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Hello and welcome to Innovate
for success, a publication designed to
provide a glimpse inside StorTech and
where we are on our journey from
being a product-focused business
to becoming a services-focused
organisation. The change has been
profound, if we do say so ourselves.
In October 2014, StorTech was the
subject of a Brainstorm Special Focus
publication that charted the beginning
of a turnaround strategy for the
business. In the two years since then,
StorTech has made much headway in
executing this strategy, transforming
the company from being a productfocused, storage technology specialist
to becoming an empowered, solutionsfocused, customer-centric cloud and
datacentre systems integrator offering
managed services. Key to that journey
has been a focus on broadening the
products and services offered, increasing

– and retaining – the skills of our people,
transitioning the operational and
account management focus to become
more customer-centric and improving
synergies with majority shareholder
Vodacom. An empowerment strategy
has also been undertaken that has seen
an investment by Kutana Technologies,
which alongside other moves, has seen
StorTech becoming a majority blackowned Level 2 B-BBEE company – one
of the most empowered players in the
ICT space.
In the pages of this publication
you’ll find more detail about how the
strategy has moved StorTech along
its own transformation journey, the
synergies and benefits that customers
can experience thanks to our close
relationship with Vodacom, and how we
have helped a few of our customers in
meeting business challenges through
the efficient use of technology.
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Transformed
to succeed
PUTTING PEOPLE FIRST HAS TURNED
THE COMPANY AROUND.

In 2012, with profitability shrinking and no
silver lining in sight, StorTech implemented a
turnaround strategy that began with a clear
focus on transitioning from a product-focused
business to a services-focused organisation.
Strategic investment, new product
innovation and an intense focus on capable
people have seen StorTech’s revenues climb,
thanks to an increase in both product and
services sales. Today, the company’s aim is to
grow the business at more than 15% a year,
through core business expansion and by
investing in new growth engines.
According to acting CEO Chris Volschenk,
a fundamental pillar of the strategy was to
create a B-BBEE advantage through a new
shareholder structure, resulting in a majority
black-owned company and a Level 2 B-BBEE
certification (for more on this, see the story
Empowerment: the road towards prosperity on
page 8).
The company’s strategy also employed
a number of logical business turnaround
methods, such as reducing costs and
eliminating the old silo approach by properly
integrating the company.
“We’ve transformed our approach from
By RODNEY WEIDEMANN
Photo VERNON REED
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being product-focused to being customercentric. To achieve this we’ve moved on
from focusing on technology areas, and
have introduced vertical sector focus with
key account managers. We’ve also adapted
our approach so that when we engage with
customers and potential customers around
particular business requirements, we draft
in enterprise architects, product specialists
and technical specialists to determine holistic
solutions that will deliver the best results,
rather than point solution technologies. This
approach provides a better experience for
our customers, greater efficiency for our own
operations and will ultimately drive growth,”
says Volschenk.
Underpinning this approach has been
an expanded product range providing
end-to-end solutions, managed services, as
well as cloud services, often in partnership
with majority shareholder Vodacom, he says.
“In addition, to improve our operational
and service excellence we’re instituting an
efficiency programme and moving into
genuine services transformation, using
best practice frameworks like ITIL,” he adds.
”Increased efficiency will enable us to grow
and offer competitive value propositions to
our customers.
“We’ve experienced a lot of growth in what
has been a difficult economic environment.
Success can be measured in the fact that our

services sales have more than doubled in
the last three years. I believe this is because
we recognised early on the importance of
services as a future business approach, and
we began our transformation ahead of many
of our competitors.”
Today, StorTech’s unique value proposition
to its customers is underpinned by
the quality of its engineering skills, its
customised solutions capability, its bestpractice operations and its agility and ability
to implement.
A leadership brand
According to Volschenk, the largest part of
StorTech’s current success is down to the
intense focus it places on developing its
people – it is a people-intensive organisation,
he explains – and the company has placed
the emphasis on reinvigorating its employees,
rather than on focusing solely on profit.
“We feel quite strongly that if our people
are happy, then the profits will follow.
Therefore, we encourage all our people to try
to be more innovative, more passionate about
their work and to see themselves as thought
leaders in whatever they do. At the same
time, though, we also make them aware that
it’s just as important to have fun and enjoy
what they do,” he says.
The end goal is to move employees from
being passive, as they were expected to be
under the older, traditional business model,
to being active instead. This, he suggests,
is where StorTech’s people are currently.
They’re comfortable offering output,
expressing opinions and contributing to the
leadership process.
“The next step in the chain is to make
them proactive, where they’re willing to
challenge their leaders and take the initiative
themselves. Of course, achieving this also
requires a leadership that’s prepared to
challenge the status quo, one that thinks longterm, one that induces change in people and
one that ultimately serves in an inspirational
and motivational mentorship role.”
“Furthermore, by creating a culture that’s
innovative, inspirational and passionate,
and which works with integrity, respect and
commitment, we believe we’re winning the
race for talent. We don’t just attract talented
people, we inspire them to create magic and
offer them opportunities to grow. In this way,
our staff retention remains extremely high.”

INNOVATING FOR SUCCESS
StorTech’s brand promise is a simple
one: ‘Innovate for Success’. In the bigger
picture, explains StorTech’s Chris Volschenk,
this is all about the company’s strategy,
linking to the corporate culture, to the
company leadership and to its ongoing
talent management focus.
“Ultimately, innovating for success
is all about the transformation of the
organisation through its people. With an
aligned company culture and company
strategy, we’re able to build a differentiating
leadership brand.”
“In fact, we have had great success
here, with passionate and experienced
leaders who know the industry inside
out and are excited to be involved in our
transformation project,” he says.
The next phase of living up to its brand
promise is to get the same approach from
employees. After all, suggests Volschenk,
StorTech doesn’t believe that you need to
be a manager in order to be a leader.
“We actively encourage employees
to take the initiative, rather than simply
waiting for orders from above. The idea is
for them to get actively involved and be
prepared to take the next step forward on
their own, without needing management
to tell them what to do.“
“The idea is also to create a certain vibe
in the organisation, one where everyone
in the business – from sales to back office
to cleaning staff – is viewed as important
and to be aware that they contribute and
are part of our team. We believe this is an
approach that will take our company to
the next level. After all, as Peter Drucker
said: ‘culture eats strategy for breakfast’.”

Chris Volschenk, StorTech

By creating
a culture that’s
innovative, inspirational
and passionate, and
which works with
integrity, respect and
commitment, we
believe we’re winning
the race for talent.
Chris Volschenk, StorTech
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Earning the
right to win
TOGETHER WITH
ITS MAJORITY
SHAREHOLDER
VODACOM BUSINESS
AND B-BBEE PARTNER
KUTANA TECHNOLOGIES,
STORTECH IS RESHAPING
THE ICT SERVICES
INDUSTRY IN SOUTH
AFRICA.

A proudly South African organisation,
StorTech has made major strides in
transforming its business model to focus on
providing rich services to the enterprise market.
StorTech is a 51%-owned subsidiary of
Vodacom Business. This relationship goes
beyond simple investment however, as it
provides StorTech with access to the service
provider’s scale, global benefits and capabilities
such as its network and datacentres.
StorTech completes Vodacom Business’
total telecommunications provider
proposition by offering networking capability,
onsite services such as LAN and desktop
support, as well as private datacentre build
and maintenance services.
“Vodacom Business’ main product strategy
centres on innovation at the core, while

By RODNEY WEIDEMANN
Photo KAROLINA KOMENDERA
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delivering cloud and Platform as a Service
solutions to the market. We believe that
ultimately computing and call control will
move from the edge of the network to the
core, hence our deep investment in datacentre
capabilities,” says Vuyani Jarana, chairman
of StorTech and chief executive officer of
Vodacom Business. “With the adoption of
cloud computing gaining momentum, WAN
and LAN as well desktop efficiencies become
even more important if we’re to deliver an
enhanced customer experience. And StorTech
is able to fulfil this role.
“What we’re seeing in the market is that
some customers are still split between the
need to move workloads into the cloud versus
the need to sweat residual value out of existing
datacentre assets. StorTech together with
Vodacom offer peace of mind by providing
customers with the ability to live in both
worlds. It doesn’t have to be a split decision,”
says Jarana.
Transformation journey
Reflecting on StorTech’s three-year business
transformation journey, Jarana talks
passionately of a five point strategy. This
strategy is not only focused on transforming
StorTech’s internal organisation, but also
gearing the company to deliver end-to-end
services to its customers.
The five points of the strategy are:
• Strengthening leadership capacity
• Shareholder and board level
transformation to enable better alignment
with the company’s vision and ambitions
• A product strategy focused on services,
with an emphasis on service attachment
• Diversification of revenue streams, and
• Continued skills development.

B-BBEE credentials
StorTech recently underwent a change in
its minority shareholding, too; the result of
which means that the company effectively
has a 44% shareholder that offers both
B-BBEE as well as good female ownership
credentials. “Beyond the fact that this
transaction is about doing what’s right as
a social and economic imperative, such
transformation credentials should place
StorTech in good standing as most businesses
are looking to procure from empowered
providers,” says Jarana.
StorTech is now a majority black-owned
Level 2 B-BBEE company thanks to the new
shareholder, Kutana Technologies, which
brings great credentials to the table as well
as a wide network of relationships spanning
different sectors of the economy, which
StorTech will look to leverage. This new
shareholding structure means that StorTech
is now effectively 53.7% black-owned, of
which 32.9% is held by women.
“Choosing a shareholder and partner
is no easy decision, especially when an
organisation is going through a massive
transformation, as StorTech was at the time.
We looked for a partner that shares the
StorTech vision, is taking a long-term view
and has great industry credentials. Kutana
Technologies ticked all the boxes for us,”
says Jarana.
StorTech’s strategy has a strong focus
on people, skills and partnerships. Key to
this is a focus by management on ensuring
that the talented individuals who work at
StorTech are motivated and continue to
develop their skills. This is vital for StorTech to
retain its competitive edge, especially with
fast-evolving areas such as cloud computing,
and also to maintain high levels of vendor
certifications. This part of the strategy
dovetails into a revised product and services
portfolio, which provides customers with a
complete end-to-end offering and a level of
excellence that’s hard to match.
Armed with this philosophy and
foundation, Jarana says that StorTech is well
positioned to scale its offering deeper into
different market segments and industries in
South Africa. Big data is driving demand for
investments in new high-power computing
systems as well as analytics capabilities.
“StorTech’s systems integration and
application management competencies will

Vuyani Jarana,
StorTech and Vodacom

help our customers cope with challenges in an
increasingly digital world.”
Looking to the future
The partnership between StorTech and
Vodacom will continue to be a major focus
over the next couple of years, adds Jarana,
suggesting that this collaboration will
take place on both the sales and product
development sides of the business.
The digital economy requires that
industries, companies and governments invest
in transforming their back-end systems to be
automated in order to meet the demands of
digital customers and citizens.
“Financial and retail organisations must
go digital, and government departments
such as home affairs, education, and
registrar of deeds have to digitise their
archives if they’re to reap the benefits in
the digital economy, where speed and
agility are key. StorTech seeks to play an
increasingly important role as these projects
begin to kick-off in various industries and
tiers of government,” says Jarana.
“I’m convinced that with StorTech’s
transformation programme complete,
the future looks brighter and we’re ready
to partner with our customers to deliver
industrial grade solutions,” he concludes.

StorTech’s
systems
integration and
application
management
competencies
will help our
customers cope
with challenges
in an increasingly
digital world.
Vuyani Jarana, StorTech and Vodacom
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Empowerment:
the road towards
prosperity
HOW STORTECH
HAS ACHIEVED
AMONG THE BEST
B-BBEE RANKINGS
IN THE ICT SECTOR.

By Monique Verduyn
Photo Vernon Reed
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Broad-Based Black Economic
Empowerment (B-BBEE) is imperative for two
reasons. First, it aims to redress the wrongs
of the past and lays the foundation for a
growth strategy that will help South Africa
achieve its full economic potential. Second,
it’s simply the right thing to do.
StorTech has a solid reputation in
the industry as a solutions and systems
integration specialist and has achieved
Level 2 B-BBEE status, placing it among the
highest ranking companies in the ICT sector.
“For the past three years, StorTech has
been a Level 2 contributor and we have
strived to improve ourselves year on year,
going from 85 points in 2013 to 96.65
points in 2016,” says Reshmee Ramsoonder,
managing executive: commercial and
transformation, and HR officer, StorTech.

Reshmee Ramsoonder, StorTech

Empowerment

“Prior to that, the company had Level 3
status. We’re committed to transformation
as an organisation, a strategy that was
enthusiastically supported by management,
who also held themselves accountable for
improving the status.”
A business imperative
In 2008, Vodacom purchased 51% of
StorTech. Along with the shareholding
of Kutana Technologies, this raised black
ownership of the business to 53.7%, with
total black female ownership at 32.9%.
“Increases in the elements of ownership
and management control boosted the
business from a strategic point of view,” she
says. “The result has been a greater ability
to deliver technology solutions to corporate
and public sector markets in South Africa.”
Scoring well on employment equity
and skills development, StorTech has
strengthened its skills base and operational
effectiveness through the mentorship of its
employees. Ongoing staff development and
training form part of the backbone of the
organisation. She says: “StorTech’s people
are the company’s biggest asset and we’re
committed to building business capability
through our staff.
“What’s gratifying for the management
team is to see people building careers
rather than just having a job. Many
employees approach managers to discuss
their personal growth and where they
see themselves going into the future.
On-the-job training, formal training and
mentorship help them advance more
rapidly.”

What’s
gratifying for the
management team
is to see people
building careers
rather than just
having a job.
Reshmee Ramsoonder, StorTech
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OVERCOMING THE CHALLENGES OF COMPLIANCE
For a superior B-BBEE contributor status to be achieved, compliance should be
entrenched throughout the organisation with buy-in from the executives, each of
whom should have targets to reach within the business units they head up. At StorTech,
compliance was driven by the top leadership, including the CEO and the CFO.
Policies and processes on employment equity, skills development and corporate
social investment were developed. Monitoring and reporting systems were put in place
to enable measurement of the deliverables.
“Our advice to companies seeking to improve their B-BBEE status is not to view
the requirements as a threat or imposition,” says StorTech’s Reshmee Ramsoonder,
“Compliance has many benefits for the organisation as well as the country. It’s about
creating a consumer base for more economic growth into the future.”

She emphasises that the culture of the
organisation is people-focused. Employees
are asked for their thoughts and opinions;
their voice is valued. They’re empowered
to make decisions, they also have access to
leaders, opportunities to grow and develop,
and the knowledge that others in the
organisation care about them.
“We’re committed to growing our
people, not only where this is directly
related to the business, but also to ensure
they’re able to contribute to the economy
of the country, and achieve job satisfaction
and personal fulfilment,” she says. “We
firmly believe that employee diversity has
enriched our organisational culture and
enabled more effective interactions with a
broad range of customers.”
Preferential procurement
StorTech offers preferential payment terms
for black-owned small, medium and micro
enterprises (SMMEs), offering qualifying
businesses payment within 15 working days
from date of invoice.
“We acknowledge that SMMEs are
essential,” says Ramsoonder. “We’ve chosen
to reinforce the cash flow of our suppliers
as that’s often an area where they struggle.
Preferential payment terms help smooth
income streams for SMMEs and help
ensure their sustainability. Empowering
them in this way improves their chances of
commercial success and helps contribute to
economic growth in a more balanced way.
It’s especially important to encourage the
creation of sustainable black female-owned
and controlled enterprises.”
StorTech helps SMME suppliers in other
ways too. These include offering training

and mentoring, providing professional
services for the development of business
expectations, and assisting them in ensuring
that each enterprise is properly prepared
and supported to deliver the level of service,
quality and pricing required by StorTech and
its customers.
“As a result of the level of contribution
StorTech is making to support the integration
of black people into the economy and
our current shareholding structure, our
customers can claim significantly more
BEE points than they can from many of
our competitors under their preferential
procurement scoring,” says Ramsoonder.
Responsible citizenship
One of the key aims of B-BBEE is to instil
responsibility for corporate citizenship on
the part of the private sector. StorTech is
committed to improving the quality of life of
disadvantaged communities.
The company provides ongoing support
for Botshabelo, a charity based in Midrand,
which reaches more than 600 people every
year, providing a place of safety, support and
resources. StorTech provides IT equipment
as well as free IT services for participants in
the Botshabelo Uplifted Teacher Training
programme, a project that aims to empower
both teachers and their preschools to offer a
better, more solid foundation in education.
The company also provides support in
the form of IT equipment and a computer
literacy hub for child care agency Christ
Church Christian Care Centre in Berea,
Johannesburg. The agency houses between
80 and 100 children who have been
abandoned, orphaned or taken in from
child-headed homes.

Portfolio

Solutions, people,
service and partners
HOW STORTECH IS BEST-POSITIONED TO
USHER COMPANIES TOWARD THEIR GOALS.

By James Francis
Photo Vernon Reed

“Let us show you what we can do.” Two
years ago, this was StorTech’s challenge to
the market, championed by its chief product
and services officer Brian Tarr. Back then it
was a way to demonstrate that StorTech had
grown well beyond its original market focus
of storage and had taken a seat at the table
of South Africa’s most regarded end-to-end
solution providers.
Is that still the case – is he still extending
this invitation?
“Yes, but now for even better reasons,”
says Tarr. “StorTech’s reputation has grown,
as has our technology solution offering,
so today our pedigree has everything to
do with our unique end-to-end solution
capability, successfully implemented and
supported by the quality of our staff.”
Such a philosophy establishes a blunt
but refreshing interpretation of the market.
All too often companies want to talk about
digitisation, governance and modernisation
– the ever-lurking requirements stalking
today’s companies. Those are all key, Tarr
agrees, but customers know what they want.

What they care less about is how it happens.
“The shift towards the cloud and
managed services is changing the market.
The right brand of vendor is still important,
but customers aren’t as invested about
that aspect. Customers have an outcome
in mind and they expect you, the solution
provider, to make that happen at the right
price and quality. They want a service level
agreement and the best service outcomes.
Vendors remain important, but it’s StorTech’s
responsibility to align the right vendors with
the right solutions.”
This is driving the need to shift from
being product-led to services-led. “It’s very
important that a solution provider can offer
customers anything they want. For example,
a company may want cloud, but they want
it on-premise. Or they want a service piped
in from the public cloud. Or they need a
secure virtual bunker for backups in case
something terrible happens. I believe this
requires a scope and depth of solution
capability that StorTech and very few other
solution providers in South Africa can offer.

Not second tier services that tick a box,
but future-minded solutions deployed by
skilled and experienced specialists, always
supported by our partnerships with our
strategic vendors.”
Cloud how you need it
“Not many guys can say: ‘we know you’re
moving to the cloud, we will guide you on
that journey’. We can offer on-premises,
hybrid, public and hosted cloud solutions,
because we’re uniquely positioned to offer
that end-to-end solution.”
This last advantage dovetails with
Vodacom, which holds a 51% stake in
StorTech. While the company maintains
strong relationships with vendors, it also has
a firm foothold in the digital hosting and
communications space through its Vodacom
association.
“Our spectrum of offerings continues
to broaden, thanks to our access to the
service provider offerings and reach of
Vodacom. The ability to combine our
systems integration skills and agility, with our
technology partnerships and the branding
and service provider reach of Vodacom
puts us in a different league. In this tough
market, agility and flexibility remain the key
and we’re confident in our ability to craft
unique, commercially attractive solutions as
we guide our customers on their journey to
the cloud.”
Such a broad spectrum allows StorTech to
collaborate to take on any challenge. Some
customers may seek to take more ownership
of their technology, but a growing pool want
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results, not the headaches of IT investment.
Tarr cites voice services as an example: many
companies, even technologically mature
ones, are taking up hosted communication
services to save costs and drive performance.
People with skills
In order to deliver these services StorTech
cites its approach to talent as a competitive
differentiator. The focus on people relies
heavily on training and retaining significant
levels of certified specialists.
In 2014, StorTech could already trumpet
having one of the largest teams of Ciscocertified engineers in the country. That pool
has not only grown, but expanded across
the vendor landscape. Today, StorTech lays
claim to the mainstays of the IT landscape
– networking, datacentres, collaboration,
security, cloud and managed services – and
boasts some of the highest certifications in
each discipline, matched with experience
and delivery capability.
It’s not just about espousing confidence to
customers, he says. “We have brilliant people
working with us and we’re able to attract
the right pedigree of people when we need
to. It’s just a great place to work with access
to the best technologies in the world. But
to be alluring you have to spend money on
certification and training.”
Those top skills also bring a cost advantage:
“If we get the right levels of certification, we
get the best pricing and discounts from the

Customers have
an outcome in
mind and they
expect you, the
solution provider, to
make that happen
at the right price
and quality.
Brian Tarr, StorTech
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Brian Tarr, StorTech

THE VODACOM
RELATIONSHIP
Having a majority shareholder in
Vodacom offers a wealth of benefits
and synergies for StorTech. But the
relationship is not all one-way traffic,
the two companies complement
each other’s portfolio of offerings.
Vodacom plays a significant
part in StorTech’s momentum
to adopt new technologies
and methodologies. Vodacom
invested in StorTech for the systems
integrator’s agility and world-class
certiﬁcations. In turn StorTech
develops solutions for Vodacom –
which it regards as a customer and
a partner – as well as the telco’s
many customers.
“We’re driven to build capability
and capacity to make Vodacom
more successful,” says StorTech’s
Brian Tarr. “That makes StorTech
also more capable to serve the rest
of the market.”
One clear example is how
Vodacom enables StorTech to offer
end-to-end support in the journey to
the cloud, as it has the infrastructure
muscle to deliver on the promises
of the third platform. This capability
is also expanding as the Internet
of Things grows, priming StorTech
and Vodacom to be leaders in that
emerging and exciting space.

vendors. Price always matters – and matters
even more in these tough times.”
That, in a nutshell, is the cause and
effect of StorTech’s strategy: its unique
end-to-end solution offering, delivered
by its highly certified and experienced
people; certification drives discounts and
those discounts help it compete and deliver
to bring tangible business benefits to a
growing customer base, says Tarr.
“With the right people and vendors, we
can add to that and really open avenues for
a customer who was just hoping to save a
few bucks. That’s a good example of the
agility and flexibility we have at StorTech. So
I’m still saying: ‘let us show you what we can
do,’ because we can do a lot more than most
systems integrators in the market and guess
what, we do it far better.”
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Managed services
in the digital age
STORTECH IS ALIGNING ITS SUCCESSFUL
MANAGED SERVICES DIVISION TO COMPLEMENT
THE ‘AS A SERVICE’-LED BUSINESS ENVIRONMENT.

By James Francis
Photo Vernon Reed

‘Managed services’ has ceased to be
a dirty phrase among technology and business
crowds. Once confused with the one-size-fits-all
approach of ‘outsourcing’, managed services is
now understood as something more nuanced
and valuable to a company.
Instead of a cost-cutting exercise, managed
services represents the realignment of resources.
Modern companies are caught between the
teeth and the bit of technology: what directly
serves their business drivers and what gets
chewed to keep the organisation functioning?
Managed services is the discipline of taking
operational technologies – be it maintaining
desktops, managing backups or mulling
datacentre requirements – off the hands of
internal teams so they can place their focus on
business drivers.
Given the past confusion with less-well
defined outsourcing models, the market had
been hesitant on managed services, but today
it carries a very diﬀerent mindset, says StorTech
managing executive: operations and business
support Jurg Human. “We’re seeing tenfold
more tenders and requests for proposals in
the managed services space. The market has
matured and adoption is across the board.”
But with all that action also comes
competition, something that Human is
conscious of. “There are some companies
offering services that have been in the game
longer, but this simply means we’ve been able to
differentiate ourselves by crafting better services
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without being burdened by legacy systems.
We’ve focused on elevating our maturity and
capability to a world-class standard.”
To this end StorTech has leveraged its
partnership with Vodacom, rolling out managed
services to Vodacom and Vodacom Business, as
well as the latter’s 4 000-plus customers.
“Through Vodacom we were able to engage
many different environments and become
confident that what StorTech offers is best-ofbreed. We then successfully started offering
those solutions to the rest of the market.”
Solutions were honed to be replicated at
scale in other environments. This speaks to
the larger StorTech plan: though it is a part of
the Vodacom group, StorTech operates and
delivers independently. By using the Vodacom
ecosystem, Human refers to it as a ‘Platinum
Footprint’, StorTech is able to develop and test
best-of-breed solutions.
It’s one reason why Human is so confident
about StorTech’s wide range of managed
services categories: these weren’t added
to seem competent, but brought into play

through the hard knocks of the real-world. The
results speak for themselves, but its positioning
in the cut-throat managed services market
resonates loudest, placing StorTech as one of the
top managed services providers in the country.
“We’re seeing more companies consolidate
their IT, then assign multiple service outfits
to take care of different segments in the
organisations. In such an environment you’re
always expected to bring the best.”
In line with bringing the best, StorTech has
been shifting its focus toward being an ‘As a
Service’-oriented solution provider, including
cloud models. Enterprises of various sizes
are growing less interested in the traditional
‘tin-based’ approach to IT. Instead they
articulate their challenges and outcomes,
then expect solution engineers to deliver on
those stipulations.
In the services world, technology delegation
starts blurring. Even though customers are
handing day-to-day IT responsibilities to
third parties, they know that awareness of
these assets links intimately with their own
technology-driven outcomes. In response to this,
StorTech Integrated Managed Services (SIMS)
was created, melding the company’s managed
services pedigree with the broader servicesdriven future.
“We’re bringing to market what’s often talked
about – Software as a Service, Infrastructure as
a Service, Platform as a Service – but not often
put into practice. Those things are not easy to
do if you don’t have the right skills, maturity and
partners. By marrying these with the managed

We’re seeing tenfold more tenders
and requests for proposals in the
managed services space. The
market has matured and adoption
is across the board.
Jurg Human, StorTech

THE BMC ALLIANCE
Though companies may allocate their
operational technology to Managed
Services divisions such as StorTech’s
SIMS, they’re not handing over the keys of
the kingdom. Business heads, IT leaders
and employees all still require different
levels of insight and contact with their
infrastructure, be it to log a fault, oversight
of automated processes or general
vigilance of their IT capacity. To do so
requires a software management layer
that completes the circle.
BMC is the entrenched leader in this field,
serving over 80% of Fortune 500 companies.
It continues to be recognised by Gartner
as the magic quadrant leader in IT Service
Support Management Tools and Forbes has
named it one of the organisations essential
in leading companies towards digital
transformation. This is in part due to an
overhaul of its solutions to embrace modern
digitisation trends in companies.
It aligns perfectly with StorTech’s Servicesorientated roadmap, which is why the two
have become close partners. StorTech offers
BMC’s solutions as a service, sidestepping
the restrictive licensing requirements the
management suite traditionally requires.
Companies can engage BMC to help
manage their IT ecosystem without the
obligation of an annual license. It’s a unique
offer available exclusively through StorTech,
BMC’s only managed services partner in
South Africa.

Jurg Human, StorTech

services world, StorTech is creating something unique
in the South African market.”
SIMS encapsulates various aspects of StorTech,
including a ground-breaking partnership with BMC,
the world leader in business service management. You
can’t stand out from your peers if you don’t evolve, and
the ‘as a Service’-led strategy puts StorTech’s managed
services division in a pool occupied by arguably only
one other company in South Africa.
“I’m not going to say it’s something no one else
thought about. Companies have stopped putting
all their eggs into one basket and they want to see
value more clearly when engaging different providers.
But you have to build a level of maturity, capability
and trust in your own methods to meet those
expectations. StorTech continues to do so both inside
and outside the Vodacom environment, while adding
new partners, such as BMC, and converging our
abilities to a true, end-to-end services approach.”
That’s something many solution providers have
claimed, but StorTech Integrated Managed Services is
one of the few that delivers.

STORTECH | INNOVATE FOR SUCCESS

15

Customer-centricity

Lenhle Khoza, StorTech

Unwrapping
the customer
By Tamsin Oxford
Photo Vernon Reed
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CUSTOMER-CENTRIC
BUSINESS STRATEGIES
ENSURE LONGTERM SUCCESS AND
RICHER BUSINESS
PERFORMANCE.

Customer service has become the
all-important business differentiator as
products and services become increasingly
commoditised and the market more crowded.
According to Walker Info, the year 2020 will
see customer service outstrip price and
product as the primary decision-making
factor, and VIP Corp found that 89% of
customers will start doing business with a
competitor if they have a bad experience.
When added to yet another statistic, which
found that it’s nearly seven times more
expensive to woo a new customer than keep
an existing one, these figures underscore the
value of focusing on the customer to ensure
long-term strategic business success.
“Any organisation that does business
without putting the customer first is
getting it completely wrong,” says Lenhle
Khoza, chief sales officer at StorTech. “This is
because you’re making the customer adapt
to what you’re trying to do as opposed to
ensuring you’re delivering business value
to them. If you understand your customer’s
business and your service enables them to
achieve their goals, then that delivers value.
They achieve their objectives more easily
through your services and that allows you to
build stronger relationships.”
Belief in the customer is a philosophy
that has to filter from the top down – buyin from the executive is as important as the
commitment from the employee. It’s an
understanding that’s integral to StorTech and
how the company defines customer service.
“We define customer service as having
succeeded if a customer sits down and thinks
of us when they’re looking for a solution,”
says Khoza. “They know they can trust us to
give them the best answers to their business
questions, and that we will say no if we can’t
give them what they want.”
This focus has played a role in the shift of
the StorTech business model from traditional

infrastructure to systems integration in order
to provide richer solutions and more engaging
customer service. The change has impacted on
how the business deals with customers on a
fundamental level.
Customer-driven technology
“When you follow an infrastructure model
you’re talking to the customer about
technology and what it can do, without
necessarily understanding the customer’s
business,” says Khoza. “The result is that you end
up delivering a piece of hardware that plugs
into the system, but the customer doesn’t feel
the impact. When you are a systems integration
specialist, you move into an environment
where you understand what the solutions are,
what is needed and ensure that the customer’s
requirements always come to the fore.”
When the business takes a journey with the
customer and gets to know their needs over
both the short-and the long-term, it’s more
capable of delivering solutions and services
which map back to pain points and hit the
right notes. “To find the best solution for a
customer you have to spend time with them,
look at their financial status and capabilities and
deliver solutions that fit,” says Khoza. “It goes
beyond account planning and into the realm of
being passionate about what a customer does
and educating them on how best to use the
products and solutions they have. We tailor our
solutions to whatever challenges are keeping
our customers awake at night by alleviating the
pressure points and giving them tools to gain
control over their business.”
Every sector counts
Of course, understanding key pain points,
which are as individual as the sector, market and
business, is a vital part of any customer service
imperative. Each vertical has its own challenges
and requires different methodologies and levels
of support in order to overcome them.
“In the banking sector, infrastructure for
services has to be seamless and secure,” says
Khoza. “In the public sector, the approach is
very open to shared services and converged
solutions as they have limited resources to
achieve huge targets. Healthcare requires
a look at how the Internet of Things can be
implemented for long-term benefit, gradually
installing the building blocks to create industryleading healthcare solutions.”
StorTech has approached these markets

with an understanding of what issues impact their
growth, compliance and people. This has allowed
for a focus on crafting solutions that map back to
what is required, not just on a single technology
that can do a job.
“In the telco space, for example, we help them
to build platforms for external companies and
have crafted managed services solutions into
data and critical systems so they can focus on
growth and customer service,” explains Khoza.
“We have also collaborated with organisations
such as Vodacom, where we on-sell their services,
while simultaneously expanding on our product
offerings and capabilities to help our customers, if
needed, while supporting the telco space.”
StorTech’s goal is to become immersed in a
business and to provide an almost completely
technology-agnostic stable of solutions. Instead
of one square product shoved into a round hole,

We tailor our
solutions to whatever
challenges are
keeping our
customers awake at
night by alleviating
the pressure points
and giving them tools
to gain control over
their business.
Lenhle Khoza, StorTech

customers can select a neat fit from two or three
different variations, all structured to suit budget,
space and problem.
“Customer service is more than just walking
the customer’s talk, it’s ensuring that you become
a trusted advisor, a reliable service provider
that meets expectations,” adds Khoza. “We take
accountability throughout our value chain, from
sales to solution implementation so if something
goes wrong at any point it becomes a team effort
to rectify. We ensure that not only do we deliver
service to our customers through immersive
customer care, but also give our customers the
tools and technology they need to focus on their
customers and the long-term growth of their
organisation.”
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HDS and StorTech:

The power
of two
IT’S TRUE THAT NOBODY CAN GO IT
ALONE IN THE ICT WORLD ANYMORE.
SYSTEMS ARE TOO COMPLICATED AND
CLIENTS EXPECT BESPOKE SERVICES.
Vic Booysen, Hitachi Data Systems

Partnerships, when delivering technology to meet business needs,
are vital. There must be an excellent understanding and relationship
between the companies that originate the technology and those
that fit it into the client businesses. It’s also vital that those integration
businesses understand the nature and requirements of the clients to
ensure that solutions are truly relevant and empowering.
“It’s important that a partner fits into the strategic direction of Hitachi
Data Systems for real synergies to be created that benefit the end
client; this results in a win-win for everyone involved,” comments Vic
Booysen, channel director at Hitachi Data Systems sub-Sahara Africa.
“This philosophy is behind our decision to build a significant network
of alliance partners, each adding their own expertise into the mix to
create value to our customers – and our partnership with StorTech
helps us do just that.”
Hitachi Data Systems has long adopted the belief that it should focus
on its own strengths and recruit the right partners to complement that.
This is less of an achievement and more a business fundamental.
Today’s IT solutions have to cater for a wide range of options. Hardware
is no longer simply hardware – servers and that which connects them
have to handle the fluid demands of virtualisation or backup systems
or cloud storage; or all of the above and more. A client may want a
platform for its enterprise resource planning or a payroll system. Above
all, everyone demands ironclad security in a world swarming with cyber
threats. Today’s infrastructure has to be primed for such implementations,
as well as manage the challenges of day-to-day operations. This can’t be
accomplished without close and prolific partnerships.
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“It’s very important we understand our partners and they understand
us,” says Booysen. “Technology now plays a major role in just about
every industry out there. These companies have their own specific
challenges and IT is not their core focus. You can’t just drop off a
box and leave them to it. Their technology challenges need to be
understood and met with an ecosystem of implementation and
support. This is the role our partners play.”
The ultimate alliance
To Booysen, there’s no doubt around the benefits of these relationships.
“Partners allow us to create areas of strength. It enables all parties to offer
different services, maintain performance agreements and, ultimately,
grow skill sets. The most important factor here is understanding each
other and using that to gain the best results,” he says.
StorTech has been a unique force in the local industry for years,
differentiating itself in all facets of the modern datacentre. “The
partnership allows us to cover every aspect of the modern datacentre,
such as unified networks, converged infrastructures, unique applications,
business analytics, and all of the different forms of cloud offerings.”
StorTech has some unmatched business relationships and has
formed alliances over the years resulting in a wealth of skills built up
that offer true value around Hitachi Data Systems’ offering.
This sharing of knowledge and skills among its alliance partners has
given a solid bedrock for Hitachi Data Systems’ foundations. “Whether
it’s in the public, private or any other sphere, our partners extend our
reach and understanding,” Booysen notes. “It’s about being a stronger
force and that only comes from strong relationships built over years of
trust and success. Most of our partners are through global contracts,
so we’re able to bring the clout of the multinational ICT world to the
doorsteps of South African firms as a single ecosystem.”

Big data

To win in
business,
data matters

Sergey Nivens, 123RF.com

DELIVERING ON THE PROMISE OF DATA
REQUIRES EXPERIENCE AND SKILLS IN MULTIPLE
DISCIPLINES, WHICH IS WHY STORTECH
PARTNERS WITH ICT INTELLIGENCE. By James Francis

If the phrase ‘knowledge is power’ is to be
believed then organisations that can harness
the data that flows through them, combine it
with external sources, and leverage this will be
successful, especially as we move into the era
of digitalisation.
“Big data will fundamentally change the way
businesses compete and operate. Companies
that invest in and successfully derive value from
their data will have a distinct advantage over
their competitors.” So says a 2014 report by EY
entitled Big data: Changing the way businesses
compete and operate.
StorTech has a history as a market leader
in storage, networking and cloud disciplines:
the fundamental building blocks of modern
data solutions. Thanks to a complementary
partnership with ICT Intelligence, customers
of the two organisations are able to benefit
from a comprehensive data offering that
allows them to gain insight and capitalise
on digitalisation, be more agile and

leads to competitive advantage and data
monetisation.
Backed by 18 years of experience in business
outcome data solutions, ICT Intelligence is an
authority on the subject and an insightful voice
when it comes to the data-driven transition
businesses face today. Combining its strengths
with those of StorTech has enabled both
businesses to leapfrog ahead and bring their
customers with them.
“We all try to get to a data-driven
organisation,” says Derek Welch, CEO of ICT
Intelligence. “Analytics have to be part of the
enterprise information management strategy
of an organisation: understanding where the
data comes from, the data’s quality, security
and governance. These are key to actually
delivering a successful analytics environment.
We also look at the business strategy versus the
business output, then map the technology and
enterprise information management to be able
to deliver those capabilities.”

No easy task
While the power of data has been understood for some
time, harnessing it is proving to be more elusive and
cumbersome than anticipated. The adoption of analytics
has proved more challenging for many organisations
and the exceptions are companies that already have
data analytics as a foundational part of their organisation,
namely the likes of Google and Facebook. More
established businesses need a shift in perspective.
“Some of the new technologies require a different
mindset and view,” says Welch. “But the closer aligned
business and IT become, the more readily available that
agility becomes.”
Some companies assign a specific person or
department to be the conduit for that alignment, he
adds, while the right partners and solutions can further
help make the transition. Though analytics is hardly a new
discipline, its modern guise has radically opened the space
and reduced barriers.
“We’ve had business intelligence (BI) for a while. Where
business needs to get to is understanding the data and
being able to deliver that information to the business users
when they need it. The new tools and methodologies
allow us to do that. We need to be building an analytical
platform where historic, real-time and predictive
information is made actionable.”
Building such a platform in its various iterations of
maturity and scale requires multiple disciplines. The
partnership between ICT Intelligence and StorTech is a
clear example of that synergy. Both companies firmly
stand behind the philosophy that data is a business
imperative and thus must be approached from a business
perspective. Understanding the aspirations and assets of
a customer are fundamental if any data play is going to
work, underpinned by infrastructure and technologies that
are as cognisant of the business.
“StorTech understands the underlying infrastructure
and services in data environments 100% and, as ICT
Intelligence, we have 18 years’ experience in information
management,” says Welch. “We believe the partnership
as leaders in those environments adds benefits to
organisations in getting the solution right – from the
platform up to the application and outcomes.”
To grab data by the horns doesn’t mean overhauling
everything. Existing assets could be sweated and the
solution can start with a small footprint and scale.
“What we deliver to our customers is standardisation,
consolidation, optimisation and sustainability. For us to
be able to do that, we have to understand the different
solutions and building blocks of enterprise information
management, what organisations currently have to
leverage, then get to a business solution and the
required output. That can’t be done if the business isn’t
put first and the rights partners don’t help give a full
view of the solution,” he concludes.
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Case study

Banking on next
generation backup

RawPixel, 123RF.com

NEDBANK SEES BENEFITS FROM ITS LONG-TERM PARTNERSHIP WITH
STORTECH WHEN REVAMPING ITS BACKUP SOLUTION. By Ben Kelly
The rapid growth in data has resulted
in increased demand for storage and backup
and has impacted on almost every company
– banking group Nedbank is no exception.
Due to the exponential growth of data,
Nedbank was battling to keep up with the
backup demands of the business.
“These demands, combined with
diminishing backup and batch windows, put
huge strain on the existing mainframe backup
solution at Nedbank,” says Darius Harris, IT
manager for Nedbank Group Technology.
Nedbank Group has traditionally
used Oracle StorageTek equipment
as the backup standard for its IBM
mainframe environment. The solution that
was originally deployed was a combination
of Oracle VSM5 and SL8500 with 9840D tape
drive technology.
In May 2014, Nedbank released a
formal RFP to IBM mainframe backup
solution providers for an optimal and
sustainable solution to meet current demands
and anticipate future requirements in line
with the bank’s technology strategy.
After careful evaluation following an
extremely stringent selection process, the RFP
was awarded to StorTech for the procurement,
implementation and ongoing support of

an Oracle VSM6, VLE (Virtual Library Extension) and
SL8500 Tape Libraries technology solution.
StorTech and Nedbank share a long-term vendor and
service provider partnership. StorTech has provided and
supported Nedbank’s physical tape technology since
the late 1990s, which started with the first generation
of VSM. More than two decades later, Nedbank is still
pioneering the way forward with StorTech, as this is the
first VSM6 Oracle implementation in South Africa.
“StorTech is the only Oracle (StorageTek) partner in
southern Africa with the full capabilities, experience and
expertise to deliver and support this solution,” contends
Harris. “Prior to the Oracle VSM6 implementation, we
worked closely with StorTech and Oracle. We wanted
to ensure our meticulous planning would lead to
absolutely zero downtime at both the production and
disaster recovery sites during the implementation,
cutover and migration phases of the project.”
The implementation was successful and no impact to
the existing production environment was experienced.
StorTech’s solution has successfully met all of Nedbank’s
requirements. Since the implementation, the backup
processing execution time and throughput performance
have outperformed the times experienced in 2013
despite the massive increase in data requiring backup.
“The results were better than we could have
anticipated,” says Harris. “Physical tape footprint has
decreased by 50% across the production and disaster
recovery sites. These results were achieved while also

gaining the benefit of increased processing
performance, which affords Nedbank quicker
access to frequently required data and allows
for longer periods of data retention.”
“StorTech has built up Nedbank-specific
knowledge, experience and expertise
over the years, and it has ensured that
Nedbank has access to dedicated hardware
and software engineers as and when
required. We value the relationship we have
established with StorTech for this reason.
We believe it’s the only Oracle partner in
southern Africa with the capabilities and
experience to deliver and support this
solution,” says Harris.
As the only certified field delivery partner
for Oracle/StorageTek VSM in South Africa,
StorTech is uniquely positioned to deliver
leading-edge mainframe solutions into
the local ICT marketplace. StorageTek/
Oracle’s tight integration with the z/OS
mainframe operating system provides
ease of management and highly flexible
solutions to address mainframe backup
and batch processing requirements. The
technical team involved with Nedbank
has been instrumental in taking Nedbank
from the first-generation Virtual Storage
Manager (VSM1) through to VSM6.
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Case study

Delivery on
infrastructure
necessities
USURED TURNS TO STORTECH
FOR NEW CONTACT CENTRE.
By Ben Kelly

Finding the right partner when you’re
setting up a new contact centre is a critical
factor. Not only will any mistakes come back
to haunt you, but should disagreements arise,
they will invariably distract key personnel from
their focus on core business objectives. Luckily
for Durban-based contact centre operator
Usured, having StorTech onboard from the
start has ensured a smooth rollout and with a
maintenance contract in place, the prospects
are good for a hassle-free future.
StorTech was responsible for the installation
of all the physical infrastructure at the
company’s new Durban office, where it runs a
500-seat contact centre. Shane Pillay, Usured
CEO, says the company, which was established
in 2011, was moving its contact centre to new
premises next to the International Convention
Centre in Durban and it needed a partner it
could trust to set up the required infrastructure.
Usured runs a number of companies that
offer direct marketing of financial products for
a range of large financial services companies
as well some international customers. The
services offered by the company are primarily
outbound call centre services and as such,
reliable infrastructure and responsive support
are of critical importance.

Pillay says the group had an existing relationship with
Vodacom, which provides voice and data services and
it was on Vodacom’s recommendation that StorTech
was brought on board. “As a major international brand,
Vodacom has enormous credibility and if the team there
trusts StorTech then we had complete faith that StorTech
would be able to deliver what was required.”
With the rollout complete Pillay says that the faith in
StorTech was well founded. “The StorTech team met all
the deadlines that were set, even working double shifts to
ensure that it was completed on time,” he says.
StorTech was responsible for the full infrastructure
build at the new contact centre, including the new
computer room, power and electrical connections, UPS
and generator, datacentre and network cabling, Cisco
LAN and wireless rollout as well as Dell desktops, and
desktop support. A project like this allows StorTech
to show the breadth of its offerings, specifically in the
infrastructure arena.
Pillay comments – not being a technical person himself
– that having a partner like StorTech on board allowed
him to rest easy. “We were able to rely on StorTech to make
the right decisions in terms of all the different elements of
the rollout, including what systems would be best suited
for our use. Having a five-year maintenance contract with
StorTech also meant that if any issues cropped up later, the
same people that did the installation would be on hand
to resolve any issues.” Being able to have a single point of

contact and not having to deal with multiple
vendors makes life easier for the company.
Pillay comments that in the two months
since the facility went live there have been
no issues and for a company where there’s
a direct link between downtime and lost
revenue this is a comforting fact.
He adds that the company is already
looking to expand the contact centre by
another 200 seats, and StorTech will be
an integral part of ensuring that happens
smoothly.

We were able
to rely on StorTech
to make the right
decisions in terms
of all the different
elements of the
rollout, including
what systems
would be best
suited for our
use.
Shane Pillay, Usured
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Case study

Taking an
African
approach
to backup
STORTECH DELIVERS THE PERFECT
BACKUP SOLUTION FOR A
LEADING PAN-AFRICAN BANK.

Kirill Kedrinski, 123RF.com

By Rodney Weidemann

Regardless of where in the world a business operates, it
requires an effective backup solution to protect its information.
However, Africa does pose a number of unique challenges
to the implementation of such a solution: skills issues, lack of
infrastructure and the need for a hardy and robust offering, to
name a few.
Therefore, when a leading South African bank decided to
implement an appliance at its African operations that would meet
the need for a backup solution, it turned to StorTech.
“The bank had already commissioned StorTech to
implement the Veritas Net Backup appliance for its South
African operations, and the success and cost effectiveness of
the solution meant that it was a logical choice to implement
elsewhere on the continent as well,” says Brian Tarr, chief
product and services oﬃcer at StorTech.
“The reasoning was quite simple: the African market offers
many challenges when it comes to implementing IT appliances –
from bandwidth issues to an often harsh environment – and the
customer required something that was robust enough to meet
these challenges head-on, as well as being scalable enough to
meet the growing needs of its African operations.”
The appliance provided by StorTech is more than just hardware,
adds Tarr, rather, it’s a true solution-in-a-box. It offers applications,
software and hardware in a single solution, as well as providing
internal redundancy. This means that even if a component should
fail, the machine will be able to keep operating. The robustness
this demonstrated made it the perfect solution for Africa’s
unforgiving conditions.
Each implementation has come with its own set of

challenges, he indicates, pointing out
that every country in Africa has its own
logistical, tax and language issues that
need to be overcome. However, the
only real implementation challenge was
quickly overcome.
Claude Oliver, technical account
manager at StorTech, takes up the
story: “There are two appliances for
each operation, to provide the offsite
backup capability. However, with our
first installation, we experienced some
network issues, as the initial backup from
appliance to appliance was so large that
it caused some issues on the network.
“This was easily resolved once we
realised what the problem was – in
subsequent installations we have kept
both appliances at one site so we can
perform the initial backup locally, in
order to reduce the impact on the
network. Only once this is complete do
we move the second appliance offsite,”
he says.
Tarr suggests that scalability was
another key factor in the decision to
utilise the Veritas Net Backup solution.
Being highly scalable means that it can
grow with the organisation as it gets
bigger, without the need to rip and
replace. This is critical for operations
in Africa, which is a rapidly expanding
global market.
“We’re well aware that skills remain a
challenge in Africa, which is why, as part
of the deployment, StorTech was tasked

with providing over-the-shoulder training
to the bank employees on the ground, in
order to put them in a position to perform
first line support themselves. Furthermore,
several people have been brought out
to South Africa for additional Veritas
certification training.”
“Beyond this first line support, StorTech
also offers an online service whereby the
team provides remote repair capability.
Moreover, StorTech ensured that all installed
appliances are interconnected in such a way
that they can be monitored from our South
African site, so any issues that arise can be
dealt with rapidly.
“The team also provided the Net Backup
Operations Centre tool, which offers a
single pane of glass view to manage the
entire net backup environment. This makes
the management of the solution simple,
regardless of where it has been installed.”
StorTech and the bank have a
longstanding relationship, says Oliver, and
it’s expected that this major deployment
will continue across the continent. To date,
the project has seen solutions deployed in
four countries, and the expectation is that
another five will be completed within the
next month.
“In the end, the Veritas Net Backup
appliance proved to be the perfect solution
for the customer’s African operations, as it’s
robust enough to handle the tough African
conditions, yet simple to implement and use.
This makes it perfect for operations across
the continent,” concludes Tarr.
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Case study

Creating
a smart
government
THE DEPARTMENT OF PUBLIC WORKS IS LEVERAGING VCE TECHNOLOGY WITH
STORTECH TO MAKE OLD BUILDINGS SMARTER. By Ben Kelly

Nicolas De Corte, 123RF.com

Managing and maintaining the South African government’s
vast portfolio of buildings is no easy task and it’s one that falls
to the Department of Public Works. These buildings include
hospitals, prisons and the Union Buildings to mention but a
few. Recently the department has undertaken the mammoth
task of bringing all of those buildings into the modern era by
leveraging the power of the Internet of Things to allow for
centralised monitoring of key data points.
Underpinning this strategy was the deployment, by StorTech,
of a converged infrastructure for the department. This leveraged
StorTech’s VCE expertise and set the department on a path that
allows for growth and the execution of the broader technology
strategy that the department wants to embark on.
Start small
Suleiman Patel, acting CIO at the department, says that by
starting with simple things such as the installation of smart
meters for water and electricity consumption, tied into a
new ERP system, will allow the department to have access to
accurate consumption figures for all its assets. This means that
when the department’s figures and the municipal accounts are
in agreement, the system will allow for immediate, automated
payment of those bills. This would have a massive impact, not
only on the efficiency of the department, but also on the cashflow of the municipalities concerned.
“As simple as this seems it’s a big jump beyond the ambit
of traditional building management systems, which have
traditionally only concerned themselves with the heating,
ventilation and air conditioning, and sometimes the lifts in a
building,” he comments.

“This is a fundamental change in the
way that state assets are viewed,” he
says. “In the past buildings were seen
as something that you built once and
then painted every now and then. By
adopting a smart building approach,
these assets can become drivers of
efficiency within the state.”
To make this new approach possible,
the department needed to roll out a
new ERP system as well as the Archibus
facilities management system. To facilitate

to work it’s essential that all necessary steps
are taken to ensure this asset is protected as
well as made accessible.”
Patel explains that the process of
selecting the service provider to deliver
the converged VCE solution was an open
and transparent one and StorTech came
out on top because it offered the most
cost-effective option. That said, he was
impressed with StorTech’s ability to deliver
the required solution as well as the team’s
management of the account.

By adopting a smart building
approach, these assets can become
drivers of efficiency within the state.
Suleiman Patel, Department of Public Works

this, there was a requirement for a new,
converged infrastructure strategy.
Why VCE made sense
“We were already using VMware, Cisco
and EMC inside the organisation and
it made sense to deploy a converged
infrastructure using VCE. Part of going this
route is developing an understanding
that data is the new currency and for this

“The VCE solution is, however, just the
tip of the iceberg and we will be relying on
StorTech to assist us in taking this strategy
forward,” he comments.
“As the technology advances, the realm
of what will be possible with the converged
infrastructure will improve as well, and we
will be sharing our experiences with our
colleagues in other departments so that
they can learn from our successes.”
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Case study

StorTech set
up the pilot site
at our branch in
Delmas and once
we had worked
out the wrinkles it
was a simple two
week project to
roll it out to the
rest of our sites.
Andre Human, NTT Motor Group

Killing
paperwork
STORTECH AND NTT
MOTOR GROUP BRING
MOBILE APPS TO THE
CAR DEALERSHIP FLOOR

Eugenio Marongiu, 123RF.com

By Ben Kelly

When a company deploys new and
innovative technology it needs a reliable partner
to ensure that everything works as planned.
That’s doubly true when it comes to mobile
technologies and why car dealership chain NTT
Motor Group turned to StorTech when it was
deploying an Android-based application to
automate the sales process in its 27 dealerships.
Anyone who has bought a car knows how
much paperwork is involved, from filling in
forms with the dealership to applying for
finance from the bank. Going electronic is
much more efficient and reduces the stress
involved in the process.

Andre Human, CIO at NTT Motor Group, explains that the
business needed a more efficient way to process both new
and used car sales as well as checking in vehicles for service,
something that eliminated paper from the process and
improved overall efficiencies.
The app, which the group started to use in mid-2016,
allows all the administration to be done on a tablet,
including allowing the customer to sign digitally.
At the time of writing, the group has about 50 devices
in use and Human says that this will increase to 80 by
August. With this number of devices in use it was essential
to leverage some sort of management system to keep track
of all of it.
StorTech introduced NTT Motor Group to Cisco’s Meraki
Systems Manager, which enables it to manage and track
every device. This allows it to create policies that can be
rolled out to all of the devices. These policies can include
preventing users from installing any undesirable applications
onto the devices while work-related applications can be
installed, updated and removed from these devices from
the Meraki dashboard. Administrators are even able to
dictate what applications can run on a specific device. And
should the need arise, it’s possible to track the location of the

devices and wipe them remotely.
“StorTech set up the pilot site at our
branch in Delmas and once we had worked
out the wrinkles it was a simple two-week
project to roll it out to the rest of our sites,”
Human comments. He says the StorTech
team were precise and efficient and dealt
competently with the minor issues that
you would experience on any rollout. “Once
the Delmas site was up and running it was
simple for our internal team to take over the
rollout and replicate what had been done in
Delmas at our other branches,” he adds.
Marius Steyl, StorTech’s account manager
for NTT Motor Group, points out that it
was possible for the team to configure the
branches while simultaneously training the
NTT team to conduct future deployments in
about two hours. “Because the configuration
of all the access points is done centrally it’s
no longer necessary for the customer to have
skilled personnel at each branch to do the
deployment,” says Steyl.
“We had looked at other suppliers but
they didn’t really measure up to what we
wanted and so we asked Vodacom, which
supplies our connectivity needs, for a
recommendation and StorTech came on
board because of that recommendation,”
Human says.
For NTT Motor Group this is just the
beginning, with the abilities of Meraki
Systems Manager it’s possible to roll out
additional functionality and update systems
configurations from a central point, speeding
the pace of innovation.
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At a glance

StorTech snapshot

Shareholding

StorTech is a 51% owned subsidiary
of Vodacom, and holds a Level 2 B-BBEE
certification, with 53.7% black ownership and
32.9% black women ownership.
Our brand promise ‘innovate for success’
talks to our approach of taking world-class
technologies and applying them in an
innovative way, ensuring success for our
customers’ businesses. Our current strategic
focus is built on four strong and interdependent
pillars: datacentre solutions, network
collaboration, cloud and managed services.

Total (%)

Black ownership
(%)

Kutana Technologies

44

44

30.8

Pyramid

5

5

0

Vodacom

51

4.7

2.17

Actual ownership

100%

53.7%

32.97%

NETWORK COLLABORATION
• Wireless
• Networking
• Internet of Things
• Collaboration

MANAGED SERVICES
• Managed backup and data
recovery systems
• Managed databases
• Managed security
• Managed base operating systems
• Managed LAN services
• Managed desktops

Contact us
Gauteng
StorTech House
Morningside Corner
Cnr Rivonia Rd and 3rd Avenue
Johannesburg
T: 011 808 6000

32

Black women
ownership (%)
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Portfolio

DATCENTRE SOLUTIONS
• Datacentre virtulisation
• Desktop virtualisation
• Private cloud
• Data protection
• Big data
• Datacentre security
• Storage
• Compute

CLOUD
• SAP HANA
• CRM
• BAAS
• IAAS

www.stortech.co.za

Western Cape
Unit 204A
The Colosseum
Century Boulevard
Century City
Cape Town
T: 021 551 6015

KwaZulu Natal
Vodacom Building
11 Richefond Circle
Ridgeside Office Park
Umhlanga
T: 087 310 7868

Maksym Yemelyanov and scanrail @123RF.com

About StorTech
StorTech is a leading provider of innovative
ICT solutions and services that meet our
customers’ business requirements, enabling
them to gain agility and competitive
advantage. StorTech is a datacentre cloud
company, with over 12 years’ experience and
capability.
Strong technical expertise and highest
certification levels provide for customer
satisfaction and best pricing for many of our
partners’ brands.

For more information on StorTech’s IBM Solutions
e-mail marketing@stortech.co.za

StorTech

StorTech House
Morningside Corner
Cnr Rivonia Rd and 3rd Avenue
Johannesburg
011 808 6000
www.stortech.co.za

