycle was based on
maintenance not relevance. They also had
to balance their capex and capacity for at
least five years to ensure bottom line return
on investment. Cloud has fundamentally
changed this dynamic.”
Alongside a passion for how cloud can
transform business, BUI has a passion for
ensuring that the right services are used by
the business in the right way. The company
is committed to providing customers with
cloud solutions that work, and that tie in
with their strategic growth. This attention
to customer detail has seen the company
become the partner with the highest Azure
consumption in Africa.
“Microsoft technology is what we do,
and we back up our Microsoft positioning
with high skill levels and strategic customer

Brainstorm αlpha

This award talks to how many customers
we have using Azure services and how we
have driven digital transformation into the cloud.
Paul Wallett

engagement,” says Wallett. “We spend a lot
of time working with customers to showcase
the benefits of cloud and how they can save
money with the right cloud investment. This
award talks to how many customers we have
using Azure services and how we have driven
digital transformation into the cloud.”
BUI has received numerous awards over
the past few years, including Cloud Partner
of the Year six years running. They are the
only partner that has been with Microsoft
from the start of the vendor’s cloud journey,
which started seven years ago. Throughout,
BUI has aligned itself with Microsoft and its
vision for the future, and constantly adapts
its strategy to ensure that it can deliver
exceptional services to clients.

The customer
“We focus on educating our clients around
the cloud and its potential, emphasising
its ability to provide value and drive down
costs,” says Wallett. “We place these
conversations in context with their own
business and how their cloud investment
should be relevant and take advantage of

new technology to achieve these goals.
From there, we really like to engage with
the C-suite to ensure that we have a grasp
of the organisation’s goals, how they
want to grow the business, and what’s
important to them. Then we link this back
to IT systems and the technology we
provide using a consultative approach.”
The company pays attention to
customer needs, and ensures that they
understand the cloud journey from end
to end. This is one of BUI’s unique selling
propositions, the ability to map back
success with the customer, not in spite of
the customer.
“When we move our customers into
the cloud, we immediately start seeing
the change in their business as they
have more time to focus on their actual
business,” says Wallett. “We take away the
pressure of managing systems and admin,
and replace it with tools that improve
productivity, drive down operational
overheads, and give them the freedom
to expand their capabilities within their
market and industry.”
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Into the cloud,
into the future
The starting point of this journey is
the deep levels of trust that Ascent
Technology forges with its clients.
Andre van Niekerk
Karolina Komendera

Richard Field,
Ascent Technology

T

his attention to their needs ties in
with its mantra of doing what’s
right for the client. It is also the
reason why Ascent Technology is the winner
of Microsoft’s Top Customer Adds Partner of
the Year award. Microsoft’s citation, in
making the award, emphasised Ascent
Technology’s ‘customer-centric approach’
and the company’s ability to ‘deliver unique
value and differentiation to its customers’.
“Our core business is the management of
enterprise-wide data platforms,” says Richard
Field, data platform consultant at Ascent
Technology. Considering that in the modern
business, data platforms underpin all IT
systems, from storing to retrieving and then
processing data prior to making decisions,
this places Ascent Technology in a critically
important position for its corporate clients.
“Azure, Microsoft’s data platform in
the cloud, is a game changer, and we see
ourselves adding significant value to our
clients in the medium to large corporate
environment by showing them the benefits
of this platform, and then acting as their
trusted advisers as they embark on this
journey into the cloud.”

Multiple benefits
The benefits that clients have enjoyed by
transferring operations to the Azure cloud
have been considerable. “We’ve been able
to deliver to clients the rapid development
and deployment of Azure, followed by their
rapid adoption of the service,” says Field. This
is done without requiring significant upfront
investment, since with the cloud model,
users only pay for what they need. “This

Azure’s cloud
data is robust,
resilient and
readily available to the
user.
Richard Field

means that the long-term costs of ownership
are also dramatically lower compared to
traditional IT investments.” Other benefits
include great flexibility, and scalability of the
services available to clients.
The Azure service was given a huge boost
in March 2019 when Microsoft opened two
hyperscale datacentres in South Africa, in
Johannesburg and Cape Town. They’ve had
a significant impact, says Field, and give
businesses an assurance of high levels of
cloud infrastructure availability. It also means
that latency is not an issue, and, importantly
for those concerned about data security,
the fact that the data doesn’t leave South
Africa means there is also no issue with data
sovereignty.
Ascent Technology boasts a large staff
of technical people who have, says Field,
‘deeply specialised skills for working in the
complex space that is the data platform’.
They not only have a national footprint
in South Africa, but provide services

throughout Africa and the Middle East. “We
add significant value to users, assisting them
to leverage Microsoft’s platforms by focusing
on what is most suitable for them and
providing a comprehensive service in pursuit
of this objective.”

Heading into the future
By helping clients understand how best to
leverage Azure to maximise its benefits,
Ascent Technology is also preparing them
for the next generation of technologies, such
as artificial intelligence, as well as the Fourth
Industrial Revolution.
“Azure’s cloud data is robust, resilient,
and readily available to the user,” says Field,
“and these are all factors that are of critical
importance to the operation of any modern
business.” In addition, Ascent Technology
has had a long-standing and proactive
relationship with Microsoft. “The relationship
between Microsoft and Ascent Technology
goes back many years,” says Johan Lamberts,
MD of Ascent Technology, “and has enabled
us to assist clients and take them on their
digital transformation journey into the
cloud.”
This relationship has only been
strengthened by the Top Customer Adds
award. “It’s gratifying to be recognised
by Microsoft as one of the leaders in
the country,” says Lamberts, adding that
Ascent Technology is, “looking forward to
continuing to build upon this success.”

Microsoft
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Taking SA
innovation global
Disrupting the market since its launch in 2015,
IoT.nxt has won multiple accolades, including the
2019 Microsoft ISV Partner of the Year award.
André Jacobs, IoT.nxt

Tracy Burrows
Karolina Komendera

I

ts industry disruptor status also
caught the attention of Vodacom,
which earlier this year acquired a
51% stake in the company, paving the way
for further growth into new markets.
André Jacobs, director of product
engineering at IoT.nxt, says: “Our products
have been well received, so our growth has
been quite fast. We believe it’s due to the
fact that while we ourselves are disruptive
in this space, our solutions don’t disrupt
customers’ operations. They are overlaid
in existing environments for minimal
disruption, and everyone is looking for that.
Clients like logging in on one screen to see
all their assets and interactions between the
assets, and we can achieve this quickly and
cost-effectively.
“Our differentiators are that we don’t
rip and replace – we integrate into the
existing environment and, from there, build
a significant number of layers on top of that.
So we are one of only a few companies that
do all the integration layers – from customer
systems, to gateways, communication layers
and up to a high level, where you can start
looking at data and analytics.”

Growing demand
Jacobs says customers today have a real
need for business value, and are seeking
IoT projects that can deliver measurable
benefits.
IoT.nxt solutions were deployed in a
project with public schools in the US state

Brainstorm αlpha

It is no longer
about selling
technology, but more
around selling business
value.
André Jacobs

been able to engage significantly with their
international sales channels, and our planned
expansion into New York and London will be
through co-location with their hubs in these
cities,” says Jacobs.
“Growth is coming from Mexico and the
United States, where we see higher margins
for the same effort. So by using the South
African cost advantage and selling into
foreign markets, we see a way to scale up our
innovations and maximise profits.”

Building on a Microsoft partnership
of Florida, to control school HVAC systems
intelligently, slashing power usage and spend
by up to 40%. IoT.nxt’s Raptor gateway
solution has been rolled out in a multimilliondollar project designed to optimise energy
usage at schools in Florida. An implementation
for up to 10 000 Vodacom base stations across
South Africa is also slashing energy costs
through intelligent, integrated control of
cooling systems.
The team has focused on bringing down
the cost of the solutions, and through its
partnership with Vodacom, IoT.nxt is also
gearing up to penetrate new markets. “In
the past few years, we focused on larger
enterprises, but the smaller guys are catching
on now, and because our solutions are
consumption-driven, they are now within
reach of SMEs,” he says.
“Through the partnership with Vodacom
– and through that, also Vodafone – we have

As a Microsoft Gold Partner, IoT.nxt has
worked with Microsoft practically since
inception. “We migrated to the likes of Office
365 and Sharepoint in 2016, and we have
always been aligned with the Microsoft
developer tools – they are key for us. We
migrated to the Azure cloud towards the end
of 2017 and launched our product onto the
Azure cloud – it’s feature-rich, and has been
phenomenal for us,” he says.
Jacobs believes IoT.nxt’s work to enable
digital growth is helping fuel moves to the
Azure cloud. “What we’re seeing is a lot of
businesses planning to move now, particularly
in light of the local datacentres. We think the
perception of cloud has shifted.”
This would be a good move for most
companies, he believes. “We’re very happy
with our Microsoft partnership. We’ve
gained a lot of value from their technology,
their cloud services and their approach to
partnering with us.”
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Health from the
cloud
Leapfrogging existing healthcare systems
it radically changing how healthcare is
delivered.
Andre van Niekerk
Karolina Komendera

N

o wonder, then, that Phulukisa
Health Solutions won the
Microsoft Emerging Partner of the
Year award – a win that CEO Dr Raymond
Campbell says is enormously encouraging
for the relatively young company.
However, this isn’t the first time the
company has been honoured by Microsoft.
In July 2019, Campbell was invited to join
Microsoft CEO Satya Nadella on stage at the
company’s big annual Las Vegas showcase
event. It was the only African company that
received this level of recognition.

Portable health diagnosis
“We’ve had a long and extremely rewarding
partnership with Microsoft from the very
inception of our business”, says Campbell.
“We approached them when we were
setting up Phulukisa, and they were highly
supportive of what we wanted to do. They’ve
helped us take the concept from seed and
grown it to what is today.” Since those early
days, the company has expanded into, and
then beyond, Africa. In fact, states Campbell,
the appetite for the company’s health
solution is greater outside of South Africa.
The system Phulukisa Health Solutions
developed provides an on-the-spot
health diagnosis. It uses a combination of
a questionnaire, nine Bluetooth-enabled
sensors, and the testing of blood obtained
with a pinprick and analysed using a pointof-care system. Together, this constitutes two
of three testing categories – the patient’s
history and a physical examination. This
is followed by the special investigation
category, consisting of vision-screening,

Dr Raymond Campbell,
Phulukisa Health Solutions

The next step
is a backpack
version, which will
allow health workers
to go from house to
house, knocking on
people’s doors.
Raymond Campbell

audio-screening, X-ray and ultrasound
imaging, and a mental health assessment.
This information is coded and digitised,
then fed into Microsoft’s Azure cloud-based
platform, where algorithms process the data
within 15 to 20 minutes to give a score out of
100. This results in a triage system, where the
score is translated into green, orange or red
notifications that determine how urgently
the patient needs medical treatment, and
results in a considerably lighter patient load
for doctors.
In addition to processing all this data,
Azure’s cloud platform creates an immediate
electronic record, and the cloud storage
service keeps this record and makes it
available to clinics and doctors wherever
they are in the country. The days of multiple
patient files being opened are over.

Lightening the health burden
“Our health solution,” says Campbell, “screens
for 60% of the most common health conditions
in South Africa, and many preventable
diseases.”
These include HIV and TB, heart problems,
diabetes, obesity, high blood pressure, stroke,
respiratory problems, maternity issues, and
mental health. Because the solution picks up
a lot of this much earlier than was previously
possible, treatment and preventive healthcare
begins much sooner, and the burden on the
public health system is lightened enormously.
Another advantage of this solution is a
dramatic reduction in expense, where the
cost of a patient examination, including blood
tests, might be cut to a quarter of the current
amount.
Insurance companies are enthusiastic about
the solution because each patient’s level of
risk is quickly determined. There is also interest
from medico-legal practitioners, since the
cloud-based system reduces risk by ensuring
a complete record is kept of all tests done, all
treatments administered, and every doctor and
specialist who has seen the patient.
“None of this would have been possible
without the Azure cloud platform that is so
central to our health solution,” says Campbell.
“At present, the solution exists in a desktop
version, and a version for use in a mobile clinic.
The next step is a backpack version, which
will allow health workers to go from house to
house, knocking on people’s doors. That will
truly mean that healthcare is being taken to the
people – and all courtesy of the cloud.”
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Collaborative
and expansive
partnership
Collaboration and strategic direction define
seamless and agile digital transformation in
South Africa.
Tamsin Oxford

Joel Chacko, Accenture

Karolina Komendera

M

icrosoft has awarded Accenture, a
multinational professional
services company, the prestigious
Managing Director’s Partner of the Year
Award 2019. The award is one of the most
coveted at the annual ceremony, and
recognises Accenture for the collaborative
and expansive partnership that it has
developed with Microsoft over the past year.
For Accenture, the award stands testament
to the work put into its relationship with
Microsoft and its targeted strategy to
provide customers with high-impact,
relevant and seamless digital transformation
experiences.
“The Managing Director’s award from
Microsoft is extremely prestigious and
highlights the great work that a partner
does in the South African market, and how
much of an impact we have had within
Microsoft,” says Joel Chacko, associate
director in technology, Accenture. “It
boosts our profile in the local economy as it
recognises us as one of the best Microsoft
partners in the country. It also shows that we
are on the right track when it comes to our
commitment to driving Microsoft solutions
into the market.”
Over the past year, Accenture has focused
on developing a deeply collaborative
and agile relationship with Microsoft. The
company completed some significant digital
transformation projects in South Africa and
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We are focusing
on industry
solutions.
Joel Chacko

abroad, and these customers have driven
further adoption of the Microsoft platform.
“There are a few areas that we’ve focused
on over the past year and we’ve gone
back to basics in terms of our partnership
with Microsoft,” says Chacko. “We are
focusing on industry solutions, and we’ve
had the executive sponsorship from within
Microsoft that has allowed us to take these
commitments to market. Our social presence
has increased due to the wins we’ve had and
the fact that we’ve launched the Accenture
Microsoft Business Group.”

Driving digital transformation
The Accenture Microsoft Business Group
was launched in February 2019 globally
and amplified into the local market. It
focuses both organisations on driving
digital transformation deals into South
Africa, and on providing customers with
a comprehensive ecosystem of support

and services. The group evolved from
the dynamic relationship already in place
between Microsoft and Accenture, with
the former recognising that the latter was
already a huge consumer of its technology.
“Working with Microsoft to this extent has
been key to its success and we’ve identified
key themes that have allowed us to take the
group to the local market very successfully,”
says Chacko. “We’ve always had platform
partnerships with local OEMs, so selecting
Microsoft specifically was because of the
strategic growth we see in the business.
Microsoft has made a huge investment
into the local economy, opening up its
datacentres in the country, and it’s a huge
opportunity to leverage the platform.”
The award has been a significant
milestone for Accenture. It showcases
the work done by the company and the
dedication of its team over the past year, and
how the commitment has paid off.
“In the next year, we’ll place even
more focus on Microsoft platforms and
on changing customers to the newer
technologies that Microsoft has on offer,”
concludes Chacko. “The company’s
offering is very exciting and this award, this
recognition, is key for us and our growth. We
will continue to focus on building the market
and customer base with Microsoft and on
providing exceptional service to South
African organisations.”
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