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VMware's separation 
from Dell is complete: 
now a separate entity 
with $64bn valuation 

VMware separated from Dell and 
immediately signaled its intent to go 
out, fi nd more partners and acquire 
companies.

That means Dell Technologies 
has formally spun off VMware into a 
separate, independent software business, 
completing an April transaction to 
offl oad its 80.5% ownership in the 
company, according to a fi ling with the 
US Securities and Exchange Commission 
submitted by the virtualization specialist.

Dell received VMware as part of 
its $67 bn merger in 2016 with EMC, 
which created the world's largest private 
company at the time. It was a part of a 
string of takeovers that ballooned Dell's 
debt.

India's data centre industry 
to double by 2023  

As per a new report, India’s colocation 
data centre industry is expected to double 
its capacity from 499 megawatts (MW) in 
the fi rst half of 2021 to 1008 MW by 2023. 
This would lead to a requirement of over 
fi ve million square feet of real estate. 

The growth of data centres business 
attributes to the Personal Data Protection 
Bill (PDP) which was fi nalised and adopted 
by the Joint Parliamentary Committee 
(JPC). The PDP Bill mandates companies 
to store a copy of data locally and also 
prohibits the processing of critical 
personal data outside India. The law 
would represent a major milestone for 
India’s colocation DC industry, which 
provides IT infrastructure for storage and 
computing requirements. “The colocation 
industry is expected to benefi t from the 
legislation due to the prerequisite for 
data storage in the country,” said Rachit 
Mohan, Head of Data Center Advisory, 
India.
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INDIA IS AT THE FOREFRONT OF 
A FINTECH REVOLUTION 

HELLO INDIA

India's fintech market has undoubtedly emerged as one of the fastest-growing 
FinTech hotspots in recent years. FinTech helps companies, business owners, 
and consumers manage their financial operations and processes. The global 
fintech market is booming and is expected to reach around $309.98 billion by 
the end of 2022, with a CAGR of around 24.8 percent.

Technology innovations  have brought radical change in traditional financial 
services. Digital transformation has accelerated over the last few years, and 
FinTech is central to this. It is transforming banking, insurance and payments. 
From wallets to lending to insurance, the services of fintech have redefined the 
way in which businesses and consumers carry out routine transactions. The 
increasing adoption of these trends is positioning India as an attractive market 
worldwide.

FinTech is rapidly changing the face of the banking industry, as several banks 
are now switching to digitization as well as paperless and cashless processes. 
India has undoubtedly emerged as one of the fastest-growing FinTech hotspots 
in recent years. We have seen the growth in Paperless lending, mobile banking, 
secure payment gateways, mobile wallets, and rapidly changing markets in the 
world. 

Fintech brings banking convenience like, Real-time payments, faster 
disbursal of loans, investment advisory, transparent insurance advisory and 
distribution, peer-to-peer lending, and several other services that traditionally 
required human capital are now rapidly becoming a part of the digital-native 
FinTech landscape. Sleek and efficient offerings from FinTechs across value 
chains have challenged the status quo of the financial services industry for good.

Over the last few years, rise in digital infrastructure, better internet, a 
growing millennial population, and rising consumer tech awareness have led 
to various fintech offerings gaining traction in India. Indian fintech companies 
will reach a valuation of $150-160 billion by 2025, becoming three times more 
valuable in five years.

India's payments infrastructure has been continuously improving with the 
introduction of new payment mechanisms and interfaces such as Immediate 
Payments Service (IMPS), Unified Payments Interface (UPI), Bharat Interface 
for Money (BHIM), and others. Secondly, initiatives from the government's 
"Make in India" and "Digital India" projects also played a significant role in 
accelerating the adoption of Fintech.  We can’t deny the role of the Reserve 
Bank of India (RBI) that has also pushed the growing use of electronic payments 
to establish a truly cashless society in recent years. 

MSME is the new battleground for FinTech. Startups, BigTech, and 
conglomerates are vying to get a piece of this market. Covid19 has further 
accelerated the adoption of digital by MSME, making this market ripe for 
disruption. India has the highest FinTech adoption rate globally of 87% which 
is significantly higher than the global average rate of 64%.

India is taking strides to ensure that the emerging challenges in the new 
digital world are managed effectively so that the nation emerges as a major 
digital nation.  Neo-banks in India are emerging as a key segment for growth in 
the space – with over 15 Neo-banks currently in India, several of them under 
development or in beta stages. The Financial sector in India has been growing 
steadily, with several private banks partnering with these Fintechs to explore 
synergies and better means of service delivery.  

The pandemic has accelerated the growth of the digital payments industry. 
There are payment models like, Buy Now Pay Later (BNPL), where big-ticket 
purchases can be broken down into smaller low-cost or no-cost EMIs, popular 
among millennials and Gen Z. This is a young, tech-savvy and non-carded 
population. India today has approximately 100 million online shoppers of which 
approximately 25-30 million have credit cards. This makes BNPL the most 
exciting product that can revolutionise how online shopping is experienced.

Other factors that have facilitated the rise of 
BNPL are job losses and salary cuts during the 
pandemic. BNPL increases the affordability of 
essential purchases, while bringing aspirational buys 
within reach.

There are catalysts such as e-commerce and 
digital financial services that have got a significant 
boost due to the social distancing limitations during 
the Covid-19 pandemic and several edtech firms, 
travel sites, and food delivery apps have tied up 
with digital lending platforms to facilitate credit 
availability at checkout.

However, there is concern about  Data leaks, 
platform downtimes, and information theft has 
become quite rampant in the financial services space. 
Data is the backbone of FinTechs. Developing a 
strong mechanism to protect data is of paramount 
importance, and players will have to invest deeply 
in mechanisms to control this risk and comply with 
regulatory requirements towards data security.
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We deliver secure, cloud-first 
network experiences 
by making hybrid, multi-cloud networking simpler, 
scalable, and more reliable for everyone while 
maximizing existing infrastructure investments

Infoblox is the leader in cloud-first networking and security 
services. Available on-premises and through SaaS, the Infoblox 
BloxOne® and NIOS platforms enable ops teams to automate, 
standardize and accelerate the delivery of cloud-native and 
data center network and security services all from one place. 

For more details contact:
Mr. Afsar Khan, Channel Sales Manager
email: akhan2@infoblox.com
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'MAKE-IN-INDIA' IS A PERFECT MANUFACTURING 
ROADMAP FOR THE FUTURE

HOW HIKVISION IS ADDRESSING THE EVER GROWING CCTV 
AND SURVEILLANCE DEMANDS IN THE COUNTRY DURING 
THESE DIFFICULT TIMES, WHERE SECURITY IS THE MAJOR 
CONCERN OF EVERYONE?

We are excited to serve the growing demand for CCTV after 
a long spell of pandemic impact. The growing demand is spurring  
growth of the security industry. It was a great learning experience 
for all of us to go through the various phases of pandemic challenges 
and recovery. We had the resilience and innovative strategies on our 
side to communicate and engage the target audience in a simple and 
effective manner. We are following the ‘Make-in-India’ vision and it 
is a perfect manufacturing roadmap for the future.

The key priority for our management leadership at Hikvision 
India is to keep on innovating and evolving as an organization 
while navigating through the evolving challenges and opportunities. 
We have set the strategic priorities of our goals based on capacity, 
capital and capability. Our focused marketing initiatives are based 
on the evolving market trends, technology advantages, customer and 
employee demand for societal impact. The customer expectations 
are very high, there is an intense pressure to deliver results despite 
increasing competition, economic uncertainty and upheaval. In other 
words, we are fully prepared with the relevant market strategies for 
various market scenarios 2021-2022.

CAN YOU SHARE ON THE READINESS TO MEET THE DEMAND 
IN THE COUNTRY AS MAKE IN INDIA BRAND?

We are putting our best efforts to meet the local demand by 
ramping up the production at our ‘Make-in–India’ manufacturing 
facility. Our state. -of-the-art manufacturing facility in Vasai near 
Mumbai is a shining example of our long term commitment towards 
‘Make-in-India’ vision. We have made a big ticket investment and 
plans are underway for further expansion. To fulfi ll the growing 
demand requirement of skilled workforce in electronic security 
product manufacturing, we are taking various initiatives to train the 
young workforce. 

We have partnered with the National Skill Development 
Corporation (NSDC) to offer security technology training for India’s 
youth. The company is providing security and video surveillance 
products and technology related training and certifi cation programs 
HCSA and HCSP by collaborating with the Skill India program of 
NSDC. This partnership will help in creating a security industry 
specifi c skills and ecosystem development. It is our endeavour to 
impart training with all the necessary technical skills so that India’s 
youth can contribute to electronic security product manufacturing 
and innovation in the security industry. 

WHAT ARE YOUR TARGET VERTICALS AND HORIZONTALS IN 
THE COUNTRY? 

We are focusing on the key vertical markets to offer our 
special vertical specifi c solutions. These include prime verticals i.e. 
Transportation, Critical Infrastructure, Banking, Education, Retail, 
Power Petroleum Oil & Gas (PPOG) and Hospitality.  We have a 
strategic approach to the horizontal market that exists across India. 
Our approach is based on the market demographic research and 
channel growth prospects.

HOW TO EMPOWER THE PARTNER NETWORKS, PLEASE 
SHARE ABOUT THE INTEGRATED DISTRIBUTION NETWORKS 
IN THE COUNTRY? 

We are a pure play business to business channel driven company 
based on growth, mutual trust and long term relationships. We do 
various partner programs to empower the partner networks and 
invest our resources to spur growth. Our channel partner networks 
are going through a robust growth and expansion cycles. The channel 
partners are the real heroes of our success story.

WHAT ABOUT THE GTM STRATEGY FOR THE INDIA BUSINESS 
AND HOW IT IS BENEFICIAL TO THE VARS/ CHANNEL 
PARTNERS IN THE COUNTRY?

Our go to market strategy for the Indian market hinges on the 
Customer Centricity and diversifi ed marketing programs we continue 
to implement as per the evolving market scenarios. The effective 
Partner Program spurs growth of the channel so it remains the most 
important part of channel expansion strategy. A meticulous planning 
and execution of Partner Program certainly help to create the 
conditions for success. It presents partner an opportunity to grow the 
business and expand profi tability.  At Hikvision India, we value the 
Partner Program immensely as it provides the best strategy for growth. 
It further helps in maintaining opportunities in legacy products while 
opening new revenue streams in emerging technologies.

ASHiSH P. DHAKAN
MD & CEO
PRAMA HiKViSiON INDiA PVT. LTD.
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ROUND ABOUT

RARE EARTH: ADVANTAGE KEY TO 
MOVE IN TECHNOLOGY VALUE CHAIN
In a science column in an article on rare earth, the author was dwelling on the 

various kinds of rare earth found in mother earth and their utilities. One thing that 
struck me most was the statement made by the author that countries that controlled 
the rare earth would have the last word in technology. I was impressed by the cogent 
reasons that he attributed. Foremost argument that he adduced was the overwhelming 
infl uence of technology in deciding the course of development in the coming years. 
Almost all technologies, be it chips that form the hardcore of artifi cial intelligence, 
robotics, new frontiers of communications equipment like smart phones etc. he says, 
are very much dependent on rare earth. Does it mean rare earth is something new? It 
has existed ever since the earth was formed. But humans did not know much about 
its uses.  Prehistoric man would have used the rare earth including different types 
of rocks and other naturally available materials for different purposes such as tools, 
shelters and the like. That is why archeologists divide prehistoric periods into the 
Stone, Bronze and Iron ages, named after the main technologies used at the time.

Happily, between the prehistoric and digital age, there is a gap of several 
millennia. Yet today still, what drives mankind forward is technology. The author 
of the eminently written column has been referring to the growth of the technology 
through the prism of time zones. It triggered many thoughts in me. Foremost, what 
will be the course of future technologies? Is it constructive or destructive or both? 
Will mankind develop aversion towards technology at some point of time because of 
its invasive nature into the privacy of the people? Or, is there any end to technology 
or its omnipresence is infi nite? 

Rare earth in layman’s language is either metals or the lanthanides are a set of 
17 nearly –indistinguishable lustrous silvery-white soft heavy metals. There are 
common chemical properties for these metals or oxides. They tarnish slowly in air at 
room temperature and react slowly with cold water to form hydroxides. At elevated 
temperatures, say at 400 Centigrade or so, they ignite spontaneously and burn with a 
fi erce colorful pyrotechnic fl ame.

Once extracted from mines, rare earths are shipped to separation facilities.  They 
are separated from other minerals. Then rare earths are individually separated into 
oxides, metals and fi nally magnets that are used in everything from missiles to wind 
turbines, medical devices, power tools, cellphones and motors for hybrid and electric 
vehicles and what have you. 

Rare earths have diverse applications in electrical and electronic components, 
lasers, glass, magnetic materials, monitoring earthquakes, complicated medical 
treatments and industrial processes.  They do not occur as base metals or in lump 
or visible quantities like iron or aluminum. They are extracted from other materials. 

There is a paradox in the very name of rare earth. They are available in plenty. 
Rare-earth elements are typically dispersed and not often found concentrated.  
Therefore, economic exploitation is diffi cult and expensive unlike metals like iron 
ore, copper or aluminum. Each rare earth in terms of its electronic and magnetic 
properties is really unique. 

A rare earth called Scandium alloy with aluminum is used for manufacturing 
aerospacecomponents, additive in metal-halide lamps and mercury-vapor lamps, and 
radioactive tracing agent in oil refi neries. Yttrium  named after the village of Ytterby, 
Sweden, where the fi rst rare earth ore was discovered in early 1800 has multifarious 
uses in  supercomputers, jet engines, electro ceramics, spark plugs and has medical 
uses including treatment of cancer.  Lanthanum is used in  high refractive index and 
alkali-resistant glass, fl int, hydrogen storage, battery-electrodes, camera and refractive 
telescope lenses, fl uid catalytic cracking catalyst for oil refi neries. Praseodymium, 
another rare earth  is used in  magnets, lasers, core material for carbon arc lighting, 
colorant in glasses and enamels, additive in didymium glass used in welding goggles,  
ferrocerium fi re steel (fl int) products, single mode fi ber optical amplifi ers (as a dopant 
of fl uoride glass). 

This is only a set of illustrative lists of rare earth and their uses. Its uses are 
expanding and hardly is there any segment in technology where the rare earth is not 
used. Scientists are engaged in fi nding new uses since the discoveries can be trailblazing 
and rewarding. 

There is geopolitical signifi cance to rare earth. India and Brazil had supplied a 
major chunk of rare earth till 1948. In the early 1950’s monazite deposits were found 
in South Africa.  Today, the India and South African deposits still produce some rare 
earth concentrates. 

Increased demand has strained supply. There is 
growing concern about the shortage of rare earth. 
That will severely affect the technology value chain. 
Unless new sources are developed, there will be 
severe constraints on the supply side. That will lead to 
spiraling prices since the use of rare earth is widening, 
particularly for making cutting edge technologies and 
devices like smartphones, digital cameras, computer 
parts, semiconductors, renewable energy technology, 
military equipment, glass making, and metallurgy. 

The increase in rare earth prices coupled with 
Chinese reluctance to export the vital raw material, 
motivated a number of countries to go scouting for rare 
earth and reports are there that they are stockpiling 
to make a killing. These countries include Australia, 
Brazil, Canada, South Africa, Tanzania, Greenland, and 
the United States. Mines in these countries were closed 
when China undercut world prices in the 1990s. Now 
the prices are ticking high and these countries are trying 
to enter the arena, though it may take some time to 
come around.  

Extracting rare earth is a diffi cult process due to a 
combination of environmental, technical and political 
factors. Many regions, including the European Union, 
have an abundance of these resources but lack the 
expertise that other countries like China have in the 
processing and magnet production.  Also, the rare 
earth industry has come under fi re for environmental 
concerns. Many rare earth elements reside among 
mineral deposits with radioactive materials that can 
enter the water table. Mining, processing and disposal 
can also contribute to ecosystem disruption and release 
hazardous byproducts into the atmosphere. Some 
companies have proposed extracting rare earths from 
coal. There are also companies, which are eager   to 
recycle old batteries or disk drives. Recycling of key 
raw materials used in the EV space is receiving greater 
investment focus. These include a start-up from former 
Tesla CTO JB Straubel, and Li-Cycle. 

In all probability, the rare earth scene is going to 
warm up in the coming years. Countries that fail to take 
measures to ensure adequate supply of rare earth either 
through excavations or import or recycling will remain 
as technology takers and those countries which push 
this agenda to the forefront will emerge as technology 
leaders. I only wish that this truth should be imbibed by 
India’s technology experts and policy makers.
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HOT BYTES

Hiranandani to invest Rs 30,000 
crore in its data center unit

Hiranandani group is all set to double up on its investment plans 
for its data center unit Yotta. The two-year old venture has not only 
set up India’s fi rst Tier IV data center in less than a year’s time at 
Mumbai but is already starting to replicate the initial success in other 
cities as well.

Sunil Gupta, CEO, Yotta, said, “The demand has been 
overwhelming for our fi rst data center in Mumbai. Being the only Tier 
IV certifi ed data center has also played a big role in this. It gives us 
more confi dence to expand at an even more rapid pace. One building 
of the size we are making costs us about Rs 1,200 crore. We are making 
fi ve such in Mumbai, six in Noida, six in Chennai, three in Pune, three 
in Calcutta and one in Gujarat. Idea is to start the fi rst building as a risk 
investment and then rapidly scale from there. Overall the investment 
could well surpass Rs 30,000 crore over the next 5 years.”

SonicWall: ‘Largest Platform Evolution 
in Company History’ Uni� es Cloud, 
Virtual & Hardware Portfolio

SonicWall is emphasizing the return of customer choice 
for securing and scaling a mix of cloud, hybrid and traditional 
environments.

“Too many times organizations have been forced to change 
the way they operate in order to secure access to their networks, 
data, devices and people,” said SonicWall President and CEO Bill 
Conner. “We’ve been busy innovating cloud and virtual solutions 
that help organizations secure complex blends of networks, 
including virtual, hybrid, cloud and on-premises deployments.”

SonicWall’s growing virtual, cloud and hybrid offerings leverage 
the best of the company’s Boundless Cybersecurity approach to 
return deployment choices to the customer while solving real-
world use cases faced by SMBs, enterprises, governments and 
MSSPs.

Tenable along with IBM Security 
X-Force Red to Detect and Prevent 
Active Directory Attacks

Tenable has announced an expansion of its strategic relationship 
with IBM Security X-Force Red to deliver comprehensive Active 
Directory security services that continuously detect and prevent 
attacks against the Active Directory and connected environment in 
real-time. By combining the power of Tenable.ad with X-Force Red’s 
team of veteran hackers, organizations can identify and disrupt attack 
opportunities before bad actors can leverage them.

Active Directory is a target-rich environment that can, if left 
vulnerable, offer attackers a route to privilege and control of the 
entire domain. Most organizations struggle with Active Directory 
security due to misconfi gurations piling up as domains increase in 
complexity, leaving security teams unable to fi nd and fi x fl aws before 
they become business-impacting issues.

AMD announces new EPYC CPUs to boost 
the performance for data centres

After bringing CPUs to boost the server market, Advanced Micro 
Devices (AMD) is coming for more with a new lineup of EPYC 
processors for data centres. Data center computing powered by AMD 
EPYC™ processors delivers leadership application performance and 
security features to help your business scale.

AMD said Microsoft plans to roll out a new cloud service based 
on its new EPYC CPUs with 3D V-Cache, which deliver a more 
than 50% performance uplift for workloads such as electronic design 
automation. AMD CEO Lisa Su has unveiled the EPYC Milan-X 
processors with 3D V-Cache-- a 3D-stacked L3 cache that offers up to 
768MB of total L3 cache per chip.

According to AMD, the Milan X processor offers more than a 
50% boost compared to the previous-gen EPYC 7003 Series processor 
and is the fastest server processor for technical computing workloads.

The new lineup of EPYC processors will be available in Q1 
2022 with solutions from partner companies such as Cisco, Dell 
Technologies, Lenovo, HPE, and SuperMicro. AMD had fi rst 
unveiled the 3D V-Cache at the Computex 2021 with 3rd gen Ryzen 
chipset for PCs.

Cisco announces new EA to simplify 
Software and Services buying 
program at Partner Summit 2021

At 26th annual Partner Summit conference, Cisco announced a 
new Enterprise Agreement (EA) to make it easier for partners and 
customers to buy, sell, and manage Cisco software and services. The 
single contract increases access to Cisco’s portfolio and solutions, 
offering predictable costs, more choice, and greater fl exibility for 
organizations looking to accelerate their digital transformation.

“Cisco’s new Enterprise Agreement gives our customers and 
partners a powerful, simple, and extremely fl exible way to buy 
and consume our great software products,” said Gerri Elliott, EVP, 
Chief Customer and Partner Offi cer, speaking at Cisco Partner 
Summit 2021. “Our incredible partner ecosystem has already built a 
multi-billion dollar software business but we’re clearly just getting 
started. Innovations like the ability to shift investments across the 
portfolio will help us better serve our customers, push further into 
our business transformation, and drive higher profi tability for our 
partners.”

The new Cisco Enterprise Agreement is a cornerstone of Cisco’s 
ongoing transformation and commitment to supporting partner 
profi tability, as well as streamlining the customer experience.

Ingram Micro India signs distribution 
agreement with Veeam

Ingram Micro India announced their distribution agreement 
with Veeam – an industry leader in backup, recovery and data 
management solutions that deliver comprehensive data protection 
for data deployed on-premises, in 
the cloud or through Backup as a 
Service (BaaS) or Disaster Recovery 
as a Service (DRaaS).

The Veeam® Platform is 
designed to accelerate business 
agility by offering advanced data protection solutions for cloud, 
virtual, SaaS, Kubernetes and physical workloads that extend 
beyond core backup and recovery. Veeam provides comprehensive 
data protection, simplifi es cloud backup and protects data from 
accidental deletion and other cybersecurity threats. Organizations 
that run on Veeam Platform are more effi cient and much quicker 
to respond to business needs and deliver new digital services.

Commenting on the collaboration, Jayant Gundewar, 
Executive Director and Head of Advanced Solutions business 
at Ingram Micro India said, “As organizations adopt modern IT 
solutions at a rapid pace, data protection challenges are undermining 
their abilities to execute Digital Transformation initiatives. The 
addition of Veeam to our portfolio will enable our partners and 
customers to ensure that their apps and data are always protected 
with enterprise-grade data protection capabilities.”
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HOT BYTES

NTT Global Data Centers and Tokyo Century 
extends partnership in 
India data center business

NTT Corporation, NTT Global 
Data Centers Corporation and Tokyo 
Century Corporation are pleased to 
announce the expansion of their data center business collaboration in 
India to the Navi Mumbai area. We will jointly own assets related to 
the data center business owned by NTT Global Data Centers NAV2 
(NAV2) through an intermediate holding company (SPV) which will 
be newly established in Singapore.

In response to the growing global demand for data centers, NTT 
is investing in the data center business to support core infrastructure 
that is the foundation for NTT’s full-stack global strategy. In the data 
center business, where demand will continue to grow worldwide, 
NTT aims to provide high-quality services to global companies 
by maximizing investment effi ciency and accelerating data center 
business investments.

Avaya aids partners ‘Subscribe To 
Change’ as Channel community 
converges on its partner forum

At a hybrid edition of the Avaya Partner Forum, Avaya outlined 
the considerable market shifts that have taken place over the past 
18 months, and how the Avaya OneCloud AI-powered experience 
platform will help channel partners harness the opportunities that 
these market changes present.

“With every change comes an opportunity. And beyond the 
pandemic, the long-term opportunities are vast for Avaya and its 
partner community. Organizations have realized that improving 
the quality of experiences through both the customer and employee 
journey is today among the most important differentiators and 
creators of brand affi nity. And that’s where Avaya and its partners 
excel – helping our customers create experiences that matter for their 
customers,” said Fadi Moubarak, Vice President – Channels, Avaya 
International.

Channel partners now fi nd themselves having to address a range 
of new customer demands.

Savex Technologies to distribute Fungible 
DPU-Powered solutions in India

Fungible has announced its latest channel ecosystem partner Savex 
Technologies, one of India’s largest Information and Communication 
Technology Distributors. Fungible is increasing its investment in 
India by building out its sales organization and further developing its 
design center in Bangalore.

The strategic collaboration 
agreement further expands the 
Fungible business and market 
footprint in India. Designed 
to drive deeper levels of 
reseller engagement across the 
region, the larger distribution 

network aims to provide better partner access to Fungible solutions.
“We are pleased to collaborate with a leading technology solutions 

provider such as Fungible and showcase their solutions and services to 
our reseller base,” said Raunak Jagasia, Director Enterprise Business 
and Alliance at Savex Technologies. “This strategic partnership will 
enable us to further deliver Fungible technologies into the channel, 
ultimately supporting our mutual customers and helping to ensure 
success in this fast-growing market.“

HCL Technologies launches AWS Business Unit 
to accelerate Enterprise Cloud Transformation

HCL Technologies (HCL) has launched its Amazon Web Services 
(AWS) Business Unit (AWS BU) to help enterprises worldwide 
accelerate their cloud transformation journey.

This dedicated business unit within HCL will be supported by 
AWS engineering, solutions and business teams. HCL currently 
holds fi ve AWS competencies, has more than 10,000 professionals 
trained on AWS and plans to boost this capacity to more than 20,000 
specialists in the future.

The new business unit will help businesses modernize their 
legacy systems and mainframe applications and reliably adopt cloud 
technologies that boost effi ciency, achieve objectives and meet 
regulatory compliance, all the while migrating and managing SAP 
workloads on AWS.

“HCL is an AWS Premier Consulting Partner capable of 
providing end-to-end road map for adopting AWS to best serve our 
mutual customers, with a fi rm heritage in modernizing infrastructure, 
applications and data,” said Doug Yeum, Head of WW Channels and 
Alliances, AWS. “With the launch of the HCL AWS Business Unit, 
HCL will leverage its vertical-fi rst focus on FSI, telco, and energy and 
utilities plus deep technical expertise on SAP, contact centers, hybrid 
cloud and mainframe modernization to transform businesses and 
consumer behavior using technology when they need it the most.”

Commvault’s Metallic Security IQ 
brings Proactive Cyber Readiness, 
identi� es Data Protection Risks

Commvault has announced Metallic Security IQ. Embedded as 
an optional feature across the entire Metallic portfolio, Security IQ 
is a unifi ed security dashboard that provides customers with quick 
and meaningful insights into threats impacting their data landscape 
and their data backup security posture in their Metallic cloud 
environments.

IT administrators responsible for data protection are facing 
cyberattacks, ransomware and new and sophisticated threats that 
make it challenging to meet internal security mandates. With all of 
the new threats that are being developed by malicious actors, no 
tool can guarantee protection. However, with Security IQ, Metallic 
customers get intuitive tools and advanced insights to bolster their data 
backup and recovery posture broadly across cloud applications, SaaS 
applications, endpoints, and hybrid cloud workloads. The Security 
IQ dashboard empowers IT professionals and admins to spot risks and 
vulnerabilities in real-time, limit their exposure to cyberthreats with 
zero-trust controls at scale, and make more informed data recovery 
decisions – from one central location. 

Kyndryl spins-o�  from IBM completely
Kyndryl has declared that it has completed its spin-off from 

IBM and began trading as an independent company on the New 
York Stock Exchange under the ticker “KD”.

“We are thrilled that Kyndryl is today an independent 
company -- with 90,000 of the best and brightest professionals, a 
strong balance sheet and a path to growth,” said Martin Schroeter, 
Kyndryl’s chairman and chief executive offi cer. “There is a large 
and growing need for digital transformation services, and our 
unrivaled global expertise in creating, managing and modernizing 
mission-critical information systems positions us well in a market 
that will expand to more than $500 billion by 2024. We look 
forward to the path ahead, with a fl atter and faster company that 
is at the heart of progress for our customers and for the world.”

Launched as an IT infrastructure provider with a differentiated 
approach that integrates development, security and operations, 
Kyndryl has 90,000 professionals worldwide and delivers advisory, 
implementation and managed services to more than 4,000 global 
customers, including 75% of the Fortune 100 and leading fi nancial 
services, telecommunications, retail, airline and automotive 
companies.
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Juniper Networks rolls out AI-driven Wi-
Fi 6E Access Points and IoT Assurance 

Juniper Networks announced two new 6 GHz access points that 
leverage Mist AI to maximize Wi-Fi performance and capacity while 
simplifying IT operations. In addition, Juniper is introducing a new 
IoT Assurance service that streamlines and scales the onboarding and 
securing of IoT devices without Network Access Control (NAC). 
These enhancements to the Juniper wireless access portfolio further 
the company’s experience-fi rst networking mission so that IT 
administrators can deliver the best network experiences to their end 
users.

“While it is relatively easy to support new standards like Wi-Fi 
6E in hardware and to onboard a small number of IoT devices using 
pre-shared keys, Juniper has again put customers fi rst by applying 
the proven benefi ts of Mist AI and the modern microservices cloud 
to these environments to deliver unparalleled performance, agility, 
ease and scale,” said Jeff Aaron, VP Enterprise Marketing. “From 
Day Zero installation through ongoing monitoring, management 
and troubleshooting of the network, Juniper continues to stand out 
for an experience-fi rst approach to networking that delivers the best 
experiences for operators and end users from the client to the cloud.”

ASUS rolls out Vivobook 13 Slate 
OLED (T3300) laptop 

ASUS has a mission to deliver incredible experiences that enhance 
the lives of people everywhere, and the newly announced Vivobook 
13 Slate OLED does exactly that. This fun-fi lled 2-in-1 Windows 11 
marvel — the 13.3-inch Windows detachable laptop —rewrites the 
rules to make it easier to enjoy everything, everywhere. Now, there’s 
no need to carry multiple devices for work and entertainment — this 
multi-talented personal companion does it all, thanks to its brilliant 

OLED touchscreen and 
quad-core Intel processor.

It’s vivaciously styled 
and amazingly versatile, 
with a detachable full-
size keyboard and a 

cover stand that has a 170° hinge. There’s also a high-precision ASUS 
Pen 2.0 stylus, neatly stored in a handy magnetic pen holder so it’s 
always to hand. This do-it-all laptop is equally at home in landscape 
or portrait mode, with or without a keyboard, so writing, typing, or 
watching at any angle in any environment is effortless.

Dell Technologies and VMware Drive 
Simplicity with New Multi-Cloud 
and Infrastructure Solutions

Dell Technologies announces new cloud and IT offerings, co-
engineered with VMware, to speed how organizations consume, 
manage and act on critical data.

“Organizations are 
increasingly relying on 
multiple clouds and other 
emerging technologies 
to remain competitive 

in today’s demanding business climate, with more than 90% of 
enterprises expected to rely on a mix of private clouds, various 
public clouds and existing infrastructure within the next year,” said 
Jeff Boudreau, president and general manager of Dell Technologies 
Infrastructure Solutions Group. “Today’s announcement reinforces 
the value Dell and VMware offer together and further demonstrates 
our commitment to delivering technologies that simplify how 
organizations can use technology to capitalize on a data-driven, 
always-on economy regardless of where applications and data reside.”

NetApp geared to o� er customers 
through Deep, Industry-Leading 
public cloud relationships

NetApp has announced continued growth and momentum helping 
organizations unlock the best of cloud at 
less cost, through its collaboration with 
the world’s three largest public clouds.

NetApp’s expansion in the cloud has 
been driven by customers and supported 
by these partnerships, accelerating 
NetApp’s public cloud services’ customer 
and fi nancial growth by bringing its leading CloudOps and ITOps 
solutions to existing and new addressable customers. Furthering its 
investment in the cloud, NetApp acquired Data Mechanics in early 
fi scal year (FY)’22, and this month announced the intent to acquire 
CloudCheckr to bolster the Spot by NetApp portfolio’s existing 
continuous cloud optimization capabilities.

This growth, driven by NetApp’s ONTAP data management 
software, which provides high-performance shared storage for fi le and 
block workloads, has propelled the native integration of NetApp’s 
cloud fi le services into each of the major public clouds.

Fortinet Uni� es Zero Trust, Endpoint, 
and Network Security to Lead the 
Work-from-Anywhere Era

Fortinet announced the industry’s most complete solution to 
enable organizations to secure and connect work-from-anywhere. 
By unifying Fortinet’s broad portfolio of zero trust, endpoint, and 
network security solutions within the Fortinet Security Fabric, 
Fortinet delivers security, services, and threat intelligence that 
seamlessly follow users whether on the road, at home, or in the 
offi ce to provide enterprise-grade protection and productivity. These 
capabilities – designed for the way business is done in the Work-from-
Anywhere Era – are available now.

Work-from-Anywhere Expands to Benefi t Workers and 
Cybercriminals

The COVID-19 pandemic has surfaced as the forcing function that 
greatly expanded the work-from-anywhere model. A forecast analysis 
from Gartner reveals, “by the end of 2024, the change in the nature of 
work will increase the total available remote worker market to 60% 
of all employees, up from 52% in 2020.” Also according to Gartner, 
“Organizations are facing a hybrid future, with 75% of hybrid or 
remote knowledge workers saying their expectations for working 
fl exibly have increased.”

NVIDIA Announces Platform 
for Creating AI Avatars

NVIDIA has announced NVIDIA Omniverse Avatar, a 
technology platform for generating interactive AI avatars.

Omniverse Avatar 
connects the company’s 
technologies in speech AI, 
computer vision, natural 
language understanding, 
recommendation engines 
and simulation technologies. Avatars created in the platform 
are interactive characters with ray-traced 3D graphics that can 
see, speak, converse on a wide range of subjects, and understand 
naturally spoken intent.

Omniverse Avatar opens the door to the creation of AI 
assistants that are easily customizable for virtually any industry. 
These could help with the billions of daily customer service 
interactions - restaurant orders, banking transactions, making 
personal appointments and reservations, and more - leading to 
greater business opportunities and improved customer satisfaction.
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ROUND ABOUT

CONFLICT AND INTERGROUP 
BEHAVIOR

Today we will think of a highly relevant topic which challenges us constantly in 
corporate life. We cannot avoid conflict and intergroup behavior which is dependent 
on the negotiation of conflict only.

Accept and acknowledge. Conflict is a state of disagreement and difference 
between two or more individuals or groups. It’s not pleasant and we don’t like when 
it waylays us in the course of our community relations or organizational activities. 
We consider it disruptive. Yet conflict is essentially part of our lives and it also helps 
us to find answers to highly relevant questions in social and business life. The first 
lesson is to acknowledge and accept it. Conflict may develop due to multiple factors 
such as over ego, difference of interests, resources, difference of values and opinions, 
and many more. However, our context for today’s thought sharing is intergroup 
behavior;  so let us focus on that for conflict management. If we think of organization 
or corporate life in general, we see various groups and sub groups vying with one 
another in a more competitive than collaborative spirit. For instance, a standard 
software company will have broad groups of projects and accounts, HR, Admin 
and Legal, Quality and internal security, hardware maintenance and network team, 
sales and marketing division and so on. Despite procedures and policies there would 
be situations and undercurrents of tension among groups. Actually, there are more 
than one tension circles cutting across the groups and affecting day to day work. 
Organizations and their spokesmen do not flaunt these differences before its clients, 
associates or even in public, to the employees. We try to pretend that all is well and 
there’s nothing to worry about. This keeps issues under the carpet and in many cases 
forces them to simmer and fester which leads to bigger problems down the line. We 
forget the old proverb “a stitch in time saves nine.”

Address. Yes, we have to address the issues and not ignore them as non-existent 
or minor. We should not allow finger pointing and blame games to develop as work 
culture and destroy trust and transparency. But this is not possible unless we as an 
organization decide to acknowledge and accept the conflict in the beginning. It is 
how intelligently we handle conflict among groups that decide on the success of the 
organization or community as a whole. We had to fight two world wars, innumerable 
battles and civil wars and other pandemics and calamities to reach 2021 and yet we 
are fighting more and more battles every day. These conflicts turn into great lessons 
for people who are smart and would not allow themselves self-pity or fanaticism. It’s 
Stephen Covey who spoke of win- win in a conflict situation and we like to swear by 
his Seven Habits but few smart people and organizations follow his advice. 

Negotiation. Groups rarely work in harmony unless there is a bond of interest. 
Cultural and religious conflicts may turn into political violence and social unrest till 
the warring groups are made to understand the benefits of working together. Hence 
the great adage “we agree to disagree”. Intergroup behavior gets better and smarter as 
the leadership acknowledges and accepts the gaps in understanding and interests and 
works seriously to bridge them. Once this stage is reached and intergroup chemistry 
addressed then the need for negotiation is realized by all. It’s human nature to pay 
maximum attention to visible interests and ignore long term value based principle 
oriented deliberations. Either you need enforcement – like police and army – or the 
carrots and assurance of gains to keep intergroup misbehavior to stop. In corporate 
life policies means policies and punitive measures but that is only superficially 
effective. Resolution to a conflict can only come through effective meaningful 
negotiation among groups and their representatives.

Trust. How do you build trust with people who disagree with you? Is negotiation 
a compromise? You cannot trust them only at the behest of the top management. 
Neither can you read the Bible and turn into loving Christians overnight. The smart 
way to address conflict is to negotiate like impartial, detached problem solvers and 
not opponents, to view and analyze the issues of conflict objectively and in the light 
of organizational – individual or group interests. This is what is called enlightened 
self-interest is it not so? Intergroup behavior can be improved and radically upgraded 
if instead of factional, partisan, myopic vision we have an integrated and complete 
picture of the benefits resulting from team work, transparency and harmony. The 
best armies and navies of the world are the ideal examples for this. Also, a great 
team of scientists, engineers and social campaigners fall into this class. The latter 
do not mouth slogans, do not pretend, do not advertise their greatness but put 
sustained, warm, smart togetherness into their projects to make it successful.  In 
corporate or organization entities negotiation is not merely discussion and bargain. 
It is a conversation and running review of priorities and strategies which happens 
through meetings, task forces, exchange of team members across the groups and 
other avenues. 

Patient and sustained work. For a constructive development of positive intergroup 

behavior, the leadership should undertake a sustained, 
patient exercise covering various aspects. It should also 
be ready for setbacks and new challenges because of 
complex human dynamics involved. It’s a matter of 
focused work to build an ecosystem which is built on 
a strong foundation of common goals and interests, 
regular interaction between groups, facilitation of 
priority objectives, flexibility to adjust to external 
changes, powerful leveraging of human resource and 
psychological factors across the groups. 

Leadership and vision. Last but not least, this is a 
most critical element in managing intergroup conflict 
and turning it into a productive engine of improvement 
for the organization or community. I am not talking 
of a mere top down approach but stress on the value 
of quality leadership to influence group behavior. 
Leadership includes management but cannot be defined 
by managerial command only. Managers try to manage 
but leaders influence and lead with examples. They are 
the people whom Stephen Covey in his Eighth Habit 
identified as people who found their voices. Intergroup 
conflict is not a matter of continuous mending and 
patching but it is an active, volatile classroom which 
should result in lessons for the next level. Mother 
nature teaches us the mystery of conflicts like diseases 
and bodybuilding both of which prove the efficacy of 
gain through losses. You cannot develop great muscles 
without working hard on them, creating pain and 
loss. Conflicts show that there is a space of resolution 
we have not reached. That is a goal to work for. 
Intergroup behavior can be interpreted and improved 
by continuous effort to address and resolve the areas 
of conflict. Conflict within a group or between groups 
is a problem which is to be solved by intergroup unity 
which will pave the way to collective intergroup action 
and synergy. Astute leadership can develop correct 
organizational behavior and practices which can 
overtake and fuse intergroup politics and conflict.

Strategies to boost intergroup practices.  Contracting 
or negotiation of a quid pro quo between two groups. 
Co-opting, that is giving stake of decision making to 
some from another group. Forming a coalition or 
strategic alliance with other groups to achieve goals. 
Finally, we should remember that strategy is meant to 
take us to the goals. Conflict is acceptable but combat is 
not. Therefore, a value chain is needed to uphold right 
intergroup behavior in which groups will have their 
interests merged into the organizational goals and not 
the other way around.
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Google introduces distributed 
cloud model

Google is introducing the Google Distributed Cloud, a portfolio 
of solutions consisting of hardware and software that extend its 
infrastructure to the edge and into company data centers. This 
announcement was made at Google Cloud Next ’21. It says, depending 
on the organization’s needs, Google Distributed Cloud can run across 
multiple locations. Google Distributed Cloud, customers can migrate 
or modernize applications and process data locally with Google 
Cloud services, including databases, machine learning, data analytics 
and container management.

Google’s network edge - Allowing customers to leverage over 
140+ Google network edge locations around the world.

Operator edge - Enabling customers to take advantage of an 
operator’s edge network and benefi t from 5G/LTE services offered 
by our leading communication service provider (CSP) partners. The 
operator edge is optimized to support low-latency use cases, running 
edge applications with stringent latency and bandwidth requirements.

Lenovo brings the ‘Made-in-India’ Tab K10
Lenovo has announced the launch of its locally manufactured 

tablet, the “Tab K10”, in India. This Made-in-India tablet is a 
mainstream commercial tablet for enterprise solutions given its 
capability of streaming memory-intensive media content and 
running software applications made from complex workflows 
without breaking a sweat.

Made in India for Indian businesses
The android Tab K10 comes with a 10.3 FHD (1920 x 1200) 

m u l t i - t o u c h 
display and 
MediaTek Helio 
P22T, Octa-
Core processors 
for smooth 
p e r f o r m a n c e . 
It is being 
launched for all 

channels with an extra focus to cater commercial and enterprise 
requirements. In line with Lenovo’s commitment to empower 
local businesses, the Lenovo Tab K10 tablet will be manufactured 
at a fully digitized and automated plant in Tirupati, Andhra 
Pradesh. This plant was launched earlier this year by Lenovo with 
Wingtech Technology, particularly for manufacturing tablets that 
not just meet the needs of consumers but also can be used for 
specialized functions by businesses across retail, manufacturing, 
and healthcare sectors.

Comviva introduces next generation 
BlueMarble platform

Comviva has announced the launch of its next generation 
BlueMarble platform.

The new BlueMarble is an integrated digital commerce, order 
management, customer care and partner management platform. 
Specifically designed for Communication Service Providers 
(CSPs), it is 5G ready, cloud-native, microservices based, open 
and modular digital platform that delivers business agility, high 
performance and flexibility to rapidly offer personalized digital 
experiences and journey.

Comviva’s BlueMarble empowers CSPs to serve all customer 
types (consumers and businesses, existing and new), all channels 
(assisted, unassisted, current and future), multi-play businesses and 
actively leverage partner ecosystems. With the new BlueMarble, 
Comviva supports the entire digital customer lifecycle from 
discovery, shopping, ordering, and billing to payment and care. 
It enables CSPs actively access to new revenue sources while 
accelerating time to launch and monetize new lines of business, 
such as 5G, Cloud applications, IoT and virtualized services.

Vertiv Introduces 230V NetSure Inverter 
Series, Maximizing Availability of AC 
and DC Loads in 5G Applications in 
Asia, EMEA and Latin America

Vertiv has introduced the Vertiv NetSure Inverter series, a space-
saving system that powers AC and DC loads in a single sub-rack with 
a common battery bank. The system provides DC and AC power 
from a common platform using a single control unit, eliminating 
the need for separate controllers for the DC power system and the 
inverter. The 230 VAC system is available today in Asia, EMEA 
and Latin America, and a 120 VAC system will be available in the 
Americas in early 2022.

Building on Vertiv’s long history and broad portfolio of both 
AC and DC power solutions, the NetSure Inverter series is a fully 
integrated system comprised of an AC and DC distribution panel, 
NetSure™ Control Unit, and eSure™ rectifi ers and inverters. Working 
in concert, the system provides zero transfer time between AC mains 
and DC battery sources, delivering extremely reliable backup for 
critical loads. The NetSure inverter module has the industry’s best 
power density in its class at 23 watts per cubic inch (1.4W/cm3) 
and leverages that in a compact footprint to deliver peak effi ciency 
of up to 96.3%. The module is hardened for the high-temperature 
environments up to 80 degrees Celsius where it will be deployed 
routinely, specifi cally those in the telecommunications access space 
and at the edge of the network.

Hikvision launches HikCentral to 
make Access Control and Time 
Attendance Management easy 

Hikvision has announced the launch of its HikCentral Access 
Control software as a new offering of its signature HikCentral 
family. Inheriting the complete access control and attendance 
capabilities from the existing HikCentral Professional, the new 
software is designed and dedicated for professional access control 
and time attendance management in an easier and more efficient 
way. This simplifies security and operations for small and medium 
businesses, who can integrate the system with their Hikvision 
access control and intercom products quickly and easily. 

With HikCentral Access Control, business customers can 
experience a wide range of benefits: 

·       Maximized security with advanced access control features 
and real-time alarms

Intel rolls out 12th Gen Intel Core family 
with launch of new desktop processors 
including i9-12900K gaming processor

At Intel Innovation, Intel unveiled the 12th Gen Intel Core 
processor family with the launch of six new unlocked desktop 
processors, including the gaming processor, the 12th Gen Intel 
Core i9-12900K. With a max turbo boost of up to 5.2 GHz and as 
many as 16 cores and 24 threads, the new desktop processors reach 
new heights of multi-threaded performance for enthusiast gamers 
and professional creators.

The full 12th Gen Intel Core family will include 60 processors, 
set to power more than 500 designs from a broad set of partners. As 
detailed during Intel Architecture Day 2021, the new performance 
hybrid architecture, the fi rst built on Intel 7 process, delivers 
scalable performance from 9 to 125 watts to enable every PC 
segment from ultra-thin-and-light laptops to enthusiast desktops 
and out to the edge.
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Bharti Airtel gears to test 5G 
services for enterprises

Bharti Airtel said it is collaborating with global consulting and 
technology companies including Accenture, Amazon Web Service, 
Cisco, Ericsson, Google Cloud, Nokia, Tata Consultancy to test 
enterprise-grade use cases using high speed, low latency 5G networks.

The tie-up has been forged to deploy the spectrum across the 
geography. It has further set ties with leading industry brands. such 
as Apollo Hospitals, Flipkart and other manufacturing companies to 
test solutions based on 5G.

The Department of Tele communications (DoT) has approached 
Trai, seeking the regulator’s views on the base price, amount, and 
other modalities for spectrum across multiple bands.

The use case demonstrations will be conducted both at end-user 
locations and at Airtel’s advanced 5G lab in Network Experience 
Centre at Manesar (Gurgaon).

Bharti Airtel also understands the kind of revenue stream that can 
be built out of developing 5G networks to handle enterprise use-cases. 
The telco has already tested its 5G network for cloud gaming and saw 
great results.

SNET Broadband brings in a very 
a� ordable 60 Mbps Plan

SNET Networks, a regional internet service provider (ISP) is 
currently offering a very interesting 60 Mbps broadband plan to users 
living in Mumbai, Maharashtra. Generally, a 60 Mbps plan would 
cost upwards of Rs 500. But SNET is offering it for a very affordable 
cost. Here’s everything you should know.
SNET Broadband 60 Mbps Plan Details

SNET Broadband is offering its 60 Mbps plan for Rs 424 per 
month. Customers will have to pay Rs 76 as GST, which will make 
the total cost of the plan Rs 500 per month. This is a yearly plan from 
the SNET. Customers will only get the 60 Mbps plan for this cheap 
if they are paying a Rs 6,000 lump-sum amount to the company for 
getting services for one year straight.

Interested people can go to the company’s website and enquire 
more about the plan from SNET. The company hasn’t mentioned 
anything about whether there is a fair usage policy (FUP) limit on 
data consumption or not. Further, there’s no mention of the cost of 
purchasing a new connection. All of this information will have to be 
inquired about by the customer before fi nalising the purchase. Users 
can get up to 100 Mbps speed broadband plans with SNET Broadband.

Jio soon to launch a� ordable laptops
Reliance Jio has recently launched the JioPhone Next, its entry-

level offering in the smartphone segment. The company is now 
gearing up to enter the laptop segment in the country with an 
affordable offering.

A XDA report had recently revealed that Reliance Jio is working 
on a laptop, dubbed as JioBook. According to a MySmartPrice report, 
the JioBook has now been spotted on Geekbench, revealing some of 
its specifi cations ahead of the launch.

In September, three JioBook models, NB1118QMW, 
NB1148QMW, and NB1112MM were spotted on the BIS certifi cation 
site. Now, the NB1112MM variant has been spotted on Geekbench.

Features of JioBook
The JioBook with the model number NB1112MM will reportedly 

run on the MediaTek MT8788 chipset coupled with 2GB RAM. 
Instead of Windows, the laptop will run on Android 11-based JioOS.

The device scored 1178 points in the single-core test and 4246 
points in the multi-core test. The MT788 chipset is an octa-core 
chipset with four performance cores and four power-effi ciency cores.

Vi with Nokia enables 5G Trials to 
bring connectivity to rural areas

Vodafone Idea Limited (VIL) along with its technology partner, 
Nokia, has announced successfully conducting a 5G trial. The 
trial utilized 5G in the 3.5GHz spectrum band allocated by the 
Government for 5G trials, to provide rural broadband connectivity 
in Gandhinagar in Gujarat.

Using Nokia’s solution, Vi successfully trialed providing 5G 
connectivity across an area covering 17.1 km while delivering speeds 
of more than 100Mbps. This 5G trial by Vi along with Nokia, 
supports the Indian government’s Digital India vision of providing 
reliable and high-speed connectivity in rural areas. Vi is using Nokia’s 
AirScale radio portfolio and Microwave E-band solution for the trial 
that support enterprises, both large and small and medium businesses 
with reliable connectivity.

Jagbir Singh, Chief Technology Offi cer, Vodafone Idea Limited, 
says, “Accelerated digitalisation over the last two years has led to 
growing dependency on high-speed broadband and an urgency to 
connect the unconnected. Vi GIGAnet, India’s fastest network, 
is enabling users in urban and rural areas, and enterprises, to stay 
ahead in this digital era. With our 5G ready network and our partner 
Nokia’s, fi eld-proven solution, we are now working on providing 
solutions and use cases based on high-speed 5G coverage in rural 
areas.”

Dixon and Beetel to jointly manufacture 
telecom and networking products

Dixon Technologies Ltd is an Indian electronics manufacturing 
services company, based in Noida. It is a contract manufacturer of 
televisions, washing machines, smartphones, LED bulbs, battens, 
downlighters and CCTV security systems for companies such as 
Samsung, Xiaomi, Panasonic and Philips.

Dixon Technologies has entered into a Joint Venture Agreement 
with Beetel Teletech Limited ,where Dixon Electro Appliances 
Private Limited (JV Company) will be 51% owned by Dixon and 
49% owned by Beetel.

The JV Company has received approval under the PLI scheme 
of the Government of India for manufacturing of Telecom and 
Networking Products in India and in accordance with the same, it 
will undertake to manufacture of telecom and networking products, 
inter-alia GPON’s, ONT’s, modems, routers, set-top boxes, IoT 
devices, etc for the telecom sector/industry including for Beetel and 
Airtel. “It gives us immense pleasure that we have partnered with 
Beetel. We are delighted and encouraged by the trust they have 
bestowed on Dixon for this collaboration. We see them as our ideal 
long-term strategic partner who shares our core values: focus on 
quality, engineering prowess, innovation and customer satisfaction & 
we intend to leverage each other’s strengths to manufacture telecom 
and networking products.  

BSNL comes up with new plan with 
365 days validity, unlimited voice 
calling and 600 GB data for Rs 1,999

The state-owned Bharat Sanchar Nigam Ltd. (BSNL) often 
offers great and cheap plans to the customers. Because of the recent 
pandemic the new normal - work from home became prevalent 
for which BSNL introduced many plans which offer unlimited 
data. If anyone is looking for a longer validity and more data, for 
them BSNL has come up with a long term validity plan of Rs 1,999 
for its customers, in which data is also given along with unlimited 
free voice calling.

In this plan, BSNL users will get a validity of 365 days with 
unlimited voice calling and 600 GB data. This data can be used by 
the user throughout the year.   

No daily usage limit is set in this data. Along with this, 100 
SMS per day are also given to the user in this plan, which can be 
used for 1 year.
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applications for the private industry and government organizations. We offer end 
to end solutions in Virtualization, Backup Solutions, DC/DR Solutions, Cloud 
Solutions, Hyper Converged solutions, Networking & Security Solutions with 
partners like Lenovo, Nutanix, Cisco, Aruba, VMware etc.

In the distribution business we have a strong reseller network with 1000+ 
partners. Our in-house developed softwares comprising eGovernance suite of 
applications has been successfully deployed and used across various large government 
organizations. We have recently also acquired a large end to end solutions business 
with our eGovernance suite of applications and expect phenomenal growth in the 
near future.

The key factors that drive our year-on-year growth in the IT industry includes 
consistency, reliability, adaptability and innovation with latest trends in technology.

What is the most preferred brand/product by your customer and 
do they opt for any additional services? During the pandemic, how 
have you supported customers to ensure that the IT workforce runs 
smoothly and how will this change now that offices are re-opening?

The most preferred brand by our customers is Lenovo with a demand for 
multiple allied solutions with Lenovo Think Servers, ThinkPad, ThinkCentre & 
ThinkStation products. We provide end-to-end system integration services to our 
partners, as well as to our corporate and government clients. In the last few years 
we have successfully completed large infrastructure projects with Hyper Converged 
Solutions, Networking Projects, AV Integration Projects and implemented large 
data centers in Corporate, Banking & Government domains.

During the pandemic period we saw a drastic increase in demand for laptops 
for WFH scenarios. The reason we were able to successfully fulfi ll our customer 
demands was only due to the exclusive support we received from the Lenovo team. 
Additionally, our customers, IT workforce and admin teams were under tremendous 
pressure to maintain business continuity during the pandemic & post pandemic 
period. We offered them end- to- end solutions, along with Lenovo Premier Support, 
for better TAT from the Lenovo Service Team. Cloud based VDI solutions or On 
Premise VDI solutions were provided which helped in pressure situations.

We also provided Lenovo Device Intelligence (LDI) Solutions to some customers. 
This solution benefi ted their IT Admin teams to be proactive in their ability to 
support their end-users and monitor device trends as well as forecast hardware or 
software issues in advance.

What kind of services and solutions do you provide your customers?  
Do you see a higher preference for a particular service or solution by 
them?

We provide complete end-to-end solutions to our customers. We take a 
consulting approach while proposing any solution to a customer. In case of 
any new technology, we do a POC initiative and then prepare the design of the 
solution. We have implemented datacenter provisioning with computation, storage 
& virtualization/ hyper converged solutions for some large customers. We have 
also implemented the state-of-the-art unifi ed communication platform of Crestron 
which has aided our customers to transform their home offi ce to a collaboration 
platform with an all-in-one meeting solution.

How was your digital transformation journey and what opportunities 
can you foresee for the SMB business?

Our digital transformation journey has been both positive and negative. Digital 
transformation is often used to boost agility and operational effi ciency. Initially 
we faced some issues with security of data in the WFH scenario. However, the 
transformation has overtime benefi ted us in terms of cost saving, revenue growth, 
fl exibility & improving effi ciency.

As a way ahead, we are targeting the SME segment for expansion of business 
& trying to position the best possible solutions as per our customers’ expectations. 
During the time of the pandemic, we saw the opportunity to shift our customers to 
SAAS model/Cloud solutions and foresee a big leap in this direction.

ANIRUDDHA MENAVLIKAR
Director
Monarch Technologies 

In a chat with VARINDIA, Aniruddha Menavlikar, 
Director, Monarch Technologies discusses the 
company, its growth drivers, the services and solutions, 
the digital transformation journey etc.

Please give us a little brief about yourself 
and the company.

Monarch Technologies started as a partnership fi rm 
in 1987 and grew into a Private Limited company in 
April 1996 as Monarch Technologies (Pune) Pvt. Ltd.

Our primary aim is to provide IT Solutions across 
India through exclusive high-performance systems to 
SME, Mid-Market, BFSI & Government organizations.

In the initial years, we sold assembled personal 
computers and were authorized dealers for many 
prominent companies Over time with increased 
market expectations our focus shifted to high end 
computing, storage and server products partnering 
with IBM and then with Lenovo post its acquisition in 
2005. Along the way we also expanded our horizon to 
other complimenting IT products and verticals.

Briefly explain your business model and what 
drives your YOY growth. Why would your 
customers select you over your competitors?

We currently have a large presence in the 
distribution business for commercial products and IT 
Solutions & Service Provider for SME, Mid-Market, 
BFSI & government organizations.

Our IT Solutions business caters to virtualization, 
security & storage solutions and in-house software 

“We provide IT Solutions across India through 
exclusive high-performance systems to SME, Mid-

Market, BFSI & Government organizations”
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FAIITA to announce a robust platform 
“INDIA IT MALL”, A Phygital model

A recent study shows that around 66% of shoppers check their 
smartphones to know more about the product information and prefer 
to buy locally even at a small premium. FAIITA has been regularly 
discussing with all the brands to tackle online prices so that local 
dealers do not lose the market share.

“But the future just belongs to neither online sellers nor retailers. 
Future businesses belong to Phygital sellers and Federation of All 
India IT Association (FAIITA) will be the fi rst in the entire globe to 
launch phygital platform under the name ‘INDIA IT MALL’ soon”, 
said, Kaushik Pandya, President, FAIITA.

“FAIITA enabled e-stores at the cost of tea per day; now, they 
combine all the eStore to make it a national platform”, said, Devesh 
Rastogi, Sr. Vice President, FAIITA.

Faiita has created a robust platform combining the industry-
leading platform provider; Digital Marketing Agency and Call 
Center to make sure customers all across the country have a pleasant 
experience with FAIITA members.

“In this Phygital model, local customers buy from local members 
only. There are no on boarding charges for the B2C portal, and the 
only eligibility should have an e-store ‘’, said Karthik S, Sr. Vice 
President & Web Committe Chairman, FAIITA.

ATEN organized its 1st Post-Pandemic 
Top Partners Conclave in Hyderabad

ATEN Advance for the fi rst time in the post-pandemic world, 
organized an exclusive Regional Meet and Greet Conclave for its 
partners in Hyderabad. 

The theme of the meet was ‘Stronger Together’ based on 
developing and nurturing the business relationship between the 
existing and new partners. The event allowed everyone to know the 
market scenario and opportunities available in the Hyderabad region. 
ATEN’s top, long-standing and new partners attended the meet that 
was aimed to help each partner to grow for better and walk out of 
the event, enabling them to build sustainable and profi table solutions, 
perfect for the Hyderabad region and its customers. The meet was 
conducted keeping the Covid SOP in mind, where 100+ partners 
attended the event and all the social distancing norms were followed.

Vittal Salunke, Business Head at ATEN Advance Pvt Ltd said, 
“ATEN Advance that focuses on providing innovative solutions to 
make better connections, effi ciently and seamlessly conducted live 
and static demos specifi c to AV/IT vertical in this meet. The partners 
were updated about the product and solution upgrades and the 
product lifecycles. The meet was also streamed live on social media 
platforms - LinkedIn, Facebook and YouTube. We are looking into 
expanding our partner base in Hyderabad and creating a stronger 
presence for ATEN as we are sure that the bond of trust will grow 
stronger than ever.”

Speaking about the meet, this is what one of ATEN’s partners 
Kalyan Grandhi, Director at ARB Solutions had to say, “Thanks 
to the team’s constant support and problem resolution within a 
matter of hours, the customers based out of Hyderabad, Telangana 
are very happy using ATEN products.”  

 “After a long time it’s nice to see ATEN’s team and other 
partners – old and new. Thanks to this event, we are now aware of 
many new and upgraded products which will help us pitch these 
as single window solutions to our customers,” said Ananda Raju 
Narina from Artec Solutions. 

ATEN has a strong presence in various verticals including 
Corporate, Education, Government, Hospitality and more. 
However, the company is looking to expand its customer base 
especially with the Pharma, Defense, IT and Data Center verticals 
for the year 2022-23. The benefi ts of being associated with ATEN 
are immense and the company is thrilled to see more advancement 
in its partner base focusing on the overall growth.

Viren Bavishi 
to lead new 
TAIT Team

Trade Association 
of India, Popularly 
Known as TAIT, which 
is undisputedly India’s 
leading IT Association has 
elected Viren Bavishi of 
Sapphire Micro system as 
New TAIT President.

During the recently 
concluded AGM , two 
new Directors got elected 
unopposed to the TAIT 
Board. Also TAIT Board 
Unanimously Elected 
Mr.Viren Bavishi as TAIT 
President.

TAIT was founded in 
1996 and since 25 years, have been consistently and tirelessly working 
to resolve all the challenges that are being faced by their members, 
including market discipline, Vendor’s problems and updating its 
members on new trends and Growth oriented measures.

BenQ India Organizes Partners 
Meet & Greet Event in Mumbai

BenQ has organized a partner Meet and Greet event in 
Mumbai on 20th October at Taj Lands End, Mumbai. The 
company celebrated the newly formed association with Preeti 
Trading Corporation (PTC) as the regional distributor during 
the event. Among those invited were the premium home AV 
segment partners of BenQ in the Mumbai region.

Rajeev Singh, Managing Director, BenQ India, said, “The 
core motive of organizing the Meet and Greet event was to 
celebrate our new association with Preeti Trading Corporation 
(PTC) as the regional distributor for BenQ home video 
projectors and honour our partners for their constant support 
and trust. Our partners have truly supported us in the period of 
turbulence and transformation amidst the Covid-19 pandemic. 
Due to this support we have been able to grow our home video 
projector business by more than 2 times during last one year 
and strengthen our position in the market as No. 1 4K projector 
brand.”

To educate and align these partners with BenQ’s signifi cant 
growing projector segment in India, the company also 
organized dedicated demo sessions for its new product line-up 
in the 4K home video and portable projector segment. The 
hero product for the event was V7050i, an ultra-short throw 
4K laser projection system, which the company is pitching as a 
replacement to big-screen TVs.
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SD INFOTECH provides the best range of personal computer, mini laptop, 
portable computers and laptop computers with eff ecti ve and ti mely de-
livery.  It is in the RD business in the North-East as well as being a Lenovo 
Exclusive Store in Guwahati . It provides Lenovo products to dealers and 
customers for decades. In a chat with VARINDIA, Dipa Paul, Managing Di-
rector, SD Infotech discusses about future opportuniti es, Lenovo’s contri-
buti on to business growth, customer trends and much more 

Briefly explain your business model. What are the growth opportunities 
you see for yourself in the near future? 

SD Infotech caters to the whole North-East market with Lenovo consumer 
products, which includes the all in one laptops, desktops and various PC accessories 
from the house of Lenovo. With in-house sales representative in our core states and 
direct sales offi cers from Lenovo who assist the dealers with the sales and services, 
we specialize in working directly with our dealers to create sustainable partnerships. 

As IT dealers we have seen tremendous demand and growth in the past few 
quarters. We expect this to remain constant in the next few quarters as well. In order 
to further our growth opportunities, we aim to establish new customers in the form 
of dealers/retailers from other business entities who are not directly linked with the 
brand. We also expect to open a new exclusive store in the upcoming months.   

How has your business grown and what has been Lenovo’s contribution 
to your business growth? 

We started our business journey with IBM PC’s and have been associated with 
Lenovo ever since they acquired IBM’s PC division. In other words, we have been 
associated with Lenovo since the very beginning. 75-80% of the revenue we generate 
is by selling Lenovo products and our business has grown exponentially with 
Lenovo over the decades.   

What is the most preferred brand/product by your customers? Have 
you seen any customer trends in the last few months?

The kind of customers that we’ve had in our store in the last one year have been 
entrepreneurs and business groups that value quality products. They are willing to 
shell out some extra money for good quality and sustainable products. We have 
also seen a signifi cant rise in demand for the Lenovo gaming laptops with the 18-
28 age group. Lenovo’s upcoming versions of the Legion series with all its latest 
specifi cations has been very well accepted by our customers and has resulted in a 
signifi cant rise in demand in this segment. 

The Slim and light segment of Lenovo laptops also has a great demand with 
working professionals who are looking  for compact and quality laptops with smart 
features and long battery life.  

How have you tackled challenges post the COVID-19 pandemic? 
What have you done differently during this time? Any best practices 
that you have followed as change during the pandemic?

Covid was defi nitely not something any one of us was prepared for in the 
beginning. It hampered our business to a great extent as the lockdown rules restricted 
people from stepping out, as a safety measure. Hence, customers avoided making 
purchases from the physical stores. In order to ensure the safety of our customers 
and staff (including the inventory management team and the delivery people) 
and to keep the business running smoothly, we started giving demos using social 
media platforms. Customers can now directly place orders online and we ensure 
the delivery. All our delivery partners have been completely vaccinated and many 
have even completed deliveries within 3 hours of an order being placed online. The 
pandemic has resulted in an upsurge of payments from the customers digitally. Also, 
when it comes to after sales services, we aim to provide solutions to our customers 
in minimum time. 

What are the trends to look out for in 
the technology segment?

We can see that the new generation is quite 
technology savvy. They enjoy the experience 
and are enthusiastic about new innovative tech. 
With that, AI inclusive products and IOT are 
trends to look forward to in the times to come 
and Lenovo has already started to pave the way 
in that direction.  

What are the consumer changes driven 
by technology?

Customers are now more aware and 
knowledgeable about the products that they 
want to purchase. There has also been a recent 
acceleration in product purchases through 
online channels.

How are you focusing on Lenovo’s 
emerging product lines and accessory 
business?

The current and the upcoming product line 
from Lenovo looks promising. They are also 
taking initiatives in the form of demo offers for 
all their business partners, in order to showcase 
the newly launched products in their stores. 
Lenovo also helps in providing  regular training 
with the sales team to  keep them updated on the 
products, the product specifi cations and various 
other selling points.  

How are they focusing on upsell and 
maximizing reach to service more 
consumers?

In the upcoming quarters we are planning to 
open another retail store and hopefully we will 
continue to do so in different states in the years 
to come. For any product related enquiries, we 
also provide 24*7 customer service through 
google chat.

DiPA PAUL
Managing Director, SD Infotech

SD Infotech witnesses traction 
towards Lenovo gaming laptops 
among 18-28 age group
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20th Star Nite Awards 
Witnesses Strong Momentum On Technology and Modernization

Transformation drives innovation and face-To-face interactions are always better to 
understand and engage. Companies must be attentive to the changing landscape of their 
industry and be sure to count with the right talent in order to carry out new business models, 
as well as train and retain existing talent.

The 20th VARINDIA Star Nite Awards 2021 this year was a Hybrid Event and was 
organized on 26th Nov, 2021, Friday from 9.00 am to 9.00 pm. The event attracted over 1542 
attendees (including VARs/Partners) from 30 different cities in the country. This event was 
a true testimonial to how companies are well prepared to go physical and digital (phygital). It 
was presented by Hewlett Packard Enterprise and Ingram Micro.

The full-day event started with the morning session - PARTNER TRANSFORMATION 
SUMMIT with Ingram Micro and Microsoft. The objective was to enlighten the audience 
about Ingram Micro’s roadmap on the distribution, Services, cloud business and its strong 
alliance with the vendor ecosystem to manage the key aspects of this journey-operations, 
automation, business resiliency and digital transformation while also highlighting Microsoft’s 
digital learning offerings for a hybrid environment.

The Partner Transformation Summit was attended by 900 delegates. The session started 
with the presentation of Mr. Amarish Karnik, Channel sales Director (India & SAARC) - 
Veeam Software and Mr. Rameesh Kailasam, CEO - India Tech to address the audience on the 
‘Future of Cryptocurrency Regulations in India’. To understand more on  cryptocurrency, 
there was a FireSide chat organized with Mr. Rameesh Kailasam and Ms. S Mohini Ratna, 
Editor - VARINDIA, which highlighted the Crypto regulations, a burning topic in the 
country today.

This was followed by the Super Session and the VAR Symposium which started in the 
morning and lasted till the evening, where attendees learnt how to get ahead, stay ahead, and 
lead business through the digital revolution. The event was the perfect platform to strengthen 
partner engagement and business networking.

The Channel Transformation Session started with Ingram Micro where the leaders 
including Mr. Jayant Gundewar, Executive Director and Head – Advance Solutions-Ingram 
Micro India, Mr. Santanu Bhaumik, Group General Manager - Professional Services-Ingram 
Micro India, Mr. Anurag Singh, Director and Head of Networking Business-Ingram Micro 
India, Ms. Sheela Acharekar, General Manager- Ingram Micro India, Mr. Dilip Jana, Deputy 
General Manager- Ingram Micro India, Mr. Deepanshu Sharma, Deputy General Manager- 
Ingram Micro India, Mr. Jitendra Khadke, General Manager-Ingram Micro India and Mr. 
Jyotil Mankad, Director and Head of Cloud Business, Ingram Micro India addressed the 
session on the vision of Ingram Micro in India.

The second session was presented by Microsoft Corporation India. The focus of the 

discussion was Hybrid learning for India 
Specifi c. It started with a Panel discussion 
session moderated by Dr. Deepak Kumar 
Sahu, Editor-in-Chief-VARINDIA and the 
panellists were Mr. Sanjay Achwal, Executive 
Director & Head of sales-Ingram Micro, Ms. 
Farhana Haque, Group Director, DPSS, 
Microsoft India, Mr. Sanjay Radhakrishnan, 
Chief Strategy & Business Excellence- 
Tata Classedge and Mr. Lokesh Bajaj, Vice 
President, Education Services- Schoolnet 
India. This was followed by a presentation 
on Hybrid learning scenario in India, and the 
session was presented by Mr. Amit Pawar, 
DIR Specialist- Microsoft Singapore who 
also showed the Demo of Window 11 SE. 
The session fi nally ended with a Live Q & 
A session.

The VAR Symposium Session started 
with the fi rst Panel discussion, where 
there were seven Chief marketing Offi cers 
and marketing leaders from the Industry 
participating as the panellists. 

Panelists felt that, digital transformation 
as a way to solve problems for consumers 
can only happen when it is simultaneously 
used to support internal processes which 
contribute to those consumer experiences.

The VAR Symposium continued with 
the presentation from seven OEMs, where 
they shared their channel and GTM strategy 
targeting partners in the country. The 
presenters were Mr. Bishwajit Sutradhar, 
National Sales Head, Passive Networking 
Business, Polycab, Mr Amit Kapoor, Business 
Manager- Channels & Distribution, HPE 
India, Mr. Ganesan Arumugam, Director-

Hotel Shangri-La, New Delhi, Hybrid Event

SNA AWARDS 2021 
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& Member - Group Executive Board- 
Mahindra & Mahindra Ltd., an address by 
Mr. Amit Sharma, IT Secy, J&K and Mr. 
Deepak Chanduka, DDG (Spl. Projects) - 
USOF, DoT. There were three Corporate 
presentations by Mr. Shantaram Shinde, 
National Channel Head- NTT Ltd., Mr. 
Anshuman Rai, Area Vice President (India 
& South Asia) - CommVault and Mr. Sanjiv 
Krishen, Chairman - IRIS Global Services 
Pvt. Ltd.

The event’s exciting moment was the 
recognition of 10 Chief Marketing Offi cers, 
and the felicitation of 40 corporates 
recognised for their leadership in their 
respective product and solution categories 
and 3 corporates recognised in the Editor’s 
Choice awards category. This was followed 
by the recognition of fi ve IT Associations 
in the country, who have done great work 
for the members and the growth of the 
industry. The IT associations which were 
felicitated were PCAIT- Delhi, TAIT- 
Mumbai, COMPASS- Kolkata, ISODA and 
ASIRT, followed by the presentation from 
Mr. Kaushik P Pandya, President- FAIITA, 
where he spoke about the “India IT Mall”.

At the end there was Tech talk session, 
which was an extempore session for 5 min., 
there were three corporates who presented 
on the emerging trends and how they are 
pitching their products in the market. The 
presenters were Mr. Dinesh Kukreja, CEO- 
Unicas Services LLP, Mr. Sunil Sharma, 
Managing Director (Sales)- Sophos and Mr. 
Manoj Taskar, Country Manager-India- 
Anomali.

The outcome of the event is that newer 
technologies bring newer disruptions, 
challenges and also opportunities for growth 
but at the same time the issues of Cyber 
security will remain a challenge. As we 
prepare to leave 2021 behind, the new year 
will see us in the next normal. Things have 
changed irreversibly and many more changes 
are yet to come. We can only succeed if we 
really collaborate with each, playing to our 
strengths and helping the entire ecosystem 
to grow.  The year 2021 has taught us that 
collective alignment toward a common 
objective is a critical component required 
to achieve worthwhile outcomes and 
sustainable, long-term success. It is high 
time for the partners to develop the digital 
entrepreneurial spirit among themselves by 
redefi ning the business process.

Channel Sales-India & SAARC- NetApp 
India, Mr. Neerav Kumar, Director Sales, 
Strategic Business- CommScope, Mr. Krunal 
Patel, Director-TeamViewer, Mr. Sumit 
Kumar, Regional Head for North & East 
India, Bangladesh & Nepal - Kaspersky and 
Mr. Ramanan Chidambaram, Director – 
Sales, Fortinet India.

The Corporate presentations were 
followed by the second panel discussion 
session where six VARs from the Indian 
Tech industry participating in the session. 

Partners and VARs felt that Digital 
transformation is an ongoing process and 
there is a strong focus on technology and 
modernization. The transformation is an 
opportunity to gain strategic and competitive 
advantage through IT infrastructure 
capabilities.

The Partners got a glimpse about the 
industry during the two panel discussion 
sessions by the CMOs and VARs who shared 
their viewpoints. The Theme of the Panel 
Discussions was “Partner Transformation 
Key Enabler For Effective Business 
Transformation”.

The VAR Symposium witnessed the 
vision of the leaders who are working 
strongly to keep their channel programs 
effective. There was also the recognition 
of 115 Eminent VARs of India. Finally, 
there was a FireSide Chat session between 
Mr. Anil Sethi, Vice President & General 
Manager- Channels India, Dell Technologies 
and Dr. Deepak Kumar Sahu, Chief Editor - 
VARINDIA.

The session was followed by the 
recognition of Channel Chiefs in the Indian 
Tech Industry, where fi ve Channel chiefs 
were recognised in fi ve different categories. 

At the end of the VAR Symposium, a 
Supplementary edition - "CHANNEL POLICY 
HAND BOOK" was unveiled, which is an 
attempt to understand the Channel Policies 
of Top 50 Technology Companies in the 
country.

The evening session, which happens to 
be the most awaited and exciting session 
every year, commenced with Ms. S Mohini 
Ratna, Editor, VARINDIA speaking about 
the importance and the methodologies of 
the Channel Leadership Survey, followed 
by the welcome address by Mr. Manoj 
Chugh- President Group Public Affairs 

Rameesh Kailasam
CEO
India Tech

Anshuman Rai
Area VP (India and South Asia)
CommVault

Sanjiv Krishen
Chairman
IRIS Global Services 

Anil Sethi
VP & GM - Channels India
Dell Technologies

Amit Sharma
IT Secy
J&K

Deepak Chanduka
DDG (Spl. Projects) - USOF, 
DoT

Manoj Chugh
President Group Public Affairs & Member- 
Group Exe. Board- Mahindra & Mahindra 
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AMIT SHARMA
IT Secretary
J&K

As far as reforms and all activities being related to IT infrastructure, industrial development 
or even exploring the tourism of the paradise as it is known on earth - Jammu & Kashmir 
(J&K), there is no better time than now. We all know that we must utilize this time to not 
only live in J&K but to take the development of technology to the next levels, which it 
deserves. My objective of being here in the capacity as a Secretary of Information Technology 
Department because a lot of initiatives which are coming up in the territory of  J&K are lying 
in front of you.  

I can tell you a few of the initiatives which have been taken up in the last couple of years, 
which would actually give you a very good picture of the way J&K  is moving at this point of 
time. A very good initiative is implementation of paperless offi ces in our city administration 
of J&K, which was a cherished dream. We always wanted to implement some e-governance 
tools and have the e-offi cers functional one way or the other. But unfortunately, it could 
not happen. And it is said that adversity brings the best out of all situations, so did Corona. 
During COVID times we were actually been able to implement full fl edged paperless e-offi ce 
in both the civil secretariats which was not happening for one or the other reason over the 
last so many years. 

MANOJ CHUGH
President Group Public Affairs & Member, Group Executive Board
Mahindra & Mahindra 

“Coming out of the pandemic, many of us are pausing, wondering and thinking about 
what the world is going to be going forward in the future. And for many who have been 
incredibly successful entrepreneurs, what is it that we should be doing differently and how 
should we be looking at our own destiny and more importantly how we should be making 
sure that the future of our organizations and everyone continues to be incredibly successful.

I know these are challenging diffi cult times for many, as you look at your business models, 
literally getting transformed overnight, just because customer's needs are changing. I want 
to remind everyone, that if you were to refl ect back and look at the years, when you started 
your business, you need to go back into that mindset, into that mind frame and ask yourself 
a question - what was the purpose for which you got into that business? And I think if we 
can answer that question on purpose, we are going to continue to be successful. To answer 
that question on purpose many of you would remember that what you did was sitting down 
and having an active dialogue with your customers of those times. And it is your customers 
who led you to your journey of success. Many people turn around and say – I was a great 
strategist or a visionary. The reality of our life is our customers are our true visionaries as they 
are the ones who took us in that direction and helped us to become successful. So we need to 
go back to basics and back to our customers and ask them the fundamental question on what 
is changing in their business, their environment and how do they look at themselves going 
forward in the future.” 

SANJIV KRISHEN
Chairman
IRIS Global Services 

We started Iris in 1996 and we are a 25-year-old company. The growth has been fairly 
decent and we want to thank our partners for helping us achieve this milestone. We have 
presence in 22 locations, starting from J&K, all the way down to the south and from east to 
the west. We have our own warehouses. 

We have Dell, HP, Acer, LG, APC all good names so we can bring you these products 
from this well renowned company. Iris has some of the big orders like Kendriya Vidyalaya 
with Rs 55 crore orders, 8000 computers all over the country, Jharkhand and Bombay Airport, 
UP prisons, KPMG, PepsiCo, all major spenders for IT. Our goal is to be the most responsible 
distributor. 

We are open from nine o'clock in the morning to nine o'clock at night, seven days a week 
and we feel that it is the only value we can bring to our partners. We carry inventory at all 
times. We have more than 100 inventories. We are a young and vibrant organization. We are 
growth oriented and target oriented. We achieve our targets and we make our backends to 
keep surviving.
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DEEPAK KUMAR SAHU
Editor-in-Chief, VARINDIA

The pandemic has disrupted the educational landscape in India and post pandemic we are looking 
toward the long awaited return to the physical classroom. However, the pandemic has accelerated 
the adoption of eLearning or blended learning. It is absolutely true that technology is essential and 
innovation is a cornerstone. The education system has seen a dynamic shift in terms of how it operates. 
Due to unfortunate circumstances of the pandemic more than 35 crore students and 1.08 crore teachers 
across 15 lakhs schools, 1028 universities, 41,901 colleges and 10,726 standalone institutes of our 
country were unable to attend class during the lockdown. Universities are now evaluating how they 
can leverage technology to create classrooms of the future. Education institutes are under tremendous 
pressure to establish excellent standards for hybrid learning with educators teaching students in both 
the classroom and at home. That adoption of technologies has made it possible for educators to 
customize content to meet the needs of the students and also create engaging and immersive learning 
experiences by harnessing the power of advanced technological solutions and the potential of blending.

AMIT PAWAR
DIR Specialist, Microsoft Singapore

A lot of the times when we talk to our customers we talk specifi cally about the device. But before 
we talk about the device, they need to understand how the device fi ts into the overall solution. 
There are three pillars, number one is the guidance we provide. So guidance from a way of how you 
actually go and do a digital transformation of education. Number two, we are giving you a future 
proof IT platform that is built on the foundation of trust and security that enables the way you want 
to teach and learn that is inclusive by design, fosters well being, accelerates learning that helps us 
develop career readiness. Because all this investment that schools, Ministries of Education or higher 
education institutions are making in technology is there to create some kind of an outcome and that 
outcome typically is career readiness. So everyone wants to make sure that our students are learning 
effectively, able to grasp all the concepts, able to get the grades that they need and hence create skills 
within themselves to make themselves career ready. To enable this there are Microsoft Azure the 
underlying cloud that enables to create solutions, GitHub to enable the development of applications 
power platform that enables this whole concept of applications that are low code no code, LinkedIn 
coming in here to manage professional identity and Dynamics 365 to enable the orchestration or 
the operations of the school. And fi nally, it is Microsoft 365, which is what enables engagement and 
collaboration. So a lot of times when we are talking about the Cloud that is connecting your device 
that enables to create documents, to communicate with others, it is Microsoft 365.

And the last pillar is the Microsoft Educator Center and Microsoft learn. That is actually 
professional development for our educators and teachers to take advantage of all of this technology 
that we talked about all of this guidance that we talked about. They need to learn how to use all this 
technology in the context of teaching and learning.

CHANNEL TRANSFORMATION SUMMIT
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FARHANA HAQUE
Group Director, DPSS, Microsoft India

If you hear the volume of students, teachers, educators in the country and schools, technology is 
the core which holds it together. When you go into the hybrid learning mode, you need technology 
which is fl exible and scalable. Flexible so that you can actually do white boarding like you would 
have done in school and have the same ability of explaining the math equation on a call and the 
same equation of enabling teachers to be able to judge or test students who are sitting at different 
locations. So technology has to be fl exible and also scalable. With this whole pandemic, we realized 
that the digital divide has become larger because not everywhere we have equal amount of access or 
equal amount of interventions in every school. So companies like Microsoft is enabling the solutions 
which enable this hybrid world. For example, with Windows 11 SE we have this whole prospect of 
inking, so you can actually white board along with your students. Microsoft is working very closely 
with different edtech companies, educators, students, and parents to understand the needs and ensure 
that the software and solutions that we give for education cover those points and enable not only 
educators, students, but administrators also to make it easy to grow at scale. 

SANJAY RADHAKRISHNAN
Chief Strategy & Business Excellence, Tata Classedge

Hybrid learning is a new metamorphosis in the whole teaching learning process. So this is a new 
arena for the school. The areas it will impact the school, number one is the administration, the whole 
fact that how do you call in social distancing, how to keep the odd and even, then the role of technology 
because it plays a very important role in bringing that integration in terms of some students will be 
online and will be at home. So that is a very important one. Second important one is teacher skills 
because now the teacher will have to balance the skills in terms of how to do the pedagogy, yet keeping 
the attention of the students at home and the engagement within the classroom. The third aspect 
is the psychological aspects. Students have gone through a lot. Teachers have gone through much 
more. So that is an area where we will have to really focus. The last one is the NEP, there are a lot of 
realignment structure changes happening keeping in mind that the NEP is the way forward. So a lot 
of things are happening in the hybrid.

LOKESH BAJAJ
Vice President, Education Services, Schoolnet India

In my view this hybrid learning is the new normal now. Students going to schools, learning from 
home will continue. As an industry we take this as an opportunity in crisis. We do understand that 
there are a lot of things to be done. So, I will say that the public school segment students are the ones 
who are worst affected by the pandemic. So, in order to not have these situations again, this hybrid is 
going to remain there. The integration of NEP, technology in education and skilling in education is 
going to play a larger and vital role going forward.

And in terms of devices, we see huge requirements from the user and the end user side because 
India unfortunately still has the digital divide. During this pandemic the digital divide has actually 
widened. We see a huge amount of digital divide as we used to see two years before this pandemics. 
So I will say that this is an opportunity in crisis and all will have to work together in a collaborative 
manner to actually improve the learning losses or to provide the benefi ts to these tools.

SANJAY ACHWAL
Executive Director & Head of Sales, Ingram Micro

We all have experienced the change that pandemic has brought in our personnel as well as 
professional lives in the last 18 months. Most of the opportunities that Ingram has seen being the 
largest distributor of IT in the country, we are centred around work from home and learn from home 
opportunities. The adoption of technology has been one of the fastest in the last 18 months. The 
hybrid learning model which got involved is going to stay now for the future.

Also, we have seen a rapid digital transformation in the last 18 months. With the new Windows 
11 for education, we really aim to offer more focused solutions which are easy to communicate, 
collaborate and they will address every challenge which is faced by different stakeholders, especially 
in the education segment, whether it is people who are imparting training educators, people who are 
taking training students, parents, training institutes, and so on. These are customizable for the end 
customers to transform classroom experience to digital learning and we will be playing a key role in 
actually training the partners of Ingram Micro partners and we will together ensure deeper penetration 
of Windows 11 on the devices.
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Multimodal 
and interactive

Both 
synchronous and 

asynchronous

Conducive 
to active 

engagement

Agile enough to 
include students in 
all circumstances

Built on thoughtfully 
planned 

infrastructure

Towards 
hybrid education

free learning paths to help 
teach technology skills    

1,000+
engineers building 
education-specific 
technologies

400+

Technology transforms everyone equally. Every student 
deserves the right tools and devices to grow and reach 
one’s potential. This is how the promise of equity and 
inclusivity gets delivered through technology, ensuring 
that all learners succeed – no matter their ability, style 
or preference, or where they learn from. 

As the classrooms today shed boundaries, it is time to 
embrace new models of learning, focused on inclusivity, 
collaboration, co-creation and accessibility – amid 
growing global connectivity.

Needless to say, digital learning tools are already 
increasing educational productivity.

With the education landscape transforming rapidly, 
it will not be an understatement to say that hybrid 
learning is the way forward.

Hybrid learning is the future
Hybrid learning is a flexible, reimagined learning experience that enables education to continue regardless of 
global health crises, weather, transportation limitations, and other obstacles. 

Schools are now relying on technology 
in unprecedented ways, shining a light 
on the fact that solutions that were 
once “good enough” for learning, no 
longer meet the bar. Now is the time 
to rethink how we can use technology 
to unleash new possibilities for all 
learners. Today, 61% of instructors and 
leaders expect full hybrid learning, and 
87% expect to use technology more 
than before.

The pathway
to new technologies
requires  a parallel
investment in skills
development.

Satya Nadella, 
CEO, Microsoft
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Industry leaders in the IT and technology vertical have played a significant role in evolving and enabling hybrid 
learning set ups. For many years now, Microsoft has been supporting students and educators with some of the 
most comprehensive sets of education solutions in the industry today. And now with the reimagined Windows, 
they bring more performance, choice and flexibility for students and teachers than ever before. 

Windows 11 SE is the new, cloud-first operating system that offers a cost-effective and simple way to make 
learning accessible to every student. It is built for teachers who need a distraction-free environment for students 
and for school IT admins who need devices that are secure, easy to deploy and manage, and perform well all day 
across the changing conditions of a school year.

Built for a new era of digital learning, Windows 11 helps educators unlock the full potential of every student. It 
offers new productivity and inclusivity features as well as functionality designed to meet the challenges  of the 
hybrid world, with a completely refreshed look and feel that helps students learn more, with less stress. 

Personalized learning experience

Expanded gesture, voice, and pen interactivity allow typing with 
voice and writing with a digital pen in almost any app, allowing 
students to access materials on their own, while teachers can 
personalize learning for students.

New tools for focused learning

From smart cameras that blur background movement to settings 
that minimize visual clutter,Windows 11 can lead to less distraction 
and enhanced learning outcomes.  

Comprehensive security and privacy

Hands-free setup and management options can assist with 
rapid installation of education-ready apps. Enhanced privacy 
protections and security controls help customize and schedule 
monthly cloud-based updates without disrupting learning. 

 Now more than ever, learners deserve equitable access to 
technology. Microsoft is addressing those needs with a new 
edition of Windows 11, purpose-built to support K-8 classroom. 
Windows 11 SE addresses the most fundamental challenges that 
schools face in the blended learning world.

Windows 11 for Education 
A Windows for what’s next!

Windows 11 SE for Education
Built for education, affordability, and inclusivity
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Designed to meet the special 
needs of K-8 education

A simplified design and modern 
management tools that are 
optimized for low-cost devices in 
educational settings, especially 
grades K-8.

Improves focus and learning

A streamlined environment 
and faster start times eliminate 
distractions, to help students stay 
focused.

Greater security and control with      
IT-only access

Control downloads, app installations 
and device deployment and 
management with IT-only access. 

The fast move to hybrid learning has 
demonstrated the need for products 
and devices that deliver premium 
experiences where  it counts.

Affordable and secure devices in the hands of students act as powerful tools for education, and help create 
inclusive environments for all students to learn anywhere. 

Microsoft 365 for Education gives educators the 
power to unlock creativity, promote teamwork, and 
provide a simple, safe experience. School leaders, 
teachers, IT staff and students can improve learning 
outcomes, fuel classroom efficiencies, achieve 
goals, and save time and money.

Learn anywhere with affordable and secure devices

Microsoft 365 Education

Accelerate learning Inclusively designed Trusted and secure

Classic Office Apps
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Affordable and secure devices in the hands of students act as powerful tools for education, and help create 
inclusive environments for all students to learn anywhere. 

Work together
Collaborate on projects with 
classmate in multiplayers

Ton of activities
Learning content and curriculum 
guides across subjects

Keep your content in one 
place
Keep everything in OneNote 
and use its powerful search to 
find what you’re looking for.

OneNote tutorials
Easy-to-follow OneNote tutorials cover 
everything from getting started to 
finishing homework faster.

OneNote Toolkit for Teachers
Learn how to be more organized and 
productive while creating and enhancing 
your lessons with OneNote.

Teaching tools
Features and tutorials to support 
educators

For all learners
Personalize your game and use 
accessibility features

Access your notes anytime, 
anywhere
Access and edit your OneNote 
notebooks from anywhere, 
across devices.

Safety features
Play in a secure environment

Cross-platform play
Available for windows, Mac, 
Chromebook and iPad

Bring your notes to life
With digital ink, handwritten 
notes, sketch diagrams, videos, 
and pictures, OneNote turns 
notes into living documents.

With a personal workspace for every student, a content library for handouts, and a collaboration space for lessons 
and creative activities, OneNote for Education empowers students to create their best work. 

Microsoft Teams brings students, teachers and schools together, along with easy accessibility to all learning 
materials and a range of built-in tools, that help drive student progress, teaching efficiency, and collaborative 
learning from anywhere.  

The push to hybrid learning made it clear that-the choice of technology matters. The right set of technology tools 
ensure each learner has access to the content, the experts and the experiences that will allow them to succeed. To 
learn how hybrid learning can transform possibilities for education partners, connect with Microsoft distributors. 

Minecraft: Education Edition

OneNote for Education

Microsoft Teams

Enabling every learner to achieve more

Chat Meet Call Collaborate

Varun kumar
Tripathi@ingrammicro.com 
+91 94511 04690

Krishna Prasad
krishna.ks@redington.co.in
+91 93805 41122
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KOMAL BARUAH
General Manager - Corporate Strategy, Ingram Micro India

From a business standpoint, we have all had to change the way we operate during the COVID-19 
crisis. Some of these changes were forced on us, while others represent our ability to innovate when 
faced with a business challenge. 

There has been a reset of the workforce and the ways we work, how we engage with our employees 
or customers, and even the larger business ecosystem. As we shift from response to recovery, success 
would largely hinge on how organizations use technology and leverage data to deliver customer value 
in a wage and sustain vitality. The future of digital transformation is not just about doing more with 
less, but actually doing better with less using technology.

SANTANU BHAUMIK
Group General Manager - Professional Services, Ingram Micro India

So the fi rst set of services is Core Infrastructure Services which is around the most prevalent and 
standard technologies and brands that you are working with, such as compute, network security, 
storage and backup enterprise software, and so on. So we cover the entire gamut of core infrastructure 
services in a very holistic manner, starting with the assessment, then we do the designing, we help in 
the deployment cycle with our available skills and resources and if there is a requirement. 

Moving on to the next set of services, which is Education and Training Services. We are one of 
the largest global providers of education and training services and we are authorized education and 
training service providers for so many large technology brands.

The third service offering is more of a platform rather than an actual service. It is called Ingram 
Micro Link, a portal which is only to be used by our resellers and partners. This portal is only for 
services. You can typically think of it as a marketplace or as an e-procurement site all combined into 
one place where all our partners meet and avail services from one another.

Now, moving on to the most exciting service offering from our side which is Cybersecurity 
services. The way we have structured the entire cybersecurity services portfolio is in three service 
slides which are called IM Smart Assure Services, IM Smart Secure Services and IM Smart Protect 
Services.

JAYANT GUNDEWAR
Executive Director and Head – Advance Solutions, Ingram Micro India

When I look at Asia overall and if you see the trend, we have gone through the entire cycle from 
right from the COVID crisis to the next normal, the  good part is Asia today is absolutely at the 
forefront of the next normal. In fact, 43% of the companies today are getting into the next normal 
cycle, which is very good for Asia and India is leading the charge. So we clearly see through this entire 
cycle from basic business continuity as a normal to a future enterprise which is investing into the 
digital business.

From our business point of view, cost optimization, business resiliency, as well as digital acceleration 
are playing very important roles in the investment decisions that our customers are taking. When it 
comes to cost optimization we see automation on opex consumption models taking shape. In the 
business residency - work from home, hybrid workplaces is something that is really driving the 
investments. In the digital acceleration we clearly see offl ine to online and the entire digital ecosystem 
taking shape. All of this for us means a growth in business coming forward.

DILIP JANA
Deputy General Manager, Ingram Micro India

We would be talking about the storage category, though primarily it is the storage category, but 
over a period of time we have been increasing our portfolio which is Backup, HCI, Data Analytics.

Talking about how different we are at Ingram Micro, it always thrives with the new technologies, 
the new services that we can provide to our customers and partners. So we have different services like 
BaaS and SaaS. So we have recently come up with Commvault regarding a metallic solution which is 
backup as a service model.

So right from initiating the deal which is the technical support - the pre-sales, so we have been 
investing heavily on the demo units where partners can leverage those to win the customers till the 
end of the cycle, which is post sale services that we provide. We focus on the entry level segment on 
all across verticals like for example, in case of Hitachi we work with G130, with NetApp and we also 
do the bundling of multiple storage come back up as a service.

CHANNEL TRANSFORMATION SUMMIT
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ANURAG SINGH
Director and Head of Networking Business-Ingram Micro India

We have large OEMs like Cisco which offer networking solutions and then we have host of non 
Cisco Networking OEMs wherein they solve various industry problems by offering unique solutions. 
We have a unifi ed communication portfolio which includes Google, Cisco, Logitech etc. We have 
various wireless solutions like Ruckus, Cisco, Riverbed, Juniper Networks etc. We are the largest 
network distributor in India and SAARC and we do around $400 million of business in the region. 
We are one of the most trusted network partners for OEMs and partners for the value proposition we 
bring to the table.

JITENDRA KHADKE
General Manager, Ingram Micro India

Data is the most valuable asset for any organization and needs to be protected from cyber threats. 
Cybersecurity is a critical part of any IT solution, as it provides a comprehensive digital protection 
from various threats. Ingram micro believes in empowering organizations with the best in class 
defense capabilities. Ingram Micro helps partners solve complex problems from a security landscape 
by bringing together the most trusted security vendor solutions in the market.

Moving on to the Physical Security and Solutions, this portfolio essentially comprises aggregation 
of various technology products, and software which help providing a complete end to end safe and 
secure solutions to customers. The PSS offers pans across multiple brands and covers the entire cycle, 
right from design to execution.

Going on to the Specialty portfolio, this essentially compromises the category wherein we 
provide an AIDC which is called Automatic Identifi cation and Data Capture solutions, which help 
organizations be more effective, perform tasks more effi ciently and feel more empowered.

SHEELA ACHAREKAR
General Manager, Ingram Micro India

I would really like to take you through the Ingram Micro Software portfolio. The objective that 
Ingram Micro has is to bring these emerging technologies to our channel partners through the strategic 
vendors that we keep exploring in the market and keep on-boarding them.

Our enterprise software solution and services that we have built around these vendors are really 
helping our partners to fulfi l the digital transformation requirements that today every customer is 
demanding. 

Ingram has over two decades old experience of successfully creating and executing different vendor 
GTMs around all the customer segments made enterprise or commercial and across all geographies 
within India as well as in SAARC. Our fully trained BDEs are really helping our resellers identify 
those adjacencies in their existing customer segments where they can sell these technologies and really 
help expand their existing business portfolio.

DEEPANSHU SHARMA
Deputy General Manager, Ingram Micro India

I head the compute category at Ingram Micro. With us being from an era when Torrents were 
all about the things without worrying about the ownership to NFT non fungible tokens based on 
Ethereum and Blockchain technology. It is all about ownership without worrying about the thing.

A six degree separation in the 60s has now dropped to around 3.5 with Facebook and social 
media, and Intel 4404 processor in the 1975 with 22,000 processor with the latest 12th generation 
Intel processor with billions of processor computing and the corresponding computing technologies 
are redefi ning the technological possibilities. With endless possibilities, Ingram Micro compute 
portfolio is a strong amalgamation of heavyweights such as Hewlett Packard Enterprise NVIDIA, 
Scale Computing, A10 Networks and Contec. Compute, Hyper-converged Infrastructure, AI, ML, 
Application Delivery Controller, IoT and Immersion Cooling are some of the futuristic technologies 
which we are offering to all our partners.
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RAHUL SINGH
VP & Head of Marketing, SAP India

In our business especially which is which is B2B enterprise software, especially in a large diverse 
market like India companies rely heavily on the partner ecosystem to bring in, in my opinion, three 
things - geographical reach, customer relationships and technical competency - it could be in a specific 
technology could be in a specific industry or area. Our true north is always customer success or the 
value that you deliver to the customer. We are a product provider and the rubber really hits the road 
when the partner comes in because he is the real interface, especially in our case in the mid-market 
all of the businesses are done through our partners and they are the service delivery partners as well. 
Customer success is actually dependent on the sum total of great products that we bring to the table, 
but it is completed with partner capability to deliver a great experience on top of that product. So 
absolutely it goes hand in hand.

JAGANNATHN CHELLIAH
Director Marketing, Western Digital

Customer centricity is kind of becoming the core of everybody's strategic outlook. So be it 
product, service and the digital experience you provide to the customer, you will need to actually do 
a design thinking type modelling with everything that you approach with. With that in context, it is 
really important that you have your partners aligned to what you are doing in this space. A customer 
can actually unlock value for you if he is happy. A customer can actually bring in additional references 
right he has got great experience with your brand. Now, in most of the businesses in India, the partner 
interaction with a customer is a moment of truth for a brand. So effectively, your partner is your 
brand representative there, which clearly means that your customer centricity strategies are at the 
hands of your partner. Now, if your partner is transformed with the way the brand thinks, if he is 
aligned with the way the brand is trying to define its go to market story, it is trying to define its value 
proposition to the customer, then clearly, you have a winning strategy out there. Partner effectively is 
your execution arm to ensure that your customer centricity strategy translates into winning outcome. 
Partner transformation is super critical in the current context for the customer centric approach.

ARPITA SENGUPTA 
Director & Head of Marketing, Red Hat India

Having the opportunity to actually work through our customer centricity, go to market strategies, 
along with our partner ecosystem and actually winning it together, it has been anything but an 
accelerated learning especially post the pandemic. While customer centricity has always been the core 
for our success, it has become the center of everything and more so where technology has become the 
core of all solutions alike, even more post pandemic so I thought I really wanted to share that aspect 
because I think all our learnings, especially in marketing, has sort of fast forwarded by a decade or so. 
I like to call it digital 2.0 or digital marketing 2.0, where we have clearly fast forwarded by a decade, 
but our customers as well had to really pick pace. The world has never been here before. So they also 
had to accelerate their learnings and what better way to do it is through our esteemed partners and that 
ecosystem who is out there to be able to take our solutions to them.

PANEL DISCUSSION SESSION - I 
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NAVED CHAUDHARY
Head of Marketing, Ingram Micro India

If you have a consumer centric approach that obviously keeps the consumers enthusiastic about 
your brand. Second, if you consider the brands and have that kind of approach of consumer centricity, 
you know their preferences and insights then you can make your marketing plans accordingly with 
better ROIs. So if you have a consumer centric approach, keeping your customers enthusiastic, 
parallelly you are developing your plans in a way that they have better ROIs and you are making 
much better plans, and you know how the future builds and you can amend your plans accordingly. 
Transformation of partners is very important, reason being they need to cope up with the market, 
the changing environment, and they need to plan it accordingly. So it goes hand in hand. If you have 
that kind of approach and the partners also follow it, reaching out to the market with consumer 
centricity as an approach to having effective marketing plans helps a lot. So that is a strategy we have 
been following as well and keep on doing that. That is the approach which is going to work in the 
near future.

KAUSTUBH PATKI
Marketing Head, Micro Focus India

One of the key things for any businesses today is that the approach is no more product centric, but 
it is customer centric. It has its own benefi ts because a happy customer is what is going to get you more 
business and more references. But one of the key thing if you look from an India market perspective, 
we are that distributed computing marketing where the feet on street today are the partners so it is 
very important that while an organization is customer centric, they also need to ensure that they 
need to support the partner ecosystem in terms of transmission because they are the ones where the 
last mile they're the ones who are managing the relationship with the customer. And if they are not 
enabled with the latest offering, then that will be a point where business will not really fl ourish. So I 
think these two things go hand in hand and are very important for any business to be successful.

VAISHALI B SHIVSHANKAR
Head of Marketing, Rackspace Technology

Both partner transformation and customer centricity go hand in hand, but partners now, if we 
look at the current trend with the pandemic, they have already moved beyond the single capability 
roles, which used to play, now they play across the value chain. Why this has happened is when we 
look back, they used to say okay we will transform, partners will go the legacy partners but now, the 
customers are already shifting the focus from buying the products and services to buying business 
outcomes and they want everything to be accelerated. So the partner ecosystem is also getting into this 
and they are increasingly complementing the providers, driving data driven insights, also customer 
focused, enriching the customer interactions, while they are collaborating throughout the customer 
journey. I would just like to quote one example on how the partner ecosystem is adding value. Google 
Cloud is partnering with Cisco and they are providing the customers a well-integrated platform that 
will enable them to accelerate on premise app or modernization of app, integrated security. So there 
is an integrated transformation from the partner ecosystem that has happened keeping the customer 
centricity in mind. From the product centric mode be it the providers or the partners, all of us are 
looking at the customer centricity. So I think with this approach, yes, they go hand in hand. And 
also now I see the providers are more or less focusing on the partners because now all the partner 
community ecosystems are going for a strong sales and marketing team.

RAMESH NATARAJAN
CEO, Redington India

Customer centricity looks towards what a customer is going through, his problem and what 
solution will enable him to have a seamless business execution. An employee's experience is equal to 
a customer's experience. If you do not get your employees well transformed in all the technologies 
concerned, they are not going to probably bring in a great customer experience. I feel that a partner 
transformation actually leads to customer simplicity, and it depends on what partners should do to 
equip themselves with tools and others to solve a customer's problem. Everybody says it is an IT 
partner because an IT partner is more than an external CIO or an external CTO, who helps the 
customer and whole of his IP infrastructure in identifying business problems and trying to bring in 
solutions towards problems.
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RANJAN CHOPRA
Chairman & Managing Director, Team Computers

“The current situation is basically, do or die situation, either transform, or you are gone. What we 
see around us are new unicorns every day.  Every company buys something and sells something. Look 
at the value of a digital transform company like Tesla. 

The valuation is sky high to $1 trillion, for a company. It is amazing. They are making a car which 
will take you from point A to point B. There is no option for everyone to digitally transform rapidly, 
it starts off with people like us. We deployed ERP some 15 years ago as the fi rst step in our digital 
transformation.”

ATUL AHUJA
Sr. Vice President (Middle East, Africa & ASIA), Softline Group

“If you see digital transformation, technology initiatives for a market like India have been very, 
very native to the industries that have been. Banks are way ahead in adopting different technologies. 
Manufacturing customers have adopted not only digital transformation for themselves, but they have 
gone to their level 3 - level 4 distribution networks. They have even gone on the consumer side in a 
very different manner. 

They now can track customers’ customers and the fourth level and so on. These business initiatives 
actually are being treated very differently from a technology perspective. Some of it is hybrid, some 
of it delivered as a SAS. A lot of these solutions which exist in the market today are converging 
irrespective of the service provider.”

DR DEEPAK KUMAR SAHU
Editor-in-Chief, VARINDIA

“Digital transformation is inevitable, companies of all sizes are rethinking the entire business 
module to become truly digital, connecting end customers and enterprises seamlessly, getting digital 
transformation right requires the right structure and discipline for organization’s strategy and they 
will have growth maturity. Partner transformation is all about improving the customer experience, 
employee experience and business economics. 

In other words, it has become essential. For others, digital transformation is more than an enabler, 
something that helps to get desired value from the transformation agenda rather than running a 
disconnected transformation program that only spins and does not solve the problem.”

PANEL DISCUSSION SESSION - II 
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AJAY SAWANT
Managing Director, Orient Technologies

“Most of the companies are adopting digital transformation, mainly from a strategic and cultural 
angle. And it is designed around people processes and technology. These are the three major factors 
that make that digital transformation possible. Most of the time the digital transformation is powered 
by technology but driven by people. Hybrid multi cloud environments are the way to go today in the 
market. 

And we all have adopted that in our day to day life. The customers are more and more feeling that 
yes, we need to have something like that, which is basically nothing but everything as a service. We say 
IT-as-a-Service or Everything-as-a-Service; fi nally, we are leading towards as-a-Service.”

PRARTHANA GUPTA
CEO, Cache Digitech

“We work seriously on digital transformation to ease everything. You are sitting at home during 
your work and you can get anything and everything at home. This is the concept which we have 
started forcibly while transforming digitally. Our thoughts have changed a lot. It is very easy to do 
business like this. Google and Amazon are doing great on security. But the time has come for us also 
to start good security practices. 

We have recently started in our organization network services or security as a service for customers 
and we have started getting good response from customers. Big companies are hiring people remotely 
right now. “

N. K. MEHTA
Managing Director & CEO, Secure Networks

“Either you die, or you digitally transform yourself. There's only one statement we can make. You 
see companies like General Electric tickets back then were one of the largest populations in the world. 
But today if you see nowhere in the top 50 also because the digitally transferred companies which 
started much earlier, like Apple, Microsoft, Google's they have taken over. 

The same applies to all other organizations today. It is a question of mindset. COVID has just 
accelerated the journey. I think earlier CTO CIOs were fl irting around with the idea of going digital 
and moving to cloud and COVID has forced them to marry. Security is a big thing and we have seen 
security as a big concern.”

VIPUL DATTA
CEO, Futuresoft Solutions 

“My take on this is a little different. That is not different in terms of accepting the fact that digital 
transformation is happening but the fact is it has happened. The consumer has adopted an online 
method of taking the product. The opportunity for all of us as an SI is that we have always struggled 
to create our own IPs. That's what we kept hearing about two years back. The opportunity lies in 
front of us as IP in services. 

If we can create an IP services sector based on hybrid cloud, private cloud, or multi cloud on 
different verticals to offer specifi c customers with each vertical of customers. I see that as an opportunity 
for huge business growth in consolidation, but also see an opportunity for us to create IP in our own 
service domain.”

SNA AWARDS 2021 
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AMARISH KARNIK
Channel sales Director (India & SAARC), Veeam Software

"I think Veeam had a tremendous year where we achieved $1.2 billion run rate revenue. It is a 100% 
channel centric company. This is an opportunity for all the partners to earn revenue from a bottom-line part 
also. 82% of the revenue is also coming from Fortune 500 companies. Last but not the least, the Net Promoter 
Score. I think more important is the software revenue which we are clocking along with what we are growing 
at the rate when the industry itself is growing approximately around 2.9% to 3%. We continue to grow at 
25% over here. Also, we continue to lead the conversations with customers and they prefer to adopt Veeam 
for their complete availability suite."

AMIT KAPOOR
Partner Business Manager, HPE India

"We truly believe that what we are today is because of our partners. We are committed to our partners 
and hence we are fully dependent upon them to take our offerings to the market. At HP, we always feel that 
innovation is a part of our DNA. We live for a purpose which is advancing the way people live and work. 
We want to provide an experience to our partners and the customers, and that is what we strive for. We are 
known to offer an experience from Edge to Cloud, which is what we have already done with Tottenham 
stadium. There we have provided an Edge to Cloud experience for the fan club. Second is enabling a seamless 
experience. So we have also done a seamless experience for providing time to market for Virgin Money, which 
is a startup in providing banking experience to the customers.”

BISHWAJIT SUTRADHAR 
National Sales Head, Passive Networking Business , Polycab

"The journey of Polycab started in the year of 1964; we are well old in terms of OEMs' concern. There 
are a lot of milestones we have achieved. We have our own FC plant. We have launched our vertical called 
Polycab Telecom which is a very good buzzword right now in the Indian market, how the infrastructures 
are gaining and a lot of infrastructure happening. We have large projects which we call EPC projects. We got 
enlisted into BSE and NSE. We are here to synergize your data and power from a single brand called Polycab 
with 50 years of rich experience, delivering success, technologies, and designing to the Indian grounds. We are 
on average Rs 9000 crore turnover in the market today including all of our articles."

GANESAN ARUMUGAM
Director-Channel SalesIndia & SAARC- Netapp

"Today NetApp is so successful in India just because of partners who have contributed to our success and 
acted as our extended sales force to carry our products and solutions to the market. We have a lot more to 
go, having a lot more opportunities in front of us.  All our business activities and strategies revolve around 
partners based on various surveys, liquidates and analytics reports that we have gone through. We have 
identifi ed what are the top three priorities customers are looking at. In the last one year and half we have 
observed the pandemic has accelerated the digital transformation a lot. The businesses which were taking 
baby steps to slowly move into digital transformation have been forced to adopt much faster."

NEERAV KUMAR
Director Sales, Strategic Business CommScope

"CommScope is a world leader in communication space and infrastructure solutions. There is the need 
to be connected for everyone everywhere, whether we are talking about connecting with each other or the 
businesses that do the work, we need the connectivity. Today, we are living in a highly increasing connected 
world where connectivity is becoming the key to keep us in touch to interact with each other, to entertain or 
to keep us informed. We need connectivity wherever we are, whatever devices we are using. We need to be 
online every time. So, connectivity is changing the world and changing our life."

CORPORATE PRESENTATIONS
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RAMANAN CHIDAMBARAM
Director – Sales, Fortinet India

"Post COVID, the kind of remote workforce where people working remotely is going to continue, so the 
traditional methodology or the approach of network security is no longer going to help organizations to grow 
their business signifi cantly and for a betterment of their productivity. So, the current architecture of branches 
having the point products usually switches, Wi-Fi, routers, the fi rewall and having a model of data center, 
centralized Internet security controls mechanisms, all of which has to be changed now because the application 
landscape on the data landscape is residing on the data center in a place. It is all distributed across apps and a 
lot of SaaS applications are coming."

ANSHUMAN RAI
Area Vice President (India & South Asia), CommVault

"In these two years a lot of things have changed and every session that is being attended, people will be 
talking about digital transformation, how things have changed, how people are operating, secure operating 
systems, the way the people operate has changed. These two years actually taught us a lot of things as 
individuals. It taught us that life family and people are important. What that meant was to make it easy to go. 
That is actually something which happened in our professional lives as well giving a lot of adoption of cloud 
happen."

SUMIT KUMAR
Regional Sales Head, North & East India Nepal, Bangladesh & Bhutan, Kaspersky

"Around $120,000 SMBs globally are getting impacted due to the data breach and 50% of the SMBs are 
experiencing that data breach. When I talk about enterprise, the quantum is so much that an enterprise has 
an average fi nancial impact of $109 million. There has been so much news about ransomware attacks and we 
all are aware about it. It is very critical and important to look at the fact that how crucial and how vulnerable 
your endpoint, IT infrastructure is and how you have to do it. In a survey, we found that 200,000 companies’ 
top priority in their bot discussions is about security. All are talking about how to make sure their data is 
secured, how their information security policies, and how their security posture can be improvised."

SHANTARAM SHINDE  
National Channel Head, NTT Ltd., India    

“As we are aware that in a constantly evolving world, technology does not stand still. And that is where 
our role as a company comes in. You are going to hear from us, going forward as a purpose laid organization, 
delivering connected futures, as a partner laid outcome based organization; you are also going to hear from us 
on hybrid workplace, hybrid multi-cloud, collaboration. If you dive into each of these terms, it will lead to 
some kind of solution addressing some kind of a challenge or a problem that a customer faces. At the core of 
all of these, there are fi ve important things – datacenter, global network, workforce, partner ecosystem and 
the last is customer ecosystem which you and I all work for. Having these at core, we would like to position 
this company at the scale, size and capacity that we win for.  We are one of the top fi ve global IT service 
provider with $112 billion global revenue.”

SNA AWARDS 2021 

KRUNAL PATEL
Director-sales, Teamviewer

"Starting since 2005, we have been constantly focusing on delivering software which can help people and 
connect anything from anywhere. Today, TeamViewer has grown into a full enterprise solution which is 
used to basically deliver different connectivity solutions. So whether it is accessing a windmill or controlling 
the coffee machine or supporting an employee working remotely on his tablet, these are different use cases. 
Whether it is monitoring hardware or operating systems, this is not only relevant in ecology across different 
industries, different use cases. So wherever there is a connectivity requirement, we will be able to give you a 
solution in a very secure manner. Hybrid working is an important topic today and this is a research report, 
which came out in October where NASSCOM has done research on how our enterprises are preparing to go 
back to work."

CORPORATE PRESENTATIONS
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HOW HAS THE GOVERNMENT RESPONDED TO THE WHITE PAPER 
YOU’VE AUTHORED THROUGH YOUR INDUSTRY BODY AND THINK 
TANKS ON CRYPTOCURRENCY REGULATIONS?

I would say it has been a fairly positive response because till that white paper was 
written, I think the narrative was largely in the direction of pushing for saying that India 
needs cryptocurrency. The purpose of the white paper was largely to push for the fact 
that regulators need to have their concerns addressed. Any new technology that comes in, 
it goes through a suspicious grind, especially when it entails people, investments, money, 
and so on. The things that we addressed were all those suspicions and concerns that 
people had, right from areas of misuse to investor protection, to tax ability to traceability 
and so on.

WHEN CAN WE EXPECT THE GOVERNMENT TO IMPLEMENT THESE 
REGULATIONS?

The government is currently in the process of writing the regulation themselves, and where we are looking at is this is a complex process. 
We are hoping that some drafts may be ready in the winter session. If it goes into parliament, it will be debated, because we have a lot of 
parliamentarians who are aware of this topic and are speaking in public. We will possibly see, either in the end of winter session or in the 
budget session most likely a bill to be passed.

HOW CAN CRYPTOCURRENCIES AND ITS CONCEPTS BE REGULATED?

The concept of cryptocurrency was meant to transcend borders and cut across borders, and it didn't believe in any particular geography 
or jurisdiction. It is always safer to have countries regulating, which is why all the developed countries and mature economies have looked 
towards regulation. India is also in that process right now. China and Turkey have banned it, but I'm not sure mature economies are looking 
at a banning route.

IS THERE ANY NEED FOR INTERNATIONAL COOPERATION IN REGULATING CRYPTOCURRENCY?

I would say there is a need for international cooperation, primarily because of addressing misuse. As everything has a use case, everything 
has a misuse case which has to be reduced. And for that, if you have people transcending borders, it is better to have arrangements in place 
with international entities.

HOW DO YOU SEE REGULATION OF CRYPTOCURRENCY EVOLVING IN INDIA?

I think this is a continuous process. We haven't seen how it further behaves. I would say for what we have seen, let's start putting the 
regulation in place and the regulation should be a continuously evolving one as we all discover it together.

HOW DIGITAL TRANSFORMATION AND THE PACE REALLY IMPACTED 
OR INFLUENCED THE BUSINESS?

What we saw and when we continuously use this word - transformation that has truly 
happened in the real sense of the term, we see its biggest adoption among Indians who 
have displayed it while adopting IT. So, that has changed the complete landscape of the 
market. The way every single one of us today deal with it, whether it's our children or 
ourselves,  even traders, shopkeepers, businessmen, every single person, I think the phobia 
of applying IT to their day to day lives is completely gone. So that is what transformation 
is and that has led everybody to adopt more technology and to actually use it and get 
comfortable with it. So I think that's one biggest change which has happened and this had 
defi nitely a lot of cascading impact. Businesses saw tremendous growth and every single 
segment has benefi ted. It all started with the government which played a bigger role by 
the way in adopting and pushing this transformation. BFSI, Telecom, Retail are the other 
industries which have seen a great impact. I can't think of any one segment that has not been benefi tted or has been hesitant to adopt this 
transformation. So we saw a huge transformation and that has resulted into every single business growing. Defi nitely every OEM like us, not 
just Dell, I think everybody did very well. There is always a time when we are relentlessly trying to bring a change and then there are times 
like now when suddenly everything changes; so that was what we got to see in the last two three quarters.

CAN YOU SHARE SOME LIGHTS ABOUT HOW THE PARTNERS HAVE GROWN DURING THESE TIMES AND HOW 
THEY’VE BENEFITED FROM THIS WAVE OF TRANSFORMATION?

If everybody saw growth, this whole execution of business happened because of our partners. Every single partner organization has seen 
a humongous growth. Now there are partners from different businesses and the percentage might differ but everybody has defi nitely seen 
double digit growth. There is a huge confi dence boost which has happened to the partners and also organizations that have transformed in 
a big way. There have also been a lot of new skills acquired by the organizations as talent remains the holy grail of the technology industry.

WHAT IS DELL PLANNING TO STAY RELEVANT AND TO STAY ON THIS PATH OF GROWTH? 

With everything that has been going around of late and all the partners who have been around and been contributing to help us in the 
business and supporting us during these times, a big thanks to them. This shows up in our quarter, the results of which got announced recently 
and it was phenomenal. It has been a record quarter in Dell’s history. We are on the trajectory of $100 billion now. Our business saw a huge 
growth, 21% globally.

FIRE SIDE CHAT WITH RAMEESH KAILASAM, CEO- INDIA TECH & 
S. MOHINI RATNA, EDITOR, VARINDIA

FIRE SIDE CHAT WITH ANIL SETHI, VP & GM, CHANNELS INDIA - DELL TECHNOLOGIES  
& DR. DEEPAK KUMAR SAHU, CHIEF EDITOR, VARINDIA
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TECH TALK

RAMEESH KAILASAM
CEO, India Tech

"There has been a period of silence from a regulatory standpoint, and therefore people are investing 
heavily in cryptocurrency. The word cryptocurrency does not exist in any of the Indian laws and 
regulations. Therefore, all the more the need for regulation, the direction that we are heading to 
and to give you a background, why I am speaking about it as we had come out with a fi ve-point 
recommendation to Government of India and regulators on how to regulate cryptocurrency, just like 
every disruptive technology that comes in regulation needs to catch up. 

Whether you look at US, UK, Japan, Canada, South Korea, Australia and other countries, they 
have given cryptocurrency the status of either a commodity or as the order property or an asset, and 
therefore, underlying kind of drive here was that we defi ne it as an asset."

SUNIL SHARMA
Managing Director, Sales, Sophos

"I am so delighted to share the news that we have been growing double digits and on the higher 
end side of teams. What a phenomenal growth which you people have given to us. Thank you very 
much for such a wonderful partner community. You have done a great job in the last two years 
when everyone else was under the lockdown, you people have gone out of the way to support our 
customers. It is such a phenomenal job. 

I cannot tell you the amount of thanks which we would like to give to all of you. Whatever is the 
opportunity for us together in cybersecurity, growing double digit and doubling our revenue in the 
next three years. So wish you all the best, take care and thank you very much."

DINESH KUKREJA
CEO, Unicas Services LLP

“My journey started in 2017 with a Bitcoin when it was priced around $400 and that time I started 
buying and exchanging. But in India, there was some problem and the ban came in 2018 and after that 
we shut down the exchange. Then in 2020, when the Supreme Court declared it is not banned, then 
we started crypto banking. 

With Bitcoin you can do anything, it can be exchanged with the goods and services also and even 
in UNIcash, the platform we have provided, you can get a loan against Bitcoin, you can get savings 
accounts of Bitcoin, you can get interest on Bitcoin. The revolutionary, futuristic asset or currency is 
Bitcoin."

MANOJ TASKAR
Country Manager, India, Anomali

"People have been using intelligence in bits and pieces up till now. It is a siloed approach where 
people thought that if I have something that comes to me as information, I could use that to improve 
my security posture in the organization. They never thought of it as a holistic security organization or 
as an intelligence impacting the organization. Every department looked at it from their own challenges, 
which meant that there were multiple slips between the cup and the lip that caused issues. 

What we are trying to build out with Anomali is give the organization a single platform where 
they all can come together. Collaboration is the biggest and even more challenging when it comes to 
cyber threat intelligence. Collaborative approach in cyber threat intelligence is important. There is the 
cyber data that we are looking at, but when we convert that cyber threat data with referenceable and 
contextual environment around it into actionable items, that translates into Cyber Threat Intelligence."
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WINNERS OF VARINDIA STARNITE AWARDS 2021
RAMEESH KAILASAM INFLUENCER TO DRIVE START-UP GROWTH IN INDIA

HP INDIA INC BEST NOTE BOOK- Enterprise
 BEST INKJET PRINTER(SINGLE  & MFP)
 BEST LASER PRINTER(SINGLE  & MFP)

HP ENTERPRISE INDIA HYPER CONVERGED INFRASTRUCTURE SOLUTIONS
 END TO END TECHNOLOGY SOLUTION COMPANY

HPE- ARUBA, A HPE Enterprise BEST WIRED AND WIRELEEE LAN INFRASTRUCTURE COMPANY

CANON  INDIA PVT. LTD.  BEST PHOTO COPIER

DELL TECHNOLOGIES BEST LED MONITORS
 BEST NOTE BOOK- CONSUMER

DELL TECHNOLOGIES BSET X 86 SERVER
 STORAGE SOLUTION COMPANY
 CHANNEL FAVOURITE COMPANY

D-LINK INDIA LIMITED BEST SMB NETWORKING  COMPANY 

COMMSCOPE SOLUTIONS INDIA PVT. LTD. BEST STRUCTURE CABLING COMPANY
 

EPSON INDIA PVT. LTD. BEST INKTANK PRINTER 
 BEST PROJECTOR
 

CHECK POINT SOFTWARE TECHNOLOGIES  BEST DATA SECURITY COMPANY
 

SOPHOS TECHNOLOGIES PVT. LTD.  BEST NEXTGEN FIREWALL
 

CISCO SYSTEMS INDIA PRIVATE LIMITED  BEST NETWORKING SOLUTION COMPANY
 

 BEST UNIFIED COMMUNICATION SOLUTION COMPANY
 

KASPERSKY LAB BEST END POINT SECURITY SOLUTIONS
 

MICROSOFT CORPORATION (INDIA) PVT. LTD. BEST OPERATING SYSTEM- WINDOW 11
 

APC By Schneider Electric POWER MANAGEMENT SOLUTION COMPANY
 

LENOVO INDIA PVT. LTD. BEST NOTE BOOK– SME
 

WESTERN DIGITAL (UK) LTD.  BEST FLASH DRIVE-SSD
 

SEAGATE TECHNOLOGY HDD (I) PVT. LTD BEST INTERNAL & EXTERNAL HARD DISK DRIVE
 

INTEL TECHNOLOGY INDIA   BEST PROCESSOR 
 

VMWARE SOFTWARE INDIA PVT. LTD.  BEST INNOVATOR IN CLOUD TECHNOLOGY
 

NVIDIA GRAPHICS PVT. LTD. BEST GRAPHIC CARDS
 

ORACLE INDIA PVT. LTD. BEST BUSINESS APPLICATION SOLUTION COMPANY
 

Fortinet Technologies India Pvt. Ltd BEST ENTERPRISE NETWORK FIREWALL
 

REDHAT INDIA PVT. LTD. BEST OPEN SOURCE INFRASTRUCTURE SOLUTION COMPANY
 

CITRIX SYSTEMS INDIA PVT.LTD. BEST WORKFORCE  COLLABORATION SOLUTION COMPANY
 

NTT LTD. BEST DATA CENTER IN INDIA
 

POLY VIDEO CONFERENCING INFRASTRUCTURE SOLUTION COMPANY
 

ACER INDIA PVT. LTD BEST LAPTOP- For Government 
 

TEAMVIEWER INDIA PVT.LTD. BEST ENTERPRISE SOLUTION COMPANY
 

FITBIT INDIA PVT. LTD. BEST SMART WATCH FOR HEALTH
 

VEEAM SOFTWARE BEST BACK-UP & RECOVERY SOFTWARE
 

UI PATH BEST COMPANY INTO RPA SOLUTION
 

NUTANIX TECHNOLOGIES INDIA PVT LTD BEST HYPER CONVERGED SOLUTION COMPANY
 

PALOALTO NETWORKS  BEST COMPANY INTO CYBER SECURITY
 

VERTIV ENERGY PVT. LTD. BEST COMPNAY INTO DATACENTRE  INFRASTRUCTURE SOLUTIONS
 

COMMVAULT SYSTEMS INDIA PVT. LTD. BEST DATA PROTECTION SOFTWARE
 

NETAPP INDIA PVT. LTD. PRIMARY STORAGE ARRAYS
 

AMD INDIA PVT. LTD. BEST PROCESSOR FOR COMMERCIAL LAPTOPS
 

TP-LINK INDIA PVT. LTD. BEST Wi-Fi ACCESS POINT- SOHO
 
EDITORS CHOICE AWARDS 
D-LINK INDIA LIMITED BEST STRUCTURE CABLING VENDOR
 BEST CCTV 

VIEWSONIC TECHNOLOGIES INDIA PVT. LTD. BEST PROFESSIONAL GRADE MONITOR- For VP2785-4K (Pantone monitor) 
 

GN AUDIO INDIA PVT. LTD. VIDEO BAR- JABRA PANACAST 50 
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CATEGORIES Company Names

BEST SOLUTION & SERVICE PARTNER Soft line Services India Pvt. Ltd.
 AGC Networks Ltd.
 Team Computers Pvt. Ltd.
 

BEST SUB DISTRIBUTOR Comnet vision India Pvt. Ltd.
 Elcom Trading Company Pvt. Ltd.
 Sound Soluti ons
 Krishna Agencies Pvt. Ltd.
 Park Network Pvt. Ltd.
 Miracle Tech Distributors Pvt. Ltd.
 Suntronix
 

BEST VAD iValue InfoSoluti ons Pvt. Ltd.
 RAH Infotech Pvt. Ltd.
 RP tech India
 Tech Data India
 

BEST CLOUD SOLUTION PARTNER Locuz Enterprise Soluti ons Ltd.
  Pentacle IT Soluti ons Pvt. Ltd.
  Progression Infonet Pvt. Ltd.
  Centi lyti cs
  Quadrasystems.net (India) Pvt. Ltd.
  Shivaami Cloud Services Pvt. Ltd.
  Umbrella Infocare Pvt. Ltd.
 ITS Technology Soluti on Pvt. Ltd.
 

BEST DIGITAL TRANSFORMATION PARTNER Techgyan
  Bloom Electronics Pvt. Ltd.
  Bahwan CyberTek Pvt. Ltd.
 

BEST SOLUTION PARTNER Agmatel India Pvt. Ltd.
 BMG Informati cs Pvt. Ltd.
 Choice Soluti ons Ltd.
 Dev Informati on Technology Ltd.
 Elegant Business Soluti ons Pvt. Ltd.
 Embee Soft ware Pvt. Ltd.
 Hitachi Systems Micro Clinic Pvt. Ltd.
 Insight Business Machines Pvt. Ltd.
 Inspirisys Soluti ons Ltd.
 PC Soluti ons Pvt. Ltd.
 Symmetrix Computer Systems Pvt. Ltd.
 Value Point Systems Pvt. Ltd.
 VIBS Infosol Pvt. Ltd.
 Wysetek Systems Technologists Pvt. Ltd.
 

BEST RETAILER Computer Land
 SSDN Techsoluti ons
 Supreme Technologies Pvt. Ltd.
 Bluecom Infotech Pvt. Ltd.
 

BEST COLLABORATION PARTNER Business Octane Soluti ons Pvt. Ltd.
 Progility Technologies Pvt. Ltd.
 Gurusons Communicati ons Pvt Ltd.
 

BEST DISTRIBUTOR Ingram Micro India Ltd.
 Redington India Ltd.
 Savex Technologies Pvt. Ltd.
 

BEST SUB-DISTRIBUTOR- SOFTWARE Soft mart Soluti ons

“EMINENT VARs OF THE YEAR 2021 AWARDS”
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 Unistal Systems Pvt. Ltd.
 E Soft  Soluti ons Inc.
 Rubik Infotech Pvt. Ltd.
 BD Soft ware Distributi on Pvt. Ltd.
 

BEST INFORMATION SECURITY PARTNER ACPL Systems Pvt. Ltd.
 

BEST INFRASTRUCTURE PARTNER Fronti er Business Systems Pvt. Ltd.
 Gowra Bits & Bytes Pvt. Ltd.
 Monarch Technologies (Pune) Pvt. Ltd
 Super Infomati cs Pvt. Ltd.
 Unifi ed Data-Tech Soluti ons Pvt. Ltd.
 

BEST IT SERVICE COMPANY ABC Systems Pvt. Ltd.
 DigitalTrack Soluti ons Pvt. Ltd.
 Futurenet Technologies (India) Pvt. Ltd.
 LDS Infotech Pvt. Ltd.
 SHRO Systems Pvt. Ltd.
 Soft wareOne India Pvt. Ltd.
 Sonata Soft ware Ltd.
 

BEST NETWORKING SOLUTION PARTNER ABS India Pvt. Ltd.
  Enrich Data Services Pvt. Ltd.
  ESSI Integrated Technologies Pvt. Ltd.
  Sanghvi Infotech Pvt. Ltd.
  Spark Technologies Pvt. Ltd.
  Magnamious Systems Pvt. Ltd.
 

BEST SECURITY SOLUTION PARTNER Essen Vision Soft ware Pvt. Ltd.
 JNR Management Resources Pvt. Ltd.
 Kamtron Systems Pvt. Ltd.
 Macaws Infotech
 Raksha Technologies Pvt. Ltd.
 Secure Network Soluti ons India Pvt. Ltd.
 Silicon Netsecure Pvt. Ltd.
 eCaps Computers India Pvt. Ltd.
 AmbiSure Technologies Pvt. Ltd.
 

BEST SYSTEM INTEGRATOR Ninth Dimension IT Soluti ons Pvt. Ltd.
 ACMA Computers Ltd.
 Adit Microsys Pvt. Ltd.
 Arrow PC Network Pvt. Ltd.
 Cache Infotech Pvt Ltd.
 Corporate Infotech Pvt. Ltd. (CIPL)
 E Square System & Technologies Pvt. Ltd.
 Fenexa Technology Pvt. Ltd.
 FutureSoft  Soluti ons Pvt. Ltd.
 Galaxy Offi  ce Automati on Pvt. Ltd.
 Megahertz Infotech
 NTT Ltd. India
 Orbit Techsol India Pvt. Ltd.
 Orient Technologies Pvt. Ltd.
 PVR Systems Pvt. Ltd.
 Pentagon System and Services Pvt. Ltd.
 Printlink Computer & Communicati on Pvt. Ltd.
 Targus Technologies Pvt. Ltd.
 VDA Infosol Pvt. Ltd.
 

EMERGING VAD OF THE YEAR TechnoBind Soluti ons Pvt. Ltd.
 TechKnowLogic Consultants India Pvt. Ltd.   
 (Netpoleon India)

“EMINENT VARs OF THE YEAR 2021 AWARDS”
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BEST ISV Aggrandize Venture Pvt. Ltd.
 Focuz Infotech
 Celerix Technologies
 Comsense Technologies Pvt. Ltd.
 Maxus Technologies Pvt. Ltd.
 Simple Logic IT Pvt. Ltd.
 Emsphere Technologies Pvt. Ltd.
 iFour Technolab Pvt. Ltd.
 Zivost Technologies Pvt. Ltd.
 Nagarro Soft ware Pvt. Ltd.
 Iris Soft ware Inc.
 

BEST WI-FI SERVICE PROVIDER Presto Infosoluti ons Pvt. Ltd.
D

PRASENJIT ROY
CMO - NTT LTD.

PRABHJEET SINGH
HEAD OF MARKETING 
CISCO SYSTEMS INDIA

RAHUL NAUTIYAL 
GEO MARKETING LEADER, HIT- 
HPE INDIA

ARVIND SAXENA
HEAD MARKETING & CORP. COMM. - 
NEC  CORPORATION INDIA

ANIL SETHI
VP & General Manager (Channels), Dell Technologies

LATA SINGH
Executi ve Director (IBM Partner Eco-system) - IBM India

AMER WARSI
Channel, SMB & Ecosystem Leader, HPE India

KHALID WANI
Senior Director (India & South Asia), Western Digital

AMRESH KARNIK
Director, Channel Sales & Alliance (India & SAARC), VEEAM Soft ware

In the category of 

Digital Transformati on

In the category of   

Hybrid Cloud

In the category of   

Hyperconverged Infrastructure

In the category of  
Data Storage Company

In the category of  

Back-up & Recovery

1. PROGRESSIVE CHANNELS ASSOCIATION OF INFORMATION TECHNOLOGY (PCAIT), DELHI

2. TRADE ASSOCIATION OF INFORMATION TECHNOLOGY (TAIT), MUMBAI

3. COMPUTER ASSOCIATION OF EASTERN INDIA (COMPASS), KOLKATA

4. INFOTECH SOFTWARE DEALERS’ ASSOCIATION (ISODA)

5. ASSOCIATION OF SYSTEM INTEGRATORS & RETAILERS IN TECHNOLOGY (ASIRT) 

“EMINENT VARs OF THE YEAR 2021 AWARDS”

POWERED CMOs OF INDIA

CHANNEL CHIEFS IN INDIAN TECH INDUSTRY

IT ASSOCIATIONS OF THE COUNTRY

KAUSTUBH PATKI
HEAD OF MARKETING 
(INDIA)- MICROFOCUS

KOMAL SOMANI
CHIEF MARKETING OFFICER- 
ESDS SOFTWARE SOLUTION 

RITU GUPTA
COUNTRY MARKETING DIRECTOR 
DELL TECHNOLOGIES

RAHUL SINGH
VP & HEAD OF MARKETING - SAP INDIA 

ARPITA SENGUPTA
DIRECTOR & HEAD OF MARKETING - 
REDHAT INDIA

RAJESH KUMAR 
VP & HEAD OF MARKETING 
UI PATH INDIA & SA

RISHI PRASAD
MARKETING LEAD - 
SOUTH ASIA- 
SEAGATE TECHNOLOGY HDD INDIA
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IT Associations' Round Table

PLATINUM PARTNERGOLD PARTNERS

NETWORKING PARTNERS

DIGITIZATION PARTNER

KNOWLEDGE PARTNER

PASSIVE NETWORKING 
PARTNER

CLOUD PARTNER

CYBER SECURITY PARTNER

SUPPORTED BY

PRINCIPAL PARTNERPRESENTING PARTNERCHANNEL TRANSFORMATION
SUMMIT

SUPPORTED BY

There  were 30 IT Associations who 
attended the round table session 

presented by FAIITA 
"I am here to talk about a very unique opportunity which we are 

bringing up to the channel community. As every one of you knows 
that FAIITA is Federation of all India IT associations means that all 
A B, C and D class of cities have different associations and we have 
100 plus associations, including some of the Federation, Confederations 
and the state associations, being a member of this umbrella body and 
their members are our indirect members, which are basically forming 
the channel committee community of brick and mortar partners of IT 
industry. 

So we primarily work for the betterment of this community that is 
known as channel community. We are here to bring a different concept, 
a different new idea. We are already on the go. 

I am talking about a new concept which is known as India IT Mall, 
a consortium or an aggregated platform of the digital presence of all the 
physical channel partners of T3 and brick and mortar categories."

KAUSHIK P PANDYA
President, FAIITA
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CHANNEL CHIEF IN THE INDIAN 
IT INDUSTRY – PART II 

In the last October edition, we got to understand how it is becoming very crucial for B2B 
to focus on business growth through Channel since it is not possible for organizations to 
appoint sales /service persons at every industrial cluster. Creating channel partner agreements 
can be complex because they impact several areas of business. Indeed, channel partnerships 
have become increasingly useful sales vehicles for products of all types, especially on an 
international level. 

A channel-friendly company does not rely on direct sales alone. Channel Policy creates 
strategic partnerships to reach customers through indirect sales opportunities. Channel partners 
act as a middleman between a vendor and its end customer, providing sales, implementation, 
and/or customer support services.

One will agree that handling the channel is a completely different ball game. It has been seen that many good sales people can deal with 
direct customers successfully but fail in dealing with the channel. It is advisable to have a dedicated channel sales team headed by a channel 
head.

Many leading tech companies are realizing that the salespeople pulling new partners into the channel are actually generating much more 
revenue than the direct sales people. Few corporates even reported that up to 90 percent of their revenue is coming from partners, while as 
little as 10 percent is from direct sources.

The Channel is responsible for increasing revenue and growing market share without the vendor having to hire and train more employees, 
and invest in offi ce space, tools, and equipment to support those employees.

Finally, channel partnerships have the potential to boost the commercial revenue of a company substantially and for a long period of time. 
You can meet with infl uencers from the corporate world to discuss your deal and have an agreement ready for them to sign by the end of the 
day.

Let us understand again from the following Tech companies on how their Channel chiefs have formulated their respective competitive and 
aggressive partner programs.

INGRAM MiCRO DEVELOPS iTS PROGRAMS TO 
HELP PARTNERS LEVERAGE NEW OPPORTUNiTiES

“Partner programs drive multiple objectives such as educating channel partners about 
new solutions and services that they can leverage to grow their business. These programs 
also act as a catalyst to augment the efforts of the partner sales team in a holistic manner with 
incentives, enablement as well as implementation and consulting services.  It is necessary to 
set a direction for the partner ecosystem and help defi ne the Go -to-market strategy.

Core components of Ingram Micro’s Partner Programs

We strive to create programs with benefi ts that will help our partners accelerate growth 
and profi tability. Our programs equip partners with the resources they need, whether 
they are looking to build their business or scale. In addition to rebates, we also work with 
selected partners and create co-marketing programs to help them pitch the right solutions 
to their customers.

As a value-added distributor, we ensure that our partner programs are developed in 
a holistic manner to help our channel partners leverage new business opportunities. In 
addition to attractive incentives on deals and POCs, we also provide partners with training 
and skill development, pre-sales and post-sales support and access to a wide range of sales 
and marketing materials including emails, vertical-specifi c customer case studies, white-
papers and more. 

The other way to support the partner ecosystem is to help them reduce their operational 
cost, which is achieved by providing them with an E-Commerce Platform, to be able to 
search products, get pricing and availability, order and track deliveries at a click of a button 
24*7, 365 days.”

 

SANJAY ACHAWAL  
Executive Director and Sales 

Head, Ingram Micro India
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HUAWEi’S PARTNER STRATEGY iS TO SUCCESSFULLY 
DRiVE PARTNER COLLABORATiON

“Digital transformation is the need of the hour for modern enterprises across sectors that 
are opting for new technologies to improve their products, operations, and relationships. 
Huawei recognizes that digital transformation and partnerships go hand in hand. A Partner 
Program benefi ts all stakeholders in redirecting business goals, principles, and strategy 
to create a winning ecosystem of support and collaboration intended to provide the best 
products, services, and solutions to enterprise customers.

Huawei adheres to a ‘Being Integrated’ Partner Ecosystem Strategy, aimed at extending 
its enterprise business to reach new heights, with partner policies that are simple, supportive, 
and improve partner profi tability. For successful implementation of this strategy, Huawei 
is committed to creating strong channel partnerships throughout the world, including those 
in India.

Core elements of Huawei’s Partner Program

Huawei’s partner strategy focuses on building a fl exible, collaborative, and mutually 
benefi cial ecosystem central to combining the strengths of Huawei and its partners. The 
goal of every partnership is to increase profi tability of its ecosystem partners, simplify 
international partner policies and processes, improve partner capabilities, and develop a 
supportive ecosystem.

Huawei’s steadfast, action-oriented strategy for digital expansions engage the market 
to innovate for a hyper-digital world — with a core belief in ‘ubiquitous connectivity + 
digital platform + pervasive intelligence’ to deliver digital transformation. Its overall ‘being 
integrated’ partner strategy is grounded in providing fair, just, transparent, and simple 
principles to successfully drive channel partner collaboration, with a focus on profi tability, 

simplicity and enablement.

STANDY NIE
President, Enterprise 

Business - Huawei India

MiCROSOFT PARTNER PROGRAMS ARE 
MORE THAN JUST REBATES AND MDFS

“We attribute our success to our partners. In Satya’s words, “We fundamentally exist as 
a company, if not for the partner ecosystem taking what we build, adding value to it and 
then, most importantly, jointly being as obsessed about how do the outcomes of it help the 
world get better one business at a time, one community at a time.”

Microsoft partners are the last mile to connect with the customers and deliver not 
just products and solutions but the Microsoft experience on ground. Without any doubt, 
Microsoft’s success depends on its partners and a Partner program ensures the fabric of the 
business, mutual benefi t and trust.

Microsoft’s Channel strategies & Policies

Our partners at Device Partner Solutions Sales (DPSS), have a host of programs and 
services. While we invest directly with our OEMs through programs Jumpstart, Joint 
Marketing Activities (JMA), etc, there is a range of Partner Programs for our Resellers, 
System Integrators through our Distributors, Ingram Micro and Redington. We believe 
that Partner Programs are much more than just Rebates and Market development funds, so 
our offering includes Evangelism, Demand Generation, Digital First trainings, Customer 
Promotions, and various tools & resources.

We offer customized programs specifi c to the customer segment, with a Go To Market 
(GTM) approach, like for our resellers focused on the Education market, our Distributors 
have launched the Partnerwins.in portal. Similarly, there are programs on Windows 11 Pro 
modern devices to enable refresh amongst SMBs & Enterprise customers in the country. 
Our Distributors, Ingram Micro & Redington regularly inform our resellers and system 
integrators of these initiatives. We embrace the leadership principles of creating clarity, 

FARHANA HAQUE     
Group Director, DPSS 

- Microsoft India 

generating energy and delivering success to 
bring out the best and inspire our partners 
to do their best.”
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HPE PROGRAMS ALLOW PARTNERS TO CAPiTALiZE 
ON OPPORTUNiTiES AND iNNOVATiON

“Partner programs are all about joint successes. The partner’s success is our success, 
we are an extension of our partner’s sales force. We are enabling our partners to embrace 
our vision of moving completely to an as-a-service model while they continue their digital 
transformation journey through our exclusive benefi ts such as enablement tools, learning 
resources and incentives from the HPE Partner Ready Program. Nearly 70 percent of 
HPE’s annual sales are transacted through HPE’s channel ecosystem, which is more than 
80,000 partners strong.

Key components of HPE’s channel strategies

To help partners grow their business, we have the HPE Market Development Fund 
(MDF) Program which helps boost their marketing and sales initiatives with discretionary 
investments from HPE.  We make these funds available to select HPE partners for sales 
enablement and marketing activities that drive demand and pipeline for HPE products, 
solutions, and services.

The HPE Partner Ready Program allows partners to capitalize on opportunities and 
innovation. We reward our partner’s investment in aligning with our strategy by seizing 
margin-rich opportunities through HPE Partner Ready compensation, that spans our 
portfolio from HPE GreenLake (17% rebate) to storage (accelerators) and Membership 
Acceleration.

We have consistently been rated being the most partner-oriented organization in the 
industry year after year. This is an outcome of having a very robust partner program that 
is mature and is continuously improvised to incorporate all the market shifts and trends. 

Every new fi scal year, we conduct the 
Total Partner Experience (TPE) survey 
which provides us with authentic feedback 
from our partners. While validating our 
increasing leadership position in the 
industry, the valuable feedback helps us 
improve the experience for our partners.”

AMER WARSI  
Channel, SMB & Ecosystem Leader 

HPE India

POLYCAB HANDHOLDS iTS PARTNERS TO HELP 
THEM CREATE MORE TAiLORED SOLUTiONS

“An ecosystem of trusted partners facilitates in combining their diverse capabilities 
and simplifying the execution of value-propositions for an OEM. Partners play a positive 
role in deciding the strategic direction for the company’s business, which is why a Partner 
Support Ecosystem is the most critical covenant between an OEM and its different level of 
partners. Empowering the partners with a cohesive vision inspires them to give their best 
with accountability and helps them in prioritising their activities.

Key elements of Polycab’s Partner Programs

We, as an organization that has a strong legacy of nearly 6 decades, possess diverse 
business-portfolios and capabilities to bring in exceptional value to our business-partners. 
Empowering our partners through the right skill-set and bringing to them quality-products 
with ease of delivery-process and combination of different resources under one roof with 
healthy commercials have been the DNA of our successful approach. We literally handhold 
our partners to help them create more tailored solution-positioning that matches the exact 
needs of their customers.

We have a massive network of partners, spread across India. Our partner-ecosystem 
has unique capabilities, responding to varied customer-bases and requirements. Aiming to 
provide them access to a wider customer-base, create more value for their customers and 
increase their market-share, we have a 4-layered partner-activation in Digital-infra, Data, 
Gold and SMEs. We have fl exible and accommodating business-models to support every 
level of partners.

We, as a company, are uniquely positioned with both, end-to-end Power & Data 
Solutions in the industry today. Our partners are placed better than others to identify 
and meet the current and future data-networking demands in our targeted segments. We 

ASHISH D. JAIN 
Executive President and COO, 

Telecom Business, Polycab India

have a specifi cally designed BACK BONE 
Technical Team to integrate and offer 
any design in the realm of combination of 
Power and Data.”



51     www.varindia.com   November 2021

LOGMEIN ENGAGES WiTH THE CHANNEL THROUGH 
CONSiSTENT AND ONGOiNG COMMUNiCATiONS

“Being pioneers of the freemium business model and work from anywhere solutions, we 
have users and customers from micro businesses all the way to large enterprises. LogMeIn 
believes that partners not only amplify our access to this huge base of potential customers 
but are also the closest to the customer and are trusted by them to support them in their 
growth journey.

Core elements of LogMeIn’s Channel Strategy

LogMeIn empowers 200 million customers every day, which makes us one of the top 
10 SaaS companies in the world and our products are leaders in the market. Our partner 
program enables partners (through expertise and investments) to acquire new customers, 
as well as expand their presence within their existing customers with LogMeIn’s exciting 
remote work solutions.

LogMeIn has expanded its executive leadership to be dedicated to the channel community 
- which includes Patrick McCue who recently joined LogMeIn as the Vice President of 
Global Channel Sales at LogMeIn where he leads LogMeIn’s partner strategy, program, and 
engagement. We have also made investments into adding marketing resources for increased 
regional partner marketing planning and execution. We have in-geo channel sales teams 
who work with the multiple partner types which include Distributors, Resellers and MSPs 
to enable their sales team to win in the marketplace.

We have Channel sales teams based out of Delhi, Mumbai and Bangalore who ensure all 
enablement and support is provided to the channel partners as they position our solutions 
to their customers. We will continue to engage with the channel community through 
consistent and ongoing communications, events and other partner forums like Partner 

advisory boards where partners would 
get an opportunity to share feedback and 
engage with our leadership.”

MATHEW PHILIP
Sr Director, Business 

Development & Alliances 
LogMeIn

ASUS PROViDES ALL THE SUPPORT TO BRiNG 
iTS PARTNERS’ BUSiNESS TO THE NEXT LEVEL 

“As a major player in the IT industry and with a legacy spanning 30 years, ASUS’ 
corporate mission is to provide innovative IT solutions that empower people and businesses 
to reach their full potential. Together with our ASUS channel, solution and alliance 
partners, we have integrated our innovation and latest technologies with their expertise to 
deliver a wide range of solutions. We strongly believe in collective growth, wherein we lay 
a lot of emphasis on partner success and their advancement. Our Channel Programs enable 
and empower channel partners and their team, thus creating an ecosystem where everyone 
thrives and creates a win-win situation.

Key Components of ASUS Partner Program

We have developed the ASUS Business Partner Program specifi cally for our B2B resellers. 
It provides tools to market and sell ASUS commercial products more successfully, as well as 
the opportunity to earn valuable benefi ts, such as rebates. Secondly, ASUS Partner Portal 
is designed for our channel partners to take advantage of Marketing Collateral, Price Lists, 
our Channel Site (for product images), and much more. We have also designed the ASUS 
Valued Partner Program to provide all the necessary resources and support to bring our 
partner’s business to the next level, and succeed in today’s competitive market.

To help fulfi l the needs of our channel customers, we have created the ASUS Channel 
Site that gives all tools a partner and their teams need to meet and surpass sales projections. 
Aligned with our Partner Program objective, we have outlined a rebate program that 
provides great earning potential to our Partners. We encourage partners to maximize 
business opportunities by providing ‘Not For Resale’ licenses /Demo units and testing or 
seeding units.”

DINESH SHARMA      
Business Head, Commercial 
PC and Smartphone, System 
Business Group, ASUS India
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MiCRON BOASTS OF A VERY SiMPLE AND 
TRANSPARENT CHANNEL PARTNER PROGRAM

“A channel partner program is an important tool for a brand to have a properly 
structured approach in organizing channel partners, training them appropriately and 
equipping them to deliver better service to the end customers. 

This allows a brand to maintain a relevant two-way communication and information 
that is useful for a set of channel partners focused on a specifi c business segment. In order 
to provide effective sales coverage along with pre & post-sales support, a brand requires 
engagements with specifi c channel partners that have relevant experience of supporting 
that business segment.

Key elements of Micron’s Partner Program

Micron has a very simple and transparent channel partner program under which all 
elements of support such as information download, promotions and rebates are shared 
in a timely manner. We are a leader in the memory space and our partners have easy as 
well as quick access to the product sample, continuous market updates. And because 
we are the leaders in the space, we also provide them with insights into new memory 
technologies and dedicated resources.

At Micron, we believe that it is extremely crucial that our channel engagement should 
be open and transparent with clear communications. It is important to identify the 
segment of focus, post which identifi es partners who have demonstrated strengths and are 
growing in that segment to benefi t both the parties and then provide them with necessary 
support to be successful.

Our leadership portfolio, product quality, supply chain agility and deep customer 

relationships make us a preferred partner 
in many of our markets, and we are 
confi dent in our ability to continue to 
create long-term, sustained profi tability 
and returns built on that leadership.”

RAJESH GUPTA   
Director & Country Manager - 

Sales, Micron Technology, India

Time to Expand the Capacity of Surface Pro with Cadyce

PRODUCT OF THE MONTH

A docking station is a savior during crucial times when one 
wishes to opt for multiple connectivity on Surface Pro. A docking 
station successfully converts a simple-looking tablet or a laptop into 
a multifaceted desktop. Moreover, if one fi nds apt docking for a 
device, then it is like striking gold. To satiate all these requirements, 
Cadyce has come up with a USB-C Multi-function Dock for Surface 
Pro called CA-UCMSD. With multiple ports by the side, CA-
UCMSD is a one-stop solution for functionalities at the fi ngertips.

Cadyce is aware of the vigilance of consumers towards eye-
pleasing picture quality. Therefore, to bestow an uncompromising 
viewing experience, CA-UCMSD comes with one HDMI port 
with resolution support of up to 4K@30Hz, also known as Ultra 
HD. The reason behind this marvel is to offer a real-like and non-
pixelated picture quality.

Alongside this, one can also avail screen modes – extend and 
mirror for an added boost in the working environment. Besides, 
if one forgets to charge devices, then CA-UCMSD has the back 
because its USB-C PD charging port energizes the laptops. Also, 
CA-UCMSD comes equipped with two USB 3.0 ports with BC 1.2 
charging that ensures charging other devices at an intriguing pace. 
Not just this, through USB 3.0 ports, one can transfer data within 
minutes with a speed of up to 5Gbps.

However, the most incredible feature of CA-UCMSD lies in 
its durable exteriors, which is wrapped in an aluminum housing. 
Though aluminum is lightweight, it helps tremendously in electrical 

conductivity. Due to this characteristic, it is extensively used in 
electrical devices.     

“Unquestionably, Surface Pro is the best device when we 
intend on maximizing productivity. But at one point, devices 
face limitations, and Cadyce wants to bypass these hurdles with 
solutions. That’s how the idea of CA-UCMSD struck us. With CA-
UCMSD, we wish to multiply the functionality of Surface Pro and 
convert it into a fully equipped gadget. Therefore, we designed extra 
ports to amplify the capability of the user to the core,” adds the 
member of the Cadyce team. They further cite, “we are aware how 
painful it is to fi nd appropriate drivers, install them, after which 
the gadget starts working. To bypass this painstaking task, we have 
embedded CA-UCMSD with plug-and-play technology with which 
users can skip the lengthy installation process. Besides, when SD 
and mSD slots are diminishing from the laptop, we have ensured to 
have them on CA-UCMSD. Users can easily mount SD and Micro 
SD cards to access their photo gallery anytime and anywhere. Most 
importantly, its compact design speaks volumes as it can be placed 
in the most confi ned corners. Its intelligence lies in the placement of 
the ports to strike a perfect fi t on Surface Pro 7.”
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Visa complains about India's backing 
of its domestic rival RuPay

In a complaint to the US government, Visa Inc has expressed 
concerns over India's "informal and formal" promotion of domestic 
payments rival RuPay that hurts the U.S. giant in a key market.

In memos raised, as shown by Reuters, Visa has downplayed 
concerns about the rise of RuPay, which has been supported by public 
lobbying from Prime Minister Narendra Modi that has included 
likening the use of local cards to national service.

U.S. government memos from an August 9 meeting between U.S. 
Trade Representative (USTR) Katherine Tai and company executives 
including CEO Alfred Kelly, show Visa raised concerns about a "level 
playing fi eld" in India. 

Mastercard Inc has raised similar concerns privately with the 
USTR. Reuters reported in 2018 that the company had lodged a 
protest with the USTR that Modi was using nationalism to promote 
the local network.

"Visa remains concerned about India's informal and formal 
policies that appear to favour the business of National Payments 
Corporation of India" (NPCI), the non-profi t that runs RuPay, "over 
other domestic and foreign electronic payments companies," said a 
USTR memo prepared for Tai ahead of the meeting.

According to the most recent regulatory data, RuPay accounted 
for 63% of India's 952 million debit and credit cards as of November 
2020, up from just 15% in 2017. Modi has been alleged to have 
promoted homegrown RuPay for years, posing a challenge to Visa 
and Mastercard in the fast-growing payments market. 

Publicly, Kelly said in May that for years there was "a lot of 
concern" that the likes of RuPay could be "potentially problematic" 
for Visa, but he stressed that his company remained India's market 
leader.

"That's going to be something we're going to continually deal 
with and have dealt with for years. So there's nothing new there," he 
told an industry event.

Tata plans to set up chip assembly unit for 
an investment of $300 million: Report 

As part of Tata Group’s push into high-tech manufacturing, 
the Indian conglomerate is contemplating to invest up to $300 
million to set up a semiconductor assembly and test unit. 
Accordingly, the company is in talks with three states for the 
investment, two sources familiar with the matter said.

While looking at some potential locations for the factory, Tata 
is scouting for land for the outsourced semiconductor assembly 
and test (OSAT) plant and is talking to the southern states of 
Tamil Nadu, Karnataka and Telangana and, the sources said. The 
venue is likely to be finalised by next month.

The factory is expected to start operations late next year and 
could employ up to 4,000 workers, the source said, while further 
adding that availability of skilled labour at the right cost was key 
to the long-term viability of the project.

"While they (Tata) are very strong on the software side of 
things ... hardware is something they want to add to their 
portfolio, which is very critical for long-term growth," the source 
said.

While Tata has previously announced its intention to enter 
the semiconductor business, this is the first time news about 
the group's foray into the sector has been reported. The Tata 
group, which controls India's top software services exporter Tata 
Consultancy Services and has interests in everything from autos 
to aviation, plans to invest in high-end electronics and digital 
businesses, its Chairman N. Chandrasekaran has previously said.

Tata's push will boost Indian Prime Minister Narendra Modi's 
'Make in India' drive for electronics manufacturing, which has 
already helped turn the South Asian nation into the world's 
second-biggest maker of smartphones.

Parag Agarwal replaces Jack 
Dorsey as the CEO, Twitter  

We have seen the success of the global technology giants like 
Google, Microsoft, Adobe, IBM, Palo Alto Networks, and now the 
most popular Twitter also run by CEOs who grew up in India.

It really felt proud to see the amazing success of Indians in 
the technology world after Indian-American Parag Agrawal was 
appointed as the new CEO of Twitter and a good reminder of the 
opportunity America offers to immigrants.

Twitter’s co-founder and CEO Jack Dorsey has stepped down, 
paving way for another Indian tech wizard to be at the helm of one of 
the world’s tech giants. Parag Agrawal, Twitter’s Chief Technology 
Offi cer has been promoted as its new Chief Executive Offi cer with 
immediate effect.

Dorsey said, “I've decided to leave Twitter because I believe the 
company is ready to move on from its founders. My trust in Parag 
as Twitter's CEO is deep. His work over the past 10 years has been 
transformational. I'm deeply grateful for his skill, heart, and soul. It's 
his time to lead.” Parag Agrawal, CEO, Twitter wrote in an e-mail 
to outgoing CEO Jack Dorsey said, "I'm grateful for your continued 
mentorship and your friendship." He added, "I'm grateful for the 
service you built, the culture, soul, purpose you fostered among us and 
for leading [Twitter] through really signifi cant challenges. I'm grateful 
for the trust you've put in me...for your continued partnership." Parag 
,a IIT Bombay graduate in Computer Science, who went on to do his 
PhD from Stanford University. Agrawal completed his doctorate in 
philosophy, majoring in computer science. Parag Agrawal has been 
with Twitter for just over a decade now and joined as a software 
engineer. Before taking over as CEO, he was the chief technology 
offi cer at the social media fi rm worth over $37 billion.

At Twitter, Agrawal was responsible for the company’s technical 
strategy, and oversaw machine learning and AI across the consumer, 
revenue and science teams.

PNB Server exposed personal information 
of over 180 million customers    

According to cyber security fi rm CyberX9, a vulnerability in the 
server of Punjab National Bank (PNB) allegedly exposed the personal 
and fi nancial information of its about 180 million customers for about 
seven months. The vulnerability provided access to the entire digital 
banking system of PNB with administrative control. Meanwhile, the 
bank has confi rmed the glitch but denied any exposure of critical data.

The bank has confi rmed about the glitch but denied any exposure 
of critical data due to the vulnerability. PNB said "customer data/
applications are not affected due to this" and "server has been shut 
down as a precautionary measure." CyberX9 founder and MD 
Himanshu Pathak said that that vulnerability was found in an 
exchange server which is interconnected with other exchanges and 
shares all access -- including access to all email addresses which results 
in access to all email addresses.

"The vulnerability which we discovered was leading to the 
highest level of admin privilege in PNB's exchange servers. If you 
gain access to Domain Controller through an exchange server then 
the doors very easily open to make any computer accessible in the 
network. These computers even include those that are being used in 
their branches and other departments," Pathak said. Responding to 
the cyber security fi rm’s comment, PNB said, "The server wherein 
the vulnerability was reported, was being used as one of the multiple 
Exchange Hybrid servers used to route emails from On-prem to 
Offi ce 365 Cloud. There is no sensitive/critical data in this server."

VAR GLOBAL
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KEY SECURITY TRENDS

Zero-trust network models are 
increasingly used to secure the 
remote work environments 

According to Kartik, as employees 
continue to work from their homes or begin 
the migration to a hybrid working model, 
this trend will continue. “Home networks are 
untrusted, personal devices are unmanaged 
and often not confi gured properly. Zero-
trust network models are increasingly gaining 
popularity as a strategy to harden security. 
Authentication and authorization of users, 
devices, and applications will become critical 
as organizations adapt to the remote work 
environment with unknown and untrusted 
connections,” says Kartik. 

Cloud (SaaS) security needs will increase 
along with increased cloud adoption 

Kartik feels cloud targeted attacks are 
increasing with malicious actors targeting 
remote employees and tricking them into 
providing access to cloud services that should 
be protected. This is driving demand for 
improved security controls in the cloud. 
Traditional vulnerability management 
solutions lack the ability to continuously 
discover and assess cloud assets for 
vulnerabilities. Many cloud-only solutions 
provide siloed security visibility to secure a 
fraction of the attack surface. 

He further comments, “SaaS applications 
have a myriad of security settings, and these 
settings need to be confi gured and audited.  
This ensures that access to the application is 
granted only to those that need it, and that the 
correct authorization levels are maintained. 
Many cloud security solutions focus only on 
cloud confi gurations and not vulnerabilities. 
Although a cloud vendor may be responsible 
for maintaining the security of the overall 
application, it is up to each user to ensure that 
their own settings are correctly confi gured 
and maintained for the specifi c requirements 
of the organization.” 
 

Critical Infrastructure security 
becomes a priority

“As our reliance on mission-critical 

systems becomes even greater, ransom prices 
will undoubtedly rise and attacks increase.  
In times of crisis, the infrastructure and 
supply chains that underpin a society — 
agriculture, food and beverage manufacturing, 
pharmaceutical development — accelerate 
operations.”  Security leaders must, therefore, 
ensure the uptime and security of critical 
systems now and into the future,” perceives 
Kartik.

The latest security technologies
Traditional approaches to cybersecurity 

are being put to test daily with organizations in 
India expected to adopt a hybrid work model 
over the next 12-24 months. Cybersecurity 
strategies that worked before the pandemic 
are now ineffective as continuous monitoring 
fragmented networks is a challenge. Kartik 
comments, “Tenable’s Nessus Agents is 
effective in assessing remote users that 
may not consistently or ever physically 
plug-in to the corporate network. It helps 
customers track environmental changes 
and discover newly released vulnerabilities 
or existing ones introduced into their 
environments. Frictionless Assessment and 
Cloud Connectors provide our customers 
with insight into what cloud virtual machine 
instances are confi gured and automatically 
assess them without deploying additional 
software or scanners. One of the most 
common vulnerabilities cybercriminals 
exploit is in the Active Directory. Tenable.
ad provides real-time insights into changes in 
AD that introduce risk and attacks on the AD 
infrastructure.”

Steps taken to start the new normal
As per Kartik, “The shift to remote work 

has contributed to the rise in cyberattacks 
across the board. Apart from being available 
to our customers 24 x 7, our Tenable Research 
team has and continues to work around 
the clock to publish the latest research 
on cyberattacks, phishing attempts and 
other opportunistic behaviours so that our 
customers can stay informed.”

Tenable’s directory security 
readiness check

Discussing about fi xing the security 
fl aws Kartik points out, “Tenable.ad enables 
organizations to identify and prioritize 
weaknesses within the Active Directory 
domains and reduce exposure with the help 
of the remediation guide. Organizations can 
detect AD attacks like DCShadow, Brute 
Force, Password Spraying, DCSync among 
others. It helps identify dangerous trust 
relationships, catch every change in the AD 
and make the link between AD changes and 
malicious actions. Tenable.ad combines risk-
based vulnerability management and AD 
security, to disrupt the attack path, ensuring 
attackers struggle to fi nd a foothold and have 
no next step if they do.”

Dealing with the pandemic
In the new world of work, employees are no 

longer bound to their offi ce desks and can log 
into the corporate network from anywhere. 
Against this backdrop, organizations need 
an option where security teams can scan 
devices outside the perimeter of the offi ce. 
Kartik comments, “Nessus 10.0 available on 
Raspberry Pi was released in October this year 
and it is designed for portability, especially 
for those whose job functions require 
mobility in locations like pen-testers and 
consultants. Nessus 10.0 is a plug-in feature, 
which increases scan performance while also 
decreasing scanner memory overhead. Since 
each environment is different and every 
organization has different requirements, there 
is a customizable reporting functionality 
that can be optimized to meet specifi c needs. 
Nessus 10.0 enables a debugging capability to 
troubleshoot customer scanning issues.”

To Conclude
While winding up Kartik says, “Earlier this 

month, we established a local cloud instance 
for its software-as-a-service (SaaS) solution, 
Tenable.io, on Amazon Web Services in 
the Mumbai region in India. As a cloud-fi rst 
company, we understand the importance of 
the cloud in the new normal. The new cloud 
instance enables organizations to benefi t 
from the provider’s breadth and depth of 
cloud capabilities while adhering to local data 
regulations and requirements.”

CLOUD ADOPTION SKYROCKETING 
THE NEED OF SECURITY SERVICES

With a vision to empower all organizations to understand and reduce their cybersecurity 
risk, Tenable India has pioneered the IT Vulnerability Management market. The 
company is at the forefront of innovation in this new era to help organizations of 
all sizes rethink how they secure the modern digital enterprise as the pioneer of the 
emerging Cyber Exposure market. In a chat with VARINDIA, KARTIK SHAHANI, COUNTRY 
MANAGER, TENABLE INDIA depicts about the key security trends and technologies, how 
Tenable dealt with the pandemic and steps taken in the post-pandemic era.
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Vivo launches Y15s with MediaTek 
Helio G35 SoC, 5,000 mAh battery

Vivo has launched Y15s, a budget 4G smartphone that features a 
MediaTek chipset, dual rear cameras, and a large battery. The handset 
runs on Android 11 (Go Edition).

Vivo Y15s Specifi cations
The Vivo Y15s is powered by the MediaTek Helio G35 SoC paired 

with 3GB of RAM. The phone comes with 32GB of storage that is 
expandable via a microSD card. The handset sports a 6.51-inch IPS 

LCD screen with 
a 20:9 aspect 
ratio. The display 
features an HD+ 
resolution and a 
60Hz refresh rate.

For optics, 
the Vivo Y15s 
gets a dual-camera 
setup on the back 
with a 13 MP 
primary sensor 
and a secondary 
2 MP sensor. On 

the front, the water drop notch houses an 8 MP selfi e camera. The 
camera features Pano, Face Beauty, Live Photo, Time-Lapse, and 
other modes.

The handset packs a 5,000 mAh battery with 10W charging 
support over Micro-USB port. The phone runs Android 11 (Go 
Edition) with Funtouch OS 11.1 on top. Connectivity options on 
the Y15s include 4G LTE, Wi-Fi, Bluetooth 5.0, a headphone jack, 
and more. The Vivo Y15s also gets a side-mounted fi ngerprint reader.

Vivo Y15s Price
The Vivo Y15s is priced at $179 (Roughly Rs 13,230) for the sole 

3GB/32GB model. The device arrives in Wave Green and Mystic 
Blue colour options.

Samsung unveils next-gen RAM 
tech for phones, metaverse

South Korean tech giant Samsung has announced a new memory 
technology in the form of Low Power Double Data Rate 5X or 
LPDDR5X DRAM designed to drive further growth throughout the 
high-speed data service applications including 5G, artifi cial intelligence 
(AI), and the metaverse.

It will offer data processing speeds of up to 8.5 gigabits per second 
(Gbps), which are over 1.3 times faster than LPDDR5's 6.4Gbps. In 

addition, the 16Gb LPDDR5X 
chip will enable up to 64 
gigabytes (GB) per memory 
package, accommodating 
increasing demand for higher-
capacity mobile DRAM 
worldwide.

The LPDDR5X is a next-
generation mobile DRAM 
designed to boost speed, 
capacity and power savings for 
future 5G applications. The 

LPDDR5X is a next-generation mobile DRAM designed to boost 
speed, capacity and power savings for future 5G applications. In 2018, 
Samsung delivered the industry's fi rst 8Gb LPDDR5 DRAM and 
now, the company is moving beyond mobile markets with the fi rst 
16Gb LPDDR5X DRAM.

"Our LPDDR5X will broaden the use of high-performance, low-
power memory beyond smartphones and bring new capabilities to 
AI-based edge applications like servers and even automobiles," Sang 
Joon Hwang, Senior Vice President and Head of the DRAM Design 
Team at Samsung Electronics said in a statement.

TECNO unveils its SPARK 8 with 13MP 
AI camera and 3+32GB storage

TECNO has unveiled the all-new variant under its most popular 
SPARK series; the SPARK 8, 3+ 32GB storage variant that fl aunts 
segment leading features at an aggressive price point of INR 9299. 
Equipped with disruptive features such as 16MP AI Enhanced Dual 
Rear High-resolution camera, 6.56” HD + Dot-notch Display, and 
a massive 5000 mAh battery, SPARK 8 is designed to give holistic 
smartphone experience to its customers.

TECNO’s SPARK series is known for its superior camera, 
display, and overall smartphone experience in the affordable 
segment. Inline to the brand ethos, the SPARK 8 is equipped with 
category defi ning features such as a Helio G25 Gaming Processor 
for a faster and smoother gaming experience as well as an 8MP 
front camera with dual 
fl ash to click fl awless 
and sharp selfi es. 
The smartphone 
also comes with an 
appealing design with 
the all-new metal 
coding to take our 
consumers' fashion 
element a notch 
higher. The new 
variant also comes 
with an improved 
Indian Language 
Support feature to 
help our consumers 
interact and express 
with their loved ones 
in their own local 
language.

Arijeet Talapatra, 
CEO -TRANSSION 
India, says, “At 
TECNO, the focus of 
all product innovations has been to address the daily needs of our 
consumers. With the new SPARK 8 3GB variant, our intent is to 
create products that solve the needs of our consumers by providing 
them best in class features at affordable prices. We are certain 
that with this new 3GB variant of SPARK 8 smartphone, we will 
be successful in meeting the expectations of our consumers like 
always.”

The new smartphone comes in three new of vibrant colours, 
including Atlantic Blue, Turquoise Cyan and Iris Purple.

Jio loses over 19 million mobile 
users in September

Reliance Jio lost over 19 million wireless subscribers in September, 
pulling its gross user base down to 424.83 million.

According to latest subscriber data issued by the Telecom 
Regulatory Authority of India (TRAI), Jio’s sharper-than-expected 
fall has reduced India's mobile user base by 20.7 million to around 
1.16 billion in September 2021.

The data showed Airtel and Vi marginally widened customer 
market shares to 30.4% (29.85%) and 23.15% (22.84%) respectively in 
September, while Jio’s narrowed to 36.43% (37.40%), triggered by the 
removal of its dormant users.

97.86% of the users were active for Bharti Airtel, 87.31% for Vi 
and 83.65% for Jio in September.

Jio lost nearly 6.6 million users in rural India in September and 
its rural mobile user base fell to 184.29 million. Over the past few 
months, Jio had been consolidating its leadership in rural markets, 
helped by strong rural consumer appetite for aggressive offers on its 
older 4G feature phone, JioPhone.

VAR MOBILITY
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INDUSTRY EVENT

Recently VARINDIA has organized an event with Tech data and IBM focussing on ‘Bid 
smart, scale fast’. The speakers present at the online event are Ashish Ray, National Product 
Manager, Tech Data, Priya Mallya, Hybrid Cloud Build Team & Developer Advocacy Leader, 
IBM Cloud and Cognitive Software, Asia Pacifi c , Biju Nambiar, Co-Founder, Comsense 
Technology and Shabana Yunus, Partner Ecosystem Marketing Leader - Cloud & Cognitive 
Solutions, India/South Asia, IBM. The event was moderated by Dr. Deepak Kumar Sahu, 
Chief - Editor, VARINDIA.

ASHISH RAY
National Product Manager, Tech Data Advanced Solutions India 

“IBM is one of the premium brand fl agship vendors for us, 
Tech Data and IBM both bring value to the channel community. 
Tech Data works on different technologies and we use business 
units like cloud mobility, security networking analytics. Other 
than distribution or commercial support, we also provide technical 
capabilities to our partners and their customers. On behalf of vendors 
like IBM, we help customers and their teams to develop solution based on the vendor 
platforms, training more POCs for customer use case on their infrastructure or our 
infrastructure to showcase solutions. We help customers to get certifi ed and enhance 
their skills as well. We will help the customers along with IBM to build GTM, to reach 
out to their customers, to take out solutions or services or skills which can be delivered 
to their newer customers.”

BIJU NAMBIAR
Co-Founder, Comsense Technology 

“We got an advantage of having partnership with Tech Data 
and IBM that we do not have to recreate the wheel. Our company 
works in data and analytic services. There have been fantastic 
existing technologies but then the problem with the world was 
that they were not able to actually use it to solve a business problem. 
It was something that we came into. When you talk about Cloud Pak 
for data, we actually look up at the business use cases and then we consult our client as 
to how you can actually use Cloud Pak for data to actually implement those use cases 
in their relevant businesses. There were a lot of use cases which we had to implement. 
The one big problem was that the data was all discrete. It was all spread across and there 
was no one technology that was able to get the data together, standardize it and create 
models on top of it which was native models fi rst plus the open source models which we 
could actually import into a CP 40 engine and we will actually deliver those use cases to 
the clients.”

PRIYA MALLYA
Hybrid Cloud Build Team & Developer Advocacy Leader, IBM Cloud 
and Cognitive Software, Asia Pacific

“Customers are consuming platform infrastructures, like the 
public cloud platforms and services in a much more utility life 
model. Gone are the days where we only do services or software 
sales. It is now more an outcome oriented or outcome based service 
we provide to our customers. It is inevitable that all of the organizations 
have a hybrid cloud environment. It will be a multi vendor environment and have a 
lot of products and portfolios that will be embedded in our solution as we progress 
through our digital transformation journey.  We had also discussed the IBM Hybrid 
Cloud Architecture which is a simple four level architecture. The fi rst layer being the 
infrastructure layer, where we know a one cloud approach does not work and so he have 
to give our customers the fl exibility to run their critical workloads across a combination 
of different platforms. The second layer is basically a hybrid cloud platform anchored 
on Red Hat OpenShift. The third layer, a hybrid cloud software portfolio. Finally, the 
fourth layer of architecture is the ecosystem of partners and IBM services and it involves 
all of you.”

SHABANA YUNUS
Partner Ecosystem 
Marketing Leader- 
Cloud & Cognitive 
Solutions, India/
South Asia, IBM

“The IBM-Tech 
Data journey could be a 
cloud journey with data and AI in a hybrid 
environment. So as a fi rst step, become a 
partner and start building with us. We have 
12000 free IBM Cloud Credits, which we 
are offering to you. The offer has one year 
validity, and it still exists. This is a journey 
and we are ready to help you in whichever 
stage of the journey you are in. I want you 
to build that journey point, and understand 
the different stages, and partner along with 
Tech Data and IBM. We have expert SMEs 
from the previous team, who could really 
help you in this whole journey.”

DR. DEEPAK KUMAR 
SAHU 
Chief- Editor, 
VARINDIA 

“ T o d a y , 
enterprises are 
racing to manage 
the changes in a 
comprehensive, integrated manner across 
IT and cognitive business operations. 
The digital transformation of enterprises 
across the globe has opened up new 
challenges, possibilities and opportunities 
in Information Management. Digital 
is all about reimaging certain aspects 
of business processes, services and 
interactions with customers, partners and 
vendors by leveraging consumer oriented 
digital technologies to deliver a superior 
experience. Enterprises have chartered 
Digital Offi cers to partner with businesses 
to identify, develop and implement these 
new digital apps. You have probably heard 
the acronym ‘SMART’, which stands for 
smart, measurable, attainable, realistic and 
time. Setting ‘SMART’ goals allow you to 
focus your time, energy and resources in a 
much more practical region.”

Tech Data along with IBM bringing 
value to the channel eco-system

MODERATED BY
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TAGG launches Verve Neo 
Smartwatch, priced at ₹1899

TAGG has launched its fourth Verve series of smartwatch, the TAGG 
Verve Neo in India - The Lightest Smartwatch with the Biggest Display 
available on Amazon India at just INR 1899.

TAGG is known for offering promising products with distinctive 
functionalities. They launched Verve Ultra in September with a 3D Curved 
Display then Verve Plus with Temperature Sensor. And now, TAGG has 
launched Verve Neo Smartwatch which is the lightest smartwatch with the 
biggest display with upto 10 days battery life.

TAGG Verve Neo Smartwatch is just 21 grams light with a 1.69” ultra-
wide IPS-LCD large display with 500 nits and designed with chamfered edges. 
The smartwatch is designed for those who want dazzling looks but don’t 
want to compromise on comfort; TAGG Verve Neo is your perfect lifestyle 
partner with 16 sports modes. It’s light and sporty with IP68 water resistance, 
fashionable yet affordable.

Apart from being a fi tness tracker, TAGG Verve Neo provides a complete 
healthcare solution with a Heart Rate Sensor that monitors your heart rate 24 
hours a day and tracks your sleeping hours. It also has SpO2 measurement as well that measures blood oxygen saturation and an additional 
feature of female health-tracking with an overhauled interface (Menstrual Cycle Tracker).

TAGG Verve Neo features an overhauled user interface with a notifi cation panel that offers more options than your usual smartwatch 
along with 100+ Watchfaces to personalize your viewing experience. The smartwatch will be available in three dial colours - Black, Blue, and 
RoseGold with 16+ Variants of straps. TAGG Verve Plus comes with a 12 monthly warranty.

Additional features of TAGG Verve Neo:
• It has a remote camera and a music player for ease of access.
• TAGG Verve Neo comes with a dedicated app to enhance your experience with in-app GPS and 100+ Watchface. TAGG Neo App is 

available on both playstore and apple app store.
• TAGG Verve Neo has SMS and Call Alerts that can help you take just the important calls, weather forecast, a timer, a stopwatch to keep 

a track of your activities.

PRODUCT OF THE MONTH
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MOVERS & SHAKERS 

Purvesh Dharamshi to head 
Cloud Service Provider 
Business in Veeam

Purvesh Dharamshi has joined Veeam as the 
Head of Cloud Service Provider Business – India 
and SAARC.

Purvesh has +15 years of strong experience 
and a verifi ed success in establishing and leading 
Multi-Million-dollar direct customer and indirect 
channel business eco-systems from scratch.

In his last stint at Galaxy Offi ce Automation , 
Purvesh was responsible for developing strategy, 
Build and Evolve Skills and techniques, Model and Manage Cloud 
Business.

Purvesh is successful in setting up a strong channel partner base, 
proactively creating competitive advantage, opening new revenue 
streams and boosting market presence.

Virsec reinforces its Executive Team with 
new appointments

The cybersecurity company, 
Virsec announced executive 
appointments to help lead the 
company through its next growth 
phase.

The company has appointed 
Emmi Nguy as Vice President of 
Finance & Operations, Marcelo 
Oliveira as Vice President of 
Product Management and Thomas Schaeffer becomes Vice President 
of People.

"We are on a mission to make cyber-attacks irrelevant. Our 
ability to map what our customers' software is supposed to do and 
stop it from doing what it is not, due to ransomware attacks or other 
anomalies, is unrivaled," said Dave Furneaux, Chief Executive Offi cer 
of Virsec. "Our mission combined with our innovative technology is 
attracting the top talents in the industry to Virsec. These experienced 
executives are very highly regarded in their areas of practice and will 
play a pivotal role in our success as we embark on our hyper-growth 
journey as a company." 

Shaveta Wadhera joins 
Accenture as Managing 
Director – Consulting

Shaveta Wadhera has joined the technology 
fi rm Accenture as Managing Director - Consulting. 
She will report to Manish Gupta, Managing 
Director and India Business Head - Consumer-
Centric Industries, Accenture. Shaveta will focus 
on technology consulting on industrial sector 
(Industry X.0) initiatives for the India Market 
unit.

She will be based out of Gurugram.
Prior to Accenture she was associated with Hero Cycles and 

served as Chief Digital Offi cer for close to two years.
Shaveta comes with an experience of more than 18 years and has 

worked with companies like General Electric and Max Life Insurance 
in the past.

Shaveta holds a Postgraduate Diploma in IT from the National 
Institute of Industrial Engineering and Bachelors in Engineering from 
Punjab Technical University.

Infogain ropes in Vivek Sharma 
as Head of Sales- Europe

Infogain has announced the appointment of 
Vivek Sharma as the company’s new VP & Head 
of Sales- Europe. Vivek brings more than 20 years 
of experience in technology sales, consulting, 
client services and operations.

Rohit Nagpal, Chief Business Offi cer at 
Infogain, says, “We are excited to welcome Vivek 
to our team. Vivek’s experience in the consumer, 
travel & transportation, manufacturing & 
technology, energy & utilities, and media & 
telecom verticals complement Infogain's focus 

areas. He will be instrumental in ensuring we achieve our aggressive 
growth plans for Europe.”

Prior to joining Infogain, Sharma held leadership positions at 
Wipro Technologies. There, he served in several executive roles 
with a focus on retail, consumer goods, consumer business and 
transportation for European markets. He brings a highly successful 
track record in providing digital, business services and technology 
services to clients, private equity companies and market makers.

Toshiba India names its new MD
Toshiba India (TIPL) has appointed Shuichi 

Ito as the new Managing Director. He will be 
guiding TIPL to the path of next level of growth 
across the group's energy and social infrastructure 
businesses in the country.

He will replace Tomohiko Okada, who was 
at the helm of TIPL’s operations for more than 
fi ve years.

“Toshiba remains committed to provide the 
latest technologies and solutions for India to 
achieve sustainable development. I look forward 
to reinforcing our long-term partnership with 
customers and partners to support India in 

building world-class infrastructure and turn on the promise of a new 
day for India," Ito said in a statement.

Ito is associated with Toshiba for 30 years and he held various 
leadership roles in international operations, business development, 
sales, and other commercial functions in the energy infrastructure 
business fi eld across Asia and South America, the company added.

Nutanix Names Dominick 
Del� no as Chief Revenue O�  cer

Nutanix has announced the appointment 
of Dominick Delfi no as Chief Revenue Offi cer, 
effective December 6, 2021. Delfi no will be 
responsible for leading the Company’s worldwide 
sales organization including sales engineering, 
sales operations, inside sales, OEM sales, and 
channel sales.

“Dom is a talented leader with a proven track 
record of scaling businesses, has a strong history 
of delivering on go-to-market strategies and 
sales growth, and is an ideal fi t for our company 
culture,” said Rajiv Ramaswami, President and CEO of Nutanix. 
“Dom’s global sales and industry leadership experience, combined 
with his innate understanding of what customers want and need, will 
be invaluable to our continued growth and success as we help our 
customers navigate to a hybrid multicloud future. I have known Dom 
for almost twenty years, and I look forward to working closely with 
him as we expand our go-to-market presence, deliver on our long-
term fi nancial goals, and drive value for our stakeholders.”



59     www.varindia.com   November 2021

HPE ALLETRA

Storage built for the modern 
data center. 
100% availability guaranteed

Bring the cloud experience to
data and infrastructure

management

UNIFIED DATA OPS

© Copyright 2021 Hewlett Packard Enterprise Development LP

       Amol Dalal           amol.dalal@ingrammicro.com          +91 9833314082

To know more:



60 November 2021    www.varindia.com 60 pages including cover 

Reg. No: DL-SW-01/4030/21-23 
Posted at LPC Delhi RMS Delhi - 110006

RNI - NO 72399/1999 Date of Posting 20 & 21
Date of Publishing / Printing: 18 & 19

As the classrooms today shed boundaries, it is time to embrace hybrid learning with the reimagined Windows and secure 
devices. Built for a new era of digital learning, Windows 11 helps educators unlock the full potential of every student.
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