
integration and operation 
and better utilization of 
resources are the key 
benefits of integrated 
appliance strategy for 
enterprises. and obviously 
the overall savings.” 

integrated appliances, 
as a combination of server, 
storage and networking 
into a single entity, offer 
an irresistible combination 
of decreased complexity, 
through the use of pre-
integrated hardware 
with virtualization and 
automation management 
tools. “this helps avoid 
bottlenecks in design 
which is a typical problem 
in designing, setting your 
own, and chasing different 
vendors to resolve a 
problem,” says Jadhav.

THE MArkET sCEnAriO
with the dynamic scenario 
emerging across the 
it landscape, the VcE 
consortium has already 
geared its wares. However, 
at least half a dozen 
vendors are now eyeing 
the integrated appliance 
market in a more focused 
and serious manner. 

ibm (PureSystems), Dell 
(ViS), HP (matrix one) 
and Hitachi (cDS) have 
launched full-fledged prod-
uct portfolios to deliver a 
one-stop shop solution for 
enterprise customers. their 
aggressiveness is evident 
from ibm’s foray in the 
converged infrastructure 
space with PureSystems in 
india couple of months ago. 
ibm has already bagged 
its first indian customer, 
bbtP, one of the largest 
players in real estate. 

Hitachi Data Systems’ 
converged datacenter 
solution (cDcS) is a 
single hardware appliance 
that combines compute, 
network and storage. 
Yogesh Sawant, director, 

E
ntERPRiSE Data-
cEntERS are meta-
morphosing as orga-
nizations virtualize 

their compute, network 
and storage infrastructure 
and move to cloud-based 
delivery of business appli-
cation services. Enterprise 
customers are looking at 
an amalgamation of it in a 
way like never before. 

as the datacenter 
becomes the prime 
focus for enterprises, 
organizations are using 
converged infrastructure to 
centralize the management 
of it resources and 
consolidate systems, 
besides increasing 
resource utilization 
rates, and lowering costs, 
particularly, in storage and 

networking resources. a 
recent survey by Gartner 
points that a substantial 
number of companies have 
implemented, or are in the 
process of implementing, 
converged infrastructure.

Datacenters around 
the world are reaching 
their limits where power, 
cooling and space are 
concerned. at the same 
time, capital constraints 
are requiring organizations 
to rethink their datacenter 
strategies. converged 
infrastructure through 
integrated appliance 
seems to offer a solution to 
these challenges. Deepak 
Jadhav, director, VDa 
infosolutions, explains 
how: “Quick deployment, 
scalability, ease of 

The 
integrated 
appliance 
market will 
change the 
face of the 
converged 
datacenter.
By shantheri 
Mallaya & 
yogesh Gupta

Moving Towards 
Convergence
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Partner Sales and field 
alliance organization, 
india, says, “Unlike 
competitive offerings,  
the entire appliance, which 
is a pre-configured and  
pre-tested block, is owned 
by HDS.”  

Dell, oracle and HP,  
too, are formidable 
contenders in the 
integrated appliance space. 

Philip a. Davis, VP, 
Enterprise Solutions Group, 
commercial business aPJ 
at Dell says, “we are best 
placed in the industry to 
dominate the integrated 
appliance or  converged 
infrastructure marketplace 
due to our open 
architecture and diverse 
product portfolio.”(Read 
full interview on this page).

HDS has ambitious 
plans to launch solutions 
with Vmware, cisco, 
and oracle shortly. this 
solution, it says, will give 
customers a single point of 
contact and give partners 
control over the technology 
decisions that customers 
make, thereby increasing 
value for customers. “the 
cDcS market in india is 
very large and is seeing 
significant acceptance. 
HDS believes that 
converged solutions will  
be the next wave in india 
and is offering solutions  
for the enterprise, 
mid-market and Smb 
segments,” says Sawant.

EMPOwErinG yOU
working closely with 
partners becomes a must, 
and vendors have been 
talking to partners on 
the benefits of taking a 
one-stop-shop solution 
to customers. big blue 
is working with 50-plus 
channel partners in its 
first phase of engagement 
for Pure System. “ibm 
came little late,” says VDa 

infosolutions’ Jadhav, one 
such partner. “but it came 
with bang, taking care 
of shortcomings in other 
similar products. the main 
contrast is it is integrated 
/ tested with industry 
leading applications which 
reduce implementation 
time drastically.” 

Joby thomas, head, 

business and technology 
Practice at bangalore’s 
Vitage Systems- which 
works with HP for an entire 
range of solutions, says, 
“mid-market customers 
tend to look at a single 
appliance more favorably 
vis-à-vis a multi-vendor 
solution. integrated 
appliances will sell well 

with smaller customers, 
who cannot put in the 
kind of expenditure larger 
customers can.” 

HDS plans to get more 
than 95 percent of its 
business in india from 
its partners. the vendor 
has organized sessions at 
partner events in tier-1 
cities including mumbai, 

Philip A. Davis, Vice 
President – Enterprise 
Solutions Group, 
Commercial Business 
Dell APJ is confident of 
company’s ‘Integrated 
Solution’ strategy against 
competition.

The enterprise market 
is transitioning rapidly 
towards ‘integrated 
appliance’ or ‘datacenter 
in a box’ with HP, iBM, 
Oracle to name a few. what 
is dell’s value proposition 
in that space? there are 
two elements to it; how 
much is the proprietary 
stack and how much is 
the consumption model? 
People tend to merge 
both of these, but they 
are different. Dell’s 
overall approach is to be 
open and to offer options 
to customers at every 
level of stack. 

most global 500 
companies have made 
huge investments in 
systems and management 
tools across complex 
infrastructure. So, do 
they want to introduce 
another pod or an island 
that is proprietary and 
manage it separately? 
Probably not. that’s 
the difference between 
consumption models  
and stacks . 

However for the mid 

market, putting an 
integrated appliance as 
a consumption model 
will result in savings in 
time and money. the 
opportunity to be open, 
if you choose to consume 
it across an integrated 
stack, is different, and the 
right approach by Dell.

Then what are the offerings 
by dell in this space? 
couple of months ago, 
we launched vStart 
(Virtual Start) in aPJ 
with three versions viz. 
vStart 50 (for 50 virtual 
machines), vStart 100 and 
vStart 200, mainly aimed 
at the mid-market. these 
have storage, networking 
and compute which 
are all sized to work 
together with microsoft 
version (HyperV) and 
Vm version. we are 
not forcing a single 
HyperV into the market 
or thrusting it on 
customers. they can 
break it down and have a 

mix and match approach. 
it is a lot different than 
ibm PureSystems, cisco 
UcS or HP matrix. 

you are less aggressive 
on large enterprises 
while your competitors 
like Oracle or Cisco push 
‘integrated appliances’ 
across the entire segment?
we would like to sell a 
pre-defined SKU to large 
enterprises. but they 
need a bit of uniqueness; 
a canned approach does 
not always meet their 
business demands. we 
do sell to enterprises like 
we do to the mid-market, 
however most of the time 
we end tweaking the 
basic SKU.

one reason they (the 
competitors) sell across 
the segment could be that 
they can lock customers 
on their stack with 
high margins and high 
switching costs. this is 
great for a vendor but 
terrible for customers. 
this limits choice and 
increases cost. in last 
thirty years, that strategy 
works for a while and then 
the market always swings 
towards open. Dell is the 
only major it company 
which has built its lineage 
on open, which we believe 
is a right strategy.  

— Yogesh Gupta

Philip A. davis

Open strategy works well For dell
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Delhi and bangalore 
as a curtain raiser for 
cDcS. the cDcS 
market in india is very 
large, believes Sawant, 
hence HDS is working 
closely with partners on 
how to fit this into their 
enterprise portfolio to co-
exist with the customer 
infrastructure. 

rEAPinG THE BEnEFiTs  
ankit Desai, director, 
cDP india, says, “ibm has 
already given partners a 
sufficient heads-up with 
pre-launch webinars, and 
training, and certification 
programs. they are 
engaging with us in a 
very big way and we are 
confident of taking Pure 
Systems to the market.” 
mumbai-based cDP india 
expects at least a 30-40 
percent increase in its top 

line with the addition of 
PureSystems in its kitty.

with cDcS, Hitachi 
Data Systems will initially 
focus mainly on three 
metros — mumbai, Delhi 
and bangalore — as three 
aSPs (tier-i partners) of 
HDS are located in these 
cities. other partners 
(tier-i and tier-ii) can 
also work on project basis 
if they have adequate 
expertise needed for 
cDcS. “Enterprises 
partners with businesses 
around SaP, oracle, and 
microsoft can benefit 
from these solutions. HDS 
provides the hardware 
platform which is the 
common thread,” says 
Sawant at HDS.

Vitage Systems, for 
instance, is now planning 
to actively look at the 
converged infrastructure 

space, since it would help 
boost top lines and revenue 
from services. thomas 
added that individual 
vendors with capabilities 
in this space will definitely 
give consortiums a run for 
their money. 

CHALLEnGEs COnTinUE
there is a certain amount 
of regret that converged 
infrastructure has not 
taken off in the manner 
it should have. Raunaq 
Singh, SVP, targus 
technologies, says, “the 
main hindrance to the 
growth of converged 
infrastructure as a larger 
phenomenon could be 
attributed to the fact that 
customers tend to have 
preferences and want 
to work with multiple 
specialists, rather than a 
single generalist.” Singh 
also points out that 
vendors such as HP should 
strengthen their portfolio 
better in order to give 
cisco a better fight. 

integrated systems might 
be expensive as per market 
perception at large. but 
Jadhav of VDa disagrees. 
“this is a misnomer. if you 
list down all the components 
required in a it set-up 
including cost of operations, 
unproductive time due to 
delays in implementation 

during deployment phase 
or in isolation of problem 
during operation phase, 
saving in space and power 
etc and compare with 
integrated system. then 
one will realize that this 
(integrated approach) is  
not expensive.”

will the cloud be 
the next step? “Several 
characteristics make 
converged infrastructure 
well suited to cloud 
deployments. these 
include the ability to pool 
it resources, to automate 
resource provisioning, 
and to scale up and down 
capacity quickly to meet 
the needs of dynamic 
computing workload,” 
says col. balwinder 
Singh, mD of targus 
technologies.

Going forward, solution 
providers and vendors 
alike will work together 
to leverage the integrated/
converged platforms 
towards the cloud model. 

Delhi-based targus 
technologies is already ac-
tively looking at the cloud 
for the datacenter as well 
as collaborations for larger 
projects such as the rail-
ways. “consortiums will 
help us reach a larger ge-
ography, bigger customers 
and help us create value,” 
says Singh. 

The main hindrance to 
the growth of converged 
infrastructure  are 

customers who prefer to work 
with multiple specialists.”
rAUnAq sinGH, SVP, Targus Technologies

we believe converged 
solutions will be the next 
wave here. Hds is offering 

solutions for the enterprise,  
mid-market and sMB.”
yOGEsH sAwAnT, Director, Partner Sales 
and Field Alliance Organization, HDS India

IBM’s new PureSystems 
integrated data center offering 
is drawing comparisons 
to Cisco’s UCS and other 
convergence platforms from 
leading IT vendors. 

“The technical nuances 
are all different but it is a 
platform that integrates a 
few of the distinct silos,” says 
Jed Scarabella of IDC, on 
the converged IT data center 
platform market in general. 
“HP and IBM have something 
that integrates servers, 
networking and storage; 
Cisco doesn’t own storage so 
it is partnering with EMC and 
NetApp for VCE and FlexPod; 
and Oracle is...really more of an 
application platform,”he says.

“They’re trying to break 
down these silos because some 
of their customers are sort of 
at their wit’s end: budgets are 
flat, and they keep being asked 

to do more,” Scaramella says. 
“They’ve got to find a way to 
rein in their infrastructure.”

“What IBM seems to be 
doing is building on top of that 
a variety of pre-provisioned 
platforms that include more 
than just computes, but also 
storage. So there are some 
parallels, but Cisco is very 
careful to stop at the limit of 
what they can do, and they 
do not reach any further into 
things like storage,” says Joel 
Snyder, senior partner  
at Opus One.

“While you might be 
able to do some compare/
contrast between Cisco UCS 
and PureFlex Systems, the 
PureApplication system is 
more like VMware and the 
VM Appliance marketplace 
they have tried to build,” 
Snyder says. 

- By Jim Duffy

Are iBM, Cisco and Oracle’s iT 
Platforms really Comparable?
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