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SP5-012B: SPECjbb® 2015-MultiJVM Max based on published scores from www.spec.org as of 11/10/2022. Configurations: 2P AMD EPYC 9654
(815459 SPECjbb®2015 MultiJVM max-jOPS, 356204 SPECjbb®2015 MultiJVM critical-jOPS, 192 Total Cores, http://www.spec.org/jbb2015/results/res2022q4/jbb2015-20221019-00861.html) is 2.85x the performance of published 2P Intel Xeon 

Platinum 8380 
(286125 SPECjbb®2015 MultiJVM max-jOPS, 152057 SPECjbb®2015 MultiJVM critical-jOPS, 80 Total Cores, http://www.spec.org/jbb2015/results/res2021q4/jbb2015-20211006-00706.html). 

SP5-011B: SPECpower_ssj®2008 comparison based on published 2U, 2P Windows® results as of 11/10/2022. Configurations: 2P AMD EPYC 9654 (27501 overall ssj_ops/W, 2U, http://www.spec.org/power_ssj2008/results/res2022q4/pow-
er_ssj2008-20221020-01194.html) vs. 2P Intel Xeon Platinum 8380 (13670 overall ssj_ops/W, 2U, http://www.spec.org/power_ssj2008/results/res2022q4/power_ssj2008-20220926-01184.html). 

2P AMD EPYC 7763 (23505 overall ssj_ops/W, 2U, http://www.spec.org/power_ssj2008/results/res2021q2/power_ssj2008-20210324-01091.html) shown at 1.72x for reference. SPEC® and SPECpower_ssj® are registered trademarks of the 
Standard Performance Evaluation Corporation. See www.spec.org for more information.

© 2022 Advanced Micro Devices, Inc. all rights reserved. AMD, the AMD arrow, EPYC, and combinations thereof, are trademarks of Advanced Micro Devices, Inc. Other names are for informational purposes only and may be trademarks of their 
respective owners.
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SEBI to introduce 
cybersecurity framework 
for stock brokers

The Securities and Exchange Board 
of India (SEBI) is planning to come out 
with a cybersecurity framework for stock 
brokers to help in reducing the impact of 
potential risks by cyber fraud, data leaks 
and hacking of trading accounts.

In June, SEBI asked stock brokers 
to report all cyberattacks, threats and 
breaches within six hours of detecting 
such incidents. They have to report such 
incidents within the specified time to the 
exchanges, depositories and the regulator.

Association of National Exchanges 
Members of India (ANMI) President 
Kamlesh Shah said that the framework 
is aimed at protecting stock brokers as 
well as their clients, and would include 
measures, tools and processes that are 
intended to prevent cyber-attacks and 
improve cyber resilience.

India embarks its 
space startup journey 
by launching its first 
private rocket

The new space age for India has 
begun with the first-ever private rocket 
launch by the Indian Space Research 
Organisation (ISRO) in Sriharikota, 
Andhra Pradesh. Seen as a new beginning 
for ISRO, the nation’s first private rocket 
‘Vikram-S’ is also considered a turning 
point for space startups. 

India’s maiden private Vikram-
suborbital (VKS) rocket has been named 
after Dr. Vikram Sarabhai, the father 
of India’s space program and former 
chairman of ISRO.

Vikram-S is a single-stage fuel rocket 
meant to test most systems and processes 
in Skyroot Aerospace’s project ahead of 
the launch of Vikram-1 next year.
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HELLO INDIA

IT CHANNEL IS AN IMPORTANT INDUSTRY TO GROW..........
PARTNERS ARE THE INTEGRAL PART FOR ACHIEVING 

BUSINESS OBJECTIVES OF THE VENDORS.

It is overwhelming to see that the world has almost overcome the COVID-19 
pandemic. However, there is uncertainty again owing to heightened geopolitical 
tensions and global risks. There is severe economic stress in many parts of the world. 
Rising fuel, food, and fertilizers prices are impacting everyone. High in action and 
supply disruptions threaten to trigger a global recession.

India has witnessed many innovations and has accelerated a lot of planned 
digitization at a rate we never thought was possible. The brick-and-mortar businesses 
navigate the digital world and learn to migrate and operate online, corporates are fully 
geared towards digital transformation forming a new world.

The size of the Indian IT market including eCommerce is 235 billion U.S. dollars. 
There is a need for an alliance mindset among the Corporates, partners and VARs 
to serve their customers across the country. It is vital to succeed in the fight which is 
going on between the on-line and Offline businesses.

For channel partners, a digital presence is becoming more important for capturing 
customers at the earliest stages of IT sales cycles and in many cases well before they 
have engaged physically with an IT supplier. But channel partners are also competing 
with a host of digital “influencers” – consultants, agents, advisors, vendors and even 
other end users – who are playing a more significant role in guiding customers’ IT 
buying decisions. Partners play a critical role in delivering managed services and the 
last mile delivery. 

Behind every success of the corporate, the role of Partners and VARs play a 
commanding role. I would say right partnerships are required. OEMs have started 
pushing sales through their websites, on-line platforms and brand showrooms, with 
an intention to cut down the intermediaries. 

Going forward, we are going to witness huge disruption in the technology 
distribution landscape, as the hardware and software business requirements are 
different. There has been a radical shift in channel sales and marketing towards online 
and virtual models, with over 80% of channel partners increasing digital sales, and 
almost two thirds growing their digital marketing activities. 

The metaverse is considered the next evolution of the internet, whereas the 
multiverse is a collection of different and separate digital spaces with unique traits and 
characteristics. The Indian channel is recognised as an important industry and ready 
to create the Partnerverse.

With various reasons for shifting the global economy, demand for cloud services 
remains strong. Cloud computing has grown into a vast and complex ecosystem of 
technologies, products, and services, giving rise to a multi-billion dollar economy 
where many cloud providers compete for an ever-expanding cloud market share. 
There is a massive scope for expansion.

We are witnessing a huge market shift in the Cloud service provider marketplaces, 
which is a rapidly growing route to market for IT vendors. This brings a huge 
opportunity for the partners. AWS, Azure and Google have always played a 
dominating role in the industry. The top cloud vendors are accelerating their 
partnerships with a variety of software companies to demonstrate a differentiated 
value proposition. Partners are the integral part for achieving long term business 
objectives of the Vendors. We are witnessing how IT distribution is ever evolving, 
trying to maintain relevance with existing vendors, making bets on new technologies, 
and attracting new partner types. Going forward, leading distributors continue to 
invest in marketplaces, ISV incubator programs, and changing their revenue and 
incentive models to adapt to a shifting landscape. The next 12 to 24 months will see 
accelerated change in distribution. 

With the opportunity to capture valuable data on customer adoption, use and 
renewals, partners who unlock data insights for more effective sales and marketing 
activities will have an advantage over others. And with inflation, staff shortages 
and economic turbulence threatening channel profitability, the ability to automate 
manual sales processes should contribute to greater efficiency and cost savings, for 
both partners and customers.

Hybrid working has gone from a temporary 
accommodation to a mainstream workplace practice. 
If hybrid working becomes the permanent way of 
working, we must ask whether companies are ready 
for the massive changes this will have on HR processes, 
leadership practices for engaging in a global workforce, 
and the design of the office of the future.

Going forward, I see there are challenges to 
witness in 2023, an over-reliance on one hyperscale 
marketplace is also a risk for vendors, particularly 
when it is a dominant player like Amazon. As the 
volume of business through this channel increases, the 
need for vendors to maintain balance in their channels 
– between marketplaces and existing routes to market 
– will become more critical. 

There will be a shift in Big Tech strategies and 
audience fragmentation are some of the big challenges 
for brands to witness in 2023.



5     www.varindia.com  November 2022



6 November 2022    www.varindia.com

Website: www.varindia.com

CONTENTS

REGULARS

Round About  12

Channel Guru 8

Channel Chief 10

Hot Bytes  14, 16     

On the Ramp 18, 20

Voice N Data 22

Channel Buzz 24 

Movers & Shakers  54

Product of the Month 27, 53

SNA AWARDS 2022   
28 Partners are the frontrunners 

who help customers embrace 

Digital Transformation - SNA 

2022

VOICE OF VARs
49 Information Technology – The 

most dynamic industry ever

FACE TO FACE  
26 Securenet Cables and 

Connectors provides innovative 

CCTV accessories for Indian 

customers

Publisher: Dr. Deepak Kumar Sahu
Editor: S Mohini Ratna
Executive Editor: Dr. Vijay Anand 
Associate Editor: Samrita Baruah 
Sub - Editor: Aparna Mullick
Sr. Correspondent: Lopamudra Das 
Correspondent: Ayushee Joshi  
Art Director: Rakesh Kumar 
Network Administrator: Ashok Kumar Singh
Visualizer: Ravinder Barthwal 
Manager-IT: Subhash Mohanta
Manager-SEO: Santosh Kumar

BUSINESS:
Commercial Manager: Amit Kumar Jha
Circulation Executive: Manish Kumar

CORPORATE OFFICE: 
VAR House, A-84A/3 Rose Apartment, Paryavaran 
complex, IGNOU Road, New Delhi - 110030
Tel: 011-41656383, 46061809
Email: edit@varindia.com

Bangalore: Bureau office
Marketing Manager: S. Kamala kar 
D-103 G.F., Ashish JK Apartments 
Thubarahalli Extended Road
Bangaluru- 560066 
Tel: 080-49530399 | Mobile:09886280836
E-mail: kamlakar@varindia.com 

Mumbai: Bureau office
Regional Manager (West): Anil Kumar
Anurag Residency, 203 - “B” Wing, Plot No-5, Sec-
tor-9, Kamothe, Navi Mumbai-410 209 
Tel: 022-65561292, Mobile: 08108017479
E-mail: anil@varindia.com, mamta@varindia.com

Chennai: Bureau office 
Branch Manager: K. Parthiban
F1, Meadows Green Apartments, 64, Chetty Street  
1st Cross, Mel Ayanambakkam, Chennai - 600 095

Hyderabad: Bureau office 
Branch Manager: Sunil Kumar Sahu
32-161/3, 202 Neha Paradise, Nr. Maissamma  
Temple, Venketeswara colony 
Ramakrishna Puram, Hyderabad - 500056 
Telangana, Tel: 040-32989844/ Cell No. 08100298033
E-mail: sunil@varindia.com

Kolkata: Bureau office 
Marketing Officer: Sunil Kumar
Correspondent: B Kiran Dutta 
Megatherm Electronics Pvt. Ltd.
6th Floor, Megatherm Tower, Electronics Complex, 
Plot L1, Sector -5, Kolkata - 700091
Mobile: 08100298033, E-mail: sunil@varindia.com
Mobile: 09903088480, E-mail: kiran@varindia.com

Bhubaneswar: Bureau office 
Jagannath Warrior Residency, Suit No.A5/501, 
Kaimatia Bhubaneswar-752054 | Cell No. 8100298033 

Printed and Published by Deepak Kumar Sahu on behalf of 
M/s. Kalinga Digital Media Pvt. Ltd. and Printed at Pushpak 
Press Pvt. Ltd. Shed No. 203 - 204, DSIDC Complex, Okhla 
Industrial Area, Phase-I, New Delhi-110020 and Published at 
A-84A/3 Rose Apartment, Paryavaran complex, IGNOU Road, 
New Delhi - 110030, Editor - S Mohini Ratna.

For Subscription queries contact: info@varindia.com
Subscription: Rs. 500(12 issues)Rs. 1000 (24 issues)

All payments favouring: 
 

KALINGA DIGITAL MEDIA PVT LTD
© All rights are reserved. No part of this magazine may be 
reproduced or copied in any form or by any means without 
the prior written permission of the publisher. (1999-2020)

* All disputes are subject to the exclusive jurisdiction of 
competent courts and forums in Delhi only.

VAR SPEAK 
15 Digital Transformation –  

Key to Power Bridge 

Systems’ success

VAR SECURITY 
52 “For mobile apps to be secure, 

security must be built earlier in 

the development cycle"

SNA AWARDS 2022 / 28pg UPS

Partners are the frontrunners who 
help customers embrace Digital 

Transformation - SNA 2022



7     www.varindia.com  November 2022

UPS



8 November 2022    www.varindia.com

ViewSonic aims to provide a fantastic gaming experience to its customers
With over 30 years of expertise in visual displays, 

ViewSonic has established a strong position for delivering 
innovative and reliable solutions for education, enterprise, 
consumer, and professional markets. Through its extensive 
lineup of IPS gaming monitors that offer an unmatched 
experience with seamless pixel transitions and reduced 
ghosting, ViewSonic wants its customers to see the 
difference of how it is different from other gaming brands.

What are the growth plans of  ViewSonic IT Business 
for 2023?

ViewSonic wants to double its revenue for the year 2023 with an 
ambition to become the Top 3 brand in 27” 32” 2K series of  monitor. 
Also, ViewSonic wants to be an undisputed leader in one cable solution 
monitor. ViewSonic is all set to revamp its entire monitor segment 
with launches in every category, including OLED, professional gaming, 
workspace, entertainment and limited-edition AKAM branded monitors. 
The new product line will be a lot bigger and better with the addition of  
the latest features like type-C, USB ports, 2K, 4K  resolution monitors  
for efficiency and comfort, tech certifications, a higher refresh rate and 
many more.

Additionally, we will focus more on offering 15.6” OLED gaming 
to 38-inch displays for every type of  gamer (beginner or experienced) 
at different price points to expand our customer outreach. These will 
come with a brilliant screen, picture quality and speed to take the gaming 
experience a notch higher.

How is ViewSonic leveraging the growth of  the 
gaming industry in India with its own launches?

The popularity of  gaming titles combined with the superior 
experience of  playing them on the PC has spawned an entirely new 
industry. With the recent launches of  our gaming series XG2431, 
XG2405 and XG270Q in 24-inch and the VX2405-P-MHD,  ViewSonic 
is offering premium-quality gaming displays to expand and leverage the 
growing gaming community. Our gaming monitors are equipped with 
certifications including Blur Buster 2.0, higher refresh rate, best-in-
class colour quality,  less than 1ms (GtG) response time and NVIDIA’s 
G-SYNC. We ensure to provide our customers with the latest technology. 

Additionally, we have priced our monitors at various price 
points to cater for audiences in every sector. We aim to provide 
the best of  tech and an affordable range to ensure every 
consumer is able to enjoy a fantastic gaming experience. We are 
also giving 3+2 years warranty which no other brand is giving. 
 
How is the gaming market evolving in India?  How 
is the eSports market evolving vis-a-vis the global 
market?

The Gaming market is around 10% of  the overall monitor market and 
it is increasing 30% year on year. ViewSonic will like to take 10% of  its 

pie from the gaming monitor. Gaming is currently one of  India's fastest-
growing industries. What began as a purely entertainment endeavor, is 
now progressing as a multi-billion-dollar sector. Introduction of  5G 
internet speed will help the lag time and user can experience real time 
gaming.

The evolved technological introductions in gaming allow the players 
to enjoy an engaging, immersive gaming experience with opportunities 
for online interactions within the platform. Companies have pooled in 
talent and tech from faster IPS panels to great viewing angles and zero 
to minimum gaming lag to ensure a seamless experience. 

What are some of  the innovations that one can see 
taking place in the gaming and PC industry?

With the rise in demand in the recent years, the gaming and PC 
industry has been the center for innovation in terms of  technology. 
With higher motion picture refresh time (MPRT), fast IPS VESA 
display, Immersive Curve, OLED panel and an ultrafast type C port, the 
advancement in this field has been top notch. 

 Additionally, certifications like BLUR buster to eliminate lag, high 
dynamic ratio 400, premium sync, clubbing more than 1 monitor to have 
more immersive borderless gaming experience as well as the portability 
for the gaming monitors have also made it to the list of  upgraded 
features.

How profitable is the gaming market for the channel? 
What kind of  value addition can they go for while 
pitching to customers?

Gaming is a knowledge-based market; the more the channel is aware 
of  the product, the more he can explain the product to the customer. A 
partner can earn upto 20% margin if  he can meet the requirement of  
the customer. Channel needs to identify the type of  gamer (Beginner, 
professional or PRO) and based on that, he needs to pitch the right 
product (Hardware; software or gaming title).
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Sanjoy Bhattacharya, Director Sales & Marketing, IT 
Business - ViewSonic India speaks to VARINDIA about the 
evolution of the gaming industry in India and how ViewSonic 
is leveraging this growth - 
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CHANNEL CHIEF

With an unwavering commitment towards 
India, SentinelOne has launched its operations 
centre in Bengaluru which is driving product 
innovation, development, threat research, and 
other engineering work for modernising cyberdefence 
capabilities. Diwakar Dayal, Managing Director & Country 
Manager for SentinelOne, India & SAARC tells VARINDIA what he 
feels for India as a market and how SentinelOne is going to leverage 
the opportunities that lie ahead of them in the cybersecurity space.  

SentinelOne’s 
partner-first approach 
accelerates growth in 
Indian subcontinent

Leading cybersecurity firm SentinelOne is securing millions of 
endpoints through its solutions across the world. The New York 
stock exchange (NYSE)-listed firm has a unique approach to achieving 
business growth. Unlike its rivals, the company has a partner-first 
approach. It collaborates with its partners including channel partners, 
managed security service providers (MSSPs), & incident response 
companies for service delivery without competing with them. Such 
a unique model of taking all along is being followed also in India for 
accelerating growth.

“We believe in creating a long-lasting relationship based on 
trust and cooperation,” said Diwakar Dayal, Managing Director & 
Country Manager for SentinelOne, India & SAARC. “That is the 
reason, we empower our channel partners through technology and 
brand support for serving the security needs of organisations. In 
a short span of time, this model has seen rising adoption in India. 
Currently, SentinelOne is protecting many large enterprises including 
India’s largest automobile manufacturing, pharmaceutical, insurance, 
and food delivery companies along with one of the largest airlines and 
busiest airports.”

Especially, the cybersecurity firm’s technology support is acting as 
a force multiplier for Indian service providers. SentinelOne’s unique 
capabilities like remote script orchestration (RSO) are a case in point 
that automates tasks and provides real-time insight for interventions. 

The partners of SentinelOne have the privilege to work with the 
first next-generation endpoint protection vendor that has the only fully 
integrated endpoint protection, detection, response, and remediation 
solution. The company’s great margins and deal registration provide 
added value to the partner’s current offering. 

SentinelOne does not believe in competing with its partners. Its 
philosophy is based on enabling its incident response partners or 
managed security service providers (MSSP).  SentinelOne equips them 
with industry-leading capabilities like multi-tenancy and open APIs.  
The lack of channel conflict and robust multi-tenant capabilities has 

DIWAKAR DAYAL
Managing Director & Country 

Manager SentinelOne, 
India & SAARC

allowed the company to grow annual recurring revenue from MSSPs 
by 300 percent in 2021 over the previous year. 

SentinelOne has deep relationships with companies like N-able, 
AT&T, Pax8, Conitnuum and Kroll that are driving its massive 
year-over-year growth with MSSPs. Growing its Channel Partner 
Community has improved the quality of its leads, where one of its 
incident response partners helped SentinelOne win a large airline 
customer in Asia.

A DEEP COMMITMENT TOWARDS INDIA
The global cybersecurity solution provider has an unwavering 

commitment towards India. The company has already launched its 
operations centre in Bengaluru which is driving product innovation, 
development, threat research, and other engineering work for 
modernising cyberdefence capabilities. Investment worth $50 million 
has already been earmarked to expand SentinelOne’s presence in 
India. A key component of the company’s pledge is towards data 
privacy as the company will store customer data in a local data centre.  

“India is an important geography both in terms of market 
opportunities and technology innovation. Since our presence in 
2021, we are already serving several marquee enterprises in their 
journey to create a robust cybersecurity framework. Our strong 
engineering team has been cocreating multiple solutions for the world 
in collaboration with clients. We are confident that our go-to-market 
strategy and local data residency efforts will give us a clear lead in the 
coming days,” Dayal said.  

Threat detection and remediation across devices, and in a multi-
cloud environment on real-time basis are the key strengths of 
the company. As India witnesses rising cybersecurity incidences, 
SentinelOne with its innovative solutions is better positioned to 
provide a security umbrella against such threats. Given the firm 
commitment towards India and the wide adoption of its services, the 
country will emerge as one of the fastest-growing markets in near 
future. 



11     www.varindia.com  November 2022



12 November 2022    www.varindia.com

“Every calamity presents an opportunity” 
is not mere cliché only. I have written a few 
times in this column how World Wars I and 
II led to phenomenal research in various 
aspects of human behavior and came with 
innovations, inventions, and discoveries, 
which have far-reaching results. Breakthrough 
discoveries in health, aviation, manufacturing, 
transportation etc. have had their origins in 
World Wars. For instance, penicillin, which 
would have saved millions of lives since its 
discovery, had its origin during the World 
Wars to save the life of wounded soldiers. 
Let’s come to the more recent discoveries.  
Mysteries of the Internet have revolutionized 
the transfer of information leading to the 
US military for sending encrypted messages 
faster and without being intercepted. Down 
the history highway, if one looks at calamites 
and turbulence in a philosophical way, there 
were discoveries taking place in the aftermath 
of such occurrences that helped humanity 
to change the course of life. Yet, it depends 
on how people would use such discoveries. 
There is also a fundamental lesson which we 
must learn from these breakthroughs. The 
universe is never static; it is always dynamic 
and pushing mankind to newer vistas of 
creation and knowledge. No one can predict 
the course of discoveries and their aftereffects. 
While human ingenuity is exploring new 
vistas of science and technology, there is 
uncertainty of the results those investigations 
would unfold. The discoverer does not know 
the result until he takes it to the logical end. 

Let me now come to the subject that I 
am about to discuss: the aftereffects of the 
Russian-Ukraine war. I am not getting into 
the root causes of the conflict. Like anyone 
else, I am also convinced the ongoing war like 
any war has caused many disruptions in every 
way, including deaths of innocent people.  
Inflation has triggered fuel prices; the food 
crisis is harassing the countries importing food 
articles from Russia or Ukraine or countries in 
that neighborhood because of the sanctions. 
Disruptions in fuel supply from Russia have 
forced searching for alternative sources for 
importing fuel. Meanwhile climate change 
devastated most of the countries, particularly 
the developing countries in Africa and Asia. 
Carbon emission has become one of the key 
issues, which is creating shifts in climate 
pattern leading to incessant rains, floods, 
droughts and what have you. At present 
no country seems to be insulated from the 
onslaught of the vagaries of nature.   

Economists predict a global recession as 
a fallout of these developments. Signs of that 
fault line in the economy are evident. The US 
keeps increasing the interest rate. The Chinese 
economy is slowing down. Cross country 
investments are declining fast. Close on the 
heels of the debilitating effect of the Covid-19 
pandemic, the Russian-Ukraine war is creating 
havoc. Corporations are preparing to take 
the recession head-on by cutting manpower. 
Several big corporations and technology 
leaders have announced significant downsize. 

BEYOND RUSSIA-UKRAINE WAR
These are the challenges which may become 
aggravated in the time to come. 

My esteemed readers, you may ask me 
what would be the silver line into this sordid 
scene? I cannot give a straight answer; but 
I have certain clues about the elements of 
new growth architecture. During severe 
disruptions in the cross - country movement 
of capital, there is one area where capital is 
getting invested. That is in technologies that 
help reduce carbon emissions.  Billions of 
dollars are pumped into Africa from the 
West and the US for installing technologies 
that can limit carbon emission. Look at the 
investments in clean technology that have 
emerged at the COP27 being held in Egypt. 
The Western countries are competing in 
investing in green technology in Africa. 
The proposals have come from most of the 
developed countries including the US, France, 
Spain, Italy, Great Britain, and the list is 
ticking. Not to fall behind, China and Japan 
are also showing keen interest in investing 
globally in electric vehicles and in trapping 
solar energy for ensuring clean energy. 

Will this wave towards clean energy 
eclipse the mining of fossil fuel? Well, I 
presume, hardly so! At least for some time, 
mining of fossil fuel will continue in the same 
manner since there are limitations for tapping 
nonconventional energy because of various 
reasons. Foremost is the lack of finance for 
tapping them on a global scale since it is 
highly capital intensive. Developing countries 
can hardly afford such a huge cost. 

The second problem is relating to 
technology. There are technology gaps 
that make tapping of alternative sources of 
energy exuberantly expensive. Because of the 
high cost of batteries and their retention of 
power only for a limited time, not many are 
enthused about switching over to alternative 
sources of energy. There are massive R&D 
efforts underway across the world to develop 
low - cost batteries which have high retention 
power.  The mass switch over to clean energy 
depends on how soon we can develop such 
batteries. Coupled with that is the cost of the 
technology that goes into clean technology. 
Equipment like photovoltaic cells, smart 
grids etc. that are required for a household 
to tap, say solar energy, is costly and beyond 
the reach of ordinary people in a developing 
country. Only the few rich can afford that 
because of the high cost involved. Therefore, 
success lies in bringing such equipment within 
affordability of the common man, which is 
possible only when there is a tight leash in 
the cost of such equipment. The third threat 
comes from the established fossil oil industry. 
The oil rich countries are reluctant to move on 
the path that will phase out their operations. 
One of the vowed objectives of the global 
initiative is to phase out coal mining, a major 
pollutant, by 2030. But not many countries are 
coming around to that concept since the pick-
up of generation of clean energy is very weak 
in these countries. Also, their dependence 
on coal is quite heavy. It will take years for 

ROUND ABOUT

them to phase 
out the coal 
mining, where 
thousands of 
people are 
employed and 
drawing their 
l i v e l i h o o d . 
Across the 
world, one can 
see reluctance 
from countries 
which are 
dependent on conventional energy to switch 
over to alternative sources of energy.

There are vested interests blocking the 
switch over to clean energy. For instance, 
South Africa depends on coal for firing their 
thermal power stations to produce energy; 
so also, India, which has huge coal reserves, 
and the energy generation is mostly centered 
around coal. Thousands of people are 
employed in such mines and power stations 
run by coal. They are resisting switching over 
to clean energy fearing loss of jobs. Though 
there are theoretical arguments how green 
energy can create more jobs in every economy, 
it has yet to be practically demonstrated to 
the stakeholders that in the new dispensation 
there will be more opportunities for job 
seekers. 

Another critical factor that comes in the 
way of clean energy is the non-availability of 
raw materials that go into making equipment. 
I am talking of electric vehicles. Most of 
the parts of the electric vehicles are made of 
cadmium, which is a rare earth, mostly found 
in Africa, Latin America, and other lesser-
known parts of the world. There are supply 
side problems related to these goods. Another 
example is lithium, the rare earth mostly 
used for making batteries for storage in solar 
energy and in electric vehicles. They are in 
short supply. R&D efforts are underway to 
zero in on more rare earth that can be used to 
manufacture batteries, which can have better 
operational performance. Similarly, there are 
efforts underway to find alternative methods 
for manufacturing electric vehicle parts using 
cheaper and stronger materials. If there is 
any breakthrough in such efforts soon, the 
concept of clean technology will spread faster 
than what we initially thought of. 

The other positive spin off from the 
present issues is the increased emphasis on 
food production. Several countries in Asia 
and Africa, which have been dependent on 
import of food stuffs are paying the price 
because of the dislocations in food supply due 
to the ongoing war. Now, they are focusing 
more on growing food crops in their own 
countries, more driven by the uncertainties in 
the oil front. That is a good sign since Africa 
is not only the largest continent but also 
commands unfathomable acreage of fertile 
lands. Undoubtedly, that will lead to a larger 
supply of food grains and food security. That 
is perhaps the most important takeaway of the 
present scenario, a world free from hunger. 
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Atos with AWS to help customers 
accelerate their journey to net zero

Atos has extended its collaboration with Amazon Web Services  
to enable businesses to advance on their decarbonization journeys, 
with the development of a portfolio of solutions built on AWS under 
the Atos MyCo2Compass umbrella. The Atos MyCO2Compass 
carbon calculator is the first solution to be developed as part of a 
multi-year relationship between AWS and Atos, which will enable 
the effective measurement and management of carbon emissions 
across IT and business landscapes such as housing, fleet, travel and 
workforce. It will feature industry-specific, pre-defined datasets, 
saving customers the pain of starting from scratch when it comes to 
measuring emissions. These data-driven insights will empower more 
informed decision-making and the calculator will be available via the 
AWS Marketplace.

To aid customers in this journey, the Atos Digital Decarbonization 
Assessment (DDA) can help analyse the business’ level of maturity on 
decarbonization for the entire scope of IT. 

Hitachi Systems India to offer 
managed services with Anlyz

Anlyz has announced MSSP partnership with Hitachi Systems 
India. Hitachi Systems India is a part of Hitachi Group.

“Anlyz is thrilled to work with Hitachi Systems India and benefit 
from their expertise and market reach as a leading MSSP. This is a 
significant milestone for us, as Hitachi is the Managed Security 
Services Provider of choice for customers in India. Our cloud-native 
unified SecOps Automation platform Anlyz 360 enables clients in 
identifying, responding, and remediating complex cybersecurity risks 

with the lowest MTTD 
and MTTR. With 
this collaboration, we 
aim to jointly enable 
CISOs and leadership 
teams to develop a 
strong cybersecurity 

framework for comprehensive security incident response management 
based on people, processes, and technology,” said Sriram G, Co-
founder at Anylz.

Hitachi Systems India is the leading provider of best-in-class 
digital workplace & security, automation & orchestration, and cloud 
& DC solutions. Their Managed Security Service practice combines 
consulting, designing, solutions, and services to provide an end-to-
end solution that ensures a highly secure infrastructure. By partnering 
with Anlyz, Hitachi is expanding its cybersecurity services portfolio 
to serve its customer base even better.

Sonata Software sets up new world-class 
Software Development Center in Bengaluru

The IT service and technology solutions company, Sonata Software 
announced the opening of its state-of-the art new development center 
at its Global Village campus in Bengaluru, India. The launch of the 
new center is aligned with the company’s vision of becoming the 
fastest growing IT Services company and will provide capacity for 
new growth opportunities.

Inauguration and ribbon cutting was done by Sebastian Ebel, CEO 
of TUI Group, one of the world’s leading leisure, travel, and tourism 
companies, marking a milestone in the long-standing relationship 
Sonata Software has had with TUI for the past 20 years.

The new Development Centre, spread across 58,000 sq ft, 
houses over 600 Workstations and has been designed for better team 
collaborations. The sustainable and eco-friendly facility boasts of 
usage of material with re-cycled content and designed for Eco design 
Approach for Health and well-being of employees.

SAP Launches SAP Build to Unleash 
Business Expertise along with Coursera

SAP SE has announced at the SAP TechEd conference the 
launch of a powerful new offering to drive the next wave of business 
transformation by unleashing the expertise of those who know best 
– business users.

Drawing on the unique depth and breadth of the SAP Business 
Technology Platform (SAP BTP), SAP Build is a low-code solution 
that puts SAP’s world-class enterprise technology in the hands of 
business users, giving them direct, secure access to the end-to-end 
processes, data and context they need to make smarter decisions 
and drive innovation quickly. The offering empowers business users 
with minimal technical expertise to create and augment enterprise 
applications, automate processes, and design business sites with drag-
and-drop simplicity.

Juergen Mueller, member of the Executive Board and Chief 
Technology Officer of SAP, said, “SAP Build brings together the 
world’s most powerful business applications with a platform that’s 
been designed to rapidly unleash business users’ expertise. In a volatile 
business landscape, SAP Build and the full suite of innovations 
we’re launching today – from our new partnership with Coursera 
to enhancements across our enterprise portfolio – help customers 
future-proof their business and extract maximum value from their 
technology investments.”

LTI and Mindtree to operate as a merged 
entity from November 14, 2022

Larsen & Toubro Infotech and Mindtree have announced that both 
Mumbai and Bengaluru Benches of Hon’ble National Company Law 
Tribunal (NCLT) have approved, via two separate orders, the scheme 
of amalgamation and arrangement between the two companies and 
their respective shareholders and creditors under section 230-232 and 
other applicable provisions of the Companies Act, 2013.

The two companies had announced their intent to merge in 
May 2022. This approval clears the way for the merger of the two 
independently listed companies as LTIMindtree, a scaled-up IT 
services provider with a client portfolio of more than 750 leading 
global enterprises from all key industry verticals, and nearly 90,000 
professionals spread in more than 30 countries across five continents. 

As part of the merger, all shareholders of Mindtree will be issued 
shares of LTI in the ratio of 73 shares of LTI for every 100 shares of 
Mindtree. The parent company, L&T, will hold 68.73% of the merged 
entity. The Record Date to determine the eligible shareholders of 
Mindtree for issue of equity shares of LTI pursuant to the scheme is 
fixed as November 24, 2022.

GoTo to support Shahi Exports in its 
digital transformation journey

GoTo has announced its partnership with Shahi Exports to 
expedite its digital transformation operation. GoTo Resolve will 
service Shahi’s remote IT support and management needs.

The partnership comes as part of Shahi’s ongoing efforts to 
strenghten its IT infrastructure across all its 50 state-of-the-art 
manufacturing facilities. GoTo Resolve will play an important role 
as an enterprise-grade tool that empowers Shahi with seamless remote 
access and IT support management capabilities. GoTo’s flexible 
platform will offer help desk ticketing, multi-agent collaboration to 
solve issues faster and more efficiently, a live dashboard to track the 
performance of agents, and the creation of reports.

Mathew Philip, Senior Director & Country Manager, GoTo 
India, said, “GoTo’s latest collaboration with Shahi Exports, 
reiterates our commitment to helping businesses modernize their 
digital operations and meet the demands of today’s hybrid workforce. 
Having intelligent, flexible tools for IT support helps businesses stay 
ahead of the curve, and we are proud to be supporting Shahi Exports 
in their journey towards being agile, competitive, and future-ready.”
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Digital Transformation –  
Key to Power Bridge Systems’ success

Addressing customer needs
Power Bridge is a customer-centric IT Infrastructure Solution 

Provider, pivoting to bridge the gap between innovative IT products, 
solutions, and customer needs. Customers like them because of their 
capability to understand, and design problem-solving solutions and 
in-house implementation capabilities of various leading technologies. 
They got market acceptance in Bangalore and Hyderabad very quickly 
and customers started awarding them with mission-critical projects. 
With the assistance of more than 70 skilled IT specialists, Power 
Bridge conducts business with more than 450 major and very large 
organizations today. They feel their partnership with Lenovo equips 
them to cater to their customers across the verticals. Enhancing their 
portfolio into data center solutions, cloud, Audio & Video solutions 
not only helped them in driving growth but also projected them as a 
one-stop solution provider for all IT infrastructure needs.

Challenges faced by Power Bridge
Power Bridge was started with the mission to automate every 

process which was repetitive in nature which gave them speed and 
agility to serve their customers better. The company highlights that 
they have not faced many challenges when it comes to early adoption 
of technology. However, they do feel that there was some ambiguity 
when device as service became reality however today this model equips 
them to provide a pay as you go model with better commercials to 
their customers. With Lenovo, they can offer solutions for almost 
every problem of their customers. The problem-solving approach of 
Lenovo’s offering gave them more time with their customers as well 
as help generate additional revenue apart from physical devices.

Services and security infrastructure 
offered to the customers

Power Bridge’s Portfolio mainly consists of 3 Pillars i.e. End User 
Flexibility, Intelligent Infrastructure & Application Independence 
that enable us to address the end-to-end IT Infrastructure requirements 
of a customer.  The company feels that digital transformation has 
been key to their success. They consistently deliver on-time tailor-
made products and service offerings to the customers because of the 
intelligent tools. They are a paperless company and achieved it with a 
lot of passion and research. They add that Lenovo has been an integral 
part of their success.

Lenovo playing an instrumental role 
in the growth of Power Bridge

Over the past years, Lenovo's service and Solution offerings have 
helped Power Bridge win customers’ trust as well as giving them an 
edge in keeping the customers happy and resulting in higher retention. 
They also feel that ‘Everything as a service’ is a reality and TruScale 
offerings from Lenovo is a classic example of it. The company also 
acquired the knowledge of DaaS (Device as a Service) at an early 
stage with Lenovo. They feel that service-led models complement 
their business. Additionally, Lenovo’s IDG & ISG portfolio of 
engineered solutions and leading software technology provides the 
end user flexibility & Intelligent Infrastructure respectively. Having 
a large portfolio overlapped with Lenovo’s line of businesses enables 
Power Bridge to consolidate their engagements and deliver benefits to 
its customers with regards to fewer OEMs to deal with and in turn 
deliver effective commercial benefits.

Formed with an aim of automating every process, Power Bridge Systems fulfills customer needs with innovative IT products 

and solutions. The company is liked by its customers as it understands their pain points and provides problem-solving solutions 

along with in-house implementation capability. Power Bridge  always offers on-time tailor-made products and services due to 

its intelligent tools and feels that the key to their success is digital transformation. It considers that Lenovo plays an important 

role in its success. With Lenovo solutions and services the company won customer trust and provided them an edge. In a 

chat with VARINDIA, Mandeep Singh, Co-founder & Director, Power Bridge Systems discusses about the company, 

challenges, services and security infrastructure offered to customers etc.
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Pure Storage helps financial services 
firms harness the power of data

Pure Storage has announced continued momentum within the 
financial services industry as global banks, asset management firms 
and financial technology organizations modernize and embrace a 
digital-first approach.

Pure Storage’s industry-leading solutions and services meet data-
intensive demands while powering innovation with robust all-flash 
storage solutions –

· FlashArray: Pure Storage’s FlashArray solves application 
performance challenges with superior IOPS for use cases such as high-
frequency trading, performance-critical databases, and always-on 
digital banking. FlashArray//XL enables business-critical apps with 
150µs latencies and 36 GB/sec of throughput.

· FlashBlade: FlashBlade provides the performance, flexibility and 
scalability to support multiple, disparate workloads concurrently for 
use cases such as AI for fraud detection, portfolio risk, chatbots and 
regulatory reporting. FlashBlade//S delivers double the performance, 
density, and capacity of our previous FlashBlade, and enables up to 60 
GB/sec of throughput per chassis.

STT GDC India inks MoU worth Rs. 1,500 
crores with Karnataka Government 
to establish data centres

STT GDC India has signed a memorandum of understanding 
(MoU) with the Government of Karnataka. The planned investment 
aims to establish data centres in the state of Karnataka with a total 
estimated proposed investment of around Rs. 1,500 crores. It is 
planned to happen over multiple phases in the next 8 to 10 years and 
will generate employment (direct & indirect), with up to 1000 people 
during the construction phase and 200 when operational.

The MoU was signed during the inaugural ceremony of Invest 
Karnataka 2022 – Global Investment Meet. 

STT Global Data Centres India, also known as STT GDC India, 
is a market-leading data centre services provider with 215MW of 
Design Capacity in terms of IT load, spanning across 21 facilities 
(including under construction) in 9 cities. Headquartered in Mumbai, 
it offers a wide-ranging portfolio of services that include colocation 
services, carrier-neutral services and technical support services such as 
installation, networking, and monitoring.

Rashi Peripherals expands its server and 
storage offering by partnering with Lenovo

Rashi Peripherals has partnered with Infrastructure Solutions 
Group (ISG), a server and storage division of Lenovo to offer data 
center solutions to enterprise customers. With this collaboration, 
the company aims to expand its enterprise offering in the server and 
storage market and increase ISG’s accessibility in India.

The Company aims 
to pitch the offerings to 
commercial enterprises, 
Cloud storage providers 
and customers in Higher 
Education and Research 
(HER), BFSI, Data Center 

and Media & entertainment industry.
Commenting on the tie-up, Keshav Choudhary, Director of Rashi 

Peripherals Limited, said, “This is an important brand collaboration 
in Rashi Peripherals’ enterprise business. Our goal is to provide best-
performing solutions with effective pricing. We seek to work with 
Lenovo to offer ISG solutions to channel partners and customers 
along with competitive pricing and low lead times making it possible 
to meet the demands of the market segments.”

NetApp innovates its portfolio to address 
energy costs, heightened sustainability 
goals for global organizations

NetApp announced the availability of new ways for companies to 
monitor, manage, and optimize their carbon footprints across their 
hybrid, multi-cloud environments. The company also outlined its 
commitment to achieve a 50 percent intensity reduction of Scope 3 
Greenhouse Gas (GHG) emissions (produced by an organization’s 
value chain) by 2030, and a 42 percent reduction of Scope 1 (controlled 
or owned by an organization) and Scope 2 (electricity, heat, and 
cooling purchases) GHG emissions through adoption of a science-
aligned target.

“The unparalleled environmental challenges we face require 
everyone to be a part of the solution. We are deeply integrating 
sustainability into the strategy and operational priorities of our 
business,” said George Kurian, Chief Executive Officer at NetApp. 
“It’s our belief that the world’s ongoing energy challenges require 
innovative solutions and we’re steadfastly committed to continuing 
to develop energy-efficient technologies and solutions that allow 
our customers to greatly reduce their carbon footprint. We’re also 
committed to expanding sustainable practices within our own 
business by setting a bold, but achievable target of a 50 percent 
intensity reduction of Scope 3 Greenhouse Gas emissions by 2030.”

Yotta sets up hyperscale data center 
– Yotta D1 in Greater Noida

Yotta Infrastructure has unveiled North India's first hyperscale 
data center, Yotta D1, in a grand inauguration ceremony at its 
Greater Noida Data Center Park. The Hon'ble Chief Minister of 
Uttar Pradesh, Yogi Adityanath and Rajeev Chandrasekhar, Hon'ble 
Union Minister of State for Electronics & IT and Skill Development 
& Entrepreneurship inaugurated the Yotta D1 in the presence of 
leading IT leaders and government officials.

The first of 6 data center buildings in the Greater Noida data 
center park, Yotta D1 has been set up with an investment of around 
Rs. 1,500 crores and has been built and made operational in a record 
time of 20 months. Once fully operational, Yotta D1 will see an 
additional investment of Rs. 5,000 crores in IT equipment.

The data center spans 3,00,000 sq. ft., across ground plus 7-floors 
and offers an IT load capacity of 28.8 MW. Yotta D1 can house 5000 
racks across seven server floors and offers fail-safe, 48-hour power 
backup on full load.

L&T Technology Services sets up Engineering 
R&D Center in Toronto, Canada

L&T Technology Services announced the unveiling of its 
Engineering Research & Development (ER&D) Center in Toronto, 
Ontario (Canada), marking its third nearshore global design center in 
two quarters.

The ER&D Center in Toronto 
will initially focus on developing 
digital solutions for the transportation 
sector including railway engineering, 
for a global aerospace & rail major. The area of specialization would 
cover rail track defect detection, advanced mobility solutions, digital 
asset management, digital flyboard, sensors and communications 
systems.

The center will cater to LTTS’ Canada-based clients for developing 
cutting-edge solutions in Digital Products and also act as a nearshore 
site for North America-based customers to enable transformative, 
new-age initiatives in digital engineering.

With plans to hire over 100 engineers in the next 18-24 months, the 
ER&D center is expected to become a focal point to hire local talent 
and further bolster the region’s reputation as a hub for engineering 
and innovation.
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VMware announces multi-cloud offerings 
to help customers become Cloud Smart

At VMware Explore 2022 Europe, VMware announced 
innovations, new offerings, services and expanded partnerships that 
further enable customers to optimize their journey to multi-cloud.

“VMware and its partners continue to deliver new innovative 
offerings to help customers benefit from a cloud-smart approach,” 
said Raghu Raghuram, CEO, VMware. “Customers recognize that a 
multi-cloud environment provides them a choice of clouds—sovereign 
and global—in which to run their apps. VMware is there every step 
of the way to help customers turn multi-cloud complexity into 
competitive advantage.” As organizations have embraced multi-cloud, 
they’ve encountered a big spike in complexity, security challenges 
and a skills shortage. Despite the challenges, organizations have 
accelerated multi-cloud use. Together with its ecosystem partners, 
VMware is helping organizations successfully adopt a “Cloud Smart” 
approach, with flexibility and choice across multiple clouds. Cloud-
smart organizations have benefitted from their multi-cloud operations 
noting their enhanced competitiveness and top-line results.

AMD brings in 4th Gen AMD EPYC processor
At the “together we advance_data centers” event, AMD has 

announced the general availability of the 4th Gen AMD EPYC 
processors; with unmatched performance for critical workloads 
across cloud, enterprise and high performance computing.

The 4th Gen AMD EPYC processors bring next-generation 
architecture, technology, and features to the modern data center. Built 
on the “Zen 4” core, the highest performance core ever from AMD, 
the processors deliver leadership performance, energy efficiency 
and help customers accelerate data center modernization for greater 
application throughput and more actionable insights.

Dr. Lisa Su, Chair and CEO, AMD, said, “The data center 
represents the largest growth opportunity and most strategic priority 
for AMD, and we are committed to making AMD the partner of choice 
by offering the industry’s broadest portfolio of high-performance and 
adaptive computing engines. We have built the best data center CPU 
roadmap in the industry, and with 4th Gen EPYC we deliver another 
major step forward in performance and efficiency to make the best 
server processor roadmap even better. With a significantly expanded 
set of solutions on-track to launch from our ecosystem of partners, 
customers selecting 4th Gen EPYC to power their data centers can 
improve performance, consolidate their infrastructure, and lower 
energy costs.”

Next-Generation Dell PowerEdge Servers 
Dramatically Improve Performance 
for More Sustainable Data Centers

Dell Technologies announces the next generation of Dell 
PowerEdge servers with 4th Generation AMD EPYC processors. 
With their highest application performance to date, these new 
systems are designed to help customers more effectively power 
today’s demanding, compute-centric workloads such as data analytics.

Designed for efficiency and security in mind, the new PowerEdge 
Servers are equipped with Dell’s Smart Cooling technology to help 
reduce CO2 emissions and a built-in cyber resilient architecture to 
help reinforce customers’ security efforts.

“Customers demand uncompromised compute performance 
delivered in the most sustainable manner possible. Our latest 
PowerEdge servers are purpose built-to meet the needs of today’s 
demanding workloads with efficiency and resiliency,” said Rajesh 
Pohani, vice president of portfolio and product management for 
PowerEdge, HPC and Core Compute at Dell Technologies. “With 
up to double the performance of the previous generation, combined 
with the latest in power and cooling innovations, these servers are 
designed to meet the growing demands of our customers.”

Palo Alto Networks Announces PAN-
OS 11.0 Nova to Keep Organizations 
One Step Ahead of Zero Day Threats

Palo Alto Networks has announced PAN-OS 11.0 Nova, the 
latest version of its industry leading PAN-OS software, unleashing 
50+ product updates and innovations. Amongst them are the new 
Advanced WildFire cloud-delivered security service that brings 
unprecedented protection against evasive malware and the Advanced 
Threat Prevention (ATP) service which now protects against zero-
day injection attacks.

Anand Oswal, Senior Vice President, Network Security, Palo 
Alto Networks, said, “We’ve observed a significant increase in unique 
malware samples over the last year along with an increasing level of 
malware sophistication. A new approach is required to detect this 
advanced malware. PAN-OS 11.0 Nova is a leap forward in network 
security. It stops 26% more zero-day malware than traditional 
sandboxes; detects 60% more injection attacks; simplifies security 
architecture; and helps organizations adopt cybersecurity best 
practices. The bottom line is that Nova helps keep organizations one 
step ahead of attackers.”

Intel unveils new Max Series 
product family for HPC and AI

In advance of Supercomputing ’22 in Dallas, Intel Corporation 
has introduced the Intel Max Series product family with two leading-
edge products for high performance computing (HPC) and artificial 
intelligence (AI): Intel Xeon CPU Max Series (code-named Sapphire 
Rapids HBM) and Intel Data Center GPU Max Series (code-named 
Ponte Vecchio). The new products will power the upcoming Aurora 
supercomputer at Argonne National Laboratory.

“To ensure no HPC workload is left behind, we need a solution 
that maximizes bandwidth, maximizes compute, maximizes developer 
productivity and ultimately maximizes impact. The Intel Max Series 
product family brings high bandwidth memory to the broader 
market, along with oneAPI, making it easy to share code between 
CPUs and GPUs and solve the world’s biggest challenges faster,” says 
Jeff McVeigh, Corporate Vice President and General Manager, Super 
Compute Group at Intel.

Lenovo intros 21 new ThinkSystem and 
ThinkAgile V3 servers for businesses 
of every size

Lenovo introduced 21 new 
ThinkSystem and ThinkAgile 
V3 servers powered by 4th Gen 
AMD EPYC processors, extending 
breakthrough performance and 
efficiency to more businesses than ever with its broadest AMD-based 
smart infrastructure portfolio to date. The solutions, part of Lenovo’s 
recently announced Infrastructure Solutions V3 portfolio, will equip 
customers of all sizes with the ability to run high-performance 
computing, artificial intelligence (AI) and traditional workloads 
across edge and multi-cloud environments smarter, faster, and more 
efficiently. With the launch of our new range of ThinkSystem and 
ThinkAgile V3 servers, we continue to deliver on our promise 
of offering smarter technology that is most efficient, reliable, and 
industry leading”, said Sumir Bhatia, President – Asia Pacific, Lenovo 
ISG. “Our 30 years of innovation legacy combined with AMD EPYC 
Processors will enable seamless and efficient IT modernization that 
businesses can leverage to optimize and improve ROI. Additionally, 
our new ThinkSystem high-density server brings 4th Gen EPYC 
servers and Lenovo Neptune™ Direct Water Cooling technology to 
drive sustainable computing and help businesses achieve their ESG 
goals. We are excited to see the oncoming of the next era of IT”.
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Forescout Assist to help organizations with 
24/7 Threat Detection, Investigation and 
Response Expertise and Capabilities

Forescout Technologies has launched Forescout Assist for 
Healthcare and Forescout Assist for OT/ICS, new subscription 
services that provide organizations’ IT security and engineering 
teams access to Forescout security experts and new threat detection, 
investigation, response and hunting capabilities.

With Forescout Assist, organizations gain seamless, remote access 
to Forescout security experts - including data scientists, engineers, 
security analysts, threat researchers and hunters – to identify, 
investigate, prioritize and mitigate cyber threats.

Partha Panda, Co-founder of Cysiv, a Forescout company, said, 
“Forescout Assist builds on our mission to enable organizations, 
regardless of their current circumstances, to have access to the 
specialized security expertise and technology necessary to effectively 
manage cyber risk.”

Honeywell launches OT cybersecurity 
capabilities across its Connect 
Second Half 2022 offerings

Honeywell has announced the Honeywell release of its new 
operational technology (OT) cybersecurity solutions, designed to 
assist customers in defending the availability, reliability and safety 
of their industrial control systems and operations. The offerings, 
which include a new Advanced Monitoring and Incident Response 
(AMIR) dashboard and updated Cyber App Control, will empower 
organizations with 24/7 intelligent threat detection across the 
expanding attack surface of their industrial control systems (ICS). 

Honeywell’s Advanced Monitoring and Incident Response 
(AMIR) managed service, built upon Honeywell’s vast experience 
and knowledge in security, industrial automation and safety, brings 
increased cybersecurity capabilities to an organization’s existing 
Security Operation Centers (SOCs) to strengthen OT cybersecurity 
across the enterprise.

Honeywell’s AMIR managed service provides robust threat 
detection, security monitoring, alerting, and incident response 
capabilities powered by industry-leading Security Information and 
Event Management (SIEM) and Security Orchestration, Automation 
and Response (SOAR) capabilities, OT operational knowledge and 
industry best practices to improve cybersecurity posture.  

Commvault launches DMaaS solution 
Metallic File & Object Archive

Commvault has announced a new approach to data protection 
with the launch of Metallic File & Object Archive, a Data Management 
as a Service (DMaaS) solution designed to lower storage costs, while 
cost-effectively transforming how organizations navigate the world of 
Governance, Risk, and Compliance (GRC).

Global and industry GRC-related regulations are constantly 
changing, creating gaps in an organization’s ability to manage data 
across live and backup sources, resulting in a lack of visibility and 
insights, data sprawl, and greater opportunities for data vulnerabilities. 
Coupled with major shortages in IT staff and strict budget constraints, 
organizations are struggling, using multiple solutions to meet 
compliance guidelines and keep their data protected.

Announced at Commvault Connections 2022 and available next 
quarter, Metallic File & Object Archive directly addresses the need 
for deep insights into critical data with archive modeling delivered as 
SaaS with air gapped protection. It is a comprehensive solution for 
cost-effective data placement leveraging data insights, access controls, 
tagging, metadata search, audit trails, and reports to help manage 
compliance needs over a large amount of unstructured data. The result 
is a lower cost solution that helps reduce the risk of non-compliance.

ATEN launches CM1942 KVM 
Switch for multitasking

ATEN Advance have introduced CM1942 KVM Switch for 
multitasking with seamless workflows between 2 computers & 
2 Displays. CM1942 will help organisation and its employees in 
current ever evolving hybrid working environments. The key to 
tackling hybrid challenges is to elevate multitasking abilities. When 
it comes to performing multiple tasks simultaneously, ergonomics is 
what assures productivity. And when communicating with dispersed 
remote teams, effective collaboration tools are crucial. CM1942 is a 
future-proof mini matrix KVM switch featuring flexible and boundless 
KVM switching between two computers/displays to maximise 
workstation efficiency. It provides speedy peripheral data sharing, 
audio mixer, multi-screen efficiency and hot-desking agility. The 
CM1942 promotes a productive yet better normal with streamlined 
desktop workflows for both desktop tasks and collaborative work.

The CM1942 empowers desktop operations with connectivity 
to two DisplayPort computers and two HDMI displays, providing 
a remarkable user experience with exceptional 4K audio-visual 
enhancement.

Hewlett Packard Enterprise Extends 
Supercomputing to the Enterprise with 
New HPE Cray Portfolio

Hewlett Packard Enterprise has 
announced it is making supercomputing 
accessible for more enterprises to harness 
insights, solve problems and innovate 
faster by delivering its world-leading, energy-efficient supercomputers 
in a smaller form factor and at a lower price point.

The expanded portfolio includes new HPE Cray EX and HPE Cray 
XD supercomputers, which are based on HPE’s exascale innovation 
that delivers end-to-end, purpose-built technologies in compute, 
accelerated compute, interconnect, storage, software, and flexible 
power and cooling options. The supercomputers provide significant 
performance and AI-at-scale capabilities to tackle demanding, data-
intensive workloads, speed up AI and machine learning initiatives, 
and accelerate innovation to deliver products and services to market 
faster.

MediaTek unveils Dimensity 9200 
5G chipset for smartphones 

MediaTek has launched the Dimensity 9200, its latest 5G chipset 
powering the next era of flagship smartphones. Boasting extreme 
performance and intelligent power efficiency, the new SoC brings 
immersive all-day gaming experiences, ultra-sharp image capturing 
and support for both mmWave 5G and sub-6GHz connectivity to 
consumers around the globe.

“MediaTek’s Dimensity 9200 combines ultimate performance 
with significant power savings, extending battery life and keeping 
smartphones cool,” said JC Hsu, Corporate Vice President and General 
Manager of MediaTek’s wireless communications business unit at 
MediaTek. “With notably brighter image capturing and improved 
gaming speeds, along with the latest display enhancements, the 
Dimensity 9200 will bring new possibilities for next-gen smartphones 
that come in a variety of stylish and foldable form factors.”

The Dimensity 9200 is the first smartphone chip to integrate 
an Arm Cortex X3 with operating speeds over 3GHz, and the first 
featuring the Arm Immortalis-G715 GPU with a hardware-based 
ray tracing engine. The chipset also packs MediaTek’s HyperEngine 
6.0 Gaming Technology for fast, fluid action so gamers can immerse 
themselves in every scene, in epic detail. With support for extreme 
performance gaming displays, eye-catching resolution and extended 
foldable designs, the chipset’s MediaTek MiraVision 890 display 
technology brings content to life.
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VOICE-N-DATA

Airtel powers Pune Airport with 
ultrafast Airtel 5G Plus

Bharti Airtel announced the deployment of its cutting-edge Airtel 
5G Plus service at Pune Lohegaon Airport, making it the first airport 
in the state to enjoy ultrafast 5G services.

Customers flying in and out of Pune can enjoy high speed 
Airtel 5G Plus across the airport terminal. Passengers can enjoy 
blazing speeds on their mobile phones while they are at the arrival 
and departure terminals, lounges, boarding gates, migration and 
immigration counters, security areas, baggage claim belts, parking 
area etc. All customers with 5G smart phones will enjoy the high-
speed Airtel 5G Plus on their existing data plans. There is no need to 
change the SIM as the existing Airtel 4G SIM is 5G enabled. Airtel 
5G Plus has three compelling advantages for customers. First, it runs 
on a technology that has the widest acceptance in the world with the 
most developed ecosystem. This ensures that all 5G smartphones in 
India seamlessly work on the Airtel network. Second, the company 
promises to deliver the best experience – between 20 to 30 times 
higher speeds than today coupled with brilliant voice experience and 
super-fast call connect. 

Digisol launches its new FTTH 
Made in India product

DIGISOL Systems has expanded its Made in India product 
portfolio by announcing the launch of DG-GR6821AC - Digisol 
XPON ONU 1200 Mbps Wi-Fi Router with 1 PON, 2 GE Port & 1 
FXS Port. The newly launched - GR6821AC is an XPON ONU 1200 
Mbps Dual Band Wireless Router designed for fulfilling FTTH triple 

play services for SOHO users. 
Announcing the launch, 

Samir Kamat, Sales Head-
Active Products, Digisol 
System Ltd. said, “The 

demand for FTTH products has gained enormous growth in recent 
years considering the increasing demand for high speed internet. Our 
endeavour is to offer best in class wireless products that offer high 
performance, connectivity & are made in India.” 

Digisol Made in India DG-GR6821AC (2 GE+1 FXS) is an 
XPON device that supports extremely high wireless speeds of up to 
1200 Mbps thanks to Dual-band technology. It’s designed for fulfilling 
FTTH triple play services for SOHO users. It is based on GPON 
and GEPON technology and is highly reliable and easy to maintain. 
NAT/firewall and L3 routing functions are supported. It converts the 
fiber optic signal into the electric signal at the user side and enables 
reliable Fiber Optic Ethernet services to business and residential users 
through the fiber-based network infrastructure. It can autodetect 
PON modes.

Jio True 5G launched in 
Bengaluru & Hyderabad

Post the successful Beta-launch of Jio True-5G services in six cities, 
namely, Mumbai, Delhi, Kolkata, Chennai, Varanasi and Nathdwara, 
Jio is extending Jio True-5G’s reach across more cities, namely 
Bengaluru & Hyderabad. JioTrue5G, in these two tech-centric cities 
will help realize the true potential of some of the latest technologies 
that will serve humanity and improve the quality of life of Indians.

Being a customer-obsessed organization, Jio is rolling out its 
advanced True-5G services in a phase-wise manner, to ensure the 
best customer experience. JioTrue5G is already being experienced 
by Lakhs of users across six cities, response to which is extremely 
positive and reassuring. Customer insights and feedback is helping Jio 
build, what is, and will be, the most advanced 5G network globally.

Starting 10th November, Jio users in Bengaluru and Hyderabad 
will be invited to the Jio Welcome Offer, to experience Unlimited 
Data at up to 1 Gbps+ speeds, at no additional cost.

Vi rolls out new postpaid 
offerings with Max plans

Vodafone Idea (Vi) announced the launch of Vi Max - the Best 
in Value Postpaid plans in the country - offering more data, more 
control, more convenience and unmatched content offerings, to cater 
to the changing needs of mobile consumers in the digital era.

True to its name, Vi Max offers more value for virtually the same 
price as the previous generation Postpaid plans.

New Vi Max Plans For Those Who Want The Best
• More Data and SMS Quota
•  More OTT Entertainment
•  Specially Curated Offers
•  More Billing Control
•  Priority Customer Service
•  International Roaming and Travel benefits
Speaking about the new Vi Max proposition, Avneesh Khosla, 

CMO, Vodafone Idea said, “We have constantly innovated and 
redefined the components of our offerings in line with changing user 
needs and aspirations. By strengthening our Postpaid portfolio with 
Vi Max, we aim to attract the high ARPU postpaid users to the 5G 
ready Vi network offering them more power, value and convenience. 
The large bouquet of differentiated digital offerings, curated as a 
result of deep-integrated partnerships with domain experts, will now 
be available to all Vi Max postpaid users helping them thrive in the 
digital era.”

WhatsApp introduces four new features 
including in-chat polls and communities

Meta-owned messaging platform WhatsApp has announced 
several new features including Communities on WhatsApp, in-chat 
polls, 32-person video calling, groups with up to 1024 users.

The Communities feature will help people in sending and receiving 
updates to the entire community. Communities on WhatsApp will 
help people with bringing separate groups under one umbrella with a 
structure that works for them. It will also help people in organizing 
discussion groups on matters important to them.

The new feature will come with a set of tools for admins, such as 
announcement messages that are sent to everyone and control over 
which groups can be included. To use the Communities feature, users 
are required to tap on the new communities tab at the top of their 
chats on Android and at the bottom on iOS. However, WhatsApp 
is yet to reveal how the feature will appear and its functionality. To 
get the latest features, users will have to update their WhatsApp from 
either Play Store or App Store.

Route Mobile enters the Kingdom of 
Saudi Arabia with CITC license win

Route Mobile has expanded its footprint into the Kingdom of 
Saudi Arabia (KSA) as a Limited Liability Company. The company 
will open a local sales office in Riyadh and operate as Route Mobile 
Arabia Telecom Limited, further strengthening its presence in 
addition to the UAE and Kuwait market. 

Route Mobile has also obtained the “CITC License” from Saudi 
Arabia’s Communications and Information Technology Commission 
(CITC), which is responsible for regulating the information and 
communication technology sector in KSA. This license is mandatory 
for any company or a technology provider to conduct a local SMS 
business; it is mandated to host local platforms in the country to 
ensure all the data is stored locally and meets the region’s data security 
guidelines. 

KSA is the largest and fastest-growing market in the Gulf 
Cooperation Council (GCC) region, with a population of almost 34 
million people with nearly 85% being urban. With this development, 
Route Mobile will offer its entire CPaaS product portfolio including 
A2P SMS to enterprise clients and the Small and Medium Businesses 
market in the Kingdom.
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CHANNEL BUZZ

SCADA/OT Security Acceleration 
Program launched by National Cyber 
CoE, C-DAC and Infopercept

Data Security Council of India’s National CoE program in 
collaboration with C-DAC (Centre for Development of Advanced 
Computing) and Infopercept, launched an acceleration program 
dedicated to SCADA/OT Security technology development. It was 
launched by Dr. Sanjay Bahl, DG, CERT-in; Mr. Vinayak Godse, 
CEO, DSCI; and Dr. SD Sudarsan, Executive Director, C-DAC, 
Bangalore. The program witnessed support from security leaders and 
experts from the industry, government, and PSU’s such as MeitY, 
ONGC, HPCL, BPCL PwC, POSOCO, BSES Rajdhani & Intel.

‘SCADA/OT Security Acceleration Program’ is a niche effort to 
develop necessary technology capabilities in SCADA/OT Security 
to bring up expertise from the industry, Government, PSU, and 
academia to collaborate and share their use cases and join hands in co-
creation, productizing innovative solutions. This is a novel initiative 
that has not yet been undertaken across the country which may 
lead to a new scope of industrialization and give rise to innovative 
solutions to tackle upcoming threat vectors.

Several programs such as webinars, talk shows, call for ideas, 
ResiliencyThon (Hackathon), whitepapers, POCs deployment, and 
training will be conducted as part of the initiative.

Fortinet addresses top cybersecurity 
challenges at its LEAP 2022 Security Summit

Fortinet has recently hosted top customers from India & SAARC 
at Fortinet LEAP 2022 Security Summit in Istanbul, Turkey. The 
event shared essential practices and recommendations to help 
organizations strengthen their security posture and was attended by 
over 80+ customers. With cyberattacks on the rise, the event provided 
critical insights into today’s most pressing cybersecurity challenges 
and allowed professionals to challenge existing knowledge and gain 
new ideas from peers and industry experts for further protecting their 
organizations.

Vishak Raman, Vice President of Sales, India, SAARC, and 
Southeast Asia, Fortinet, spoke about the need to reduce the 
complexity of security processes and tools and recommended 
consolidating technologies as much as possible to simplify operations.

He said, “As workplace goes hybrid, organizations are 
experiencing significant security gaps, particularly if they don’t have 
the right security architecture and talent  in place. Even when they 
do, many organizations struggle to integrate these solutions with the 
rest of their security architecture. Siloed security systems can make 
it difficult for IT teams  to create and maintain cohesive visibility 
across their infrastructure. To reduce complexity, organizations need 
to build a security architecture where all tools are integrated under a 
single ecosystem to deliver centralized visibility, share intelligence, 
automate threat response, and streamline security management. This 
“mesh” should extend to all parts of the infrastructure—public and 
private clouds, edge and IoT resources, OT infrastructure, and on-
premises services. It should include all aspects of security management, 
threat detection and response, compliance reporting, and policy 
management.”

Schneider Electric launches inaugural 
Global Partner Recognition Program

Schneider Electric announced the launch of the inaugural 
Schneider Electric Sustainability Impact Awards, the first initiative 
from the Partnering for Sustainability Program, to recognize the 
critical role that Schneider’s partners play in delivering a more 
resilient and sustainable electric world.

The Partnering for 
Sustainability program 
is a continuation of 
Schneider’s initiatives to 
empower its extensive 
ecosystem of partners 
to move toward a more 
sustainable future. It 
includes comprehensive education and training, a simplified product 
portfolio, an open and collaborative support ecosystem and access 
to expertise and resources on digital transformation. Designed to 
empower partners to become more sustainable in their own practices 
and support their customers on the path to net-zero, the program 
provides four easy steps that partners can follow to future-proof their 
businesses.

The Schneider Electric Sustainability Impact Awards will 
recognize a wide range of partners in two categories:

Sustainability: Impact for my company: for partners who exhibit 
sustainability leadership in decarbonizing their operations,

Sustainability and Efficiency: Impact for customers: for partners 
who demonstrate sustainability leadership by helping customers to 
achieve their decarbonization goals. 

Entries will be carefully assessed on how they are leveraging 
energy and automation digital solutions to electrify operations, 
reduce energy supply, increase operational efficiency, and embrace 
circularity across the value chain.

The final winner will be announced in January 2023.
“The entire ecosystem needs to come together to accelerate the 

path to net-zero. At Schneider Electric we put great emphasis on our 
partner enablement and driving our technology thought leadership 
together. We want to recognize those who are making positive 
change for driving sustainability either in their own operations or 
for helping our customers,” said Nikhil Pathak, Vice President, Offer 
Marketing and Business Development, Schneider Electric. “We know 
there’s power in numbers and together we can deliver a significantly 
larger impact by sharing our passion for decarbonization.”

Crayon Software Experts concludes 
its 3-city Connect Partner summit

Crayon Software Experts India has recently concluded the 
3-city Crayon Connect partner summit. The events focused on 
intensive discussions around Intelligent Cloud, Analytics & Digital 
Transformation with experts joining from Crayon. The first chapter 
of this partner event took place in Delhi, followed by Bengaluru, and 
concluded in Mumbai.

"The tri-city partner summit was an excellent rendezvous with 
our partners. It was great to have the presence of more than 100 
partners in each city at our recently concluded Crayon Connect 
Partner summits. My heartiest congratulations to all our partners 
for winning awards in the respective categories. At Crayon, we are 
focused on a path that recognizes where the industry is going and 
believes in leveraging our partners’ strengths to keep their business 
up. Events like these help us to focus more on our core operations 
and help us achieve the goal to enable our partners work smarter and 
increase awareness in the digital transformation journey of modern 
workplaces," said Vikas Bhonsle, CEO - Crayon Software Experts 
India.

"We met our partners after a gap of 2.5 years, and as a partner-
centric business, this event was no mean feat for us. At Crayon, we 
are committed to driving digital transformation for our customers, 
partners and further creating new business opportunities together," 
said Venkataraman D, Executive Director of Sales at Crayon Software 
Experts India.

The events in respective cities were concluded by the Crayon 
Regional Heads, who also offered their vote of thanks. The exciting 
line-up of excellent keynote speakers, who shared their insights and 
experiences in thought leadership sessions was the event's biggest 
highlight.
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FACE TO FACE

Kindly brief about your organization.
Securenet Cables and Connectors is a company established in the 

year 2016, keeping in mind the upcoming opportunities in the Indian 
surveillance industry. As a promoter of the company, Shiv Shankar 
Singh has 25 years of experience in the IT industry. As the online 
challenge was just gearing up, then we decided to take the lead for the 
product which is tough to sell online and is also a growing market too. 
We decided to enter the CCTV cable industry as it was unorganized 
and continuous technological upgradation is still going on. People 
were compelled to use the same cable for all kinds of CCTV cameras. 
Securenet became the only brand to provide more than 15 types of 
CCTV cables to fulfill all kinds of customer demand and need to get 
the real and proper result of CCTV cameras. We also started CAT 
6 cables to cater IP Camera on network solutions in India. Now 
Securenet is in its sixth year and became the fastest growing IT and 
surveillance accessories brand. Our tagline is ‘Ethically yours to 
insure growth together’.

What are the products and solutions you offer?
The products that we offer are CCTV cables, CAT 6 cables, 

Intercom, EPABX, Power supply, Adapters, Racks for DVR, 
Compatible Toners, SSD and RAM.         

What kind of innovation did you bring to your products?
We are the only brand that provides all kinds of CCTV cables 

for short and long distance, outdoor, camera specific cables, all CAT 
6 cables like CAT 6 UTP, CAT 6 SFTP, CAT 6 Armored and its 
accessories.

Innovations that we have done in the CCTV category are like we 
provide Fire Retardant PVC throughout our category. Using our 25 
years of experience we have done innovation in existing products and 

even in Racks for DVR. For example, we have made the biggest glass 
door for clarity of the product from a distance without opening the 
door. We have brought innovation in BNC, a kind of very low value 
product. We have innovated Premium Wire BNC to make connection 
proper and reduce service cost for the installer / T3 partners.

We follow all industry norms as per international certification 
and we do have all the necessary certification including UL,CE 
,FCC,ROHS,ISO, BIS for all categories and provide instant 
replacement warranty for all cables and connectors just to insure the 
quality and avoid loss of partners.  

How is the surveillance market doing in India?
Surveillance market is doing very well in India and actually this has 

given oxygen / additional opportunity to IT partners to grow more. 
Surveillance market is growing like anything and as per our analysis 
there is a continuous growth opportunity for all the fraternity.

Surveillance market is growing like anything and according to our 
analysis a minimum of 200% growth is there year on year for the next 
five years.

What is the future roadmap of your company?
We wish to list ourselves on BSE by 2024 and by 2023 we will have 

approximately 300 products. We will setup a facility at Roorkee for 
plastic molding and PCB based power supply setup to provide Indian 
as well international customers the new and innovative products 
related to Surveillance and IT sector. 

Established in 2016 with an aim to grab the 
opportunities in the surveillance industry, 

Securenet Cables and Connectors is providing 
innovative CCTV accessories to Indian 

customers. The company offers 15 various 
types of CCTV cables to meet different kinds 
of customer demand. A motivational speaker, 
an author and an IT expert with 25 years of 

experience,  
SHIV SHANKAR SINGH  

MD, Securenet Cables & Connectors 
speaks to VARINDIA about the 
company, products, innovations, 

surveillance market and much more

Securenet Cables and Connectors provides innovative 
CCTV accessories for Indian customers
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PRODUCT OF THE MONTH

Cadyce All Set To Uplift 
Entertainment Quotient

HDMI cables are a boon for streaming from your laptop to a bigger 
screen. Not just connectivity, they exhibit enthralling display standards 
with UltraHD 4K ruling the roost. Due to all these reasons, HDMI 
has gained immense fandom. Complementing this popularity, Cadyce 
launched their most efficient assortment of high-speed HDMI fiber cables 
with Ethernet – CA-HDCAB70 and CA-HDCAB100. Both these cables 
are a synonym of sheer excellence and quality.

Cadyce acknowledges the diligence of consumers towards eye-pleasing picture quality. Therefore, these cables are a perfect concoction of 
a fabulous viewing experience. They support a maximum resolution of up to 4K@30Hz with the added advantage of full HD and 3D. With 
resolution dynamics like these, encounter real-life and non-pixelated picture quality like never before. 

Besides, Cadyce has not compromised on the durability parameters. Both CA-HDCAB70 and CA-HDCAB100 flaunt 24K gold plated 
connectors to curb the signal loss. These cables adhere to HDMI 2.0, which supports a maximum bandwidth of 18Gbps. Further, this 
bandwidth helps exhibit 4K video resolutions at a higher frame rate complementing the experience with detailed color information contrary 
to previous HDMI versions. Besides, HDMI 2.0 is a boon for an enchanting audio experience. 

Both CA-HDCAB70 and CA-HDCAB100 have the feature of Audio Return Channel. This functionality sends audio data from the 
television to the AV receiver or speakers. It ascertains that a single cable can ably send audio data, and there is no need to have a separate one. 
Not just this, but these single cables are equipped with a plethora of other specifications like an Ethernet channel. With CA-HDCAB70 and 
CA-HDCAB100 by your side, discard a traditional Ethernet cable because they elevate the entertainment quotient with bounties like internet 
connection sharing, accessing home entertainment networking for HDTVs, gaming consoles, and so much more.  

“Over the years, HDMI cables are progressing at a tremendous pace. Unquestionably, Cadyce has kept a tab on this progression and 
similarly designed HDMI cables infused with superlative performance. These cables are a perfect companion to satiate current ultra-high-
definition 4K products. Besides, the length of CA-HDCAB70 and CA-HDCAB100 are the prime protagonist, which comes in 70 and 100 
meters respectively,” adds one of the team members of Cadyce. 

The member further adds, “We want to offer the finest quality to our customers. Therefore, we perform comprehensive testing to ensure 
that the products fulfill our quality parameters. Amid this, only efficient and durable products pave the way in the market. Therefore, 
we assure you that all the products available on our online store and offline have undergone tedious quality checks to provide a satisfying 
experience to all our national and international customers!”

For more information, visit www.cadyce.com
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VARINDIA witnessed a tremendous growth and momentum among the partners who attended 

the 21st edition of VARINDIA Star Nite (SNA) Awards, held at Hotel Roseate House, Aerocity, New 
Delhi on 11th November 2022. As both online and offline buying behaviour changes, Indian VARs find 
massive opportunities and they continue to grow their business. Transformation drives innovation and the 
Industry Brainstorming sessions are the most effective way to engage in a Face-To-Face conversation. The 
12 hours marathon hybrid event started at 9.00 am and went on till 9.00 pm at night. The event attracted 
over 2347 attendees - Physical attendees were 400 and the rest of the attendees attended online (VARs/
Partners/OEMs) from 30 different cities from across the country.

SNA is well recognised as “the DNA of the Channel”. The Partners and VARs who got together took 
this opportunity to share best practices, network with peers, and gain exclusive market intelligence from 
the industry, which will result in bottom-line growth. This event was a true testimonial to how companies 
are well prepared to go physical and digital (Phygital). The event was presented by GoTo. The day-long 
session SNA was opened with a welcome note by VARINDIA Editor-in-chief Dr. Deepak Kumar Sahu, 
where he acknowledged the role played by the VARs and Partners on how they are accelerating the 
digital transformation for the IT companies and customers at large. He also discussed the opportunities for 
partners such as rapid digitization and how OEMs are pushing sales through their website, online platform 
and brand show-rooms, with an intention to cut down the intermediaries. It is for the first time 50 leaders from various IT Associations from 
across the country had attended the event, with this the message of the corporates has reached to 90% ,which is equivalent to 30,000 partner 
eco-system in the country.

DELEGATES DURING THE SESSION 

Dr. Deepak Kumar Sahu 
Editor-in-chief

VARINDIA

(Left To Right): Mr. Suryanarayan CS, Country Category Manager - Aruba, a Hewlett Packard Enterprise company, Dr. Deepak 
Kumar Sahu, Publisher & Editor-in-Chief - VARINDIA, Mr. Puneet Singhal, President - Computer Media Dealers Association, Mr. 
Devesh Rastogi, President - FAIITA, Mr. Deepak Sar, Director (Distribution & Alliances)- Hitachi Vantara, Mr. L Ashok, Chairman - 
ISODA, Mr. Amit Luthra, Managing Director - Lenovo ISG, Mr. Alok Gupta, President - PCAIT, Mr. Praveen Khandelwal, Secretary 
General - CAIT, Ms. S Mohini Ratna, Editor - VARINDIA

SNA AWARDS 2022



31     www.varindia.com  November 2022

There is technology behind every disruption happening today
DEVESH RASTOGI 
President, FAIITA

With today’s challenges, disruptions and the things which are happening in the last four- five years, 
we are seeing fast changes in business. Technology has been evolving, disturbing and creating disruption. 
It is also creating a lot of opportunity for us, because any disruption which is happening today, there’s 
technology behind it. Till last year, we have been a comfortable platform where vendors, associations, 
partners have had some working relationships and they were trying to understand each other’s challenges. 
This year, a new challenge has come up that is a disruption in the T1 distribution space. We should be 
mentally prepared for this disruption. On the technology front, FAIITA has been working with the 
partners, and state associations. We have created India IT mall wherein we are connecting each and every 
brick-and-mortar store through their e-stores at an economical and convenient cost. The government came 
up with the idea of ONDC and FAITTA is one of the sponsors for ONDC. FAIITA has also engaged 
with a number of government agencies in the last two years. FAIITA is the partner with GeM, for the 
training programs and other things.

Technology can only function with a human touch
L. ASHOK  
Chairman, ISODA

No technology can function without a human touch and human interaction and you have a separate 
thing on a UX and UI. We go with a multiple association to see a benefit from each association, which 
brings on table to us. In its 14th year of existence, ISODA has about 190 partners pan India, that was 
initially started for fighting the double taxation and today migrated and navigated to bring value not only 
to the software partner but also to the system integrators and regional distributor support of members. 
This is essential for us when we share our knowledge with our fellow entrepreneurs. This brings us new 
ideas, new avenues and new methods to be profitable in our own business. Invariably, all media companies 
are part of us and VARINDIA plays a significant role in the growth of this association. I would invite 
more and more partners to be part of ISODA in the coming years. There is much more we’re going to be 
bringing on the table for the people to work on, especially in system integration and the software related 
thing.

Every association’s motto should be business 
that comes with networking   

ALOK GUPTA  
President - PCAIT

Any association has to be meaningful. It has to be profitable, effective and powerful. Any association 
is powerful when its members are powerful. Effectiveness is when you can give a business environment 
which is clean to its members. As A PCAIT, we consider ourself as one of the most powerful and effective 
association of the country. We ensure that we create a clean business environment and whenever the 
situation comes, the association ensures that the problem should be handled. In the last six months we 
have added about 11 members but we have said no to more than 28 members. We get at least one small case 
per week, but 99% of those are not for the PCAIT members but are still resolved and given back to that 
particular association. Every association’s first motto should be business which comes with networking. 
Every association’s role is to increase the members’ business, not operating the business for them. Whether 
it comes to the OEMs, distributors or with the government, operating the business is the work of business 
houses which can provide the kind of environment and networking. Whenever there is a small glitch or any issues with the members, we 
immediately come into the act. We are doing three kinds of networking. We have listed more than 100 OEMs with whom we are interacting. 
We are bringing them on board with our partners. OEMs want business with the partners and partners want more and more OEMs to be 
associated so that they can increase their business. 

India’s future business will rely on Internet, 
Digital Payment and Logistics

PRAVEEN KHANDELWAL 
Secretary General- CAIT

Under PM Narendra Modi’s leadership, digitalization, computerization and upgradation have had 
a strong hold since 2014. There was a time when the computer manufacturing business was only done 
by big enterprises. Now, digital technology has entered every household in the form of computers and 
smartphones. We have started the Rashtriya Vyapar Digital Abhiyan from 15th November in Delhi. In 
this abhiyan, we are including each organization, from big firms to small retailers, who use digital tools. 
40,000 trade associations along with many other ministries, are working with CAIT for this abhiyan. 
India has around 8 crore entrepreneurs, but only 35% of them are digitally connected. There are three 
important things for future business - Internet, Digital Payment and Logistics. We have to grow digitally. 
The government wants to reduce cash circulation. We are going to launch a portal – Bharat E-mart – Of 
the Traders, By the Traders, For the Traders. Not only goods, the portal will be providing services as well, 
like financial services, in which HDFC Bank, SBI, ICICI bank and Shree Ram finance will provide insurance to the citizens. This portal will 
also provide travel bookings with IRCTC, flight tickets (national/international flights) to the people. By launching this portal, we are trying 
to help the businesses in the e-commerce sector, so that they don’t rely on foreign e-commerce firms. 
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Cloud is a journey, not a destination
“It is important for us to be agile, so that we can adapt to the new requirements that are coming in, 

day in and day out. There are four essential pillars which define the success of any digital transformation 
journey. First and foremost, we have to look at cloud native applications. The way applications are being 
deployed by our customers, they have to be agile enough. We talk of technologies like containers, micro 
services. It is important to have your applications built in such a way that they're adapted or adaptable to 
the cloud native industry that we're talking about. The second important thing is how we manage data. 
Data has become a currency in today's world. The currency in itself is of no use unless you are able to 
analyze and interface that data. That is where the whole AI and analytics comes into picture. The way 
data is being generated and the way data is being consumed has definitely changed over the years. Now 
back in the day, data primarily was being generated from the core data centers, but today we are looking 
at a scenario where nearly 75% of the data is getting generated at the edge and a lot of data is also getting 
consumed at the edge. It is important for us to look at that whole paradigm and that whole ecosystem 
of where the data is getting generated, and how we can help our customers manage that data far more 
effectively. And lastly, we have to look at a hybrid, multi cloud sort of an environment. It is one of the 
important pillars to drive success.”

The age of data economy is growing rapidly
 “Life was very easy earlier, we used to have enterprise applications and then we used to have resources which used to size enterprise 

applications. But in today's world, life has definitely changed. Today a lot of things are happening in the industry with edge computing, 
analytics, and cloud. In fact, social media, mobility, analytics, and cloud computing have changed the way we live today. Technology is 
changing at an ever increasing pace. Do we actually go back and see that we don't empower our sales teams; we don't actually change our 
business models or find something which is efficient enough in this contemporary world. Definitely technology is a big opportunity around 
us. Technologies are helping to do a lot of things in the industry; there are a lot of ways to help our customers when they are walking up this 
journey. What has changed primarily is, when you build your business models or select your partnership it is important to understand that 
we have been talking about core to cloud. Then we again saw that a lot of applications are moving from edge to core to cloud. But what has 
changed recently is, it's not one-way, it’s two-way. Everyone wants to build intelligence at each and every layer. Today bi-directional flow of 
data is happening. Similarly from edge to cloud is also bi-directional flow of data happening while a lot many different types of data networks 
are evolving as well. In this new IT world, it is very important to build in intelligence. This is what most of our customers expect from us 
when they are building up new technologies. We all are living in this data economy.”

AMIT LUTHRA
Managing Director- Lenovo ISG

Data Center market transforming the economy
“We are at the crux of the change. The technology trends are shifting. Intel is coming out with a 

new processor and similarly Nvidia is doubling the teraflops of its processor. The main challenge while 
designing the server design or the system designed to a data center design is the power or the T case the 
temperature needed to cool down the systems. How to design systems and data centers to make use 
of these humongous power requirements is the key challenge which system designers like us are facing 
today. The power which we see on the system side translates to a lot of challenges when we transfer it to 
the datacenter side. Generally it's the 40% of the power you use in designing the system or cooling the 
system. More power means more fans, more mechanical components, more air cooling type systems and 
more failure rates.  This means more power is hazardous for a data center guy. As 40% of the power is 
needed cooling down the system, so, if you have 23 kilowatt of power you end up paying for 35 kilowatt. 
The extra kilowatt is needed just to take the heat out of the systems. Lenovo created a sub-brand called 
Neptune for data-center, in which we have a software called Energy aware runtime and direct water cool 
nodes.”

Ananda Sekhar Bhattacharjee 
 Head for HPC & AI- 

Lenovo ISG

Abhilash GK
Director- Software Defined 
Infrastructure & Alliances - 

Lenovo ISG

The Channel Empowerment 
Session-II was presented by 
INTEL and LENOVO. The objective 
was to enlighten the audience 
about Lenovo’s roadmap on 
the technology innovation. The 
session was presented by Amit 
Luthra, Managing Director- 
Lenovo ISG; Ananda Sekhar 
Bhattacharjee, Head for HPC 
& AI- Lenovo ISG and Abhilash 
GK, Director- Software Defined 
Infrastructure & Alliances - 
Lenovo ISG. The leaders have 
covered on the complete SDI 
portfolio powered by Intel.

CHANNEL 
TRANSFORMATION 

SESSION 
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SURYANARAYAN CS  
Country Category Manager, Aruba, a Hewlett Packard 
Enterprise company

Data centers were predominantly points 
of discussion on speeds and feeds

“With the evolving partnership, the commitment on investment 
also evolves. It is a joint product development and 

a joint support. The agenda emphasizes 
on the partner profitability. There is a 
transformation which is happening in the 

data center, and the change is bought by 
these tech gurus in Pensando. 

Hewlett Packard Enterprise is 
not new to Data Center, we are 
pioneered from a server storage 
compute perspective.  Now, we 
are going to heavily focus on the 
data center business with a joint 

partnership with Pensando. This 
is a new change which is happening 

at the customer side, which needs to 
be addressed by you all. That will be a 

joint partnership between HPE, Pensando 
and you.

Unless the innovation doesn't address the need, there's no point 
in taking it further. What created the need in the data center space was 
data centers were predominantly not south bound. The innovations 
around data centers were built with virtualization around compute, 
to optimize the resources will not address two points as the security 
layer. Data centers were predominantly points of discussion on speeds 
and feeds.”

SANTANU GHOSE 
Director Sales, APJC, AMD Pensando

Pensando and Aruba working on to bring 
the appliances under one single fabric 
of fourth generation Data Center

 “Pensando is a part of AMD now as Pensando 
builds technology and chipsets. These chipsets 
are given to partners like Aruba and 
they build products out of it. As the 
business fits into the business goal 
of AMD, it is now part of AMD. 
The biggest problem in the data 
transmitted center transformation 
and as we move towards cloud, 
although we are moved to the 
third generation of switching, 
we are now moving to the fourth 
generation of switching. In the 
fourth generation switching the 
biggest challenge is to make the 
network agile and move like a cloud. 
In the data center space, you will find 
the converged infrastructure of server 
and storage has happened but the network is 
not attached with it. The network does not converge. T o 
configure a workload it will probably take two days to configure 
the network whereas the compute side gets very quickly aligned. 
The fourth generation data center needs to solve this challenge. The 
solution is can we bring all the data center services apart from the 
routing and switching. Pensando and Aruba are working on how 
these appliances are to become one single fabric of a fourth generation 
data center.”

The Session - III (VAR SYMPOSIUM) was started with an interesting Fire Side Chat session with Santanu Ghose, Director 
Sales, APJC - AMD Pensando and Suryanarayan CS, Country Category Manager- Aruba, a Hewlett Packard Enterprise 

company. The session was moderated by Dr. Deepak Kumar Sahu, Editor-in-chief, VARINDIA. The discussion was 
centered on how Aruba, a Hewlett Packard Enterprise Company and AMD Pensando partnership is helping the 

4th generation Datacenter to move closer to the cloud story and how partners are taking this to the market.
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Juniper has customers from across verticals in India
HARSHAVARDHAN KATHALEY 
Director - Commercial Sales & Area Partner Director (India & South Asia) - Juniper Networks

“Juniper has been around for 25 years now. We have been doing a lot of innovations. Whatever 
solutions and technologies that Juniper embarked upon, Juniper has always been a leader in it. It is truly 
a global company now. We service a lot of customers with mission-critical applications in banks, airports, 
social media and so on.  Every telco that you will find globally, you will find Juniper at their core. Every 
telephone call that you make or any Google Search that you do, there is a good chance that it touches 
a Juniper device. That is a way of establishing our credibility as a true player. In India, we typically 
have four solutions that we sell – AI-driven enterprise (wired & wireless LAN), cloud ready datacenters, 
Automated WAN, and lastly security.  We have today customers from across the verticals in the country 
– BFSI, Govt. of India, Manufacturing, PSUs, Airports, Web 2.0 companies and so on. We believe that 
we are absolutely ready to take the next step. For the last consecutive years, Juniper has been the topmost 
leader in the Magic Quadrant leader. We are in the Leaders’ Quadrant even in the datacenter space. We 
started WAN Edge two years back as a visionary and I am confident that we will move to become the 
leader in a few months from now.”

65% of corporates will increase their cybersecurity 
budget in the coming years
SUNIL SHARMA 
Managing Director (Sales) - Sophos (India & SAARC)

“There is a demand in the market and then there is a partner who is trying to fulfill that demand. But 
what is that demand for? If someone understands what that demand is and how it is going to grow in the 
next three months or six months or two years down the line, or what is going to reduce, then they will 
be the ones who will know the rule of sustenance. In a recent survey done by PwC, it is revealed that 
65% of the companies surveyed said that they will have to increase their budget for cybersecurity in the 
coming years. But the problem on the customer side is that cybersecurity is so complex and is moving 
at such a fast pace that they are not able to manage on their own. For instance, how many tools does an 
organization use on an average? They use 46 cybersecurity tools. How many alerts do they create every 
week? 17,000 alerts on an average; do you think customers have a battalion to manage all of these?  When 
you have cybersecurity complexities increasing, how do you think a CIO with its 10-11 member team is 
going to handle that? This was never the game earlier. You as a trusted security partner can try unfolding 
this opportunity by understanding which organization needs help.”

By year 2030, we would have 900 million smartphones in the country
KHALID WANI
Sr. Director India & SE Asia - Western Digital

“The power that data has to transform the lives of millions of people around the world is phenomenal. 
When we look particularly at India as a market, it is expected that by the year 2030, we would have 900 
million smartphones in the country. We would have a trillion dollar worth of digital transactions that 
would be happening across various segments. We are talking about public cloud infrastructure churning 
close to $15 billion in revenue and the datacentre infrastructure that is going to be laid out exceeding more 
than $20 billion of revenue. So the size and the scale at which we are creating content and data, you can 
be sure that the data, whether it is on the cloud or whether it is in your phone, 48% of it passes through 
various technologies of Western Digital. And so when you look at Western Digital, it has the widest 
portfolio of data storage solutions available at this point in time. For our channel partners, it is important 
for us to ensure that in every segment we enable, educate and provide tools that are needed in order to be 
successful in any segment that they engage with us in. Western Digital has a wide portfolio of products 
ranging from surveillance storage products to client SSDs and desktop/mobile hard drives.”  

VAR SYMPOSIUM

The VAR Symposium was the most knowledgeable session of the Star Nite Awards. The session was designed in such a way where the 
partners could elevate their skills and could freely connect with the vendors directly. This event was such a platform where the Channel 
Partners got a chance to meet and network with the entire channel community, all under one roof. 

The symposium was focused on existing and future technologies that will impact the channel in the short, mid, and long term. The 
Technology veterans helped the IT and communications service providers understand the disruptive technologies and product roadmaps along 
with key trends. This enabled them to invest in the technical skills needed to build out their services and solution portfolio.

There is nothing like Star Nite Awards and Expo; it is the only annual event that has the breadth and depth of content and events catering 
to Channel sellers in a profound way and a way that deepens knowledge, offers rich networking and is a boost of business reinvigoration!

SNA AWARDS 2022
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In the last two years, hybrid work culture has grown by 200%
TRIVENI RABINDRARAJ 
India Sales Head – GoTo

“GoTo was earlier LogMeIn. We changed our brand from LogMeIn to GoTo on this iconic day – 
2.2.2022. We are the all-in-one solution provider for essential connections. We have been in this industry 
empowering companies to go remote and hybrid not just today but from the last twenty years. We call 
ourselves the OGs in the remote working world. The way the remote work culture has changed over the 
last twenty years has been really drastic. In the last two years itself, the hybrid work culture has grown by 
200%, because of the pandemic. The pandemic has completely changed the way we work and has given 
birth to what we call the ‘New Normal’. But the world has really been uneasy ever since. First came the 
pandemic, then came the climate crisis, the Russia-Ukraine war, and then last year we all saw the Great 
Resignation. Two years back we were all struggling with Work From Home and now the struggle is Work 
From Office. There are many organizations struggling to bring their employees back. It is not going to 
be the case anymore. If you do not give flexible work options to your employees, they are probably not 
going to stay with us. This will result in us not attracting talent.”

Profitability stands for the revenue and the cost
DEEPAK SAR 
Director (Distribution & Alliances) Hitachi Vantara

The theme that was given to me is to talk about profitability. The function of profitability works on 
just two things, the revenue and the cost. Here I am going to talk about how do we increase the revenue and 
try and minimize the cost of operations and minimize the ends and make it profitable for your customers 
and yours. The partner program is the only legal document which tells how you are linked and what you 
can expect when you become a Hitachi Vantara partner. There are three points that we make our partner 
program on. The customers want to invest into a technology which will help them to sustain and scale 
up or out the way they want to do and there is a predictability in terms of the future proofing of the 
technology that they're using. They want predictability in what they are using. They want repeatability 
in terms of whatever optimization is happening in terms of what is happening from the perspective of 
their maintenance of their data centers and applications. They are looking at all that technologies y which 
they can reduce their costs and increase profitability. Hitachi Vantara is basically Hitachi’s digital focus. It 
means that all the IP of Hitachi from the perspective of the IT rests with Hitachi Vantara.

Data is at the crux of the transformation
AMIT DESHMUKH
Head of Channel & Distribution- Cohesity

Started in 2013, the company pioneered the hyper converged infrastructure into the industry with 
hyperscale cloud software defined platform. We offer data management solutions platform that can be 
on-prem, in AWS, at the edge or that can run anywhere. It is a Software Defined Platform, it can be self-
managed, or managed by you or managed in the cloud by us. In this journey AWS, Cisco, HP have come in 
and invested into us and that's how we work together with these large OEMs and infrastructure providers. 
Transformation is happening for so many years and it’s even more critical today as it has become more 
data driven today. Data is at the crux of this transformation. Most of our enterprise customers even the 
government customers are adopting multi-cloud strategy or a hybrid strategy wherein data is not just 
sitting on-prem but partially in one cloud and partially in other cloud, so we need a hybrid or multi-cloud 
strategy. With such a growing demand for data there is also an approach to adopt the cloud. In every 11 
seconds a customer is being hit by ransomware. Close to 64% of Indian customers had been attacked by a 
data security breach in the last two years. 

We do 100% of our business through partners in India
GANESAN ARUMUGAM  
Director- Channel sales (India & SAARC) – NetApp

“There are three things that I look at when we talk about Partner Profitability. Firstly, to align with 
the right OEM who has the right growth strategy, understands the market and has the right technology 
suited for your customers. The second is what kind of support the OEM is giving to the partner – is 
it a partner-centric company or do they have a direct business model as well. And the third is what 
kind of programs they are running, the back-end rebate programs that ultimately gives the partner the 
profitability. Given the competition, the transaction margins keep going down. So you need to check 
whether there is a good back-end rebate or support system from the OEM to increase the profitability. All 
of you know NetApp as a storage company; this is the 30th year of our operations. In the 1st two years we 
have transformed ourselves as a cloud-led data-centric global software company. We clocked in $6.3 billion 
revenue last financial year. We are now looking at becoming a billion dollar Cloud Company. Our cloud 
revenue last year was $500 million and we are looking at reaching to become a billion dollar company in 
the next two years by doubling it. We do 100% of our business through partners in India.”
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Dr. DEEPAK KUMAR SAHU
Editor-in-Chief, VARINDIA

Today, businesses are implementing transformation initiatives 
to gain faster time to market, stay competitive and optimize the 
customer experience so much so that the digital transformation 
market is expected to reach $3.2 trillion by 2025. When it comes to 
data storage, processing and collaboration, many businesses choose 
the flexibility and convenience of cloud computing over traditional 
local hosting and on-premise software.

Technology has been developing, mutating, and adapting at an 
exponential rate and businesses have no option but to get on board or 
be left behind in the competition. As per data, 91% of businesses are 
engaged in some form of digital initiative, and 87% of senior business 
leaders say digitalization is a priority.

Tata Communications enabling organizations 
through Centre for Digital Transformation
AMIT SINHA ROY
VP Global Head of Strategic Alliances, Tata Communications

For many of the small organizations technology is a big challenge, 
they do not understand it. So we got together with CII and co-created 
a Centre for Digital Transformation and it is in its sixth year. We 
created a program starting from assessment through enablement to all 
the way to awards. Over the last few years we have touched over 9000 
companies, 14000 employees of those companies across 50 different 
sessions on different topics. We have done awards where we have 
actually recognized the best digital transformation adoption and then 
and now we are going to launch the CIO Awards. So there are a lot of 
things that we are doing in order to enable starting from the grassroot 
level all the way to technologically conversant organizations to make 
sure that they are able to understand, adopt and extract maximum 
value out of technology.             

Digital transformation enhances efficiencies at workplace
NAVED CHAUDHARY 
Head of Marketing and Public Relations, Ingram Micro India

Technology has the capability of breaking the shield for the next-
level of growth. So the adaptations to the technology are critical. The 
digital transformation journey is not a time-wise process, it keeps on 
evolving and the adaptations which are happening are primarily in the 
areas of CRM, Business Intelligence so that firing happens at the right 
areas so that better efficiencies come out. It is very critical for smaller 
organizations, especially SMBs to work in a particular direction. 
Digital transformation journey which we are into right now shows us 
the growth and whoever is adopting to digital transformation journey 
having better efficiencies at workplace. So, if a new technology is 
being adopted that is going to give them the next-level of growth.      

Technology empowering both enterprises 
and small and mid-sized businesses
AMIT DESHMUKH  
Head of Channel & Distribution, Cohesity

If I want to start my business today, can technology help me to 
be ahead of the curve by setting things up within no time, the answer 
is yes. When you are starting a business you need technology to run 
your websites, applications, email for employees, some basic setup 

to place & execute your order, store customers. For example, we get 
12 months of EC2 to host applications, also we get 12 months free 
database for hosting our database applications. Other applications 
like Zoho, the entire platform, be it CRM, mails etc. are available 
as a subscription for n numbers of users required today. That is the 
power of technology that has given today to start the business. The 
technology is empowering not just the enterprise customers like BFSI 
or pharma but even the smaller and mid-sized customers today are 
using this.               

Business outcome: an important component 
of digital transformation
PUNEET CHADHA  
CMO, Redington Ltd.

There is a very important component along with technology which 
is business outcomes. It is very important from a digital transformation 
perspective. I just want to acknowledge what really happened a few 
years back with the pandemic and SMBs have taken very different 
journeys like many businesses were shut down, contracted but there 
was this set of SMBs which actually did a lot of innovation like they 
went digital with the use of technology. We did a research sometime 
back, we spoke to 500-600 customers and 90% of those customers said 
that they have grown digital investments by about 15-20%. Not only 
that, they said consumers are going to increase their online purchases. 
They could have scale online purchases. That is very important for us 
to understand. From a consumer perspective there is this force which 
is driving the technology investments in businesses.   

Technology not only adding to revenue 
but also user experience
SUBIR MAHAPATRA  
Vice President, V5 Global (A First Meridien Company)

Digital transformation is a journey and everybody knows that it 
has been there for a while and now it is reaching to a stage where it is 
becoming digital imperative. The role of technology today is - how do 
technology provide a digital channel medium. The way things have 
changed, it is not just adding up to the revenue, you look at user 
experience, how digital mediums have come in and it has impacted 
all of us. Technology is vital, it is really going to play an important 
role and we as partners have to really look at becoming a strategic 
partner and help our customers be it small medium enterprises or 
small medium businesses, just to see how we are able to help those 
customers build appropriate solutions based on their needs and scale.    

Companies embracing technology are 
unlocking growth potential
PRAMA BAJAJ  
VP, Global Marketing & Strategy, Cloudsek

The companies today which embrace technologies, unlock the 
potential for growth. Technology for sure is required from the 
growth perspective. Primarily, if we look at two to three key points, 
how technology was used was cost efficiency, streamlining business 
processes and operations, and enablement. Today, technology has 
gone beyond that. Enterprises are harnessing the power of digital 
technology to fuel innovation-led growth. So if we look at four 
to five key factors where technology works as a catalyst then it is 
innovation, collaboration, growth, enhancing customer experience 
and improving employee well-being.

MODERATED BY:

PANEL DISCUSSION SESSION - I
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Dr. DEEPAK KUMAR SAHU
Editor-in-Chief, VARINDIA

Understanding partner profitability is the most critical subject. 
Solution providers are changing their business models to focus on 
new technologies and ways of doing business that can help them meet 
new challenges. Today, in India, a survey reports that 62% of the large 
corporates and middle-market companies are in the formative stages 
of digitalisation. Accordingly, solution providers have shifted from a 
product-led business model to one that blends product and services 
sales, with some having shifted to a complete services-led business 
model. 

Think, build and operate: Three 
pillars of business growth
RANJAN CHOPRA
MD, Team Computers

OEM is full of people and people have their careers within. OEMs 
are also owned either privately or publicly. They have the stock 
market pressure and that pressure that we and our teams face. Second, 
what is the difference between speed and velocity? We at times make 
the mistake of setting the business target - that is speed. The point is 
velocity is speed in a direction. So it is very important to establish 
the direction with the OEM. Third is to think, build and operate. 
We emphasize on operating because most of us could not find people 
who can operate and somebody has to play the role of a thinker like 
in which market shall we sell an OEM’s product, how shall we sell 
etc. Everybody wants more sales, free cash and it will lead to more 
valuation. For free cash, selecting the direction is very important. All 
the three roles of think, build and operate are necessary for a business 
to grow. 

Coverage: An important aspect of business
KAMINI TALWAR  
Director, Iris Global Services

Post COVID came the changing dynamics which means the 
hybrid model and the new tools of today – Zoom and Teams, it calls 
double if a customer or a vendor or a partner was making 10 calls, now 
they make 20 calls. Meetings on the go have increased the engagement 
level at a very high speed. Somehow, partners are very aggressive right 
now, they are meeting the OEMs and generating a huge funnel. The 
OEM’s criteria is to have coverage and if you do not have it then you 
will have a hole in the bottom line at the end of the year. So coverage 
is a very important point at present and this is what we are doing. 

A successful engagement means adding 
value by both partners and OEMs
N K MEHTA 
Founder & CEO, Secure Network Solutions      

A successful engagement means the OEM should be ready to 
invest in the partner. So  how much investment an OEM is ready to 
make in the partner, how long it can hand-hold it before the partner 
starts delivering, so this is the way I look at it. I think a successful 
engagement is both ways – how much value you are able to add to the 
partner and how much value the partner is able to add, they should 
be able to question each other. If they live together that means it is 
the ideal fit for the partner OEM. An OEM need not go after every 

partner because every partner’s DNA may not match the OEM. They 
should select the right partner, invest on a long term, hand-hold, train 
and help him to win accounts. If this is done I think the partner also 
will be dedicated to the OEM.

“I see partnership as an investment from 
both the parties for long-term, fulfilling each 
other’s future, priorities and can add value”
R S SHANBHAG
Chairman & CEO, Value Point Systems

I see partnership as an investment from both the parties for long-
term, fulfilling each other’s future, priorities and can add value. It is not 
just the money part of it, I see the wealth creation in this relationship. 
Today, if I see the value that got created out of the partnerships are 
beyond just the money part of it. So there is a credibility and visibility 
build. Revenue brings the visibility to a greater extent. Profitability 
queues bigger valuation, even getting identified by the potential 
prospects to buy you out or invest in you is intangible and invaluable.             

Active engagement is the 
biggest success criteria
TRIVENI RABINDRARAJ  
India Sales Head, GoTo

One of the biggest success measures for profitability is not 
only money but the level of engagement and that is the biggest 
success criteria. There are two kinds of engagement – one is passive 
engagement and the other is active engagement. Passive engagement 
is as an OEM you are creating a partner portal, dumping all the 
information required and doing the measurement on how many 
times the partner came on the portal, downloading the content etc. 
But what is very important is the level of the knowledge transfer and 
it happens when you have the OEM sales person, channel partner 
sales person and both of them speak the same language, approach the 
customer in the same way. There should be no difference between 
the sales persons from the OEM and partner. That is really called an 
active engagement.     

Vendors and OEMs must look at 
partners who add value
SURESH RAMANI  
CEO, TechGyan

From the partner’s perspective, when I am going to look at an 
OEM to associate with, I am not going to look at only the transfer 
price or the margins. I would like to know what is the air cover the 
OEM is going to give me in terms of the kind of pull the OEM has, the 
popular platforms, does the OEM provide me with an opportunity 
to grow IP around his platform because if it is a product then I am 
just doing a transaction that means I am buying and then selling. In 
that case anyone who is going to give a lower price is going to take 
that share mostly but the platform allows me to create my solution, 
IP and then I am creating a mode around the solution then someone 
else may not be able to take the customer away from me. When we 
are looking at relationships from both vendor and OEM perspective 
they need to look at partners who can really add value, who are not 
transacting partners.

MODERATED BY:

PANEL DISCUSSION SESSION - II
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STAR NITE AWARDS 2022

After the much awaited power-packed partners awards session, the evening session witnessed the Star 
Nite Awards 2022, where the stalwarts of the industry, Government and the corporate world gathered to 
witness the welcome note by VARINDIA. The awards were selected based on the Channel Leadership 
Survey (CLS), which has been conducted every year for the last 2 decades.

The award ceremony started with a special address by the Indian IT channel veteran and thought leader 
Lata Singh, Director, Regional Technology Leader-NEB - IBM India -South Asia and Kiran Rajashekhar, 
Principal Ecosystem Manager, IBM India-South Asia who jointly addressed the session and  Amit Kapoor, 
Partner Business Manager-Hewlett Packard Enterprise India addressed the delegates. The speakers 
congratulated the entire IT channel fraternity for showcasing the true ‘partnership’ and opportunity for 
growth.

The evening session was enthralled with the presentations from Mr. Prashant Kumar Singh, IAS - GEM 
(CEO); Prof. Triveni Singh, IPS, Superintendent of Police, Government of U.P.; Dr. Sanjay Bahl, Director 
General- Cert-in.

Dr. Deepak Kumar Sahu 
Editor-in-chief

VARINDIA

S Mohini Ratna 
Editor 

VARINDIA

From (Left To Right): Mr. Amit Deshmukh,Head of Channel & Distribution-Cohesity, Mr. Subhasish Gupta,Country Manager India
and SAARC- Allied Telesis, Mr. Ganesh Supekar Head - Channel And Alliances - Trellix, Mr. Puneet Chadha, CMO- Redington Ltd., 
Miss. Sonal Kukreja, Miss Universe 1st Runner-up, Mr. Ganesan Arumugam, Director- Channel Sales-India & SAARC- Netapp, 
Mr.Suryanarayan CS, Country Category Manager- Aruba, Ms. Lata Singh, Director, Regional Technology Leader-NEB- IBM India-
South Asia, Mr. L Ashok, Chairman-ISODA, Ms. S Mohini Ratna, Editor-VARINDIA, Mr. R S Shanbhag, Chairman & CEO- ValuePoint 
Systems, Mr. Kiran Rajashekhar, Principal Ecosystem Manager, IBM India-South Asia, Dr.Biswajit Mohapatra, Head of Customer 
Solutions Management (CSM), India and South Asia- AWS, Mr. Deepak Sar, Director (Distribution & Alliances) - Hitachi Vantara, Mr. 
Ashish D Jain, Executive President & COO (Telecom Division) – Polycab India Limited, Dr. Deepak Kumar Sahu, Publisher & Editor-
in-Chief - VARINDIA

Ms. S. Mohini Ratna, Editor, VARINDIA in her introductory note said, the digital era has brought 
unprecedented changes to the technology, business and society. Through the daylong sessions and panel 
discussions,  a bright digital future is waiting for the channel.

Talking about the Channel Leadership Survey (CLS) 2022 is an integrated report that is published in 
the September 2022 VarIndia issue, which is the 23rd Anniversary Special Issue. The survey was focused 
on the emerging technologies and contemporary product evolution in hardware, software and services by 
technology vendors for addressing the needs and challenges of today’s customers. The Channel Leadership 
Survey finds that cloud and software vendors are increasing their dependence on channel partnerships in 
the face of increased IT complexity, a critical lack of customer skills, and pressures to cut costs. Partners  
need more than ever to design, implement, integrate and manage these complex software environments 
across cloud, on-premises and edge.

The survey finds that software and cloud vendors are increasing their dependence on channel 
partnerships in the face of increased IT complexity, a critical lack of customer skills, and pressures to 
cut costs. The cloud OEMs are now targeting Tier 3 and Tier 4 partners, apart from Tier I, II and III, 
by offering lucrative incentives and recurring revenues. It is essential for stability and growth, but most 
security integrators rely on project-based revenue to turn a profit. 

Digital transformation is imperative for all businesses, from small to big enterprises. Digital is Possible 
only when partners become critical in delivering complete solutions, bringing together pools of specialist 
expertise and unique value.

SNA AWARDS 2022
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"We are seeing a rapid shift towards services today"  
DR. SANJAY BAHL 
Director General- CERT-IN

The most important thing today is to start investing in people, training, re-skilling and retraining so 
that one remains abreast with the services that need to be provided to the customers. So whether you are 
providing endpoint, network equipments or mobile, this is in way expanding the attack surface for the 
malicious actors. Channel Partners therefore have to make sure that they make available secured solutions 
to the customers. This is where services are going to be critical. If you look at some of the threats today, 
they range from ransomware, malware, issues around supply chain, unauthorised scanning of systems, 
phishing, business email compromises, data breaches and leaks, advanced persistent threats, fake apps, 
threats on digital payments, unauthorised access of social media and so on. Today we are living in a world 
where multiple factors are impacting key decisions. There is a constant shift across the security landscape 
which is giving rise to new challenges. As a partner you are providing layered solutions which is leading 
to complacency at the customer end and thereby it is degrading their security. Because you have focused 
on providing products and not the services around it. Supply chain, which has become a mix of social, 
political and economic challenges is yet another factor here. SO when you are providing any product, 
I would recommend you look at the complete supply chain chart. Going forward that will help you in 
the long run and will also make sure that you are in a position to explain to your customers how it helps 
them from an overall security perspective. Then there is the issue of ‘Aspashtata’ or ambiguity.  There is 
a lack of understanding of different security attacks that are taking place. Because of the large number of 
technologies that you sell and deploy, it produces several logs and reports. But no one knows how to read 
them in terms of what is actually a genuine threat. This is the opportunity where you can provide services 
if you have trained your people and provide these kinds of reports and logs to your customers. There 
should be clarity around attackers who are injecting misinformation around the cybersecurity landscape 
to disrupt.

"Humans are the weakest link in the cybersecurity ecosystem"   
PROF. TRIVENI SINGH    
S.P. - Cybercrime, UP Police  

We are more reliant on technology nowadays. The concept of GRC is mismanaged. Our main focus 
should be on human interface. Humans are the weakest link in the entire cybersecurity ecosystem. In all 
the cases of ransomware attacks, the private investigator investigates the case, and there is no involvement 
of police. 

Recently, we have witnessed a case in Noida for ransomware attack with a renowned insurance 
company, 10 days after it took cyber insurance. The hackers claimed Rs 15 crore from the insurance 
company. So, the question is, how did the cybercriminals know the company has taken cyber insurance 
recently? This is a major concern. If someone suffers from cybercrime, they can report the issue to the 
police rather than hiring a private investigator. 

In my opinion, if there is any cyberattack or data breach issue, it should be reported to the police to 
investigate the case. Organizations should properly train people how to handle the cyberattack situation. 
While selling any solution to the industry, organizations should include human interface along with the 
tools and technology they are providing.

"Today there is the possibility of everything getting attacked"  
PRASHANT KUMAR SINGH  
IAS - GeM (CEO)

The idea of the GeM portal was given by the Honourable Prime Minister in 2016, primarily to curb 
corruption. The older system of DGS&D was replaced by this portal. It’s been a long journey of almost 
six years and this year alone we are going to touch upon almost 2 lakhs crore in our business. We have 
close to 65,000 Govt. buyers on one side and 50 lakhs sellers on the other side. There are about 50 lakhs 
products and we have till date done about 12 million (1.2 crore) transactions. The portal does about 13,000 
contracts a day. So it’s a challenging task for us to keep the system up and running. But the best part is 
that there has been no major security outage so far. I say with fingers crossed that the GeM portal has not 
been attacked yet. In today’s world nothing is secured. There is the possibility of every single thing getting 
attacked and there are higher chances of losing your data and money to fraudsters. The idea is that we 
should devise optimal solutions for our systems and then keep hopes alive that nothing is compromised. 
GeM has a layered level of security; we have a cybersecurity advisor who keeps on giving us advice and 
we try to implement them.  A piece of advice I got from a gentleman is that ‘don’t be in a fool’s paradise 
believing that you will be secured by hiring a consultant. This silent digital revolution that we talk about 
has brought so many changes to all our lives. Today we go to a sabjiwala and we pay him through PayTM. 
These things were unheard of or unthinkable six, seven years back. The pace at which this is changing 
our lives is also very alarming. What is going to happen in two years is for all of us to see. Another point 
is, the pace at which digital technologies are moving, our government regulations or legal systems are not 
being able to keep pace with it. This is one area where we have to do some serious thinking if we want to 
be in sync with reality.    



40 November 2022    www.varindia.com

Dell emphasizes on loyalty and deliver business growth
AMOL SRIVASTAVA 
Director Channel – North, Dell Technologies India

One of the most important things that takes precedence at Dell over other things is the question – 
how do we inspire loyalty and deliver business growth. You will see this in the guiding principles of our 
channel engagement policy, first, how do we make it easier for you to transact with Dell. Second, partner 
profitability and third is how do we enhance your experience so that you come back and do business 
with us again. You hear about that we are in a process of digital transformation but I would really like to 
think about it if we have the leadership, the tools and the technologies to build and manage processes in 
a way that we get the best advantages of this and how do we avoid the dangers of it. So we are going to 
build on these processes, define the processes as there is transformation happening across organizations, 
economies and in many ways in our lives. Digital technology allows us to take things and put them in the 
virtual world. We have done some great things in the recent past. We have taken many activities that real 
people did with pen and paper in offices and elsewhere and we have put them in the virtual world. Think 
about online banking, we seldom go to the banks today because most of our banking is online. The other part is transformation, it is a very 
important word and it had an impact in the past. It helped define the processes in a society and also gives us some context in terms of what is 
happening around us. In pre-industrial society life of an individual was very stable which means for hundreds of years the life of a grandchild 
was very similar to that of a grandparent but something brought a fundamental change in the society and this was called as the Industrial 
Revolution, nature of work changed and grandparents could not recognize the lives of their grandchildren. Something like that is happening 
right now. We are in the middle of it and you are experiencing it.

“We continue to invest in our partners to grow our ecosystem 
and network to ensure we increase our customer penetration”

AMIT KAPOOR  
Partner Business Manager, Hewlett Packard Enterprise India

Innovation is a part of HPE's DNA and that is what we strive for. We aim to provide seamless 
experience to our customers and partners whether it is medical science, fan stadium, machine to Mars 
etc. we feel that everything computes, joins together. The moment you provide a seamless experience to 
customers – that is what they buy from you. They do not look at the underlying product but it is the 
experience that helps you in taking your relationship ahead. Partners are the key pillars of our strength 
and if you talk about HPE India, 85% of our business is indirect. We really invest in our partners because a 
large part of our business comes from partners. We have strategy with partners, we have really group with 
partners, we continue to invest in our partners to grow our ecosystem and network to ensure we increase 
our customer penetration. We feel HPE is a force for good as an organization.

We have now entered into a new world. The world, the buying pattern, the technology, the rules of 
the workplace have changed. It is no longer that a customer comes to you with the requirements. They only want an outcome based instance. 
Strengthening the core, evolving into newer technology which is data first modernization, providing seamless experience across core, data and 
the edge - this is a part of our strategy for FY23 with our partners. After the COVID era people are moving into the digital economy. We feel 
the digital economy is meaningless without a data first modernization strategy. We all use data for making decisions, it is an imperative part 
of our business. Unless you are deriving meaningful input from data it does not make any sense. So there is a complexity and to solve it HPE 
comes into perspective. We provide you with solutions, seamless unified experience on the core, edge, colocation data center etc. This is how 
we are striving our customers gelling with our partners for data first modernization. 

Data is going to be at the edge
LATA SINGH 
Director, Regional Technology Leader-NEB - IBM India 

-South Asia

 “Overall the industry is 
dependent on three things - 
Jan Dhan, Aadhar and mobile. 
What the industry is undergoing 
is a result of these three, the 
adoption of the UPI, the entire 
biometric system and then the 
mobile because everyone is using 
the mobile and that is what life 
is about. The critical thing that's 
happened in the recent past is 
the 5G rollout; with this we 
are going to have 10x propel, 
10x the number of devices and a 
reduction of 15x on the latency. 
As a result from the business side 

data is going to be at the edge. Then how you really move that data, 
or analyze the data and how you use that data is critical.” 

Right competencies help to gear up  
profit margin

KIRAN RAJASHEKHAR 
Principal Ecosystem 

Manager, IBM India-South 
Asia

“As partners, while we spoke 
about the market opportunities 
and the trends and investments 
IBM is making. This is how as 
partners you can make money 
from a software's point of 
view, you can make margins 
all the way up to 49% of the 
transaction. As long as you have 
the right competencies you are 
able to make close to 49% of the 
transaction value as your margins. 
This is very important as you are 
doubling down on software, where software is our growth engine.”

SNA AWARDS 2022
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Technology disruptions bringing the industry together
Nutanix is a global leader in the hybrid cloud infrastructure space. Nine years back, we were the 

ones who actually challenged the status quo by completely changing the enterprise storage market and 
coming out with a brand-new category called hyperconvergence infrastructure. We are at the cusp of a 
massive transition. We are at the cusp of moving ourselves from being a hyperconverged infrastructure 
company to a hybrid cloud infrastructure company. There are disruptions on the technology side and in 
the industry, which make it more imperative to be together. As a channel leader, we are laser-focused on 
onboarding new customers. There are three things that are very crucial to us. With the kind of growth 
that we’re looking at, we’re never going to double our sales team. The other major focus is ease of doing 
business. We do not want it back into a particular quarter and we want to drive this business so linearly, 
that it also gives a lot of ease of doing business for our channel partners. The third and very important 
aspect of our strategy is about investments. A large part of our investments is directed towards customer 
marketing, but this year, we have decided to double our marketing investments towards the channels. We 
want to go and create value for our customers, partners and hence the channel is laser focused in terms of 
driving quality over quantity.

Trellix mainly focuses on XDR Technology
Last year when a private equity firm STG, Symphony Technology Group, had acquired the enterprise 

piece of erstwhile McAfee Inc’s business and post the acquisition, they also acquired the product business 
of erstwhile FireEye Inc. Post both these acquisitions, they decided to merge these two companies. But 
then the board was in doubt with which brand to go forward because both had their own brand recall 
and their own install base. It was then a decision was taken to come up with a new brand identity and 
that in January this year, we launched a brand called Trellix, which is an amalgamation of two very well-
known cybersecurity companies McAfee enterprise and FireEye, which focused on XDR Technology. 
The remaining portfolio which was focusing on cloud security, has been hived off under a separate brand 
called Sky High. We’ll be launching our partner program beginning January 23. The program which will 
be made available for all partners across the globe will be called as Trellix Extend which will have five 
different categories of partners to classify. Amongst all these five categories, the biggest one in terms of 
revenue contribution will be the stimulation partners. There’ll be two-way profitability avenues which 
will be made available. So, that’s something a key differentiator or unique thing which we will be bringing 
in with our Extend program beginning January, and based on the category and volume contributions, 
there will be some handsome rebates or back end. That’s the two-way profitability avenue which will 
be made available to most of our partners in Extend. Technically, we are also a 100% channel driven 
company and that's how we will continue to be.

Increase in Network Complexity in today’s tech world
There are four vertical segments which we focus across the globe. We have our own manufacturing 

facilities today. In the last three years, customers have been struggling to get their network equipment. 
We’ve got tons of customers in the government and in the defence research sector. The other three verticals 
are focused globally and in India. The relevance of IoT becomes very prevalent in the manufacturing 
domain and in the education domain. Today, networks have become extremely complex.  Partners who 
have worked with us have grown with us. They’ve seen the way we bring in value when we build a business 
with them together. From a network infrastructure perspective, we are strong in the wired network with 
innovative IPs on wireless technology. The autonomous management framework is a software defined 
AI built-in network wherein you are able to do the entire control from the same GUI. We are the only 
vendor who talks about integrated solutions with 30+ cybersecurity international vendors and a couple 
of others, that brings a granular single dashboard with which you can control your entire wired, wireless 
SD-WAN and the cybersecurity solution to the extent of pushing policies and changing configurations. 
We talk about a software defined network built with a lot of AI in it, where human intervention, which 
is one of the major areas when we talk about networks, has a lot of failure points. We talk about the least 
amount of human intervention from an IP backbone point of view. From a channel perspective, we have 
got a well-oiled channel policy.

The Star Nite Awards witnessed the discussion on how every possible technology was there to explore the future of IT. Partners shared the 
opportunity to discuss their technology products or services in a thought leadership format that educated, informed and was sellable.

The famous 10 minutes Tech talk session, where only three corporates (Allied Telesis, Trellix and Nutanix) had participated,  really helped 
the partners and VARs to stay up-to-date in using technology and becoming better communicators in the workplace.

The topics covered starting from Digital Transformation, Security & Risk, Wireless Network and more and the Speakers shared their 
experiences in their respective fields. The key-takeaways of the session was Cyber security and digitization are the way to move forward, 
unlocking much-needed efficiency and sustainability today.

TECH TALK SESSION

SUBHASHISH GUPTA, 
Country Manager India 

And Saarc – Allied Telesis

GANESH SUPEKAR, 
Head - Channel And 
Alliances – Trellix

HARSH VAISHNAV
Director Channels, Alliances 

And Ecosystem (India 
& SAARC) - Nutanix
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Redington Limited Ingram Micro India Ltd. Savex Technologies Pvt. Ltd.

Recognition 
of Eminent 

VARs of India 

VARs and Partners have been instrumental in reaching out to the last mile of India’s technology distribution business through their vast 
networks. They are the only touchpoint between a brand and a customer. They are taking technology across and beyond for Global and 
Indian brands from IT hardware and software industries. 

The partners and VARS have played a key role in the transformational journey by taking all the precautionary measures to serve their 
customers in various key sectors including Government, Enterprise, SME and consumers. Every year VARINDIA recognises the Partners/
VARs (Movers and shakers in the Tech Industry).

The criteria of selecting the awardees were based on their competency into technology, innovation and marketing capabilities, Go-to-
market approach, creating a niche in the channel eco-system and post-sales support etc. 

Ingram Micro connects you with global and local markets, technologies and resources to market and sell your products. Their solutions 
go beyond distribution–by offering marketing, reverse logistics and a suite of services to connect you with your customers quickly, accurately 
and efficiently. Ingram Micro has global operations in 59 countries and sales into 160 countries. Its global reach enables it to better serve its 
customers by leveraging its extensive sales and distribution network. It is the No.1 Distribution company at the Global level.

Today, apart from distributing computing devices meant for consumers, Redington provides customized solutions from the world’s 
leading technology vendors through its VAR & SI partners to help corporates address their business challenges and deliver outcomes that lead 
to enhancement of productivity and better experience for their individual customers.

Digital transformation is imperative for all businesses - SMBs, SMEs, and Enterprises to compete and grow in today's world. Redington, 
the global leading technology aggregator has been at the forefront of Digital Transformation and has proven expertise that has not only 
enabled Redington’s growth, but also the growth of its Brand and Channel Partners in 38 markets. Redington has also transformed the way 
tech distribution is done in markets investing in eCommerce, Cloud, and Services amongst many other strategic initiatives enabling strong 
growth for its partners.

Headquartered in Chennai, Redington enables the digital transformation journey by reducing the barrier to tech adoption enabled by 
Innovation, Technology, and Partnerships. This has helped them to enhance productivity, business processes, and overall growth. It is the 
No.1 Distribution company in India.

Savex Technologies Pvt. Ltd. is the 3rd largest Information and Communication Technology Distributor in India, with a huge difference 
in turnover, when compared with number two. Headquartered in Mumbai, Savex has 107 Sales offices and 42 stocking locations across the 
country. Catering to over 12,000 customers every month in over 750+ cities. 

The 21st Star Nite Awards 2022 recognised the partners who have been outperforming in the country. When we look at the turnover there 
is a huge gap among these three technology distributors - Ingram Micro, Redington and Savex Technologies. These three distribution houses 
cover more than 60% of the market share.

SNA AWARDS 2022
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Best Solution & Service Partner Black Box Ltd.

Softline Services India Pvt. Ltd.

Team Computers Pvt. Ltd.

Best Sub Distributor Comnet Resources Pvt. Ltd.

Elcom Trading Company Pvt. Ltd.

Krishna Agencies Pvt. Ltd.

Miracle Tech Distributors Pvt. Ltd.

Park Network Pvt. Ltd.

Softmart Solutions

Sound Solutions

Best VAD Inflow Technologies Pvt. Ltd.

Iris Global Services Pvt. Ltd. 

iValue InfoSolutions Pvt. Ltd.

RAH Infotech Pvt. Ltd.

Rashi Peripherals Ltd.

Tech Data India

Best Cloud Solution Partner Pentacle IT Solutions Pvt. Ltd.

Quadrasystems.net (India) Pvt. Ltd.

Umbrella Infocare Pvt. Ltd.

Shivaami Cloud Services Pvt. Ltd.

Progression Infonet Pvt. Ltd.

Locuz Enterprise Solutions Ltd.

TechGyan

Pentagon System and Services Pvt. Ltd.

Best Digital Transformation Partner DEV Information Technology Ltd.

Inspira Enterprise India Ltd.

Progressive Infotech Pvt. Ltd.

SISL Infotech Pvt. Ltd.

Best Solution Partner Agmatel India Pvt. Ltd.

Elegant Business Solutions Pvt. Ltd.

Embee Software Pvt. Ltd.

Hitachi Systems India Pvt. Ltd.

Insight Business Machines Pvt. Ltd.

PC Solutions Pvt. Ltd.

Proactive Data Systems Pvt. Ltd.

Sujata Computers Pvt. Ltd.

Symmetrix Computer Systems Pvt. Ltd.

Vayam Technologies Ltd.

TEG Global Infrastructures Pvt. Ltd.

Value Point Systems Pvt. Ltd.

VIBS Infosol Pvt. Ltd.

Wysetek Systems Technologists Pvt. Ltd.

Best Retailer Computer Land

SSDN Techsolutions

Supreme Technologies Pvt. Ltd.

Best Collaboration Partner Business Octane Solutions Pvt. Ltd.

Progility Technologies Pvt. Ltd.

Gurusons Communications Pvt. Ltd.

Best Distributor Ingram Micro India 

Savex Technologies Pvt. Ltd.

Redington Ltd.

Best VAD - IT Security Acceron Infosol Pvt. Ltd.

Best VAD - Network Security Netpoleon India

Best Information Security Partner ACPL Systems Pvt. Ltd.
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Secure Network Solutions India Pvt. Ltd.

Best Infrastructure Partner Sheeltron Digital Systems Pvt. Ltd.

Frontier Business Systems Pvt. Ltd.

Gowra Bits & Bytes Pvt. Ltd.

Monarch Technologies (Pune) Pvt. Ltd

Best IT Service Partner ABC Systems Pvt. Ltd.

Bloom Electronics Pvt. Ltd.

Futurenet Technologies India Pvt. Ltd.

KPlus Infotech Pvt. Ltd.

LDS Infotech Pvt. Ltd.

SoftwareONE India Pvt. Ltd.

Xpress Computers Ltd.

Comnet Vision India Pvt. Ltd.

Ninth Dimension IT Solutions Pvt. Ltd.

United Computers

Best Networking Partner Bardroy Infotech Pvt. Ltd.

ESSI Integrated Technologies Pvt. Ltd.

Sanghvi Infotech Pvt. Ltd.

Spark Technologies Pvt. Ltd.

Best Security Solution Partner Cache Infotech Pvt. Ltd.

D M Systems Pvt. Ltd.

Deltakraft Solutions Pvt. Ltd.

E-Soft Solutions Inc.

Essen Vision Software Pvt. Ltd.

ITS Technology Solution Pvt. Ltd.

JNR Management Resources Pvt. Ltd.

Kamtron Systems Pvt. Ltd.

Macaws Infotech

Raksha Technologies Pvt. Ltd.

Rubik Infotech Pvt. Ltd.

Silicon Netsecure Pvt. Ltd.

Unistal Systems Pvt. Ltd.

Best System Integrator ACMA Computers Ltd.

Adit Microsys Pvt. Ltd.

Corporate Infotech Pvt. Ltd. (CIPL)

FutureSoft Solutions Pvt. Ltd.

Magnamious Systems Pvt. Ltd.

VDA Infosolutions Pvt. Ltd.

Targus Technologies Pvt. Ltd.

Megahertz Infotech Pvt. Ltd.

Galaxy Office Automation Pvt. Ltd.

CDP India Pvt. Ltd.

Arrow PC Network Pvt. Ltd.

Infobahn Technical Solutions (I) Pvt. Ltd.

E Square System & Technologies Pvt. Ltd.

Orbit Techsol India Pvt. Ltd.

Orient Technologies Pvt. Ltd.

NTT Ltd.

Presto Infosolutions Pvt. Ltd.

Printlink Computer & Communication Pvt. Ltd.

ABS India Pvt. Ltd.

SHRO Systems Pvt. Ltd.

Softcell Technologies Global Pvt. Ltd.

Best VAD - Security Solutions BD Software Distribution Pvt. Ltd.
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Best Back-up And Recovery Software  
- Veeam Software Pvt. Ltd.

Best SASE Solution Providers 
- ZScaler Softech india

Best Data Security Company - Check 
Point Software Technologies.

Best Company Into RPA Solutions - Uipath

Best Business Application Solution 
Company - Oracle India Pvt. Ltd

Best Digital Native Company - 
Amazon Web Services (AWS)

Best Data Center In India - NTT Ltd.

Best Cloud Infrastructure Solutions 
Company - Netapp India Pvt. Ltd.

Best Data Protection Software - 
Commvault Systems India Pvt. Ltd

 40+ OEMs recognized for their 
Outstanding Performance

The criteria for selecting the awardees were based on their 
competency into technology, innovation and marketing 
capabilities, Go-to-market approach, creating a niche in 
the channel eco-system and post-sales support etc. A very 
clear and transparent voting process was followed in short-
listing the winners. The total respondents who voted on our 
website (www.varindia.com) were 17,344 and the respective 
organization that received the maximum number of votes in 
different categories was the clear cut winner.

Best Partner Choice Cloud Company 
- Google Cloud Plarform (GCP)

Best Wi-fi Access Point- SMB 
- Tp-link India Pvt. Ltd.

Best Wired And Wireless Solution 
Company - Aruba- A Hewlett-
packard Enterprise Company

Best X86 Server, Storage Solution Company 
And Channel Favourite Company Of 

This Year 2022 - Dell Technologies
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Best Enterprise Firewall 
Company - Fortinet Inc.

Best Internal And External Hard 
Disk Drive - Seagate Technology

Best Hyper Converged Solution Company 
- Nutanix Technologies India Pvt Ltd

Best IT Solutions Service Provider - GoTo

Best Hyperconverged Infrastructure 
Solution Company, End To End 
Technology Solution Company - 

Hewlett-Packard Enterprise

Best Laptop- For Entry Level 
- Acer India Pvt. Ltd.

Best Next Generation Firewall - 
Sophos Technologies Pvt. Ltd.

Best Protection And Ransomware 
Recovery Company - Cohesity

Best Open Source Infrastructure Solution 
Company - Red Hat India Pvt. Ltd.

Best Note Book- Consumer 
- Dell Technologies

Best SMB Networking Company 
- D-link India Limited.

Best Note Book- Enterprise, Best 
Inkjet And Laser Printer (Single & 

Mfp) - Hp India Sales Pvt. Ltd.

Best Structure Cabling Company - 
Commscope Solutions India Pvt. Ltd.

Best Processor For Commercial 
Laptops - AMD India Pvt. Ltd.

Best DLP- Make In India - Data 
Resolve Technologies

SNA AWARDS 2022
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ANUPAM SAH
DGM-Marketing - Aditya Infotech Ltd.

Comprehensive Passive Networking Brand 
(Make In India) - Polycab India Ltd.

NIKHIL MEHROTRA 
Director- Field Marketing, Nutanix 

Technologies India Pvt. Ltd.

ARVIND SAXENA  
Head Marketing & Corporate 

Communications, NEC Corporation India

Leader In Technology Innovation 
- IBM India Pvt. Ltd.

PRASENJIT ROY 
Chief Marketing Officer-NTT Ltd.

NAVED CHAUDHARY
Head Of Marketing & Public 
Relations, Ingram Micro India

Video Conferencing Infrastructure Solution 
Company And The Winner Is Poly.

PUNEET CHADHA
Chief Marketing Officer- Redington Ltd

Chief Marketing Officers (CMO) of the year 2022-23

RAHUL NAUTIYAL
Head Of Marketing, Hewlett Packard Enterprise India

NIDHI HOLA
Country Marketing Director- Dell Technologies India

JAGANNATHAN CHELLIAH
Director- Marketing Western Digital

DEEPAK MATHUR
Head Of Marketing- India & SAARC- Palo Alto Networks

D-link India Limited - 
Best Structure Cabling 

Vendor And Innovation 
In Consumer Wireless

Viewsonic Technologies 
India Pvt. Ltd. - 

Best Professional Grade 
Monitor- For Vp2756-4k

Securenet -
Emerging Brand In 
Passive Networking

Optoma Corporation -  
Best Projector

VARINDIA Editor's Choice Awards 2022-23
Corporates were recognized in the Editor's choice awards 2022-23 category at the STAR NITE AWARDS

GN AUDIO INDIA PVT. LTD.  - VIDEO BAR- JABRA PANACAST 50
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NETPOLEONALLIED TELESISNETAPP | TECH DATA  

DELL TECHNOLOGIES | IRISGOTO HPE | INGRAM MICRO

SOPHOSTECH DATA | IBMINTEL | LENOVO

PAESSLER | ACCERON JUNIPERVIEWSONIC

Eminent Speakers

Prashant Kumar Singh
CEO, GeM, 

Government of India

Dilawar Singh
Ex-Director General Gov-

ernment of India

Suryanarayan CS
Country Category Manager, 

Aruba, 
a HPE Company

L Ashok
Chairman

ISODA

Amit Sinha Roy
VP Global Head of Strategic

Alliances, Tata Communications

R S Shanbhag
Chairman & CEO

ValuePoint Systems

Girish Mamtani
National Manager 

Commercial, ViewSonic

Dr. Deepak K. Sahu
Publisher & Editor-in-Chief 

VARINDIA

Ashish D. Jain
Executive President & COO

Polycab India Limited

Amit Luthra
Managing Directo

Lenovo ISG

Deepak Sar
Director (Distribution & 

Alliances)
Hitachi Vantara

Alok Gupta
President

PCAIT

Naved Chaudhary
Head of Marketing & Public 

Relations
Ingram Micro India

N K Mehta
Founder & CEO
Secure Network 

Solutions

S Mohini Ratna
Editor

VARINDIA

Ananda Sekhar 
Bhattacharjee

Head for HPC & AI- 
Lenovo ISG

Amit Kapoor
Partner Business Manager

HPE India

Sunil Sharma
MD(Sales)  

Sophos(India & SAARC)

Puneet Chadha
CMO

Redington Ltd.

Abhilash GK
Director - SDI & Alliances-  

Lenovo ISG

Amit Deshmukh
Head of Channel & 

Distribution, Cohesity

Ganesan Arumugam
Director- Channel Sales (India 

& SAARC), NetApp

Subir Mahapatra
Vice President

V5 Global (A First Meridian 
Company)

Suresh Ramani
CEO

Tech Gyan

Anil Sethi
V.P & GM - 

Channels India
Dell Technologies

Kiran Rajashekhar
Principal Ecosystem Manager, 

IBM India- South Asia

Dr. Biswajit Mohapatra
Head of Customer Solutions 

Management, AWS

Khalid Wani
Sr. Director India & SE Asia

Western Digital

Prama Bajaj
Vice President, 

Global Markt. & Strategy, 
Cloudsek

Triveni Rabindraraj
India Sales Head -

GoTo

Ganesh Supekar
Head - Channel And 

Alliances, Trellix

Santanu Ghose
Director Sales, APJC

AMD Pensando

Devesh Rastogi
President
FAIITA

Champak Raj 
Gurjar

President- TAIT

Harshavardhan Kathaley
Dir. - Commercial Sales

Juniper Networks

Ranjan Chopra
M.D.

Team Computers

Subhasish Gupta
Country Manager India and 

SAARC- Allied Telesis

Sanjay Bahl
Director General

Cert-in

Prof. Triveni Singh, IPS
SP, Cyber Crime 

Uttar Pradesh Police

Praveen Khandelwal
Secretary General

CAIT

Ashish D. Jain
Executive President & COO

Polycab India Limited

Rajesh Gupta
Director, Country Manager

Micron Technology

Sanjiv Krishen
Chairman

IRIS Global Services

Shantaram Shinde
Head of Channels

NTT

Harsh Vaishnav
Dir. Channels, Alliances & 

Ecosystem Nutanix

Lata Singh
Director, Regional  

Technology Leader(NEB)
IBM India- South Asia

GOLD PARTNERS

CYBER SECURITY PARTNER

NETWORKING PARTNERS

CLOUD PARTNER KNOWLEDGE PARTNER PASSIVE NETWORKING  PARTNER

For further details, please contact:
Anil Sahu (M): 8108017479,  Email: anil@varindia.com
S. Kamlakar (M): 9886280836,  Email: kamlakar@varindia.com
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Information Technology – The most dynamic industry ever
 

         Like the saying goes “Change is the only constant”, the partners of the IT channel ecosystem feel the same. 
Partners opine that IT is the most dynamic industry and it undergoes changes frequently. It is mainly due to technological 
advancements. The technologies that are in trend today become obsolete tomorrow. At present IT is witnessing the era 
of Cloud computing. A couple of years back the adoption of this technology was slow, people were reluctant to adopt 
this new technology but the pandemic pushed the adoption. The  same is true for digital transformation. The Pandemic 
pushed people beyond the normal to achieve the impossible. It encouraged digital payments in a big way. Not only 
this, the pandemic brought the new way of hybrid working where employees were allowed to work from anywhere. This 
necessitated addressing the security challenges as people were no longer working in a secured network environment 
of the organizations. The networks were vulnerable and prone to cyber threats. Infact, cyber attackers became very 
active during that time and till now they are coming up with new innovative ways to launch cyber attacks. So it becomes 
imperative for organizations to manage endpoints, cyber security challenges etc. 

Industry witnesses new technology advancements  in every 2-3 years

Saket Kapur, Managing Director, Green Vision

“Information Technology (IT) is a very dynamic industry. It changes probably every two to three years because 
of new advancements. Whatever is today's hot selling in the next two to three years becomes obsolete because 
of technical obsoletions. So with the result I have seen in the last 32 years of journey in IT business, there has been a 
significant change in suppliers and channel partners. The suppliers who were there 30 years back do not exist today 
or for survival they have merged. For example, in the 90s there were almost 11 hard drive manufacturers and today if 
you count there are very few of them. So survival has become very difficult because of this constant change. In the 
industry because of technical change. Same thing happens with human resources, they have to upgrade their skills. So 
the dynamism keeps you on your toes and the greatest thing is that costs, so it hits profitability or margin somewhere. 
That is the feature of this industry.”     

Fundamentals of IT industry transformed from simple basics to isolated computing to cloud computing

L Ashok, Managing Director, Futurenet Technologies

“The change is the only constant, like the world says and it is more so in IT. In 20 years the fundamentals have changed 
from simple basics of your isolated computing right upto the cloud computing. As we change, this transition in the way 
people compute and consume technology, a lot of inherited technology also goes through the transformation. So I 
would say currently the change comes in how humans collaborate with the latest technologies and that is the era now 
we are hitting towards.”  

“We have moved many customers to the cloud during the pandemic”

Suresh Ramani, CEO, TechGyan

“Almost ten years of digital transformation has happened in the last two years, owing to the pandemic. Take the 
example of our company, we have adopted the hybrid model of working - 40% will be attending while the rest 60% 
will be working from home. This is one area where we have seen a big transformation happen. Second big area is 
the Cloud, which I am saying from a customer perspective. In the last two years, customers have been coming to us 
asking how they can move to the cloud. So we have moved a huge number of customers to the cloud in the area of 
productivity, security and data centre transformation.”

“The pandemic pushed us to go beyond the normal”

Neel Shah, Chairman, Insight Business Machines

“When we look from a transformation point of view, digital transformation is what is happening everywhere. Its 
adoption pre-pandemic was really very slow but now it has paced up quite fast. We are also seeing adaptation of 
new technologies, which was not the case earlier.  So the pandemic pushed us to really go beyond the normal and 
achieve things we never ever thought of achieving. For instance, previously transactions used to be manual, but we 
are now seeing digital payments becoming more relevant. So this is the era we are living in at present.”

VOICE OF VARs
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“The pandemic has transformed every aspect of business”

Vibhore Shrivastava, Managing Director, VIBS Infosol

“It is visible to everybody how the pandemic has transformed every business. When the pandemic first started, 
we were very concerned about how things would be – of how we will operate and what things will affect us as an IT 
system integrator. But gradually we realized that it is all about the concept known as ‘Work From Anywhere’. People 
have started working remotely from different locations. Managing the endpoints, cyber security challenges, data and 
the overall user behaviour is very important for any organization and those who have been able to manage them well 
have gone through a better situation post pandemic.”

COVID made us go through ups and downs

Kavita Singhal, Director, Kamtron Systems

“In the last year growth was good though not exponential. Looking at the scenario where we had COVID for two 
years and the business was down. But since we are also into training and cloud, I do not say it has gone down, during 
that time also it was good and now it is going well.”

The coming years will see a lot of growth in IT sector

Jiten Mehta, Director, Magnamious Solutions

"The pandemic has helped IT because everything is disrupted and technology has helped the disruption to go 
ahead. Also, we have grown almost double in the last two and a half years, during the pandemic. We are seeing a 
constant growth because not everybody is dependent on technology. The government wants every MSME or every 
businessman to transform. So, we are seeing a lot of growth in the coming years."

Business was very challenging during pandemic

Nandini Sharma, Director, Comnet Resources

“After COVID we were affected due to the local and domestic challenges. Even everyone is aware of the 
global crisis. As our products come from the outside the delivery was a very big challenge, but now in the changed 
circumstances I find the business very challenging.”

Technology becomes more important to the business community

Dnyanesh Kulkarni, Founder & Director, Deltakraft

"The first year of the pandemic was little bit difficult because it was a haywire for everybody but as the period 
passed, the technology adoption has become very important to the industry as well as to all the segments of the 
business community and it has helped us grow our business tremendously."

Customers started ordering new products post pandemic

Ankit Desai, Director, CDP (India)

"Before the pandemic the business was good. During the pandemic, all the multilocation orders and many customers 
have kept their orders on hold. Now, they have started all new orders including security, servers, storage and cloud."

People were more productive working from home

Kartik Shah, Director (Sales), Softline

"There is a huge paradigm shift in the way business operated before the pandemic and post pandemic. The 
adoption of the cloud and cybersecurity has become one of the prominent pillars and people have absolutely gone 
digital, because when pandemic arrived people were working from home with the relevant security features and 
proper acumen skills. They were more productive and gave more revenues to the company rather than being in 
office. So, this particular paradigm shift during the pandemic has given a new learning in terms of how technology will 
help the business."

Information Technology – The most dynamic industry ever
 

         Like the saying goes “Change is the only constant”, the partners of the IT channel ecosystem feel the same. 
Partners opine that IT is the most dynamic industry and it undergoes changes frequently. It is mainly due to technological 
advancements. The technologies that are in trend today become obsolete tomorrow. At present IT is witnessing the era 
of Cloud computing. A couple of years back the adoption of this technology was slow, people were reluctant to adopt 
this new technology but the pandemic pushed the adoption. The  same is true for digital transformation. The Pandemic 
pushed people beyond the normal to achieve the impossible. It encouraged digital payments in a big way. Not only 
this, the pandemic brought the new way of hybrid working where employees were allowed to work from anywhere. This 
necessitated addressing the security challenges as people were no longer working in a secured network environment 
of the organizations. The networks were vulnerable and prone to cyber threats. Infact, cyber attackers became very 
active during that time and till now they are coming up with new innovative ways to launch cyber attacks. So it becomes 
imperative for organizations to manage endpoints, cyber security challenges etc. 

Industry witnesses new technology advancements  in every 2-3 years

Saket Kapur, Managing Director, Green Vision

“Information Technology (IT) is a very dynamic industry. It changes probably every two to three years because 
of new advancements. Whatever is today's hot selling in the next two to three years becomes obsolete because 
of technical obsoletions. So with the result I have seen in the last 32 years of journey in IT business, there has been a 
significant change in suppliers and channel partners. The suppliers who were there 30 years back do not exist today 
or for survival they have merged. For example, in the 90s there were almost 11 hard drive manufacturers and today if 
you count there are very few of them. So survival has become very difficult because of this constant change. In the 
industry because of technical change. Same thing happens with human resources, they have to upgrade their skills. So 
the dynamism keeps you on your toes and the greatest thing is that costs, so it hits profitability or margin somewhere. 
That is the feature of this industry.”     

Fundamentals of IT industry transformed from simple basics to isolated computing to cloud computing

L Ashok, Managing Director, Futurenet Technologies

“The change is the only constant, like the world says and it is more so in IT. In 20 years the fundamentals have changed 
from simple basics of your isolated computing right upto the cloud computing. As we change, this transition in the way 
people compute and consume technology, a lot of inherited technology also goes through the transformation. So I 
would say currently the change comes in how humans collaborate with the latest technologies and that is the era now 
we are hitting towards.”  

“We have moved many customers to the cloud during the pandemic”

Suresh Ramani, CEO, TechGyan

“Almost ten years of digital transformation has happened in the last two years, owing to the pandemic. Take the 
example of our company, we have adopted the hybrid model of working - 40% will be attending while the rest 60% 
will be working from home. This is one area where we have seen a big transformation happen. Second big area is 
the Cloud, which I am saying from a customer perspective. In the last two years, customers have been coming to us 
asking how they can move to the cloud. So we have moved a huge number of customers to the cloud in the area of 
productivity, security and data centre transformation.”

“The pandemic pushed us to go beyond the normal”

Neel Shah, Chairman, Insight Business Machines

“When we look from a transformation point of view, digital transformation is what is happening everywhere. Its 
adoption pre-pandemic was really very slow but now it has paced up quite fast. We are also seeing adaptation of 
new technologies, which was not the case earlier.  So the pandemic pushed us to really go beyond the normal and 
achieve things we never ever thought of achieving. For instance, previously transactions used to be manual, but we 
are now seeing digital payments becoming more relevant. So this is the era we are living in at present.”
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“FOR MOBILE APPS TO BE SECURE, SECURITY MUST BE 
BUILT EARLIER IN THE DEVELOPMENT CYCLE"

With a presence in 21 countries and 25 delivery centers across 
nine countries, Coforge leveraging emerging technologies and 
deep domain expertise to deliver real-world business impact for its 
clients. Coforge leads with its product engineering approach and 
leverages Cloud, Data, Integration and Automation technologies to 
transform client businesses into intelligent, high growth enterprises. 
Coforge’s proprietary platforms power critical business processes 
across its core verticals. In a chat with VARINDIA, DR. JITENDRA 

MOHAN BHARDWAJ, CIO, AND CISO AT COFORGE has shared 
his thoughts on the current cyber threat landscape, about the critical 
infrastructure, surging mobile attacks etc.

ON THE INCREASING CYBER-ATTACKS   
As per Dr. Jitendra Mohan, the landscape of cyber security 

evolved to a new level due to the pandemic, especially with 
remote working. The attacks have increased in number, scale, and 
sophistication, and organizations across the globe are exposed to 
more vulnerabilities than before.

He says, “The importance of cybersecurity will increase with 
the advent of 5G, Web 3.0, metaverse, etc. Due to these advanced 
technologies, physical infrastructure layers will be shifted to cloud-
based platforms and networks, making them more vulnerable. To 
safeguard against sophisticated attacks such as Gen V and Gen VI, 
the industry must deploy a prevention-based response system rather 
than an incident-driven response system.

To avoid cyber threats, it is important for organizations to 
create a safe digital environment by taking appropriate measures in 
consultation with a cyber security expert.”

COFORGE SECURING THE CRITICAL INFRASTRUCTURE
Cybersecurity has been a top priority for Coforge for a long 

time. Focusing on this Dr. Jitendra Mohan points out, “We have 
taken several steps to effectively deploy cyber defence systems across 
endpoints, infrastructure, applications, and databases. We have 
implemented Security Orchestration Automation and Response 
(SOAR); Security Information and Event Management (SIEM) 
software. We have also managed detection and response to accelerate 
incident response with automation, process standardization, and 
integration with existing security tools. As we move into a hybrid, 
multi-cloud environment, we have implemented architecture within 
the organization so that data and resources are accessible only on 
limited bases and in the right context. If additional privileges are 
required, then it goes through the workflow process of approval for 
monitoring and audit purposes.” 

Coforge also has a robust incident response plan.  Elaborating 
on this Dr. Jitendra Mohan says, “We perform quarterly cyber crisis 
simulations to test our incident response plan. We have unified 
endpoint management, and Identity and Access Management 
(IAM) implementation that provides our information security team 
with deeper visibility into suspicious activity on company-owned 
laptops and desktops. In addition, we have invested heavily in 
GRC (Governance, risk management, and compliance). We have 
ISO 27001, ISO 22301, PCI -DSS, SOC II type 2, HIPPA, Cyber 
Essentials, and GDPR compliance in place. Overall, both from a 
preventive and defensive standpoint, we have ensured Coforge is 
placed securely, and our critical infrastructure remains safe.”

IMPLEMENTING ROBUST SECURITY
The number of mobile attacks is increasing, and mobile malware 

is the main cause of these attacks. It is common for mobile users to 
access compromised websites and install apps from sources other 
than Apple and Google Play stores. In addition to sensitizing users 
about information security, it is imperative to implement mobile 
application security that is both easy to use and robust.

Dr. Jitendra Mohan comments, “Nowadays, most mobile apps 
don't offer reliable protection or an aesthetically pleasing interface 
when it comes to addressing information security. A scalable attack 
can lead to passwords being stolen, making them problematic. 
In addition, stronger security methods like OTP are safe but 
inconvenient.”

TO CONCLUDE
In his concluding words Dr. Jitendra Mohan says, “For mobile 

apps to be secure, security must be built earlier in the development 
cycle, rather than as a consequence of penetration testing. To deliver 
trustworthy apps, mobile developers should adopt secure coding 
practices and leverage the recommended approach.

When designing mobile apps for the enterprise, the focus must 
be on minimizing the risk of sensitive data being exposed. This can 
be achieved by minimizing the amount of data exposed through 
the functionality delivered to the user. “Secure yet easy to use” is a 
crucial ingredient of a great mobile app.”

Dr. JITENDRA MOHAN BHARDWAJ
CIO, AND CISO 

COFORGE
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TP-Link brings WiFi 7 Networking 
Solution for Homes and Enterprises

TP-Link has held an epochal WiFi 7 
product launch to announce its WiFi 7 
networking solution.

As the world's first vendor to release a 
full home and enterprise WiFi 7 product line, 
TP-Link launched new WiFi 7 routers, Deco 
products, Omada EAPs, and Aginet products 
for ISP markets to cover all usage scenarios. 
Additionally, TP-Link’s new HomeShield 3.0 
provides more reliable and smarter network 
solutions.

Continuing the top performance of 
the Archer series, WiFi 7 routers bring 
unprecedented experiences to homes. Three 
WiFi 7 routers were unveiled at the event. 
Among them, Archer BE900 has quad-band 
24 Gbps WiFi 7 speeds and comes with a 
brand-new design—totally reimagined from previous routers.

Innovative and Aesthetic Appearance with Powerful Performance–Unlike traditional WiFi routers with external antennas, this WiFi 7 
router adopts internal antennas to keep an elegant appearance. 12× optimally positioned internal antennas achieve the effects of high gain, 
high isolation, high integration, and multidirectional coverage.

Incredibly Fast Quad-Band 24 GbpsWiFi 7–Experience the world’s first quad-band WiFi 7 router with blazing-fast WiFi speeds of up to 
24 Gbps.Two 5 GHz bands ensure more devices enjoy high-speed WiFi. The brand-new 6 GHz band provides exceptional bandwidth and 
congestion-free channels exclusive to your devices.

Dual 10G WAN/LAN Ports–10G WiFi combines with 10G wired connections to take us into the true 10G era. Equipped with two 
10G WAN/LAN ports—one RJ45 port and an RJ45/SFP+ combo port—Archer BE900 provides flexible support for both fiber and copper 
connections. The additional four 2.5G ports and one USB port make it an ideal solution for future-proofing your home network.

Another two routers —Archer BE800 and Archer BE550—were also released simultaneously. Archer BE800 is a tri-band WiFi 7 router 
with up to 19 Gbps WiFi, equipped with a LED screen, two 10G ports and four 2.5G ports, and is EasyMesh-compatible. Archer BE550 is 
another tri-band WiFi 7 router but with speeds up to 9.3 Gbps, five 2.5G ports, and is EasyMesh-compatible.

Hikvision unveils the evolutionary 
eDVR Series with eSSD technology

 

Hikvision has added the eDVR Series into its 
expanding portfolio of security solutions for SMBs. 
Powered by embedded solid state drive (eSSD) 
technology, Hikvision's eDVRs are compact, durable, 
easy-to-use, and energy-efficient. They are ideal for 
small-to-medium-sized businesses and residential 
applications.

"The eDVR Series is smarter, faster, more durable and 
more energy efficient than anything that's gone before, 
not only helping to minimize negative environmental 
impacts, but also delivering major energy and cost 
savings for our customers" says Wenson Zhou, Product 
Director at Hikvision.

NEW POSSIBILITIES FOR EFFICIENCY AND 
SUSTAINABILITY

The ultra-low power consumption of chip-level eSSDs makes Hikvision eDVRs more sustainable. Since these devices don't have spindle 
motor engines built in, their energy consumption is 45% lower than that of the conventional DVRs, not only helping users to make long-term 
savings on their electricity bills, but also enabling them to reduce carbon emissions. 

In addition, the use of eSSDs makes the products more durable than conventional DVRs that use HDD drives. This is because there are 
fewer moving parts, such as actuator arms. With longer product life cycles, the eDVR Series contributes to eco-efficiency and sustainability.

 

 
 
 

PRODUCT OF THE MONTH
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MOVERS & SHAKERS 

Trellix ropes in Sam Henderson 
to lead APJ Channel

Trellix has has announced Sam Henderson’s 
appointment to Managing Director of Channels 
and Alliances for Asia Pacific and Japan (APJ).

Based in Singapore, Henderson will play an 
integral part in overseeing the region following 
the news of a new unified partner program, Trellix 
Xtend, to be rolled out in 2023. Henderson joins 
Trellix with over a decade worth of experience 
working in IT services and software development 
sectors, with expertise in partnerships and business 
development.

Most recently, Henderson was Head of SAP GTM and Alliance for 
APJ with Amazon Web Services (AWS), having also held senior roles 
as Sales Director for Microsoft’s Azure at NetApp and Head of Cloud 
Technology and Partnerships, APJ for software company, SAP. It 
was at SAP that Henderson also led the ANZ partner organisation 
based in Sydney and was later tasked with Cloud Development for 
APJ out of Singapore.

CtrlS Appoints Ashish Ahuja 
as Chief Technology Officer

CtrlS Datacenters Ltd has appointed Ashish 
Ahuja as Chief Technology Officer (CTO). 
Prior to CtrlS, Ahuja served as Director-Global 
Network Infrastructure at Google and has also 
held leadership roles at France Telecom and Tata 
Communications. Being one of the pioneers of 
Google's 'Global Network Infrastructure' group, 
he holds the credentials of leading various global 
/ regional strategic initiatives & partnerships to 
build a state-of-the-art network across various 
continents.

He is an industry veteran and a subject matter expert in Networks, 
Interconnect, Datacenters, Undersea Cable Systems and IaaS with 
deep understanding of global markets. His professional career reflects 
a demonstrated track record in various functional areas, including 
digital infrastructure investments, product management & strategy, 
acquisitions, partnerships and sales.

Sridhar Pinnapureddy, Founder & CEO, CtrlS Datacenters Ltd, 
said, “As CTO for CtrlS datacenters, Ashish Ahuja will drive our 
global expansion plans, edge & network strategy and new product 
development initiatives.”

Jay Y. Lee appointed as Samsung 
Electronics’ Executive Chairman

Samsung Electronics’ de facto leader Jay 
Y. Lee was named Executive Chairman. The 
Board cited the current uncertain global business 
environment and the pressing need for stronger 
accountability and business stability in approving 
the recommendation.

The appointment comes as Samsung is facing 
mounting business headwinds amid a sharp 
downturn in worldwide tech demand, caused 
by soaring inflation, interest rates and a gloomy 
economic outlook. Lee has been Vice Chairman 

of Samsung Electronics since 2012.
Samsung reported a 31% drop in third-quarter profit and said 

geopolitical uncertainties were likely to dampen demand until early 
2023, as the global economic downturn slashed appetite for electronic 
devices.

The company expects demands for electronic devices and chips to 
cover to some extent in 2023 though macroeconomic uncertainties 
are likely to persist. 

Jason Beal becomes Vice 
President, Worldwide Partner 
Ecosystems, Barracuda

Barracuda announced Jason Beal as its new Vice 
President, Worldwide Partner Ecosystems. Beal 
brings more than 20 years of channel leadership 
experience, with a focus on channel ecosystem 
launch, and development and expansion in 
cybersecurity businesses. At Barracuda, Beal will 
lead global channel strategy and development 
with a strong focus on driving growth across 
the Barracuda global partner ecosystem. In this 

new role, Beal will also help Barracuda partners further capture 
opportunities in the market with its innovative technology solutions.

Beal joins Barracuda from AvePoint, where he served as Senior 
Vice President, Global Channel & Partner Ecosystems, focused on 
implementing global channel strategy and their first global partner 
program. 

Infor ropes in Terry Smagh to 
helm Asia Pacific and Japan

Infor has appointed Terry Smagh as senior 
Vice President and General Manager for Asia 
Pacific and Japan. Based in Singapore, Smagh will 
be responsible for growing Infor’s business and 
driving customer success across key markets in 
the region, including Australia and New Zealand, 
Greater China, Japan, India, Southeast Asia and 
Korea.

Smagh brings a deep industry expertise in 
SaaS and data analytics to his role at Infor and 
has a proven track record in helping customers 
transform and grow their businesses across the region. He joins 
Infor following senior leadership roles at BlackLine, IBM, and Qlik, 
where he played an instrumental role in driving revenue growth 
opportunities and profitability.

Birlasoft names Angan 
Guha as CEO and MD

Birlasoft has announced the appointment of 
Angan Guha as its Chief Executive Officer and 
Managing Director, effective December 1, 2022 
(subject to regulatory approvals). Angan joins the 
Birlasoft Board as a full-time Director and will be 
based in the US.

Angan will provide strategic leadership 
to Birlasoft, driving significant scale and 
transformation. He will focus on building the 
organization through innovation to strengthen 
niche capabilities, enhance customer intimacy, 
and significantly expand the revenue base and profitability in high 
growth and strategic focus areas for Birlasoft.

Amita Birla, Chairman, Birlasoft said, “I am delighted to welcome 
Angan as CEO and Managing Director of Birlasoft. With Angan at 
the helm at this pivotal time, I believe we are well positioned to meet 
the changing demands of the business. His extensive experience in 
scale and business transformation, brand building, strong customer 
engagement, and building high-performing teams aligns well with our 
growth ambition.”
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