OCTOBER 2014

A logical

evolution
Revolutionising
datacentres
All aboard at the
transformation station

The Internet of Everything
is changing everything.
Yes, everything.
Homes know when to turn up the heat.
Pill bottles are ordering their own refills.
Shopping carts are handling checkout.
Crops are telling farmers when to harvest.
The Internet of Everything is here. And it’s
not just about putting sensors on stuff. It’s
about harnessing the collective intelligence
of people, our tools and our environment.
It’s an Internet of cures discovered, hunger
defeated, dreams realized, species saved.
In the next 10 years alone, it will unlock
$19 trillion in potential opportunity.
But it won’t happen with last year’s jumble of
competing systems. It won’t be secured with
ragtag solutions and off-the-shelf software.
The Internet of Everything necessitates a
new kind of IT.
IT that is fast,simple,smart and utterly secure.
With networks that span the full breadth of
the businesses they serve.
And when that IT works, streetlights will
prevent crime. Clothing will detect fevers.
Factories will react to markets in real time.
Cities will adjust to changes in the weather.
The Internet of Everything is changing
everything. And one company is making it
possible. #InternetofEverything
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Editor’s
Note
I’ve known the name of StorTech for a
good few years now. But if I’m honest
it’s largely because the company’s head
office is a couple of roads away from
Brainstorm’s office and I’ve often seen
their signage. Apart from the obvious
conclusions to be made from the name,
I wasn’t really aware of who StorTech was
or what solutions it offered. And, from
my recent conversations with some of
StorTech’s executives, I don’t think I’m
the only one outside of the company who
shared this lack of awareness of their story.
Having recognised this fact, things are
now changing at StorTech. The name is
perhaps the only part of the company
that’s not been the subject of a major
overhaul in recent times. Approximately
halfway through a five-year turnaround
strategy, the company’s business focus
is now a lot broader than before and
the business model (one of systems
integration and managed services) looks
a lot more sustainable for the future.
Having identified the importance of
the cloud and big data management,
the company has structured itself to
concentrate on offering managed services,
as well as solutions and services, in the
areas of datacentres and networking.
Before the start of the turnaround, a
majority stake in StorTech was acquired
by Vodacom in 2009. In combination
with the focus on cloud and related
technologies, the two companies finally
appear to have created a synergistic
relationship. StorTech can proudly state
that it’s Vodacom’s managed services
partner, and the two work together on a
cloud offering, with Vodacom handling

the public cloud offerings and StorTech
looking after the private cloud side.
From the outside looking in, the
strategic refresh has made a significant
difference to the company. With a clear
vision in place, it’s focused on service
excellence, skills and innovation as
competitive differentiators, and this is
paying off with a string of awards earned
from its vendor partners.
The skills point is important to StorTech’s
management team. They realised that to
be a significant ICT player the company
needed to attract top skills and also
build them. Not only is it committed to
developing internal skills, the company has
created a learnership programme as part
of its empowerment strategy. Again, the
past two years have seen this strategy
come to fruition as its B-BBEE rating
has improved from Level 4 to a Level
2 ranking, making it one of the most
empowered ICT players in the country.
In these pages we cover all of these
elements in greater detail. The story is
a positive one, and it is one that the
company and its partners can be proud to
talk about.
Happy reading.

Adrian Hinchcliffe
Editor
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CLOUD
EMC’s Hybrid Cloud solution is built upon EMC’s industry-leading private
cloud solutions. It allows customers to rapidly integrate with multiple
public clouds to create a unified hybrid cloud. The solution enhances
the performance, security and compliance of an organisation’s private
cloud with compatible, on-demand services from EMC-powered cloud
service providers. The Hybrid Cloud is the bridge between traditional
applications and next-generation applications.

INNOVATE FOR SUCCESS
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www.stortech.co.za
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A logical evolution
StorTech’s expansion from storage
organisation to systems integration specialist
has been one of logical progression.
By Rodney Weidemann
Photo KAROLINA KOMENDERA

Steven Hayward

StorTech has long held a well-deserved
reputation in the industry as a datacentre
and storage specialist. However, in the ICT
sector, as in all industry sectors, to stand
still is to stagnate.
Changing environments create ongoing
challenges for businesses; be they
competition, efficiencies or profitability
pressures, and they all require constant
review in order to remain successful.
It’s for this reason, suggests CEO
Steven Hayward, that the company has
adopted a path that’s seen it evolve
into a solutions and systems integration
specialist, able to deliver the full
spectrum of end-to-end technology
solutions in support of its customers’
evolving business needs.

4
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“Subsequent to Vodacom buying a
majority stake in the company, our drive has
been to provide a wider range of ICT services
to our customers – in essence, our aim has
been to go ‘broad and deep’, as we have built
up our best practice and capabilities beyond
storage and into the areas of datacentre
services, converged communications and
managed services,” he says.
Ultimately, says Hayward, the company’s
vision is to be a world class provider of
innovative ICT services and solutions.
“I believe we’re well on our way to that
goal, as we’ve moved from being a niche
storage player, in effect, to being able to
offer a broad range of services and skills
across an assortment of leading-edge
integrated technologies.”

Of course, he adds, it’s a fine line to
walk when expanding as StorTech has
done, as it needs to be achieved in a
manner where the quality of service and
effectiveness of the skills on offer is not
diluted by growth that’s too rapid.

Business units
“StorTech has certainly struck that
balance perfectly up until now. We’ve
expanded our range of services while, at
the same time, we moved up the value
chain by providing both professional and
managed services in support of evolving
datacentre technology needs. You could
say that we’ve now broken our shackles
and are able to begin flexing our muscles
in this arena.”

Setting the scene

Partnerships
StorTech is…
• a Tier 1 Cisco Gold Partner
• a Business Partner with a Solution Centre, the highest
partnership tier offered by EMC
• a VCE Gold Certified Partner with VBlock 300 / 700
deployment, implementation and residency certification
• an IBM Premier Business Partner and Tier 1 Services Partner
• an Oracle Certified Gold Partner and an Oracle Field
Delivery Partner and an Authorised Support Delivery Partner
• a Symantec Platinum Partner and is also part of Symantec’s
Technical Support Partner Programme, and
• a Premier Level VMware Partner.

REDUCE IT
COSTS WITH
VIRTUALISATION
Virtualisation is the single most effective way
to reduce IT costs, while at the same time
boosting efficiency and agility. For this reason,
StorTech has chosen to partner with a vendor
such as VMware, which is the global leader in
virtualisation and cloud infrastructure.

INNOVATE FOR SUCCESS
For more information on how
we can help you visit

www.stortech.co.za
STORTECH | SPECIAL FOCUS

5

PARTNER MESSAGE

BRIDGING THE GAP

TRANSITIONING TO CONVERGED INFRASTRUCTURE REQUIRES A
DEEP UNDERSTANDING OF THE CHALLENGES INVOLVED.

JOHN MIDDLEWICK,
Channel Manager,
VCE Sub-Saharan Africa

“StorTech is a Gold Partner of ours and has achieved
this level by not only recognising the changes
occurring in the infrastructure market, but by
embracing them.”
John Middlewick
When faced with a tech refresh customers want the
assurance there will be no ‘rip and replace’ with regard to
their existing infrastructure, while at the same time wishing
to avoid the disadvantages of being locked in to a single
vendor.
The question is: “what are the vendors doing to help
the C-level executives make the transition to this new
approach?” says John Middlewick, VCE’s channel manager
for sub-Saharan Africa. The answer to this is a collaborative
approach, he says.
“In effect, this means acknowledging the client’s
legacy decisions, as we can’t ignore the past, while at
the same time implementing a new architecture for their
organisation. This is one of the key areas where StorTech
assists VCE, in that the company is able to provide the
bridging skills required to take the client from this legacy
environment to a converged infrastructure,” he says.

CONTACT: WWW.VCE.COM | MOREINFO@VCE.COM

“StorTech is a VCE Gold Partner and has achieved this
level by not only recognising the changes occurring in the
infrastructure market, but by embracing them. This, in turn,
means StorTech has elevated its skills set to converged
level across multiple platforms and demonstrates that it is
well ahead of the curve.”
Middlewick puts the above down to StorTech’s ability to
grasp where the infrastructure trends are going early, and
the willingness to invest in skills ahead of the game.
“This is perfectly encapsulated by how StorTech has
grown from being a business dedicated to simply selling
storage, to a player that can manage systems in such a
way that it drives consolidation and increased utilisation
within the customer environment. It has become an
organisation that is adept at having the business
discussion with a client, while at the same time remaining
aligned to the infrastructure side of the equation.
“The company is as comfortable leading the discussion
with the end customer around applications or business
intelligence as it is with discussing the continued
importance of infrastructure, despite its commoditisation.”
He adds that StorTech is equally strong when it comes
to assisting customers to craft infrastructure roadmaps
according to their individual needs, without dictating to
them in any way.
“What really sets StorTech apart is the fact that the
company has not only invested in the skills to enable
it to effectively deploy VCE technology, but also in the
experience required to manage it for the client. The
organisation is something of a standard bearer for VCE; not
only does it understand what we want to achieve with our
solutions, but it also has the skills and experience to deliver
these from an end-to-end perspective.”
According to Middlewick, the next step in the VCE
and StorTech relationship will possibly entail taking their
engagement beyond the South African perspective.
“There is clearly a huge opportunity further north in
Africa and the future strategy will possibly involve growing
our joint footprint across more of the continent. We’re also
excited about StorTech’s appetite as it moves into other
service areas like the migration and applications space.
Clearly, it’s a business that is evolving quickly and as
such, will continue to remain at the forefront of the rapidly
changing converged infrastructure arena,” he concludes.

Strategy

The other core part of our future strategy is to
look beyond South Africa’s borders, with the goal of
becoming a true African services organisation.”
Steven Hayward

Awards
The company has won a number
of key awards, including:
• an IBM Choice award for
Growth Markets for 2012 (Top
Business Partner, Non-Distributor
Category)
• Symantec Storage Partner of the
Year (2008; 2009; 2010; and 2012)
• Symantec Innovation Partner of
the Year 2014
• VMware EMEA Best Newcomer
of the Year award for 2013
• EMC Partner of the Year award
in 2013
• StorTech most recently won the
Oracle x86 Server and Storage
Partner of the Year award for
2014
• Cisco Datacentre Partner of the
Year 2011
• Cisco Architectural Excellence
Datacentre Award 2012.

Hayward notes this isn’t the only area
where StorTech is beginning to make
waves, pointing out that the company’s
converged communications business,
which is primarily Cisco-based technology
and services, has been tremendously
successful in the past few years.
“This is due to the fact that it
complements our datacentre services
business unit perfectly. In fact, we have
a Cisco Gold partnership with Vodacom
that is one of the fastest-growing in the
country, percentage-wise. Our success
here is ultimately built on the skills
of our engineers – we have over 200
specialisations across data, security,
collaboration and datacentres. This,
coupled with our complete services-led

approach and capability, is what provides
our business differentiator.”
The third key unit, explains Hayward,
is StorTech’s managed services business
unit, which is the company’s most
recent creation.
“This unit aims to provide an end-to-end
managed services offering, encompassing
everything from LAN and desktop to base
operating systems, security and databases.
We’ve certainly experienced rapid customer
growth within this arena, to such an extent
that we now have over 180 dedicated
engineers in the managed services space.
We’re also offering high service quality
through our SLAs at an average of 98.6
percent uptime.”
“We’ve been able to move seamlessly
into the managed services market, thanks
to our existing foundations. StorTech has
always been known for its engineering
skills and as the business has expanded,
we’ve been able to attract exceptional
skills in the marketplace. In fact, our
engineering skills form a significant chunk
of the IP we have to offer our customers.”
The cherry on the top, continues
Hayward, has been the company’s
reputation for being customer-centric and
innovative. It’s always been known for its
flexibility and the ability to understand
its customers’ businesses and solve their
business challenges, while adding value
to their organisations. This, he suggests,
is also one of the reasons StorTech
has found it so easy to move into the
professional and managed services arenas.

Future strategy
Asked about the company’s corporate
objectives moving forward, Hayward is
adamant that the business aims to grow
aggressively, with the ambition being to

achieve at least 25 percent growth, yearon-year.
“In alignment with this, we also aim to
increase our annuity revenues, and our
growth will also extend into building on
the opportunities that come with being
Vodacom’s managed services partner.
“We will continue to build our
relationship with Vodacom, as this will
ultimately be of benefit to our customers,
as they’re able to receive a single invoice,
a single SLA and are provided with a
single point of contact for what is an endto-end solution.”
He adds the company is also expanding
its range of datacentre, converged
communications and managed services
solutions, and will be focusing on
increasing its scale and depth across
these three business units.
“The other core part of our future strategy
is to look beyond South Africa’s borders, with
the goal of becoming a true African services
organisation. This also ties in nicely with
our relationship with Vodacom, which has
a number of operations elsewhere in Africa
and a number of South African companies
as clients who are now moving into other
parts of the continent. We therefore aim
to assist them with professional and
managed services across Africa.
“We plan to create a fourth business
unit focusing specifically on Africa, as
we certainly see much of our future
growth being driven by the massive
market opportunities the African region
offers. Our strategic intent is to expand
our geographical range, perhaps by
creating hubs that will allow us to more
easily service East and West Africa and
provide a solid foundation for growing a
multi-country presence in a sustainable
manner,” he concludes.
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GARY DE MENEZES,
Regional Director,
“Oracle certainly can’t do everything. We will do what we are good
Oracle South Africa.
at and we will partner with companies to create the end-to-end value
proposition for our customers. How services are integrated into an
environment is absolutely key – if that fails, everything else stops
mattering. Our partners are crucial elements of our ecosystem and
an extension of Oracle into our customers’ worlds. Without them we
wouldn’t be successful.”
We don’t believe in creating ecosystems from joint
So partners are not picked lightly and Oracle was very happy to
ventures, because in today’s complex ICT environment
find one in StorTech. The integrator had a long relationship with Sun
that represents too many chefs in the kitchen.
Microsystems, which continued unhindered when Oracle purchased
Gary de Menezes
the company in 2010.
“StorTech is one of our most strategic partners, especially with
Think ‘end-to-end business solutions’ and the name Oracle doesn’t
large accounts, and we work hand-in-glove together to achieve the
immediately jump to the fore. The company is better known for its
customer objectives.”
dominance and pioneering ways in databases, a market Oracle has
In less than a decade Oracle has repositioned itself without
participated in since 1977. But today database solutions make up a
small part of Oracle’s business – not because that sector has shrunk, sacrificing the core values that have made it a giant in the technology
world. Such a shift requires dedication, discipline and focus –
but everything else has grown.
During a six-year acquisition spree it bought around 150 companies, attributes that Oracle seeks in its partnerships – and found over and
over again in StorTech.
each selected specifically to help Oracle leverage its substantial
infrastructure and engineering skills to become a full business
solutions provider.
Oracle has made over 150 strategic acquisitions in the past six
“Oracle has a unique philosophy: no outsourcing,” says Gary de
years, expanding its role from a database expert to a complete
Menezes, regional director at Oracle South Africa. “Instead the focus
solutions vendor that can cover any size of company or type
is to control our intellectual property. We don’t believe in creating
of industry. Spending over $45 billion – an industry record –
ecosystems from joint ventures, because in today’s complex ICT
Oracle’s stable includes companies such as PeopleSoft, a leading
environment that represents too many chefs in the kitchen. Such
application provider for services such as human resource and
implementations are bound to break at some point – and then you
supply chain management; business intelligence firm Hyperion;
have real problems.”
talent management software firm Taleo; Siebel Systems, a
Yet this is not diluting Oracle’s brand and principles. Data is part
prominent CRM solutions provider; and Sun Microsystems,
of Oracle’s DNA, De Menezes points out, and in today’s info-centric
which has a long legacy in software, hardware and protocol
world that is an irreplaceable advantage. Instead of the acquisitions
innovation. More recent acquisitions have included companies
diverting focus, they’re instead amplifying Oracle’s core strengths.
that provide collaborative and Infrastructure as a Service
Today the vendor has solid footings in applications, hardware,
services. But the purpose is not to create a portfolio of welldatabases and middleware.
to-do silos. Instead Oracle CEO Larry Ellison has made it clear
“We’re building everything around Oracle’s data pedigree to help
in a 2012 keynote that acquisitions are selected to specifically
customers recognise more revenue streams by analysing their data
strengthen and broaden the company platform, to offer true
and leveraging it.”
end-to-end solutions to customers.
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Kishore Natvarlal

Immersed as the company was in its
original focus area – storage solutions –
StorTech predicted some years ago that
the then-emerging trends of big data
management and cloud computing would
change the face of the datacentre.
Bernard Vertenten, managing executive,
datacentre sales at StorTech, says it
became clear that the mass migration to
the cloud would require changes in the
datacentre. “We saw cloud set to become
mainstream because it would be easier to
manage, with associated cost savings, and
would make time to value easier to realise,
delivering business value sooner than
physical infrastructure would. We saw
signs that this was where IT infrastructure
was heading in terms of how to deliver
services to end-users.”
In line with this growing trend, StorTech
assessed appropriate platforms to
support cloud, and developed converged

infrastructure solutions to support this
move. “We saw converged infrastructure
as very relevant to take enterprises into
the future, to support the cloud,” he says.
Kishore Natvarlal, managing executive,
datacentre products at StorTech, adds:
“We now focus on various OEM-converged
infrastructures to deliver solutions
that best fit the client environment,
budget and application needs. Our
team goes in to the client to carry out
a readiness assessment, looking at the
current infrastructure and what the
cloud infrastructure requires, as well as
conducting a cloud readiness assessment
from an application perspective. We
accelerate the journey to cloud.”

Ahead of the innovation curve
With its roots in South Africa, StorTech
prides itself on its foresight and levels of
innovation in the local datacentre space,

so its early moves to ensure clients would
be supported in their migration to the
cloud are just ‘business as usual’ for the
company. Vertenten notes: “StorTech is
constantly on the lookout for innovative
technologies; we travel to international
conferences to understand leading trends
and then we trial these new technologies
in our Solutions Centre, to ensure that
we are ready for whatever trends and
demands are coming.”
The company invests heavily in its
Solutions Centre, located at its offices
in Rivonia. Here, the most advanced
equipment is constantly refreshed and
teams work to test new technologies and
demonstrate solutions. “Many companies
lead with marketing, sales material or
international studies, but we can demo
the latest converged technologies to
clients on site,” says Vertenten. “If a
client wants to test a workload, they can

STORTECH | SPECIAL FOCUS
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USE WHAT YOU HAVE

VMWARE REDEFINED SERVERS THROUGH
SOFTWARE. NOW IT IS DOING THE SAME FOR
THE REST OF ICT.
MARK REYNOLDS,
Partner Lead,
VMware

“Software-defined systems are perhaps the most
potent way to squeeze more out of existing systems.”
Mark Reynolds
In the fifteen years since it first came to be, VMware has changed
the world of technology. It spearheaded the mainstream
establishment of virtualisation concepts and today the idea of a
single-server-single-box environment seems downright antiquated.
But its influence has reached further than that. Thanks to VMware
and its peers, technology environments that are defined by software
and not hardware have become a core philosophy to modern ICT
solutions.
But Mark Reynolds, Partner Lead at VMware, prefers to keep a
humble face towards such success. VMware is not one to rest on its
laurels and this has prompted the company to expand on this core
strength of software-defined ICT.
“The VMware most people know is one of compute virtualisation,”
he explains. “But we recognised that one technology and one
product won’t take you into the future. It certainly won’t meet all of
our customers’ needs.”
As such VMware has been capitalising on the rock-solid base of
practices and technology to bring more to the software-defined
enterprise market. The pressure is on companies to marry IT
performance with business results, while reducing costs. Softwaredefined systems are perhaps the most potent way to squeeze more
out of existing systems. According to Reynolds, VMware customers
have seen dramatic traffic reductions on their networks – all thanks
to intelligent and automated management of the infrastructure.

Similar results can be seen in other similar disciplines as well, such
as virtual storage.
“The VMware paradigm is to take what you have and get
much more out of it. This has worked incredibly well with server
virtualisation and now we’re evolving the ecosystem that has grown
around this.”
Yet VMware offers something even more alluring than squeezing
capacity out of your infrastructure: device management.
“Many companies fear lock in – that their technology choices today
will haunt them tomorrow. VMware strives to be heterogeneous and
work with as many different platforms and devices as possible. It’s
about leveraging what you have and like to use: I may be familiar
with a Windows environment, but enjoy the functionality of an iPad.
Through VMware’s solutions that is completely practical.”
The company bolstered this discipline by acquiring AirWatch, the
global mobility management leader.
VMware has also used its strengths to redefine the datacentre and
cloud environments. Using a system called VMware Air; companies
seamlessly shift workloads to and from public clouds, all within
the secure and familiar VMware environment. Workloads can be
assigned or removed dynamically, so companies can manage
periodic spikes in services and applications such as managing payroll
or doing a stock take. It’s a pay-per-use model, and comes with
VMware’s protocols and security.
But VMware rarely sells directly to companies and relies heavily
on the abilities of its partners. This includes StorTech, one of eight
premier VMware partners in South Africa. Reynolds minces no words
here: “StorTech has great skills and technical understanding. The
company keeps its staff up to date and has been able to deliver our
solutions from the ground up. We have done significant private and
public sector business with StorTech.”
The proof is there to see: StorTech has virtualised its parent
company Vodacom’s services right through to the end-users, using
VMware solutions. Reynolds admits that most of VMware’s clients
are still mainly focused on server virtualisation, so it is powerful to
have a company like StorTech help drive VMware’s vision by bringing
new technology to customers.
“Companies will spend millions on technology, but not enough on
the right skills from a partner or vendor. Yet that is the critical factor
to true technology success.”
VMware has evolved to embrace open standards and broader
ecosystems. It underpins the company’s agnostic approach, says
Mark Reynolds: “There are companies who are very good at their
respective ICT disciplines. We need to respect that and find ways
to work with those companies instead of simply trying to compete.”
Demonstrating this are recent announcements that VMware is
starting support of OpenStack, a free and open source Infrastructure
as a Service solution. This reinforces the company’s goal of creating
solutions compatible with the divergent number of platforms and
devices in ICT, as well as help leverage its cloud-related solutions.

CONTACT: WWW.VMWARE.COM | +27 11 513 4800 | REYNOLDSM@VMWARE.COM

Datacentres

Bernard Vertenten

bring it to the Solutions Centre and test it
before committing to the solution.”

Made-to-fit solutions
As cloud becomes mainstream in South
Africa, businesses are discovering that
one size does not fit all. Therefore,
StorTech offers both onsite datacentre
solutions and services and a full set of
private cloud solutions, hosted cloud

We saw
converged
infrastructure as
very relevant to
take enterprises
into the future,
to support the
cloud.”
Bernard Vertenten

solutions in partnership with Vodacom
and hybrid solutions to meet the diverse
needs of organisations from enterprise
level to mid-tier, across a spectrum
of industries as varied as banking
and financial, insurance, healthcare,
public sector, retail and automotive
manufacturing. These industries may
seem diverse, but what they all have in
common is their dependence on their
information, Natvarlal points out. Where
data is the lifeblood of the organisation,
StorTech delivers, always with a focus on
futureproof convergence, innovation, cost
reduction, always-on availability and time
to value, he adds.
With a team of skilled staff, including
specialised engineers, technical and
support staff, StorTech’s trademarks
include moving fast and delivering service
excellence. The company invests heavily
in ensuring its specialist teams are fully
certified and accredited to deliver on
a broad range of world-class solutions.
“Our teams go beyond delivering these
solutions: they also have the skills and
experience to understand the clients’ need
and the current and future landscape,”
says Vertenten.

Natvarlal says this focus on innovation,
high-end skills, service and agility is the
reason StorTech is responsible for nine
out of ten VCE implementations in South
Africa, and why the company has garnered
a long string of industry awards. “Skills
and innovation are core to our recipe for
success. We lead in terms of available
skills in the converged space among
local IT companies, as well as being a
top business partner in South Africa for
numerous global OEMs.”
StorTech is the EMC partner of the
year 2013 and was recently awarded
Oracle X86 Server and Storage partner
of the year. “Both of these awards attest
to the commitment and focus on best-fit
solutions for our customers,” he says.
Having been in the business of
innovating since 1998, StorTech still has
customers and partnerships that were
put in place at inception. “Our motto
– innovate for success – means we are
always looking at newer and better ways of
delivering IT solutions to end users, so we
maintain a close alignment with all major
OEMs to take the best value solutions
to customers and serve as their trusted
advisors in this space,” says Vertenten.
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Managed services

Eyes on the
target
If technology is not your core
business, it can be distracting.
Yet surely outsourcing means
less control? Not anymore...
By James Francis
Photo KAROLINA KOMENDERA

Jurg Human

Cynics may say that ‘managed services’
is just a nice-sounding way of referring to
outsourcing, which has become a bit of a
dirty word in some circles. Jurg Human,
managing executive: services at StorTech,
agrees that outsourcing gained a bit of
a lopsided reputation as the concept
evolved. But many lessons were learnt
along the way to create today’s discipline
of managed services.
“Ten years ago, most companies were
motivated towards outsourcing as a costsaving exercise. But to reap the benefits
of that takes time and in some ways
reality didn’t meet with hype. But it’s not
primarily about lowering expenditure. The
real reason to go this route is so you can
focus on your core business.”
Technology is helping create many
advantages for businesses, but the market
is also increasingly complicated – both
in choice and what individual companies
require. The truth is, though, that a
substantial part of business operations
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run on configurations that transcend
numerous industries.

The great divide
To Human this is one of the most important
lessons learned in the evolution of managed
services: “Technology is not an all-ornothing landscape and companies benefit
by separating business drivers from support
functions. There are certain things that are
unique to a sector or even company, and
then other aspects that are ubiquitous as
far as technology is concerned.”
So where is that dividing line?
Human has no hesitation about this: the
application layer.
“Managed services approach the
infrastructure layer and database/
middleware layer above that. While you
can have one server engineer looking after
the base systems for multiple clients, it’s
very difficult to have a business analyst
looking after various applications across
various client bases.”

There isn’t
much appetite
from the
application layer
for outsourcing
– in the past
companies would
try to outsource
that, but soon
take it back –
usually within
two years.”
Jurg Human

Managed services

End-to-end with Vodacom
At two years, StorTech’s managed services department
is still quite young. But it has used the time very
effectively, creating a large footprint with Vodacom
and several other major enterprises. This has helped
forge valuable references on various managed services
deployments, including how to harness the benefits of
Vodacom’s infrastructure.
“Being part of the Vodacom environment gives you
the capability to be an end-to-end provider,” says
StorTech’s Jurg Human. “Vodacom provides offsite
connectivity, datacentres and other WAN-based
services, which StorTech uses to complement its own onpremise and middleware solutions.”
Looking forward, StorTech is consolidating the
underlying infrastructure across other major clients. It’s
also reaching out to more external markets, based on a
successful reference library and solid delivery record.
“StorTech’s managed services division is definitely one
of its secret weapons, especially to datacentre clients.
Converged communications and other disruptors are
rapidly changing business environments: adoption of
those wrap very nicely with a managed services solution.”

But companies don’t like it either: There isn’t much appetite
for outsourcing the application layer – in the past companies
would try to outsource that, but soon take it back – usually within
two years. There are applications that work well in a hosted
environment, but these are usually ‘out of the box’ solutions.”
Losing control of your technology vision is often an argument
against outsourcing company infrastructure. Outsourcing was
once seen as the killer of internal IT departments, but in reality
a business needs internal IT management to help alignment
with business goals. Yet ceding only support elements means
a company’s ICT team can focus on those technologies. It also
opens room to test new technologies and pilot new strategies.

Staggered implementations work
You could implement managed services in a big bang approach,
but Human says the real advantage is how areas within a business
can be converted at different stages. The most obvious place to
start would be the LAN environment, then moving onto desktops
or services such as securing data. It’s important to both the
service manager and client that the relationship evolves with
the company’s needs and vision. As Human puts it, a good
outsourcing relationship is one that renews automatically, bar any
governance limitations.
So what differentiates StorTech from the rest of the market?
“StorTech is a very agile company, which reflects in our managed
services approach. We’ve got a strong transition methodology, so
we can understand an environment quickly and apply a scalable
transition plan calibrated to the size of the environment. Once that
environment is settled, we start implemented managed services
principles such as automation and optimisation. This helps a
client use technology smarter and plan their next steps.”

ORACLE PARTNER
OF THE YEAR
StorTech have been awarded the Oracle
Systems and Storage Business Partner of the Year
for 2014. StorTech’s key focus on Oracle has led
them to achieve the highest partner revenue in
Oracle Systems and Storage for 2014

INNOVATE FOR SUCCESS
For more information on how
we can help you visit

www.stortech.co.za
STORTECH | SPECIAL FOCUS
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Networking

Networking
with
datacentre
DNA
StorTech’s name
may seem stoically
about storage,
but it hides one
of the industry’s
best network
pedigrees.
By James Francis
Photo KAROLINA KOMENDERA

Brian Tarr

“Allow us an opportunity to show you
what we can do.” Brian Tarr’s one
sentence pitch is simple, but effective.
It shows confidence, which is not
something you flaunt lightly in today’s
competitive ICT world. Confidence is
earned and Tarr, managing executive of
StorTech Converged Communications,
knows the difference between posturing
and brandishing your stripes.
“This is a problem-solving business,”
Tarr says. “Every company has a technology
problem. It may be underperforming
infrastructure, legacy problems or
aligning technology with business goals.
Technology decision-makers have to keep
the lights on, innovate and sell their
vision to the company. That defines a
challenging environment.”
It’s a world that requires solution
integrators with a sharp focus and
constant hunger. Tarr notes that at
15 years, StorTech is still a young
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Stortech’s
network
integration skills
and Vodacom’s
reach will
change the rules
of the Cisco
landscape.”
Brian Tarr

company. A pioneer in the datacentre
market, it has grown to be an end-toend solution provider. This includes
a high pedigree in networking and
converged communications: StorTech,
through its holding company Vodacom,

is a Cisco Gold Partner and enjoys a
close relationship with the network
giant. The partner status was one of
Vodacom’s main acquisition motivations
– it’s a distinction that requires focus
and dexterity, and employing at least
four hard-to-find Cisco Certified
Internetworking Experts. Between
StorTech and Vodacom, they have 17
CCIEs.
Tarr sees it as the perfect networking
match: “Through Vodacom we gain a
number of things. First, Vodacom brings
in the large network plays: connectivity
and big datacentres. When you combine
that with StorTech’s offerings, it’s a full
circle.” Hence Tarr’s confidence that his
people can solve the problem. But he
downplays the notion too: “This is just the
start. StorTech is still young – we’ve got a
lot to accomplish ahead of us.”
That comment is qualified by Tarr’s
second point: Vodacom is not only

Networking

StorTech’s partner, but also its customer.
StorTech has successfully implemented
many solutions at the telecoms giant,
allowing the systems integrator to explore
various implementation options inside
a real-world environment. Naturally,
StorTech has many other large customers,
but as Tarr likes to put it: “We drink our
own champagne.”
The relationship is also joined at the
hip – one invoice, the customer’s endto-end ICT requirements, not a gaggle
of departments quacking for attention.
StorTech’s network integration skills and
Vodacom’s branding and reach will change
the rules of the Cisco landscape.
“I’ve never been so excited about an
opportunity in ICT in terms of our position
and what we can do and what we can
offer.” For a man who has built a career
in the networking space – he jokes that
he probably has a Cisco tattoo – this is
not mincing words. Again that confidence
shows, but start adding up the pieces and
it begins to make a lot of sense.

Building tomorrow’s talent
Ask Brian Tarr what local ICT’s biggest challenge is and he will tell you it’s skills.
This is why he’s a fervent supporter of Cisco’s GTAP or Global Talent Acceleration
Program. Operating since 2008, the Cisco-led initiative has trained over 200
high-level systems engineers who’ve gone on to find roles in the enterprise space.
StorTech has been a GTAP supporter since its inception and Tarr notes with a great
amount of pride the talent it has produced. One GTAP alumni who was hired by
StorTech soon worked his way into a top management position at Vodacom.
As Tarr points out, GTAP’s high benchmark ensures that South Africa produces
among the best ICT talent in the world, creating opportunities and high-value jobs
in a country that desperately needs qualified technology engineers. It also speaks
of the close relationship between StorTech and Cisco.
“Let’s be honest,” he says. “If all that everyone focuses on is the day-to-day
business, we’ll never get anywhere. Finding and training the talent of tomorrow is one
of the most important things a company can do, which is why StorTech is very proud
to be a supporter of GTAP. But we’ve also reaped the benefits by recruiting some of
the excellent young talent that GTAP nurtures.”

Tarr has one more element to note about
what StorTech brings to the game: as
mentioned, StorTech was founded around
datacentres and has been in that market
for longer than its partners. As the world
has shifted towards connectivity-centric
and converged infrastructure solutions,

that datacentre DNA has formed a strong
bedrock for StorTech’s growth, particularly
in the network arena. It’s not a Ciscoexclusive company and solutions can
incorporate all best-of-breed vendors. As
Tarr declared at the start of this article, give
StorTech a chance to look at a problem.
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Empowerment

All aboard
at the
transformation
station
StorTech takes the lead on 
B-BBEE in the ICT space.
By Rodney Weidemann
Photo KAROLINA KOMENDERA

Vuyani Jarana

Transformation has always been very
important to StorTech, and the company’s
continued focus on this critical issue has
recently borne fruit in a quite spectacular
manner. StorTech’s latest broad-based black
economic empowerment (B-BBEE) score of
90.37, accredited by EmpowerLogic, has
seen the company overtaking Datacentrix,
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Gijima, Altech and Business Connexion
to become one of the top empowerment
companies in the ICT sector.
This, says chairman of the board, Vuyani
Jarana, reflects the depth of StorTech’s
commitment to transformation in every
aspect of its business. The organisation, he
says, looks at transformation holistically,

from equity ownership and management
control right through to employment equity
and enterprise development.
“StorTech has been actively driving
B-BBEE and transformation over the last
few years, which has led to our visible
improvement from Level 4 to Level 2,”
says Jarana.

Empowerment

“Our hard work in this regard has
certainly paid off and is reflected in our
scores, with StorTech leaping from a score
of 66.00 in 2011 to a score of 90.37 in
2014. This represents a 26.96 percent
improvement in our B-BBEE rating, which
is why we are now at the forefront of the
ICT industry in this respect. I feel StorTech
is providing a particularly good example to
the rest of the sector, which has – in the
main – been quite slow to transform.”
Jarana indicates that the latest results are
a tangible expression of StorTech’s business
strategy, which remains heavily focused on
both innovation and transformation.

Innovative approach
In other words, he continues, StorTech’s
business philosophy has always been to
innovate for success, applying worldclass technologies in an innovative
way. Equally, the company has adopted
the same pioneering approach to
empowerment. StorTech actively supports
skills development and training initiatives
for black employees and works hard
to implement a staff complement that
reflects the country’s demographics.
“We pride ourselves on the large
number of highly skilled people the
company employs and strive to be the
employer of choice. We also have an
active learnership programme that has
resulted in many of our learners being
appointed to permanent roles in the
business.”
StorTech views empowerment as more
than just ticking boxes and ‘playing the
numbers’, says Jarana. “We see it as a
way of strengthening our own company,
growing the ICT sector and creating a
positive ripple effect within the broader
economy. This means empowering our
staff with transferable skills but also,
among other things, supporting the
growth and development of empowered
companies in the small and medium
enterprise (SME) sector.”
To this end, StorTech has committed
to implementing favourable payment
terms for black-owned, black-empowered
and black-engendered SMEs of less
than or equal to five days. This in turn
demonstrates the way in which the
company views B-BBEE.

The numbers game
•
•
•
•

StorTech is 36.43 percent black-owned
A total of 60 percent of management is black, Indian or coloured
Some 92 percent of skills development expenditure is dedicated to these groups
StorTech sponsors participation in registered ICT learnerships for unemployed youth.

“These favourable terms allow SMEs
to benefit from a cashflow perspective.
Shorter payment terms of five days and
less have a significant positive impact
on up-and-coming black businesses.
Furthermore, we’re actively involved in
socio-economic development projects,
such as supporting underprivileged
schools with the resources required to
provide a good education. By allowing
students the opportunity to learn and
grow in an educationally conducive
environment, we prepare the way for the
next generation of ICT employees.”
StorTech’s CSI programme, suggests
Jarana, is an important arm of its overall
transformation strategy. This is why StorTech
is as committed to supporting disadvantaged
people and promoting development in
these communities, he says, as it is to
empowerment within the organisation.
Jarana continues: “Another way in
which we are looking at transformation
beyond the confines of our organisation
is through our work supporting the public
sector. Government impacts the lives of
so many of the country’s citizens. It’s our
ambition, through the use of ICT, to help
public service entities improve service

delivery and meet the goals identified in
the National Development Plan. Through
our engagements, we’re also committed
to the transfer of skills and knowledge to
those working with these technologies.”

Making a difference
“It’s always nice to be able to claim that
StorTech is one of the most empowered
companies in the ICT sector, but what we
are most proud of is the fact that we are
genuinely facilitating transformation and
socio-economic development.
“Of course, our transformation work
remains a drop in the ocean in the ICT
sector; for B-BBEE to truly succeed, the
industry as a whole needs to proactively
support the various elements of
transformation. Moreover, they must not
simply do this because it is a compliance
requirement. I believe that the only way
the industry and the country as a whole
will see the real benefits of B-BBEE,
is if it’s taken seriously and viewed as
something that is beneficial not only
within the sector, but the country as a
whole. Ultimately, we all need to work
together if we’re going to ensure that
B-BBEE succeeds,” concludes Jarana.

It’s always nice to be able to claim
that StorTech is one of the most
empowered companies in the ICT
sector, but what we are most proud
of is the fact that we are genuinely
facilitating transformation and
socio-economic development.”
Vuyani Jarana
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PARTNERING IN A CONNECTED WORLD
ALPHEUS MANGALE, MANAGING DIRECTOR FOR CISCO IN SOUTH AFRICA,
OUTLINES HOW CISCO’S CHANNEL STRATEGY IN SOUTH AFRICA IS EVOLVING
AS TECHNOLOGY EMBRACES THE INTERNET OF EVERYTHING.

ALPHEUS MANGALE,
Managing Director,
Cisco South Africa

As more people, processes, data and things become
connected, the pace of change is accelerating and we’re
entering into a new era, which Cisco defines as the Internet of
Everything (IoE).
The Internet has already benefited many individuals,
businesses, and countries by improving education through the
democratisation of information, allowing for economic growth
through electronic commerce, and accelerating business
innovation by enabling greater collaboration. This is creating
challenges, as well as opportunities, for our customers and
partners. Subsequently, more businesses and organisations
in South Africa are seeking technology solutions to solve their
important challenges.
Cisco has had a partner-centric business model since 1995
and is committed to that model in future. With 80 percent of its
business being conducted through the channel, Cisco continues
to be the most partner-centric organisation in the IT industry.
Today, Cisco and its partners form the largest collection of
networking experts in the world, with over 68 000 partners

CONTACT: WWW.CISCO.COM | +27 11 267 1000

“Major technology transitions are enabling rapid change in our
customers’ business models and they are looking for Cisco and its
ecosystem of partners to deliver business outcomes.”
Alpheus Mangale

authorised to sell and support Cisco solutions globally. As well

Cisco expects to invest over $1 billion to build its expanded

as being one of these partners, StorTech has also achieved

cloud business over the next two years. Its partner-centric

Cisco Gold Certification in South Africa, which represents an

business model, which enables partner capabilities and

increasing breadth of skills across key technologies and ability

investments, is expected to generate a rapid acceleration of

to deliver integrated networking solutions.

additional investment to drive the global scale and breadth of

Cisco’s Channel Partner Programme focuses on a partner’s
ability to deliver intelligent networks and technology

services that Cisco plans to deliver to its customers.
“The timing is right for Cisco and its partners to invest

architectures built on integrated products, services, and

in a groundbreaking, application-centric global Intercloud

software platforms. The programme offers training in the

to provide broader reach and faster time to market,” says

latest Cisco technologies, provides valuable branding

Mangale. “Together, we have the capability to enable a

resources, and rewards partners with incentives. The benefits

seamless world of many clouds in which our customers have

also include co-marketing resources, financing, incentives and

the choice to enable the right, highly secure cloud for the

promotions, and service and support.

right workload, while creating strategic advantages for rapid

Together with its partners, Cisco is leading the next wave
of market transitions, while helping to build sustainable,

innovation, and ultimately, business growth.
“Major technology transitions are enabling rapid change

profitable, and differentiated partner business models.

in our customers’ business models and they are looking

Alpheus Mangale, Managing Director for Cisco in South Africa

for Cisco and its ecosystem of partners to deliver business

says:“We invest heavily in helping our channel partners – like

outcomes. Together, we’re creating technology and business

StorTech – in South Africa to evolve their business and grow

architectures to deliver business outcomes that reduce cost

their relevance with customers through our value incentive

and improve productivity. As we connect the unconnected,

programme, our collaborative professional services, our

the Internet of Everything will provide a wave of opportunities

partner-led model, as well as our architectures and solutions.”

for Cisco and its channel partners to significantly accelerate

Earlier this year, Cisco announced plans to build the world’s
largest global Intercloud – a network of clouds – together with
a number of partners globally. The Cisco global Intercloud
is being architected for the Internet of Everything, with a
distributed network and security architecture designed
for high-value application workloads, real-time analytics,
‘near infinite’ scalability and full compliance with local data
sovereignty laws. The first-of-its-kind open Intercloud, which
will feature APIs for rapid application development, will deliver
a new enterprise-class portfolio of cloud IT services for
businesses, service providers and resellers.

Cisco’s customers’ business growth.”

Public sector

Foresight favours
the brave
Harnessed correctly, technology can be the key 
to unlocking service delivery in the public sector.
By Rebecca Haynes
Photo KAROLINA KOMENDERA

Christopher Sebecho

As technology evolves, it has become vital
for ICT suppliers to government to be agile
enough to deal with a changing technology
landscape while all-the-time remaining
within the confines of the original tender,
says Christoper Sebecho, StorTech’s
managing executive, public sector and
state-owned companies.
“Suppliers need to be flexible and have
an innovative approach in addition to
having contingency plans and budgets in
place to be able to deal with the reality
that comes with securing a government
contract. For example, it’s possible that
the outcome of the tender may take an
extended period to approve and then
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it becomes essential to incorporate
superseding technology, without going
beyond the boundaries of the proposal.
“Of course, it’s correct that
government takes its time to make the
right decision in implementing a solution
that will improve service delivery and
benefit citizens, and that the correct
procurement procedures are followed,”
says Sebecho.
Although StorTech is in relative infancy
in terms of operating in the public sector
arena as a full-spectrum service provider,
it has been delivering hardware to this
sector for many years. This renewed focus,
implemented two short years ago, has led

to the StorTech division’s performance
outstripping expectations.
Sebecho says: “If we can keep
replicating what we have been doing,
focused on enabling the public sector
to have the power of robust, sustainable
solutions, ultimately every single citizen
will benefit.
“Once systems go live, everyone
benefits from real-time information and a
scenario very similar to the most modern
banking environments. This is what we’re
driving towards – interrogatable citizencentric systems.
“We’re able to offer comparative
solutions from our key vendor

Public sector

StorTech works very closely with
government, supporting it towards
fast-tracking implementations that
will speed up the process of more
effective citizen service delivery.”
Christopher Sebecho

partnerships. In addition to providing
onsite services, we can do this as a total
managed service. “This underlines how
crucial our partner relationships are to the
success of any implementation.”

Collaboration with government
entities
“We’re pushing convergence within all
three spheres of government – local,
provincial and national.
“StorTech works very closely with
government, supporting it towards
fast-tracking implementations that will
speed up the process of more effective
citizen service delivery.” Sebecho says
this collaboration helps StorTech to

correctly look at where a specific public
sector need is and assess existing
scenarios before implementing the most
appropriate technologies.
StorTech has identified a number of key
focus areas where service delivery would
be improved by the implementation of
more effective technology. These areas,
which form a key part of addressing the
issues raised by the National Development
Plan, are:
• education,
• transportation,
• healthcare,
• social development and protection,
• agriculture and rural development,
• infrastructure and urban development,

• environment,
• public sector management, including
governance, economic management,
and local government.
In its engagement with public sector
entities StorTech is keen to not only
provide improved efficiencies to their
processes that will ultimately benefit
citizens, but also transfer skills and
knowledge to those working with these
technologies, says Sebecho.
He goes on to note that it is StorTech’s
public sector entities StorTech is keen
to not only provide improved efficiencies
to their processes that will ultimately
benefit citizens, but also transfer skills
and knowledge to those working with these
technologies, says Sebecho.
He goes on to note that it is StorTech’s
public sector mission to strive towards a
knowledge-based economy, working with
government on proactive, not reactive
infrastructure. “We will continue to align
ourselves with government’s strategic
policies, participate in nation-building
and address the challenges outlined
in the National Development Plan,”
concludes Sebecho.

DELIVERING IBM
SOLUTIONS
When it comes to data centres, there is little doubt that
having the best server and storage technology is critical to
your success. For this reason, StorTech has chosen to partner
with IBM, long recognised as being among the leaders in
almost every market in which they compete in the industry.

For more information on how we can help you visit

www.stortech.co.za
STORTECH | SPECIAL FOCUS
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CONTROLLED CLOUD MIGRATION
SOUTH AFRICAN ENTERPRISES ARE MAKING A
HYBRID CLOUD TRANSITION.
The data behind regional differences in investment in the cloud

HAMILTON RATSHEFOLA,
Director of general business,
IBM South Africa.

Enterprise organisations all over the world are transitioning to a
hybrid cloud model to benefit from the best of both worlds – linking
traditional IT systems to the cloud. At least 70 percent of enterprises
are using the cloud, meaning deployments globally have tripled in
just two years*. So says Hamilton Ratshefola, IBM South Africa’s
Director of General Business, who points out that these enterprises
have discovered they can maintain on-premise control of key
applications and data while moving other workloads – the so-called
systems of engagement with customers and partners – to the
cloud for quick access to data, expansion of new services and cost
reductions.
Market analyst firm Gartner says almost 50 percent of large
enterprises will have hybrid cloud deployments by the end of 2017.
It points out that in the past three years, private cloud computing
has moved from an aspiration to a tentative reality for many large
enterprises. Hybrid cloud computing is at the same place today as
private cloud was three years ago; actual deployments are low, but
aspirations are high, Gartner says.
The firm adds most enterprises are looking to future private
cloud deployments by starting with small pilot projects with limited
functionality, noting that “while the majority of midsize and large
enterprises will build and deploy private cloud services over the next
few years, private cloud will only be used for specific, appropriate
services”.
Ratshefola says cloud computing is now accepted as one of the
major disruptive forces impacting IT today. In fact globally, most
piloting stages are long gone. Adoption is the norm.

is surprising says Ratshefola, referring to IBM’s global cloud study
- Under cloud cover: How leaders are accelerating competitive
differentiation**. The study highlights 80 percent of South African
respondents and 78 percent of Indian respondents plan to increase
investment in cloud computing over the next two years, outstripping
spenders across North America (56 percent), Asia Pacific (55
percent), Brazil (52 percent) and Europe (46 percent).
This is not because Indian and South African businesses are just
playing catch up. Already two-thirds of South African respondents
report having deployed cloud computing – on par with adoption
levels in Europe (71 percent). And India sits at the top of the
adoption list at 78 percent, just edging out Asia Pacific at 77 percent.
The only inhibitor then, says Ratshefola, is that few enterprises are
ready to migrate all their data and applications to a public cloud.
“With key concerns including latency, security and control over
critical data and applications, CIOs of major enterprises here
are opting to migrate to the cloud in a cautiously progressive
manner that aligns with their own governance, risk and compliance
guidelines.”
He says the functionality and interoperability of the solutions
enabling the hybrid cloud are critically important in helping
enterprises transition to the cloud.
“Enterprises should not be forced to change their own IT
environment to benefit from the cloud; rather, they should look to
solutions that adapt to meet the needs of the application which
delivers scaling, load balancing, and a variety of server and security
models, all available on demand.
Continued technology advancements in cloud computing are
creating exceptional opportunities for enterprises to transform
business models, supply chains, and their interactions with
customers and partners. Successful adoption also depends largely
on partnership between IT professionals and executive teams
to develop strategy that considers both technology and overall
business objectives.
Deciding where to deploy cloud technologies requires that IT
professionals take an entrepreneurial role within their companies,
understanding the business considerations for deploying cloud and
providing the best professional counsel to their colleagues to ensure
those goals are met.
“With the right foundations in place, enterprises are positioning
themselves to move increasingly critical data and applications to the
cloud, and to use the cloud to effectively address new challenges,
such as big data analytics,” he concludes.

SOURCES
* These technologies have now been deployed by at least 70 percent of enterprises, with deployments of cloud
having almost tripled in just two years – this according to a recent study from IBM (Source: ibm.co/1pp12P3
* * Information on IBM’s global cloud study – Under cloud cover: How leaders are accelerating competitive
differentiation can be accessed here: ibm.co/19fUZLn. A PDF summary of the study can be downloaded from here:
ibm.co/1qZ7diw
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Value to customers

It’s all about the
value
You might be forgiven for thinking that 
StorTech is a technology company. But
what it’s also about is adding value to its 
customers’ businesses.
By Alison Job
Photo KAROLINA KOMENDERA

Razina Jacobs

Razina Jacobs, executive director for HR
and marketing at StorTech, says that while
the company is able to provide customers
with an assortment of ICT-related
solutions, what underpins this is its ability
to add value to customers’ businesses.
So instead of merely problem solving, the
company ensures that it has the skills and
capabilities to ensure that the whole is
worth far more than the sum of its parts.
The technology talent pool is just one
of the key differentiators that stands
StorTech apart from the crowd. Another
element that the company believes
gives it an edge is its service offering to
the customers. This comprises various
elements from service excellence, a low
incidence of service escalations and the
flexibility and know-how to customise
solutions to meet clients’ exacting needs.
Jacobs says, “Service excellence is driven
strategically from our CEO all the way down
to our customer-facing employees. They
are trained to sell a concept and not just a
product, to customers. For this reason, it’s
critical to ensure that the right people face
the customer.”

Strategy
As customers’ business needs evolve,
StorTech has had to stay ahead of the
curve, growing into a solutions and
systems integration specialist that can
deliver the full spectrum of end-to-end
technology solutions. However, Jacobs
points out that the company had to ensure
that this growth wasn’t at the expense of

the quality of service and effectiveness
of the skills on offer. “We have an active
mentorship programme and rely heavily
on certifications to cross-skill our staff, to
ensure that we deliver maximum value to
customers at every interaction.”

B-BBEE
StorTech is well ahead of the curve
when it comes to broad-based black
economic empowerment, being listed
by EmpowerLogic as among the top
empowerment companies in the ICT
sector. StorTech not only engages
in skills development and training
initiatives for black employees, resulting
in highly skilled employees that have
transferable skills, but it also supports the
development of black-owned small and
medium enterprises (SMEs).
StorTech has also implemented
favourable payment terms for blackowned, black-empowered and blackengendered SMEs.

Staff
With a team of skilled staff, including
specialised engineers, technical and
support staff, StorTech’s trademarks
include moving fast and delivering service
excellence. The company invests heavily
in ensuring its specialist teams are fully
certified and accredited to deliver on a
broad range of world-class solutions to
understand the clients’ need and the
current and future landscape. Jacobs
adds, “We pride ourselves on having

people that can think outside the box,
instead of just selling the box. Satisfied
customers are vital to us as they establish
our reputation in the industry.”

Networking
StorTech is confident that its networking
team is able to resolve pretty much
any problem that its customers may
have. By providing a holistic solution to
customers, networking issues become a
thing of the past.

Public Sector
Its B-BBEE status means that
StorTech is able to provide the public
sector with robust, sustainable solutions
that will ultimately benefit the man in
the street. With more efficient service
delivery as a goal that will benefit
government and citizens alike, StorTech
is able to provide access to real-time
information, convergence across local,
provincial and national government and
citizen-centric systems.

Solution Centre
StorTech has at its offices in Rivonia a
tech demo centre that can be used to
demonstrate to customers how a specific
piece of technology will work. It’s also
used to upskill StorTech employees.
Jacobs explains that the benefits are twofold: customers can try before they buy;
and StorTech employees become familiar
with the solutions before they set foot in a
customer’s door.
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MEET THE FUTURE: INTRODUCING THE
SOFTWARE-DEFINED DATACENTRE
THE SOFTWARE-DEFINED DATACENTRE JUST MAKES SENSE AND IS BEING
TOUTED AS THE DATACENTRE OF THE FUTURE.

SERVAAS VENTER,
Country Manager
EMC Southern Africa

Cloud computing and the technologies and techniques
which underpin it are by now widely recognised for
their ability to maximise resource utilisation, improve
flexibility and reduce the ultimate cost of IT services.
But what underpins the services delivered by the
cloud model? Somewhere behind the scenes is a
datacentre – and as vendors scramble to create

facilities more capable of accurately meeting business
service requirements, a new type of facility is emerging.
It’s called the software-defined datacentre (SDDC).
It’s a vision which has infrastructure vendors and
datacentre operators in thrall, simply put, because
it just makes so much sense, says Servaas Venter,
Country Manager of EMC Southern Africa. “The SDDC is,
in effect, what stands behind cloud computing services.
Through the coordinated sharing of all the computing
resources that go into a datacentre, it becomes far
more flexible, and the individual components of which
it is comprised and which underpin IT services are far
better utilised,” he says.
Flowing from improved utilisation, the cost of
providing cloud services is also reduced, he adds.
It is, agrees Venter, the datacentre of the future. “To
achieve the creation of the SDDC, it is necessary for
virtualisation of all the elements of the datacentre;
computing, networking and storage. It therefore
depends on the cooperation and coordination
of the vendors of these elements to achieve a
virtualised whole which can be controlled by a layer of
management software.”
Notably, EMC recognised this necessity early on,
forming a new company some five years ago together
with key partners Cisco (for networking), VMware (for
virtualisation, owned by EMC) and Intel (for computing).
VCE’s key solution is the Vblock, a preconfigured
rack which contains the necessary compute, network,

CONTACT: SOUTHAFRICA.EMC.COM | 011 581 0000 | WENDY.NAMARA@EMC.COM

The SDDC isn’t just the datacentre of the future – it
is also the datacentre of the present
storage, management and virtualisation technologies
which are the building blocks of the SDDC.

Right here, right now
The SDDC isn’t just the datacentre of the future – it
is also the datacentre of the present. Venter says the
first such facility in South Africa is already operational,
with EMC Signature partner StorTech having recently
converted its local facility.
Kishore Natvarlal, Managing Executive of StorTech’s
Datacentre Products, says datacentre innovation
is being driven by the market. “The new IT agenda
focuses on reducing costs, increasing speed for new
growth and balancing risk. As the platform of all the
solutions we offer, our SDDC is completely virtualised
and automated through software. As a result, we
are able to lower the cost of running IT and offer a
foundation for faster, more agile IT.”
Notably, the SDDC is designed to augment private
cloud infrastructures, allowing for the creation
of hybrid clouds. Venter points out that Gartner
anticipates nearly half of large enterprises to have
hybrid cloud deployments by the end of 2017. “The
SDDC is the ideal complement for companies running
private clouds as it allows for the integration of
additional capacity and services to meet fluctuating
demand, without capital expenditure. With the
application of appropriate standards and automation
applied across hybrid cloud infrastructure, operational
expenses are similarly reduced,” he says.
Venter says StorTech, through the conversion of
its facility to an SDDC, has successfully evolved from
a datacentre and storage company into a solutions
and systems integration specialist. “As a result, it
is able to deliver a full spectrum of solutions which
support enterprise end-users on their journey to cloud
computing.”

A hotbed of EMC technology
Venter points out that StorTech’s SDDC facility
incorporates a wide array of EMC’s technologies, a key
factor in the company’s position as an EMC Solution

Centre. “Solution Centres are available worldwide
from the highest tier EMC partners and provide an
environment in which end-user clients can see, touch
and trial the latest technologies,” he says.
In addition to Vblock, StorTech’s SDDC therefore
includes:
•
EMC’s XtremIO All-Flash Array – flash-based
arrays dispense with mechanical disk drives,
incorporating instead flash memory to achieve
exponentially faster input/output performance.
•
VMware Data Recovery (VDR) acceleration – for
the rapid recovery of data from virtual machines.
•
EMC XtremCache database acceleration –
intelligent caching which leverages serverbased flash technology to optimise latency
and throughput for improved application
performance.
It’s a combination of configuration and components
which, in South Africa at least, cannot be found
anywhere else. “These are emerging technologies
which, when used in conjunction with the SDDC, enable
businesses to achieve new levels of performance
and flexibility in their datacentre operations. As more
enterprises move into the cloud, these technologies
will go mainstream, underpinning consistent
performance and response while meeting the demands
of hundreds or thousands of users,” Venter remarks.
Perhaps unsurprisingly, with its investments in EMC
technologies and the creation of a SDDC, StorTech was
recently awarded EMC Business Partner of the year for
2013 at the vendor’s Channel Partner Update.
Venter says the SDDC is the way in which the
industry is moving, driven by customer demand
for IT services which accurately and flexibly match
business requirements. “That demand is putting
upward pressure on data centre operators to
configure their facilities to support particularly hybrid
cloud environments. StorTech is at the forefront
of this revolution; not only has this resulted in its
Business Partner of the Year award, but probably
more importantly, it is positioned to better meet the
requirements of its customers.”

Roundtable

The changing business landscape
ICT megatrends create uncertainty for businesses, but the enterprises 
that understand how best to harness their power to create 
innovation will benefit themselves and their customers.
By Rodney Weidemann
Photo KAROLINA KOMENDERA

Gary de Menezes, Oracle

The impact that the wave of ICT
megatrends is having on business, the
economy and society as a whole is so
significant that these megatrends are
redefining the future of the globe. In
today’s fast-moving world, organisations
should already be considering how best
to leverage these trends to innovate for
future success.
Brainstorm sat down with
representatives from StorTech and its
vendor partners – VMware, Oracle, EMC,
IBM and VCE – to discuss how these
megatrends were changing the landscape
while creating opportunity for innovation.
Mobility was the first megatrend to be
discussed, and with good reason, already
having significant impact on altering the
business environment. Underpinning this
trend is the integration of IT and mobile
and fixed telecommunications, and key
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Businesses
are demanding
a complete
solution
that can be
implemented
immediately,
since any
delays will likely
result in losing
customers and/
or revenue.”
Gary de Menezes, Oracle

to this is the new generation architecture
required to enable all of this.
Mark Reynolds, partner lead, VMware
Southern Africa, points out that there’s an
interesting pressure in the mobility space,
whereby consumer applications seem to
be the gold standard by which business
apps are judged. This consumerisation
of IT is another aspect of the mobility
megatrend that needs to be taken into
consideration, he says.
IBM’s Hamilton Ratshefola, director
of general business at IBM South Africa
believes companies need to move away
from the idea that mobility simply means
bringing cellphones to work. “True mobility
is about creating a new and cheaper
channel to deliver services to the customer.
Take banking as an example – it’s all about
ensuring the customer has convenience and
ease of use, preferably at a lower cost.”
Gary de Menezes, regional director,
Oracle adds that those organisations
which don’t embrace mobility will surely
be left behind. “Mobility is also driving
business intelligence (BI), analytics and
big data, although most businesses today
are still struggling with understanding how
to embrace mobility in a way that will help
them generate revenue,” he says.
StorTech’s CFO Chris Volschenk notes
BI is a megatrend that’s driving change,
such that CIOs today are less worried
about infrastructure and are more
concerned about BI.
“The discussions CIOs are currently
having tend to focus on what the business
requires and how to get it to them in realtime, which is where BI comes in – there’s
a need to understand the information
and the customer base, and to do so
immediately, as this is a way to drive
additional revenue for the business.”

Big data, big questions
Discussing the big data angle of BI,
Kiewiet Kritzinger, vArchitect at VCE,

Roundtable

is of the opinion that most players in
the market remain unsure of what to
do with the ever-increasing amounts of
information being created. He feels that
although the financial services sector
seems to be getting this right – in respect
of using big data to enable the business
to have a genuine understanding of the
customer – organisations in most other
vertical sectors aren’t mature enough to
utilise big data in this manner.
Ratshefola agrees that there are niche
industries already doing smart things
with analytics and big data, such as the
insurance industry. As an example, he
suggests how an insurance company could
potentially use big data to reduce costs
dramatically, by simply taking the complete
dataset the company has regarding a client
and plugging this into a system provided
with the necessary business rules to
make decisions. In other words, instead
of spending weeks analysing claims for
fraud, the company can use big data to
generate accurate results in minutes,
without human intervention.
Big data and BI are just additional
means to help organisations focus more
closely on their customers. This, says
Volschenk, is why many businesses today
are trying to move towards customerdefined systems. While this is good in
principle, there remain many legacy
systems that need to be changed to
enable this.
“This need to change is why we’re now
seeing enterprises asking more of their IT
partners. Today, they’re demanding these
IT suppliers operate as strategic partners
that offer value-added infrastructure and
architecture. Of course, a key challenge
with this is that typically, the bigger
organisations use multiple IT vendors,
which can make integration very difficult,”
says Volschenk.
Oracle’s De Menezes agrees that
the focus has moved to the customer

Claude Schuck, EMC Southern Africa

Hamilton Ratshefola, IBM South Africa
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Jurg Human, StorTech

experience, adding that this can’t be
solved by providing a single product.
Instead, vendors need to sell an end-toend solution that enables this.
“Moreover, this solution needs to be
sold to the CFO, rather than the CIO.
The CFO is concerned about the ability
to increase revenue and to keep the
customer happy, rather than with the
individual products that make up a
solution. The CFO doesn’t care about
these individual products; all he’s
concerned about is having a solution that
can service the customer best. This is the
critical transition the industry is going
through at present.”
“In the past, a traditional CIO spent years
picking and choosing the best products
from a range of vendors, in order to create
a perfect IT department, but today this is
almost irrelevant. Instead, businesses are
demanding a complete solution that can be
implemented immediately, since any delays
will likely result in losing customers and/or
revenue,” de Menezes continues.
Claude Schuck, channel manager of
EMC Southern Africa indicates that such
a solution can provide a platform for new
ideas to flourish. “The CIO can thus use
such a platform to test new ideas quickly,
and implement these equally rapidly if
they work or discard them if they don’t.
Ultimately, the guy with the most agile
platform is going to be the one who wins.”

Locked-in for the long-term

Chris Volschenk, StorTech
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One of the key challenges associated with
the idea of purchasing an end-to-end
solution from a single vendor, however,
is the concern that the enterprise may
become a victim of vendor lock-in.
Ratshefola believes this is a concern
that’s overplayed, suggesting the
integration of different platforms can be
achieved by adopting the right standards.
He believes that standards are the key to
how the industry will move forward, as the

Roundtable

right standards make it easy to move from
one vendor to another anyway.
“Of course, it remains important to
be able to integrate your most recent
purchases with your legacy architecture.
Organisations will need a partner that
can provide the ‘glue’ that allows current
applications to operate alongside legacy
equipment. If you get your architecture
right, lock-in will take care of itself.”
Schuck points out that apps have
changed the focus of the business.
Previously, he says, when a business
looked to create or improve a business
process, the technology process started
from the bottom by ensuring the relevant
hardware was in place. Today, the concern
is purely with the app to be used, and
little concern is given to the back-end.
Ratshefola adds this has been one
of the drivers for the move to cloud
computing – it means the business
doesn’t have to worry about the stack, and
only needs to concern itself with the apps.
Clearly, then, there is a major drive
towards automation which potentially
offers IT organisations an opportunity to
realign their skills bases.
Volschenk notes the growing requirement
for integration will require people with the
right integration skills. And, he says, these
employees are typically more expensive and
harder to find. “So while this may lead to a
situation where fewer people are required
to do a particular job, obtaining people with
the requisite skills will inevitably cost more,
unless businesses view it as an opportunity
to reskill their existing employees.”
According to StorTech’s managing
executive: services Jurg Human, this
presents a wonderful opportunity for
organisations such as StorTech, as
the stack – whatever it comprises and
wherever it is – will always need support.
“This inevitably leans towards those
companies that count outsourcing as their
primary skill. They’ll be in the ideal position

Mark Reynolds, VMware Southern Africa

Kiewiet Kritzinger, VCE

to ensure that the customer’s ‘plumbing’
works effectively and that everything is
always available. It positions us nicely at the
value-add layer, while the stack layer can be
maintained as a cloud solution.
“We’re certainly witnessing a big drive
from our customers towards this option.
The future will likely see a larger number
of customers cutting costs by placing
their IT stack with an organisation that
can not only offer economies of scale, but
also provide the management and SLAs
required to keep it running properly,” he
concludes.

Ultimately, the
guy with the most
agile platform is
going to be the
one who wins.”
Claude Schuck, EMC
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Solution centre

Insight through
demonstration
Being able to simulate a client’s
IT environment and showcase 
technology is proving a big hit 
for StorTech.
By Adrian Hinchcliffe
Photo KAROLINA KOMENDERA

Kishore Natvarlal

Benjamin Franklin is quoted as saying ‘An
investment in knowledge pays the best
interest’. Kishore Natvarlal might well add
the words ‘and experience’ to the middle
of that quotation.
StorTech’s managing executive:
datacentre products sat down with
Brainstorm to explain why the company is
so committed to its Solution Centre.
“Although there’s a significant financial
investment for us in creating and
sustaining the centre, it has generated a
number of competitive advantages,” says
Natvarlal.
The most obvious is to showcase
technology to potential and existing
clients. “Lots of vendors have the ability
to offer various solutions to their clients.
They’ll use marketing or sales collateral
around a solution to provide insight
– and we do too – but when you have
the capabilities to truly demonstrate
it, and customers can touch and feel
before investing, then the value and
opportunities become more apparent.”
The demonstrations can be tailored
to a variety of audiences, from the
technical-minded engineer through to the
financially-minded CFO or the innovationseeking and strategy-focused CEO.
“The hands-on demonstrations can
touch every single segment in the C-suite

30

SPECIAL FOCUS | STORTECH

hierarchy and help to explain across the
different C-level executives who aren’t
focused on technology. Rather than simply
saying ‘cloud computing will save you
money’, we can show them what it is,
how it would work for them, and even the
reporting it can generate. It’s much easier
to motivate that conversation for the
C-suite when they can see the value and
how it can help deliver on ‘go to market’
strategies and turn IT from a liability into
a profit engine,” he says.
“Our aim is that at the end of the
whole process the customer has a good
understanding of what the cloud consists
of, the technical know-how necessary and
the expected infrastructure.”

Kept up to date
Through an annual hardware refresh and
regular software upgrades the Solution
Centre has the necessary compute,
storage and networking components that
allow Natvarlal and his colleagues to
present an integrated infrastructure and
demonstrate applications running on it.
For those clients of a more technical
nature the centre can be prebooked and
configured to replicate an environment
similar to that of the client’s own. A
demonstration can then be given, for
example, how the hypervisors would

work with the client’s architecture and
how changing workloads would impact
the environment.
The ability to closely simulate an
environment also means that existing
clients who are uncertain about applying a
particular patch to an application may be
able to sandbox it and see how and what
it affects before they commit it to their
live environment.
The Solution Centre is also used by
StorTech itself, says Natvarlal, as a
research and development facility so
staff can innovate and architect potential
solutions for a client. Additionally, the
centre can be used for internal training,
which is a major benefit for StorTech. “As
new technologies unfold, creating a safe
training environment is key for keeping the
technical skills of our employees current.”
It’s not just technical staff that have
access to hands-on training and experience
either – participants in StorTech’s
learnership programme also benefit. “Part
and parcel of the internship we offer
is for these young learners to get some
fundamental skills and understanding of
what the available technologies are and
how they fit together. The Solution Centre
allows us to teach the basic concepts and
terminology so that the learners have a
great experience-based knowledge that
they can draw on through their careers.
“We also do sales enablement in
the centre, so that our sales team are
comfortable in their understanding and
interactions with clients. It means they’re
able to converse with the client and bring
the relevant information back to the
architects and product managers about
building a possible solution. For the sales
team to have that capability and draw
from it at the first client interaction means
that we’re better placed to understand
the customers’ needs and service them
appropriately,” Natvarlal says.
“I’m certain being able to demonstrate
solutions to a customer before they’ve
invested in a particular solution with us
has been a critical part of clinching some
major deals. The Solution Centre is an
investment that we will continue with,
as we feel it is valuable for the customer
and for ourselves.” For StorTech, an
investment in the experience to create
knowledge pays the best interest.

Case study

The Vblock
epiphany
The implementation of new
technology enabled First National
Bank to be greener and more efficient,
while keeping its employees connected.
By Donovan Jackson
Photo KAROLINA KOMENDERA

As the notion of increased efficiency
becomes a matter of long term sustainability
not only in South Africa but across the world,
First National Bank (FNB) has substantially
reduced its energy consumption by migrating
its Microsoft Exchange environment to
VCE’s Vblock technology. In so doing, it has
also freed up space in the datacentre and
– crucially – achieved a more reliable and
lower cost infrastructure environment.
FNB is the third-largest bank in South
Africa, providing personal, commercial and
corporate banking services to more than
six million customers. With a history dating
back to 1838, FNB has maintained its
position by developing new products and
services to meet market needs.
Vblock is a complete modular
solution in a rack. It combines storage
and provisioning from EMC, switches
and servers from Cisco Systems and
virtualisation software from VMware. VCE,
the company which produces Vblock, is
a joint venture between EMC and Cisco,
with investments from VMware and Intel.

Situation
Recognised as a critical business resource,
FNB’s employees have long depended
on e-mail to perform their job functions
effectively. However, technology rarely
stands still: what is modern today might
be considered old hat tomorrow. That’s a
situation in which the banking giant found
itself. Suitable at the time, its Microsoft
Exchange 2003 e-mail infrastructure had
grown across multiple sites in South Africa
over the years, but with expansion and
decentralisation, was becoming unstable.
As a consequence, the IT department
was increasingly consumed with managing
e-mail related administration and
maintaining availability across 12 sites.

Any outages adversely affected employee
productivity – and with Exchange-related
issues taking several hours to resolve, a
better solution was clearly necessary.
Furthermore, the rising cost of real
estate and the difficulty of getting highenergy electricity into datacentres is
something that FNB couldn’t ignore.
Taking note of technology developments
that are applying continual downward
pressure to the cost of capability and
upward pressure on performance, the
company’s IT department noted that it
could consolidate space and grow service
capability without growing its footprint.
As a result, the decision was made to
optimise the supporting infrastructure.
After all, for modern businesses at the top
of their game, the pace of innovation has
to be matched by flexible, reliable and
responsive technology.

Solution
Upgrading to Microsoft’s Exchange
2010 was the obvious path to improving
the software component of the e-mail
system. However, FNB went further,
opting to take advantage of the rapid
pace of development in IT infrastructure
to achieve a performance boost while
also reducing the electricity and space
necessary to deliver the required grunt.
After taking a hard look at what the
market could offer, the financial services
company opted to implement two Vblock
systems to underpin the Exchange 2010
environment. It worked closely with
systems integrator and EMC partner
StorTech to specify, configure and deploy
these systems.
The self-contained infrastructure racks
incorporate VMware vSphere virtualisation
for efficient resource use, while the

Exchange environment is protected with
Microsoft’s Exchange Server 2010 Database
Availability Group (DAG) replication.
For streamlined management, FNB
has also implemented VMware vCentre
Operations Management Suite and EMC
Unified Infrastructure Manager (UIM).

Results
The new infrastructure has provided FNB
with improved performance and reliability,
and streamlined maintenance. Thanks
to the modular, virtualised nature of the
Vblock systems, the bank also has the
ability to scale its infrastructure to support
future Exchange requirements. Where
now obsolete hardware would require a
provisioning window of four to six weeks,
Vblock means virtual machines are
delivered in two to three hours.
Furthermore, the Vblock systems are
expressly designed as modern infrastructural
solutions – so they’re ideal in enabling FNB
to accelerate its journey to a private cloud
infrastructure. That means the ability to
rapidly and easily provision infrastructure
and software to meet changing business
requirements, confirms Tony Wilson,
manager, Microsoft environment at FNB.
He sums up the value of the systems:
“In the financial services business, speed
is of the essence. By accelerating back-end
deployments, Vblock systems can help us
improve time to market for our business
managers when they launch new products
and services.”
Technology has always sought to achieve
efficiencies. In days gone by, these gains
were typically geared solely at reducing
human effort. Today, additional necessities
include using fewer resources – the planet
can only give so much, after all.
By deploying Vblock, FNB therefore
has the added satisfaction that its impact
on the environment is reduced, since the
new systems consume far less electricity
and valuable datacentre space than their
predecessors did.
Powered by this innovative technology,
FNB has successfully executed three major
initiatives: an Exchange 2003 to Exchange
2010 upgrade, migration of 33 000
mailboxes and consolidation of its Exchange
infrastructure from 12 to just two sites. And,
thanks to the success of the project, the
bank’s IT organisation is exploring use of the
Vblock systems to support other initiatives,
including Infrastructure as a Service and
virtual desktops.
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AT A GLANCE

At a glance
National presence
Johannesburg:

Cape Town:

Umhlanga:

StorTech House, StorTech Manor, cnr
Rivonia Road & 3rd Avenue, Rivonia
Tel: +27 (0) 11 808 6000

Unit 204A, The Colosseum, Century
Boulevard, Century City, Cape Town
Tel: +27 (0) 21 551 6015

Vodacom Building, 11 Richefond Circle,
Ridgeside Office Park, Umhlanga
Tel: +27 (0) 87 310 7868

Awards

Fast facts

StorTech has won a number of key awards:

Founded in 1999, 51 percent of StorTech
was acquired by Vodacom in 2009
Level 2 B-BBEE with 90.37 percent
accreditation

• an IBM Choice award for Growth Markets for 2012
(Top Business Partner, Non-Distributor Category)
• Symantec Storage Partner of the Year (2008; 2009; 2010;
and 2012)
• Symantec Innovation Partner of the Year 2014

StorTech is 36.43 percent black-owned

• VMware EMEA Best Newcomer of the Year award for 2013

A total of 60 percent of management is
black, Indian or coloured

• EMC Partner of the Year award in 2013

Some 92 percent of skills development
expenditure is dedicated to these groups.

• StorTech most recently won the Oracle x86 Server and
Storage Partner of the Year award for 2014
• Cisco Datacentre Partner of the Year 2011
• Cisco Architectural Excellence Datacentre Award 2012.

SKILL THROUGH PARTNERSHIP
StorTech is a Symantec Platinum Partner and is also part of
Symantec’s Technical Support Partner Programme with Master
Specialisation. StorTech brings a high level of skill and competence
to the table when it comes to Symantec technology. Through these
specialisations, StorTech is well positioned to meet the evolving
professional services needs of customers and is able to provide
them with a broad range of flexible service offerings on Symantec’s
Storage and Availability product portfolio.

Specialist Partner
For more information on how we can help you visit

www.stortech.co.za
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LEADING PROVIDER OF CLOUD SOLUTIONS

Adgile

Simple

Secure

ACCELERATE YOUR
JOURNEY TO THE CLOUD
Increasingly organisations are adopting and developing plans
to take advantage of cloud computing. These companies have
realised that the cloud will soon be critical to business success. For
this reason, StorTech sees the value in having a vendor such as EMC
as its partner, as they are recognised as a global leader in enabling
businesses and service providers to transform their operations.

INNOVATE FOR SUCCESS
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TOMORROW
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Today, it’s easy to marvel at how far we’ve come.
Our phones talk to our TVs to record our favorite shows. Doctors in Estonia diagnose patients
in Denmark. Social networks help companies improve customer service.
And yet, up to now, more than 99% of our world is not connected to the Internet.
But we’re working on it.
And tomorrow, we’ll wake up pretty much everything else you can imagine.
Trees will talk to networks will talk to scientists about climate change.
Stoplights will talk to cars will talk to road sensors about increasing traffic efficiency.
Ambulances will talk to patient records will talk to doctors about saving lives.
It’s a phenomenon we call the Internet of Everything—an unprecedented opportunity
for today’s businesses.
Tomorrow?
We’re going to wake the world up. And watch, with eyes wide, as it gets to work.
#tomorrowstartshere

