From CAPEX to OPEX

AS THE ADOPTION OF CLOUD COMPUTING INCREASES WE SEE

ORGANIZATIONS MOVE INTO THE WORLD OF UTILITY
COMPUTING OR COMPUTING ON DEMAND, SAYS DIPAL GALA
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ACQUISITIONS
HAVE HELPED
THE COMPANY
TO BECOME

A LEADER IN THE
SMB SEGMENT
FOR SPECIFIC
SERVICE
OFFERINGS IN
THE REMOTE
INFRASTRUCTURE
MANAGED
SERVICES,
VIRTUALIZATION
AND STORAGE
SERVICES,
DATACENTER
MANAGEMENT
AND THE CLOUD
COMPUTING
SPACE

In today's IT landscape, CFO's, CIO's
and CTO's are looking at ways to re-
duce both CAPEX and OPEX. Organi-
zations are looking to not only reduce
their CAPEX and OPEX, but to also-
compete successfully in a global mar-
ket by developing an agile IT organi-
zation that can help meet those needs.
The mission of GSS Infotech's Infra-
structure Technology Solutions group
is to assist organizations in streamlin-
ing their costs and prepare their in-
frastructure for the future.

Over the past six years, technology
organizations have been able to
achieve immediate cost savings on IT
infrastructure through both Server &
Storage Consolidation and Virtualiza-
tion. When IT organizations of all
sizes adopt these methodologies, they
can achieve linear savings across the
organization. For example, if an IT
Organization has an aging data center
with older UPS, cooling system tech-
nologies, hundreds of servers and tra-
ditional storage technology, they
would consolidate those systems.
They would use a state-of-the-art Data
Center, in-row power and cooling com-
ponents with power management ca-
pabilities. The servers would be con-
solidated and virtualized and the stor-
age would be migrated to Unified/ Vir-
tualized storage technology with Thin
Provisioning and De-duplication capa-
bilities. This type of consolidation
/virtualization would reduce the cost
of managing IT operations (CAPEX
and OPEX) significantly. Additionally;,
it also contributes to a reduced data
center footprint, a reduction in system
refresh cycles along with a reduction
or repurpose of IT staff. Server Con-
solidation and Virtualization may ini-
tially involve a greater outlay of capi-
tal costs, but the operational cost sav-
ings will come down exponentially
and the organization will become
more agile and efficient thereby al-
lowing it to meet its business require-
ments more effectively.

The other part of the equation is the
ability to extend the virtualization

paradigm to applications, desktops,
networking, files and data, thus
achieving what we call a 'Portable
Data Center'. This alleviates the or-
ganization from physical dependen-
cies and allows it to take advantage of
the private, hybrid or public cloud ar-
chitectures now moving into the
mainstream. With this comes a phe-
nomenon we call ‘Graying of the IT Si-
los’, where current organizations have
discreet server, storage, desktop, net-
working, security groups or silos as
we like to call them. Because of the na-
ture of consolidation and virtualiza-
tion, IT organizations will look to re-
duce the number of discreet workers
to a smaller group of more multifac-
eted technicians who are able to de-
sign, provision and maintain the new-
er environments that spread across
the organization at a significantly
lesser cost.

As the adoption of cloud computing
increases we will see organizations
move into the world of utility comput-
ing or computing on demand. This
will also result in an immediate re-
duction in both CAPEX and OPEX
costs as organizations will only pay
for the computing power they need at
any time.

Envisioning

RameshYerramsetti
MD, GSS Infotech

Organizations
are looking not
only for CAPEX
and OPEX
reductions, but
the ability to

compete in a
global market by
having an agile IT
strategy that can
help meet

those needs
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In a dynamic market and economic
environment, it is imperative for or-
ganizations to grow both organically
and inorganically. While the avenues
for organic growth are subject to mar-
ket churn and related factors, inor-
ganic growth incentivizes a company
to build on its strengths, acquire new
and niche domain expertise, achieve
a greater market presence, customer
relationships, new partnerships and
more importantly a bigger revenue
and profit base.

GSS Infotech's philosophy of
growth has been a healthy mix of or-
ganic growth and strategic inorganic
growth. The GSS Management con-
tinues to support this philosophy as
the mantra for the overall growth of
the organization. The company is ex-
panding its reach and presence across
the US as well as in other parts of the
world through strategic client acqui-
sitions, partner engagements and
M&A activity. This, in more ways
than one, is the preferred growth
model that will supplement the or-
ganic growth strategy.

The company has leapfrogged into
the $100M league in a relatively short
period of time and is constantly look-
ing for avenues to grow rapidly. The
company has made six successful ac-
quisitions to date and draws experi-
ence from consummating these com-
plex transactions to make newer ac-
quisitions. These acquisitions allow
GSS to offer an expanded bouquet of
solutions and services to its customer
base as and extend its geographical
reach. Through these acquisitions
GSS has become a leader in the SMB
segment for specific service offerings
in the Remote Infrastructure Man-
aged Services, Virtualization and
Storage, Datacenter Management and
the Cloud Computing space.

The fundamental requirement for a
successful inorganic growth strategy
is the definition of ‘the when, how
and what’ of the acquisition strategy.
The company has defined and de-
ployed a blueprint for expansion into
newer geographies and service offer-

ings and has been successful at hedg-
ing the risks of economic imbalances
and profitability challenges. With ac-
quisitions also come risks of fitment
and the GSS integration strategy is
designed to addresses these pain
points. Specific risks such as employ-
ee retention, customer relationships
and so on are identified and quanti-
fied. A well defined and actionable
process with clearly defined timelines
and responsibilities is put in place to
address and insulate the organization
from exposure to these risks.
Globalization at GSS is not just a
‘cool’ term but an actionable part of
the day to day activities of the organ-
ization. The company consistently

provides best-of-breed services from
its Global Centre of Excellence locat-
ed in Hyderabad. This is a self sus-
taining profit centre and the employ-
ees at this facility support captive op-
erations as well as India operations. It
is through this centre that the compa-
ny is able to offer to its customers the
option of an onsite/offshore model
without comprising on quality.

The clear definition of organic and
inorganic growth strategies coupled
with the efficiency, effectiveness and
delivery mechanism of the Centre of
Excellence has helped GSS stay ahead
of the competition and beat the in-
dustry growth trends year on year.

GSS Infotech is one of the fastest
growing IT outsourcing companies
in India today. With an innovative
business plan and a charismatic and
success driven leader in CEO Bhar-
gav Marepally, they are poised to be-
gin to rival the giants of the Indian
outsourcing market. An unachiev-
able goal, or is there more to it? Di-
pal Gala interviews Bhargav
Marepally

ome of our readers may not be fa-

miliar with GSS Infotech, can you
give us the background on GSS'
strengths and core competencies?

D Certainly, GSS Infotech has been
around for just over 11 years now.
We're a $105 million dollar, employ-
ing just over 800 staff worldwide.
We're a global IT solutions company
operating out of twelve locations on
three continents. In five years we'll be
a 500 million dollar company. We're
an easy business to understand. In
essence GSS Infotech offers three
strategic lines of business: Remote
Infrastructure Management, Infra-
structure Solutions, and Application
Development Services. We count our
core markets as APAC, the US and the
Middle East.

500 Mn, that's aggressive growth

by any standards, how do you in-

tend to get there?
D The economy has certainly helped
us and will continue to do so. Eco-
nomic pressure means that every IT
department throughout the world is
being asked to do much more with sig-
nificantly less resources. This has
turned the heads of many senior IT
leaders to alternative models of pro-
viding enterprise-wide computing.
As a result, we are seeing a shift as
companies become more and more
confident with the nowmatured out-
sourced model particularly from com-
panies like GSS who are headquar-
tered here in India.

In the US we expect to see signifi-
cant growth in our US storage and
Virtualization business again driven
by a maturing market. Server consol-
idation is common place. We see the
next wave in virtualization to be
desktop virtualization. The prolifera-
tion of end points and user demands
to access their business apps on mo-
bile devices, in combination with de-
layed hardware refreshes I believe of-
fers significant opportunity for both
our infrastructure solutions and In-
frastructure management divisions.

ets go back to the three business

lines you mention, they don't im-
mediately appear complimentary.
Surely, your business units compete
with each other, particularly the In-
frastructure lines of business?
D Not at all. It all comes down to a
simple business premise. Moving the
cost of IT from CAPex to OPex. It's
the way the IT market is going, and
rightly so. There is a lot of discus-
sion on cloud, but we found that
many organizations in our space are
not ready to commit fully to the
cloud. For those companies we can of-
fer more efficient ways of managing
the infrastructure, either through
Managed Services models or by help-
ing make the physical infrastructure
more efficient; using virtualization
as the enabler, or a combination of
these solutions.

At the end of the day, the technol-
ogy you employ as a business is
irrelevant. I know it's a bold
statement but the main
driver behind these

Bhargav Marepally
CEO, GSS Infotech

The Innovation &
the I'T Powerhouse

business enabling technolo-
gies is about providing IT as
a service. Now, what does
that mean? Think about the
utilities that companies
payfor; why shouldn't IT be
the same? After all it's a
business necessity, just like
electricity. Consuming IT
with SLAs and fixed month-
ly fees or pay-as-you-use
models is a reality.

Smart companies realize
this is the route to enable
highly efficient computing
platforms that offer incredible busi-
ness agility and also drive competitive
advantage by enhancing capability
and speeding time to markets. At the
same time, it lowers the costs of doing
business. It's a no brainer.
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e've spoken about Infrastruc-

ture, but how does the applica-
tion development business unit fit
into the outsourced model?
D First, let me state our application
development business unit recently
was awarded SEI CMMI Level 5 Sta-
tus in March of 2011. It's a huge
achievement for us. It means we are
on the same plane of some of the
megaliths of Indian outsourcing. It
shows our focus to quality and
process driven excellence. Although
the award is a great achievement, I
feel that the SEI CMMi Level status is
really the reward for a huge amount
of hard work by the excellent staff
we have at GSS.

Our App Dev’ business is going
from strength to strength. To answer
your question; applications are the
heart of any business. We look after
the infrastructure already, it's a natu-
ral fit that we should manage the
apps too.The cloud isn't going away
and as business move in that direc-
tion, we offer road mapping services
to get to the cloud. The app is a core
piece of this. We can help ISV's and
enterprise migrates from legacy plat-
forms to platforms such as Microsoft
Azure and Force.com and mobile OS'
such as Android and iOS. As I men-
tioned earlier, modern business is all
about delivering the app to the user.

hich Markets do you see as ar-
eas for your greatest growth op-
portunity?
D Of course the North American mar-
ket is one that has significant oppor-
tunity; we wouldn't have made the in-
vestments we did otherwise. Cur-
rently our largest presence is in the
North Eastern
. states in the USA,
we made six acqui-
sitions in the last
four years. Altogether
GSS has a presence in 8
states and they are
strategically placed to provide
services to major cities.
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gies. Over the last one year, we have built the right as-

sets to propel our organic growth in the form of in-
vestments in leadership and the creation of Centers of Ex-
cellence focusing on Cloud Application development, Solu-
tions for small and medium businesses and Virtualization.
We believe that we will be able to help our customers sig-
nificantly reduce their cost of running IT through our so-

GSS focuses on organic and inorganic growth strate-

On inorganic growth; we are constantly on the lookout for
strategic assets that give us advantage in terms of customer
base, presence in a new geography or service offerings that

are most relevant to our cus-
tomers. While acquisitions
are relatively easy to make,
integrating these acquired
assets into the parent organ-
ization presents a unique set
of challenges. We have per-
fected the art of consolidat-
ing and integrating acquisi-
tions and have experienced a
very high degree of success
so far.

Siva Kumar Nuti
COO, GSS Infotech



