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Logo top Single Line Type Treatment   
Examples of use: Print, Video...etc.

Logo Side Single Line Type Treatment   
This should be used when the logo on top 
does’t fit and a single long line will work 
better Examples of use: Print, Video...etc.

Logo Top Triple Line Type Treatment   
This should be used when the single or double 
line doesn’t fit, the space the type treatment is 
too narrow and requires stacking to fit or looks 
aesthetically unpleasant. The justified stack (left 
or right) should be used for narrow tall spaces. 
Center stack should be used for tall wider 
spaces.  
Examples of use: Teadshows, Events, Rollup...etc.
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Logo Side Double Line Type Treatment   
This should be used whenever possible.  
Examples of use: Web, Online, Mobile, PPT...
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We are confident that in 
the coming years, India 

will be continuously growing. 
We want to be part of the 
journey and contribute to the 
Identity market by introducing 
latest technologies 
with best practises.

Investing into business 
localization, new 
technologies and R&D 

centre expansion is equal to 
investing into new growth story of 
our channel partners, delight of 
our customers, and development 
of employment opportunities. 
Its’s a Win-Win for all.
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More 
Performance

GET MORE out of your PC

SSD

• Blazing Speeds up to 2600 MB/s*   • Impressive Endurance
• 5-Year Limited Warranty                 • Low Power Consumption

Product Highlights:

*1 MB/s = 1 million bytes per second. Based on read speed and internal testing; performance may vary depending upon host device, usage conditions, drive capacity, and other factors.
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TECHNOLOGY IS GETTING TRANSFORMED 
FOR THE NETWORK OF THE FUTURE

HELLO INDIA

In the era of smart everything—where devices are getting smarter and everything 
is connected, starting from sensors to supercomputers, the convergence of 5G, IoT, 
and AI is driving multiple industries to transform. With this there are increasing 
complexities surrounding system-on-chip (SoC) architectures, the gamut of 
modern chip design and verification methodologies has evolved immensely to meet 
demanding and changing operating needs related to power.

5G is already here, taking factory automation to the next level, bringing high 
speed mobile internet and using IoT to improve road safety by connecting devices, 
machines, businesses, and people.  We see this transformation in retail, automotive, 
factories, homes, and our cities. In the market of rapid change, it’s common that 
the product requirements undergo significant modifications several times over the 
course of the development of the product, resulting in constant changes to the IP 
needs.

As high-performance processor architectures, software, and artificial intelligence 
(AI) continue to enable the era of smart everything, faster computation to fuel data-
intensive applications has emerged as the need of the moment. Be it image recognition, 
virtual reality, mobile applications, next-gen networking, or autonomous driving, 
the success of the underlying silicon to drive these advanced technologies relies 
heavily on the hardware’s ability to process large amounts of data. But, given the 
constraints of silicon technologies — not to mention bigger picture environmental 
issues in some cases — it must be done with optimal power consumption.

There is an increasing amount of  push for intelligence as the edge has made 
it even more difficult to manage and sustain the power-hungry winds of change. 
IoT, AI, smart buildings, self-driving cars, automated factories, AR/VR experiences, 
ultra-HD live streaming, telesurgery, etc. are all being made possible thanks to the 
5G network’s Enhanced Mobile Broadband (EMBB), Ultra-Reliable Low Latency 
Communication (URLLC) & Machine Machine-type Communication (MMTC).

As more service providers move toward 5G, they need a scalable, secure, cloud-
native infrastructure that they, and their customers, can rely on. The standalone 
5G Core eliminates the hardware-centric, centralized architectures of the past 
and embraces a cloud-native, distributed infrastructure for building and operating 
networks. The approach uses microservices, running on a service-based, containerized 
architecture that enables service delivery all the way to the far edge of the network. 
This creates the faster, more reliable network performance that customers demand.

At the same time, AI helps to obtain efficient resource scheduling strategies in 
a complex environment with heterogeneous resources and a massive number of 
devices, while meeting the ultra-low latency and ultra-high reliability requirements 
of novel applications, e.g., self-driving cars, remote operation, intelligent transport 
systems, Industry 4.0, smart energy, e-health, and AR/VR services. By integrating AI 
functions into edge networks, radio networks become service-aware and resource-
aware to have a full insight into the operating environment and can adapt resource 
allocation/orchestration in a dynamic manner.

5G is a promise to Indians to connect virtually everyone and everything, and 
will enable new services and use cases for consumers, enterprises and society at large. 
This will open up new revenue streams targeting use cases across different industry 
verticals. 5G has a huge potential for value creation in India and will create a paradigm 
shift for the industry and consumers. It will be the foundation for Industry 4.0 and 
the Internet of Things (IoT) and unleash a range of business opportunities for the 
enterprise segments like healthcare, manufacturing, agriculture with its high data 
rates, low latency and the ability to connect millions of IoT devices and sensors. 
5G will also be one of the biggest enablers for the Government of India’s vision of 
Digital India.”

The key towards maximising 5G is the ability to bring deep understanding not 
only of how the radio network is performing but also how the cloud is performing. 
On top of it, the ability to allow adjustments to be made to high-value workloads 
in real-time. This is a vital capability because the efficiency of the cloud will dictate 
the efficiency with which the entire network is running. This is done through 
the powerful combination of telco-specific cloud-native solution and cloud-first 
automation, coupled with consistent infrastructure and holistic assurance.

However, the year 2020, was a year marked with the pandemic, bringing India 
and the entire world to a standstill which further pushed the date of the 5G India 
launch. Thereafter, in 2021, a parliamentary panel report on the status of 5G in India 
concluded that ‘sufficient preparatory work has not been undertaken for launching 
5G services in India’.

Tech Pundits feels that 5G is still in its building 
phase and might take time to reach across the country. 
It is going to take another 2-3 years for 5G rollout, 
while in the meantime 4G is definitely here to stay and 
complement its counterpart. Telecoms are geared to 
meet challenges related to 5G technology. Ingredients 
to make 5G successful are device availability and the 
right spectrum charges making faster wireless speed 
available to the common users.

Finally, we need a lot of effort to create a fiberized 
network. Once we are able to do this, then we can 
create a very flexible software stack on top of it which 
will make the network programmable. If a method is 
programmable, utilized well, infrastructure is there to 
support it, creating a cloud for 5G will need no doubt 
an effort but its efficiency will start kicking in.

Thanks for sharing your valuable inputs on how the 
OEMs have supported their state-of-art technologies 
and at the same time VARs are able to make products 
available to the last mile.  Let’s have a look into this 
year’s Channel Leadership Survey 2021.

Thank you once again for your continued support 
and helping us bring the 21st Anniversary issue.
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HID GLOBAL'S VISION IS TO CONTINUOUSLY 

INVEST IN SOUTH ASIAN IDENTITY MARKET, 

WHERE BUSINESS LOCALIZATION, R&D 

CENTER EXPANSIONS AND NEW TECHNOLOGY 

INTRODUCTIONS ARE THE FUTURISTIC 

STEPS TOWARDS FURTHER STRENGTHENING 

OUR CHANNEL ECO SYSTEM AND EXPAND 

THE DELIGHTED CUSTOMER BASE”.

“

”

HID GLOBAL'S NEW (INDIA) WAREHOUSE AND EXPANDING R&D 
CENTER, AIMS TO GENERATE MORE JOBS FOR BETTER SERVICES

LOCALISATION AND BENEFITS:    
HID recently opened a warehouse in 

Bangalore. The new warehouse, inaugurated 
on 1st September, 2021, will invite more jobs 
in order to serve our partners well. At present, 
we are leveraging our existing team, but plan 
to add new employees to staff the warehouse. 
The establishment of this warehouse indicates 
a strong commitment from HID in Bangalore 
and in the Indian market. In the future we 
intend to go deeper into the market, get closer 
to customers, and grow our revenue. We are 
very confident about the ID card market to 
experience strong growth.  

R&D CAPABILITY IN INDIA  
HID Global India R&D Center started 

with a small office in 2015 with 7000 square 
feet of space in Chennai. Our initial focus 
started with physical and logical access, goID 
and related cloud-based solutions. We then 
extended our capability to web and mobile 
application development. The Chennai 
R&D Center contributes to the overall “go 
to market” strategy for several product lines 
for HID Global, specializing in product 
lines that run across cloud and mobile. The 
Indian R&D team participates in several 
innovative initiatives for the company and 
facilitates industry-leading solutions that are 
used in more than 80 countries. We are also 
playing a key role in global IT initiatives. 
Today, the current footprint includes 25000 
square feet of office space in Chennai with 
approximately 160 employees. HID’s India 
R&D Center expects to grow close to 200 
employees (this includes both R&D and IT) 
by the end of 2021. We are getting ready for 
the post pandemic world.  

UNIQUE DIFFERENTIATION:  
The new and unique technologies 

we bring to customers / partners (HFC-
cloud, INKJET, Laser) are: Comprehensive 
secure issuance solutions, which include 
cloud-based design and printing, premium 
quality INKJET smart card printing, 
for government, enterprise and financial 
instant issuance requirements along with a 
wide range of solutions designed to fit our 
customer’s needs.

HID offers, strategically developed secure 
issuance products that range from plug-and-
play, entry-level printers to the industry’s 
most sophisticated, industrial printing, laser 
engraving and encoding solutions. 

CHANNEL AND CUSTOMER 
CENTRICITY 

HID Global optimizes its Channel Model 
to extend the performance and value of 
HID Products and Solutions for customers 
worldwide.

The company’s redefined channel 
engagement strategy is to build world-class 
programs with a global partner participation 
initiative, aimed at optimizing partner 
performance and increasing the value of HID 
solutions, while growing partner revenue 
opportunities for a robust portfolio of secure 
issuance solutions.

The expanded HID Advantage Partner 
Program includes tiered partner discounts 
and benefits, market development funds, 
training resources, sales enablement tools, and 
early visibility into product and technology 
roadmaps. Effectiveness of all these programs 
would ultimately lead more informed and 
aware channel network and would further 
result into greater customer satisfaction.   

Along with this, as HID partners will 
enjoy faster stock turnover and avoid the 
hassles of international logistic arrangements, 

HID powers the trusted identities of the people, places and 
things. We make it possible for people to transact safely, work 
productively, and travel freely. 

VISHAL R SONI   
Director  
For Secure Issuance (SI)
HID Global (South Asia)

Vishal R Soni is Senior leader & business 
strategist having over 19 years of insightful 
& relevant industry experience across 
South Asia , UAE and African markets. 
Over the years, he has gained a niche 
across diverse market verticals like, Secure 
Identity & access management , e-GOV, IOT, 
BFSI, Payments, Security & authentication. 
As an Engineer and having studied at IIM-C, 
he has demonstrated expertise in strategic, 
analytical & operational execution of 
projects and businesses.
Collaboration among cross-functional 
leadership, multi-cultural teams and 
channel partners to facilitate business 
growth has been some of his impact areas. 
He has lead with start-ups and served 
as their mentor also.  All such attributes 
would enable him for further scaling up 
the business and taking it to sustainable & 
profitable growth path.

“

”

“WE ARE VERY PLEASED AND PROUD TO 

ANNOUNCE THE OPENING OF A LOCAL 

WAREHOUSE IN BANGALORE TO SERVE HID’S 

SECURE ISSUANCE PARTNERS. WITH THIS 

OPENING, ALL SECURE ISSUANCE PRODUCTS 

FOR DESKTOP INCLUDING FARGO® PRINTERS, 

CONSUMABLES AND RELATED ACCESSORIES 

WILL SHIP FROM BANGALORE BEGINNING 

SEPTEMBER 1ST . THE LOCAL WAREHOUSE AT 

BANGALORE WILL KEEP US CLOSER TO THE 

MARKET, SERVING OUR PARTNERS BETTER."

including the handling of import duties and 
taxes. We take great pleasure in bringing 
these exclusive appearances to our partners’ 
attention and are delighted to offer the 
opportunity to purchase tickets in advance 
of the public sales date. We are committed 
to the business in India and will continue to 
improve our service level and invest into the 
India market.

DISTRIBUTION MODEL:  
We have an indirect distribution network 

where the products and services are provided 
to the end customers through Tier -1 and 
Tier -2 channel / distribution network which 
includes Master & Regional distributors, 
value added resellers  and system integrators. 
We have aligned our direct partner network 
to cater to horizontal as well as vertical 
markets like government, defense, education, 
Financial services, enterprise, citizen 
facilitation and loyalty services etc.
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HID Global is leading the industry with the most robust 
portfolio of secure ID issuance solutions in the world.

Our FARGO® line of printers and encoders provide governments, financial institutions 
and businesses of all sizes fast, efficient and reliable solutions that are as secure as  
they are affordable. 

You’ll call it innovation on demand. We call it, powering trusted identities.

Powering Trusted Identities   |   Learn more at hidglobal.com/printers

FROM OUT OF THE BOX  
TO STATE OF THE ART.
ID CARD PRINTING INNOVATION.
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Believing in progress, IBM is enabling its Power E1080 server ecosystem to partners that will 
be uniquely positioned to help clients meet their needs of enterprise hybrid cloud computing. 
The IBM Power E1080 server is the first server released based around the IBM Power10 
processor which is the most scalable and reliable system with the highest performance 
per core in the IBM Power10 family of servers. The Power10 7nm chip is equipped with 
future-focused enhancements that are expected to provide up to 3x the energy efficiency and 
workload capacity of the POWER9 processor. Designed over five years with hundreds of 
new and pending patents, the Power10 chip is an important evolution in IBM’s roadmap for 
Power. In a chat with VARINDIA, Lata Singh, Director - Partner ecosystem, IBM India & 
South Asia focuses on this partner ecosystem, moving up the value chain and helping them.

HELPING PARTNERS TO 
EMBRACE AN OPEN STRATEGY 

At IBM it is believed that its open hybrid 
cloud platform will serve as a powerful 
catalyst for innovation in this hybrid cloud 
era and hence early this year, it took bold 
and decisive moves which places the hybrid 
cloud ecosystem at the center of their growth 
strategy. This provides an opportunity for 
partners, to help their clients fully realize the 
benefits of an open hybrid cloud approach 
without being bound within the constraints 
of a single cloud provider.

Delving deep in this topic Lata said, “We 
understand that the technology adoption 
journey of each partner is unique and is 
closely linked to their business models. Hence 
our intent is to provide them with the right 
support to help them move forward with 
confidence. Some of our the key initiatives 
include:

• Offerings: To provide enterprises with a 
consistent, streamlined experience,  we 
have developed IBM Cloud Paks which 
are AI-powered software that can help 
organizations build, modernize, and 
manage applications securely across any 
cloud. A growing number of ecosystem 
partners are joining IBM Cloud 
Ecosystem to help clients rapidly and 
reliably accelerate their journey to hybrid 
cloud.

• Marketplace: Last yearRed Hat and IBM 
introduced Red Hat Marketplace, a one-
stop-shop tofind, try, buy, deploy and 
manage enterprise applications across an 
organization’s hybrid IT infrastructure, 
including on-premises and multicloud 
environments.

• Technical Support: IBM launched the 
Hybrid Cloud Build Team which offers 
hands-on assistance to help partners build, 
migrate or modernize their solution using 
IBM hybrid cloud solutions, upskill teams 
and co-create an MVP.

• Skills Development: IBM has made 
significant investments in developing 
training modules based on job roles and 
aligned with market requirements to help 
partners build competency and deliver 
differentiated offerings to their clients 
more confidently.”

IN AID OF ISVS OR 
ECOSYSTEM PARTNERS

IBM’s partners get access to its open 
hybrid cloud platform with advanced Data 
& AI and Security capabilities, resources and 
skills and technical guidance to build their 
solution.

“IBM Business Partner Tecnics 
Integration Technologies used IBM Cloud 
Pak for Automation, IBM Datacap and 
IBM Content Collector to develop an AI/
ML based invoice automation platform that 
can quickly identify, route and pay vendor 
invoices. The solution helps businesses reduce 
operational costs,comply with e-invoicing, 
provides increased visibility, reduces invoice 
processing time, minimizes delay invoices 
penalty especially for MSMEs and improves 
vendor relations. IBM Hybrid Cloud Build 
team worked closely with the partner to 
migrate the solution on IBM Cloud Pak for 
Automation and incorporate new capabilities 
to deliver client value,” points out Lata.

TO BUILD MORE MISSION-
CRITICAL WORKLOADS 
ON THE CLOUD 

IBM’s Hybrid Cloud platform is open, 
flexible, secure and offers benefits that clients 
need the most around control, speed, cost 
and performance.  In fact, clients find that 
choosing a hybrid cloud approach is 2.5 
times more valuable than relying on the 
public cloud alone with benefits spanning 
across business value acceleration, developer 
productivity, infrastructure cost efficiency 
and reduction in regulatory, compliance, and 
security costs.  

Discussing about this, Lata comments, 
“We are also seeing organizations across 
sectors are at various stages on their Cloud 
journey and therefore our offerings and 
services help them navigate through the 
various stages while embedding cloud enabled 
technologies like AI, IoT etc to create an 
intelligent Hybrid Cloud environment."
FOR EXAMPLE:

• IBM Cloud Paks are AI-powered software 
that can help organizations build, 
modernize, and manage applications 
securely across any cloud. Built on Red 
Hat Open Shift, Cloud Paks provide an 

open, faster and more secure way to move 
more workloads to Cloud and AI.We 
continue to introduce new capabilities 
into the Cloud Paks for example we 
recently launched Watson Orchestrate an 
AI-powered automation capability that 
connects with tools, data, applications 
likes Salesforce, SAP and Workday and 
history to perform routine or mission-
critical tasks and help staff to focus on 
more strategic work.

• IBM Cloud Satellite is designed to help 
clients address security, privacy and 
data sovereignty requirements based on 
their data governance requirements and 
address the client’s local regulations and 
compliance obligations by enabling them 
to deploy and manage applications with 
consistency for specific markets. Built on 
Red Hat OpenShift, IBM Cloud Satellite is 
engineered to give clients across industries 
like telecommunications, healthcare, 
banking and insurance the flexibility to 
bring their applications to environments 
where their data resides while leveraging 
the security of IBM Cloud.”    

PLAYING A SIGNIFICANT 
ROLE IN HYBRID CLOUD 

IBM, with its open architecture, sees itself 
playing a significant role in hybrid cloud 
and therefore the focus is on collaboration 
and co-opetition with the tech ecosystem to 
deliver value to the clients. 

On this role Lata comments, "In India, 
we work with a gamut of ecosystem partners 
including leading GSIs like TCS, Wipro, 
LTI and HCL to co-create and co-innovate 
go-to-market solutions for global clients 
across BFSI, Healthcare, Telecom, Media & 
Entertainment industries." 

TO CONCLUDE 
In her conclding lines Lata says, "We 

are also enabling our traditional ecosystem 
partners to build skills and competency to 
pivot from a product based approach to a 
solution driven approach, thereby helping 
them increase their wallet share. Therefore 
our focus for smaller but equally significant 
ecosystem partners is to create awareness 
on newer technologies, build competency 
through enablement sessions and support 
them to go-to-market to drive client success."

IBM’s Hybrid Cloud platform satisfying customer’s 
demand of control, speed, cost and performance

10 September 2021    www.varindia.com
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ROUND ABOUT

GREAT SEMICONDUCTOR POLEMICS: 
WILL SHORTAGE CONTINUE?

India has been no exception to the current global shortages of semiconductors. 
The truth is that it would affect directly or indirectly, the whole population of the 
world close to 7 billion.   

You may possibly ask  why?  It is quite natural. Let me spell out some of the 
critical use of semiconductors to illustrate that it has become inseparable with human 
civilization now. Semiconductors are an essential component for all electronic 
devices. An estimate indicates that globally one hundred billion semiconductors 
are used daily in various sectors including artificial intelligence, clean energy, 
communication, mobile phones, computing, energy, healthcare, Internet of Things 
and of course, manufacturing  of military equipment and aerospace. Its uses are 
expanding across the world from city planning to smart cities to education. For a 
country like India, it is estimated that the use of semiconductors is poised to increase 
manifold with the setting up of over hundred smart cities and focus on automation. 

Dynamics around semiconductors is quite complex.  The semiconductor industry 
always depends on four factors for its growth. They are  global GDP growth; growth 
in the IC manufacturing capacity; supply side economics, that is  the number of 
units produced; and of course, average selling prices. This would mean that a fall in 
global GDP will shrink the demand profile of semiconductors. But this time around 
the conventional economic theory has lost its relevance. The global GDP in 2020 
has fallen 4.4 percent heralding a severe recession in multiple fields. This should have 
reduced the demand for chips. But the demand remained strong despite the fall in the 
global GDP. The semiconductor industry had curiously grown by  7.3 percent. That 
may sound a bit surprising, but it is a fact. The reason is higher growth of electronic 
devices including mobile phones, e-retail facilities etc. for transacting businesses, 
when physical contacts were restricted or mandated against and e-transactions were 
the new normal. That trend is not going to disappear.  Rather it may get intensified 
as the world has recognized the advantages of faceless transactions and the speed in 
which it can be done across the continents in a split of a second. That is why we hear 
more about Bitcoins, electronic currency etc.   

Let’s look at the production of some of the leading semiconductor units across 
the world. Companies have seen significant growth in the first quarter of 2021 despite 
higher prices. In fact, there were massive shortages of semiconductors reported across 
the world. Samsung reported a growth of 25 per cent. Curiously the only company 
reported contraction in production was Intel, the largest supplier. Its production 
was down by 4 percent.  The global GDP is set to increase by 5.2 percent in 2021.  
The top countries where the recovery is going to be strong are India, China, Euro 
Zone and the US. This will push up the demand for semiconductors.  The recovery 
will be strong in Europe and the UK partly because they, with their exposure to 
automotive and industrial sectors, suffered the worst with GDP contractions in 
2020. That would mean demand and prices for semiconductors are set to increase 
not for this year, but also for following years, since the demand for electronics 
devices would register a quantum rise in the coming years. 

Who rules the roost in semiconductors?  Taiwan is a leading player in chip 
making. As shortages for the chips are growing, countries like  the US  and Germany 
are reaching out to Taiwan to meet their increasing demand. There can be two 
reasons for shortages. One, the Covid-19, which jacked up the demand for electronic 
devices and the other  was the trade war between the US and China, which to a great 
extent cut off the supply from China for meeting chip requirements.  According to 
reliable data, a whopping more than 60% of total global foundry revenue last year 
came from Taiwan.  

The chip giant accounted for 54% of total foundry revenue globally last year. 
Equally significant is the complex nature of chip production. The ecosystem involves 
a complex network of firms that design and companies that provide technology, 
machinery materials including components. For instance, TSMC focuses only on 
manufacturing. It depends on raw materials and components from other companies 
for chip making. Why is its market share going up? It is because it has under it arms 
some of the most advanced chips. 

This expanded collaboration will benefit semiconductor designers and 
manufacturers to make chips smaller and better. Currently, TSMC and its South 
Korean rival Samsung are the only foundries capable of manufacturing the most 
advanced 5-nanometer chips. TSMC is already gearing up for the next-generation 
3-nanometer chips that may start production in  2022. 

In a landscape characterized by shortages, some 
countries like China are planning to increase their 
own semiconductor production.   Countries are 
aiming to be self-reliant in the field in order to lessen 
dependence on countries like Taiwan and China. But 
there have been polemics that confront them. China’s 
largest chip manufacturing company Semiconductor 
Manufacturing International Corporation (SMIC), 
has been blacklisted by the Trump administration 
categorizing the company under the   entity list.   
That limits the company’s access to technology and 
machinery that it needs. SMIC ranks the fifth largest 
semiconductor foundry globally by revenue in 2020. 
That is, the Chinese firm is a few notches below 
TSMC and UMC, South Korea’s Samsung, and Global 
Foundries in the U.S. That situation may continue 
for some time since SMIC has been cut off, at least for 
the moment, from acquiring the really cutting-edge 
equipment it needs from ASML, a Dutch company, 
at the instance of the earlier Trump Administration. 
The Dutch company (ASML) makes the so-called 
extreme ultraviolet lithography equipment that is  used 
to produce the most advanced chips similar to those 
manufactured by TSMC and Samsung. Experts feel 
that even if SMIC gets access to ASML’s equipment, 
it would take years to start producing high-end chips 
in large quantities. Till that time, the Taiwanese and 
the South Korean Samsung will have their field days 
dominating the world market. That is the polemics of 
the semiconductors, that prompted me to choose the 
subject for this month’s column. 

There are predictions that the global semiconductor 
shortage will continue for some time. Gartner predicts 
that  through the 2Q22 or 4Q22, there will be shortages. 
This would lead foundries increasing wafer prices, 
which in turn will  lead to  chip companies increasing 
device prices.  Coupled with other capacity constraints 
and shortages for items like substrates, wire bonding, 
passives, materials, and equipment  for testing, there 
will be bottlenecks beyond Fabs.   Gartner provided 
a series of recommendations to chip buyers one of 
which was to join together with other chip customers 
and form unions to be able to approach chip suppliers 
and foundries with increased leverage. Another was to 
pre-pay for products or to invest in suppliers to try and 
gain guarantees of long-term supply.

Continue on page no. 36PG
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Please give us a little brief about 
yourself and the company.

Minitek Systems is an avowedly 
customer-oriented organization with a 
primary focus to achieve 100% customer 
satisfaction. We partner with our clients to 
provide Information Technology Solutions 
and services that create value addition to 
their business. Since 2000, we have been 
an upcountry partner and are proud of our 
growth and consistent performance, since 
the incorporation. Headquartered in Nasik, 
Maharashtra, we have major branches in 
Mumbai, Pune and Aurangabad. We have a 
strong network that has helped us execute 
several large orders PAN India successfully. 
The strong tie-ups we have with our 
customers, OEMs and distributors have also 
contributed to our growth.

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

We are a solution base system integrator 
partner, supporting our customers with 
the latest technologies to improve their IT 
Infrastructure securely and cost effectively. 
Post pandemic, several companies are 
revamping their old setups, to upgrade to the 
latest technology, cloud networks, etc. The 
digital movement has taken a precedence 
in their comeback. Our vision is to be a 
globally admired and respected company 
that provides out of box technology-enabled 
business solutions, in a socially responsible 
and ethical manner. We aim to do this by 
being best in class people for clients to 
succeed in competitive dynamic markets. 

What drives your business growth? 
Can you describe your customers 
and why they would select you over 
your competitors?

Providing the right solutions to our 
customers along with the completion of 
commitments, is what drives our business. 
We work in all verticals & every customer-
single user to large corporations are valued 
and equally important to us. We prioritize 
in maintaining good customer relations, with 
strong services and solutions which in turn 
gives us repeated business. The support and 
relationship with our OEMs and national 
distributors also plays a major role in our 
organization's growth.

What is the most preferred brand/
product by your customer and do 
they opt for any additional services? 
Have you seen any customer trends 

Enterprise customers for resolving the 
transformation towards work-from-home. 
In some cases, they went out of the way, to 
arrange spares & accessories to speed up & 
smoothen this transformation. They also 
supported us with the replacement of the 
critical AIO PC enabling the higher-end 
customer to complete the tasks within the 
due time assigned to him. Lenovo supported 
our customers with the spares for the material 
that was out of warranty. The right spares 
from the OEM directly helps maintain the 
quality and efficient output of the product.

How was your digital transformation 
journey and how has it aided your 
employees and customers?

Since we recently shifted to our new 
corporate office, we were quite equipped 
with the digital transformation as part of 
our infrastructure itself. Taking care of few 
of the initial challenges, the transformation 
had remained smooth. Our sales and service 
employees are already equipped with the 
portable devices, hence our communications 
and services remained live throughout the 
transformation journey. We configured our 
firewall and network structure to the VPN 
network such that our tasks are simplified to 
shift to a work-from-home network. So, even 
during the lockdown, our project team could 
coordinate and complete the executions of 
some projects successfully.

in the last few months?
We have been associated with IBM since 

the year 2000 and ever since, its merger 
with Lenovo, we have noticed Lenovo 
becoming the most preferred brand with our 
customers. In the last few months we have 
seen a growth in the demand for the cloud 
services, additional accessories and warranty 
care pack services from our customers.

During the lockdown period in particular, 
we saw the Premier Support and DaaS 
(Device as a Service)  from Lenovo being 
preferred by a majority of our customers. It 
allowed them to increase their productivity 
and continue their work as their technical 
issues were being addressed very quickly.

How equipped is Minitek Systems 
in addressing the current WFH 
challenges? How have you supported 
customers to ensure that the IT 
remote workforce runs smoothly 
during the pandemic?

With our own servers in place, portable 
laptops to all concerned players and Microsoft 
team licenses of over 100+ users, we were able 
to stay connected both with our staff and our 
customers during the pandemic lockdown.  
Regarding our customers, our qualified 
technical force ensured the smooth transition 
of their employees from office to work-from-
home network taking care of all security 
concerns of data. They were available 24x7 
through the remote network to resolve any 
issues that popped up and we are proud that 
our bonds with our customers have grown 
stronger with the effortless services of our 
team. Some of the services include Lenovo’s 
Premier Support, which gives VIP treatment 
to both the IT staff and end users. It provides 
a direct line to their technicians who listen 
first then deliver advanced troubleshooting. 
They aim for first time fixes; therefore our 
clients enjoy prompt and accurate resolution. 

Which segments do you target and 
what opportunities can you foresee 
for the SMB business?

The major target base for us are SMB 
accounts as we are headquartered out of 
Nasik. In addition to this, we also work with 
some major large corporations. We see a lot of 
opportunities for growth in the government 
and educational sector in the coming future. 
Further, we see an uptake on service offerings 
that help in quick IT resolutions to reduce 
downtime, as most customers are working 
remotely.

We have seen SMB’s reaching out to us 
for Lenovo’s solutions that address their 
challenges. During the lockdown period, 
Lenovo supported our multi-location SMB/

Rajiv Gite
MD & CeO
Minitek SySteMS

“LENOVO SUPPORTED OUR MULTI-LOCATION SMB/ENTERPRISE CUSTOMERS 
FOR RESOLVING THE TRANSFORMATION TOWARDS  WORK-FROM-HOME”
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Telefonica and NEC to Build Open RAN 
Live Pilots in 4 Global Markets as a Key 
Milestone Toward Mass Deployment

Telefonica and NEC Corporation (NEC; TSE: 6701) announced 
today that they have entered an agreement to conduct Open Radio 
Access Network (Open RAN) pre-commercial trials in Telefonica's 
four core global markets: Spain, Germany, the UK and Brazil.

Comments from Enrique Blanco, Chief Technology & 
Information Officer (CTIO) at Telefónica and Shigeru Okuya, Senior 
Vice President at NEC Corporation

Telefonica is an early adopter of open networks and one of the 
major European operators that signed the Open RAN MoU in 
January this year, committing to the implementation and deployment 
of Open RAN solutions aimed at building more flexible, efficient and 
secure mobile networks in the 5G era. The company has a target of 
reaching 50% radio network growth based on Open RAN by 2025.

Fortinet to train 1 Million People to help 
close the Cybersecurity Skills Gap

Fortinet has bolstered its commitment to address the cybersecurity 
skills gap by pledging to train 1 million people globally across the next 
5 years through its Training Advancement Agenda (TAA) initiatives 
and Network Security Experts (NSE) Training Institute programs. 
Additionally, Fortinet’s TAA initiative includes a strong focus on 
attracting greater diversity through the NSE Security Academy 
Program, Education Outreach Program and Veterans Program as 
part of its Corporate Social Responsibility efforts.

Ken Xie, Founder, Chairman of the Board, and Chief Executive 
Officer at Fortinet, says, “On the heels of the Biden Administration 
calling for cross-sector leaders to tackle the cybersecurity challenges 
affecting organizations and people globally, Fortinet is furthering its 
commitment to significantly reduce the cyber skills gap as part of 
this initiative. With the rise of sophisticated threats, organizations are 
more at risk than ever before. To further address these issues, today 
Fortinet announced additional outcomes we will strive to achieve as 
we grow our programs and strategic partnerships to address the talent 
shortage that plagues our industry, ultimately reducing security risks 
and threats.”

HCL Technologies partners with 
HANCOM Inc. to expand globally

HCL Technologies and HANCOM Inc. have signed a strategic 
partnership to share advanced software technology solutions and 
establish a mutual bridgehead for overseas expansion.

HCL will support training for software development at 
HANCOM’s R&D center in India, which was established in 2016. 
HCL will also share its development studio and provide HR support 
to meet demand and development capacity at the R&D center. In 
addition, it will promote technological cooperation to strengthen 
HANCOM products’ global competitiveness.

The two companies also plan to cooperate on global market 
expansion. This includes HANCOM’s entry into Southeast Asian 
countries such as Taiwan, Vietnam and Bangladesh, Middle Eastern 
countries, and HCL’s business expansion into the South Korean 
market. 

Hikvision India wins Product of the 
Year Award at FSAI MahaYatra 

Hikvision India has participated in the FSAI MahaYatra, 
organised by the Fire and Security Association of India (FSAI) from 
26 -28 August 2021. There were three events organised under the aegis 
of the FSAI MahaYatra, including Fire& Security India Expo (FSIE) 
- (Virtual On-line Expo), 26-28 August, India Fire & Security Yatra 
(IFSY), 27August, (On-
site and the Virtual 
Conference at 21 
Chapters in 21 Cities) 
and FIST Awards 
2021, 27August, On-
site and Virtual (21 
Chapters) were organized as a part of the FSAI MahaYatra. Hikvision 
India has won the Product of the Year Access Control Systems 
(Hardware-Software) award at the Finest India Skill & Talent (FIST) 
Awards in the Access Control category.

The first day’s FSIE event was inaugurated by Dr. Vikram Singh, 
Former DGP of UP. This was preceded by a welcome address by Suresh 
Menon. National President, FSAI highlighting various attributes of 
all the three events. This was followed by an introductory talk by 
Rakhi Deepak, National secretary, FSAI. Dr. Singh also chaired the 
opening session and covered various nuances on how to handle the 
safety, health and security relevant concerns likely to crop up while 
educational institutions are getting geared for reopening.

Synology selects Tech Data 
as distributor in India 

Synology announced the partnership with Tech Data. The 
partnership fortifies Synology’s commitment to boosting local stock 
levels to meet India’s growing storage demands.

“Demand for data storage has spiked as technologies for working 
remotely, digital transformation is playing a critical role in keeping 
companies functional in this pandemic scenario,” said Danny Wang, 
Sales Manager of Synology India. “With Synology’s comprehensive 
solutions, businesses could overcome current challenges while 
optimizing costs and operations, we believe collaborating with Tech 
Data could really help us expand and explore new opportunities in 
the Indian market.”

Tech Data has started shipping Synology products and providing 
consultancy services through its trusted distributing partners in India.

“We are excited to partner with Synology to take its data 
management solutions through our channel partners in the Indian 
marketplace,” said Mahesh Bellur, Business Manager, Tech Data 
India. "The distribution agreement with Synology will not only help 
us capitalize on the growing demand for data-management solutions 
but also offer solutions to overcome challenges, such as connecting 
remote teams and enabling file sharing and collaboration."

Lenovo and VMware partner to bring 
innovation in Edge datacentre solutions

Lenovo Infrastructure Solutions Group has announced it 
will be the first to market with VMware's software solution for 
the edge running on ThinkSystem SE350 edge servers. The new 
solution will be delivered directly to customer edge sites with 
VMware software preloaded on a pair of ruggedised and security-
enhanced ThinkSystem SE350s.

Lenovo has also announced the enhancement of Lenovo 
Open Cloud Automation management software to automate 
the planning and ongoing management of data centre cloud 
deployments all the way to edge sites.

This will enable organisations to use the same management 
software to plan their data centre cloud and edge infrastructure 
solutions. Lenovo says hybrid work is the next reality, accelerating 
the need for edge to cloud solutions. The company says it's 
working to build smarter infrastructure solutions, so customers 
can navigate this new hybrid workplace.
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NTT extends its data center footprint by 20%
NTT Ltd.’s Global Data Centers division provides a full stack of 

ICT services and continues to expand its global data center footprint 
by 20% to build a connected future that will benefit enterprise and 
hyperscale clients around the world.

NTT operates data centers across Europe, North America, Africa, 
and Asia, including a major presence in India. It delivers and operates 
global interconnected data centers with cross regional data center 
networks through key markets such as London, Singapore, Tokyo, 
and Virginia in North America. Its expansions in data center services 
provide increased data center capacity and network connectivity 
across all geographies, including:

Americas:
In 2020/21, three new data center campuses were opened in 

Hillsboro, OR, Santa Clara, CA, and Chicago, IL, in addition to 
expansion in Ashburn, VA. NTT’s 47-acre (approx. 190,000m2) 
Hillsboro campus features five data centers with 126MW of planned 
IT load and Subsea Connect, a trans-pacific network connectivity 
service that provides connectivity between Hillsboro, Oregon and 
Tokyo, Japan using NTT’s Pacific Crossing (PC-1) subsea cable 
system. The Phoenix, AZ campus will open in early 2022 and be the 
seventh US data center campus. NTT Phoenix PH1 will add 36MW 
of IT load capacity and is the first of seven planned data centers on 
the 240MW campus.Juniper Networks partners with 

Intel to accelerate advancement 
in Open RAN ecosystem

Juniper Networks announced that it is collaborating with Intel 
to accelerate advancement in the Open RAN (ORAN) ecosystem. 
This joint initiative between two technology leaders represents 
another milestone for Juniper in its continuing efforts to bring 
openness and innovation to a traditionally closed-off part of the 
network, providing a faster route-to-market for service providers and 
enterprises to deliver 5G, edge computing and AI. Juniper’s leadership 
role in ORAN reflects its commitment to bringing an experience-
first network to customers through automation, intelligent control 
and assurance of experience. Juniper has made major investments to 
lead this exciting shift in the industry, beginning with the exclusive 
IP licensing agreement with Netsia, and continuing with significant 
involvement in the O-RAN Alliance. Juniper is heavily engaged in 
expanding integrations with key partners and is part of the innovation 
team building joint customer solutions in Intel’s 5G Lab. 

DigitalOcean Acquires Serverless 
Platform Provider Nimbella 

DigitalOcean Holdings has announced the acquisition of 
Nimbella, a serverless platform provider. The acquisition expands 
DigitalOcean’s capabilities into the rapidly growing function-as-a-
service (FaaS) market and will add an additional serverless compute 
offering to complement the company’s existing Infrastructure-as-a-
Service (IaaS) and Platform-as-a-Service (PaaS) offerings, which target 
developers in small and medium-sized businesses (SMBs). 

Serverless computing removes the operational complexity in 
cloud-native environments for application developers as they create 
new applications and APIs or modernize existing ones for their 
companies. Serverless enables rapid development and deployment, 
allowing businesses to significantly reduce development costs and 
increase productivity without sacrificing performance to support 
their use case. 

Nimbella was designed specifically to address the challenges 
developers face in adopting serverless computing. Nimbella builds 
on Kubernetes and Apache OpenWhisk, both of which are mature 
production-ready open source projects. Nimbella supports the needs 
of event-based and long-running applications, as well as more complex 
use cases that utilize artificial intelligence and machine learning. 
Earlier this year, Nimbella was named a Strong Performer in The 
Forrester Wave™: Function-As-A-Service Platforms, Q1 2021.

Google with Cisco WebEx to drive 
Videoconferences Easier

Google has agreed to support interoperability with Cisco Systems 
Inc. hardware devices. The customers will be able to log into a Google 
meeting on a Cisco device and vice versa. The pact will help businesses 
that use multiple hosting platforms or have switched from one to the 
other.

The agreement suggests the start of a more cooperative era in the 
cutthroat conferencing market, where software providers have spent 
the last 18 months trying to undercut rivals in the hunt for more 
corporate users. Surging coronavirus cases due to the delta variant 
have foiled companies’ return-to-office plans, with some workers 
back in their cubicles and others logging in from home.

Sanaz Ahari, Google’s Senior Director of Product Management 
for Workspace, said the company will next try to sign pacts with 
other major video conferencing providers to help users log in from 
more types of devices.

ESDS Software Solution files IPO papers
ESDS Software Solution is a leading managed cloud service 

and end-to-end multi-cloud requirements providers. It offers cloud 
computing Infrastructure as a Service (IaaS), and Software as a Service 

(SaaS), and managed services.
The company has filed preliminary papers 

with capital markets regulator SEBI to raise Rs 
1,200-1,300 crore through an initial share sale.

The initial public offering (IPO) consists of 
fresh share issuance worth Rs 322 crore and an 
offer for sale (OFS) of up to 2.15 crore equity 
shares by investors and a member of the promoter 

group, according to draft red herring prospectus (DRHP).
The OFS comprises sale of up to 1.68 crore equity shares by South 

Asia Growth Fund II LP, up to 42.31 lakh equity shares by GEF ESDS 
Partners LLC, up to 4 lakh equity shares by Sarla Prakashchandra 
Somani and up to 34,000 equity shares by South Asia EBT Trust.

The company said it may consider a further issue of Rs 60 crore 
of specified securities through a rights issue to existing shareholders, 
private placement, preferential offer, or any other method, prior to 
the filing of the red herring prospectus with the ROC. If the said pre-
IPO placement is completed, then accordingly the fresh issue size will 
be reduced.

ASUS Announces Comprehensive Creator 
and OLED Solutions with Windows 11 

ASUS has announced a major expansion of the brand’s 
ecosystem of solutions for empowering creators — including a 
more comprehensive array of new ProArt solutions, an expansive 
selection of Windows 11 laptops and PCs for creative professionals 
and prosumers, and a complete offering of laptops with OLED 
displays for all kinds of creators — at the Create the Uncreated 
launch event. Featuring new laptops, displays, peripherals, a 
desktop, a projector and a motherboard, the new lineup enables 
content creators of all types to thrive with optimal workflows and 
unique innovations. 

“At our core, we are innovators who take pride in bringing our 
best ideas to life. So today’s lineup delivers incredible experiences 
for creators, by creators — to turn imagination into reality,” noted 
ASUS co-CEO Samson Hu. 

"The all new ASUS Zenbook, Vivobook, and ProArt 
Studiobook series will inspire content creators with its power and 
performance,” said Nicole Dezen, Vice President, Device Partner 
Sales, Microsoft Corp. “Coupled with the ability to upgrade to 
Windows 11, users will experience new levels of productivity and 
creativity.”
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IBM Watson introduces new AI 
and Automation Features

 IBM has announced the launch of new AI and automation 
capabilities in IBM Watson Assistant designed to make it easier for 
businesses to create enhanced customer service experiences across any 
channel – phone, web, SMS and any messaging platform. This includes 
a new collaboration with IntelePeer, a leading Communications 
Platform-as-a-Service provider, to set up and test a voice agent, and a 
new agent app designed to enable a seamless hand-off to a live agent 
while maintaining the conversation's context. Virtual assistants 
are gaining popularity due to ongoing improvements in natural 
language processing (NLP) and automation. According to IBM’s 
2021 Global AI Adoption IndexMorning Consult on behalf of IBM, 
“Global AI Adoption Index 2021” (May 2021), 52 percent of global 
IT professionals surveyed report that their company is using or 
considering NLP solutions to improve customer experiences. IBM is 
adding new features in Watson Assistant, the company’s intelligent 
virtual agent, to help businesses leverage AI and NLP to address 
customer issues on first contact.  Watson Assistant is designed to more 
quickly provide customers with relevant answers over the phone, 
SMS, web, or any messaging platform, and seamlessly hand-off to a 
live agent when additional support is needed.

Commvault Adds new Ransomware 
Protection and Response Services 
to its Data Security Solutions

Commvault has announced new ransomware services designed to 
help businesses prepare for, protect against, and respond to today’s 
growing cyber threats.

Ransomware attacks continue to rise, and they are expensive-
on average, it costs 10 times the cost of the ransom payment to 
restore the data1. 70% of ransomware attacks include a threat to leak 
exfiltrated data, and firms who have been attacked experience about 
21 days of downtime afterwards2. The hard costs of ransomware are 
astronomical; most companies are not prepared to respond to an 
attack, and even less are planning ahead of time.

Palo Alto Networks Introduces Prisma 
SASE, for the Hybrid Workforce

Palo Alto Networks has introduced Prisma SASE, bringing 
together Prisma Access and Prisma SD-WAN into an integrated 
cloud-delivered service with industry-leading network security and 
next-generation SD-WAN to ensure that organizations stay secure 

and productive while 
working fluidly between 
branch offices and home 
offices, and on the road. 
A recognized SASE 
industry leader with nearly 

2,500 SASE customers, Palo Alto Networks is introducing further 
innovations for Prisma SASE, including SD-WAN with integrated 
5G to accelerate SASE deployments to branch offices and ADEM to 
provide an enhanced digital experience for users regardless of location.

According to the recently released State of Hybrid Workforce 
Security 2021 report, 61% of organizations have struggled to provide 
the necessary remote security to support work-from-home capabilities 
— accelerating the critical need for SASE to improve the security, 
connectivity and productivity for hybrid workers.

BenQ India brings WiT ScreenBar and 
ScreenBar Plus monitor light

BenQ has announced the launch of WiT ScreenBar, Intelligent 
LED Desk Lamp. WiT ScreenBar solely illuminates the 70cm x 40cm 
desk area in front of the monitor and assures zero reflected glare off 
the screen without the use of a space-consuming lamp base, utilising 
the patented clip and asymmetrical optical design.

Its asymmetrical design allows it to fit perfectly atop almost any 
display, where it delivers ambient light directly above the monitor, 
reducing eye strain and discomfort. The built-in ambient light sensor 
detects ambient light and automatically supplements the desk space to 
the international standard of 500 Lux.

Rajeev Singh, Managing Director, BenQ India & South Asia, 
said, “Remote working and distant learning have grown increasingly 
prevalent as a result of the ongoing pandemic, resulting in a rise in the 
amount of screen time we are all exposed to. In India, BenQ's core 
areas are entirely centred on display technology, and we are dedicated 
to revolutionising the power of comprehending and consuming visual 
communication for the Indian audience. As a company that focuses 
on immersing the viewer with the world of Visuality, WiT ScreenBar 
is designed to protect users’ eyes while using their computers for 
prolonged periods of time. ”

Poly Unveils New Video Conferencing 
For Smarter Hybrid Meetings

Poly has announced the addition of the Poly Studio X70 and Poly 
Studio E70 to its family of video conferencing solutions at Zoomtopia 
2021. The Poly Studio family is 
designed to upgrade the video 
collaboration experience and create 
meeting equality for all participants, 
whether in the office or dialing in 
remotely.

The lineup of Poly Studio video 
conferencing gear brings broadcast-quality video to every meeting, 
regardless of the participants' location, so you can be seen and 
heard clearly. The Poly Studio X70 and Poly Studio E70 feature 
Poly Director AI technology, which includes Acoustic Fence, and 
NoiseBlockAI, giving your meeting the feel of a real live broadcast 
quality production with your own in-room director.

Poly DirectorAI is the brain behind Poly's cutting-edge video 
experiences. It uses AI and machine learning technology to deliver 
real-time automatic transitions, framing, and tracking that make 
everyone feel like they are in the room together. Poly DirectorAI 
perfects the hybrid working experience by seamlessly connecting 
those in the meeting room to those joining remotely.

Juniper Networks enhances its AI-
driven enterprise portfolio

Juniper Networks announced new features within the AI-
driven enterprise portfolio that enable customers to scale and 
simplify the rollout of their campus wired and wireless networks 
while bringing greater insight and automation to network 
operators. The enhancements to the Juniper Mist cloud and AI 
engine, which include EVPN-VXLAN campus fabric management 
and additional Marvis Actions for proactive problem remediation, 
expand on Juniper’s unique automation, AIOps and cloud 
capabilities to streamline IT operations, lower costs and deliver 
agility and scale.

“Juniper is committed to Experience-First Networking, where 
our enterprise solutions leverage proactive automation, assured 
user experiences, agile cloud services and connected security to 
deliver the best end-user and operator experiences from client-to-
cloud,” said Jeff Aaron, Vice President of Enterprise Marketing at 
Juniper. “In the campus and branch, this means leveraging AIOps, 
driven by Mist AI and the cloud to maximize user productivity 
and efficiency while minimizing IT costs through simplified 
operations and prescriptive insights. Today, we are excited to 
accelerate in these areas – and further distance ourselves from the 
competition – with new enhancements to our Juniper Mist Wired 
Assurance, Wireless Assurance and Marvis Virtual Network 
Assistant (VNA) cloud services that make it even easier to deploy, 
operate and troubleshoot campus networks at scale.”
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ON THE RAMP

Verizon with Microsoft launches the 
Verizon 5G Edge with Microsoft Azure 
Stack Edge cloud computing platform

Verizon has teamed up with Microsoft to launch the Verizon 5G 
Edge with Microsoft Azure Stack Edge cloud computing platform, as 
promised when it announced its partnership with the software giant 
last autumn. It is now able to offer business customers an on-premise, 
private edge compute solution that enables the ultra-low latency 
required for real-time enterprise applications, it declared.

In October the companies paraded logistics and supply chain 
solutions company Ice Mobility as their reference customer. The 
firm was trialling the offer – made up of Verizon’s on-site 5G Edge 
platform integrated with Microsoft Azure – using its ability to gather 
data in near-real-time to deal with product packaging errors.

Ice Mobility used the solution to help with computer vision-
assisted product packaging, Verizon said, and helpfully provided 
an image to demonstrate what that might look like. Essentially, it’s 
about improving on-site quality assurance. Presumably happy with its 
experience, Ice Mobility is now exploring additional 5G applications 
that use computer vision and 5G Edge to improve automation.Dell Technologies intros PowerEdge 

XR11 and XR12 servers
Dell Technologies introduces new PowerEdge XR11 and 

XR12 servers for customers in India. The new servers offer 3rd 
generation Intel Xeon Scalable processors, built for challenging 
environments, including those faces by businesses in industries such as 

telecommunications, military, retail, 
and restaurants. With the enhanced 
server portfolio, Dell Technologies is 
enabling customers to explore new-
age IT architecture, which would help 
them enjoy the modern technological 
innovation.

“We are living in an intelligent era, 
where businesses need IT solutions 

that can manage and process vast amounts of data generated across 
edge to core, to cloud”, said Manish Gupta, Senior Director & General 
Manager, Infrastructure Solutions Group, Dell Technologies, India. 
“With the new-age Dell EMC PowerEdge XR11 and XR12 servers, 
our customers will be able to take advantage of our holistic and secure 
Dell EMC server portfolio to manage data deluge across locations. 
These new servers supported by Intel 3rd generation Xeon scalable 
processors will enable businesses to manage the increased data growth 
and stay ahead in this competitive environment.”

Acer rolls out Swift X premium 
thin and light laptop

Acer India announced the launch of its new Thin and light 
laptop - Acer Swift X the newest member of its premium Swift line 
of laptop, the first of its series to come powered with RTX 30 series 
discrete graphics.  It’s housed with a revolutionary AMD Ryzen 
5000 Series Mobile Processors and the NVIDIA GeForce RTX 3050 
Ti graphics card for powerhouse performance in an ultra-thin form 
factor. With up to 4.4 GHz, 8 cores, and 16 processing threads this 
thin and light laptop is capable of rendering 4K videos to churning 
through spreadsheets without breaking a sweat.

Speaking on the launch Sudhir Goel, Chief Business Officer, 
Acer India said, “The Swift X is designed to be a high-performance 
ultraportable laptop for consumers who prefer elegance and 
performance on the go. The laptop delivers on multiple counts be it 
style, ultra-portable design, performance, long battery-life and more. It 
is truly a unique model and provides the “X” factor for the customer.” 

Salesforce rolls out AI-powered workflows 
Salesforce unveiled new AI-powered workflows and contact center 

updates in Service Cloud in an effort to create better experiences for 
service agents and customers. New workflows built into the Customer 
360 platform are designed to let customer service teams predict, route 
and solve customer needs–sometimes 
before the customer is even aware a 
problem exists. The company says, 
some 84% of service professionals 
said the COVID-19 pandemic 
has changed their workflows and 
processes. 

The company said, new 
workflows built into the Customer 
360 platform are designed to let 
customer service teams predict, route and solve customer needs–
sometimes before the customer is even aware a problem exists. 

Additionally, Salesforce has added new digital contact center 
features for video, chat, voice and workforce engagement with the goal 
of enabling more effortless experiences for both customers and service 
teams. As customer requests surge and businesses face shortages in 
available agents, 78% of consumers have needed to contact companies 
multiple times to address a single concern.

Vertiv brings new Remote Power 
Panel and a Busway System to 
simplify Data Centre operations

Vertiv introduced two new power distribution systems to simplify 
data centre management and scalability. The Liebert RXA remote 
power panel (RPP) is a flexible and safe solution for high-density 
power applications in one of the industry’s smallest footprints, while 
the Liebert MBX busway system allows reliable overhead power 
distribution in data centres of any size, leaving floor space available 
for equipment. Both products are now available across Europe, the 
Middle East and Africa (EMEA).

A proven alternative to custom-made systems, in particular for 
high-density applications, is a standardised RPP, such as the new 
space-saving Liebert RXA, which can be flexibly placed in data 
centres, server rooms or network closets. Prebuilt and configured, 
certified and tested, the Liebert RXA provides out-of-the-box 
electrical distribution once connected to branch circuits, simplifying 
facility startup, expansion and overall management of larger data 
centre networks. The solution offers flexible features and multiple 
configuration options to accommodate different site needs and future 
growth, while optimizing floor space. 

AWS and NetApp come up with fully-
managed ONTAP file system in the cloud

Together, Amazon Web Services and NetApp have come up 
with a new storage service - Amazon FSx for NetApp ONTAP. It 
is a fully-managed ONTAP file system in the cloud and provides 
customers a simple way to run their applications on AWS without 
changing their code or how they manage data.

It came almost three years after AWS introduced the first 
iterations of FSx for Windows File Server and Lustre. FSx allows 
customers to choose the file system that powers their file storage. 
It gives them full access to the file system's feature sets and 
performance. It runs fully-managed in the cloud. Customers get 
the benefits of AWS performance, along with seamless integration 
with other AWS services.

ONTAP is NetApp's file system technology that has 
traditionally powered network-attached storage (NAS) on 
premise. NAS is a large market with a number of major players like 
NetApp, Dell Technologies, HPE,  Pure Storage and Nutanix, to 
name a few. Most enterprise applications rely on NAS, so multiple 
servers running the application can access a shared dataset.



23     www.varindia.com  September 2021 101



24 September 2021    www.varindia.com

VOICE-N-DATA

Vi boosts GIGAnet 4G Network 
Capacity and Efficiency in Mumbai

Vodafone Idea Limited has significantly enhanced GIGAnet 4G 
capacity and efficiency in Mumbai with the deployment of additional 
5MHz of 900 MHz spectrum. The exercise has been completed 
across all Vi sites in Mumbai. This development combined with the 
deployment of 5 MHz of 2100 MHz spectrum band achieved last year, 
means that Vi customers in Mumbai can experience the advantages of 
wider coverage, network quality and stronger traffic carriage capacity 
in Mumbai.

Doubling the deployment of the most efficient 900 MHz band 
spectrum in Mumbai means better voice clarity and indoor experience 
for customers. Vi also holds the largest quantum of spectrum in 
Mumbai, across 900, 1800, 2300 and 2500 bands.

Rajendra Chourasia, Operations Director- West, Vodafone Idea 
says, “The network augmentation initiative has been a part of our 
larger efforts  to offer our customers an enhanced 4G data experience 
to complement their voice and data demands. Supplementing the 
existing 4G infrastructure with the expansion of 900 as well as 2100 
MHz layers has brought about enhanced data speeds, besides a better 
indoor network experience for Vi customers in Mumbai.”

Airtel exhibits Cloud gaming 
experience on a 5G network

Bharti Airtel Limited (“Airtel”) has successfully conducted India’s 
first cloud gaming session in a 5G environment. The demonstration 
was conducted in Manesar (Gurgaon) as part of the ongoing 5G trials 
using spectrum allotted by the Department of Telecom (Government 
of India). 

For the 5G cloud 
gaming demonstration, 
Airtel partnered with 
two of India’s leading 
gamers –Mortal 
(Naman Mathur) 
and Mamba (Salman 
Ahmad). Leveraging the 

gaming technology platform from Blacknut, a sprint racing challenge 
on Asphalt was unveiled for Mortal and Mamba to put their gaming 
skills to test in a blazing fast and ultra-low latency 5G environment.

Mortal and Mamba comments, “We were totally blown away. 
This was a high end PC and console-quality gaming experience on a 
smartphone. We can say with confidence that 5G will truly unlock 
the online gaming scene in India and massify by creating opportunities 
to build and publish games out of India and bringing a lot of talented 
gamers from small towns to the mainstream. Thank you Airtel for 
giving us this wonderful opportunity.” 

NETGEAR rolls out Orbi RBK353 
WiFi 6 Mesh System 

NETGEAR continued to add value to the connectivity solutions 
by unleashing the new Orbi RBK353 WiFi 6 Mesh System (AX1800) 
in the Indian market. The device offers a super-fast internet speed of 
up to 1.8Gbps, enabling the router to support lag-free high-definition 
gaming and 4K/8K UHD streaming. Users can enjoy up to 25 
connected devices simultaneously, with 4X capacity and improved 
efficiency for longer battery life.

The new Orbi RBK353 (AX1800) is ideally designed to work 
flawlessly in medium and large-sized homes and offers an essential 
whole-home Wi-Fi solution that covers up to 300 m2. It comes 
with two high-performance internal antennas with high-powered 
amplifiers- 2.4GHz (600Mbps†) and 5GHz (1200Mbps†). Powered 
by a Quad-Core 1.8GHz processor, the new Orbi RBK353 Router 
comes with 512MB NAND Flash memory and supports 1GB RAM.

Motorola brings in networking 
products in India

Minim, Inc., the creator of intelligent networking products under 
the globally recognized Motorola brand, announced that the Motorola 
MH7020 Whole Home WiFi Mesh System is now available in India. 
With this launch, Indian consumers will also receive a free upgrade 
to its new mobile app, motosync, powered by Minim. Together, 
the Motorola MH7020 mesh 
system and motosync app 
create exceptional coverage, 
network security, performance, 
and control at the competitive 
price of ₹7,999.00 (one-pack), 
₹13,999.00 (two-pack), or ₹19,999.00 (three-pack).

“We at Motorola always believe in delivering innovation that 
matters to consumers,” said Prashanth Mani, Executive Director, 
Motorola Asia Pacific. “India represents over 22 million broadband 
users and is growing rapidly, while the number of WiFi product 
offerings are limited. Indian consumers need more choice to improve 
their home networks, and the Motorola brand, which is trusted for 
industry leading technology, exceptional product quality and excellent 
performance is an ideal choice. With class-leading hardware coupled 
with the motosync app that offers parental controls, data tracking, 
and advanced management options, we expect Motorola MH7020 to 
be one of the leading WiFi mesh systems in the India market.”

TM and Tata Communications collaborate 
over IP Transit Services in ASEAN 

Telekom Malaysia Berhad (TM), Malaysia’s national connectivity 
and digital infrastructure provider through its global and wholesale 
arm, TM WHOLESALE and Tata Communications join forces to 
offer stable, high-speed and reliable connectivity in the ASEAN 
region and open access to global enterprises.

This collaboration will enable service providers, mobile network 
operators and internet service providers in the region to address their 
customers’ growing data connectivity needs by providing access to a 
global Tier 1 Internet Protocol (IP) network. This will help deliver 
reliable, stable Tier-1 IP Transit (IPT) service, an internet connectivity 
service that enables end-users to access all websites and content on the 
internet. This will further boost sectors such as e-commerce, online 
entertainment, retail, online banking and delivery services that have 
accelerated in recent times.

Amar Huzaimi Md Deris, Executive Vice President of TM 
WHOLESALE, stated, “We are delighted to work with a renowned 
global player like Tata Communications, to fulfil our role as the 
digital infrastructure accelerator in Malaysia. This is part of our effort 
to enhance our internet service performance with expanded global 
reach for service providers in Malaysia and neighbouring countries to 
meet the growing IP networks requirements.”

Telegram achieves 1 billion downloads 
across globe, India contributes 22%

As per a news report, Telegram, the instant messaging app, has 
surpassed one billion downloads across the globe. The application 
was launched in 2013 and it took about eight years to achieve the 
one billion mark. The news report also said that India is the largest 
market for Telegram, with 22 percent of the downloads coming 
from the country.    

India is the largest market for Telegram rival – WhatsApp. The 
news report also revealed that Telegram’s downloads accelerated in 
2021. This could be a result of the controversy around WhatsApp’s 
new privacy policy and the company’s handling of it.

According to the Sensor Tower report obtained out by the 
news source, 22% of Telegram’s downloads came from India. India 
is followed by Russia, which represents about 10% of all installs, 
follwed by Indonesia, that accounted to 8% of the downloads.
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TAIT organizes Workshop on MSME 
The government of India has of late, made several announcements 

to bring changes in policies to promote the MSMEs and make their 
operations comparatively easier. Also with consistent efforts from 
TAIT, recently Govt. of India also allowed Traders to be eligible to 
register as MSME.

TAIT President Samir Parekh has taken up the task of registering 
every single Member under MSME and educate them for all possible 
benefits of MSME  thus growing member’s business.

Keeping this very important aspect of business in focus, 
TAIT Conducted 
a workshop for 
Members to 
get updated on 
Registration criteria, 
and numerous benefits 
Government offers 
for MSME. Two 
Prominent speakers 
were invited and both 
presented insightful 
sessions which were 
appreciated by all the 
members.

Session conducted 
by Visanji Patel of 
Gajora Advisory Pvt. 

Ltd. updated  members about how to register MSME which is free 
of cost, finer points to be taken into consideration and how to avail 
maximum benefits of MSME.

Whereas next Speaker Uday Tardalkar , a well known 
corporate consultant  and Member of various Forums including 
IGRC,NSE,NCDEX and MCX ,updated members on various 
options for “Ease Of Credit And Finance” under MSME.

TiE Global announces 'World's Largest 
Sustainability Summit' 2021 

TiE Sustainability Summit (TSS) 2021 pegged as the World’s 
largest sustainability summit hosted by TiE Hyderabad will focus 
on sustainable development goals (SDGs) with major thrust on 
agriculture, water, climate, energy, recycling, circular economy, 
poverty, hunger, renewable energy, livelihoods, healthcare among 
others. TSS 2021 will attract 25,000 entrepreneurs, major among them 
would be social enterprises who are focused on solving the challenges 
outlined in SDGs, 250+ investors, 200+ speakers, 100+ mentors 
from the sustainability space, social impact investors, policy makers, 
academicians, and strategy think-tanks from 25 countries including 
North America, South America, Europe, Middle East, Africa and 
Asia-Pacific regions.

TSS – a virtual summit will be spread across three days between 
Oct 4-6, 2021 and will host keynote sessions, panel discussions, match-
making for entrepreneurs, investors and mentors, exhibits for social 
enterprises to showcase their products and services.

The summit is uniquely designed to discuss, strategize and 
execute innovative solutions to overcome key issues such as rapid 
accumulation of toxic-gases in the atmosphere, loss of bio-diversity, 
pollution under water, food production, disharmony between social, 
environmental and economic policies, barriers to eco-innovation and 
eco-regeneration, greenhouse gas emissions, climate change, barriers 
to growth of social enterprises, conflicts between capitalism and 
nature, impediments to human wellbeing and its sustainability, and 
hurdles to implementation of sustainable development policies.

Zoom is coming with Innovations to 
Ignite the Next Era of Communications

Zoom has kicked off Zoomtopia 2021, unveiling plans for 
innovations across its platform designed for today’s dynamic, 
working environments and to ignite a new era of connection 
and collaboration. Zoom is transforming the trajectory of 
business and personal communications by advancing the way 
we connect, share ideas, and get more done together - regardless 
of location. Zoom is developing new products, features, and 
partnerships designed to empower and engage the modern 
workforce with connected workstreams.

“Innovation remains at the forefront of Zoom’s annual 
Zoomtopia conference,”said Daniel Newman, Principal Analyst 
at Futurum Research. “I am particularly impressed with how 
Zoom’s plans for new solutions, like Zoom Video Engagement 
Center and Zoom Whiteboard, could continue to broaden 
Zoom’s impact on different facets of our work and lives, while 
enabling customers to create and grow businesses entirely on its 
platform.”

“In the last decade, we have been honored to become the ‘go-
to’ video communications platform, but there has never been a 
more dynamic period in the company’s history than these last 
18 months,” said Eric S. Yuan, Founder and CEO at Zoom. 
“We have released hundreds of new features, enhancements, 
and capabilities this past year alone and we have exciting new 
features in our development pipeline. With the ability to 
visually brainstorm on a virtual whiteboard and collaborate 
with colleagues similar to an in-person experience, or the endless 
opportunities of live transcription and translation services 
powered by Artificial Intelligence (AI) – previously considered 
‘futuristic’ technologies are on the verge of becoming a reality, 
and could reshape the way we work.”

ASIRT hosts its flagship Techday event 
with AMD as the Presenting Partner

ASIRT has hosted their flagship Techday in a virtual setting, 
which was highlighted by flavours of inspiration and growth. 
AMD demonstrated business opportunities with informative talks 
centred on their Ryzen and Radeon SKUs. Members participated 
enthusiastically in the event, which was followed by an informative 
discussion on the role of sales and marketing in business by Evolve 
Speaker, Coach Kiran Ajwani – Advisor, Chief Business Coach and 
Founder of Innoesis Business Management Private Limited.

The evening began with briefings from Member Speakers from 
each Consortium on their solutions, case studies, and success stories 
in the areas of Backup, VPN, Projects on Infrastructure, Leased 
Line Connectivity, Managed Security, Cloud Contact Centre, BI 
Dashboarding & Reporting, Sharepoint Migration, Cyber Security, 
DLP, DFA-AD, EDR, and other topics. Following that, ASIRT 
President - Tushar Shah gave an overview of the Association and 
its activities for the benefit of all. He further stated that the total 
combined turnover of all ASIRTers should be in the range of Rs 2500 
crores and upwards.

The next session on the Agenda was through AMD, the 
Presenting Partner of the event, which was hosted by Ramesh Babu 
Pyla, National Sales Manager – HEDT and Radeon Graphics. Pyla 
thanked Pankaj Shah ex- President | ASIRT, for reconnecting with 
him after his new assignment at AMD and shared that he had strong 
association with ASIRT for the past four years and praised it for its 
family bonding culture and Techdays provided target audience for 
any Principal Company / Vendor to introduce their Technology 
and Product Solutions. Pyla, along with their FAE, Technology 
Trainer, Tejas proceeded by giving an overview of their entire CPU 
and APU lineup. He stated “AMD is the only company in the 
world with both high-performance compute and high-performance 
graphics technology and the expertise to combine them into custom 
solutions. The “Zen3” powerful core architecture based on the latest 
process technology enables leadership single-thread, multi thread, and 
gaming performance in the AMD Ryzen 5000 Series CPUs. We also 
introduced the AMD Radeon RX 6000 Series graphics cards, featuring 
the breakthrough AMD RDNA 2 architecture, engineered to deliver 
ultra-high performance and visually stunning gaming for all. We’re 
powering the next generation of gaming.
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“LENOVO’S PHILOSOPHY AS A 
“PARTNER FIRST” PREFERENCE HAS ALSO HELPED US 
TO BUILD A STRONG PRESENCE IN THE CHANNEL”  

Please give us a little brief about yourself and your company.
I have been an Entrepreneur for over 2 decades. With roots from a traditional business 

route of Marbles and Granites in Rajasthan, I am the first generation in the family to be part 
of an IT Business. Systech IT solutions is one of Lenovo’s national distributors of consumer 
laptops. We started a decade ago with a team of 5 employees with a Rs. 15 Cr target and 
now we are one of the most successful IT, Telecom, Networking and Consumer Durable 
Distribution Companies in India. Our Group of Companies have over 250 Employees with a 
TO of Rs. 900 CR in India.   

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

We have seen an exponential growth in the IT Industry in the last 3 decades. Systech has 
been a core partner with Lenovo for the last 10 years in the PC Distribution & Retail Business 
and we cater to over 40 Exclusive Stores of Lenovo and 500 Multi Brand Partners. We also 
own 7 Exclusive Stores of Lenovo in Karnataka. In the Telcom Business we have partnered 
with one of the leading Smartphone Brands in India for over 16 quarters and cater to their 
distribution. We have a footprint across South India and cater to the Consumer Durable 
Business and all the large retail chain outlets.  

The PC industry has also seen significant growth in the last 16 months. With the advent of 
Work from Home and Study from Home, PC business is witnessing a steep incline and we are 
fortunate to be associated with the #1 PC Brand in the World. Alongside Lenovo, our business 
has grown by over 50% in the last few years. With the constant introduction of world class 
products, we are thrilled to have been a part of this growth history with Lenovo.  

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

Our Business has grown 2x in terms of profitability over the last 2 years. Lenovo has 
introduced path breaking technology in their products and our partners and customers have 
testified this by helping us achieve record breaking sales. Our Partnership with Lenovo has 
been the primary reason as to why Systech IT Technologies is now considered one of the most 
preferred  IT distribution business house in South India. Lenovo’s philosophy as a “Partner 
First” preference has also helped us to build a strong presence in the channel. We are now, not 
only catering to Consumer Business of Lenovo but also the Commercial Business Line and 
SMB Segment in Karnataka.

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

Systech currently owns 7 exclusive Stores in Karnataka. We have seen an increased business 
in the channel through the existing customer’s of Lenovo and believe that Lenovo’s approach 
toward customer centricity in terms of Technology and Services has not only helped us retain 
existing customers but also increase sales via referral lines. Work from Home and Study from 
Home has created a strong demand for quality products for Customers. We have seen over 
40% of our Customers purchasing Laptops more than 52,000 INR which was not the case 
2 years ago. Along with PC’s, the accessories business is also seeing a major upward trend. 
Lenovo’s world class webcams, Monitors, headphones have become the new line of Return of 
Investment for Partners in the Industry.

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?

During the Covid Situation – Systech as an Organization contributed toward CSR 
Activities. Along with Lenovo we contributed to the American Indian Foundation, in 
support of the needy. All our staff also received free vaccination support from Systech along 
with Medical Insurance for Employees and their Family. We actively contributed toward 
Ambulance Support, Food Distribution and Free Supply of IT essentials to the affected 
Families. In terms of the increased demand in IT products that we have witnessed, we have 
introduced some of the most innovative service offerings to partners and customers. For 
example:

1. Door to Door Delivery of PC’s and IT Solutions to Partners and Customers.
2. Round the clock 7 day warehouse support post lockdown removal.
3. Strict Hygiene maintenance across daily Operations. 

abhiShek jain

DiReCtOR 
SySteCh It SOlutiOnS

Emerging product lines & 
accessory biz focus along with 
Lenovo how?

Customer demand with the new 
normal has been a major contributor 
of PC peripherals sales.  With increased 
usage of Laptops, requirement of 
backup adapters, high quality visual and 
audio products such as Webcams and 
Headphones are new lines of Revenue of 
PC Partners. Other Emerging product 
lines such as wireless keyboards and 
Bluetooth silent mouse from Lenovo are 
also widely purchased by our Customers.

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

Over 80% of Lenovo PC’s come with 
1 year Warranty along with premium care 
and accidental damage protection. We see 
that with the increased usage of laptops, 
customer’s alignment toward purchasing 
extended warranty and other service 
offerings have gone up by over 125% over 
the last 12 months. Lenovo covers over 
26000 pin codes across the country with 
a wide service coverage with multiple 
service centres. They are a highly skilled 
Technical Team both on and off the 
field that has been the backbone to our 
PC sales. Also with the inclusion of web 
services by Lenovo, approaching key 
locations of customers at large residential 
complexes via a Service on Wheel 
initiative has surely been a major support 
to customers specifically during the last 16 
months.
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Rajeev Mamidanna, Founder & MD, Synoptiq 
Infosolutions, pointed out, “I would probably allude to the 
fact that we always talk about people, process and technology 
but I just wanted to quickly throw light on the fact that, 
why is there so much of information loss, breaches that are 
happening. People are the weakest link. And whether it is a 
consumer or an employee working for a large corporation 
they are the weakest link in the cybersecurity chain. Attackers 
have realized this and we have observed in the last one and a 
half years of the pandemic that a number of phishing attacks 
have just gone through the roof. No organization has an 
index of human awareness or preparedness, to measure that. 
If you look at the source code, which developers have left, 
but the source code carries your passwords, and the focus is always on privileged users and 
none of them are focusing on users across the enterprise. This is where zero trust falls through 
the cracks.”

Whereas, Prashant Jain, Founder & CEO, JNR 
Management Resources said, “I strongly believe the problem, 
especially in our country, is that we implement security by 
compliance, and we do not implement security by design. 
That is one of the biggest challenges in terms of corporate 
life, in terms of enterprises, big or small, does not matter. 
It is all about how you implement the security and why 
you are implementing any kind of security. It is more of 
compliance there were more regulatory bodies, putting 
those compliances probably none of the enterprise would 
have really cared about implementing security by design. 
The second point I would like to make here is the user 
awareness. So we are talking about only one side that breach 
is happening at the enterprises, and those are the numbers which are published by IBM or 
other security reports. But there is a huge number, which is on the individual side also as 
consumers. Breaches are happening by the consumer, for their own.”

Vishal Bindra, CEO, ACPL Systems, commented, “I think 
there is one of the very important reasons that we need to figure 
it out. The data breaches are now becoming less of a technology 
problem and more of a process and people problem. I think all 
the technologies which gives you enough strength to really put 
a lot of controls into the system are available today. We see that 
most of the breaches which have happened, or people who have 
come to know those breaches have occurred are from those 
people who would have probably best of the security. The basic 
hygiene, which is the absolute key, is really missing from the 
customer side. A CISO or a CIO believes that there are people 
who will be changing the password and they would have kept 

strong passwords and other things. So I think it is extremely important. Second, if you really 
go through a lot of data breach reports, you'll notice a very strong figure which is more than 
38% of businesses had suffered a data breach. People are not coming after your email but very 
important things like your data."

On the 
increase of 
data breaches, 
Mathew Philip, 
Senior Director 
- Business 
D e v e l o p m e n t 
& Alliances, 
LogMein said, 
“Cyber threats 
have gone up 
drastically post-
pandemic all of a sudden. According to a Verizon 
data report, 80% of the breaches are caused by 
poor password practices, which are reused or 
weak passwords. It could be even password 
sharing, which is getting associated with the user 
behaviour.  In the IBM Security report, it states 
that 82% of the individuals surveyed admit they 
use reused passwords. Obviously, remote work 
and work from home are some of the main 
reasons why this trend of information stealing 
is happening. People are using their personal 
laptop for office work or using office devices for 
personal work, obviously a lot of shadow IT is 
getting adopted, which means a lot of software 
applications and software are coming in, which 
is beyond the company's approved software on 
your devices. A lot of things are basically user 
behavior.”

uSeR behaviOuR bOOStinG the 
ChanCe Of CybeR attaCkS in 
thiS unpReCeDenteD tiMe

VARINDIA has recently hosted an event on 
cyber security. The session started with the 
topic of how channel partners are helping 
their customers in navigating through the 
evolving cyber security landscape.

Moderating the event, Deepak Sahu, Chief 
Editor, VARINDIA said, “In most enterprises, 
one of the biggest challenges they face is 
that the current levels of cyber security is 
not enough to protect the endpoints and 
servers. It is a huge opportunity for all security 
partners to work on building products and 
services around endpoint and network security 
to keep threats like ransomware at bay. It is 
not just computer networks and computer 
information systems that are being attacked. 
Cyber attacks are also infamous for protecting 
computer infrastructure and people's personal 
computers."

INDUSTRY EVENT
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“Customers leveraging our platform not only achieve new levels of business performance and 
operational agility, but also gain a number of capabilities that strengthen security postures”

Thanks to COVID-19, adversaries 
are finding new ways of intruding 
network and application during 
work from anywhere scenario. How 
your organization is helping Indian 
Enterprises in addressing this 
challenge?

The Riverbed Network and Application 
Performance Platform enables customers to 
visualize, identify and mitigate cybersecurity 
threats and accelerate the performance of 
any network for any application. Customers 
leveraging our platform not only achieve 
new levels of business performance and 
operational agility, but also gain a number of 
capabilities that strengthen security postures.

Riverbed network security solutions 
provide the visibility to identify threats of 
all shapes and sizes, from campus to cloud. 
We help IT quickly diagnose and respond 
to a full range of attacks and empower users 

with fast, secure connectivity to the resources 
they depend on for business execution. The 
results: stronger security and better business 
performance.
• Leverage Riverbed Unified NPM’s full-

fidelity flow packet and device data 
for threat hunting investigations into 
suspicious network behavior. 

• With Riverbed Unified NPM, customers 
can proactively search through network 
data to find evidence of hidden threats 
that have evaded preventative measures. 

• Speed incident response by gaining a 
rapid understanding of threats in your 
environment to optimize triage and 
remediation. 

• Use Riverbed Unified NPM’s full-fidelity 
flow and packet data to provide structured 
investigations with documented chain 
of evidence to determine exactly what 
happened and who was responsible to 
determine the best course of action.

• Leverage Riverbed Unified NPM’s always-
on, full-fidelity packet and flow data to 
quickly remediate and contain security 
incidents by providing full historical 
details about the scope of an attack

Kindly share your views on how 
Indian SMEs have geared with respect 
to their network and application 
performance management?

Indian SMEs are facing similar challenges 
as Enterprise with SaaS & Cloud Based 
Applications such as:
• Increased use of collaboration 

applications. Companies are increasingly 
looking to SaaS and cloud offerings to 
provide quick, cost-effective services to 
keep their teams productive. Investing 
in collaboration tools that connect team 
members and business workflows are 
clearly a top priority as can be seen by the 
growth in popular services like Microsoft 
Office 365 which has grown to over 258M 
daily users and Microsoft Teams (for video 
collaboration) ballooning from 32M daily 
users to 75M active users daily since just 
March 2020. Ensuring the performance 
of collaboration applications is critical to 

In a chat with VARINDIA, Alex 
George, Country Manager 
– India & SAARC, Riverbed 
Technology discusses about 
how the company is helping 
enterprises and SMEs to cope 
with adversaries especially 
after COVID-19 and partner 
eco-system

ensuring workforce productivity.
• Unacceptable performance due to 

consumer-grade Wi-Fi, oversubscribe 
connections from heavy usage of 
collaboration and enterprise applications, 
along with additional latency from 
application servers (on-prem or public 
cloud) 

• Lack of visibility. IT is unaware of 
performance problems. Users encounter 
performance issues long before IT is even 
aware of any issues.

What are the initiatives taken 
by your organization to strengthen 
channel eco-system?

Riverbed has always been a channel-
driven company.  With over 1,000 partners 
today, the Channel remains a critical 
component to Riverbed’s ongoing business 
and our 2022 plan.

Customers today want to consume 
technology in different ways. Our partner 
ecosystem provides customers with greater 
choice, from managed service to on premises 
to cloud. A partner-led model not only 
benefits customers, but also helps the 
channel meet their goals. Riverbed works 
with key partners (service providers, system 
integrators, and solution providers) to deliver 
managed services across our four solution 
pillars, which helps partners develop new 
capabilities to meet customer demand.

The biggest reason for this transition was 
the launch of our award-winning Riverbed 
Channel RISE program, an innovative 
performance-based program designed 
to reward all types of partners, business 
models and various customer consumption 
preferences.

Riverbed India has been quick to adapt 
to a channel-driven strategy, largely due 
to the maturity of its partner ecosystem, 
both in terms of its resources and technical 
capabilities.

As part of Riverbed’s channel-led growth 
model, Channel partners get rewarded for 
working jointly on sales activities that help 
grow their market share and wallet share of 
our business.

MAXIMIZE VISIBILITY AND PERFORMANCE

Overcome the challenges of insufficient 
visibility, unpredictable network and application 
performance, and expanded cyber security 
risks—all while improving your ability to be agile 
and resilient. With Riverbed, you can maximize 
visibility and performance of any network for any 
application to all users, anywhere.

FACE TO FACE
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Evolving from a device company to a visual solution 
company, ViewSonic has enhanced visual engagement for 
the betterment of the customers. ViewSonic is empowering 
people by delivering solutions to solve their problems. In 
a chat with VARINDIA, SANJOY BHATTACHARYA, DIRECTOR- 
SALES AND MARKETING – IT BUSINESS, VIEWSONIC INDIA 
depicts about the company’s core competencies, adopting 
strategies, opportunities in the partner ecosystem etc.

What are the core competencies of the company? 
ViewSonic’s core competency are Technology, experience 

& solution, we are the first to bring set standards in the world. 
ViewSonic has been an established source of monitor and 
display solutions worldwide for more than three decades. We 
firmly believe that our solutions can help customers to achieve 
sustainable success now and in the future.Our considerable 
experience has taught a great deal about the real-life challenges 
and needs of people in a wide variety of roles and sectors. 
Moreover, our innovative R&D capabilities have consistently 
allowed us to bring the right technology to you at the right time. 

What are the strategies ViewSonic adopted to get 
benefit?

We have adopted many unique initiatives to give solutions 
to our customers during the pandemic period. We are the first 
company in India who offered contactless instant channel reward 
management called Power Play through Mobile App. Also, we 
are offering Quick resolve where customers get Stand by units 
within 48 hours at all top cities in India so work can go on. Our 
product offerings are also in tune with the new demand coming 
from customers. Portable monitors (TD1655, VG1655) have 
been developed keeping the students who are learning online 
specially through mobile phones. This product gives them one 
cable solution, Mobile to Monitor connectivity, also students 
can enjoy FHD bigger screen, Touch compatibility (TD series) 
with quality sound, light weight (Just 900gram monitor!) gives 
productivity tools for students and professionals who are on the 
go. VG2440V – ergonomic monitor with Full HD camera built 
in so professionals can have seamless meetings from anywhere. 
Overall, our consumer inside approach helps us to stay ahead 
over competition, right product at right time and channel 
satisfaction by offering AI & IOT power.5 years warranty (3+2) 
years. It’s unique, easy and helpful for the channel as well as the 
end customers. It does not take more than 5 minutes to get 2 
years extra warranty.

What opportunities do ViewSonic see while 
empowering the partner ecosystem?

India has started its dream journey post Covid-19. Stable Gov, 
Strong law & Order, Ease of doing business approach, High GDP, 
lower cost of finance is at its best. We are seriously contemplating 
for India operation & responding to the Make in India project. 
That will help ViewSonic to consolidate as 5th top player in India 
monitor market with strong fundamentals. This will be a great 
help to Channel to have American products with Indian touch.

What are the key initiatives taken by ViewSonic 
to differentiate itself in the market?

Our product is our hero. We have differentiated the product 
line for India which makes us unique than the conventional 
market players. We set a trend in India for Portable monitors, 
touch monitors, and one-cable solutions. Our Channel 
approach through internet-based tools is India’s first.

What are the strategic plans to address the newer 
challenges in 2021?

Product is the key for ViewSonic. Our STP (segmentation, 
targeting & focus) strategy is based on the modem needs of the 
customer. ViewSonic is 100% HDMI & FHD products. Y2021 
has lots of opportunities rather than challenges. We have 
brought 61 different models in India as line-up. We have seen 
a big market opportunity for “Creators”. We have launched 
Colour Pro series for creators, this is the first Panton certified 
product. We have consolidated our position in the QHD/2K 
segment at 32” screen size.  We have taken the Gaming market 
beyond 24”, we got great success with higher size Elite gaming 
monitors (27”, 32”) as a defector size for pro-gamer with 
240hz, QHD). For Business range we have brought ergonomic 
monitors with Video conferencing facility, Height adjustment 
with one -cable -Solution. Also, we take care of our customers' 
health. Blue light filter for eye care, ergonomic feature aimed 
to reduce neck and back pain & our Low EMI monitors are 
fully safe for pregnant women. So we have a very extensive 
range of monitors to fill all the segments of the monitor.

How can the VARS/partners be benefitted from 
various initiatives of ViewSonic?

PRODUCT INNOVATION: We are bringing products 
which are contemporary. Like Portable monitor, Camera 
Monitor, one -cable -Solution, Win10 OS supported touch 
monitor, best in class Gaming monitor (240Hz, 0.5ms, 4K) 
etc to give complete product stack to channel and as well 
consumers.

CHANNEL APPROACH: We have developed app-
based reward management for T3 partners, also many other 
innovative IT based initiatives to give best in class channel 
management. 

RELIABILITY: 5 years warranty (3+2) years for consumer 
segment – it created a new benchmark for the industry. It is 
free from our side; it is simple and consumer centric. It shows 
the reliability of product, service capabilities and overall 
confidence in the product.

ViewSonic’s  
innovative R&D capabilities 

bringing the right 
technology at the right time

FACE TO FACE
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Mounting Docking Station for iMac & All-in-one

PRODUCT SPECIFICATION
 

ITEMS DESCRIPTION

Input USB-C® Female (PD) x 1, USB-C® 3.1 
Female (Uplink) x 1

Output HDMI Female x 1, USB 3.0 ports female x 2, 
SD card slot x 1, MicroSD card slot x 1

Data Transfer USB 3.0 – 5Gbps, supports BC 1.2 Charging
 USB-C® – 10GBps, 45W PD charging

SD/Micro SD Card Storage Support up to 2 TB

Video Resolution HDMI 1.4 – 4K x 2K@30Hz

Product Dimensions L110 x W42 x H24mm

Power Bus-powered

The latest trends highlight the demand for compact 
laptops. They are becoming thinner and waiving off 
the extra baggage of ports. In such crucial times to fill 
this void, a docking station comes in handy. Generally, 
docking stations occupy space on the desks. But have 
anyone ever encountered a docking station mounted 
on the monitor? That’s exactly what Cadyce has come 
up with – USB-C ClampFit Docking Station called 
CA-CLMFT.

The docking station is aesthetically designed to 
mount on an all-in-one PC or monitor using the screws 
on the rear side. With this, the mayhem of wires stays 
minimized, desk space extended, and the availability 
of ports enhanced. Owing to its omnipresence, CA-
CLMFT comes with a USB-C connector.

Besides, it is a boon for professionals as it flaunts 
an HDMI port with 4K@30Hz resolution support. 
One can choose various screen modes like extend and 
mirror to add ease to their working environment. 
Furthermore, the competence amplifies as CA-CLMFT 
boasts two USB 3.0 ports. With this interface, there is 
an assurance of a superfast data transfer speed of up to 
5Gbps. The silver lining is that the ports support BC 1.2 
charging to fuel mobile devices at an accelerated pace. 
To top it all off, it comes with USB-C PD charging 
with 45W to juice up the laptop. 

For more accessibility, CA-CLMFT flaunts 
the plug-and-play feature, which skips the lengthy 
installation process of drivers. Moreover, it boasts SD 
and Micro SD card slots to access photos, video, media 
from mobile phones, and digital cameras. Interestingly, 
these slots extend support up to 2 TB. Its compactness 
and portability make it easy to carry while showcasing 
compatibility with an all-in-one PC, iMac, or any flat 
monitor.

“CA-CLMFT is a one-of-its-kind invention from 
Cadyce for enjoying uninterrupted connectivity. We 
realized many users were looking for a docking station 
that can be mounted. Some prefer not to have a docking 
station placed on the desk as it can initiate disorderliness 
in the workspace. Thus, to satiate this requirement, we 
undertook rigorous research and crafted CA-CLMFT,” 

adds the member of the Cadyce team. They further cite, “the basic mantra of Cadyce 
is to make lives easy with solutions bestowing best performance. Therefore, in this 
desire, Cadyce has always churned gadgets embedded with the best technology. 
Similarly, for CA-CLMFT, we are offering USB-C reversible connector. The reason 
is to ease out the plugging problems of the users. To simplify more, we are offering 
‘plug-and-play’ functionality for bypassing those lengthy installation processes. 
Most importantly, CA-CLMFT is equipped with features wherein consumers get a 
chance to enhance their efficacy to the core.”

PRODUCT OF THE MONTH

....continued from page no.12 

Semiconductor manufacturing requires high investment and 
there is no such facility in India as of now. The investment required 
to set up a FAB can range from US$3 billion to US$6 billion, 
depending on wafer capacity of the FAB. India is highly reliant 
on imports to meet the country's semiconductor requirements. 
Recently, over twenty semiconductor manufacturing and design 
businesses in the high-end, display, and specialty fabrication 
segments have submitted expressions of interest (EOIs) to establish 
production facilities in India. But we may have to wait for a longer 
time to know how and when such facilities will roll out their 
production. 

Recently, some countries with a semiconductor manufacturing 
base have stock piled the chips for meeting their own requirements, 
seriously affecting the global supply chain. The Indian government 
should take cognizance of this situation and work towards gaining a 
foothold in semiconductor manufacturing and become self-reliant. 

India should build a basic ecosystem for semiconductor 
manufacturing. First and foremost, there is the need for 
semiconductor manufacturing facilities to have a huge 
uninterrupted power supply. Additionally, semiconductor Fab 

facilities are also water intensive.  It may require more than five 
million gallons of ultra-pure water per day. To generate this much 
pure water, one requires at least eight million gallons of city water 
per day. 

India imports solar cells and modules from other countries 
and this situation needs to be reversed by manufacturing purified 
silicon within the country. India has huge reserves of silica 
minerals required for making silicon wafers. 

All major global semiconductor companies have their fabless 
Intellectual Property (IP) and System-on-Chip (SoC) design houses 
in India. Some estimates predict that the Indian semiconductor 
design market is expected to reach close to US$8 billion by the 
end of 2021. 

Yes, India has the potential across various disciplines involved 
in chip making. But the fact is that we lack the capability. One 
factor, I feel, is that none of the major Indian companies are 
investing in the electronics sector. It is high time India motivates 
bigger companies to invest in Foundry because of the higher 
investment required. That holds the pathway to India making 
baby steps in the Fab. Otherwise, it would remain as a pipedream. 
A lot of planning and careful execution is needed in  this regard.  
Are we ready to take on the challenge?
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The new normal 
across The globe reinforcing 

The role of The markeTing heads   

In this unprecedented time of pandemic, a CMO (Chief Marketing Officer) or Marketing Head of an organization 
is helping the company increase its revenues by creating a marketing plan that gives the company a 
competitive advantage.  In this ever evolving role CMOs are creating, communicating and delivering offerings 
that have value for customers, clients or business partners.

With a mission to facilitate growth and increase sales by developing a comprehensive marketing plan CMOs 
are promoting brand recognition and help the organization gain a competitive advantage. In order to achieve 
their own goals and effectively shape their companies' public profile, CMOs must be exceptional leaders and 
assume the voice of the customer across the company.

With a strong background in information technology, CMOs are leveraging the market while implementing 
the relationship marketing strategies, maintaining relationships with customers. Here are some insides 
from the marketing heads from different industries. Let’s hear from the industry leaders.

CMO OF THE YEAR
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Realizing empathy is cRitical, Uipath took measURes 
RAJESH KUMAR

VP – Marketing, UiPath India and South Asia

RELATIONSHIP MARKETING DURING COVID TIMES
Customer Retention became most important during the pandemic. Like all organizations in 

these times, our customers were also focusing on the transition to WFH, employee health and 
safety, and maintaining continuity.

If we put ourselves in our customers’ shoes, the last thing they would want was a hard sell pitch 
or another generic campaign. What mattered the most to them was us understanding their challenges 
and being with them during these tough times, to tide over this together. These are opportunities 
to exemplify the brand purpose, live our culture, and demonstrate our founding values and ethos.

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS 
We realized empathy is critical and therefore ceased most running campaigns. We tried to re-evaluate how we and our technology 

can help our customers and rolled out health-check bots to track employee wellbeing. In order to resolve process bottlenecks faced by 
government bodies and public institutions, we equipped the government departments with our technology and services. We also created 
over 50 use-cases in different industry verticals to help customers deal with challenges posed by this crisis.

It is impoRtant foR Relationship maRketing to be Re-
imagined  

RITU GUPTA 
Marketing Director, Dell Technologies

RELATIONSHIP MARKETING DURING COVID TIMES 
Without a doubt, the ongoing situation has required organizations, no matter what size, to adapt 

and embrace technology in an unprecedented manner. Keeping a close eye on emerging trends and 
insights that can be garnered from data has been equally important. Customers and clients were 
looking for advice for the best tech solutions for their respective organizations and employees – with 
WFH becoming the new normal. It became all the more important for relationship marketing to be 
re-imagined and for us to become partners in this digitization process. Apart from this we also began 
reaching out to them via our specially curated engagement programs and initiatives.

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS
At Dell Technologies, furthering our customer first approach has always been part of our DNA. We have had continual focus 

on driving and delivering value for our customers. Some of the programs we have been pushing out include engagements through 
roundtables and forums. We even have global platforms like Dell Technologies World and Dell Technologies Forum where customers 
have access and can engage with senior executives and learn more about the latest tech trends that are relevant to them.  So, we re-
pivoted our creative to quickly respond with solutions to meet those needs. We have hosted virtual forums with customers from around 
the world to provide guidance and advice and came up with creative ways to conduct virtual customer briefings.

the sUccess of the latest campaigns Reflects solid 
Relationships with nec’s stakeholdeRs  

ARVIND SAXENA  
Head - Marketing & Corporate Communications, NEC India 

RELATIONSHIP MARKETING DURING COVID TIMES
At NEC, our primary objective is to build long-lasting relationships with our customers, partners 

and most importantly our employees, who are working relentlessly & committed to our brand 
purpose of ‘orchestrating a brighter world.’ The success of our latest campaign, 'NEC makes it 
happen,' and industry recognitions are a testament to our solid relationships with our stakeholders. 
With this campaign, we aspire to unravel our story of relentless innovation, unfaltering determination 
and above all continuous empowerment of people and businesses through our solutions, including 
the ones to tackle Covid-19. We are a world leader in Biometrics, ORAN, AI and plethora of 
technologies and have been working behind the scenes in making the digital revolution a reality for the past 122 years globally.

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS
An unprecedented growth of technology has facilitated the transition of basic human correspondence to well-equipped web-based 

communication. We aim to streamline the fragmented customer relationships through Customer relationship management (CRM), 
social listening surveys, content marketing, journeys based on customer experience manager, marketing automation, Online Reputation 
Management (ORM), interlinking demand generation tools, social networking, A/B testing, community building, etc. The customized 
approach, appropriate tool-mix, and perfect integration have helped us navigate the challenges posed by the Covid-19 pandemic, 
ensuring maximized output. A focus on making conversations personal using more than just a website and leveraging an integrated 
marketing approach keeping in mind the formal boundaries have contributed to reducing the gaps of one on one interaction created by 
the remote environment.

CMO OF THE YEAR
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"EffEctivE rElationship markEting is vital for 
support to salEs tEams"

NIKHIL DUDWADKAR
Marketing Manager, India & South Asia, Kaspersky

RELATIONSHIP MARKETING DURING COVID TIMES
Relationship marketing is vital to create strong, even emotional, connection with customers 

and partners for business in today’s times. The disconnect that pandemic gave from 1:1 meeting, 
networking events, social and business gatherings should be filled with personalized touch 
specifically to existing customers. Marketer’s role during the pandemic times is inevitable from 
driving relationship marketing as restrictions on sales function to personally meet customers & 
partners had been a struggling time. An effective relationship marketing is vital for support to sales 
teams. However, the organizations must know how they can best support their customers and 
partners during a time of crisis, they need to understand the changing consumer needs and concerns. 

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS 
As a channel centric company, our focus was to strengthen our relationship with our partners and in turn with our customers. 

Our partners are very important for us when it comes to understanding customer behaviour and the market scenario which is why we 
have been constantly taking feedback from our partners and updating our partners programme and reward that and benefit the partner 
ecosystem. With the Kaspersky United partner program we have enabled many features to educate and create awareness with virtual 
training that can benefit our channel partner and also increase their credibility or expertise in the market. 

thE nEw normal madE rElationship markEting 
all-pErvasivE

SOORAJ BALAKRISHNAN
Head - Marketing, Acer India

RELATIONSHIP MARKETING DURING COVID TIMES
Relationship marketing during the pandemic presented a powerful opportunity to tap into the 

needs of our customers. It is not just the products, but the simple human need of feeling connected. 
In the new normal, as consumers have become more digital, so have marketers’ strategies and they 
seek to increase digital experiences and enhance their companies’ go-to-market digital strategies. 
Hence, relationship marketing has become all-pervasive in the new normal. The role of marketing 
in nurturing and maintaining ‘customer success’ is set to increase.

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS
To work in the new normal, we had to change with how our customer's approach was changing, how they were using PCs, and 

how their lifestyle was changing. It’s not just a device any longer that you turn on to get your day’s work or do your study. One of the 
most important changes was to shift Acer’s messaging beyond just discussing the latest technology. We also provided customer friendly 
solutions like extending warranty free of cost when the pandemic started and people were not allowed to step-out. Our online store 
helped to deliver laptops, tablets and other accessories to over 20000 pin-codes which were critical in the remote working and learning 
environment where a smartphone hit the ceiling when it came to capabilities and PCs became the most important. We have created a 
remote support service for our customers across the country so they faced minimum downtime.

thE omnichannEl markEting stratEgy offErs a grEatEr 
chancE of strEngthEning rElationships with customErs 

PRASENJIT ROY
Head - Marketing and Product, NTT Ltd. India

RELATIONSHIP MARKETING DURING COVID TIMES
The pandemic has led to a marked change in the relationship between businesses and their 

customers. The spotlight is now on service and health and safety promises in all aspects of business. 
From pickup to contactless deliveries and complete digital transformation, businesses have had to re-
evaluate their operations to support customers, and not just their bottom line. Traditional methods 
of generating sales went to the back burner and customer relationships emerged as the focal point 
across sectors. The strategy today has shifted to omnichannel marketing which also offers a greater 
chance of strengthening relationships with customers. 

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS
At NTT Ltd. in India, our customers have always been our first priority. In the last one year in particular, we have identified and 

assessed the disruption caused by the pandemic. It was absolutely crucial to strongly communicate to all our existing customers that 
ample resources were available with us for smooth continuation of operations. We realigned strategies to ensure that the customers 
and prospects both retained their confidence in NTT by enabling all their needs related to technology, data center space and network 
etc. We also put additional emphasis on leveraging digital channels to deliver the right communication to the right people. In the early 
stages of the pandemic, we worked with OEM partners to build bundled solutions that helped clients transition to remote working. 
This included bringing together a host of cloud, networking, security and collaboration solutions.

CMO OF THE YEAR
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veeam’s collaboRation with paRtneRs: the key 
ingRedient foR global bUsiness gRowth 

NIKHIL SHARMA
Marketing Lead, Veeam Software

RELATIONSHIP MARKETING DURING COVID TIMES
The impact of the COVID-19 outbreak has been widespread across industries which has forced 

businesses to redefine their business relationships and connect with the customers on a personal level. 
To attain this Veeam brings continuous innovation to its marketing strategies to stay ahead of the 
curve. We are at the forefront of innovation and customer satisfaction due to our great relationship 
with our Alliance partners with several changes in the market dynamics, Veeam’s marketing strategies 
have evolved with the ongoing trends. Veeam’s collaboration with partners is the key ingredient for 
global business growth and for our goal to deliver the best Availability solution on the market.

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS 
The year 2020 taught us the importance of engaging and maintaining overall customer relations. While Veeam has always followed 

a customer & partner centric approach wherein we ensure all the programs and solutions offered by the company are simple, flexible 
and reliable, the outbreak of the pandemic has made it more vital to stay connected with the customers and maintain a level of 
transparency to build trust. Every customer is unique and has different business requirements, hence we follow to create a personalized 
1:1 communication model for each customer which is directly driven from the desk of our Managing Director and Marketing Head. 
Our team supports and helps our customers in every way possible – providing wellness kits, considering extension of service requests, 
creating partner reward programs etc. Veeam’s marketing strategies are unparalleled as Veeam continues to lead the industry with an 
exceptionally solid roadmap through 2021 and beyond.

Rp tech believes in leveRaging in-hoUse talent to 
dRive innovative campaigns 

RAJESH GOENKA
Director, Sales & Marketing, RP tech India 

RELATIONSHIP MARKETING DURING COVID TIMES
As we all know in India emotions and relationships are given utmost importance. At RP tech 

the business is majorly driven by trust and relationship and then on incentives. We were the first 
distributor to kick start the channel business during the first phase of the lockdown. We announced 
Green Zone and Orange Zone offers to encourage partners to restart their business after months of 
inactivity. This touched the hearts of partners who were virtually unemployed and going through a 
business crisis. These offers also proved to be a catalyst to revive the channel business. We launched 
an Upgrade PC campaign to revive the demand for SSDs. This scheme is also highly successful among 
customers. We focused on constant channel communication through mailers, webinars, social media 
etc. to keep our channel partners informed on the business developments.

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS
We focused on various channel engagement programs wherein we involved partners’ families. We initiated a ‘Sunday ka Funday’ fun 

event wherein we organized various fun activities and competitions for spouses of partners. We also organized celebrity entertainment 
programs. We organized quiz master junior for kids of partners. Around 1000 children participated in the quiz and won exciting prizes. 
Recently we concluded ‘Partner Shrimatiji Connect’ for spouses of west partners. The objective of the event was to provide them a 
platform to showcase their talent.

sas Reimagining the maRketing in the next noRmal 
KUNAL AMAN

Head Marketing & Communications, SAS India

RELATIONSHIP MARKETING DURING COVID TIMES
SAS as a brand had always been perceived as very humane, authentic & trustworthy. During 

the pandemic, we witnessed that the shared human experience that binds us all, allowed us to have 
more authentic conversations than ever before. The ability to put business conversations aside and 
be quite simply human and put people over profits, has allowed us to truly deepen our connections 
and strengthen relationships with our entire ecosystem  - including our employees, our clients and 
our partners. This in turn has allowed us to serve them better – which is really the true value 
of relationship marketing – turning what would otherwise be just a transaction into a long-term 
partnership that creates value.

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS
Chaos represents an opportunity for innovation. Our ability to lean in and listen during a time of crises has meant that we could 

put both our minds as well as our hearts to work to create solutions to solve the burning issues and challenges that our customers face. 
For our Banking & Financial customers, we helped them identify and remediate COVID-19 impacts with a Risk and Finance Lab with 
an ability to do scenario analysis for their liquidity positions & stress testing in an unpredictable scenario and to identify suspicious 
transactions from fraudsters to keep their customers safe. Similarly, our Manufacturing & Retail customers needed help in managing 
volatility and adapting to new buyer trends.SAS helped them predict, and plan for short & midterm demand, identifying at-risk 
inventory and for optimal pricing strategies to be applied.

CMO OF THE YEAR
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aUtomation cannot Replace the hUman toUch
ANITA KUKREJA

Head - Marketing & Channel Sales, IceWarp India & Middle East

RELATIONSHIP MARKETING DURING COVID TIMES
With the global pandemic every organization in the beginning was struggling on how to 

quickly adapt to the situation and have smooth operations along with seamless communication and 
collaboration between teams. We ensured we were there for our customers to support them and 
guide them through the task of keeping their teams connected and working productively in a remote 
environment. During these tough times customers are even more willing than usual to participate in 
market research, knowing that they are involved in the path forward.

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS
We at IceWarp believe that customers give us real feedback with real time user experience and 

challenges faced. That helps us in developing and upgrading newer features every year on year and also release major product updates 
every quarter. All this has resulted in keeping us ahead of the curve.

As the COVID-19 crisis has made virtual sessions the new normal across the globe, bringing customers remotely together and 
making online client meetings has become a common business practice. With our tailor-made session for Customers called "Chai Pe 
Charcha" where they can exchange their thoughts/queries and we provide them support by training and helping them with the best 
alternatives, understanding of tools and also organizing sessions on remote working. We ensure that our teams have been connected all 
the time with our customers.

sophos solving the pRoblems as commUnity 
along with the channel 

MEHUL THAKKAR
Marketing Manager, India & SAARC, Sophos

RELATIONSHIP MARKETING DURING COVID TIMES
Being a channel driven company, Sophos always believes in relationship marketing with our 

channel partners. Our channel partners are our brand endorsers to our customers, and we make 
sure that our channel partners are empowered enough to convey our brand positioning in the right 
manner to our customers. We have been doing this with our strong emphasis on relationships with 
our channel partners. Covid time has changed the way we work and that has surely impacted the way 
we work with our channel. The main challenge channel partners are facing, like all of us, is isolation 
and learning to work in a new way as a result of the pandemic. Sophos has remained empathetic and 
connected to the needs of the channel, but we are solving this together as a community, not as channel and vendor separately.

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS
We have shifted all our partner and customer engagements to virtual platforms. We now host our partner conferences virtually. 

Our major customer and partner engagements like round tables, customer focused events, Sync with Sophos series, SOS Week and 
Marketing classes are currently happening over virtual platforms. We have also noticed the increase in engagement from our partners 
and customers.

‘cUstomeR sUccess’ depends on maRketing’s Role
SAVIO ALMEIDA 

GM-Marketing, TP-Link India

RELATIONSHIP MARKETING DURING COVID TIMES
Relationship Marketing has played an important role in the ‘new normal’ working pattern where 

personal meetings with partners/clients used to maintain and grow existing customer relationships 
were replaced with a digital mode of communication adhering to regulation set by the authorities. 
It is always beneficial to maintain the sales relationship with an existing partner who already knows 
your product and is more likely to recommend you to people they know, resulting in free and 
effective advertising, rather than acquiring a new partner. Therefore, marketing’s role in maintaining 
‘customer success’ will have more collaborative relationships between marketing and sales.

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS
Our tech support team due to the work-force restrictions had more of our employees participate in talking to the customer to 

hear out their issues and provide a resolution. TP-Link Partner Program provides essential resources exclusively to VARs and SIs to 
accelerate their sales cycle and help them grow their businesses. Our redesigned pricing structure simplifies the way they do business 
with us. The VARs and SIs can access our Partner Portal to get better deals and tailored support from our team by registering. TP-Link 
has designed the Partner Program to reward loyalty and help the VARs and SI’s to grow their overall business.
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"Relationship maRketing is peRtinent foR both b2b 
and b2c maRkets"

TEJASHWAR SINGH
India Sales Head, Kingston Technology

RELATIONSHIP MARKETING DURING COVID TIMES
The previous year has been unprecedented in terms of the series of changes brought about by 

the pandemic and how it has affected the way people work, educate them, and entertain themselves 
or even play. We have taken relationship marketing to a whole new level by connecting with the 
customers at an emotional level through our brand campaign-‘Kingston Is With You’, launched 
back in May 2021. We believe that the power of memories and its limitless impact is a very powerful 
rejuvenation force and can help unleash courage to tide over these extremely challenging times.

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS
We at Kingston have always been cognizant of the needs of our consumers, and have been agile to come up with products, as well as 

features for our discerning consumers. Reflecting on the newer trends during the ongoing pandemic around work from home, education 
from home or gaming, we have been constantly shifting our focus to products that can uplift the experience of our consumers. We 
understand that our users come from all walks of life, and not everyone fits the mould. Hence, we have distinguished our target 
audience, based on the interests, preferences, and budget.

the coRe to Rah’s bUsiness ethics is a mUtUally 
beneficial and long teRm Relationship 

GYANA RANJAN SWAIN 
Director, Marketing & Communications, RAH Infotech

RELATIONSHIP MARKETING DURING COVID TIMES  
The Covid pandemic completely changed the way marketing functioned earlier. The deadly 

disease forced marketers to devise new methods and deploy new means and tools to communicate 
with their partners and customers. At RAH, we kept on communicating with our partners and 
customers, on regular intervals to offer assurance that the company is standing by them at every 
stage and is willing to tender any sort of support that is required. OEMs, partners and customers are 
our biggest strength and we made sure we are there for them during this crisis. The marketing team 
at RAH sent periodical communications to our partners and customers enquiring about their health 
and wellbeing and assured all our support.

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS 
A mutually beneficial and long term relationship is core to RAH’s business ethics. We have always prioritized customer experience 

over business profits. During the last 5-6 quarters, or since the beginning of the pandemic, we have stretched ourselves further to meet 
customer expectations and offer a much better experience than ever before. Where we differ from our competitors in the VAD space is 
we take the entire ecosystem – OEM, partners and customers – along and offer end-to-end solution to our customers. From assessment 
of the problem areas to technology consultation to PoC to deployment – we act as an extended arm for our customers.

veRtiv’s woRk fRom home solUtions sUppoRted 
the new woRk Regimes of consUmeRs  

DIPTI SINGH 
 Sr. Manager – Marketing & Communications, Vertiv

RELATIONSHIP MARKETING DURING COVID TIMES
In times of uncertainties especially during the pandemic, our customers simply relied on the 

digital means of communicating back and forth with Vertiv. During such scenarios we often resort to 
keeping our customers posted with the latest happenings at Vertiv with work from home solutions 
that supported the new work regimes. In terms of supporting our partners, we had a tremendous 
engagement through vigorous training programs and launching various incentive schemes that 
encouraged our partners to maximize business contribution. Internally at Vertiv, we reached out to 
all the different functions to feature our top management in various events, public relations, social 
media and much more.

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS
We have engaged with our customers at a whole new level by launching new relationship programs for key customer accounts by 

communicating and sharing the right information to the right segments of audience. Whether it was via partners or directly we ensured 
immediate response mechanisms to customers even on the services front. Since we support business critical applications, our timing and 
messaging to our customers must be perfect and so it was. We ensured that our customers always received the right support and correct 
information through all our communication channels continuously right from the very beginning.

CMO OF THE YEAR
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“Relationship maRketing focUses on systematic 
cReation of peRsonal Relationships with the 
taRget cUstomeR”

ABHIJEET MUKHERJEE
Head - Marketing, Crayon Software Experts India

RELATIONSHIP MARKETING DURING COVID TIMES 
The year of 2020-2021 has been chaotic, which led businesses to assess how well their marketing 

strategies translate during a pandemic. After the pandemic, organisations have been forced to foster a 
more lasting sense of connection with their customers. Marketing activities during these times were 
traditionally mostly faceless and digital centric. Relationship marketing is an attempt to change that 
scenario. It is not a single tactic or a one-time campaign, but a long-term strategy that is focused on 
customer-retention. Relationship marketing focuses on systematic creation of personal relationships 
with the target customer and their key decision makers. It's built on trust and the genuine desire to understand their pain points.

TO STRENGTHEN THE RELATIONSHIP WITH CUSTOMERS 
We have always been a people-first organization and our strategy has always been to provide ease-of-business. This has only found 

more prominence in our marketing strategies in the last two years. We initiated several activities to further solidify our relationship 
with our customer & partner community. We conducted numerous virtual forums with industry associations, leading media houses, 
where we invited our CIO & Partner community for thought leadership forums and knowledge sharing.

Our Go to Market Strategies during these times had seen many initiatives like Webinars, Virtual Customer Round Table’s, Media Led 
Initiatives, Virtual Partner Round Tables, Content Curation, Digital Campaigns, Partners CRT’s, PR & Corporate Communication, 
Promos, Sales Enablement Tools, Crayon Thought Leadership Interviews, JGTM with OEMs, Lot of Social Media Marketing, Media 
Visibility being rolled out.

We now also have a completely revamped global website that reflects minimalism and a simplified user experience, with more clarity 
to the flow of information shared. I can very well say that Crayon’s business model has been built on the ethos of serving the best of 
technologies to our customers, from the early beginning. 
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POWERED
CMO’s OF INDIA

NAME 
A L Jagannath
Abhijeet Mukherjee
Amit Doshi
Amol Gaikwad
Amresh Mishra
Ankesh Kumar
Anupam Saha
Archana Sinha
Arpita Sengupta
Arvind Saxena
B S Rao
Debjani Gupta
Deepti Singh
Gyana Ranjan Swain
Husain Dewaswala
Jagadish M N
Jaganathan Chelliah
Jessica D’cruz
Kaustubh Patki
Kishor Achhra
Kunal Aman
Meenal Sehgal
Mehul Thakkar
Mukesh Bajpei
Nagesh Belur
Nikhil Dudwadkar
Nikhil Sharma
Nivedita Mukheja
Prabhjeet Singh
Prabhjot Minhas
Prama Bajaj
Prasenjit Roy
Prashant jain
Rahul Nautiyal
Rahul Singh
Rajesh Goenka
Rajesh Kumar
Rimi Das
Rishi Prasad
Ritu Gupta
Roshni Das
Sailajanandan Nayak
Sanjay Grover
Shalini Kaul
Shanker Sareen
Siddarth Rajani
Sooraj Balakrishnan
Sunder Madakshira
Vinny Sharma
Vishal Joshi

COMPANY
ThoughtWorks Technologies
Crayon Software Experts India Pvt. Ltd
Lenovo India Pvt. Ltd.
Check Point Software Technologies
Alcatel-lucent Enterprise
Schneider Electric India Pvt. Ltd.
Aditya Infotech Pvt. Ltd.
Salesforce Inc.
Red Hat India Pvt. Ltd.
NEC Technologies India
Ctrls Datacenters Ltd.
Zoom Video Communication
Vertiv Energy India Pvt. Ltd.
RAH Infotech Pvt. Ltd.
Tech Data, A Td Synnex Company
Forcepoint India Pvt. Ltd.
Western Digital
Fortinet Technologies India Pvt. Ltd.
Microfocus India Pvt. Ltd.
BMC Software India
SAS Research & Developmentindia Pvt. Ltd.
Fireeye Inc.
Sophos Technologies Pvt. Ltd.
AMD India Pvt. Ltd.
iValue Infosolutions Pvt. Ltd.
Kaspersky Lab
Veeam Software
Nutanix Technologies India Pvt. Ltd.
Cisco Systems India Pvt.Ltd.
Autodesk India Pvt. Ltd.
SAP Concur India
NTT Datacentre
HP India sales Pvt. Ltd.
Hewlett Packard Enterprise India Pvt. Ltd.
SAP India Pvt. Ltd.
RP Tech India
Ui Path India
Pure Storage India Pvt. Ltd.
Seagate India Pvt. Ltd.
DELL Technologies
Intel India Pvt. Ltd.
Ingram Micro India Pvt. Ltd.
Tata Communications Limited
Juniper Networks India Pvt. Ltd.
Tenable Network Security India Pvt. Ltd.
Redington India Ltd.
Acer India Pvt. Ltd.
Adobe India Pvt. Ltd.
Infoblox India
ESDS Software Solution Pvt. Ltd.

DESIGNATION
Head Of Marketing
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Director Marketing( India & South Asia)
Head Marketing - India & SAARC
Sr. Marketing Manager(India & South Asia)
General Manager-Marketing
DGM-Marketing
Senior Director Corporate Marketing
Director-Marketing & Communications
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Vice President-Marketing & Communications
Head of Marketing
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Head Marketing-India & Saarc
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Country Marketing Manager
Country Marketing Manager
Head- Marketing & Communications- India & Japan
Head Of Marketing (India & Saarc)
Sr. Manager Marketing
Marketing Head
Lead Marketing & Digital Sales
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Marketing Head
Head of Marketing (India & Saarc)
Head of Marketing
Head Of Marketing
Marketing Director
Sr. Executive Vice President & CMO
Chief Marketing Officer
Country Marketing Manager
V.P & Head Of Marketing
Director( Sales & Marketing)
V.P-Marketing (India & Saarc)
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Marketing Lead, South Asia
Country Marketing Director
Director-Marketing
DGM, Marketing-CMO
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Head Marketing (India & Saarc)
DGM Marketing
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Head Of Marketing- India/SAARC
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Unlock 
limitless 
learning with 
Microsoft
Empowering every student on 
the planet to achieve more.

Hybrid learning is here to stay

The world is changing faster than ever–as are the 
skills students will need to be life-ready by the 
time they graduate. With affordable and easy to 
manage technology that transforms classroom time, 
educators can focus on delivering personalized 
learning experiences that help enable better 
learning outcomes.

With 2020 and 2021 being one of the most disruptive years for schools across India, the education sector needs 
reliable technology like never before. Even though students and educators are returning to the physical school 
environment, there’s no question that the nature of education is changed forever. Hybrid learning is here to stay.  
Schools and universities need inclusive, hybrid learning for learning continuity and student success. 

Enable inclusive learning in a 
single digital hub for improved 
student outcomes

Ensure readiness for the     
back-to-school transition with 
training, tools, and resources

Transform data, insights, 
and workflows to support 
remote operations

Students who receive 
personalized instruction 
perform better than

of students taught using 
traditional methods.

98% of students feel 
they are currently 
not learning at the 
right speed.

70%
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Enable your team with the tools and resources to help them accelerate education institutes transition to 
the hybrid learning set up.

Which platform, what solution, 
which devices? Explore the 
comprehensive Education eBook 
as a ‘Show & Tell’ tool to help 
your team to pitch the apt 
solutions to your customers.

www.edubook.in 

Leverage the PartnerWins 
platform to access resources and 
win big. To discover more visit the 
PartnerWins platform at

www.partnerwins.in

A range of affordable and secure devices on 
Windows are powerful tools for education, and 
professional development opportunities. Microsoft 
is here to support the educators in creating 
inclusive online environments that help every 
student to learn anywhere. Learn more about 
Windows Devices in Education, here.

Affordable, secure 
Windows devices 
for education

Unlock the opportunity in the 
education sector

Learning with 
the new 
Windows 11

Windows is reimagined for a new era of 
digital learning, helping educators unlock the 
full potential of every student, giving them 
powerful tools to learn, collaborate, and create 
in a secure and trusted environment. Find more 
information about what educators can look 
forward to in this post by Aaron Woodman, 
General Manager Windows Marketing.
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Microsoft provides a holistic, integrated technology platform 
to transform learning, teaching, planning and management.

Help education institutes choose from a range of modern 
devices to suit different learning styles

Windows Pro | OneDrive | School Data Sync (SDS) | Intune for Education | Security | Office 365 Education 
Microsoft Teams for Education | OneNote | Forms | Learning Tools | Whiteboard

Leverage existing SIS and/or LMS as authoritative user Database to 
create digital identity in AAD using School Data Sync (SDS)

Teams Insights app*

Azure Synapse*

PowerBI*

Education Device with 
Windows 10 Pro Education

Office 365 Applications for 
online# and offline* access

Teams for Education for class 
workflow and collaboration

Edge Browser for safe and 
fast internet browsing

OneNote Class Notebook for online 
and offline access to curriculum 

content + homework + quiz + notes

Microsoft 
Whiteboard

Minecraft 
Education Edition*

Free Visual Studio Code 
for STEM subjects

Platform and Applications that enable Collaboration, Communication, Content Creation, Creativity, Citizenship, Critical Thinking

Analytics and insights

School Data Sync to create 
AAD users from User Database

Azure Active Directory 
(AAD) for Identity

Exchange Online 
for Email

OneDrive for Business for 
personal Storage

SharePoint Online
Platform for Collaboration

Intune for Education* 
enables Device Management

Microsoft Defender*
for Security

Online Webinars from 
Microsoft and/or Global 
Training Partner

Professional Development 
& Training

Microsoft Educator 
Center

04

Foundational Services Identity, Security, Email, Storage, Device Management03

05

02

06

01

RDP Thinbook2
14”, Celeron, 4GB 64GB
Windows 10 Pro

INR 16,940
Onwards

Acer One 
14”, Celeron, 4GB 64GB, 
Windows 10 Home

INR 16,940
Onwards

HP 348 G7 series
14”, i3, 8GB,1TB
Windows 10 Pro

INR  47,740
Onwards

Lenovo V14/
ThinkPad E14
14”, Intel Core i3, 4GB, 
1TB, Windows 10 Pro 

INR 37,300 
Onwards

Dell Latitude 3000 
series
14”, Intel Core i3, 4GB 
1TB/256GB, 
Windows10 Pro

INR 44,000
Onwards

Check the back cover of this edition to explore more devices.
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Microsoft is deeply invested 
in education
Microsoft is helping schools and universities across the globe achieve sustainable, inclusive hybrid learning at 
scale, while recognizing the unique needs of specific learning communities. From creating an online classroom in 
a hybrid learning environment and transforming classroom time as well as learning outcomes to providing in-built 
accessibility tools and affordable, secure devices, Microsoft is invested to empower every student to achieve more.

What I think is unique about the way we approach our business, 
our business model and the partner ecosystem is we fundamentally 
wouldn’t 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.

Satya Nadella, CEO, Microsoft

For every USD 1 of Microsoft revenue, the 
partner ecosystem generates $9.64*

*IDC Study

Hybrid learning is much more than virtual classes. 
It is a holistic, reimagined learning experience 
that helps students to continue high-quality 
education regardless of global health crises, 
weather, lack of transportation, or other limiting 
circumstances. Now that education is shifting 
into this new reality of hybrid learning, partner 
with Microsoft in building a foundation to help 
all students succeed. 

Connect with Microsoft distributors 
IngramMicro and Redington India to get more 
information on the education opportunity in 
India and how you can grow the business with 
hybrid learning solutions. 
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For over a decade now the “Channel Leadership Survey” (CLS) 
has been published by VARINDIA annually to understand the 
market potential and gather information on the performances 
of different vendors in the last financial year. This study is also 
conducted to highlight the demand supply gap while shedding some 
light on the feedback from the channel on their favourite Vendor 
and the overall market dynamics. It gets published in September 
(Anniversary special issue) every year. 

For the convenience of the readers, the industry is categorized 
into three segments i.e. hardware, software and services. These three 
segments are further classified into 40 categories. Each category has 
several players who get identified as leading player in this survey.

The Channel is in an evolving stage, which would have been 
difficult to decipher a decade back. VARINDIA while keeping track 
of this evolution also rate the experience of the channel on the 
leading technology OEMs in the country, collating their experiences 
that they when working with different vendors. Channel partners 
are asked to rate their vendors across the 10 most important areas 
of channel management. The winners get recognised in the STAR 
NITE Awards (SNA) every year. The 20th edition of SNA (Star 
Nite Awards) is slated to happen on the 26thof November in New 
Delhi.

The domestic PC market continued to grow in Q2 2021, the 
strengthening of demand seen because of extension of learning from 
home and work from home. Total shipments of desktops, notebooks 
and workstations combined increased 50.5 per cent year-over-year. 
The rebound was driven by Notebooks that continued to hold 
three-fourths of the total share.Online buying will continue to play 

CHANNEL 
LEADERSHIP 
SURVEY 2021

an important role as a result of which vendors would need to realign 
their retail strategy while also keeping the channel business in mind.  

With increased use of IoT and AI devices, new security challenges 
continue to arise. With cyber security threats today becoming even 
more sophisticated and complicated, the market is poised to grow 
in big numbers. Cybersecurity will remain a top priority for most 
organizations in 2021 and the years ahead. With the rise in digital 
adoption, which is in turn leading to increased online attacks, the 
market is estimated to reach close to 290 billion rupees by 2025.

Technology has played a crucial role during the entire COVID-19 
pandemic, by managing to keep the society functional even in the 
times of lockdowns and quarantines. And these technologies may 
have a long-lasting impact beyond COVID-19. Technology has 
emerged as a dominant enabler across many sectors like Healthcare, 
Manufacturing, Energy, Agriculture, and Telecommunication. 
Cloud computing will continue to be an essential target for 
organizations looking for increased scalability, business continuity 
and cost efficiency in 2021 and beyond.

However,the global semiconductor chip shortage is going to 
continue for sometime. According to a recent report by Nomura, 
spread of the delta variant amid the low vaccination rates in many 
ASEAN economies and China’s zero-tolerance Covid strategy have 
prompted governments to impose restrictions and order factory or 
port closures.

OEMs continue to make improvements to processes to increase 
simplicity and have shown commitment to growing revenue through 
the channel.Let’s have a look at how the OEMs have been able to 
penetrate into the industry with the help of their VARs –

RAJESH MAURYA  
Regional Vice President, India & SAARC, Fortinet 

“Fortinet delivered its highest quarterly billings growth in over five years while continuing 
to invest across our product portfolio. Our customers are seeing the value in our holistic 

platform approach, which delivers integrated and automated security across a company’s 
on-premises network, endpoints, and cloud edges. We are pleased with our strong 

business momentum heading into the second half of the year.

Fortinet’s total global revenue was $801.1 million for the second quarter of 2021, 
an increase of 29.7% compared to $617.6 million for the same quarter of 2020.  The 
brand has over 3300 registered partners in India and we are a 100% channel business 

driven company. The Fortinet Engage Partner Program helps partners develop the 
expertise needed to deliver digital transformation through customizable programs with 

business opportunity.

BEST PRACTICES TO MAINTAIN CYBER HYGIENE
Shifting workforces from largely on-location to mostly or fully remote changed how companies do 

business. Even as organizations begin to look at bringing employees back to the office, many plan to maintain a 
remote or hybrid work model. With this in mind, CISOs must carefully consider the following three strategies when 

they secure these new hybrid environments – Establishing Establish Zero Trust Access (ZTA), Converging Security &Networking, and 
Considering Future Needs.”

2021

CLS - 2021
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ANIL SETHI 
Vice President & General Manager, Channels – India, Dell Technologies 

 “Channel partners are integral to Dell Technologies’ overall success to deliver excellent 
customer experiences. We are committed to strengthen this ecosystem, with renewed focus 

and ample growth opportunities. We continue to listen to thousands of our customers 
globally and have introduced Powerstore focus, an extension to 20% front-end margin 

for Powerscale solutions including Isilon. To support our partners and customers with 
best-in-class infrastructure, we have launched 15+ models under PowerEdge and 
trained our channel partners to enable these solutions. In the recent Dell Technologies 
World, we also introduced Project APEX which is launched in select geographies 

and has attracted deep interest from our channel partners as they continue to see the 
success and the advantages of adopting this “as-a-service” model, in other regions.

India is currently in a hyper-transformation mode, becoming the tech-garage for the world. 
India’s SME sector has effectively tapped into these demands of the industry and are constantly 

evolving to meet the requirements and grow while doing so. With the introduction of Dell’s Project 
APEX, the SMEs can make the most of their investment and grow their businesses per the demand. At Dell, 

we are proud to be at the forefront of this transformation, working with almost all the leading organizations and 
enabling them with the right infrastructure for the future.”

SAURABH SAXENA 
Country Director - India, Micro Focus 

“Micro Focus strives to address every need of the customers and offer differentiated value 
propositions with the help of our partner ecosystem. We have introduced Micro Focus Partner 

Boost Program specifically in the Asia Pacific and Japan region to make collaboration with 
Micro Focus easier with high profitability in India. As a channel-driven organization, 

we focus on strengthening the digital and cyber resilience capabilities to allow flexible 
addition to the various channel programs. The Micro Focus Partner Programs 
includes portfolio adjustments, training, certifications, incentives, demand generation 
support, upselling and cross-selling opportunities for higher revenue generation and 

increased engagement scope with customers.

We have collaborated with the Government of India to take forth the vision of Digital 
India and work with more than 50% of smart cities projects in India. We are also present in large 

scale transformational Digital India projects such as BharatNet, State Data Centers and Statewide Area 
Networks, which help facilitate and improve Citizen Services under various programs. The scale that India 

presents today is tremendous – it provides us with a very interesting, complex, challenging digital blueprint, and 
Micro Focus is a part of this journey.”

ANUPAM NAGAR 
Senior Director, Strategic Partners and Alliances, Hitachi Vantara

“Partners are a critical part of our team, and we are committed to driving mutual success 
through a

Predictable, Profitable and Pioneering Partner Program experience. The Hitachi 
Vantara Partner Program supports four business models for our partners to select 
from- Resell, Deliver, Create and Manage. We also made significant investments 
in rebuilding our Partner Connect portal that offers real-time access to valuable 
information and insights.  

Outside the space of our enterprise account, there was a large market where we 
lacked presence in the past. We have great products and solutions for this market and 
have now created a Commercial Segment separate from our Enterprise Segment which is 
completely partner-driven. This enables us to grow along with our partners and simultaneously 
allows them to generate new revenue streams. We also work closely with alliance partners who are 
some of the biggest players in the market. We carry their products as part of our price book allowing our 
partners to source them through Hitachi Vantara, optimizing their relationship into one single stream. This 
makes the process more convenient, integrated and ensures that they maximize their revenue.”
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SANJOY MUKHERJEE  
Sr. Director and Head-Technology Alliances & Channels, Oracle India

“We are very focused on helping customers gain more value from our cloud services and 
achieve their business goals. In this endeavour, our partners are essaying a key role. We 
have a clear go-to-market strategy and we work closely with a trusted set of committed, 
very competent partners. We have designed and rolled out a simple and clear partner 
engagement program - the Modern Oracle PartnerNetwork (OPN). It comprises three 
Cloud tracks: Cloud Sales, Cloud Services and Cloud Build tracks. We will continue 
to scale with our existing partners, spanning global SIs, ISVs, regional SIs, as well as 
resellers. 

COMPLEMENTING DIGITAL INDIA
Oracle continues to play a key role, closely working with the Public and Private 

sector enterprises to help build a modern, digitally inclusive India.For more than 40 years, 
Oracle has helped public sector organizations around the world securely manage data, solve business 
challenges, and connect citizens and employees. The Ministry of Electronics and Information Technology, 
Government of India has empaneled our cloud regions in Hyderabad and Mumbai,as cloud infrastructure 
service providers, paving the way for central and state governments and government-owned companies nationwide 
to take advantage of our cloud services.”

SANJAY ZADOO 
Country Manager, Channel Business, Vertiv India   

“As we continue to invest in technology, we are developing new customer connect programs 
to keep both customers and partners engaged and updated about Vertiv’s offerings and any 

new developments. Vertiv’s channel partners are a crucial part of our overall supply chain, 
and we make it a priority to ensure we support them continuously. Through our ‘Vertiv 

Partner Portal’, we provide them 360-degree support, allowing easy access to sales & 
marketing tools, product documentation, and other partner related information. We 
have also come up with an online solution configurator which enables each partner 
to select the most optimum solution based on individual customer’s requirement. 

COMPLEMENTING DIGITAL INDIA
In order to promote productivity, be more collaborative and operate from any location, 

we at Vertiv, have fully embraced and provided our employees with the latest modern digital tools 
and technology. As part of our digital transformation, Vertiv has moved core business applications to the 

cloud and to SaaS solutions with secure, remote access. With the rise of remote work routines, our usage of 
Microsoft Teams, video and collaboration technologies has allowed us to gain productivity globally.”

AMARENDRA KUMAR 
Vice President - Alliances and Channels, Salesforce India   

“Salesforce has a partner program curated for everyone, no matter which industry or 
background. Partners are integral to our customers’ success as they digitally transform. As a 
part of our partner program, every partner gets access to the Partner Community, where 
they can engage with Salesforce experts and learn to build a thriving business on the 
Customer Success Platform. The Salesforce Partner Community is a “one-stop shop” 
for education, enablement, and engagement. The goal of the Partner Program is to 
help partners of all sizes grow and succeed.

COMPLEMENTING DIGITAL INDIA
We are committed to supporting the government’s Digital India vision by digitally 

transforming businesses and redefining experiences, leveraging the massive cloud opportunity 
that the country offers. Salesforce is constantly looking for ways to innovate beyond our products 
and developing local innovations to help elevate the digital ecosystem in the country. Over many 
years, Salesforce has invested significantly in India, adding more jobs, expanding its office space and partner 
ecosystem to support its growing customer base. We continue to invest in expanding our employee presence in 
India, making the region a leading global talent and innovation hub for the company.”
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KATHY CHEN  
Vice President - Channel, Asia Pacific & Japan, Citrix   

 “We at Citrix always aim to innovate and facilitate businesses with solutions that are forward 
looking. Our partner programs help explore trends and ideas from our experts and help expand 
business opportunities across markets. We have built strong bonds with our partners and 
customers by providing crucial insight into the high-quality products, strong financial 
rewards, enablement programs, and consistent sales support. Citrix Partner Success, 
our recently announced evolution of our partner program, will drastically improve 
operational efficiency and experience that partners need to succeed in a hybrid, 
multi-cloud world. We have also developed bespoke sales scenario toolkits that share 
real world examples of institutions, organizations and government departments who 
have faced those same challenges and implemented Citrix solutions to impressive and 
transformative effect.

Citrix is glad to be a part of the technology industry that is proliferating at a rapid pace and 
witnessing a whirlpool of opportunities. In line with the government’s focus on the Digital India mission 
and its push for domestic products, we are focused on supporting our customers and partners with long-term 
strategic plans for their digital transformation journey and are committed to making digitization a reality for our 
customers.”

RITESH SYAL  
Head & Director, Channels & Alliances, India, Nutanix     

“The channel programmes of Nutanix empower partners to improve focus on customers 
by reducing complexity in their engagement. Our partner program, Elevate, was launched in 
2020 and makes it simpler for our whole partner ecosystem to participate by providing a 
standardized set of tools, resources, and marketing platforms all accessible via the new 
Nutanix Partner Portal.  Partners are now able to map out their route to success in 
an intuitive and integrated way. Additionally, our Partner Support Centres (PSCs) 
in Bangalore and Kuala Lumpur ensure that our partners have the expertise and 
resources they need to meet changing client demands available anytime and reachable 
with ease.  

As our cities grow in size and complexity, they will require a modern technology 
infrastructure to maximise value for citizens. The Digital India vision is an integrated ecosystem 
with open technology architecture and a data-centric approach designed to increase efficiency and 
productivity, reduce clutter and duplication, and divert resources to front line services. Nutanix works 
with both State and Central governments in Tier 1 and Tier 2 cities to provide a data centric platform and 
launchpad for a Digital India.”

ANJANI KOMMISETTI  
Country Manager, India & SAARC, Raritan 

& Servertech, brands of Legrand 

“During the pandemic, we realized quickly that we will need to communicate closely 
with our channel partners to ensure that they are aligned with the customer requirements, 

behaviour, and evolving IT landscape of India. We've been assisting our partners with 
business and product enablement with information through EDMs, white papers, or 
case studies. We have also conducted multiple and varied training sessions to help them 
understand product sales strategy remotely, and online Proof of Concepts (POCs) for 
our hardware and software offerings. Out test lab environments at partner locations 

allows them to demonstrate the look and feel of the product and provide customers 
remote access to our products and do a POC. 

COMPLEMENTING DIGITAL INDIA
Digital India is all about enabling connectedness and it boils down to IoT. Today, increased 

bandwidth has allowed us to effectively assist customers with remote management of systems. Enabling 
sectors with digitized infrastructure is one step closer to Digital India mission. We are working actively to ensure 

that the government sector continues to offer services to other sectors such as healthcare, education, manufacturing, 
etc. to support India’s growing digital economy.”
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ANKUR GOEL 
Managing Director - Poly India and SAARC  

 “The demand for collaboration solutions such as enterprise headsets, audio, and video 
solutions is skyrocketing each year. Poly is in an exciting growth market and has one of the 

strongest collaboration portfolios in the industry. 

We work very closely with our ecosystems partners like Microsoft Teams and 
Zoom, and this gives us tremendous opportunities to provide customers with 
complete, comprehensive communication solutions in the market.

 
At Poly, distributors and partners have always played a very crucial role, and we 

consider them to be our extended arms. From my conversation with customers and 
industry experts, there is no doubt that the future of work is hybrid working, and Poly is 

the perfect partner that has all the solutions that customers require for a hybrid work environment. 

Over the next few months, we see tremendous opportunities for us and our partners to expand in the 
hybrid workspace, the SME market, and increasing our reach amongst the tier 2 and tier 3 cities of India as we 

navigate through the new world of work.”

DEBASISH MUKHERJEE
VP - Regional Sales, APAC, SonicWall  

“We are living in unique times today wherein the pandemic has touched us all in every 
aspect of life be it personal or business wise. From the point of IT as an Industry, Covid has 
speeded up the digital adoption and transition to cloud at an unprecedented rate.

The current era of the ‘anytime, anywhere business’ is forever changing the shape 
of the IT and business landscape. The important question now is how organizations 
protect the integrity of their business when nearly 100% of their workforce is remote, 
everything is open and accessible, and breach is inevitable. We at SonicWall are geared 
up with the new Boundless Cybersecurity Model that help mobilize organizations for 
the new business normal while breaking free of the constraints of the past.

We have been very successful in bridging cybersecurity gaps for enterprises, governments, and SMBs 
worldwide by providing real-time visibility and enabling breakthrough economics. As an organisation, we 
are seeing double digit growth and exponential growth in our Enterprise business across geographies. We are 
confident that growth rate will further boost up post the markets open up in 2022.”

SUDHIR KUNDER   
Country Director, DE-CIX India  

“DECIX India has strengthened the ecosystem by providing robust, reliable and secure 
interconnection services to all the networks in India and SAARC countries. We ensured that 
our Mumbai and Delhi Datacentres are interconnected with DWDM implementation. 
During pandemic huge demand from ISP, CDN, OTTs players was observed and we 
enabled them with ONE business day peering ports upgrade services which stabilized 
the demand in ecosystem and a Win-Win situation for user and service providers.

We have also launched DirectCLOUD Service in India in collaboration with 
cloud partners Microsoft Azure Cloud, AWS Cloud, Google Cloud &Orcale Cloud 
on the Single Access Port Services.With consistent enhancement in the services and the 
ecosystem, DECIX Mumbai has become Asia Pacific’s number ONE Internet Exchange 
in terms of connected networks amongst 153 Exchanges in 29 Countries.

COMPLEMENTING DIGITAL INDIA
DECIX India is responsible for building 4 Exchanges, 15 Data Centres, 450+ Connected Networks (CDN, 

Internet Service Providers, OTT, Social Media, Telecom, etc.).We are ready for India’s new digital era as the digital 
ecosystem service provider for all segments - OTT, Auto, Edutech, Fintech, Gaming, BFSI etc.”



60 September 2021    www.varindia.com

PRAMOD SHARDA   
CEO - IceWarp India and Middle East  

“Channel partner helps in creating overall brand awareness amongst fresh audiences and 
further serving direct sales as well. Hence, strengthening the channel eco-system is pivotal 

for any business. We choose our channel partners wisely; those aligned with the company 
objectives, as the partner landscape in any industry impacts buyer's journey at every 

stage. Talking about our channel partners, they provide real value to organizations 
helping in offering secure workforce communication and provide additional training 
and marketing support to ensure a smooth process in the business.

 
COMPLEMENTING DIGITAL INDIA

By adopting digital technology, India is already on its way to becoming a digitally 
advanced country since the Prime Minister Narendra Modi launched the Digital India Initiative. 

However, the pandemic has given a strong push to the same. In India, we have been present here 
for the last 5 years and since then have been helping numerous Indian companies within BFSI, Pharma 

& Healthcare, Manufacturing & FMCG, BPOs and Retail sector to sail through the collaboration challenges. 
And even in the COVID-19 crisis, we are moving ahead by offering secured and seamless team collaboration and 

email solutions while continuously upgrading our platform.”

SANJAY MOTWANI  
VP – APAC, Business Head, Legrand Data Center Solutions    

“Legrand has been in the data center space for many years now, through its various 
brands such as Raritan, ServerTech, Numeric and of course, Legrand itself. We have been, 
until some months ago, operating as separate entities but approaching the same set of 
customers. That’s when we realized that for from the customer point of view, it would 
be prudent to house all data center brands under one entity – Legrand Data Center 
Services. Our mission is simple - to provide a one-stop-shop for all our customers for 
the entire suite of data center products and services. 

The concept behind this assimilation is to build a team that has one identity, 
one positioning, and one strategy working towards providing the best solutions to our 
customers. And that applies to our channel partners as well. Ever since we launched Legrand 
Data Center Solutions, we have identified partners who can scale up seamlessly and are willing to add 
new products and technical expertise to their existing portfolio. We have also been providing them with 
regular product and skills training to help transform themselves as ‘Supersystem Integrators’ and approach 
customers with a service-led revenue model.”

JITHESH CHEMBIL   
Head Channels, India, Pure Storage   

“As a 100% channels-centric company, finding the right channel partners is essential for 
Pure Storage. We are investing considerable resources to build our channel infrastructure. 
Recently, we made enhancements to our partner program to provide our partners with 
increased incentives, marketing, support, and training solutions. Pure also announced 
the availability of the new Pure WaveMakers program to reward Pure’s partners who 
are leaders in solution selling, training and sales. 

We also launched a new Partner Portal to provide the latest sales and technical 
resources, training, personalized marketing campaigns, a digital asset library, social 
selling content and more, all at the partners’ fingertips. Pure also expanded the Pure 
Sizer Tool, the platform used for all FlashArray//X sizing activity that highlights 
recommended configurations and provides additional models to consider based on Pure1's 
backend analytics. 

Last but not least, we evolved our training resources to meet the partner’s needs and enable them to grow 
their knowledge with the portfolio. We believe our technologies are critical for organizations as they embark on 
digital transformation. Although our solutions are targeted at larger enterprises and service providers, our partnership 
with MSPs means we are also able to reach smaller companies.”
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SWARUP DAS
Director, Channel Business - Schneider Electric India

“At Schneider Electric, we have a strong channel ecosystem for IT solution providers 
and IT resellers through our unique and all-encompassing mySchneiderApp and portal 

which renders a personalized digital experience. Through this platform, we aim to 
deliver exceptional customer experience and satisfaction as well as a composite digital 

experience that helps in their business growth and fulfilment. Our leading programs 
like Pass2Partner, Partner Opportunity Management, Configuration Tools, Digital 
Training, Certification, Loyalty Programs, and Marketing Concierge Service among 
others are unique industry-leading resources.

COMPLEMENTING DIGITAL
Schneider Electric has led from the forefront in terms of the utilization of new and 

emerging technologies. Our IOT power EcoStruxure architecture provides a completely digital 
experience to our partners and our customers. Sustainability is at the core of our DNA and we integrate 

it through digital transformation thereby aligning ourselves to the Digital India Mission. Our commitment 
is to extend Sustainable solutions across our technology, our value chain, our business model, and our culture.”

SUNIL SHARMA
Managing Director - Sales (India & SAARC), Sophos

“For Sophos, the channel ecosystem is an important integral part of our business. All 
our business is conducted through the channel partners and we serve all our customers in 
conjunction with them only. The training modules under Sophos’ Global Partner Program 
enables partners to be responsive to the changing needs of today’s cybersecurity. To 
enable our partners, Sophos provides certification for each important role: Certified 
Sales Consultant, Certified Engineer, Certified Architect, and Certified Technician.

COMPLEMENTING DIGITAL INDIA
Sophos helps organizations to make their digital transformation secure in a few 

ways. First, we provide companies with products that prevent threats and unwanted 
software from infecting your devices and networks. Next, we provide a managed service like 
Sophos Managed Threat Response (MTR) that continuously monitors customer environments for 
those that don't have a security team, and a Rapid Response team to help companies who find themselves 
under active attack. Lastly, we provide insight into current threats and adversary tactics, and advice on how to 
best protect yourself through our various outreach channels.”

KARTIK SHAHANI
Country Manager, Tenable India 

“Earlier this year, Tenable enhanced its MSSP portal to supercharge partners’ cloud-based 
vulnerability management offerings with Tenable.io. The updated portal enables MSSPs 
to self-provision and self-service their own Tenable.io instances, up to 1,000 assets, 
empowering partners to build and launch vulnerability management services in the 
cloud within minutes. We also announced Tenable.ep, the industry’s first, all-in-one, 
risk-based vulnerability management platform designed to scale as dynamic compute 
requirements change. Most recently, Tenable announced the availability of Tenable.
ad to secure Active Directory environments and disrupt one of the most common 
attack paths in both advanced persistent threats and common hacks.

COMPLEMENTING DIGITAL INDIA
The Indian government’s focus on increased digitisation of government services requires a 

complex mix of digital computing platforms and assets. Digitisation enables easy access to government 
services but it also increases the potential of cyberattacks. Tenable’s Cyber Exposure platform uniquely 
provides the breadth of visibility into cyber risk across IT, Cloud, IoT, OT and AD environments and the depth 
of analytics to measure and communicate cyber risk in business terms to make better strategic decisions.”
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1. ANTI-VIRUS 

The upsurge in internet penetration in the country and proliferation of personal 
computing & mobile devices has resulted in the demand for antivirus solutions to grow 
drastically. Another factor that is adding to its growth is the evolution of the cyber-security 
threat landscape in India over the past few years. 

What is also driving this market is the rising use of paid antivirus software by individuals, 
increasing demand for smartphones by the young population, and growing awareness among 
consumers regarding effects of virus attack. Enterprises are also seen increasing their security 
budgets and investing heavily in anti-virus solutions. Among devices, smartphone and the 
tablet PC segment are expected to exhibit highest growth, with Android likely to lead the 
segment amongst the applications. However, in the overall applications, Windows would still 
remain as the key revenue generating segment for market vendors.

KEY TAKEAWAYS: The antivirus market in India is expected to register a healthy 
growth moving forward, with expenditure on cyber security forecasted to reach INR 226 
thousand crore by 2025. According to 6WResearch, the Indian antivirus market is projected 
to reach INR 14,782 Crore by FY2024. The government segment is likely to post a much 
higher growth with Digital India plans on hand leading to higher spending on IT sector. 
However availability of third party or pirated antivirus software in the market will continue 
to pose a major challenge to the market demand for antivirus.

KEY VENDORS: Kaspersky, Norton, Quick Heal, BitDefender, eScan, Sophos, Trend 
Micro, McAfee, ESET and K7 Computing.
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ADITYA KHEMKA  
Managing Director - CP PLUS      

“Even with so many uncertainties surrounding humanity lately, the industry has noticed a 
golden period where growth has surpassed precedent levels. As much as it has been a result 

of CP PLUS being an instigator for introducing new technologies to the Indian market, 
much of the credit for the overwhelming fame CP PLUS enjoys goes to the brand's 

dependability and to the growing partner base. Channel Partners have always been 
the most intrinsic part for CP PLUS and to enhance partner relations and to provide 
them with a reliable medium to transact with the brand while supporting them with 
greater convenience, CP PLUS has also launched the CP Partner Platform along 

with many applications that are hugely beneficial in the surveillance sector. We have 
established the best-in-class infrastructure and immaculate company culture to extend 

our uninhibited support to our partners, forever and always.
CP PLUS, as a brand, is dedicated to continuously offer more and more new and proficient 

solutions that cater to all the varied security requirements of millions of users across the country. Being 
a well-trusted brand with quite a deep understanding and know-how of the security and surveillance needs 

of the rapidly changing time, CP PLUS stands un-rivaled when it comes to conceptualizing customized and best-
suited solutions for the security troubles of corporates and public enterprises as well as educational institutes and entire 

smart cities. CP PLUS is today more than 10x bigger in size and volume as compared to other Indian brands in the surveillance industry, 
thanks to our technology, product quality, service, customer connect, reach, manufacturing ability and among other things.

Our wide range of comprehensive solutions and products is monitoring millions of locations across the globe in diverse geographies, 
from highly sensitive defense locations, government buildings, vital infrastructures of transportation, hotels, hospitals, educational 
institutions, shopping malls to homes, and even streets with a highly satisfied customer base. Subsequently, CP PLUS has secured railway 
stations, airports, police stations, courts, and monuments across the country, apart from umpteen private sector verticals.

There are many new and relevant technologies that we have developed recently, and which are doing great in the market and have 
shown how along with the nation, we can achieve mutual success. The changed scenario has brought on changing demands and to meet 
them, we have launched those solutions which have immediately proven to be quite beneficial for the current time. By understanding 
the rapidly changing as well as challenging needs of the time, we come up with unparalleled products that are affordable and have been 
designed for sustainable use. Our innovation capabilities and the latest technologies coupled with value-added services show the difference. 
Our continuing and dedicated investments towards designing and developing more and more proficient solutions is also the reason behind 
our rapidly rising market share. We will always remain dedicated to enable customers to gain more value and effectively secure their 
property.

COMPLEMENTING DIGITAL INDIA
In the entire surveillance industry, the CP PLUS manufacturing facility is the largest CCTV manufacturing plant outside of China 

in the world. In line with the vision of Atmanirbhar India, we have achieved absolute localization and indigenization of our production 
process and in just a short span of time, we have become able to produce 1 million units of surveillance devices every month. 

By 2022, CP Plus is investing further into a new manufacturing plant which will be Top 3 in the World by far in Kadapa district, 
Andhra Pradesh. This new facility will have the capacity to produce 3 million units per month, with a further scalability to 6 million units 
on a monthly basis in the coming 5 years. We stand committed to the vision of our Prime Minister, and we are already doing Complete-
Knockdown (CKD) manufacturing for 98% of our devices in India." 
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2. APPLICATION DELIVERY NETWORK 

Application Delivery Network (ADN) has gained vital importance across the end-user 
industries that are undergoing rapid digital transformation. The increasing demand for 
performing various security tasks, such as SSL encryption, web application firewall, DDoS 
protection, authentication, and SSL VPN, among others are now integral elements to 
application delivery.  ADN solutions today find applications in verticals such as healthcare, 
Retail, Government, BFSI and media & entertainment segments. 

A significant driver for the market is the growth in the number of applications hosted in 
the cloud, which poses the challenges of deployment and management for the organizations 
involved. ADN will further see a boost with the demand for cloud-based application delivery 
services expected to increase in future. Also, BYOD (Bring Your Own Device) is also seen as 
a significant demand generator for ADN. 

KEY TAKEAWAYS: The ADN Market was valued at USD 6.25 billion in 2020 and is 
expected to reach USD 12.54 billion by 2026, at a CAGR of 12.3% over the forecast period 
2021 – 2026, according to a report by Mordor Intelligence. Companies have been increasingly 
adopting ADN solutions to protect their critical information from malware attacks and against 
data loss. The major challenges however faced by the vendors in this space are an increase in 
proliferation of online business applications and an increase in the number of mobile devices, 
which is causing complexities in delivering the applications.   

KEY VENDORS: F5 Networks, Cisco, Citrix, Array Networks, Radware, Fortinet and 
Akamai.

3. CLOUD SECURITY  

The Cloud Security Market is valued at USD 3967.5 Million in 2018 and expected to 
reach USD 18602.9 Million by 2025 with the CAGR of 24.7% over the forecast period. 
Cloud Security is also called cloud computing security and includes a wide set of policies, 
technologies  and applications used to protect data, applications, virtualized IP,  services and 
the associated infrastructure of cloud computing. It is a subdivision of a domain of network 
security, computer security and information security.Furthermore, a NASSCOM report 
states that growing adoption of Big Data, analytics, artificial intelligence and Internet of 
Things is expected to further push the cloud market in India, which will result in it growing 
3-fold to USD 7.1 billion by 2022.

 
KEY TAKEAWAYS:  Governments particularly are going to play a big role in 

implementing cloud security in different countries and this is expected to boost the market 
growth for cloud security further. In addition, increasing threat of cybercrime and targeted 
attacks, growing digital transformation in the education, telecom industry, media and 
entertainment sectors around the world are some of the major factors driving the growth 
of the global Cloud Security Market. In India, implementation of enhanced cloud security 
solutions are increasingly gaining traction among enterprises operating across various verticals.

KEY VENDORS: Cisco, DXC Technology, CA, Micro Focus, Fortinet, Check Point, 
Juniper, and Sophos.
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4. CYBER SECURITY  

The India cybersecurity market is forecasted to grow at a CAGR of over 19% during 2018-
2023. With cyber security threats today looming large and becoming even more sophisticated 
and complicated, the market is poised to grow in big numbers.  

India’s cyber security landscape is going through an interesting phase as businesses are 
keenly looking at innovative tools to protect themselves from cyber-attacks and threats. 
The cyber security market in India was valued at nearly 140 billion Indian rupees in 2019. 
However, with the growth in digital adoption, leading to increased attacks online, the market 
is estimated to reach close to 290 billion rupees by 2025. India’s cyber security market for 
products and services will grow up to $35 billion in 10 years from the present $4.5 billion.  

KEY TAKEAWAYS: Being one of the largest markets for internet usage in the world, 
India has in the past reported the largest share of users who experienced any cyber crime, 
nearly 30 percent higher than the global average. The onset of the coronavirus pandemic, in 
addition to other disruptions, has further aggravated the situation by attributing to the rise 
in online crime due to the exposure of working from home. This was especially significant 
in financial frauds, online gaming, and stalking. There is still lack of awareness and education 
among netizens in the country. 

KEY VENDORS: Cisco, Check Point, Palo Alto Networks, SonicWall, Fortinet, HPE, 
IBM, RSA, McAfee and Sophos.
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7. DIGITAL WORKPLACE SOLUTIONS  

With the growing need to improve the digital resiliency of the workforce after the 
COVID-19 pandemic, digital workplace solutions have become widely used tools. A digital 
workspace provides companies more flexibility, enabling employees to work remotely or 
from home, using their preferred devices, while still ensuring effective security. Mature digital 
workplace policies allow employees to choose their own devices and facilitate a variety of 
work styles. It helps organizations to attract new employees and retain more experienced and 
expert workers. The pandemic rapidly elevated many digital workplace technologies from 
nice-to-have to must-have status. However, lack of training and required education among the 
workforce are expected to limit the market growth, at least for some time.

KEY TAKEAWAYS: Workplace management software, IoT sensors and employee 
experience app are the most important digital workplace solutions that businesses are seen 
using. The global digital workplace market size is expected to grow from USD 22.7 billion in 
2020 to USD 72.2 billion by 2026, at a Compound Annual Growth Rate (CAGR) of 21.3% 
during the forecast period, according to a new report by MarketsandMarkets. Availability 
of new technologies and tools, employees demanding greater flexibility in terms of work-
life balance, increasing BYOD trends, remote working culture in small, medium, and large 
enterprises in emerging economies are a few of the trends expected to drive the market.

KEY VENDORS:  TCS, HCL Technologies, IBM, HP, Capgemini, NTT Data and 
VMware.
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6. DATA BACK-UP / RECOVERY   

The data back-up & Recovery software market in India is poised to grow manifold in the 
coming years. Rapid digitalization, the presence of SMEs & large Enterprises, and the growing 
adoption of cloud services are some of the factors that are fueling this growth. Also, as businesses 
continue to add storage capacity at record rates, they are also reevaluating data backup solutions to 
identify additional opportunities to increase data security, operational efficiency, and cost savings. 
Having understood that data protection is a dynamic challenge with ever-changing needs and that 
the value of data will continue to grow, backing up data is becoming even more important than 
ever. There has been a rising investment in sectors such as BFSI, telecommunication, healthcare, 
aerospace, and other end-user industries in this space. In addition, government initiatives towards 
technological innovations such as introduction of ‘Digital India’ initiatives are creating new 
opportunities for data back-up companies across the country. 

KEY TAKEAWAYS: The data backup and recovery market globally, according to 
MarketsandMarkets,  is projected to grow from $6.58 Billion in 2016 to reach $11.59 Billion 
by 2022, at a Compound Annual Growth Rate (CAGR) of 10.2% during the forecast period. 
However, as reports point out, the organized data recovery market being at a nascent stage in 
India, there is still the dominance of unorganized sector players. This is as a result of lack of 
awareness, and low data privacy concerns on the part of consumers. The situation is slightly 
going to change as a result of improved awareness about the importance of data privacy and 
the higher adoption of global best practices.  

KEY VENDORS: Veeam, Dell EMC, Commvault, Oracle, Veritas, IBM, HPE, Arcserve 
and Actifio.
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5. DATACENTER 

India is one of the developing datacenter markets in the APAC region. The market is 
characterized by around 23 unique third-party datacenter service providers operating around 
80 facilities. Besides, there are several on-premise or dedicated datacenters owned by local 
enterprises. Over the past few years, with the development of hyperscale datacenters, the 
market has grown significantly with the rise. Investments are happening in more than 15 
facilities in the country, which is expected to be operational in the next 2-3 years. The 
COVID-19 pandemic has been a strong market enabler for digital transformation initiatives 
in private as well as public enterprises in India.

 
KEY TAKEAWAYS: The size of the India Datacenter Market is expected to cross $4.5 

Billion, growing at a CAGR of over 4% during the period from 2020-2025, while IaaS adoption 
is likely to grow at a CAGR of 20% between 2020 and 2025. According to JLL (Jones Lang 
LaSalle), the datacenter colocation capacity is expected to grow exponentially to 1,007 MW by 
2023 from its existing capacity of 447 MW. The Indian colocation industry saw a record 102 
MW absorption, the second-highest compared to key markets in Europe and the Americas. 
While Mumbai and Chennai are expected to drive 73% of the sector’s total capacity during 
2021-23, cities like Hyderabad and Delhi NCR will emerge as other new hotspots.

 
KEY VENDORS: NTT, Sify, CtrlS, ESDS, AWS, BSNL, IBM, Google and Microsoft, 

Yotta and Web Werks.
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8. ELECTRONIC SECURITY 

The electronic security system that includes surveillance, access control, alarming or an 
intrusion control to a facility or an area has witnessed substantial growth in the last five years 
in India. Technology is playing a key role, with Internet of Things and SaaS creating a demand 
for the home security sector, justifying the need for secured homes and offices. The electronic 
security market is thus projected to grow at a CAGR of 8.98% over the period of 2019-2024.
The fund allocation for cybersecurity projects and promotion of IT and ITeS industries has 
been increased to INR 170 crore for the year 2020-21. This significantly raises the market 
growth in the electronic security segment. 

KEY TAKEAWAYS: The future of India electronic security market looks favorable on 
account of rapidly growing urban population, improved residential, commercial & industrial 
construction and rising GDP of India. The players will feel further encouraged to expand 
their centers across the potential markets in India as there is a rising awareness about benefits 
of the electronic security equipment seen amongst the Tier-I, Tier-II, and Tier-III cities of 
the country. Adding to this is the rising trend of smart cities in India, which is contributing 
highly towards the growth of the electronic security market. Foreign investment in India is 
also significantly raising the market demand.

 
KEY VENDORS: Honeywell, CP Plus, Hikvision, Bosch Security, Axis Communications, 

D-Link, HID, Matrix, Electronics Eye, and Secureye.

9. ENTERPRISE MOBILITY   

The India enterprise mobility market is growing with factors like growing internet & 
smartphone penetration, emerging mobility trends such as BYOD, CYOD, BYOA, and 
surging data telecommuting needs responsible. Despite the drop in its value from US$860m 
in 2019 to US$800m in 2020, India’s enterprise mobility market will maintain a compounded 
annual growth rate (CAGR) of 5.5% between 2019 and 2024, according to a report from 
GlobalData. Moreover, the recent work-from-home trend across various industry verticals 
imposed due to COVID-19 outbreak has strengthened the demand for enterprise mobility 
tools, boosting the market growth. The good news is that besides enterprise, the high demand 
for enterprise mobility solutions is also coming from SMEs, who are fast adopting cloud-
based services and from various other sectors such as energy & utility, healthcare & life 
sciences, media & entertainment, retail and consumer goods, IT and telecommunication, and 
transportation & logistics. 

KEY TAKEAWAYS: Enterprises are seen fast adopting enterprise mobility, with the sole 
reason to increase productivity and achieve greater operational efficiencies.  It is becoming 
a top priority for large organizations, both for workforce mobilization and customer 
engagement. With business activity slowly picking up post pandemic, enterprise spending 
on ICT including the enterprise mobility solutions is expected to recover further in 2021 and 
beyond. The main challenge to this however remains regarding the security threats that may 
affect the company’s financial assets and hamper the market growth.  

KEY VENDORS: VMware, Cognizant, Accenture, SAP, Microsoft, Infosys, BlackBerry, 
IBM Samsung, SOTI and Infosys.
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10. ERP  

The Indian ERP market is expected to grow on a massive scale. Industry verticals such 
as manufacturing, retail, services, communication and information technology sectors in 
India will continue to drive this market.The major factors driving the growth of the cloud 
ERP industry include growing demand among enterprises to improve operational efficiency 
and streamline business processes. ERP application is used by organizations to manage and 
integrate important parts of their businesses. Integrating and automating business processes 
over the cloud eliminates redundancies, improves accuracy, reduces total cost of ownership, 
enhances flexibility to scale and increases productivity.However, certain challenges persist 
related to high upfront costs involved in implementation and up gradation which may 
restrain the growth. But nonetheless, the high degree of integration with other solutions is 
projected to offer ample growth opportunities for the ERP players. The implementation of 
ERP systems has further helped mid-sized businesses to significantly improve theirbusiness 
metrics, improving the entire supply chain process.

KEY TAKEAWAYS: The India ERP market is accounted for US$ 262.7 Bn in 2018 and is 
expected to grow at a CAGR of 11.9% over the forecast period 2019-2027, which will to account 
for US$ 712.7 Bn in 2027. This is as per the reports indicated by ResearchandMarkets. In order 
to develop more agile supply chains, the pandemic is expected to result in even more ERP sales. 
SMEs across the globe are rapidly adopting and investing in cloud ERP solutions to enhance their 
business processes and compete with large organizations. These solutions are further enabling 
SMEs to improve their overall productivity by helping them reduce the manufacturing time.  

KEY VENDORS: Microsoft, SAP, Tally, Oracle, Marg ERP, Infor, Ramco and Deskera.
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13.  GRAPHIC CARD  

Demand for GPUs has witnessed a sudden spike over time. This increasing adoption is 
mainly attributed to the growing need of enhanced visual content by end-consumers. With 
the demand for GPUs increasing over time, graphic card vendors NVIDIA and AMD 
continue to vie with each other to build their positioning strategies and grab the top position. 
However,AMD's share of the discrete GPU market slipped to 17% in the second quarter of 
2021, down from 19% in the previous quarter, according to the latest report from Jon Peddie 
Research.

 
KEY TAKEAWAYS: The global GPU market size that was valued at $19.75 billion in 

2019 is projected to reach $200.85 billion by 2027, growing at a CAGR of 33.6%. GPU is 
seen as an essential system to facilitate IoT as it enables a feature rich IoT interface that is 
seamless and ubiquitous user experience across all industries. It should also be noted that 
GPUs are being sold at double their cost or even more in the grey market. On the e-commerce 
platforms, the graphics card stocks run out in a jiffy. This is because supply has gone short 
after the pandemic. The demand for graphics cards is overweighing the supply globally. As 
a result of the demand for high quality graphic cards, graphic processor vendors have been 
forced to increase their production of GPUs that are compatible with high memory graphics.

KEY VENDORS: NVIDIA, AMD, Broadcom, Qualcomm and ARM.
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12. FIREWALL /ADVANCED THREAT PROTECTION (ATP) 

The increase in the rise of instances of network and privacy problems have contributed to a 
growing amount of threats globally. This, combined with the availability of a few new and old 
network security firewall vendors, has driven the network security firewall market size. On 
the other hand, a speedily evolving threat landscape is responsible for the rise in the demand 
for protection systems in the market. The application of Advanced Threat Protection system 
is witnessed in industries such as defense and government, financial services and insurance, 
healthcare, banking, and others, which has resulted to the growth of this marketplace.

 
KEY TAKEAWAYS: The global Network Security Firewall market size is projected to 

reach USD 5138.1 Million by 2026, from USD 3364 Million in 2020, at a CAGR of 7.3% during 
2021-2026. The major factors driving this market size are increasing number of datacenters, 
growth in usage of IP video and virtualization, and network optimization as a cloud service. 

Talking about the India market, the firewall segment has seen fast paced growth in the 
IT/ITeS, BFSI and e-Commerce verticals in the country. Nonetheless, as compared to other 
countries in APAC, in India the firewall market remains relatively small as there is still a lack 
of specific legislation on data breach disclosures or privacy protections despite the increasing 
number of cyber security threats.

 
KEY VENDORS: Check Point, Fortinet, Cisco, Juniper, Sophos, SonicWall, Forcepoint 

and Huawei .
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11. ETHERNET SWITCHES  

According to IDC’s Worldwide Quarterly Ethernet Switch Tracker, the Ethernet Switch 
market in India stood at $133.3 million (by vendor revenue), registering a marginal YoY 
growth of 0.8 per cent in Q1 2021. Investments across multiple industries improved due to 
the lifting of COVID-19 restrictions for the most part of Q1. While there was a substantial 
growth in the non-DC business (10 per cent growth YoY), the DC switching business declined 
by 9.8 per cent.

The Government vertical showed strong signs of recovery with multiple large-sized deals. 
These were investments that got deferred to 2021 because of the pandemic impact. Other than 
government professional services, telecom, and manufacturing verticals contributed to the 
switching revenue during Q1 2021. 

KEY TAKEAWAYS: As for the top players, Cisco continued to dominate the Ethernet 
Switch market with a 56.5 per cent share during the quarter, followed by Hewlett Packard 
Enterprise with a 6.1 per cent share. It was followed by FS, Arista and Huawei with a 3.1 per 
cent, 2.9 per cent and 2.8 per cent market share respectively. With the demand for bandwidth 
and high data speed continuously increasing along with growing numbers of internet users 
across the globe, the Ethernet Switch market is expected to experience a decent growth. 
Increased adoption of emerging technologies such as cloud, IoT, mobility, etc., would also 
continue to drive incremental revenues.  

KEY VENDORS: Cisco, HPE, FS,Huawei, Juniper, Broadcom, Commscope, D-Link, 
TP-Link and Extreme Networks. 
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14.  HARD DISK DRIVE (HDD)  

Despite the Hard Disk Drive (HDD) market was affected by the COVID-19 pandemic, 
the outlook looks good as demand for storage remains strong in multiple areas. According to 
IDC reports, the global HDD industry petabyte shipments are expected to see a compound 
annual growth rate (CAGR) of 18.5% over the 2020–2025 forecast period and average capacity 
per drive is forecast to increase at a five-year CAGR of 25.5%. The demand from OEM storage 
customers for HDDs will be higher for 2021 in large part due to an increase in on-premises 
datacenter projects, business reopening after the lifting of curfew restrictions, and a freeing 
up of budget for storage projects that were previously put on hold early in the pandemic.
However, internal SSDs like last year will witness a huge growth and will come out as a tough 
competition to the external HDDs. 

 
KEY TAKEAWAYS: The HDD revenue that was believed to have declined during the 

pandemic is slowly showing an upward trend. The major part of the demand is going to come 
from cloud service providers (SPs) and hyperscale datacenter customers which is expected to 
remain strong throughout 2025. There will also be a demand coming from blockchain storage 
and cryptocurrencies in countries like China. Subsequently, the increased demand for PCs 
brought on by work-from-home and distance learning needs has resulted in a significantly 
higher forecast for client HDDs in 2021 and over the course of the forecast.

KEY VENDORS: Seagate, WD, Lacie, Samsung and Toshiba .

15. HYPER-CONVERGED INFRASTRUCTURE (HCI) 

HCI is one of the most rapidly-growing methods for deploying IT in the datacenter, for the 
simple reason that it reduces the overall hardware requirement in the datacenter infrastructure. 
Also, it reduces the requirement of having separate backup software, deduplication appliances, 
and Solid-State Drive (SSD) arrays. In India, its demand is going to come from various verticals 
like BFSI, IT & Telecom, Healthcare, and government sectors, among others. 

 
Shifting workload towards public cloud, growing HCI adoption rate in emerging countries, 

demand from the healthcare industry, etc. are some of the factors which are responsible for 
the HCI market to grow further. Yet the market faces challenges such as limitations due to 
dual-socket servers, challenges of HCI implementation, etc.

 
KEY TAKEAWAYS: The global HCI Market size is expected to grow from USD 7.8 

Billion in 2020 to USD 27.1 Billion by 2025, at a CAGR of 28.1%, according to a report 
by Markets and Markets. The major growth drivers include several advantages of HCI such 
as reduced capital expenditure & operational expenditure and disaster recovery capability. 
Because of these advantages, the worldwide HCI market has reached greater heights in recent 
years with enormous sales of converged systems sales happening. The market is expected to 
observe some new market trends such as the shift to subscription-based contracts.  However, 
restriction on hypervisor selection restrains the market growth.

 
KEY VENDORS: Nutanix, VMware, HPE, Dell, Cisco, NetApp, Oracle and Acuutech.
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16.  INKJET/INKTANK PRINTER 

In the beginning of 2021, vendors continued to face supply challenges in the inkjet 
segment. However, with the situation improving as the manufacturing hubs in China and 
Southeast Asian countries increasing their capacity to meet the global surge in demand for 
inkjet printers, the segment is seen picking up pace.  Following this, the inkjet segment noted 
a YoY growth of 38.8%. Within inkjet printers, the ink tank printer segment grew steadily and 
the major factors have been improved availability and the pent-up consumer demand owing 
to continued work from home and e-learning for students. The growth in inkjet printers in 
many markets was driven by Ink tank printers, which recorded the highest growth in the 
last few quarters due to high demand from the commercial segment along with government 
bodies. 

Epson replaced HP to regain its top position in the market with a share of 41.1%., while 
HP grew by 51.7% YoY and captured a market share of 33.8%, occupying the 2nd position.

KEY TAKEAWAYS: The Indian printing industry has grown at a tremendous rate and 
verticals like government, education, SMB, Enterprise etc have contributed to the growth. 
The upcoming festive season and channel expansion will further propel the growth of this 
market (both Inkjet/Ink tank). Across all segments, the commercial segment is expected to 
witness significant growth. The market for Inkjet printers is expected to grow at a higher pace 
because of the Ink tank printers.

 
KEY VENDORS: Epson, HP, Canon and Brother.
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19.  MANAGED PRINT SERVICES (MPS) 

The global Managed Print Services (MPS) market that was valued at USD 38.27 Billion 
in 2020 is projected to reach USD 81.08 Billion by 2028, growing at a CAGR of 8.8% from 
2021 to 2028, according to Verified Market Research. The hybrid cloud-based MPS segment 
that has been dominating the overall managed print services market share for some time is 
expected to continue for a few years from now. This is as a result of an increase in demand for 
hybrid cloud services among organizations of all sizes that are looking to minimize the cost 
of printing.

The BFSI industry is one of the major verticals that dominate the MPS market share and is 
expected to contribute to it due to the wide use of papers for loan applications, new account 
opening and other purposes, which leads to high investment cost in resources. Besides, Small 
and Medium Businesses (SMBs) that are looking for ways to improve their productivity is also 
a big contributor.

 
KEY TAKEAWAYS:  Almost every major printer vendors are finding huge double digit 

growth in this segment.Traditional printer vendors, who are finding it difficult to exponentially 
grow their printer business, are now finding huge growth in the area of MPS. In addition to 
this, rise in adoption of cloud MPS and rise in print security investment are predicted to offer 
growth opportunities for the global Managed print services market.

 

KEY VENDORS: HP, Canon, Xerox, Konica Minolta, Kyocera and Ricoh.
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18. LASERJET PRINTER 

According to the latest data from IDC, the laser printer segment (including copiers) 
recorded a YoY growth of 3.8% at the back of laser printers (excluding copiers).  Multiple 
orders from the previous few quarters that were delayed were executed in 4Q20. However, 
the laser copier segment still witnesses a muted demand from corporates and saw a YoY 
decline of 27.5%.

Where there was a subdued demand from the corporates, 4Q20 witnessed increased 
activity from the Government. It released several tenders following directives from Ministry 
of Finance to other ministries and public sector enterprises to exhaust their planned budget 
for capital expenditure, and this resulted in growth in demand for laserjet printers.

 
KEY TAKEAWAYS:  LaserJet Printers of late have been facing flak because of the impact 

that they have on the environment, as they generate significant heat in the printing process 
based on the technology that is used and can create an impact on the environment. Despite 
this, verticals such as Manufacturing, Retail, Healthcare, Banking, Insurance, Government 
and Education have adopted LaserJet as their mode of printing. In the laser printer segment 
(excluding laser copiers), HP Inc grew by 2.1% YoY and continued to maintain its number #1 
position with a 55.8% market share, while Canon maintained its 2nd position with a market 
share of 25.0%.

KEY VENDORS: HP, Epson, Canon, Xerox, Kyocera and Ricoh. 
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17.  IOT /OT SECURITY  

IoT security solutions include identity access management, data encryption & 
tokenization, intrusion detection system/intrusion prevention system, device authentication 
& management, secure software & firmware update, secure communications, Public Key 
Infrastructure (PKI) lifecycle management, Distributed Denial of Service (DDoS) protection, 
security analytics, and others (virtual firewall and incidence response system). 

The factors driving the growth of the IoT/OT security industry are the rising security 
concerns for critical infrastructure, increasing ransomware attacks on IoT devices, increasing 
data risk in IoT networks, and growing IoT security regulations. The outbreak of COVID-19 
has further pushed the demand for managed IoT security services to safeguard the data of 
employees as well as organizations.  

KEY TAKEAWAYS: According to Markets and Markets, the global Internet of Things 
(IoT) security market size is expected to grow from USD 12.5 billion in 2020 to USD 36.6 
billion by 2025, at a Compound Annual Growth Rate (CAGR) of 23.9%. The growth of the 
IoT security product market in APEJ can be attributed to the rapid proliferation of connected 
devices among enterprises which has led to a surge in cyber-attacks, which in turn has further 
resulted into increased demand for IoT security. India is ranked in the third position in the 
world in terms of adoption of IoT products &features and so this market is going to witness a 
growing demand for IoT security offerings.  

KEY VENDORS: Cisco, Check Point, Microsoft, Fortinet, IBM, SonicWall and Extreme 
Networks.
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20.  MULTI-FUNCTIONAL PRINTERS/DEVICES (MFP/MFD) 

Multi-functional Printers (also known as All-in-One printers) are suitable for small 
businesses or individuals who do not require a heavy amount of printing on a daily basis. 
They are an economical option as usersdo not have to buy 3 different machines for individual 
tasks. The demand for MFPs has also grown as consumers have become more energy neutral. 

Sectors like corporate including BFSI, manufacturing, IT/ITeS and government across 
the country are seen as great contributors for the growth of MFPs/MFDs. This, in turn is 
increasing the sale of these products and hence and has been undergoing many changes in its 
functionalities. Globally, North America is the largest consumption region of Multi-Function 
Printer, followed by Europe and Asia. The global MFP market was valued at 103.8 Million 
USD in 2020 and will grow with a CAGR of 6.63% from 2020 to 2027, based on research done 
by VARINDIA. 

KEY TAKEAWAYS: Most of the printer vendors are extensively providing all-in-one 
printers as a part of their product portfolio since they are widely used by many businesses. 
Since this segment is clearly showing much faster growth, it has been undergoing many 
changes in its functionalities. 

However, one of its challenges is its high pricing. Since the machine comprises of a 
combination of the copier, fax machine, printer, the ink for multi-function printers gets 
depleted quickly compared to separate machines. 

KEY VENDORS: HPInc., Canon, Epson, Brother, Kyocera, Ricoh, Lexmark, and Xerox.

21. OPEN SOURCE  

India is soon growing as an Open Source contributor as businesses are seen fast adopting 
it to develop applications. However, over the last few years there have been drastic changes 
witnessed in the open source industry. As a developer of open source technology, it has helped 
many IT companies to build their entire business model around commercial open source, 
offering business value in the form of subscription services. This technology is therefore 
revolutionizing business growth in India. The Digital India initiative by the Government of 
India is another example of how it is using open source on a large scale. Governments, both 
in India and globally are using open source software, as a key component of 'digital agenda' 
initiatives to enhance citizen engagement. 

According to data produced by GitHub, 1.8 million more developers joined the platform 
during the past one year of the pandemic and contributed way more than their global peers. 
The number of developers increased by 75% as against 40% globally. 

KEY TAKEAWAYS: The growth of the open source market will however come at 
the expense of the proprietary software market. Despite that it has been possible for open 
source technology to power the Indian ecosystem. Interestingly Indian GSIs (global systems 
integrators) are supporting many offshore clients with large open source projects, while many 
Indian schools and academies are also teaching open source as a regular part of their technical 
curriculum.

 
KEY VENDORS: Red Hat/IBM, GitHub, SUSE, Mongo DB, Micro Focus and Redfish.
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22.  PC MARKET 

The India traditional PC market including desktops, notebooks, and workstations 
continued to grow with shipments increasing 50.5 per cent year-over-year (YoY) in Q2 2021 
(April-June), according to new data from the International Data Corporation (IDC). 3.2 
million PCs were shipped in total during the quarter, with all product categories reporting 
strong double-digit growth. Notebook PCs continue to hold more than three-fourth share 
with a 77 per cent market share. The category grew 49.9 per cent YoY in Q2 2922, reporting 
a fourth consecutive quarter with over 2 million units. Desktops also indicated a recovery 
as shipments grew 52.3 per cent YoY and held a 21.0 per cent market share during Q2 2021.

 
KEY TAKEAWAYS:  The reopening of schools and colleges was further delayed due to 

the second wave of the Covid-19 pandemic. This has led to a strengthening demand for PCs 
for learning from home. Online buying will continue to play an important role as a result of 
which vendors shipped almost one-third of their PCs to online channels. HP Inc. maintained 
its lead in the India PC market with a 33.6 per cent share as its shipments grew 54.2 per cent 
annually.  It was followed by Dell Technologies with a 22.1 per cent share and a 86.1 per cent 
YoY growth in Q2 2021. Lenovo came in third with a market share of 17.8 per cent.

KEY VENDORS: HP, Dell, Lenovo, Acer, Apple, Asus and Nexstgo.
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25. ROBOTIC PROCESS AUTOMATION (RPA)  

The global robotic process automation (RPA) market size was valued at USD 1.57 billion 
in 2020 and is expected to grow at a compound annual growth rate (CAGR) of 32.8% from 
2021 to 2028, according to a research done by Grand View Research. The market will further 
be driven with the integration of cognitive technologies and changing business processes 
across enterprises, besides the increasing need for automating redundant tasks. Businesses have 
come to realize that automation ensures quick implementation, execution, and arrangement 
of the large volume of data in less time than mechanical procedure with the reduced overhead 
expense for enterprises.Implementation of this technology is expected to be high in the BFSI 
sector besides sectors like Telecom & IT, Manufacturing, Retail, and Pharma & Healthcare 
due to the automation of business tasks.

 
KEY TAKEAWAYS: Adoption of RPA, which is going to be a trillion dollar opportunity 

in the coming years, is gradually capturing the attention of many Small and Medium 
Enterprises (SMEs), besides large organizations. Automation is expected to define the work 
post-pandemic as the organizations are witnessing structural changes with employees working 
from home. Asia Pacific is expected to be the fastest-growing region for RPA, as Automation 
(which includes ML, robots and AI) are the frontiers for market growth in this region. The 
rise in the digital workforce across enterprises is opening up new avenues for RPA providers. 

 
KEY VENDORS: UiPath, Automation Anywhere, Blue Prism, Pegasystems, Nice and 

Kofax.
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24. PROJECTOR    

Projectors are one of the fastest growing product lines in India, with the education sector 
reportedly the biggest segment for sales. With a focus on digital learning and smart classrooms, 
education is fueling the demand for Interactive Projectors. Besides small businesses and digital 
homes, the major industries that are driving the sale of projectors are IT, corporate, media, 
entertainment, rental, BPO and education sectors. However, the growth parameters have 
slightly changed during the pandemic. Factors such as high installation cost and lack of 
awareness however still remain a matter of concern for projector vendors.

 
KEY TAKEAWAYS: , According to Futuresource Consulting report, the overall projector 

market in India in Q4 2020 has declined by over 63 per as compared to Q4 2019, registering 
the highest decline owing to Covid 19, as buying in the key segments of education, corporates 
and the government became sparse. The demand for 3D projectors is expected to increase at 
a global level owing to the significant rise in the use of the 3D technology in areas such as 
cinema, education, home theater, business presentations, and event management. Portable 
projector is another segment that is projected to grow incredibly. With theatres shut down, 
and the OTT platforms, online course platforms growing at an exponential rate, portable 
projectors indicate a good growth trajectory. Educational system integrators are thriving in 
India and helping to cater to this growing requirement.

 
KEY VENDORS: Epson, BenQ, Acer, InFocus, Optoma, Panasonic, NEC and Viewsonic.
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23. POINT OF SALE (POS)  

Expansion of the Point of Sale (POS) market can be attributed to the initiatives undertaken 
by the Government of India (GoI) to promote digital payment and thus cashless economy 
in the country. The market is also witnessing significant demand with banks pushing for 
merchant acquisition business through procurement of a large number of POS terminals. 
However, the lack of the availability of adequate PoS terminals in the market acts as a major 
challenge to the market growth. Besides, high installation and maintenance costs, as well as 
security concerns regarding theft disrupt the stable growth in the market.The pandemic and 
the long-term nationwide lockdown that followed also had an adverse impact on the PoS 
terminal market with closure of retail stores for a considerable duration and the subsequent 
financial stress. 

 
KEY TAKEAWAYS:  According to 6Wresearch, India PoS terminal Market is expected to 

grow at a CAGR of 16% during 2017-23 and is set to exceed USD 3 billion by 2024, while the 
global PoS market is projected to display a robust growth represented by a CAGR of 8.34% 
during 2019- 2024. End-user markets like hospitality, government and retail are majorly going 
to trigger this growth with major deployments. As of 2020, the retail and e-commerce sectors 
were the leading adopters of PoS solutions in India, with both occupying around 40.10% of 
the total PoS terminal market in terms of market revenue.

KEY VENDORS: Epson, VeriFone, TVS-E,HoneyWell, Posiflex, Pine Labs and 
Bharatswipe. 
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26. ROUTER 

According to the latest reports from IDC, India’s router market grew 4.7 per cent YoY. 
The enterprise segment can be mainly attributed for the growth in the routing segment, with a 
substantial increase of 63.4 per cent YoY. Apart from telecom, other key verticals for routing 
include government, banking, and professional services, as per the report.In the enterprise 
segment in India, Manufacturing &Natural Resources, and BFSI sectors are amongst the 
leading contributors to the router market. More and more industry verticals are looking 
forward to strengthening their networking capabilities, and with this the market for routers 
is poised towards significant expansion over the coming years. The anticipated 4G services 
rollout and shared last mile FTTx are also other factors that will drive the router market 
in the long run.On the other hand, Consumer gateway routers grew by 29.5 per cent YoY. 
However, the demand for consumer routers shrunk by 22.7 per cent compared to last quarter. 

KEY TAKEAWAYS:  According to IDC’s Worldwide Quarterly Router Tracker, the 
India Router market stood at $72.5 million (by vendor revenue) with a marginal YoY growth 
of 4.7 per cent during the quarter.Cisco led the market with a 63.6 per cent market share, 
followed by Juniper with 14.3 per cent share. Nokia, Huawei and Ericsson followed with 12.9 
per cent, 5.5 per cent and 0.4 per cent, respectively.

 
KEY VENDORS: Cisco, HPE, Huawei, Juniper, Ericsson, Nokia, D-Link and TP-Link.

27. SERVER (X86/NON X86)    

The overall server market in India witnessed a year-over-year (YoY) increase of 33.8% 
in terms of revenue to reach $310.6 million in Q1 2021 versus $232.1 million in Q1 2020 
(Jan-Mar), according to the latest IDC Server Tracker report. The contribution of x86 server 
market grew to 88.8% in terms of revenue, which is a growth of 3.5 percentage points over 
the last year’s same quarter. The highest contribution in the x86 market mainly came from the 
professional services and telecommunications verticals.

KEY TAKEAWAYS: Investment from banking in the server segment was high due to 
digitalization and application modernization projects, while the Government was another 
key vertical that contributed to this growth, with multiple federal government and state 
government institutions investing in network infrastructure. However, most of these 
investments were pent-up demand that got deferred to 2021 due to the pandemic.

The x86 server market in terms of revenue increased YoY by 39.3% to reach $275.7 million 
in Q1 2021 from $197.9 million in Q1 2020. The non-x86 server market increased YoY by 
1.8% to reach $34.8 million in terms of revenue in Q1 2021. IBM continues to dominate 
the market accounting for 57.6% of revenue share, during Q1 2021 with a revenue of $20.1 
million. Oracle came at second position followed by Hewlett Packard Enterprise (HPE) with 
a revenue share of 11.8% and 10.5% respectively.

KEY VENDORS: Dell, HPE, Cisco, Lenovo (IBM), Huawei and Oracle.
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28. SMARTPHONE 

With COVID-19 drastically impacting 2020 shipments, 2021 shipments have managed to 
display minimal growth compared to pre-pandemic volumes of 2019, with growing markets 
such as India, Japan, and Africa fuelling the recovery. While the supply chain situation hasn't 
drastically improved, the smartphone market has shown positive results in recent quarters. 
Globally, shipments of smartphones are expected to grow 7.4% in 2021, reaching 1.37 billion 
units, followed by 3.4% growth in 2022 and 2023, respectively, according to latest data from 
IDC. 

KEY TAKEAWAYS: India's smartphone market started 2Q21 on a low note amidst 
the second wave of COVID-19 but it quickly showed signs of recovery towards the end of 
the quarter, witnessing 86% year-over-year (YoY) growth to reach 34 million units. Lower 
customer demand, uncertainties around the third wave, and persistent supply constraints are 
some of the deterrents to the growth of the smartphone market. The online channel, led 
by eTailers witnessed an accelerated growth, which resulted in a record share of 51% with a 
massive 113% YoY growth. The offline channel was however impacted by weekend curfews 
in many areas and partially opened markets (with odd/even schemes) through May and mid-
June. Though the government is yet to roll out the spectrum, IDC expects an inflow of more 
affordable 5G devices by end-2021 at sub-US$200.Though there were aggressively priced 5G 
model launches in 2Q21, most shipments were 4G.

KEY VENDORS: Xiaomi, Samsung, HMD (Nokia), Vivo, Oppo, iPhone, Lenovo/
Motorola and OnePlus.
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31. SOLID STATE DRIVE (SSD) 

IDC expects that the worldwide Solid State Drive (SSD) unit shipments will increase at 
a 2020–2025 CAGR of 7.8% and worldwide SSD revenue will grow at a CAGR of 9.2% 
over the same period, reaching $51.5 billion in revenue by 2025. Worldwide SSD capacity 
shipments are expected to grow at a 2020–2025 CAGR of 33.0% as IDC expects ongoing price 
erosion in the long-term SSD pricing outlook.The segment, like the Hard Disk Drive market 
continues to benefit from work- and school-from-home trends that have boosted demand for 
PCs. Higher SSD demand is also coming from the enterprise market, as companies make the 
necessary investments in both cloud and traditional IT to support business operations.

 
KEY TAKEAWAYS: The pandemic has accelerated the need for transformation, and 

worldwide demand for SSDs has thereby increased because of this trend as both consumers 
and businesses have looked to take advantage of the technologies' benefits. Besides, rise in 
the number of gamers requiring super-fast and smooth access is also an added factor, while 
extensive adoption of desktop, laptop and tablet will also create a rise in demand for these 
highly efficient SDDs. 

SSD pricing, according to IDC, will remain volatile and elevated in the near term as 
vendors look to match supply with higher demand. Ongoing technology advancements in 
NAND flash will continue to enable more cost-effective solutions which will further increase 
demand for SSDs. 

KEY VENDORS: WD/ SanDisk, Samsung, Kingston and Toshiba.
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30. SOFTWARE DEFINED SECURITY   

Software-defined security (SDS) can be defined as a type of security model in which the 
information security in a computing environment is executed, organized and achieved by 
security software. SDS is emerging as the next big business opportunity for partners as they are 
persistently exploring the hidden opportunities behind the SD environment and developing 
new practices. 

Increase in the rate of cyber-attacks during the pandemic and rising applications of 
cloud and virtualization technologies in modern businesses are believed to be driving the 
growth of the global SDS market. Besides, the major growth drivers of this market include 
the need for policy-driven, scalable, and programmable security architecture; faster response 
against threats/risks and requirement for increased security; security staffing and budgeting 
constraints. These factors are expected to shape the future of the SDS market.

 
KEY TAKEAWAYS:  The SDS market size is expected to grow from USD 1.59 Billion 

in 2016 to USD 6.76 Billion by 2021, at an estimated CAGR of 33.6%, according to the latest 
report from Markets and Markets. However, the lack of technical expertise is expected to 
hamper the growth of the SDS market as it entails a harder & costlier initial installation and 
limited customization along with complex network management. Despite that, the APAC 
region is expected to witness the highest growth rate because of the higher number of IT 
operations in the region and their growing awareness to adopt SDS.

 
KEY VENDORS: VMware, Cisco, IBM, Microsoft, Citrix and Symantec.
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29. SOFTWARE DEFINED NETWORKING (SDN) 

Software defined networking (SDN) is a network architecture arrangement that enables 
the network to be intelligently and centrally controlled, or 'programmed,' using software 
applications. SDN solutions provide more flexibility in terms of traffic management to the 
operator for improving the efficiency of the network. The major growth drivers for the 
SDN market are investment in SDN technology to automate network infrastructure, a 
significant reduction in CAPEX and OPEX, increasing demand for cloud services, datacenter 
consolidation, and server virtualization. 

KEY TAKEAWAYS:According to Markets And Markets, the global SDN market size 
expected to grow from USD 13.7 billion in 2020 to USD 32.7 billion by 2025 at a CAGR of 
19.0%. SDN growth in Asia Pacific can be attributed to various digitization initiatives being 
undertaken in key markets like India, China and Southeast Asia this boosting the demand for 
SDN. 

However, since SDN technology focuses on virtualizing every aspect of the network 
infrastructure, this also leads to an increase in attack footprint. It can also offer the hacker 
with the ability to influence the entire network with the centralized controller, without the 
need for hacking individual network devices. With the use of proper protocols, SDN can 
increase the security of networks. With the proliferation of IoT devices, SDN is being adopted 
by enterprises for network sharing, handling big data from these IoT devices, and simplifying 
management tasks.

KEY VENDORS:  Alcatel Lucent, IBM, HPE, Dell Technologies, Juniper Networks, and 
VMware.
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32. STORAGE 

According to IDC data, India’s external storage market witnessed a decline of 6.0% YoY by 
vendor revenue and stood at USD 83.0 million in Q1 2021 (Jan-Mar). There was a noticeable 
YoY growth in storage spending from BFSI, professional services, and manufacturing verticals, 
while the market saw a sharp decline in telecommunications, media, and government verticals 
in Q1 2021.

However, adoption of All-Flash Arrays (AFA) has been at its peak high, contributing 
40.5% to the overall external storage systems market in Q1 2021. Increased uptake of AFA 
specifically from banking organizations contributed to YoY growth in Q1 2021. The market 
is expected to grow further as a majority of the enterprises are preferring only AFA for all 
their primary workloads.

 
KEY TAKEAWAYS: The Covid-19 situation however has spelt doom for the sector. 

While entry-level storage systems grew by 11.5% YoY due to increased investments, midrange 
and high-end storage segments witnessed a YoY decline but expecting strong uptake of these 
storage segments in the near future. Also many businesses are believed to delay theirIT 
spending and are expected to migrate to newer technologies such as non-volatile memory 
express, which uses AI and ML to access and store data. Dell Technologies continued to be the 
market leader in the external storage systems market with a 27.0% market share by vendor 
revenue, followed by HPE and NetApp.

 
KEY VENDORS: Dell, HPE, NetApp, Hitachi Vantara, Oracle, Lenovo and Huawei.

33. STRUCTURED CABLING    

According to 6Wresearch, India structured cabling market size is projected to grow at 
a CAGR of 7.5% during 2018-24. The demand for structured cabling is going to be driven 
by growing demand for higher bandwidth and transmission rates in India. Additionally, the 
government announcing the 100 smart city initiative and provision of free Wi-Fi services 
in trains, expansion of the datacenter business and the increasing demand for intelligent 
buildings are further augmenting the market growth in the country. In addition, upcoming 
infrastructural projects along with the establishment of new and expansion of metro railway 
networks are anticipated to further drive the growth of the structured cabling market in India 
over the coming years.  

The COVID-19 pandemic has however impacted the India structured cabling industry 
adversely, with key industries like IT & telecommunication, construction, automotive, and 
manufacturing, severely affected. This led to a slower demand for structured cabling in the 
country.  

KEY TAKEAWAYS: The global structured cabling market is expected to grow from 
$11 billion in 2020 to $11.9 billion in 2021 at a CAGR of 8.1%, according to Research and 
Markets. The growth is mainly due to the companies slowly starting their business operations 
and recovering from the COVID-19 impact. The market is further expected to reach $16.5 
billion in 2025 at a CAGR of 8.4%.

 
KEY VENDORS: CommScope, D-Link, Legrand, Schneiderand R&M.
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34. UNIFIED COMMUNICATION& COLLABORATION 
(UCC)/ VIDEO CONFERENCING   

India’s unified communications and collaboration (UCC) market is growing steadily 
year-over-year owing to growing internet penetration in the country. They have emerged as 
cost saving solutions providing effective collaboration, thereby increasing productivity and 
better ROIs. As in the past few quarters, the cloud-based UCC market is also expected to 
witness excellent growth between 2019 and 2025 with a CAGR of over 10 percent. This 
is because of the growing popularity and adoption of cloud computing technology across 
businesses in varied sectors. End users are rapidly investing towards the deployment of unified 
communication solutions, predominantly Ministries of India, Public Sector Units (PSUs), 
banking institutions and education institutions.

KEY TAKEAWAYS:  Despite voice remaining as the primary means of communication, 
video based unified communications too have registered maximum market share in terms of 
revenues. Adoption of video conferencing has risen across all major verticals, and in the coming 
years it is expected that video based unified communications would dominate the market over 
the coming years. During the ongoing pandemic, adoption of Unified Communication as 
a Solution (UCaaS) too has witnessed a sharp rise on the back of remote access. The global 
UCaaS market size was USD 25.85 billion in 2020 and is expected to grow to USD 69.93 
billion in 2028 at a CAGR of 13.4 %, according to a report by Fortune Business Insights.

KEY VENDORS: Avaya, Cisco, Poly, Microsoft, Alcatel, Panasonic and Yealink.
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37. VIRTUALIZATION 

In the wake of the pandemic, organizations are slowly thinking of digitizing and 
virtualizing more of their operations.  While the Server Virtualization market globally is 
expected to grow at approximately USD 8 Billion by 2023 with a CAGR of 7% between 2017 
and 2023, the global Desktop Virtualization Market will reach $18.9 Billion by 2026. With 
the rising trend of the remote workforce, Desktop virtualization can be treated as a push to 
change. With datacenters changing the IT world, the adoption of virtualization is also going 
to accelerate, due to the fact that organizations will learn and gain confidence and benefit from 
this technology.

 
KEY TAKEAWAYS: Virtualization is a standard practice in an enterprise IT architecture. 

Virtualization enables cloud providers to serve users with their existing physical computer 
hardware. The virtualization market has matured rapidly over the last few years. India is 
one of the emerging economies in the APAC region and therefore has high potential for the 
adoption of virtualization solutions. The Asia-Pacific region is expected to have the fastest 
growth in this space owing to the growing number of server virtualization vendors and the 
projects that are being undertaken.

 
KEY VENDORS: VMware, Citrix, Microsoft, Nutanix, Oracle and Red Hat.
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 36. UTM (UNIFIED THREAT MANAGEMENT)/ 
NEXT-GENERATION FIREWALL (NGFW)    

Next-generation Firewall (NGFW) and Unified Threat Management (UTM) are firewall 
products built for today's security needs of enterprises. While NGFW has seen impressive 
success among large enterprises, UTM has seen its usage in the small and medium businesses.

The recent increase in the number of sophisticated data breaches is the key driver for the 
growth of the UTM market. Consequently, many companies have now started to implement 
UTM solutions as it helps to safeguard the official and private data from hackers. On the other 
hand, introduction of a virtual firewall providing security to the virtual network will be a key 
opportunity for the global NGFW market in near future. 

 
KEY TAKEAWAYS: Increase in sophisticated cyber attacks, development in IoT-based 

complex threat landscape, and enforcement of stringent government regulations for data safety 
& security is leading to the growth of the global NGFW market. The UTM market segment 
accounted for the most significant revenue growth, according to IDC and it continues to drive 
market expansion. It is the largest overall segment, accounting for 61.8% of the worldwide 
security appliance market. The beauty of the UTM approach is its promise of an integrated, 
total, streamlined management approach without compromising on comprehensive security 
features.

 
KEY VENDORS: Check Point, Fortinet, Cisco, Palo Alto Networks, Sophos, SonicWall 

and Juniper.
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35. UPS (ON-LINE/OFFLINE)  

Power outrage is one of the major concerns in the development of India. The inconsistencies 
in power supply often result in data loss, non-availability of essential services, financial 
loss and becomes a risk to hardware. These factors have essentially driven the demand for 
uninterrupted power supply (UPS) over the years. The need of urban mass transportation 
systems is also one of key driver of UPS market. India as a market is seeing a continuing 
growth for uninterrupted power across all the sectors, with UPS systems witnessing a rising 
adoption by end users ranging from residential households, small offices to large business 
enterprises.

The high growth witnessed in colocation and cloud services and increased usage of cloud 
applications among industries is driving the modular UPS market.

 
KEY TAKEAWAYS: The global Industrial UPS market size is projected to reach USD 

4228.9 Million by 2026, from USD 2585.5 Million in 2019, at a CAGR of 7.2% during 2021-
2026. The technological advancements in lithium-ion and lead-acid batteries are anticipated to 
fuel the industrial UPS market size. The boom witnessed, in both India and globally, in the 
IT sector in conjunction with a shift towards digitization has boosted the demand for UPS. 
Furthermore, the growing demand for high-end UPS is anticipated to emanate from increasing 
installations in industrial configurations of high-end electronic equipment and machinery.

 
KEY VENDORS: Schneider Electric, Vertiv, Eaton, Luminous, Delta and Numeric.
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38. WI-FI  

The global Wi-Fi market size is projected to grow from USD 9.4 billion in 2020 to USD 
25.2 billion by 2026, at a Compound Annual Growth Rate (CAGR) of 17.8 %, according to 
data received from Markets and Markets. The major growth drivers for the market include 
increasing need for robust network connectivity and adoption of Wi-Fi solutions in various 
verticals such as education, healthcare and life sciences.  

However, India only has about 300,000 Wi-Fi hotspots in the entire country at this time, 
which is relatively low for a population of more than 1.3 billion. As a result, the Indian 
Government has approved the Wi-Fi Access Network Interface (PM-WANI) scheme, which 
will see Wi-Fi hotspots being set up across the country. This service will be especially useful 
in rural areas where public Wi-Fi hotspots are also being created under BharatNet. The key 
threat to this initiative is the growing 4G coverage across the country.

 
KEY TAKEAWAYS:  According to Cisco Annual Internet Report (2018-2023), there will 

be nearly 623 million public Wi-Fi hotspots across the world by 2023, up from 169 million 
hotspots as of 2018. Within this, the highest share of hotspots by 2023 will be in the Asia 
Pacific region at 46%. As per the calculations of the Telecom Regulatory Authority of India 
(TRAI), based on Cisco’s estimates, India should have 100 million Wi-Fi hotspots by 2023.

 
KEY VENDORS: Cisco, Aruba, Cambium, Commscope, Extreme Networks and Versa 

Networks. 

39. W-LAN   

According to data by IDC’s Worldwide Quarterly Wireless LAN Tracker, the Indian 
WLAN market witnessed a YoY growth of 17.3 per cent during Q1 2021. The market stood at 
$58.3 million by Vendor Revenue. The enterprise-class WLAN made a strong recovery of 7.4 
per cent YoY and 20.8 percent QoQ after a slow 2020. Manufacturing contributed strongly 
to enterprise-class access point revenues with spending seen coming from pharmaceuticals, 
automobiles, and industrial durables. However business from verticals like education 
and hospitality remained stagnant. IDC however expects the enterprise-class access point 
investments to slow down again, with India going into the second phase of lockdown in 
Q2 2021.The pandemic has also acted as a catalyst in driving cloud-managed wireless among 
Indian enterprises. 

 
KEY TAKEAWAYS: With a market share of 27.2 per cent, TP-Link was the market 

leader in the WLAN segment during the quarter. Within the enterprise-class WLAN segment, 
Cisco was the market leader with a 16.7 per cent market share, followed by HPE with 16 per 
cent. Other top players also include Netgear and D-Link with 7.6 per cent and 7.1 per cent 
market share, respectively. Globally, growth rates remained strong in the WLAN enterprise 
segment in the second quarter of 2021 (2Q21) as the market increased 22.4% on a year-over-
year basis to $1.7 billion.

 
KEY VENDORS: Aruba, Cisco, Dell, D-Link, Huawei, Netgear, CommScope, Cambium 

Networks and TP-Link.
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40. WORKSTATION 

The global workstation market is made up of All-in-one workstation, tower workstation, 
rack workstation, mobile workstation, and blade workstation. The market is witnessing a 
significantly high growth due to the rise in 3D animation, networking and graphics, and 
digital content creation.   

However, the high price range of workstations over a personal computer is another factor 
affecting its sales and is expected to hinder the market growth. Other factors such as high cost 
of regular maintenance and presence of alternative platforms are likely to inhibit the growth 
of the global workstation market in the near future.

 
KEY TAKEAWAYS: The global semiconductor shortage and subsequent component 

supply constraints have led to prices of workstations increasing. Worldwide shipments 
of Traditional PCs, which also includes workstations reached 83.6 million units in 2Q21, 
up 13.2% from the second quarter of 2020, according to preliminary results from IDC. 
Interestingly, the growing rate of urbanization worldwide is believed to drive growth of the 
global workstation market. Additionally, growing adoption of CAD for 3D animation in 
manufacturing and construction industries will further fuel the global workstation market. 
The demand for mobile workstations is going to further increase in the areas of oil & gas 
exploration applications while All-in-one workstations are also expected to register a steady 
growth in their demand in the near future.

 
KEY VENDORS: HP, Dell, Lenovo, Acer and Apple.
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LEAD STORY

Top Five Chromebook Companies, Worldwide Shipments, Market Share, and Year-Over-Year Growth, Q2 2021 
(Preliminary results, combined company view for the current quarter only, shipments in millions)
Company 2Q21 Shipments 2Q21 Market 

Share
2Q20 Shipments 2Q20 Market 

Share
Year-Over 
Year Growth

1. HP Inc 4.3 35.0% 2.0 27.4% 115.7%

2. Lenovo 2.6 21.0% 1.4 19.6% 81.2%

3. Acer Group 1.9 15.3% 1.5 21.2% 21.7%

4. Dell Technologies 1.8 14.5% 1.4 19.8% 23.9%

5. Samsung 0.9 7.0% 0.3 4.3% 179.2%

Others 0.9 7.1% 0.6 7.8% 53.2%
Total 12.3 100.0% 7.3 100.0% 68.6%

Source: IDC Worldwide Quarterly Personal Computing Device Tracker, July 29, 2021

The Chromebook shipment growth is attributed to Chrome's 
hold over the education space. According to preliminary data from 
the International Data Corporation (IDC) Worldwide Quarterly 
Personal Computing Device Tracker, Chromebook shipments grew 
68.6% year over year with volumes reaching 12.3 million units. 
While this wasn't a record quarter for Chromebooks, it wasn’t far 
off the prior two quarters, which shattered previous highs. The 
tablet segment was a bit more tempered than Chromebooks but still 
managed to grow 4.2% year over year with shipments totaling 40.5 
million units.

Despite the positive results during the quarter, both categories 
are experiencing some slowdown from the boom in the preceding 
quarters. For Chromebooks, while still in high demand and even on 
backlog for many education deals, vendors have started prioritizing 
higher margin Windows lapto oing component shortages. For tablets 
some of this applies, but there is also a bigger concern that consumer 
demand around tablets will slow much faster than Chromebooks or 
even the broader PC market.

Chromebooks are dual-nature devices that can be used both as 
a laptop and as a compact tablet. Chromebooks run on Google's 
Chrome OS, which is extremely light on hardware and hence does 

not require heft specifications to run.
 "Opportunities in the education market are still ample for both 

tablets and Chromebooks. Online learning has gained rapid traction 
and has pushed forward the digital revolution in the learning 
space," said Anuroopa Nataraj, senior research analyst with IDC's 
Mobility and Consumer Device Trackers. "While there isn't a single 
solution globally, many emerging markets continue to ramp up use 
of Android tablets while schools in some developed markets like 
the USA and Canada lean more toward Chromebooks. That said, 
there has also been a recent uprising of Chromebooks in areas of 
Europe, as well as a few Asian countries as schools start opening up 
to platform change."

HP remains the top performer in supplying the Chromebooks, 
the worldwide Chromebook market has posted a 75 percent year-
on-year (YoY) growth in the second quarter of 2021 (Q2 2021), as 
per a global notebook market data report by Canalys. The market 
research firm said that despite a slowdown in shipments growth, 
Chromebooks continued to outperform the rest of the PC product 
categories. When it comes to tablets, the report said the growth in 
shipments has started to stabilise as tablets posted a paltry 4 percent 
increase in shipments in Q2 2021.

Chromebook sees 
275% growth after entering 2021
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Though launched 10 years ago,  Chromebooks 
gained popularity after the pandemic

THE SALIENT FEATURES OF A CHROMEBOOK 
"Since the launch of Chromebooks 10 years ago, Acer has been a leader in expanding form 

factors in innovative ways that encourage our users to create, learn, and do more. In the last 
couple of years, Chromebook laptops are making their own space in the market. All thanks to 
COVID 19 pandemic, we witnessed a change in how people work and study. Chromebooks 
have appeared as the perfect device due to the light and easy to operate OS and cloud based 
approach making it easy for students and schools to manage content and accessibility.

ON CHROMEBOOKS BECOMING POPULAR CHOICES
Chromebooks were mainly developed for simplicity which can perform well on a budget. 

With the ARC Welder – users are able to  access the entire range of Apps which are available in 
the Android platform .This makes Chrome book compatible with the smartphones- helping 
users create a complete ecosystem between many devices at home including the Google 
assistant.. I think Chromebooks are worth buying post-pandemic, depending on the user’s 
needs. For those who want an affordable means to access the internet, the Chromebook is an 
outstanding option

STEERING THE DEMAND FROM CONSUMERS
For both consumers and commercial customers Chromebooks are a great option. In the 

consumer space we have seen uptake in Chromebooks as their second laptop especially for 
accessing the internet and other daily computing needs. Enterprises are looking at Chromebooks 
as Chrome OS offers easy deployment, fairly secure as compared to others (sandboxing each 

SANJEEV MEHTANI
Country Manager Sales
Acer India

Application) , built in Virus protection and 
verified secure boot. These features make 
many corporates who are serious about a 
diversified workforce consider Chromebooks 
as a strong alternative. We see this trend 
strongly emerging in the financial service 
segment where data security is of paramount 
importance."

Chromebooks fit in all needs, in terms of security, manageability, and scale
ARVIND MELARCODE ANAND, HEAD - VALUE CATEGORY, HP INDIA MARKET

THE SALIENT FEATURES OF A CHROMEBOOK 
"The traditional use case of Chromebook largely focussed on testing/ 

learning for education institutions (prominent in North America) 
is gaining rapid traction in India. Chromebooks have proved to be a 
great go to device for 1:1 personalized learning 
in markets outside India. We see education 
institutions in India fast adopting chrome as the 
go to tool for imparting education. A variety 
of tools help the teachers adapt instructions 
as per the learning needs and interests of each 
individual child in the classrooms.

A Chromebook not only runs web apps 
but is equipped to run Android apps too from 
the Google Play store. Because ChromeOS is 
essentially a web browser at its core, it delivers 
a aunique experience from the Windows and 
macOS notebooks. Instead of running Windows 
10 or macOS, Google engineered its own 
operating system, Chrome OS, based on the Linux Kernel. Chrome 
OS is based on Linux and uses Google’s signature Chrome browser 
and its catalogue of office apps as its starting point. With adoption rates 
growing, Google has made regular updates and improvements to make 
the OS an industry leader

For HP, the demand for Chromebook devices has been extremely 
strong and that has led us to diversify our Chromebook portfolio to 
cater to new user segments.

ON CHROMEBOOKS BECOMING POPULAR CHOICES
The current situation has established PCs as essential devices.  With 

internet becoming ubiquitous, Chrome is becoming more popular with 
players across the PC market experimenting with premium ChromeOS-
powered notebooks with more powerful internals, better build, and 
screen quality.Users are increasingly becoming comfortable with storage 
of data on cloud. For those few users who still want storage within 
their device, there are Chromebook offerings with enhanced storage 
options too. Processing power is another area where we have turned the 
traditional thinking of Chromebook to a low processing power device 
on its head. We now have offerings with mainstream processors and 
specifications where the user gets a meaningful alternative with a non-

windows platform. The advent of smartphones has made users more 
comfortable with a variety of operating systems. HP recognized this 
growing need amongst users and accordingly launched a variety of 
offerings in chrome across screen sizes, price points and specifications to 

meet the needs of the market.
In fact, the growing popularity of Chrome 

OS in various global markets, has also helped 
the HP Chromebook become one of the most 
popular Linux-based computers of all time.

 
STEERING THE DEMAND 
FROM CONSUMERS

Chromebooks have grown beyond 
education now. The key requirements of an 
enterprise are security, manageability, and scale, 
and that’s where Enterprise Chromebooks fit in 
well. Enterprises have started adopting Chrome 
essentially because of the inherently secure, read-

only OS. This combined with the Chrome Enterprise Upgrade adds to 
the security ecosystem and using the manageability features over the 
cloud, the deployment becomes extremely quick and safe. OS updates, 
patch updates and the common manageability tasks are extremely 
simple forexecution which enhances the focus on supporting business 
development rather than spending time on mundane tasks."

CONCLUSION 
Chromebooks are well and truly a mainstream computing product 

now. While the education sector still accounts for the majority of 
shipments, their popularity with consumers and traditional commercial 
customers has reached new heights over the course of the last year. 
HP and Lenovo dominate the Chromebook market, but the boom has 
been a case of a rising tide lifting all boats, allowing vendors such as 
Acer and Samsung to carve out substantial shares within the PC market 
by catering specifically to Chromebook demand. Google is now in a 
strong position to work with its OEM partners and the channel to 
cement a rosy future for Chromebooks. A substantial messaging and 
evangelization push coupled with the targeting of growth trends, such 
as flexible work arrangements and budget-conscious SMBs, will be vital 
to ensure the longevity of Chromebooks’ success.
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CYBER SECURiTY MARKET CONTiNUES  
TO GROW WiTH ORGANiZATiONS CONTiNUOUSLY 

ADOPTiNG LATEST TECHNOLOGiES

As we all are aware that the adoption of digital transformation which was earlier taking shape gradually 
has been accelerated by the pandemic. The organizations realised the need for technology adoption almost 
immediately and started the implementation overnight. COVID-19 has triggered the transition to Cloud in 
the last one year. Also, videoconferencing and workplace collaboration apps have enabled remote work, 
online schooling, streaming services and videogames provided in-home entertainment. The main focus on 
building digital services to cope with COVID-19 has led to significant advances in key technologies — such as 
cloud computing, artificial intelligence and semiconductors — that will enable the next wave of innovation.

With this comes the security concern of the organizations as the majority of the workforce is working 
from home and exposed to vulnerability.

According to data from Computer Emergency Response Team (CERT-In), Cyber attacks amid the Covid-19 
pandemic rose by almost 300% last year in the country to reach 1,158,208 compared to 394,499 in 2019.     

It continues this year as well. In February 2021, there were 377.5 million brute-force attacks—a far cry from 
the 93.1 million witnessed at the beginning of 2020. India alone witnessed 9.04 million attacks in February 
2021. The total number of attacks recorded in India during January and February 2021 was around 15 million.  

Organizations’ profit and loss is now related to its security posture and it has become a priority for 
every company. It has become imperative to implement a stringent cyber security framework to avoid cyber 
threats.     

The complete dependency on digital transformation increases the chances of cyber attacks and this in turn 
is rapidly boosting the cyber security market across the globe as organizations are continuously working 
on their security strategy and securing the IT infrastructure. The security companies are witnessing an 
incessant growth and they foresee this growth to continue further.

LEAD STORY
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Druva sees an affinity towards cloud-based solutions as businesses
look for technology that helps to scale efficiently, minimally
impact employees, improve business resilience etc 

PresenT IT landscaPe
Cloud adoption is set to dramatically increase in the coming years, with Asia-Pacific (APJ) 

expected to have the highest revenue growth rate for cloud system and service management 
software between 2020-2024, according to a report from IDC.  The Covid-19 pandemic has led 
to a surge in businesses adopting cloud as it is a bridge to digitization and getting workforce, 
distribution, supply chain, etc. online. During this phase, years’ worth of digitization 
has taken place. A natural affinity to cloud-based solutions is developing as businesses 
look for technology that can help them scale efficiently, minimally impact employees, 
improve business resilience, and can be deployed easily within today’s restrictive work 
environment. 

business growTh
With data being created, stored, and shared in more ways than ever before, IT leaders in 

India are confronted with unprecedented challenges. Of serious concern are cybersecurity threats which 
have escalated rapidly, as attackers have looked to exploit the new environments and ways in which people are working. Cybersecurity 
therefore is right at the top of mind for businesses now, and CIOs and CEOs need to have a clear and effective strategy to address 
those concerns. According to Druva’s Value of Data Survey approximately one third (31 percent) respondents reported an increase 
in ransomware attacks on the organization since the pandemic began, and overall 89 percent of respondents are concerned now with 
protecting their organizational data from ransomware than before the pandemic.

besT PracTices
The following best practices are recommended for businesses to improve their data protection
Review existing data – Before developing a backup and recovery strategy, review the current data architecture. Knowing who owns 

data and applications, current backup policies, and applicable regulations and requirements positions you for success.
Follow the 3-2-1 backup rule – Don’t forget the basics. Always keep at least three copies of your data, using two different backup 

media, and storing one copy offsite, ideally in a separate account to isolate it from ransomware attacks.
Invest in a cloud backup solution – Since data is so distributed, investing in a cloud backup solution has become a necessary line 

of defence in today’s modern IT landscape. Unlike on-premises backup protection, the cloud offers connectivity to all data sources, 
limitless storage for backups, and significantly lower management costs.

Perform regular tests –  A backup that has not been tested is a backup that should not be trusted. The best way to ensure that your 
backup is tested on a regular basis is to automate such testing. Not only will this ensure it gets tested more often, it will also ensure that 
the team will be comfortable with running a recovery when the disaster strikes. 

BAKSHISH DUTTA 
County Manager, India & SAARC, Druva 

“We helped customers extend their IT networks and 
security services into the cloud in a way that enabled 
employees to work securely from anywhere”

PresenT IT landscaPe
No one ever has seen times like these. As more and more companies look at remote work strategies 

for the long term, distributed IT environments are onlyThe pandemic shutdown accelerated the 
shift to cloud-first technologies and hybrid workplaces. We at Infoblox had a special view of 
this transformation. We helped customers extend their IT networks and security services into 
the cloud in a way that enabled employees to work securely from anywhere. We grew 
our customer base to more than 12,000 brands, including over 70% of the Fortune 500. 
Looking beyond 2021, we will cement our status as the DDI market share leader and 
look forward to growing as more organisations modernize their networking and security 
foundations for hybrid work.   

besT PracTices
We recommend customers defend in depth by assuming attackers have already breached 

their corporate network. Our DDI and security products provide much needed visibility into 
network traffic and activities to help CASB, SOAR, and other tools in a customer’s security stack detect and remediate threats they 
could not see before. In a head-to-head match-up, our DNS security product, BloxOne Threat Defense, outperformed a leading 
competitor in detecting a zero-day threat and false positives.   

RAJEEV SREEDHAR
Managing Director, India/SAARC, Infoblox
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“One way to combat attackers is to take a zero-trust approach, 
a framework founded on the notion “don’t trust anyone.”

PresenT IT landscaPe
Digital Transformation has been the buzz for years, but the pace of transformation was slow 

and plodding. The global pandemic changed that. Three-year plans became three-week plans as 
companies of all types adjusted rapidly to the changes made in the way we live and work. Retailers 
had to figure out new ways of serving customers, food delivery services became a must, and 
millions of workers suddenly found themselves working from home. The IT services sector 
helps make it all happen.

business growTh
We do not see the need for IT services to abate over the coming year. All that digital 

transformation that was accomplished still needs to be supported and iterated upon. And 
really, in this current climate of global competition, the need for transformation never 
really ends. Companies must continue to focus on agility, customer centricity, and driving 
actionable insights to remain successful. Those that do not innovate will have competition 
that does.

besT PracTices
With the cost of data breach averaging 311.4 M INR ($4.24 million), it is imperative organizations do everything they can to keep 

their data safe. One way to combat attackers is to take a zero-trust approach, a framework founded on the notion “don’t trust anyone.”
The shift to home working has exposed the vulnerability of companies, individuals, and nations to rising levels of cybercrime. 

Extended Detection and Response (XDR) cyber security technology is coming to the fore. In a zero-trust world, XDR might as 
well mean “anywhere, everyone and everything detection response”. The point is that every system, every user, every drift “from 
the normal” in behaviour counts. To keep pace, harnessing automation, AI and machine learning is critical. The actionable threat 
intelligence provided through XDR capabilities could mean the difference between assured security levels or damaging hacks and data 
breaches.

SUNIL THAKUR
Country Director – India, BMC Software

The new Cyber security world expects products and services to be quick 
and easy to set up, scalable, self-learning, intelligent and collaborative 

PresenT IT landscaPe
No one ever has seen times like these. As more and more companies look at remote work strategies 

for the long term, distributed IT environments are only going to continue to expand. The increasing 
dependency on digital transformation in turn exposed a huge rise in the number of cyberattacks 
which in turn led to an increase in overall cybersecurity investments. The worldwide information 
security market is forecast to reach $170.4 billion in 2022, according to Gartner. This is due to 
organisations improvising their cybersecurity strategy in the current times to safeguard the 
IT infrastructure. 

business growTh
Digital adoption in the last few quarters in most of the industry verticals has been 

accelerated exponentially. Business leaders are driving the IT team to adopt disruptive 
technologies which give them a shorter time to market. Robotic Process Automation 
(RPA), AI & ML are been evaluated within all domains for the business to achieve 
competitive edge, enhanced functionalities, faster GTM, deeper customer satisfaction and so on. 
With these the old-school security frameworks must play a catch game as well as face lots of animosity from the business leaders. 
The new cyber security world expects products and services which are quick and easy to set up, scalable, self-learning, intelligent and 
collaborative with other technologies.

besT PracTices
Today’s security and compliance environment is complex, and no single vendor can solve the entire problem. We do believe, 

however, that identity should be at the heart of cyber strategy, and CyberArk’s Identity Security platform is the most comprehensive 
security offering for any identity – human or machine – across multiple user types and IT environments.

Our services organisation offers a combination of technology and cyber security expertise to support partner implementations, and 
a broad set of tools and support are offered to partners to build demand and help create differentiation in the market.

ROHAN VAIDYA
Managing Director – India, CyberArk

LEAD STORY
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“Our goal is to ensure that customers can support their 
business objectives in a secure way, delivering new 
functionality, improved processes, and better ROI” 

PresenT IT landscaPe
While much has been said about changes wrought by the pandemic, what really happened was 

an acceleration of the shift that was already underway. It has fast-tracked digital adoption and 
transition to the cloud, while driving the development of new products and services for the 
Indian IT services sector.

Organisations have innovated both by choice and necessity, and adversaries have 
innovated just as rapidly. As organisations migrated to the cloud and leveraged the 
inherent scalability that the cloud has to offer, cybercriminals too turned their attention 
to these new applications and new access methodologies. McAfee Enterprise tracked a 
54% increase in publicly reported cyber incidents targeting the technology sector during 
the first quarter of 2021. The increase in cloud usage and cloud threats requires security 
teams to be more conscious of the cloud threats.

McAfee Enterprise provides cybersecurity from device to the cloud with visibility and 
control across all threat vectors – endpoints, network, and cloud. Our goal is to ensure that customers can 
support their business objectives in a secure way, delivering new functionality, improved processes, and better ROI without either 
security getting in the way, or security being breached.

besT PracTices
Cyberattacks are not only complex and constantly evolving but also have the potential to wreak substantial financial and reputational 

damage. These threats targeting organisations are increasing in volume and sophistication, while rapidly pursuing new vulnerabilities. 
With employees and enterprises adhering to a few simple, yet critical steps they can together work towards keeping valued information 
safe –
• Differentiate personal and corporate devices: Avoid sharing corporate devices with family members who are unaware of optimal 

security practices, to prevent leaks through any personal channels.
• Complex passwords and multi-factor authentication: Strong, complex passwords are the first line of defence in protecting against 

cyber threats. Take this one level further, by implementing multi-factor authentication when trying to access sensitive network 
areas.

• Connect to secure Wi-Fi and use a VPN: Wi-Fi networks must be secure, encrypted, and best if hidden. Using public and unsecured 
Wi-Fi networks can potentially put personal and corporate data at risk. A strongly encrypted VPN can cloak your connection and 
keep sensitive data away from prying eyes.

• Train to track – Conduct security awareness training inclusive of phishing simulations that use real-world tactics and allow one to 
identify employee and departments that are most at risk. Enable employees training to identify attacks across email, texts, and social 
media.

• EDM and RDM to the rescue - Implement endpoint detection and response (EDM) and mobile device management (MDM) platforms 
to mitigate security risks with mobile devices, laptops, and workstations. 

• Security software solutions: Adding an extra layer of security with comprehensive security solutions can help protect your devices 
and networks from potential cyberthreats. Further, updating devices’ software helps the device mount an effective protection against 
persistent threats. 

• Implement CASB: Application of technologies such as CASB (Cloud Access Security Broker) cement organisational attempts 
in enabling data loss prevention, access control, and user behaviour analytics. Establish a comprehensive approach that is all-
encompassing, yet flexible enough to rapidly respond to incoming threats. 

SANJAY MANOHAR 
Managing Director, McAfee Enterprise India

Cybersecurity teams must deploy new secure access approach 
to prevent data breaches and increase user productivity 

The pandemic has changed how many of us do things. In a short time, companies had to increase 
their capacity and capabilities for remote working to keep their critical business activities going. 
Unfortunately, security was not always a key priority in the fast deployment of remote working 
capabilities. As such, we have seen an uptick in security breaches and stolen credentials in the last 
18 months.

With the rise of applications being deployed in multi-clouds and the growing mobile 
workforce, cybersecurity teams must deploy a new secure access approach to prevent data 
breaches and increase user productivity.    

DHANANJAY GANJOO 
Managing Director - India & SAARC - F5
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“Cyber resilience offers 360-degree threat protection and 
drives agile development, robust and flexible platforms”  

PresenT IT landscaPe
The pandemic has brought in a wave of opportunities to businesses globally. Digital adoption 

has introduced data-driven business models and strategies to accelerate growth and increase return 
on investment. In the new normal where the entire workforce has shifted its base to remote, 
cloud capabilities have become one of the topmost priorities for organizations. This digital 
empowerment has played a major role in helping businesses stay relevant and drive growth 
since last year. Amidst the demands of the shifting market, ensuring a focused and strong IT 
team has become critical for business continuity and maintaining agility in operations. IT 
teams equipped with the necessary infrastructure can deploy solutions best suited to the 
customer demands thus, aiding revenue and success. In this digital economy, organizations 
having a flexible mindset to leverage niche technologies will stay ahead of the curve.

As we move ahead with digitization, attacks become sophisticated, and businesses face 
a higher risk of potential cyber breaches. According to the Indian Union home ministry, 
cyberattacks in India increased by almost 300% last year due to the pandemic. Thus, the integration 
of cyber resilience into the business framework has become the survival imperative. Cybersecurity needs to be incorporated throughout 
the business lifecycle to protect identity, data, and applications. Businesses must deploy an intelligent cyber resilience strategy to 
safeguard assets, detect changing risk surfaces, and evolve their approach towards risk mitigation. Cyber resilience offers 360-degree 
threat protection and drives agile development, robust and flexible platforms. It has become critical to remain ahead of the breacher’s 
exploitation and be quick to evaluate threats, automate actions and escalate high-risk alerts to the SOCs. At Micro Focus, we provide 
a vast portfolio of security solutions like Fortify, ArcSight, and Voltage SecureData Enterprise to enable our customers to integrate 
resiliency into their framework and mitigate breaches successfully.  

PRAVEEN PATIL KULKARNI
Country Manager - Security Risk & Governance, Micro Focus

“With the need and demand for cybersecurity products 
and solutions on the rise, we foresee a double-digit 
growth for the segment we are operating in”   

PresenT IT landscaPe
The rapid acceleration of digitalization, which was made necessary by the outbreak of the 

pandemic and shift to remote working, is one of the key reasons for the strong showing by the IT 
services sector. The demand has generally grown and the segment has handled the chaos caused 
by COVID-19 in a much efficient manner.

Now, as things slowly become normal --- on the back of a robust vaccination drive 
--- employees will start getting back to office. That can stimulate other growth drivers, 
providing a further boost.

These are surely interesting and exciting times for the sector.

business growTh
The pandemic has caused a massive rise in cyber threats and attacks. The latest data 

from CERT-In shows that India registered a total of 6,07,220 cyber security incidents in the 
first six months of 2021. The number was 11,58,208 for the entire 2020.

Cybersecurity has, therefore, become extremely critical for organizations as they look to safeguard their data and resources. With 
the need and demand for cybersecurity products and solutions on the rise, we foresee a double-digit growth for the segment we are 
operating in.

besT PracTices
The most important thing is to follow the fundamental cyber hygiene methods. At the same time, the following aspects can help 

attain strong network security:
a. Zero-trust approach with strict access control based on authentication, authorization, and accounting.
b. Comprehensive visibility and zero network blind spots.
c. Implementation of automated Network Detection and Response (NDR) solution.
d. Securing the company's data and applications on a cloud network, using cloud security solutions.
e. Training the employees to make them aware of the threats and dangers.

PRAVEEN JAISWAL
Founder and Chief Strategy Officer, Vehere

LEAD STORY
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Fortinet customers sees value in its holistic 
platform approach  

PresenT IT landscaPe
Fortinet delivered its highest quarterly billings growth in over five years while continuing to 

invest across our product portfolio. Fortinet’s customers are seeing the value in our holistic platform 
approach, which delivers integrated and automated security across a company’s on-premises 
network, endpoints, and cloud edges. We are pleased with our strong business momentum heading 
into the second half of the year.

business growTh
Fortinet’s total global revenue was $801.1 million for the second quarter of 2021, an 

increase of 29.7% compared to $617.6 million for the same quarter of 2020.
Fortinet has over 3300 registered partners in India and we are a 100% channel business 

driven company. The Fortinet Engage Partner Program helps partners develop the 
expertise needed to deliver digital transformation through customizable programs with 
business opportunity as well as the programs and infrastructure in place to accelerate their 
growth.

besT PracTices 
Shifting workforces from largely on-location to mostly or fully remote changed how companies do business. Even as organizations 

begin to look at bringing employees back to the office, many plan to maintain a remote or hybrid work model. With this in mind, CISOs 
must carefully consider the following three strategies when they secure these new hybrid environments.

1. esTablish Zero TrusT access (ZTa): ZTA limits user and device access to networks, ultimately providing additional identity assurance. 
In addition, ZTNA works to limit user and device access to the applications needed to complete work functions. Combining these two 
approaches strengthens the company’s security posture. Most importantly, organizations must do this strategically by focusing on what 
is most important: the actual users and applications. So, user identification, authentication, authorization, and access permissions have 
become critical. This is what Zero Trust is all about: never assume anything can be trusted simply because it is ‘inside the perimeter’. 
ZTNA enables organizations to focus on access to the applications that users need, thereby creating this robust zero trust architecture.

2. converge securiTy and neTworking: By taking a security-driven networking approach, organizations can secure both their on-
premises data centers and cloud deployments. Security-driven networking brings together SD-WAN, next-generation firewalls (NGFW), 
and advanced routing capabilities. Embracing the convergence of security and networking removes silos that lead to security weaknesses. 
With security-driven networking, the organization can design a holistic approach to cybersecurity. CISOs need to embrace the three critical 
layers of security: network, platform, and application. Application is the era of email security, sandboxing, and web traffic controller. At 
the platform level, you need Cloud Access Security Broker (CASB) and Cloud Workload Protection (CWP). And finally, the network 
level requires Secure SD-WAN, micro-segmentation and virtual machine security.

3. consider fuTure needs: Connectivity goes beyond application adoption. Security must be considered an extension of connectivity 
because it should be integrated into every technology decision. The connectivity that gives employees the ability to work from anywhere 
means that companies need a security model rooted in connectivity. However, this must be done in a way that makes sense for the 
organization’s future business plans. It is critical for CISOs to ensure that workforce mobilization technologies are scalable and eliminate 
security blind spots to enable greater protections for the remote workforce. 

RAJESH MAURYA 
Regional Vice President, India & SAARC, Fortinet

Virsec foresees the growth to continue as digitization becomes  
the new normal  

PresenT IT landscaPe
Over the past 18 months, the COVID-19 pandemic has accelerated digital transformation and 

driven enterprises globally to introduce new cloud-enabled products/services and minimize spends 
on legacy services. The Indian IT services sector is certainly witnessing unprecedented golden 
times during the pandemic by helping to create cloud-based service delivery, automation as well 
as analytics for global enterprises.

business growTh
Certain sectors like Technology-enabled businesses, IT Services etc. will continue 

to grow well over 8-9% whereas other sectors like Hospitality, Aviation etc. that have 
suffered severe downturns during the pandemic have sharply cut their IT spends. As 
digitization becomes the new normal, this growth could continue for the next 2-3 years, 
to say the least.

besT PracTices
Digitization has significantly increased the attackable surface area and there is a sudden need for 

connected systems. Hence, the need of the hour is a higher degree of Security Automation as it is practically impossible to keep 
pace with labor-intensive tuning and policy updates. Enterprises need to strengthen their cybersecurity posture with Application-aware 
Server Workload Protection that can protect against highly sophisticated file-less, memory and 0-day attacks right at the very first step 
of the attack kill-chain before any financial and/or reputation impairment can be done. 

PUNEET GUPTA 
Executive Director and Country Head – India, Virsec
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Organizations must focus on securing accounts, the 
access and permissions across systems

Present It LandscaPe
Events from last year have forced organizations to rethink and redesign existing business models. 

The global remote-work experiment has accelerated trends that already existed in the world of IT 
and brought both the physical and digital worlds closer for efficiency and efficacy. At the same 
time, this convergence has also expanded the attack surface, especially in the industrial sector. 
The same bad actors that were going after our computers, phones and tablets now have a way 
of reaching mission and safety-critical environments by targeting industrial control systems. 
This complex, sensitive and expanded attack surface is what more and more security teams 
and CISOs are tasked with managing.

IT and OT teams must find common ground that together eliminates the substantial 
risk factors which planned or unintended IT/OT convergence heralds. This means that 
a great deal of effort needs to be expended towards tracking assets and monitoring the 
network for indicators of compromise and vulnerabilities. Stopping this type of attack 
requires the ability to understand the complete attack surface and 'see' the attack.

Best Practices
Cyber risk is a business risk in that cyber threats have the potential to cost organizations millions of dollars in cleanup, lost business 

and reputational damage. To stay a step ahead, organizations need to get the basics of cyber hygiene right. They need to take a holistic 
view of their infrastructure by identifying assets and systems critical to the business, determining which vulnerabilities exist within 
these core areas that are being actively exploited and updating these systems to fix those flaws first. In tandem, the focus must also be 
placed on securing accounts -- employees, service contractors, temporary workers, systems accounts and others -- and their access to and 
permissions across systems.   

KARTIK SHAHANI
Country Manager, Tenable India

“Skybox models each customers’ unique threat landscape 
to understand how they could get breached”

Present It LandscaPe
Cybersecurity has entered the forefront of the global public conversation. With the new normal and 

WFH culture that many global organizations have adopted, cybersecurity is of utmost importance 
for the CEOs and board. Cybersecurity is also no longer confined to enterprise IT networks. New 
threats are now targeting critical infrastructure, including water, food, and energy supply chains, 
forcing business and government leaders alike to adopt a more comprehensive and proactive 
approach to security posture management. This is also opening doors for a more optimized 
and improvised approach to overall security management.

Business Growth
Skybox Security increased new subscription-led customer business by 86% in the 

first half of 2021. During the same timeframe, the company achieved 30% growth in 
key industries, including government, healthcare, manufacturing, and financial services. 
Skybox Security has accelerated global expansion throughout Europe, the Middle East, and 
Africa (EMEA), as well as new headcount planned for the Asia Pacific and Japan (APJ) regions. 
Skybox Security’s accelerated expansion comes on the heels of high-profile cyberattacks that put the spotlight on why a data-driven, 
risk-based approach to Vulnerability Management is mission-critical.

Best Practices
There are two critical questions that every CISO must be able to answer to their board: Can you prevent a ransomware attack? And 

can your company recover quickly? To answer those questions with confidence, leaders need full visibility and understanding of their 
attack surface. Insights can highlight the right exposures to take action on – which is only possible through a multi-dimensional network 
model. With Skybox Security, CISOs can confidently prove they closed the most dangerous exposed vulnerabilities and gained visibility 
of traffic traversing using network segmentation principles, ultimately preventing cyberattacks from damaging the business. Skybox 
models each customers’ unique threat landscape to understand how they could get breached. The best breach is one that never happens. 

DAVID JOSEPH
Regional Sales Director - India & Bangladesh, 

Skybox Security

LEAD STORY
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TOP TEN DISTRIBUTORS IN INDIA

Distributors and 
VADs in India

1. INGRAM MICRO INDIA 

2. REDINGTON (INDIA)

3. SAVEX TECHNOLOGIES

4. TECH DATA, INDiA – 
 A TD SYNNEX COMPANY

5. COMPUAGE INFOCOM

6. RP TECH INDIA

7. SUPERTRON  
 ELECTRONICS

8. INFLOW TECHNOLOGIES  

9. BEETEL TELETECH  

10. IVALUE INFOSOLUTIONS

As the India IT industry gradually transformed with its 
counterpart- the IT distribution has also become matured and 
organized over a period of time from being largely disorganized 
and immature in the past. The distributors and value added 
distributors (VADs) play a critical part in the overall growth 
strategy of every OEM. As they are the extended family of 
the OEMs, and part of the eco-system of every corporate’s 
go-to-market strategy for delivering an excellent customer 
experience.

Distributors and VADs represent the OEMs to the end-users 
or customers. These days both distributors and VADs add 
value to their offerings to maintain the top line, since the 
box pushing time has gone and we are into the era of smart 
distribution. The channel growth is shifting from transactional 
to contractual and contactless business. They are highly 
instrumental in highlighting and educating the customers 
about the latest products. While the division of VADs adds fuel 
in the competitive IT market by adding value to the products 
and services, distributors bring technology solutions to the 
market and in the process create a true value proposition for 
its partners.

Armed with the best-of-breed technology solutions, 
Distributors and VADs are transforming their style of 
functioning like suggesting customers on how disruptive 
technologies could enhance their customers top and bottom 
line at the same time.

VADs are providing an enhanced and superior level of 
services to the partners and customers, so that they can select 
the best combination of software, hardware and services to 
meet the desired objectives. Partners will be able to better 
advise their customers on the solutions that are necessary 
to accelerate their digital transformation and thrive in 
an increasingly volatile, uncertain and complex business 
environment. In this scenario the role of distributors and VADs 
are becoming very important as part of the overall growth 
strategy of every corporate.
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INGRAM MICRO INDIA 
Head of the Organization : NAVNEET SINGH BINDRA
Designation : Vice President & Chief Country Executive
Website : www.imonline.co.in  
Company’s Turnover (2020-21): $3.5 Bn + 
 (2019-20): $3.5 Bn
 (2018-19): $3.5 Bn

Company Profile : Ingram Micro helps businesses 
Realize the Promise of Technology. It delivers a full 

spectrum of global technology and 
supply chain services to businesses 
around the world. Deep expertise in 
technology solutions, mobility, cloud, 
and supply chain solutions enables its 
business partners to operate efficiently 
and successfully in the markets they 
serve. Unrivaled agility, deep market 
insights and the trust and dependability 
that come from decades of proven 
relationships, set Ingram Micro apart and ahead. 

REDINGTON (INDIA)  
Head of the Organization : RAMESH NATARAJAN
Designation : CEO   
Website : https://redingtongroup.com/india/ 
Company’s Turnover (2020-21): Rs 22,720 Cr. 
 (2019-20): Rs 18,632.57 Cr.
 (2018-19): Rs 16,851.21 Cr  
  

Company Profile : Founded in the 
year 1993, Redington has evolved its 
journey from one brand, one product 
category, and one market into a US 
$7.7 billion distribution and supply 
chain solutions provider to over 245+ 
international brands in IT and Mobility 
spaces, serving 37 emerging markets.

Today, new-age technologies like 
Artificial Intelligence (AI), Robotics, Big 
Data and Analytics, Internet of Things 
(IoT), and 5G communications are opening new possibilities 
and new opportunities for tomorrow.

SAVEX TECHNOLOGIES 
Head of the Organization : ANIL JAGASIA
Designation : Managing Director
Website : www.savex.in
Company’s Turnover (2020-21): Rs 20,125 Cr 
                                    (2019-20):  Rs 15,000 Cr
 (2018-19):  Rs 13,500 Cr

Company Profile : Headquartered 
in Mumbai, Savex with 35 years of 
experience is a well-known name in the 
Indian IT distribution landscape. The 
core strength of the company lies in 
selection of best breed of products and 
solutions, seasoned team with knowledge 
and expertise along with cutting edge 
technology and rigorous process control.
Savex focuses on solution selling and 
security services with strong Logistics 
and ability to deliver in 700 cities in India and globally over 
200 countries in local currency. Saves has a deep expertise and 
knowledge in cutting edge technology and rigorous process 
control, as well as a strong MSP partner network. The company 
also holds a professional service arm, Uniserved, which acts as 
an aggregator to deliver tech services.

COMPUAGE INFOCOM 
Head of the Organization : ATUL H MEHTA
Designation : Managing Director and CEO  
Website : www.compuageindia.com 
Company’s Turnover (2020-21): Rs 3,729 Cr
                                    ((2019-20): Rs 4,232 Cr
 (2018-19): Rs 4,514 Cr

Company Profile : Compuage 
Infocom is a distributor of technology 
products, solutions and services. The 
company acts as a vital link between 
brands and the channel partners, 
equipping them for unprecedented 
growth and success.  It reaches out 
across India, with focus on untapped 
geographies.

Compuage has 28 global brands 
under its umbrella, 46 sales offices, 69 
service centres, 12,000 strong online 
and offline partners, resellers and system integrators. The 
company is focussed on IT consumer, enterprise solutions, 
cloud computing, and hardware services.

TECH DATA, INDiA – 
A TD SYNNEX COMPANY 

Head of the Organization : Sundaresan K 
Designation : Country General Manager 
Website : https://in.techdata.com  
Company’s Turnover (2020-21): $ 60 Bn  
 (2019-20): $ 37.2 Bn (Global Turnover)
 (2018-19): $ 36.8 Bn

Company Profile : Tech Data, 
a TD SYNNEX company, is a 
global distributor and solutions 
aggregator for the IT ecosystem. It is 
an innovative partner helping more 
than 150,000 customers in 100+ 
countries to maximize the value of 
technology investments, demonstrate 
business outcomes and unlock growth 
opportunities. Headquartered in 
Clearwater, Florida, and Fremont, 
California, TD SYNNEX’ 22,000 co-
workers are dedicated to uniting compelling IT products, 
services and solutions from 1,500+ best-in-class technology 
vendors. Our edge-to-cloud portfolio is anchored in some 
of the highest-growth technology segments including 
cloud, cybersecurity, big data/analytics, IoT, mobility and 
everything as a service. TD SYNNEX is committed to serving 
customers and communities. 

TOP TEN DISTRIBUTORS IN INDIA
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BEETEL TELETECH  
Head of the Organization : SANJEEV CHHABRA 
Designation : Managing Director & CEO  
Website : www.brightstarcorp.in  
Company’s Turnover (2020-21): Rs 800 Cr. 
 (2019-20): Rs 1,400.40 Cr 
 (2018-19): Rs 1,949.6 Cr     
  

Company Profile : Established in 
the year 1985, Beetel is known in the 
industry for landline phones. Besides 
a focus towards manufacturing, Beetel 
is also into distributing a huge range 
of products ranging from mobile 
accessories, IT peripherals, Network& 
enterprise solutions to fixed landlines. 
Beetel distributes a host of iconic brands 
including Avaya, Polycom, Samsung, 
Panasonic, Huawei, QSC, RADWIN, 
Ruckus, RAD and Actelis. In India, Beetel is spread via 10,000 
retailers, 500 distributors as well as 7 warehouses.

iValue Infosolutions 
Head of the Organization : SUNIL PILLAI
Designation : Managing Director 
Website : www.ivalue.co.in 
Company’s Turnover (2020-21): Rs1,000 Cr  
                                    (2019-20):  Rs 850 Cr 
 (2018-19):  Rs 700 Cr 

Company Profile : iValue  
Infosolutions is a technology enabler and a 
key player in the Digital Asset Protection 
and Data, Network & Application 
management space. Incorporated in the 
year 2008, it is recognized as India’s fastest 
growing Value Added Distributor. It 
helps companies manage and protect their 
digital assets. Its solutions and services 
help customers not only ride the digital 
transformation wave but also accelerate 
business operations. iValue offerings 
are aligned, customized and optimized for businesses, across 
all vertical & sizes, through its OEM, consultant and channel 
partnerships. The unique proposition of its go-to-market aligns 
market development activities are in line with product life cycle 
evolution, thus creating a scalable and sustainable business.

INFLOW TECHNOLOGIES  
Head of the Organization : BYJU PILLAI 
Designation : President & CEO 
Website : www.inflowtechnologies.com
Company’s Turnover (2020-21): Rs 2,425 Cr.
                               (2019-20): Rs 2,215 Cr 
 (2018-19): RS 1,920 Cr 

Company Profile : Inflow 
Technologies is a player in the 
niche segment like IT Infrastructure 
Distribution and Services market in 
India/South Asia.As an enabler of 
technology,Inflow Technologies is an 
extension of the technology vendor 
(OEM) and act as their link to a System 
Integrator/Reseller and the End-
Customer and are engaged in enabling 
our partners to deliver new technologies 
to their customers & enable end 
customers to adopt new technologies. It enables its partners with 
Trainings, Pre-sales Technical Support, Commercial Support & 
Professional Services.

As part of Customer Enablement activities, we work 
closely with technology vendors & partners to conduct various 
marketing activities, road shows, events and seminars to educate 
customers on new technologies and encourage them to adopt 
the same.

SUPERTRON ELECTRONICS 
Head of the Organization : V K BHANDARI
Designation : CEO & Director
Website : www.supertronindia.com
Company’s Turnover (2020-21): Rs 4,620 Cr.
                               (2019-20): Rs3,715 Cr.
 (2018-19): Rs3,500 Cr.

Company Profile : : Supertron 
Electronics founded by V. K. Bhandari 
is a distribution house of Information 
Technology Hardware product and 
Value Added Distribution company 
in India which has graduated from 
regional to national level within short 
span of time with the turnover of 
around Rs.3800 Cr. during FY 2019-20.

The company has a pan India 
presence with 34 branch offices and 
warehouses and 17 satellite offices across 29 states and UTs 
with 750 plus employees and a strong network of 27 service 
locations. Supertron caters to over 11,000 channel partners 
spread across the country. The success of its strategic tie ups 
with more than 27 MNC players has bolstered the growth of 
Supertron and helped the company to strengthen its position 
among the leading distribution houses in India.

Recently Supertron venture into Value Added 
Distribution vertical with a prime focus for Unified 
Communication, AVS (Audio, Video and Surveillance) and 
DCS (Data Centre and Storage) domain.

RP TECH INDIA
Head of the Organization : SURESH PANSARI
Designation : Director
Website : www.rptechindia.com
Company’s Turnover (2020-21): 30% growth
 (2019-20): Rs 4,000 Cr.
                                    (2018-19): Rs 4,700 Cr.

Company Profile: RP tech India is one of the fastest growing 
technology solution provider in the country. It is growing at 

a consistent 25% CAGR for the last 20 
years. The Company offers products and 
solutions from 30+ brands to 9000+ B2B 
customers in 750+ towns/cities through 
its robust network of 50 branches and 50 
service centers spread across India. With its 
fundamentally strong and robust business 
model and 360-degree marketing approach, 
RP tech India is poised to become a ‘One 
Stop Shop’ for all technology needs of 
Indian consumers.
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DESIGNATIONNAME COMPANY

PRIME MOVER

MANAGING DIRECTOR

CMD

MANAGING DIRECTOR

CEO

MANAGING DIRECTOR

BUSINESS HEAD - INDIA & SAARC COUNTRY

DIRECTOR

CO-FOUNDER & DIRECTOR

CHAIRMAN & MANAGING DIRECTOR

DIRECTOR

MANAGING DIRECTOR

MANAGING DIRECTOR

MANAGING DIRECTOR

DIRECTOR,CEO & CO-FOUNDER

DIRECTOR

CO-FOUNDER, DIRECTOR & CEO

MANAGING DIRECTOR

MANAGING DIRECTOR

CO-OWNER

CHAIRMAN & MANAGING DIRECTOR

MANAGING DIRECTOR

DIRECTOR

CHAIRMAN

CHAIRMAN & MANAGING DIRECTOR

CO-FOUNDER & CEO

FOUNDER & MANAGING DIRECTOR

CEO & MANAGING DIRECTOR

FOUNDER & VP - PRODUCTS & TECHNOLOGY

DIRECTOR

DIRECTOR

DIRECTOR

DIRECTOR & CEO

CEO & TECHNOLOGY SPECIALIST

FOUNDER & CEO

MANAGING DIRECTOR & CEO

CEO & CLOUD CONSULTANT

CO-FOUNDER & CEO

MANAGING DIRECTOR

FOUNDER & DIRECTOR

CHAIRMAN

DIRECTOR

MANAGING DIRECTOR

DIRECTOR

CHAIRMAN & MANAGING DIRECTOR

DIRECTOR

MANAGING DIRECTOR

DIRECTOR

DIRECTOR

FOUNDER & CEO

VENKAT MURTHY

SUJEET NARULA 

SUNIL ARORA

BIREN SELARKA

VISHAL BINDRA

BIREN SHAH

N JAYANTHA PRABHU

V K MALHOTRA

KOMAL PATEL

NITIN SHAH

AJAY C BHAYANI

M K GAUR

GURPREET SINGH

SAURIN SHAH

SAMEER SHELKE

DR. MUKUL GUPTA

DURGAPRASAD S

S. KARTHIKEYAN

BIRENDRA YADAV

BHASKAR KALITA

SANJAY BANSAL

IRVINDER SINGH

ALOK GUPTA

CHAKRESH JAIN

NIKESH SAKARIA

NAGESH KODAVALI 

SURESH H.R

K.V. JAGANNATH

KANNADHASAN KASI

P.K. SHARMA

MANISH B. SANGHRAJKA

SANDEEP VAHI

DEVESH AGGARWAL

SAJU THEKKOTTU

ANKUSH SABHARWAL

VINOD KUMAR

BHANU GUPTA

KRISHNAKANT MATHURIA

D K BAJAJ

DNYANESH KULKARNI

PRANAV PANDYA

MANOJ RATHI

MUNEER AHAMED

ASIS CHAUDHURI

SHIRISH ANJARIA

HIREN SHAH

DHIRENDRA KHANDELWAL

GUNASEGHARAN KRISHNAN

ROMIL SHETH

KUNTAL CHAKRABORTY

22BY7 SOLUTIONS PVT. LTD.

ABC SYSTEMS PVT. LTD.

ABS INDIA PVT. LTD.

ACMA COMPUTERS LTD.

ACPL SYSTEMS PVT. LTD.

ADIT MICROSYS PVT. LTD.

AGC NETWORKS LTD.

AGMATEL INDIA PVT. LTD.

AJAX NETWORK SOLUTIONS PVT. LTD.

ALLIED DIGITAL SERVICES PVT. LTD.

AMBISURE TECHNOLOGIES PVT. LTD.

APPOLO COMPUTERS PVT. LTD. 

ARROW PC NETWORK PVT. LTD.

ASHTECH INFOTECH (INDIA) PVT. LTD.

AUJAS CYBERSECURITY LTD.

B M INFOTRADE PVT. LTD.

BAHWAN CYBERTEK 

BLOOM ELECTRONICS PVT. LTD.

BLUECOM INFOTECH PVT. LTD.

BMG INFORMATICS PVT. LTD.

BUSINESS OCTANE SOLUTIONS PVT. LTD.

C.I. INFOTECH PVT. LTD.

CACHE INFOTECH PVT. LTD.

CAPRICOT TECHNOLOGIES PVT. LTD.

CDP (INDIA) PVT. LTD.

CELERIX TECHNOLOGIES

CENTRAL DATA SYSTEMS PVT. LTD.

CHOICE SOLUTIONS LTD.

COGNIWIDE TECHNOLOGIES PVT. LTD.

COMNET VISION (INDIA) PVT. LTD.

COMPROMPT SOLUTIONS LLP

COMPTON COMPUTERS PVT. LTD.

COMPUSOFT ADVISORS INDIA PVT. LTD.

COPASS TECHNOLOGY & SERVICES PVT. LTD.

COROVER PVT. LTD.

CORPORATE INFOTECH PVT. LTD.

CSHARPTEK

CYBERNX TECHNOLOGIES PVT. LTD.

D M SYSTEMS PVT. LTD.

DELTAKRAFT SOLUTIONS PVT. LTD.

DEV INFORMATION TECHNOLOGY LTD.

DIAMOND INFOTECH PVT. LTD.

DIGITALTRACK SOLUTIONS PVT. LTD.

DIS TECHNO & INFORMATION SYSTEMS PVT. LTD.

DYNACONS SYSTEMS & SOLUTIONS LTD.

DYNAMIC GROUP

E SQUARE SYSTEM & TECHNOLOGIES PVT. LTD.

ECAPS COMPUTERS INDIA PVT. LTD.

EDEN INFOSOL PVT. LTD.

EEGRAB TECHNOLOGIES
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CORPORATE INFOTECH PVT. LTD.
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DEV INFORMATION TECHNOLOGY LTD.

DIAMOND INFOTECH PVT. LTD.
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ECAPS COMPUTERS INDIA PVT. LTD.
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DESIGNATION COMPANYNAME

DIRECTOR

MANAGING DIRECTOR & CEO

CEO & FOUNDER DIRECTOR 

CEO

CO-FOUNDER & MANAGING DIRECTOR

DIRECTOR

FOUNDER & CEO

DIRECTOR

CEO

FOUNDER & CEO

FOUNDER & CEO

CEO

DIRECTOR

MANAGING DIRECTOR

MANAGING DIRECTOR

CEO

CEO & DIRECTOR

MANAGING DIRECTOR & CEO

CHAIRMAN

MANAGING DIRECTOR

DIRECTOR

CO-FOUNDER

DIRECTOR

MANAGING DIRECTOR

DIRECTOR

DIRECTOR

DIRECTOR

CHAIRMAN

CEO

CHAIRMAN & CEO

FOUNDER & CEO

FOUNDER & CEO

MANAGING DIRECTOR & CEO

DIRECTOR

FOUNDER & CEO

CHAIRMAN

FOUNDER DIRECTOR

MANAGING DIRECTOR

CEO

MANAGING DIRECTOR & COUNTRY GM

DIRECTOR

FOUNDER & CEO 

DIRECTOR

FOUNDER DIRECTOR & CEO

MANAGING DIRECTOR

FOUNDER & CEO

MANAGING DIRECTOR

DIRECTOR

MANAGING DIRECTOR & CEO

FOUNDER - OWNER

EMARSON INFOTECH PVT. LTD.

EMBEE SOFTWARE PVT. LTD.

EMSPHERE TECHNOLOGIES PVT. LTD.

ENJAY IT SOLUTIONS LTD.

ENRICH DATA SERVICES PVT. LTD.

ENSONIC COMPUTECH PVT. LTD.

ENVISION ENTERPRISE SOLUTIONS PVT. LTD.

ESCONET TECHNOLOGIES PVT. LTD.

ESOFT SOLUTIONS INC.

ESSEN VISION SOFTWARE PVT. LTD.

ESSI INTEGRATED TECHNOLOGIES PVT. LTD.

FENEXA TECHNOLOGIES PVT. LTD.

FOCUS COMPUTERS PVT. LTD.

FRONTIER BUSINESS SYSTEMS PVT. LTD.

FUTURENET TECHNOLOGIES (INDIA) PVT LTD.

FUTURESOFT SOLUTIONS PVT. LTD.

GALAXY OFFICE AUTOMATION PVT. LTD.

GEOJIT TECHNOLOGIES PVT. LTD.

GO IP GLOBAL SERVICES PVT. LTD.

GOWRA BITS & BYTES PVT. LTD.

GROOVY COMMUNICATIONS INDIA PVT. LTD.

GTS TECHNOSOFT PVT. LTD.

GURUSONS COMMUNICATIONS PVT. LTD.

HITACHI SYSTEMS MICRO CLINIC PVT. LTD.

IFOUR TECHNOLAB PVT. LTD.

INFOBAHN TECHNICAL SOLUTIONS (I) PVT. LTD.

INNOVATIVE TELECOM & SOFTWARES PVT. LTD.

INSIGHT BUSINESS MACHINES PVT. LTD.

INSPIRA ENTERPRISE INDIA PVT. LTD.

INSPIRISYS SOLUTIONS LTD.

INSPIRRIA CLOUDTECH PVT. LTD.

INSYNC TECH-FIN SOLUTIONS LTD.

INTELLICON PVT. LTD.

INTENSITY GLOBAL TECHNOLOGIES PVT. LTD.

IOP TECHNOLOGIES LLP

IRIS GLOBAL SERVICES PVT. LTD.

ITCG SOLUTIONS PVT. LTD. 

ITS TECHNOLOGY SOLUTION PVT. LTD.

JNR MANAGEMENT RESOURCES PVT. LTD.

JOHNSON CONTROLS (I) PVT. LTD

KAMTRON SYSTEMS PVT. LTD.

KNOWLEDGE LENS

KPLUS INFOTECH PVT. LTD.

KRIOS INFO SOLUTIONS PVT. LTD.

LAUREN INFORMATION TECHNOLOGIES PVT. LTD.

LAYA TECH PVT. LTD.

LDS INFOTECH PVT. LTD.

LEADING EDGE COMMUNICATION PVT. LTD.

LOCUZ ENTERPRISE SOLUTIONS LTD.

MACAWS INFOTECH 

SUMEET PRAKASH

SUDHIR KOTHARI

YOGESH INGALE 

LIMESH PAREKH

NARINDER SINGH MANRAL

MINAL BHAGAT

RAMA RAJU

SUNIL AGRAWAL

RAJNIKANT DAS

NITYANAND SHETTY

ABHAY JHA

AMALENDU MUKHERJEE

P RAVI

RAVI VERDES

L ASHOK

VIPUL DATTA

SANJAY PATODIA

A BALAKRISHNAN

ANIL MITTAL

SUBBARAM GOWRA

ASHOK GROVER

DHIRAJ SHINDE

SOAMI BHATIA

ANUJ GUPTA

VINOD SATAPARA

ANAND KARAPURKAR

MOIN SHAIKH

NEEL SHAH

MANOJ KANODIA

MALCOLM F. MEHTA

BISWAS NAIR

ATUL GUPTA

SAMEER PAREKH

ADITYA NARAIN KAKKAR

MAHESHA CUKKEMANE

SANJIV KRISHEN

NILESH KUVADIA

KAMAL GULATI

PRASHANT JAIN

SHRIKANT BAPAT

KAVITA SINGHAL

SUDHEESH NARAYANAN 

YOGESH V JAIN

PRANAV JOSHI 

RATNAKAR KANCHAN

M. K. BALAJI

AMARNATH SHETTY

SANJAY SACCHDEV

VIJAY WADHI

MANASI SAHA
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DESIGNATIONNAME COMPANY

PRIME MOVER

MANAGING DIRECTOR

CMD

MANAGING DIRECTOR

CEO

MANAGING DIRECTOR

BUSINESS HEAD - INDIA & SAARC COUNTRY

DIRECTOR

CO-FOUNDER & DIRECTOR

CHAIRMAN & MANAGING DIRECTOR

DIRECTOR

MANAGING DIRECTOR

MANAGING DIRECTOR

MANAGING DIRECTOR

DIRECTOR,CEO & CO-FOUNDER

DIRECTOR

CO-FOUNDER, DIRECTOR & CEO

MANAGING DIRECTOR

MANAGING DIRECTOR

CO-OWNER

CHAIRMAN & MANAGING DIRECTOR

MANAGING DIRECTOR

DIRECTOR

CHAIRMAN

CHAIRMAN & MANAGING DIRECTOR

CO-FOUNDER & CEO

FOUNDER & MANAGING DIRECTOR

CEO & MANAGING DIRECTOR

FOUNDER & VP - PRODUCTS & TECHNOLOGY

DIRECTOR

DIRECTOR

DIRECTOR

DIRECTOR & CEO

CEO & TECHNOLOGY SPECIALIST

FOUNDER & CEO

MANAGING DIRECTOR & CEO

CEO & CLOUD CONSULTANT

CO-FOUNDER & CEO

MANAGING DIRECTOR

FOUNDER & DIRECTOR

CHAIRMAN

DIRECTOR

MANAGING DIRECTOR

DIRECTOR

CHAIRMAN & MANAGING DIRECTOR

DIRECTOR

MANAGING DIRECTOR

DIRECTOR

DIRECTOR

FOUNDER & CEO

VENKAT MURTHY

SUJEET NARULA 

SUNIL ARORA

BIREN SELARKA

VISHAL BINDRA

BIREN SHAH

N JAYANTHA PRABHU

V K MALHOTRA

KOMAL PATEL

NITIN SHAH

AJAY C BHAYANI

M K GAUR

GURPREET SINGH

SAURIN SHAH

SAMEER SHELKE

DR. MUKUL GUPTA

DURGAPRASAD S

S. KARTHIKEYAN

BIRENDRA YADAV

BHASKAR KALITA

SANJAY BANSAL

IRVINDER SINGH

ALOK GUPTA

CHAKRESH JAIN

NIKESH SAKARIA

NAGESH KODAVALI 

SURESH H.R

K.V. JAGANNATH

KANNADHASAN KASI

P.K. SHARMA

MANISH B. SANGHRAJKA

SANDEEP VAHI

DEVESH AGGARWAL

SAJU THEKKOTTU

ANKUSH SABHARWAL

VINOD KUMAR

BHANU GUPTA

KRISHNAKANT MATHURIA

D K BAJAJ

DNYANESH KULKARNI

PRANAV PANDYA

MANOJ RATHI

MUNEER AHAMED

ASIS CHAUDHURI

SHIRISH ANJARIA

HIREN SHAH

DHIRENDRA KHANDELWAL

GUNASEGHARAN KRISHNAN

ROMIL SHETH

KUNTAL CHAKRABORTY

22BY7 SOLUTIONS PVT. LTD.

ABC SYSTEMS PVT. LTD.

ABS INDIA PVT. LTD.

ACMA COMPUTERS LTD.

ACPL SYSTEMS PVT. LTD.

ADIT MICROSYS PVT. LTD.

AGC NETWORKS LTD.

AGMATEL INDIA PVT. LTD.

AJAX NETWORK SOLUTIONS PVT. LTD.

ALLIED DIGITAL SERVICES PVT. LTD.

AMBISURE TECHNOLOGIES PVT. LTD.

APPOLO COMPUTERS PVT. LTD. 

ARROW PC NETWORK PVT. LTD.

ASHTECH INFOTECH (INDIA) PVT. LTD.

AUJAS CYBERSECURITY LTD.

B M INFOTRADE PVT. LTD.

BAHWAN CYBERTEK 

BLOOM ELECTRONICS PVT. LTD.

BLUECOM INFOTECH PVT. LTD.

BMG INFORMATICS PVT. LTD.

BUSINESS OCTANE SOLUTIONS PVT. LTD.

C.I. INFOTECH PVT. LTD.

CACHE INFOTECH PVT. LTD.

CAPRICOT TECHNOLOGIES PVT. LTD.

CDP (INDIA) PVT. LTD.

CELERIX TECHNOLOGIES

CENTRAL DATA SYSTEMS PVT. LTD.

CHOICE SOLUTIONS LTD.

COGNIWIDE TECHNOLOGIES PVT. LTD.

COMNET VISION (INDIA) PVT. LTD.

COMPROMPT SOLUTIONS LLP

COMPTON COMPUTERS PVT. LTD.

COMPUSOFT ADVISORS INDIA PVT. LTD.

COPASS TECHNOLOGY & SERVICES PVT. LTD.

COROVER PVT. LTD.

CORPORATE INFOTECH PVT. LTD.

CSHARPTEK

CYBERNX TECHNOLOGIES PVT. LTD.

D M SYSTEMS PVT. LTD.

DELTAKRAFT SOLUTIONS PVT. LTD.

DEV INFORMATION TECHNOLOGY LTD.

DIAMOND INFOTECH PVT. LTD.

DIGITALTRACK SOLUTIONS PVT. LTD.

DIS TECHNO & INFORMATION SYSTEMS PVT. LTD.

DYNACONS SYSTEMS & SOLUTIONS LTD.

DYNAMIC GROUP

E SQUARE SYSTEM & TECHNOLOGIES PVT. LTD.

ECAPS COMPUTERS INDIA PVT. LTD.

EDEN INFOSOL PVT. LTD.

EEGRAB TECHNOLOGIES
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22BY7 SOLUTIONS PVT. LTD.

ABC SYSTEMS PVT. LTD.

ABS INDIA PVT. LTD.

ACMA COMPUTERS LTD.

ACPL SYSTEMS PVT. LTD.

ADIT MICROSYS PVT. LTD.

AGC NETWORKS LTD.

AGMATEL INDIA PVT. LTD.

AJAX NETWORK SOLUTIONS PVT. LTD.

ALLIED DIGITAL SERVICES PVT. LTD.

AMBISURE TECHNOLOGIES PVT. LTD.

APPOLO COMPUTERS PVT. LTD. 

ARROW PC NETWORK PVT. LTD.

ASHTECH INFOTECH (INDIA) PVT. LTD.

AUJAS CYBERSECURITY LTD.

B M INFOTRADE PVT. LTD.

BAHWAN CYBERTEK 

BLOOM ELECTRONICS PVT. LTD.

BLUECOM INFOTECH PVT. LTD.

BMG INFORMATICS PVT. LTD.

BUSINESS OCTANE SOLUTIONS PVT. LTD.

C.I. INFOTECH PVT. LTD.

CACHE INFOTECH PVT. LTD.

CAPRICOT TECHNOLOGIES PVT. LTD.

CDP (INDIA) PVT. LTD.

CELERIX TECHNOLOGIES

CENTRAL DATA SYSTEMS PVT. LTD.

CHOICE SOLUTIONS LTD.

COGNIWIDE TECHNOLOGIES PVT. LTD.

COMNET VISION (INDIA) PVT. LTD.

COMPROMPT SOLUTIONS LLP

COMPTON COMPUTERS PVT. LTD.

COMPUSOFT ADVISORS INDIA PVT. LTD.

COPASS TECHNOLOGY & SERVICES PVT. LTD.

COROVER PVT. LTD.

CORPORATE INFOTECH PVT. LTD.

CSHARPTEK

CYBERNX TECHNOLOGIES PVT. LTD.

D M SYSTEMS PVT. LTD.

DELTAKRAFT SOLUTIONS PVT. LTD.

DEV INFORMATION TECHNOLOGY LTD.

DIAMOND INFOTECH PVT. LTD.

DIGITALTRACK SOLUTIONS PVT. LTD.

DIS TECHNO & INFORMATION SYSTEMS PVT. LTD.

DYNACONS SYSTEMS & SOLUTIONS LTD.

DYNAMIC GROUP

E SQUARE SYSTEM & TECHNOLOGIES PVT. LTD.

ECAPS COMPUTERS INDIA PVT. LTD.

EDEN INFOSOL PVT. LTD.

EEGRAB TECHNOLOGIES

DESIGNATION COMPANYNAME

DIRECTOR

MANAGING DIRECTOR & CEO

CEO & FOUNDER DIRECTOR 

CEO

CO-FOUNDER & MANAGING DIRECTOR

DIRECTOR

FOUNDER & CEO

DIRECTOR

CEO

FOUNDER & CEO

FOUNDER & CEO

CEO

DIRECTOR

MANAGING DIRECTOR

MANAGING DIRECTOR

CEO

CEO & DIRECTOR

MANAGING DIRECTOR & CEO

CHAIRMAN

MANAGING DIRECTOR

DIRECTOR

CO-FOUNDER

DIRECTOR

MANAGING DIRECTOR

DIRECTOR

DIRECTOR

DIRECTOR

CHAIRMAN

CEO

CHAIRMAN & CEO

FOUNDER & CEO

FOUNDER & CEO

MANAGING DIRECTOR & CEO

DIRECTOR

FOUNDER & CEO

CHAIRMAN

FOUNDER DIRECTOR

MANAGING DIRECTOR

CEO

MANAGING DIRECTOR & COUNTRY GM

DIRECTOR

FOUNDER & CEO 

DIRECTOR

FOUNDER DIRECTOR & CEO

MANAGING DIRECTOR

FOUNDER & CEO

MANAGING DIRECTOR

DIRECTOR

MANAGING DIRECTOR & CEO

FOUNDER - OWNER

EMARSON INFOTECH PVT. LTD.

EMBEE SOFTWARE PVT. LTD.

EMSPHERE TECHNOLOGIES PVT. LTD.

ENJAY IT SOLUTIONS LTD.

ENRICH DATA SERVICES PVT. LTD.

ENSONIC COMPUTECH PVT. LTD.

ENVISION ENTERPRISE SOLUTIONS PVT. LTD.

ESCONET TECHNOLOGIES PVT. LTD.

ESOFT SOLUTIONS INC.

ESSEN VISION SOFTWARE PVT. LTD.

ESSI INTEGRATED TECHNOLOGIES PVT. LTD.

FENEXA TECHNOLOGIES PVT. LTD.

FOCUS COMPUTERS PVT. LTD.

FRONTIER BUSINESS SYSTEMS PVT. LTD.

FUTURENET TECHNOLOGIES (INDIA) PVT LTD.

FUTURESOFT SOLUTIONS PVT. LTD.

GALAXY OFFICE AUTOMATION PVT. LTD.

GEOJIT TECHNOLOGIES PVT. LTD.

GO IP GLOBAL SERVICES PVT. LTD.

GOWRA BITS & BYTES PVT. LTD.

GROOVY COMMUNICATIONS INDIA PVT. LTD.

GTS TECHNOSOFT PVT. LTD.

GURUSONS COMMUNICATIONS PVT. LTD.

HITACHI SYSTEMS MICRO CLINIC PVT. LTD.

IFOUR TECHNOLAB PVT. LTD.

INFOBAHN TECHNICAL SOLUTIONS (I) PVT. LTD.

INNOVATIVE TELECOM & SOFTWARES PVT. LTD.

INSIGHT BUSINESS MACHINES PVT. LTD.

INSPIRA ENTERPRISE INDIA PVT. LTD.

INSPIRISYS SOLUTIONS LTD.

INSPIRRIA CLOUDTECH PVT. LTD.

INSYNC TECH-FIN SOLUTIONS LTD.

INTELLICON PVT. LTD.

INTENSITY GLOBAL TECHNOLOGIES PVT. LTD.

IOP TECHNOLOGIES LLP

IRIS GLOBAL SERVICES PVT. LTD.

ITCG SOLUTIONS PVT. LTD. 

ITS TECHNOLOGY SOLUTION PVT. LTD.

JNR MANAGEMENT RESOURCES PVT. LTD.

JOHNSON CONTROLS (I) PVT. LTD

KAMTRON SYSTEMS PVT. LTD.

KNOWLEDGE LENS

KPLUS INFOTECH PVT. LTD.

KRIOS INFO SOLUTIONS PVT. LTD.

LAUREN INFORMATION TECHNOLOGIES PVT. LTD.

LAYA TECH PVT. LTD.

LDS INFOTECH PVT. LTD.

LEADING EDGE COMMUNICATION PVT. LTD.

LOCUZ ENTERPRISE SOLUTIONS LTD.

MACAWS INFOTECH 

SUMEET PRAKASH

SUDHIR KOTHARI

YOGESH INGALE 

LIMESH PAREKH

NARINDER SINGH MANRAL

MINAL BHAGAT

RAMA RAJU

SUNIL AGRAWAL

RAJNIKANT DAS

NITYANAND SHETTY

ABHAY JHA

AMALENDU MUKHERJEE

P RAVI

RAVI VERDES

L ASHOK

VIPUL DATTA

SANJAY PATODIA

A BALAKRISHNAN

ANIL MITTAL

SUBBARAM GOWRA

ASHOK GROVER

DHIRAJ SHINDE

SOAMI BHATIA

ANUJ GUPTA

VINOD SATAPARA

ANAND KARAPURKAR

MOIN SHAIKH

NEEL SHAH

MANOJ KANODIA

MALCOLM F. MEHTA

BISWAS NAIR

ATUL GUPTA

SAMEER PAREKH

ADITYA NARAIN KAKKAR

MAHESHA CUKKEMANE

SANJIV KRISHEN

NILESH KUVADIA

KAMAL GULATI

PRASHANT JAIN

SHRIKANT BAPAT

KAVITA SINGHAL

SUDHEESH NARAYANAN 

YOGESH V JAIN

PRANAV JOSHI 

RATNAKAR KANCHAN

M. K. BALAJI

AMARNATH SHETTY

SANJAY SACCHDEV

VIJAY WADHI

MANASI SAHA
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DESIGNATIONNAME COMPANY

JITEN MEHTA

ATUL BAHL

ANANT P. RAI

NEHA BATRA

RAJAN ARORA

THOMAS JACOB

RAJIV GITE

ANIRUDDHA MENAVLIKAR

PRASAD BALAKRISHNA PILLAI

MAHALINGAM RAMASAMY

VASUDEVAN SUBRAMANIAN

SHARAD SANGHI

SURAJ ARUKIL 

RAMA MURTHY JALIGAMA

SUSHIL JAIN

AJAY SAWANT

DEVENDRA TANEJA

PARESH SHAH

SRIDHAR KAKKERLA

AJAYA KUMAR

TUSHAR SHAH

TILAK RAJ RATRA

SAIRAMAN MUDALIAR

KRISHAN GIRDHAR

RAJESH KUMAR DORA

DHIRAJ VIJAYVARGIA

RUPESH CHAUDHURI 

RAJIV KUMAR

ANIL JAIN

J B HOODA

PRATEEK GARG

VISWANATH VUNDI

DUSHYANT SINGH

ROHIT KUMAR

S PRASHANTH

GIRISH MADHAVAN

MANISH TANDON

V. ANAND

RADHESH SHENOY

JITESH CHAUHAN

PRAVEEN KRISHNAN

JIGAR SANGHVI

CHARLES PACKIARAJ 

N. K. MEHTA

PUNIT THAKKAR

SANJAY BORKAR 

ANIRUDH SHROTRIYA

KETAN KOTHARI

C P MANOJ

TUSHAR PAREKH

MAGNAMIOUS SYSTEMS PVT. LTD.

MAGNUS MEMOR CONCEPTS (OPC) PVT. LTD.

MAXUS TECHNOLOGIES PVT. LTD.

MAYANKS IT SOLUTIONS PVT. LTD.

MEGAHERTZ INFOTECH PVT. LTD.

MICROGENESIS CADSOFT PVT. LTD.

MINITEK SYSTEMS (INDIA) PVT. LTD.

MONARCH TECHNOLOGIES PVT. LTD.

NAIVE PLUS SOFTWARE SOLUTIONS PVT. LTD.

NETCON TECHNOLOGIES INDIA

NEWWAVE COMPUTING PVT. LTD.

NTT. LTD.

NUVENTO SYSTEMS PVT. LTD.

OJAS INNOVATIVE TECHNOLOGIES PVT. LTD.

ORBIT TECHSOL INDIA PVT. LTD.

ORIENT TECHNOLOGIES PVT. LTD.

P C SOLUTIONS PVT. LTD.

P. H. TEKNOW PVT. LTD.

PARAMOUNT OFFICE SYSTEMS PVT. LTD.

PARK NETWORK PVT. LTD.

PATH ENTERPRISE

PENTACLE IT SOLUTIONS PVT. LTD.

PENTAGON SYSTEM AND SERVICES PVT. LTD.

PRESTO INFOSOLUTIONS PVT. LTD.

PRINTLINK COMPUTER & COMMUNICATION PVT. LTD.

PRIYAM INFOSYSTEMS PVT. LTD.

PRM FINCON SERVICES PVT. LTD.

PROACTIVE DATA SYSTEMS PVT. LTD.

PROGILITY TECHNOLOGIES PVT. LTD.

PROGRESSION INFONET PVT. LTD.

PROGRESSIVE INFOTECH PVT. LTD.

PRONTEFF IT SOLUTIONS

PSR IT SERVICES PVT. LTD.

PVR SYSTEMS PVT. LTD.

QUADRASYSTEMS.NET (INDIA) PVT. LTD.

QUADSEL SYSTEMS PVT. LTD.

QUESTA SOFTWARE SYSTEMS PVT. LTD.

RAKSHA TECHNOLOGIES PVT. LTD.

RETAILWINS

RUBIK INFOTECH PVT. LTD.

SAFE SOFTWARE AND INTEGRATED SOLUTIONS PVT. LTD.

SANGHVI INFOTECH PVT. LTD.

SATHYA TECHNOSOFT INDIA PVT. LTD.

SECURE NETWORK SOLUTIONS INDIA PVT. LTD.

SHIVAAMI CLOUD SERVICES PVT. LTD.

SHIVRAI TECHNOLOGIES PVT.LTD.

SHRO SYSTEMS PVT. LTD.

SIGMA-BYTE COMPUTERS PVT. LTD.

SILICON IT SOLUTIONS PVT. LTD.

SILICON NETSECURE PVT. LTD.

DIRECTOR

CEO

CEO

CHAIRMAN & MANAGING DIRECTOR

DIRECTOR

DIRECTOR

CEO

MANAGING DIRECTOR

DIRECTOR

MANAGING DIRECTOR

MANAGING DIRECTOR

CEO 

CEO & CO-FOUNDER

MANAGING DIRECTOR

CEO

MANAGING DIRECTOR

FOUNDER & CEO

DIRECTOR

DIRECTOR

DIRECTOR

MANAGING DIRECTOR

DIRECTOR

CO-FOUNDER &DIRECTOR

FOUNDER & MANAGING DIRECTOR

MANAGING DIRECTOR

CEO & FOUNDER DIRECTOR 

CO-FOUNDER

MANAGING DIRECTOR & CEO

CHAIRMAN & MANAGING DIRECTOR

DIRECTOR

CEO & MANAGING DIRECTOR

FOUNDER

DIRECTOR

DIRECTOR

CO-FOUNDER & DIRECTOR

MANAGING DIRECTOR

MANAGING DIRECTOR

CEO & DIRECTOR

DIRECTOR

MANAGING DIRECTOR

MANAGING DIRECTOR

CEO

CEO

MANAGING DIRECTOR & CEO

CEO & MANAGING DIRECTOR

CEO & CO-FOUNDER

MANAGING DIRECTOR

MANAGING DIRECTOR

FOUNDER & MANAGING DIRECTOR

FOUNDER & MANAGING DIRECTOR
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DESIGNATION COMPANYNAME

VIPUL THAKKAR

ARJUN MITTAL

PUSHPENDRA JUNEJA

VINOD NAIR

VARUN PALIWAL 

P. SRIKAR REDDY

SEWAK NAUTIYAL

RAJESH KALRA

DR S. M LODHA

SANJAY KULKARNI

PRADEEP DAGA

KANTI GOSAR

VINAY KUMAR DUGAR

DINESH DHANAPATHI

VINAY K BANSAL

RAJEEV MAMIDANNA

VIPEN MALHOTRA

NEVILLE CHICO

ABHISHEK JAIN

AMIT SHAH

ASHOK TACKER

COL. BALWINDER SINGH

RANJAN CHOPRA

SURESH RAMANI

SATISH CHOUDHARY

MAHESH KUMAR JAIN  

MAHENDER KUMAR LALWANI

THIYAGAGRAJAN B

NITIN AGGARWAL

GYAN BHUSHAN GUPTA

SHAILESH BHARGAVA

SANJAY AGARWAL

HIREN MEHTA

VIPUL JAIN

INDERVEER SINGH JOHAL

R S SHANBHAG

SANJEEV KUMAR DESHPANDE

DEEPAK JADHAV

ATUL BANSAL

SUDHIR SHARMA

ANIRUDDH NAGODRA 

VIBHORE SHRIVASTAVA

MADHUR MADHAV

SHARATH NAYAK

VINAYAK NARKAR

CHIRANJIB BHATTACHARYA

CHERIAN THOMAS

SAMIR JHAVERI

CHETAN SHAH

RAJEEV MEHTA

MAGNAMIOUS SYSTEMS PVT. LTD.

MAGNUS MEMOR CONCEPTS (OPC) PVT. LTD.

MAXUS TECHNOLOGIES PVT. LTD.

MAYANKS IT SOLUTIONS PVT. LTD.

MEGAHERTZ INFOTECH PVT. LTD.

MICROGENESIS CADSOFT PVT. LTD.

MINITEK SYSTEMS (INDIA) PVT. LTD.

MONARCH TECHNOLOGIES PVT. LTD.

NAIVE PLUS SOFTWARE SOLUTIONS PVT. LTD.

NETCON TECHNOLOGIES INDIA

NEWWAVE COMPUTING PVT. LTD.

NTT. LTD.

NUVENTO SYSTEMS PVT. LTD.

OJAS INNOVATIVE TECHNOLOGIES PVT. LTD.

ORBIT TECHSOL INDIA PVT. LTD.

ORIENT TECHNOLOGIES PVT. LTD.

P C SOLUTIONS PVT. LTD.

P. H. TEKNOW PVT. LTD.

PARAMOUNT OFFICE SYSTEMS PVT. LTD.

PARK NETWORK PVT. LTD.

PATH ENTERPRISE

PENTACLE IT SOLUTIONS PVT. LTD.

PENTAGON SYSTEM AND SERVICES PVT. LTD.

PRESTO INFOSOLUTIONS PVT. LTD.

PRINTLINK COMPUTER & COMMUNICATION PVT. LTD.

PRIYAM INFOSYSTEMS PVT. LTD.

PRM FINCON SERVICES PVT. LTD.

PROACTIVE DATA SYSTEMS PVT. LTD.

PROGILITY TECHNOLOGIES PVT. LTD.

PROGRESSION INFONET PVT. LTD.

PROGRESSIVE INFOTECH PVT. LTD.

PRONTEFF IT SOLUTIONS

PSR IT SERVICES PVT. LTD.

PVR SYSTEMS PVT. LTD.

QUADRASYSTEMS.NET (INDIA) PVT. LTD.

QUADSEL SYSTEMS PVT. LTD.

QUESTA SOFTWARE SYSTEMS PVT. LTD.

RAKSHA TECHNOLOGIES PVT. LTD.

RETAILWINS

RUBIK INFOTECH PVT. LTD.

SAFE SOFTWARE AND INTEGRATED SOLUTIONS PVT. LTD.

SANGHVI INFOTECH PVT. LTD.

SATHYA TECHNOSOFT INDIA PVT. LTD.

SECURE NETWORK SOLUTIONS INDIA PVT. LTD.

SHIVAAMI CLOUD SERVICES PVT. LTD.

SHIVRAI TECHNOLOGIES PVT.LTD.

SHRO SYSTEMS PVT. LTD.

SIGMA-BYTE COMPUTERS PVT. LTD.

SILICON IT SOLUTIONS PVT. LTD.

SILICON NETSECURE PVT. LTD.

SILVER TOUCH TECHNOLOGIES LTD.

SISL INFOTECH PVT. LTD.

SOFTEL SOLUTIONS PVT. LTD.

SOFTLINE SERVICES INDIA PVT. LTD.

SOFTWAREONE INDIA PVT. LTD.

SONATA SOFTWARE LTD.

SPARK TECHNOLOGIES PVT. LTD.

STERLING INFOWAYS PVT. LTD.

SUJATA COMPUTERS PVT. LTD.

SUNFIRE TECHNOLOGIES PVT. LTD.

SUNTRONIX

SUPER INFOMATICS PVT. LTD.

SUPREME TECHNOLOGIES PVT. LTD.

SYMMETRIX COMPUTER SYSTEMS PVT. LTD.

SYNAPSE

SYNOPTIQ INFOSOLUTIONS

SYNTEL TELECOM

SYSCON GLOBAL

SYSTECH IT SOLUTIONS PVT. LTD.

TAS TECHNOLOGIES

TACKER TECHNOLOGIES PVT. LTD.

TARGUS TECHNOLOGIES PVT. LTD.

TEAM COMPUTERS PVT. LTD.

TECHGYAN

TECHNICHE CONSULTING SERVICES PVT. LTD.

TECHSPAN ENGINEERING PVT. LTD.

TELEXCELL INFORMATION SYSTEMS LTD.

TREKTICS

TRIFIN INFORMATION TECHNOLOGY PVT. LTD.

TRISTAR SOFTWARE & SOLUTIONS P. LTD.

TRUE VISION BUSINESS SOLUTIONS PVT. LTD.

UMBRELLA INFOCARE PVT. LTD.

UNIFIED DATA-TECH SOLUTIONS PVT. LTD.

UNIQUE INFOWAYS PVT. LTD.

VALLEY TELEGENCE PVT. LTD.

VALUEPOINT SYSTEMS PVT. LTD.

VCENTRIC TECHNOLOGIES PVT. LTD.

VDA INFOSOLUTIONS PVT. LTD.

VELOCIS SYSTEMS PVT. LTD.

VERSATILE INFOSECURITY PVT. LTD.

VERSION SYSTEMS PVT. LTD.

VIBS INFOSOL PVT. LTD.

VIDUR & CO PVT. LTD.

VIROKA TECHNOLOGY PVT. LTD.

WEBVARAD SOLUTIONS

WIZERTECH INFORMATICS PVT. LTD. 

WYSETEK SYSTEMS TECHNOLOGISTS PVT. LTD.

XCELLHOST CLOUD SERVICES PVT. LTD.

XPRESS COMPUTERS LTD.

ZEST SYSTEMS PVT. LTD.

CHAIRMAN & MANAGING DIRECTOR

DIRECTOR 

DIRECTOR 

MANAGING DIRECTOR

MANAGING DIRECTOR & CEO

MANAGING DIRECTOR & CEO

FOUNDER & MANAGING DIRECTOR

DIRECTOR

DIRECTOR

MANAGING DIRECTOR & CEO

DIRECTOR

MANAGING DIRECTOR & CEO

DIRECTOR

CEO

DIRECTOR

FOUNDER & MANAGING DIRECTOR

PRESIDENT & CEO

CEO

DIRECTOR

DIRECTOR

PRINCIPAL CEO

DIRECTOR

MANAGING DIRECTOR

CEO

DIRECTOR

DIRECTOR

MANAGING DIRECTOR

FOUNDER/TREASURER

MANAGING DIRECTOR

MANAGING DIRECTOR

CO FOUNDER & DIRECTOR IT

CO-FOUNDER & MANAGING PARTNER

DIRECTOR

MANAGING DIRECTOR

DIRECTOR

FOUNDER, CHAIRMAN & CEO

DIRECTOR

DIRECTOR

MANAGING DIRECTOR

DIRECTOR

CO-FOUNDER & CEO

MANAGING DIRECTOR

DIRECTOR 

DIRECTOR

CO-FOUNDER

CEO & DIRECTOR

CO-FOUNDER

MANAGING DIRECTOR

CEO

DIRECTOR
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DESIGNATIONNAME COMPANY

JITEN MEHTA

ATUL BAHL

ANANT P. RAI

NEHA BATRA

RAJAN ARORA

THOMAS JACOB

RAJIV GITE

ANIRUDDHA MENAVLIKAR

PRASAD BALAKRISHNA PILLAI

MAHALINGAM RAMASAMY

VASUDEVAN SUBRAMANIAN

SHARAD SANGHI

SURAJ ARUKIL 

RAMA MURTHY JALIGAMA

SUSHIL JAIN

AJAY SAWANT

DEVENDRA TANEJA

PARESH SHAH

SRIDHAR KAKKERLA

AJAYA KUMAR

TUSHAR SHAH

TILAK RAJ RATRA

SAIRAMAN MUDALIAR

KRISHAN GIRDHAR

RAJESH KUMAR DORA

DHIRAJ VIJAYVARGIA

RUPESH CHAUDHURI 

RAJIV KUMAR

ANIL JAIN

J B HOODA

PRATEEK GARG

VISWANATH VUNDI

DUSHYANT SINGH

ROHIT KUMAR

S PRASHANTH

GIRISH MADHAVAN

MANISH TANDON

V. ANAND

RADHESH SHENOY

JITESH CHAUHAN

PRAVEEN KRISHNAN

JIGAR SANGHVI

CHARLES PACKIARAJ 

N. K. MEHTA

PUNIT THAKKAR

SANJAY BORKAR 

ANIRUDH SHROTRIYA

KETAN KOTHARI

C P MANOJ

TUSHAR PAREKH

MAGNAMIOUS SYSTEMS PVT. LTD.

MAGNUS MEMOR CONCEPTS (OPC) PVT. LTD.

MAXUS TECHNOLOGIES PVT. LTD.

MAYANKS IT SOLUTIONS PVT. LTD.

MEGAHERTZ INFOTECH PVT. LTD.

MICROGENESIS CADSOFT PVT. LTD.

MINITEK SYSTEMS (INDIA) PVT. LTD.

MONARCH TECHNOLOGIES PVT. LTD.
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KENT LEVERAGING CAMATTENDANCE 
AND HOMECAM WI-FI PT TO STRENGTHEN 

ITS POSITION IN THE MARKET

AS A NEW PLAYER IN 
SECURITY DEVICES 

As KENT is a new name in the security 
world, Dr. Mahesh confronts, “Well, it was 
today’s fast-paced life and consumer needs 
that we stepped into this AI segment. We felt 
the time was right and that we as a company 
felt confident that we can ensure safety at 
all levels. The company had first launched 
KENTCamEye, a next-gen car camera for 
ensuring the security of your loved ones and 
your car last year. And recently in wake of the 
COVID-19 outbreak, we launched a Next-
Gen Touchless Attendance Management 
System based on face recognition and recently 
we have added KENT HomeCam Wi-Fi PT 
to the AI segment product portfolio.” 

The company has got great response for 
these products and looking at the demand 
and response hopefully it will very soon be 
adding more products to the AI segment.

NEW MARKETING INITIATIVES 

According to Dr. Mahesh the company 
is planning to double its exports. It exports 
products to Bangladesh, Sri Lanka, Kuwait, 
Nepal and has also entered the GCC Market. 
There is immense demand for its product 
both within the country and outside. And 
with an effective supply chain it is able to 
meet this demand. Also, as the e-commerce 
market is evolving in wake of the pandemic, 
the company has given its digital front a push 
as well.

Dr. Mahesh continues, “As digital 
space has picked up immensely. Online 
sales as a channel are fast growing and will 
continue to witness more growth; as most 
brands have innovated and transformed the 
changing demands of the consumers. Also, 
those who have transformed and innovated 

are the ones who have survived and also on 
expansion mode those who have not been 
able to transform have been left out. Also, 
we are in a kind of segment that continues 
to thrive as health is still a priority; be it our 
water purifiers, air purifiers or smart kitchen 
appliances all have their own benefits and are 
something that the consumers need all the 
more. Similarly AI and security needs are 
also the need of the hour.”

He also adds, “Moreover, to boost sales 
we keep adding new products with added 
features and innovative technology that is 
how we continue to grow. We are a consumer 
centric brand which focuses on adding value 
to its offering.”

COMPLEMENTING THE 
INDUSTRY AT LARGE

As the unprecedented time continues 
businesses are facing newer challenges every 
day.  Dr. Mahesh illustrates, “You must be 
aware biometric attendance systems have 
been banned post COVID-19 pandemic, as 
they are considered as critical transmitters of 
virus/bacteria. Common surface (fingerprint 
reader) is touched by all employees; leading 
to ban on its usage by corporates, including 
Government. This has led most organisations 
to switch back to manual attendance, which is 
error prone and difficult to manage specially 
for medium and large sized organizations. 
Hence Kent CamAttendance is filling this 
lag and is doing pretty well with government 
offices, medium and large sized organizations 
which are the target audience.”

The company has been approaching the 
HR and making them aware of the Next-
Gen Touchless Attendance based on Facial 
Recognition. And it has been getting great 
response as this product is the need of the 
hour.

LEVERAGING THE LATEST 
SECURITY DEVICE

KENT has recently added a new 
product to its AI segment which is KENT 
HomeCam Wi-Fi PT. The product is 
designed to take the safety of home a notch 
higher. 

Researched, designed and developed in 
India, this KENT HomeCam Wi-Fi PT is 
being manufactured also in the country. 
This new launch is an extension of the 
artificial intelligence product portfolio 
which the company introduced with Kent 
CamEye & Kent CamAttendance.

KENT HomeCam Wi-Fi PT packs 
artificial intelligence (AI) powered detection 
engine- motion tracking, motion detection, 
human detection with 360º panoramic 
vision with pan & tilt. Other features 
include night vision with IR LEDs, 2-way 
audio, cloud recording, privacy mode, 
multiple mounting options, continuous 
HD video recording, offline mode, intruder 
alarm, intuitive apps and much more.

Dr. Mahesh says, “The smart solution 
is in sync with our philosophy of offering 
safety and security to people at all levels.”

TO CONCLUDE

In his concluding words Dr. Mahesh 
says, “We will be coming up with new 
products very soon which are innovative 
and addressing the current needs and 
challenges that people are faced with but 
it is too early to comment at this stage as 
our products go through a lot of R&D 
before they make way into the market. So 
very soon we will be coming with new and 
innovative technologies and we have a firm 
roadmap to launch a couple of new exciting 
products this year.”

Aiming to transform individual and commercial usage of camera 
technology with revolutionary products, KENT Cam Technologies 
is improving operational efficiency, delivering value for money, 
and safeguarding properties, people, and assets alike. KENT is 
built to exceed expectations by helping homeowners and car 
owners overcome their unique challenges of security. In a chat 
with VARINDIA, DR. MAHESH GUPTA, CHAIRMAN, KENT RO 
SYSTEMS discusses their security devices, marketing initiatives 
to meet newer boundaries, to face newer challenges etc.
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The landscape of banking and financial sector has undergone a 
phenomenal transformation since 2008 Global Financial Crisis (GFC), 
owing to financial technology firms, popularly known as ‘FinTechs’. 
Both as creative disruptors and facilitators, FinTechs have contributed 
to the modern banking and financial sector through various channels 
including cost optimisation, better customer service and financial 
inclusion. FinTechs have played an important role in unbundling 
banking into core functions of settling payments, performing maturity 
transformation, sharing risk and allocating capital.

In India, FinTechs and digital players could function as the fourth 
segment of the Indian financial system, alongside large banks, mid-
sized banks including niche banks, small finance banks, regional 
rural banks and cooperative banks. This segment has the potential to 
fundamentally transform the financial landscape where consumers will 
be able to choose from broader set of alternatives at competitive prices, 
and financial institutions could improve efficiency through lower costs. 

Market Size
India has emerged as the fastest growing FinTech market and the 

third largest FinTech ecosystem in the world. Today, we carry out 
complex financial actions like sending or receiving money, paying 
bills, buying goods and services, purchasing insurance, trading on 
stock markets, opening bank accounts and applying for personal loans 
online using smartphones, without ever physically interfacing with 
a bank employee. As per the Government’s own estimate, India has 
the opportunity of a digital payments market of $ 1 trillion by 2023. 
It recorded 3,435 crore digital payments in the year 2019-20. As per 
data available, Indian Fintech firms have raised around $3.5 billion and 
PayTm alone has raised more than $1 billion. And of all the funding, 
top 10 fintech firms have accounted around 67% of total funds.
Fintech Landscape and growth Drivers

Over the last decade, the Indian FinTech ecosystem has witnessed 
a plethora of innovations. A report by the Reserve Bank of India (RBI) 
says there are more than 4680 fintech firms in the country having 
various business models. These fintech firms are primarily based out 
of Delhi-NCR, Mumbai-Pune corridor and Southern Indian cities 
ranging from Bengaluru to Chennai to Hyderabad and Kochi.

FinTech Industry : 

GROWING STRONG

The growth of the fintech firms and the availability of their services 
in the Indian market can be attributed to the massive penetration of 
smartphones and internet across the length and breadth of the country. 
Besides, a higher population of young population is also pushing the 
adoption of new-age and tech driven financial services, Government 
policies like demonetization and natural incidences like Covid also 
forced the population to use digital way of banking thus helping the 
industry grew phenomenally in last few years.

Digital Payments
In the overall fintech space, Digital payments has been the poster 

boy since the beginning. In recent years, we have witnessed a plethora 
of exciting innovations like UPI, biometric payments, e-wallets 
initiations by banks, BharatQR code, and sound-wave-based payment 
technologies. One of the primary reasons can be attributed to the 
forward-thinking of central & state governments and Reserve Bank of 
India for successfully bringing a digital payment revolution in India.

The Indian payments landscape has been revolutionized by the 
regulators and the central bank’s proactive initiatives such as UPI. 
India has emerged as one of the most exciting markets for digital 
payments across the world. As per RBI data, last year, home-grown 
payment networks (RuPay and UPI) took the lion’s share of the total 
digital transactions, i.e., 65%, showcasing how their efforts have been 
in the right direction for achieving targets.

Recently, tech giant Google wrote to the US Federal Reserve, 
praising the UPI model that has taken the digital payment space in 
India by storm and recommended creating similar open-payment 
architecture in the US. Furthermore, With UPI going global, it sets 
up the stage for the FinTech players as they have already started 
receiving queries from international financial institutions, banks, 
and governments. This has further opened immense opportunities 
for FinTech players who can share their technology with foreign 
countries like China, the Philippines, Sri Lanka, Bangladesh, and other 
SEA countries.

The digital payments segment of Fintech has so far seen investments 
close to $3 billion and some major names in this space include PayTm, 
PhonePe, BharatPe, BillDesk and Khatabook.

DESPITE THE MASSIVE DISRUPTION BROUGHT BY COVID-19, FINTECH 
COMPANIES REMAIN BULLISH ON THE LONG-TERM GROWTH 
PROSPECT OF THE INDUSTRY.

INDIAN MARKET SCAPE
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Neobanking
The first wave of disruption in financial services was led by digital 

payment startups, followed by digital lending, wealth management, and 
InsurTech startups. However, in the last couple of years or if we call 
it “FinTech 2.0,” a new age fintech category – Neobanks - took birth 
and has so far taken the industry by storm. These are purely digital-
only financial service providers and offer services like fully digitized 
account opening, free debit cards, instant payments, personal finance 
advisory, cash flow analysis & projections, GST-compliant invoicing, 
and accounting integration. As per the MEDICI report, there are 
about 15 neobanks in India including SBI Yono, Niyo, Razorpay, Neo, 
Open, Kotak 811 etc. 

With FinTech segments like payments and digital lending 
getting overcrowded, investors’ interest has shifted towards India’s 
Neobanking. The total funding raised by Indian Neobanks so far totals 
$139.8 Mn. This does not include $93 million raised by Razorpay since 
2019, a part of which will fund their newly launched Neobanking 
initiative. In their efforts to become a part of the next wave of FinTech 
innovation, venture capital & private equity investors have started to 
invest heavily in Neobanking startups.

Digital Lending
Digital lending FinTechs are targeting the unmet demand from 

Indian MSMEs as well as consumers for credit. Many banks in India 
have so far focused on highly creditworthy segments primarily due 
to a lack of credit history of others. The traditional ways of banking 
approve only ~25 to 40% of the loan applications. However, with 
access to more data for credit scoring such as transaction, behavior, 
app-based data, location information, social data, and more, these 
new lending models aim to increase this threshold by an additional 
10–15%, which is a huge market opportunity. From a small segment a 
few years ago, India now has over 338 lending startups. The acquisition 
of Mumbai-based consumer lending platform PaySense by digital 
payments provide PayU at a valuation of $185 million, further brought 
the spotlight to the potential of digital lending in India. Several new 
models of digital lending have emerged, such as DMI Finance offering 
FinTech startups API access to sandboxes, thus helping them develop 
bespoke financial products and Apollo Finvest positioning themselves 
as ‘AWS for Lending’ by enabling partners to offer digital loan 
products to their end-customers through APIs. In consumer credit, 
the urban population is likely to leverage FinTech lending services 
to avoid heavy documentation. The rural population (which is new 
to credit) can benefit from alternative credit scoring mechanisms 
to avoid loan sharks. This would provide access to a market with 
over 300 million unbanked households. Hence, the use of identity, 
authentication, credit score, job eligibility, and social data to generate 
ratings for various use cases is likely to draw more attention in the 
near term. Some of the leading players in this space include Lazypay, 
Capital Float, Zest, eMudhra etc.

WealthTech
This is one more area where finance is being blended with 

technology to offer modern, customized and wealth related services 
including investment, broking, mutual funds etc. These firms help 
in democratization of investment advisory services, where wealth 
managers are leveraging technology to offer low-cost investment 

advisory to mass segments. A major category of wealthtech falls under 
Robo-advisory- a sort of advisory services primarily offered using 
artificial intelligence over digital format.

 
Robo-Advisors: Robo-advisory in India is rapidly evolving. We are 
seeing startups going beyond Mutual Fund distribution to offering 
digitized, long-term financial planning. They are using algorithms and 
artificial intelligence to understand the goals and aspirations of users 
better and provide them with personalized advice rather than just 
offering a generic portfolio. As more and more millennials pick up 
stock market investing and other investment avenues, financial literacy 
is also improving, leading to a mature outlook towards aspects such as 
financial life goals and retirement planning.

The services of these platforms range from automated plans, goal-
based asset allocation, and end-to-end advisory based on information 
taken from the client. Today, not only startups but also established 
financial advisory services, such as Birla, Bajaj Capital, ICICI Securities, 
and Sanctum Wealth Management, are optimistic about the future of 
robo-advisory. The competition in robo-advisory is resulting in the 
expansion of the WealthTech market.

Some of the major names in Wealthtech include Zerodha, Upstox, 
Bankbazaar, ETMoney, Groww and FundsIndia.

Zerodha is the largest firm among all these and is valued at over $ 
1 billion.

InsurTech
InsurTech landscape is quite nascent in India. The current insurance 

penetration is quite low, i.e., 2.76% in life insurance and 0.93% in non-
life insurance compared to the global average of 6.5%. ‘Lack of customer 
trust’ remains the key challenge facing the InsurTech segment, and so 
far, industry players have found it as a hard nut to crack. The current 
InsurTech space in India is being dominated by few new-age insurers 
like Toffee, Digit, and Acko with their ability to attract and popularity 
among millennials.

This space has seen investments upto $445 million and some of the 
big names include Policy bazaar, Coverfox, Digit and Acko.

Besides the core financial services segments, aome other areas like 
agriculture, healthcare, and housing  have started leveraging technology 
and finance in order to provide easier access to their services to the 
vast population in India. This is leading to the rise of AgriTech, 
HealthTech, and PropTech startups that are disrupting traditional 
ways of doing business in three industries that facilitate the nation’s 
most vital necessities—food, healthcare, and shelter for citizens

Challenges
Despite the humongous success of the FinTechs in the country, 

the industry is still staring at plethora of challenges, and that are to be 
addressed on priority basis to become more efficient, reliable, equitable 
and resilient.

First, despite immense scope for innovation, cross-border payments 
are still unchartered territory for FinTechs. Availing remittance 
services burdens migrant workers due to steep costs associated with 
such remittances. A high share of cross-border payments flows through 
correspondent banks, whose dwindling numbers could result in even 
higher costs and retrogression to informal, unregulated payment 
networks. In India, cross-border transactions are slow compared to 

Business Models   No. of Firms Description

Investment Tech   990  Platforms for retail and institutional investors to research and invest in multiple financial assets.
Payments   978  Companies which participate in traditional web based and offline payment cycle; provide alternative 
      mode of payment, and support the payment companies in terms of security, analytics, platform, etc.
Finance and Accounting Tech 906  Automate functions of finance and accounting departments of organisations.
Alternative Lending  702  Online lending platforms (including balance sheet lenders, marketplaces, P2P lenders as well as lead 
      generators) and enablers.
Banking Tech   369  Tech solutions for banking industry including software, hardware, and Tech-enabled services.
Cryptocurrencies   342  Bitcoin and other digital currency products and services.
Crowdfunding   185  Online platforms where people, organisations raise money from the masses.
Internet First Insurance Platforms 161  Tech platforms to consumers for purchasing and managing their insurance
Insurance IT   98  Software products and data solutions primarily for the insurance industry
RegTech   95  Tech products primarily for financial institutions and regulators for efficient implementation and 
      monitoring of regulations
Robo advisory   68  Automated, low-cost investment services to retail investors and technological solutions for automated 
      investments.
Remittance   46  Cross-border money transfer solutions & services
Forex Tech   32  Tech solutions, including internet-first platforms and software for forex market .
Islamic FinTech   7  Internet-first platforms and software for sharia-compliant finance
Employer Insurance  6  Solutions for managing employee insurance benefits.

Indian FinTech Firms
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domestic payments and few alternatives are available, despite heavy 
inward personal remittances.

To make payment systems in different jurisdictions interoperable, 
payment instructions need to be translated to a common language. For 
this, standards and practices across jurisdictions must be coordinated, 
and mutual confidence in each domestic network’s Know Your 
Customer (KYC) and Anti-Money Laundering (AML) frameworks 
must be established. Recently, UPI was connected with Singapore’s 
Network for Electronic Transfers (NETS) on a pilot basis at the 
Singapore FinTech Festival 2019, suggesting that significant advances 
could be made within the existing setup. The UPI system settles in fiat 
money within the regulated financial system perimeter and therefore, 
poses less risk than systems such as stablecoins which are usually 
managed by BigTechs.

Second, the increasing popularity of FinTechs could exacerbate 
data use, protection and privacy concerns if the statutory rights and 
obligations of service providers are not clearly delineated. Machine 
learning algorithms could reproduce and perpetuate existing patterns 
of discrimination and exclude vulnerable sections. As the Indian 
population becomes data-rich with increasing Internet and mobile 
coverage, the next challenge is empowering consumers with the data 
generated by them through adequate legal and regulatory interventions. 
Citizens should be able to exercise control of their data like any other 
personal asset. There is an emerging demand for data localisation from 
various jurisdictions. In this context, a solution could be a model 
where data is stored locally, and only binary (Yes or No) queries are 
allowed on it from abroad, from a specified and globally agreed upon 
set of permitted queries. 

Third, there is a need to ascertain the impact of FinTech on 
financial stability, due to higher potential for system-wide risk with its 
expansion. Lending standards could weaken due to wider credit access 
and higher competition. Since FinTech lenders give advances from 
debt and equity rather than from deposits, such credit could be more 
procyclical and volatile due to lack of standard credit guidelines.

Further, credit activity outside the prudential regulation space 
could render credit-related countercyclical policies less effective. 
Reputational, cyber and third-party risks may arise for banks 
interacting with FinTechs.

Fourth, there is inequality of access to FinTech services. Despite 
having the world’s second largest Internet user base, the access to 
Internet is still highly biased towards the urban, male and affluent 
population segments. Trust in the online marketplace is low and a 

typical user takes 3-4 months to make their first online transaction. 
Most users use online platforms for product research, but prefer 
subsequent offline purchase. Though ‘micro-merchants’ in India 
account for an overwhelming proportion of sales, they have been 
left out of the cashless revolution especially in smaller cities. Despite 
high penetration of mobile-data and smartphones, use for financial 
transactions is low due to behavioral reasons like lack of trust, 
misconceptions about taxation, lack of applied knowledge in using 
digital payment modes and perceived security threats.

Fifth is the issue of consumer protection and digital education. 
Regulators need to stress on preemptive fraud detection, while 
also integrating digital literacy into financial literacy to dispel 
misconceptions. Safety provisions and grievance redressal mechanisms 
need to be simplified and publicised to encourage participation by low-
income groups. However, financial literacy and digital hygiene alone 
may be insufficient. Cross-country evidences suggest that paying with 
cash is a habit, generally slow to change. In China, street vendors, 
buskers, and even beggars accept electronic payments. However, in 
Tokyo, six of ten restaurants require cash payment. Cash use increases 
as concerns about privacy rise, while it declines as confidence in banks 
rises. Thus, policies to promote electronic payments need to address 
fundamental concerns about privacy and confidence in financial 
institutions.

Outlook
Indian FinTechs are now witnessing one of their biggest challenges 

till now - the COVID-19 pandemic. A recent survey of 250 Indian 
startups confirms that largely, the pandemic had a negative impact 
on business, though the FinTech startups among these reported the 
lowest operational disruptions. Experts foresee that new firms are 
bound to lose out and established, well-funded startups and BigTechs 
in favorable sectors such as payments, e-commerce and online learning 
will tide through the business disruptions. Ensuring a high degree of 
interoperability among startups is key to ensure a coordinated response 
to market demand and changing attitudes.

The pandemic also challenges the belief that FinTechs promote 
financial inclusion; a topic of future research is to ascertain whether 
Indian FinTechs helped their vulnerable customers when they most 
needed them, or were they helpless in servicing their needs. For a 
healthy and sustainable business ecosystem, FinTechs need to bridge 
the digital divide and promote equitable, broad-based customer 
participation across urban and rural areas and the various producing 
and consuming sectors.

INDIAN MARKET SCAPE
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20th Star Nite Awards 2021
Friday, 26th November 2021, Venue- Virtual

PARTNER TRANSFORMATION KEY ENABLER FOR 
EFFECTIVE BUSINESS TRANSFORMATION

Star Nite Awards (SNA) known as the DNA of channel, is India's premium annual event. It provides a meaningful 
and collaborative platform in bringing the key Partners/ VARs from across the country to understand how to 
accelerate business as newer technology brings opportunities and challenges. SNA invites Technology Gurus, 
Corporate Honchos, CMOs, System Integrators and Solution Partners to understand how industry, technology, 
standards and regulatory experts are geared up to face the next wave of digitization.

SNA offers a compelling combination of Super Session, Pre-scheduled one-on-one meetings, VAR Symposium, 
Awards Ceremony, Technology Showcases and Breakout sessions to bring a comprehensive business 
development platform for both vendors and partners. About 500 delegates will attend this year's SNA from 
across the country including System Integrators, Solution Partners, Distributors, ISPs/ISVs, VARs, Industry 
Associations and Media. To celebrate the 21st Year, in serving the Indian ICT industry, VARINDIA is dedicating 
this year's event to the VARs of the country.

AGENDA :
• Partner Empowerment Session: Super Session
• VAR Symposium: Vendors to present
•  Recognisation Of 100 Eminent VARS in India
• 1 : 1 meetings- During Breakout sessions
• Awards ceremony: Eminent VARs of India
• Evening Session: Keynote Address
• Tech talk (5 minutes) 
• 60 seconds pitch by CMOs
• Star Nite Awards for Vendors
• Powered CMO's of India

KEY HIGHLIGHTS :
• Corporate presentations, Panel Discussion, 

Tech Talk and expert analysis
• Channel  Leadership Awards Ceremony
• Channel  Leadership Survey (CLS-2021) report 

to unveil
• Exclusive interaction session among VARs & 

Vendors

Partner Empowerment Session
• A dedicated session for partners in which a 

technology distributor will present the session 
along with few OEMs 

Super session: 10:00 AM to 13:00 PM 
• The session has been designed to understand 

the roadmap and the GTM strategy of the 
distributor on how they are empowering the 
channel eco-system in the country.  

For More Information Please visit: https://varindia.com/2019/sna/index.html 
CORPORATE OFFICE: 
KALINGA DIGITAL MEDIA PVT. LTD.
VAR House, A-84A/3 & 6, Rose Apartment, Paryavaran Complex, IGNOU Road, New Delhi – 110030 
Tel: 011-41656383, 41655458, Fax: 011-46061809, Email: publisher@varindia.com, Mobile: +91 9818928406, 8108017479  
Regional offices: Kolkata, Bangalore, Chennai, Hyderabad, Mumbai & Bhubaneswar

The Tech Talk Session is primarily designed where 
an individual will need to speak in an extempore style 
on any topic pertaining to technology. The session will 
be addressed by IT decision makers and influencers. 
Tech Talks are technology-focused events that provide 
a marketplace for solution providers and technology 
decision makers to stay up-todate in using technology 
and become better communicators in the workplace.

5 Minutes   Tech Talk
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MOVERS & SHAKERS 

Vehere ropes in Wahab Yusoff 
as an Advisor to the Board 

Vehere announced the appointment of 
Wahab Yusoff as an Advisor to the Board. He 
will be based out of Singapore and shall be 
assisting Vehere in building its presence across 
the ASEAN Region.

Yusoff has over three decades of rich 
experience in Cybersecurity and Information 
Technology, with a focus on assisting 
organizations to scale operations in the Asia 
Pacific Region. He has expertise in IT Security 
and a proven track record of driving corporate 
growth and development in the APAC region.

Yusoff is the Vice President of the Asia Pacific and Japan region 
for Forescout Technologies. Prior to that, he worked for reputed 
companies such as Palo Alto Networks, McAfee, Dell EMC, 
and Documentum. Additionally, he also serves on the Boards of 
Changi Airport Group, Workforce Singapore, EZ-Link Pte Ltd, 
and Rekanext VC.

ESDS reinforces its 
leadership team with 
two new appointments 

ESDS Software Solution has announced 
the appointment of Darryl Cox as CEO 
– International Markets (Dubai Location) 
and Sameer Redij as their Chief Revenue 
Officer with effect from August 16, 2021, 
and August 4, 2021 respectively. Darryl 

Cox CEO – International Markets (Dubai Location) has over two decades 
of experience in the field of strategic alliances. Prior to joining ESDS 
Software, he was associated with Infor Dubai as an Alliance Director. He 
holds a master’s degree in business administration from the University 
of Northampton. Now Chief Revenue Officer at ESDS, Sameer Redij 
has more than a decade of leadership experience field of IT and systems. 
Prior to joining ESDS Software, he was associated with companies such 
as Twenty Twenty Media, Gartner India Research & Advisory Services, 
HCL Infinet and IBM India. He holds a bachelor’s degree in engineering 
from the University of Mumbai and a post-graduate diploma in business 
management from the Indian Business Academy.

Kelly Chan becomes the 
new AVP Metallic Sales 
at Commvault APJ 

Commvault announced the appointment of 
Kelly Chan as Area Vice President for Metallic 
Sales for Asia Pacific and Japan (APJ).

Metallic, a Commvault venture, delivers 
SaaS portfolio of proven enterprise-grade data 
protection solutions to better help companies 
protect their data with the simplicity and 
flexibility that SaaS enables.

Kelly will be responsible for leading the 
growth trajectory of our Metallic business with dedicated focus to 
expand our Metallic footprint across APJ as customer requirements 
region wide shift to SaaS based priorities. She will also be integral to 
the overall success of Metallic’s new partnership with SoftwareONE, 
which significantly expanded the opportunity for Commvault 
and Microsoft to reach more customers in APJ. Prior to joining 
Commvault, Kelly held senior regional sales leadership roles with 
leading IT and SaaS organizations.

Fidelma Russo to join in 
HPE as the new CTO

Hewlett Packard Enterprise announced that 
Fidelma Russo has been named Chief Technology 
Officer for the company. Fidelma will lead the 
innovation agenda and technology roadmap for 
HPE and manage the design and development of 
the HPE Greenlake edge-to-cloud platform. The 
appointment of Russo comes with HPE in the 
midst of a “massive acceleration” of the GreenLake 
edge-to-cloud platform-as-a-service development 
effort.

“We are excited for Fidelma to join the HPE 
team in this important role,” said Antonio Neri, President and CEO 
of HPE. “Fidelma brings deep expertise in cloud services, software, 
and infrastructure built on an extensive career in technology. Her 
diverse experience makes her distinctively suited to drive innovation 
as we accelerate our transformation and bring differentiated solutions 
to the market.”

Charlie Bell to join Microsoft's 
Chief of Human Resources

Microsoft has reportedly hired former Amazon 
Web Services (AWS) executive Charlie Bell for an 
undisclosed position. Microsoft and Amazon are 
negotiating to determine the initial scope of Bell’s 
new role under the terms of the non-compete 
agreement that he signed with Amazon.

Bell had left AWS August, has been listed as 
a 'corporate vice president' but assigned to the 
department led by Kathleen Hogan, Microsoft's 
chief human resources officer, according to 
CNBC sources.

It's unlikely that Bell will stay within the human resources team 
at Microsoft, given his 23-year career at AWS was largely spent 
developing services such as EC2 and S3 computing and storage. He 
was also reportedly a candidate to succeed Andy Jassy as the cloud 
giant's CEO.

The secrecy around his role is thought to be due to a 'non-compete 
clause' he may have signed with AWS. The Information reports that 
"people familiar with the matter" said Bell is going to take "a few 
weeks off" while Microsoft and AWS work out what Bell can do in 
his new role without violating the non-compete agreement.

Adobe names Prativa Mohapatra 
as VP & MD of India Business

Adobe has announced the appointment 
of Prativa Mohapatra as Vice President and 
Managing Director for Adobe India. In this role, 
Prativa will lead Adobe’s India business across 
Adobe Experience Cloud, Adobe Creative Cloud 
and Adobe Document Cloud, reporting to Simon 
Tate, Adobe’s President for Asia Pacific (APAC).

Simon Tate, President, Adobe APAC says, 
“Digital has become mission critical for businesses 
and Adobe’s market-leading technologies are 
seeing strong momentum. Prativa’s passion for 
technology, and ability to build stellar teams, will take our India 
business to the next level of growth.”

Prativa’s career spans over 25 years in the technology industry. 
She joins Adobe from IBM, where she served as Vice President of 
Digital Sales for APAC. Prior to that, she led Sales for IBM India 
and South Asia where she was responsible for driving revenue for the 
company’s portfolio of solutions and services. 
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With affordable and 
secure devices 

Unlock limitless 
learning

14”, Intel Core i3, 
4GB 1TB/256GB
Windows 10 Pro

Latitude 3000 series

INR 44,000 
Onwards

i3/Ryzen3, 
4GB 256GB
Windows 10 Home

Asus Vivobook 14/15

INR 22,000 
Onwards

14”, Intel Core i3  4GB, 
1TB Windows 10 
Home + Office
 
INR 32,290
Onwards

HP 14s series

14”, i3, 8GB,1TB
Windows 10 Pro

HP 348 G7 series

INR  47,740  
Onwards

15.6”, Ryzen3.  
4GB, 1TB Windows 10 
Home + Office

HP 15s 

INR 27,000 
Onwards

15.6”/ 14”, Core i3, 
4GB, 1TB, 
Windows 10 Home

INR 27,000 
Onwards

Lenovo V14 / V15

14”, Intel Core i3, 
4GB, 1TB 
Windows 10 Pro 

Lenovo V14/ThinkPad E14

INR 37,300 
Onwards

14”, Celeron/Athlon, 
4GB, 1 TB, 
Windows 10 Home

HP 240/245/250 /255

INR 23,990 
Onwards

14”, Intel Core i3, 
4GB, 256GB|
Windows 10 Home
 
INR 38,000  
Onwards

Lenovo ThinkPad E14

i3/Ryzen3, 
4GB 512GB
Windows 10 Home

Asus Vivobook Ultra – 14/15/K14/K15

INR 32,000 
Onwards

15.6”, 3020e, 
4GB 1TB
Windows 10 Home

Lenovo IdeaPad Slim 3

INR 21,300
Onwards

10.1”, Celeron, 
4GB, 128GB
Windows 10 Home

Lenovo IdeaPad D330

INR 20,500
Onwards

11 & 13" , Celeron, 
4GB 64GB
Windows 10 Home

Acer Travelmate B311

INR 20,000  
Onwards

14”, Celeron, 
4GB 64GB, 
Windows 10 Home

Acer One 

INR 20,000
Onwards

14”, Celeron, 
4GB 256GB
Windows 10 Home

Asus Laptop 14

INR 18,640
Onwards

14”, Intel Celeron, 
4GB 64GB
Windows 10 Home

Asus Ebook 12

INR 17,800
Onwards

14”, A6, 4GB 64GB
Windows 10 
Home + Office

Lenovo IdeaPad Slim 1

INR 18,500
Onwards

Athlon, 4/1TB
Windows 10 Home

HP 15s 

INR 19,900 
Onwards

14”, Celeron, 
4GB 64GB
Windows 10 Pro

RDP Thinbook2

INR 16,940
Onwards

15.6", Core i3, 
4GB, 61 TB, 
Windows Home

INR 27,500 
Onwards

Dell Inspiron 3584 (9 Variants)

Jaspreet Kaur 
jaspreet.kaur3@ingrammicro.com

+91-9819333053

Krishna Prasad 
krishna.ks@redington.co.in

+91-9380541122

To know what the 
‘Gadget Guru’ has to 
say on the importance 
of genuine software

Or visit: www.aka.ms/checkoriginal

Help education institutes choose from a range of modern devices to suit different learning styles

Help educators unlock the full potential of every student, giving them powerful tools to learn, collaborate, and create 
in a secure and trusted environment with Windows–that has been reimagined for a new era of digital learning. 

Your education customers can now enable personalized learning at scale with affordable, easy-to-manage Windows 
devices that put students at the center of their own learning–regardless of learning styles or preferences. 


