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While the term ‘cloud’ and the con-

cept behind it implies it is some-

thing that exists ‘up in the air’, the 

truth of the matter is that the cloud is fi rmly 

rooted in the physical world. An effective 

cloud service is built on two key foundations: 

strong connectivity, and mature datacentres.

Althon Beukes, Managing Executive: 

Datacentre Services at Telkom Business, 

says that while many businesses would 

rather keep things in-house than outsource 

them, they often fail to take into account the 

many factors that impact on such a deci-

sion. First and foremost, he says, is the key 

consideration of cost.  

“Once customers understand what it will 

cost them to do it themselves, they begin to 

realise the value of Telkom Business’ propo-

sition. Additionally, customers need to ask 

themselves whether they have the capacity, 

security and indepth expertise that comes 

with outsourcing their datacentre services 

to a dedicated and experienced service pro-

vider like Telkom Business.”

To this end, Telkom Business introduces 

best practice based on ITIL principles from the 

moment it takes over the running of a custom-

er’s datacentre services. Beukes suggests that 

in this way, the customer immediately begins 

to obtain some of the associated compliance 

benefi ts. Furthermore, as a service provider 

with a massive next-generation network, Tel-

kom Business offers pre-integrated connectiv-

ity in its datacentres, which sit at the heart of 

its network. This ultimately provides customers 

with an unsurpassed cloud value proposition.

“The reliability and redundancy provided 

by our network is so strong that we are prob-

ably the only service provider in a position 

to offer genuine end-to-end service level 

agreements (SLAs), since we control every 

aspect of the service ourselves. In addition, 

this means that we offer our business cus-

tomers a single point of contact for them to 

interface with,” he states.

By delivering a complete service that 

encompasses the technology, business 

processes, best practices and end-to-end 

SLAs, all of which are aligned to the cus-

tomer’s own value propositions, Beukes is 

confi dent that Telkom Business has what it 

takes to lead clients into the cloud.

“Ultimately, the journey to the cloud is not 

a technology discussion – for us, the tech-

nology is the easy bit – it is about the whole 

ecosystem built around the technology, that 

turns it into a service; this is what we sell to 

our customers. For us, the aim is fi rst and 

foremost about meeting customer expecta-

tions. Implementing the technology is sec-

ondary in the process,” concludes Beukes.

the ability as well as the investments and 

infrastructure to support a business conti-

nuity strategy, or whether it is better to use 

a hosted cloud offering where this is part 

and parcel of the service,” he says.

The other key issue to take cognisance 

of is that of compliance, adds Beukes. He 

points out that with a hosted cloud provid-

er, they will have access to an entity that 

has already achieved compliance certifi ca-

tion and has the process maturity to deliver 

on these requirements.

“While our cloud value proposition is 

clearly attracting customers, we nonetheless 

understand that many enterprises are not 

necessarily ready and comfortable in em-

barking immediately on an aggressive cloud 

implementation strategy. Therefore, we will 

craft a roadmap that suits them and enables 

them to transform their systems and evolve to 

cloud services at their own pace.”

Step by step
“For us, it is about taking customers  on a 

journey; one which begins with a process 

of consolidation, leads into effective opti-

misation and transcends virtualisation and 

dynamic architecture, before ending in the 

cloud,” explains Beukes. “Using a step-by-

step approach, we are able to effectively 

manage their migration to a cloud strategy, 

while providing them with the cost savings, 

“For us, it is about taking customers  on a journey; one 
which begins with a process of consolidation, leads 
into effective optimisation and transcends virtualisation 
and dynamic architecture, before ending in the cloud.”


