C O M M U N I C AT I O N S
AND MEDIA

B O B D E H AV E N : M I C R O S O F T

Knowing your audience is key to success in today’s communications and media industries. Armed with this information, organisations across the sector can build and
deliver a strategy that is both targeted and effective.
German mobile network operator E-Plus knows this
only too well and, by effectively leveraging big data, is
now in the enviable position of being able to respond
to customer requirements more effectively than its
competitors, as we discover on page 52. Meanwhile,
Johan Norvik charts the transition from being solely a
communications service provider to becoming a digital services provider.

INTERVIEW

Making the digital shift
As more industries embark on digital transformation strategies, telecommunications companies
are reassessing their business models. Microsoft’s Johan Norvik tells us more
BY SEAN DUDLEY

T

echnological change is a continuous factor in the telecommunications industry,
and something companies in the sector
have to be prepared for. Digitisation has become the norm in the modern market, and
companies are having to reassess their business models in order to meet customer expectations and remain profitable.
Furthermore, an increasing number of new
players are making their presence felt in the
sector. Not long ago, telecommunications providers enjoyed end-to-end ownership of the
customer relationship and the services they
provided – be it voice, messaging, data transport, or value-added services like voicemail. As
Johan Norvik, Microsoft’s director of business
development for the communications industry,
puts it, players in the industry “assembled an
infrastructure for those services – they built it,
gave it you, and you paid for it – end of story.”
However, with the proliferation of cloud and
internet companies, new providers of video content, social media and the increasing
prominence of device manufacturers, the direct link to the customer has been broken.
“Customers no longer associate their service provider as the only place they get their

communications and content needs met,” says
Norvik. “They now have relationships with
multiple companies.”
A further challenge involves remaining profitable while making the investments required to
meet the demand for data created by third party
content and communication services – data that
generates little or no revenue for the industry.
Given the current digital focus, making the
transition from being solely a communications
service provider to becoming a digital services
provider is front of mind for many industry
players. Norvik believes there is a spectrum of
where companies want to get to.
“At one end, you have companies that expect a large percentage of their revenues to
come from new digital services that they will
be building themselves,” he explains. “In addition, these companies will also provide
services in partnership with cloud companies.”
“Then, there will be companies that provide
digital services primarily in partnership with
other companies. The telcos that are striking
partnerships with Netflix would be an example,
as would some of the companies that are reselling our own Microsoft Office 365 services.
“Towards the other end of the scale there’ll be
companies that will be happy and profitable offering consumer services – triple and quadruple plays
and home security offerings for example. And, last
but not least, I think there will be a group of communication service providers that will continue
to focus on connectivity and transport. These will

“Digitising internal processes is
a really important factor for any
company, and collaboration and
productivity are vital parts of this”
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The ability to share
information and
collaborate across
geographies can be
hugely advantageous
for companies

primarily focus on the wholesale business, international interconnectivity, as well as providing fibre
broadband services to businesses.”
To succeed, Norvik believes that companies
should not only look at the digital services they are
providing, but also at becoming ‘digital inside’ and
using digital technologies to improve both the internal and external elements of their business.
“Digitising internal processes is a really important factor for any company, and collaboration
and productivity are vital parts of this,” Norvik
says. “Being able to share information, collaborate across geographies and time zones, work on
projects simultaneously, and simply being able
to basically communicate across all boundaries
and organisations is hugely advantageous.”
Norvik says that digitising planning is also important, and with the business intelligence and
predictive analytics tools that are now available,
companies can more effectively automate their
processes, and more easily and effectively manage customer relationships.
Technological change is never far away in the
telecommunications industry, and one area that

is set for growth is the use of software defined
networking (SDN) and network functions virtualisation (NFV).
“There’s been a lot of interest in SDN/NFV, and
the industry is looking to move from dedicated
network appliances and proprietary hardware
to running these functions on commercial, offthe-shelf computers,” Norvik says. “A key driver
has been the expectation of savings in capital investment and operating expenses, as they will be
operating in a more homogenous environment.”
Norvik says that momentum has increased tremendously in the last two years, and more and
more companies are realising the potential of
these environments.
“The benefits go beyond savings,” he explains. “SDN/NFV will also enable companies
to more quickly conceive, create, market, test
and launch new services. That will allow them
to better compete in the market, by meeting
new customer needs, and by having an environment in which they can experiment, accelerate product lifecycles and create new revenue streams faster.”
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PROFILED: E-PLUS GROUP

Creating an
intelligent business
German mobile network operator taps into the power of big data
with Microsoft BI

E

-Plus Group is one of Germany’s largest mobile network operators, serving
around 26 million customers. The company has operated a successful multi-brand
strategy since 2005 and includes names such
as BASE, simyo, blau.de and AY YILDIZ and
Ortel Mobile.
Due to this infrastructure, the group is in the
enviable position of being able to respond to
customer requirements more effectively than
its competitors and make inexpensive and customised offerings.
The company adds around 600 million new
data sets to its existing library of around 10 billion factual data sets each month. This means
that isolating relevant information and creating
actionable insights was a challenging prospect.
“We ultimately want to understand our customers, to be able to offer them better products, which are at best customised to individual requirements,” explains Joachim Peters,
team leader, Management Information and
Business Intelligence of the E-Plus Group.
“The jewel, which needs to be enhanced in this
respect, is the data available in the company.”
In order to gain a greater insight from its
data, E-Plus worked with business intelligence (BI) specialist ORAYLIS, and in the first
phase created a Business Warehouse based
on Microsoft BI. This was attached to the old
Oracle DWH solution.
“Far too much data landed in far too many
OLAP cubes, and too much participant, utilisation and planning data from the enterprise
resource planning system was not integrated,”
says Peters.
The company worked with ORAYLIS on
what was named the ‘4th Generation BI’ project, which saw the consolidation of all E-Plus’
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data sources onto a big data platform using an
Analytics Platform System (APS).
This APS was based on a high-performance
Microsoft Analytics Platform System appliance running Microsoft’s SQL Server Parallel
Data Warehouse, SQL Server Integration Services and SQL Server Analysis Services.
A sophisticated project management tool –
with individual iterations and without specifications – was also selected to help support the
4th Generation BI project.
E-Plus Group also knew the importance of
creating a new corporate culture that enhances

E-plus set up a BI
Competence Center
where knowledgeable
staff develop ideas and
create tools
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BI competence. To this end, the company set
up a BI Competence Center (BICC), staffed
by employees with a combination of technical
and expert knowledge.
“These combined skills are the key to success, for the magic is there when people talk
to each other who actually understand both
worlds,” explains Peters. “Staff who can investigate something with technological opportunities is essential, which is what Microsoft
offers today.”
Staff involved with the BICC – which includes analysts and data scientists – work to
develop proactive ideas, discover new connections and create tools for the company’s various departments through data integration.
Furthermore, standardised dimensions and
centrally defined key data helps ensure users

“We ultimately want to understand
our customers, to be able to offer
them better products”
stay on the right track while exploring the vast
amounts of collected information.
With the new big data platform based on
Microsoft BI, E-Plus benefits from a host of
new opportunities to create innovative pricing
models and interesting offers for customers.
By being able to analyse data more effectively,
the company can also create more appropriate
prediction models and evaluate the efficacy of
its offerings. Internal processes have also been
optimised, and operating costs have been reduced in a sustainable manner.
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Enhancing the desktop
environment
Hong Kong media organisation enhances staff productivity with a virtual
desktop infrastructure that lowers power usage by 80% and boosts IT
performance by 33%

S

ing Tao News Corporation is a media
company based in Hong Kong. The corporation has a vision of becoming a leading content and service provider serving global
Chinese communities.
The company has about 1,600 desktop users, the
majority of whom are based at its main office in
Hong Kong.
Around 60% of the company’s Lenovo PCs,
which were running Windows XP, were nearing
end of life and needed replacing and upgrading to
Windows 7. This was due to their age and the fact
they suffered frequent failures, which affected the
ability of Sing Tao’s employees to be productive
and support the overall business.
“Every month, we received around 600 calls reporting problems with the PCs,” explains Bill Yeung, chief information officer for Sing Tao News
Corporation. “We were also replacing PCs at a
rate of 20 to 30 per month and trying to keep on
top of software patching.”
The company wanted to increase the flexibility
of its desktop environment, as previously, users
could only access data from their individual PCs
and were not able to hot desk or work with other
teams across the organisation. Also, all data stored
on PCs was fundamentally insecure, and risked
being lost or damaged.
“We were clear in our minds that we needed to
move to a more flexible and secure desktop environment,” says Yeung. “One that empowers personnel and gives them fast and reliable access to
data and business applications from multiple locations, and lowers the cost of our desktop service.”
When searching for virtual desktop infrastructure (VDI) solutions, Dell proposed an end-toend cloud client-computing solution based on
VMware Horizon View 5. The solution com-
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prised a Dell Compellent SC8000 array, Dell Networking S4810 switches with 10 Gigabit Ethernet
(GbE) and 40GbE uplinks, and a Dell PowerEdge
M1000e modular blade enclosure housing Dell
M620 PowerEdge blade servers and Dell Networking M6348 and MXL switches.
For endpoints, Dell proposed Dell Wyse 5020P25 PCoIP zero clients for VMware, whose workstation-like performance with Windows 7 and
energy efficiency would boost employee productivity and lower costs.
Sing Tao News Corporation has a long history of
using Dell’s products, and around 80% of its server estate was already based on Dell PowerEdge
technology and Dell Storage SC-series technology. Yeung and his team evaluated a proposal from
Dell Infrastructure Consulting Services, and ran a
series of proof of concepts.
“We simplified the design and support for our
virtual desktop environment by choosing an endto-end VDI solution from Dell,” Yeung says. “We
gained a high performance VDI solution that maximised reliability and simplified management.”
Working with Dell Deployment Services, Sing
Tao News Corporation rolled out the VDI solution to around 800 users across its human resources, finance and editorial divisions.
Staff are benefiting from fewer desktop issues
and disruption. With the Dell Wyse 5020-P25
endpoint devices 4 running Windows 7, they
gain rapid access to the Microsoft Office programs, and the advertising and document management systems that were developed in-house
and are used every day. Data from the VDI is
backed up daily, ensuring data recoverability
for all users.
“Our personnel have fast and reliable access to
data using our Dell end-to-end VDI,” says Ye-

MEDIA

The cloud VDI solution
from Dell enables the IT
team at Sing Tao News
Corporation to deliver
greater value to the
business, with support
calls down two-thirds

ung. “We see the success from our VDI in significant reduction in help desk requests. Fewer
issues mean greater productivity as a result of
our Dell end-to-end VDI solution.”
Sing Tao News Corporation has seen a rise
in IT productivity, and has been able to scale
back its helpdesk team, whose members now

oversee the VDI from a single management
interface using Horizon View software.
Yeung reports that the Sing Tao IT team is very
satisfied with the Dell Storage Array’s low latency, and that the networking switches are easy to
manage. Migrations such as from Windows XP to
Windows 7 will also be easier going forward.
Sing Tao News Corporation also expects to
make significant cost reductions thanks to the energy efficiency of the Dell Wyse devices.
“During our evaluation stage, we saw that we
could cut energy consumption across desktops by up to 80% by moving to Dell Wyse
zero clients,” Yeung says. “By lowering the carbon footprint, it helps the company become
ESG compliant.”
The company plans to relocate its offices in
the coming years, and thanks to the flexibility of the new VDI, significant costs will be
saved during this process. Data security has
also been significantly enhanced, helping to
lower the risk of disruption to staff ’s work and
support employees.
“We have maximised data security so that
staff can work safe in the knowledge that their
data is protected and readily available using
our Dell-based VDI,” Yeung concludes. “We
have the desktop tools and support to make
our VDI our successful IT investment.”
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“Hurricane Sandy made us realize our vulnerability. We needed a cost effective strategy to
solve our business continuity & disaster recovery shortfalls. The Cloud project became
reality. Asysco first helped us transform our legacy off the mainframe and now they help us
to move to the Cloud. They are a committed and knowledgeable business partner that helps
us achieve our goals.”
Enrique Rozo, IT Director,
Amalgamated Financial Group

ABOUT ASYSCO
Asysco offers proven, turnkey technology solutions and expertise for delivering high quality transformation
and modernization without failure. This transformation enables organizations to reduce cost while increasing
flexibility, facilitating streamlined business process integration and innovation. Asysco was founded in 1979
and has offices in Coevorden the Netherlands and Florida, USA. Our motto: ‘Unlocking Your Legacy Value’ expresses
our confidence that legacy transformation projects make a lot of sense, the risks can be well managed, and the
resulting value is simply outstanding.
www.asysco.com

