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At Netsurit, we provide industry-leading IT solutions to streamline business operations,

increase productivity and boost profitability. With five offices around the world we have
been rated by MSP Mentor as one of the top 100 IT service providers in the world for nine
years running.

Visit netsurit.com to find out how we can help you on your journey to building a
successful business.
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urrently nestled in Sandton’s
industrial area is a company that
has been steadily growing since
it was established in 1995. Perhaps
one of the South African IT landscape’s
best kept secrets, Netsurit has been
gradually building its business and
those of its clients by providing a mix of
managed services, professional services
and cloud and security offerings.
The company has been working hard
to build its reputation, and, until now, it
has largely relied on word of mouth and
a strong customer-centric approach.
Often, most closely associated with
the mid-market, Netsurit has also been
quietly doing work with a number of
enterprise players, including some of
the country’s big banks.
Perhaps the biggest accolade, and
proof that its quiet confidence (and
the confidence of its customers) isn’t
misplaced, is the fact that Netsurit has
featured in the world’s top 100 managed
service providers list, compiled by MSP
Mentor, for nine consecutive years.
It has recently moved up a gear, and,
after an acquisition in the US, now
has an office in New York, and is fast
winning over clients there too. Taking
its unique approach – we’ll come on to
the foundation for that shortly – to the
US, Netsurit is also bringing some of the
learnings it’s making in the more mature
IT market there back to South Africa.
So what makes Netsurit a different
entity to the rest of the IT companies
out there? While the bottom line is
important for every company, without
people at the core of its culture, its
financial wellbeing will suffer. So
Netsurit created a ‘unique’ blueprint
for its employees, called the Dreams
Programme, also known as the Dreams
of the Doers. It’s an interesting concept,
which you can read about in greater
detail in these pages. Basically, the idea
behind this programme is to enable,

enlighten and encourage Netsurit
employees to go beyond the call
of duty while, at the same time,
striving to reach their own dreams.
Having employees who are
determined to reach their own
goals is a powerful way to
empower them, and makes them
appreciate the value of having an
employer who cares about them as
individuals, and stands behind their
personal development.
The programme also plays a key
part in motivating employees to
give a great experience to the endusers the company supports. The
enthusiasm is infectious, and it’s
this programme that Netsurit hopes
will eventually spill over to external
customers, to help them realise
their own business ambitions.
Have I piqued your interest? Read
on and find out that there’s more to
Netsurit than meets the eye at first
glance.

S i mon F oul d s
Editor
simon@itweb.co.za

ADVERTORIAL

A cybersecurity
checklist for
South African
organisations
By Heino Gevers, Customer Success
Director, Mimecast

H

ere’s the truth about
cybersecurity: if your business
is connected to the internet
in any way, it’s a near certainty that
you will be a victim of a cyberattack at
some point. There’s no silver bullet that
can offer complete protection against
cyberattacks. Instead, organisations need
to build cyber resilience into their DNA to
gain the ability to recover quickly and with
minimal financial and reputational damage
following a successful attack.

Easy prey
Email is still an organisation’s weakest
point, with 91% of attacks starting with
email-based phishing attacks. And they’re
not going away. According to a 2019
study by Mimecast, 88% of South African
organisations have seen phishing attacks in
the last 12 months.
Most savvy email users know not to open
attachments or links sent by people they
don’t know. But what if it’s an email from
Microsoft – or so it seems – saying our
password is about to expire and that we
should follow a link to create a new one?
The branding is the same and the mail even
comes from Microsoft.com. Most of us
would probably click on it.
And just like that, cybercriminals have
harvested our credentials and have access
to our Microsoft accounts, including emails,
calendars, and sensitive documents.
With internal access, they can analyse
the language we use in emails and
scrutinise our calendars. In minutes, they
know that the financial director of Joe Soap

Trading will be travelling on Wednesday at
2pm – the perfect time to send an email
from his address to the accounts team,
asking them to make an urgent payment.
The email comes from the FD’s address.
It sounds like he wrote it. It’s strange that
he’d be sending mails from an aeroplane,
but maybe the plane has WiFi, we can’t call
him to confirm, but it’s urgent. Payment is
made; cybercriminals win.
Cybercriminals also search for emails
containing words like ‘invoice’. They’ll
change the banking details on the invoice,
and if there’s no governance structure, the
invoice will be processed, but the money
will go to the criminals.

Cyber resilience checklist
It might seem like a hopeless situation.
But that’s the current state of the security
landscape and our best defence is to be
prepared with a well-developed cyber
resilience strategy.
In addition to having the right security
controls in place to prevent an attack, the
strategy should include these elements:
• Communication. Once you realise you’ve
been hacked, inform staff and other
affected stakeholders of the breach
immediately. Provide regular updates
until the breach has been isolated.
• End-user awareness. Tell your staff
what happened. Use the incident to
educate users, but this shouldn’t be
your only attempt to train them; regular
cybersecurity awareness training should
form part of your cyber resilience
strategy. This is often overlooked by many

info@mimecast.com | +27 (0) 11 722 3700
www.mimecast.com

LETS CONNECT:
If you’re interested in seeing how
Mimecast can make email safer for
your business, email us at success@
mimecast.com and use the reference
#MIMECAST&NETSURIT.
We will be in touch with you to discuss
next steps.

organisations who believe that sending
out a mail now and then reminding staff
not to open suspicious mails is enough.
Security awareness training should be
regular, interesting and relevant – we’ve
found that videos and humour work best.
• Durability. You need an effective backup,
recovery, and failover plan to ensure your
staff can still work and access mails while
the breach is addressed. Businesses
need to be able to switch over to
alternative technology that ensures
continuity without further compromise.
• Recoverability. Can you recover all
emails and data from the exact moment
you were attacked? Can you get your
operations back up and running quickly?
Having a plan means knowing the
answers to these questions.
Your cyber resilience strategy needs to be
tested often – at least every six months.
Regular testing allows you to adapt
your strategy to stay ahead of new and
evolving threats and will help keep security
awareness top of mind for everyone.
Many organisations often only implement
a plan after they’ve experienced a breach.
By then, it could be too late.
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S trategic overview

A company built on dreams
Netsurit has an unusual
approach to motivating its
employees, and it hopes
this will change their lives
for the better.
W O R DS : L esley Stones
P H OTOG RAPH Y: Karolina Komen dera

alking business with Orrin
Klopper isn’t as deeply businesslike as you might expect. Instead
of discussing facts, figures,
numbers and targets, he talks
about dreams and happiness; of
bucket lists and balanced lifestyles.
“At the heart of our DNA is our basic
cause supporting the dreams of the doers,”
he says. For Netsurit, that means helping
employees achieve their personal dreams
and ambitions, and helping customers meet
their broader business goals by taking care
of their day-to-day IT operations.
Most companies have a vision statement,
but at Netsurit, it’s an essential element that
means the company won’t appeal to every
potential employee. In time, it may even
determine with which clients it chooses to
do business.
“It started from realising that if we are really
going to build a successful global business,
we have to create a culture where our people
can live their best lives,” Klopper says. The
need to do that was also reinforced when a
colleague burned out, being a typical geek
who lived and breathed IT around the clock.
“You’re not going to see a sustainable,
healthy return on your people’s time if all
you’re doing is pressuring them to work more
hours a day,” Klopper says. “Our aspiration is
to create a culture where your personal life
and the workplace are inextricably linked
and there’s a safe space in the workplace to
talk openly about what you want.”
Core to this philosophy is the Dreams
Programme, with each employee
Q2 2019 |
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encouraged to create an annual Dream
Book visualising their top 10 personal
goals. Every month, they meet in small
groups to talk about where they are in
achieving those goals. “Someone might
be going through a loss in their family or
buying their first home and they share
experiences and support each other,”
Klopper says.

T he sc i ence beh i n d
This feel-good stuff has a serious business
impact, however. “One of the best ways
we can support our clients is by supporting
each member of the Netsurit family
emotionally, because that impacts their
lives, and that impacts the quality of service
we deliver to our clients and partners. I’d
love to choose clients that also treasure
their people, because that immediately
creates a platform of similar values, and
great opportunities are built on the back of
value alignments.”
When Netsurit wins a new contract,
the client hears all about the Dreams
Programme because it sets the company
apart. “Our culture helps us find and
keep great people, and that differentiates
us,” Klopper says. “The culture isn’t for
everyone because sharing your dreams in
the workspace can make you feel pretty
vulnerable, but it creates connectivity. It’s
amazing to see the way people respond
when the workplace is asking them, ‘What
do you want in your life and how can we
support you?’ When you share what you
want in an authentic way, everybody wants
to see you achieve it.”
Netsurit is globally recognised in two key
areas: professional services and managed
services, which often go hand-in-hand.
Professional services involves building
the right technology environment, with
the company specialising in Microsoft and
Dell technologies, while managed services
looks after a client’s IT infrastructure and
operations on an outsourced basis.
Netsurit can either augment the
client’s IT team or become its IT team,
by absorbing existing in-house staff and

Growth and
innovation
Netsurit is on track for a $200 million
annual turnover by 2024, an ambitious
but attainable goal based on the current
strategy.
That will require some solid mergers
and acquisitions, a process that has already
begun with the acquisitions of Inobits and
Marathon in the recent past.
Expanding to become a major
enterprise often kills a company’s
entrepreneurial attitude, but new
innovations are keeping that spirit on the
boil.
One plan is to launch a software
business in the coming year based on the
Dreams Programme, designed to disrupt
the way organisations approach culture
and employment engagement. It will be
developed by the team in South Africa and
aimed at the US market initially.

operating on the client’s premises or, more
often, working remotely.

C lou d - base d rel i ab i l i ty
Cloud technology has driven a big change
in how it operates and has strengthened its
business model, with Netsurit running its
own infrastructure and giving clients access
to computing power and their apps, data
and analytics remotely.
South Africa’s incessant load-shedding
has also reinforced the need for business
continuity and cloud-based reliability.
Netsurit stores most of the apps and data
for its clients on Microsoft’s cloud platform,
so people can work from different locations
and access all their software via a laptop
or a smartphone during blackouts at their
usual location.
Netsurit was founded by Klopper and his
friends Rian van der Walt and Brian Cooper
in 1995 and now has 320 employees serving
120 clients.
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Our culture
helps us find
and keep great
people, and that
differentiates us.
Orrin Klopper

So far this year, the company is ahead of
target after some strong customer wins,
and its goals are exciting and ambitious,
Klopper says. It aims to win about 40% of
new business from small and medium-sized
firms with fewer than 250 staff, and 60%
from larger companies.
That will require more internal staff to
be recruited, and Netsurit may need to rent
additional office space or relocate from its
headquarters in Marlboro, Johannesburg,
which is close to capacity, to bigger
premises. The Netsurit professional services
team is already based in Microsoft’s
building in Johannesburg, attesting to the
strong relationship between the two.
The company also has offices in Cape
Town, Durban, New York and Vietnam,
which lets it provide 24/7 support by
covering various time zones.

O rr i n
K lopper ,
N etsurit
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R i an van
d er W alt ,
N etsurit
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Putting the
customer first
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Managed service provision is usually all about meeting
the required service level agreements, but not as far as
Netsurit is concerned. Its focus, instead, is on the enduser experience.
W O R DS : Rod ney Weid emann
P H OTO GRAPHY: Karolina Komen dera

n a world where disruption
is fast becoming the norm,
businesses are rushing to ensure
that whatever their market, they
will ultimately be a disruptor,
instead of one of the disrupted. This means
that their IT departments find themselves
under enormous pressure to shed outdated
processes and increase efficiencies across
the organisation.
As digitisation becomes increasingly
necessary, IT finds itself in the unenviable
position of trying to manage this process,
while at the same time keeping the lights
on, dealing with an evolving range of cybersecurity threats and also being expected to
play a key role in driving business growth.
It’s for this reason that many seek out a
managed service provider (MSP) to assist
them in this evolution.
According to Brian Cooper, MD of
Netsurit, an MSP with leading-edge

solutions can help make a major impact in
all areas of the business, including output
and revenue. The right partner can even
impact a company’s ability to enter new
markets with innovative solutions.
“We are not just a service provider
either,” he says. “We actively partner with
our customers, and these partnerships are
critical, as they mean that both we and our
customers are equally invested in driving
the required outcome. It’s for this reason
that the big five banks in SA all partner with
us in some form or another,” he says.

B est- kept secret
He adds that until now, Netsurit has very
much been flying under the radar, gaining
new customers by word-of-mouth.
“We’re now broadening our horizons and
are launching a new corporate identity, as
we’re tired of being the IT industry’s best-kept
secret. It’s time everyone was made aware of
who we are and what we can do for them.
“Not only do we work with the Tier One
vendors like Dell and Microsoft, we’re also

By taking a multi-slice view through
the entire customer experience, we’re
able to more clearly understand
where we are succeeding and where
we can improve.
Rian van der Walt

a true managed services player that not
only takes over the operation of the client’s
IT services, but we also augment these
with additional services like performance
management.”
Furthermore, continues Cooper, Netsurit
has one of the largest teams of consultants
available to assist clients with whatever
their managed services needs are. At the
moment, he says, the bulk of this team is
focused on the cloud and assisting clients
with the move to it.

a j ourney, not an event
According to company CIO Rian van der
Walt, when it comes to managed services,
Netsurit believes that the traditional service
level agreement (SLA) – the standard
method of gauging service – is dead.
“The trouble with SLAs as the means of
measurement is that these don’t always
drive the desired outcome. For example,
the MSP may have an SLA that allows them
leeway of, say, 24 hours before the client
has any recourse. The problem is that while
this is within the ambits of the SLA, the
end-user experience will nonetheless be an
unhappy one,” states Van der Walt.
“This is where we’re different. We
determine our success based on end-user
experience management, and it clearly
works, as we have a Net Promoter Score
(NPS) of more than 80%, compared to the
industry average of around 39%.”
Netsurit refers to its approach as
‘Customer 360’, which encompasses both
NPS and the customers’ key decisionmakers. He adds that these are the people
who are at the coalface, such as CIOs and IT
managers. Customer 360 is, he adds, about
holistically measuring the client experience.
“By taking a multi-slice view through
the entire customer experience, we’re able
to more clearly understand where we are
succeeding and where we can improve. A
good example of the latter is how we now
focus on proactive, rather than reactive
maintenance.”

O ur people , your people
There are so many areas of specialisation
today that partnerships have become
critical, as no one organisation can be
everything to everybody.
It’s for this reason, says Cooper, that
Netsurit adopts a clear and collaborative
approach to how it works with its
|
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BUSINESS OVERVIEW

B r i an
C ooper ,
N etsurit

customers. “Essentially, we understand
that any partnership we undertake must
be a seamless one as far as the customer
is concerned. So any instance where we
have to bring a new partner on board, they
remain aloof from the client – in other
words, we manage the relationship and deal
with them directly, keeping ourselves as the
single point of contact for the customer.
“Furthermore, we focus intently on
enabling our clients and helping to
transform the way they work. We help to
shake up their set ways of doing things,
demonstrating new ways in which they can
operate that will improve both efficiencies
and productivity.”
Netsurit ultimately brings together a set
of strong skills, effective capabilities and a
tight-knit corporate culture to deliver the
best possible service to the end-customer,
he says.
“Our success is built on our people,
who are engaged, happy and balanced,
which is the ideal foundation for delivering
exceptional customer services. Our ‘people
Q2 2019 |
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first’ philosophy is built around this precept:
that if our people are happy, they’re wellpositioned to ensure the customer is too.
“At the same time, we are equally
focused on the client’s people, particularly
their CIO or IT manager, who often spends
far too much time in the technical domain
and not enough in the business arena.
Because we are able to free them up from
many of their technical duties by taking
over and managing their IT services and
meeting their IT requirements for them,
they’re now able to embed themselves
more deeply into the business side of
things. This allows them to play a key
role in driving the business forward and
building it for the future.”

T he Inob i ts connect i on
Historically, Netsurit has long played
in the managed services space, says
Cooper, but more recently, chose to move
up the stack and began focusing on the
enterprise arena, as the company had the
skills for this.

“Once we began to get traction in this
space, the opportunity to expand our
offerings arose through the chance to
merge our business with Inobits, which is a
provider of technology consulting services.
Today, Inobits serves as the professional
services arm of Netsurit.”
According to Hud Krause, professional
services executive at Inobits, the merger took
place in 2016, driven by the enormous benefits
and opportunities professional services can
offer to the world of IT outsourcing.
“Our two businesses shared the belief
that we would be exponentially stronger

9



Our success is built on our people, who are engaged,
happy and balanced, which is the ideal foundation for
delivering exceptional customer services.
BRian Cooper

together than we could ever have been
individually, and this has been borne out by
the fact that we have already discovered a
number of opportunities where managed
services can be offered to some of our
professional services customers, and vice
versa,” adds Krause.
“At the time of the merger, Inobits
not only had a strong consulting arm,
but was also in the process of building a
managed services business, to deliver more
annuity-based income to the company.
The merger meant that we collapsed our
managed services business into Netsurit’s,
while they collapsed their professional
services division into ours, creating two
complementary services.”
He says that this makes life much simpler
for customers too, as it means they are able
to partner with a single organisation that
can deliver a seamless and easy customer
experience, across both professional and
managed services. While other large
competitors in this space also offer both,
Krause points out that these are generally
kept so far apart that they could essentially
be operating on different continents.
“On the other hand, we dovetail these
two divisions together to create an ongoing
continuum that helps to ensure customer
satisfaction. Moreover, because of the high
skill levels in both divisions, we’re able to go
a step beyond what is generally expected
of us, by delivering innovation that is driven
out of professional services in a manner
that enhances, improves and enables our
managed services to be that much more
effective.
“Essentially, Netsurit is able to offer not
only great customer service and a fresh
approach to managed services – one that
is about much more than merely fixing
desktops – but one that when combined
with a strong professional services
competency and capability, transforms
Netsurit from just another supplier into
a genuinely strategic partner to our
customers,” he concludes.

Hud
K rause ,
N etsurit

|

S pecial F ocus |

Q2 2019

For some, business is all about making
a profit, looking out for number 1. For
others, making a difference is far more
important. These are the dreamers
who change the world. And these are
the ones we want to work with.
At Netsurit, we provide industry-leading IT solutions to
streamline business operations, increase productivity and
boost profitability. With five offices around the world we have
been rated by MSP Mentor as one of the top 100 IT service
providers in the world for nine years running.
Attuned and committed to your needs, we are an unconventional technology

partner who differentiate ourselves by being honest, ethical and fair, while offering
comprehensive security solutions to protect your devices, data and identity.

Building a successful business is a journey, and Netsurit gives you a roadmap
for that journey. Our team of expert consultants takes care of you along the

way, handling your day-to-day IT operations, enabling a greater return on your
technology investments, while saving you time so that you can focus on the
things that are really important.

Our Dreams Programme encourages each of our employees to live

their best, most balanced life by being active in every single aspect

of it. From personal relationships to healthy career goals, we support
them by supporting their dreams.

In fact, that’s our purpose, Supporting the Dreams of the Doers.
Whether those doers are our employees, our partners or our clients.

Because, at the end of the day, we
believe that it’s the dreamers who
change the world. When you want to
grow, and adapt, and innovate… you
don’t do it alone. You do it together.

12

U S expansion

Learning
lessons
through
expansion
The strategy of turning Netsurit into
an international player is going to
bring unexpected benefits for its local
customers.
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W O R DS : L esley Stones
P H OTOG RAPH Y: Karolina Komen dera

etsurit’s first overseas acquisition
gave it a foothold in New York,
where the technologies and
tactics being deployed are
way ahead of South Africa’s IT
landscape. That’s giving the company some
valuable insight into what’s coming down
the line.
The cyber security situation is also very
different in the US, and something that
South Africans can learn from. “Never in my
life have I seen so many threats on a daily
basis,” says Louwki Coetsee, MD, Netsurit
New York, who has moved to the US to
head those operations. “This is the value the
South African team is getting from us being
further down the technology adoption line.”
Having a presence in the US has
also strengthened its relationship with
Microsoft through the ability to take part
in seminars where Microsoft reveals its
future developments, helping Netsurit
become better prepared to understand and
implement new technologies. The liaison
with Microsoft is a two-way street, Coetsee
says, as his team can influence Microsoft’s
direction by giving it feedback on what is or
isn’t working on the ground.

T he e x pans i on
But entering the US wasn’t easy. The
expansion came in 2016, when Netsurit
bought an existing managed services
company, Marathon Consulting. Marathon’s
two owners had both moved out of New
York and wanted to sell the business.
Co-founder and CEO of Netsurit, Orrin
Klopper, candidly admits that this first
overseas foray saw the team make many
mistakes and learn lessons that should make
future acquisitions run more smoothly.
“I think we made every single mistake
we possibly could except go out of
business,” he says. “I always knew it was
a situation where we would take some
punches and learn some hard lessons. We
underestimated the legal fees and some
of the challenges inherent in that business
already. We lost a few key people and
learned some very expensive lessons about
credit card fraud. A lot of the original team
moved on, but we have recruited some
unbelievably good people.”
Marathon Consulting had about 20

Expansion on the radar
With the US division ticking over nicely, Netsurit is now firming up its future expansion
strategy. The short-term plan is to develop critical mass in New York, then spread its reach
into the rich seam of businesses along the US Eastern seaboard through more acquisitions
and organic growth.
In the longer term, it will venture further inland in the US and also target the UK.
“We have quite an aggressive growth strategy, but the critical thing is to protect our culture
and quality of service. If we need to slow down that growth to protect those two things, then
that’s what we must do,” CEO Orrin Klopper says.

We come
with a different
perspective. We
want to partner
with our clients
and understand
their business
goals and help
them achieve
their dreams.

moment, the team only has small and
medium-sized clients, but as its reputation
grows, it will be able to target larger
clients to gain critical mass and increase its
economies of scale.
It competes against bigger, better-known
and longer-established businesses by
emphasising its value proposition and the
difference that comes from its focus on
supporting the dreams of its employees
and clients. “We come with a different
perspective. We want to partner with our
clients and understand their business
goals and help them achieve their dreams,”
says Coetsee. “Once we understand their
business, we align our technologies to
deliver on their requirements. We’re a very
technical organisation, but our clients’
dreams come first, and we fit around their
goals to enable them to achieve it.”

Louwki COETSEE

The challenge is brand credibility, he adds.
In South Africa, the business has been
growing for 20 years, whereas in New York,
the brand is only two years old. “There’s
more groundwork to be done to raise the
brand profile and connect with people and
show them what Netsurit is about,” he says.
The division is achieving an impressive
deal closure rate of 60%, to 70%, once it
gets the chance to present its proposition
to a potential client. “Our closure rate on
leads is much higher in the US than in South
Africa, even though there are thousands
of companies in New York that do what we
do,” Klopper says. “There’s something in
our value proposition that’s resonating with
potential customers. When we sit in front
of them, they understand our passion and
want to sign up with us. So the challenge
we’re facing in New York is getting in front of
more potential clients.”

employees before many of them quit, and
it’s returned to that level now, three years
down the line. Several of the current staff
relocated from South Africa because their
career ambitions or family aspirations were
to move to America.
Klopper says it’s hard to hire great
talent in such a competitive city, but
some excellent people have come on
board because they like the culture of the
company and the way it helps its staff
achieve their professional and private goals.
Now that a strong team has been bedded
down, the US division is working to win
more business to increase its revenue and
profitability without increasing headcount.
The business mostly focuses on managed
services although it does have a small
professional services component. At the

B ran d cre d i b i l i ty
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Globally

Annual ranking of the
world’s top managed
service providers.
Netsurit ranked in
the Top 100 for eight
straight years.

#80

New York

Top 25

Managed
Services
credentials
South Africa

#2

Sectors served:
SMB, corporate and
enterprise

THE PORTFOLIO
NETSURIT’S NO-FUSS,

ONE-TOGETHER APPROACH

1
Cloud
productivity
through secure,
productive
workplace

TO OPERATIONAL IT SUPPORT
ALLOWS CLIENTS TO TAKE CARE
OF BUSINESS WHILE IT TAKES
CARE OF THE REST.

2
Cloud platform
through Azure

Professional
Services

5

3
Datacentre
through Hyper-V
and VMware

Q2 2019 |
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Systems
management and
operations through
the Microsoft
System Centre
suite of products

Migration of onpremise workloads
to Microsoft 365
or Azure
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• Deskside support remote and onsite
• Proactive and reactive
service desk
• Mobile workforce device
support
• VIP 24/7 anywhere,
anytime support

Workplace
/ end-user
computing

• 24/7 monitoring
and alerts
• Security
• Network consolidation
and optimisation (LAN
and WAN)
• Network virtualisation
and SDWAN

Network
support

Managed
Services
• Onsite support
ﬁeld services
• Proactive remote
server monitoring
and patching
• Datacentre
consolidation and
virtualisation

Datacentre /
back-end and
cloud

Working alongside its clients,
Netsurit helps them to realise
their business goals. With Microsoft
Gold certiﬁcation, the company is well positioned
to advise clients on their journey and then design,
build and support the environment on a hybrid cloud
infrastructure model. Netsurit operates across all
industry verticals in both the private and public sectors.

1
• Incident resolution
(proactive and
reactive)
• Licence administration
and management

Oﬀice 365
tenant
administration

• Monitor Azure
usage and costoptimisation
• Management and
enhancement
of security

Cloud
Operations
and Security

3

2
Azure Core
administration

Security
operations

• Security incident
investigation and
remediation
• Identity services
monitoring and
management

|
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A truly transformative
partnership

P artnership

Linda
M eyer ,
D ell
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Dell and Netsurit have a long history of working together, which means customers can be
assured that they become part of a solid partnership.
W O R DS : Rod ney Weid emann
P H OTO GRAPHY: Karolina Komen dera

hen enterprises seek out a
service provider to implement
the kind of transformative
solutions that are currently much
in demand, there’s a tendency
for the customer to view the reseller as an
extension of the vendor, which is why it’s
critical that the partnership between these
two entities is rock solid.
Netsurit and Dell Technologies Southern
Africa have just such a relationship, one that’s
long term and where the two have worked
together on multiple occasions, creating a
stable, strong and secure partnership.
According to Riaan Davis, cloud and
HW & SW sales manager at Netsurit,
the company was one of the first reseller
partners for Dell in South Africa, which
means that the relationship extends all the
way back to just after the turn of the century.
“Netsurit has a very strong Dell strategy;
in fact, Dell is our main focus in terms of
the technologies we offer and that we
would recommend to our customers. At the
same time, we see that focus and strategic
approach reflected back at us from the Dell
teams we work closely with.”
“And the partnership is two-way. Dell
benefits from the fact that not only are we
delivering end-to-end solutions using its
products, but that these are implemented
using our team’s vast knowledge of and
skills related to the Dell brand.”

E n d - user conf i d ence
Linda Meyer, channel sales manager
at Dell Technologies Southern Africa,
adds that the company is aware of how
customers view vendor and partner as one,

but this has never been a problem when
it comes to Netsurit. “With a partner like
Netsurit, customers have confidence in
their service capability and receiving the
right product guidance in modernising their
infrastructure. Ultimately, the affiliation
adds credibility to both our organisations,
due to the consistent messaging and service
levels provided throughout the customer’s
experience,” she says.
She points out that it’s essentially about
peace of mind for the end-customer, and
that as a Gold Partner, Netsurit’s strategic
alliance with Dell means the company
acknowledges that the Netsurit team
has both breadth and depth in terms of
its Dell skills and capabilities within the
organisation, along with multiple staff with
the necessary Dell certifications.
“Further, Netsurit has the added
advantage of being able to leverage
solutions offered by the entire Dell
Technologies group of companies.
This offers a full portfolio to assist in
implementing whatever technology
transformation the customer is seeking
– be it cloud, security or a complete
digital shift – that the team can access to
help develop and build the customer’s
technology journey.”
Davis agrees, suggesting that customers
today are looking for new ideas and different
ways to utilise technologies to drive their
internal businesses and revenues, as well
as to grow their end customer base. He says
that having a technology vendor like Dell,
which offers end-to-end solutions, combined
with a reseller like Netsurit, which brings the
requisite skills to the table, is critical if the
customer is to succeed in their aims.
“Apart from our strong focus on Dell
technologies, Netsurit also has many years

of Dell pre-sales and support experience,
while the company also holds Dell Direct
and Gold partnership competencies, with
the business aiming for Platinum partner
status in the near future as well,” says Davis.

P rofoun d i mpact
Meyer believes that technology today is
having a profound impact in reshaping the
way people work, live and play, adding that
Dell believes that true IT transformation is
accomplished by turning IT into a strategic
business partner and an agile service
delivery organisation.
“What sets Netsurit apart is the
company’s commitment to staying abreast
of the technologies we offer and the regular
changes in the market. This enables the
Netsurit team to consistently match our
technologies to the market’s requirements,
enabling them to deliver on the demands
of customers that seek some form of digital
transformation. This is then backed up with
the requisite skills and the experience,
ensuring a smooth technology journey for
the customer,” she says.
Davis adds that digital transformation
is certainly driving a renewed focus on
technology, pointing out that Netsurit is
working closely with Dell to change the
buying experience for both Netsurit and its
customers.
“In the end, customers want a speedy
time to market and an overall experience
that’s simple and pleasant. Our partnership
with Dell means we’re able to assist our
customers in getting what they want as
quickly as possible as they seek to transform
their technology journeys. More pertinently,
we not only help them plan these journeys,
but we walk beside them every step of the
way,” he concludes.

What sets Netsurit apart is the company’s commitment
to staying abreast of the technologies we offer and the
regular changes in the market.
Linda Meyer, Dell
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Fred Saayman
executive: Huawei business
unit at Pinnacle

How to
displace the
incumbents
Pinnacle, Netsurit and Huawei have
partnered to bring a different approach to
enterprise networking in South Africa.

W

ith increasing mobility
in the workplace and
growing connectivity
demands, enterprises are having to
find new ways to modernise their
networks and expand their networking
capabilities. As more users connect
from remote locations to a company’s
network, and as cloud uptake continues
to grow exponentially, today’s enterprise
networks are becoming bigger, smarter
and more complex.
This has led to increasing interest in
innovative networking technologies, and
subsequent growth for the companies
that can deliver the appropriate
solutions, says Fred Saayman,
executive: Huawei business unit at
Pinnacle. He adds that as enterprise
networks and communications continue
to move towards more technologically
advanced equipment solutions, solution
providers are having to develop new
business models to meet the demand of
customers.
“The focus of businesses today is on
improving operational efficiency with
cost-effective technologies that can
easily augment or replace traditional
network infrastructure. Brands that are
relatively new in the market, like Huawei,
are focusing on offering solutions that are
not only a viable alternative to existing
offerings, but are in some cases more
advanced.”

huawei@pinnacle.co.za | 0112653000

According to Saayman, the market is
appreciating the new, more cost-effective
and innovative solutions, as it has
historically been dominated by the more
expensive offerings of Tier 1 vendors.
“The local market, in particular, has
been looking for alternative brands and
solutions that can provide innovation and
reliability. The solutions we deliver through
our partnership with Netsurit and Huawei,
for example, have seen exponential
growth year-on-year, revealing the
appetite of South African companies for a
new approach to enterprise networking.”

Opening doors

The three-way partnership between
Netsurit, Pinnacle and Huawei has
provided high-performance solutions
to a number of large organisations, and
is creating new opportunities for each.
Netsurit is able to leverage the footprints
of the other two organisations to reach
more customers, while Pinnacle and
Huawei can rest assured that the right
skills and technologies are being provided
to customers.
Saayman points out that all three
companies have invested heavily into
the partnership, and are continuing
to do so. “We have won a number of
Huawei partner awards for our presales
and technical competency over the past
few years, and are continuing to grow
the business unit. A lot of the traction

we’re gaining in the market is as a result
of partners like Netsurit, backed by
Huawei’s support and investment.”
Huawei is currently focused on
growing its African footprint, and
is using its marketing and partner
resources to assist and support joint
projects. Saayman says that this is only
one of the factors that has helped put
the company ahead of competitors.
“Huawei’s emphasis on innovation and
R&D is another reason that we have
seen 270% year-on-year growth. The
attention Huawei puts on ensuring that
partners have all the resources they need
is another differentiator. In addition to
helping us establish Huawei experience
centres across the country, they provide
free training vouchers to ensure that
partners always have access to the latest
information.”
The combined focus into developing
advanced enterprise networking
solutions has resulted in the partners
gaining a reputation as the go-to
providers for an innovative approach that
won’t break the bank, Saayman says.
“In the age of cloud, IoT, and remote
working, business and network reliability
and capability are not negotiable. Our
track record and focused approach, as
well as the affordability of our solutions,
is earning our three-way partnership a
loyal customer base and growing market
share,” he concludes.

www.pinnacle.co.za
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The dream manager
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The Dreams Programme
is an innovative and
inspirational company
initiative that transforms
people’s lives and selfbelief.
W O R DS : T ams in O xford
P H OTOG RAPH Y: 123RF

Some companies invest in funky furniture
and working pods to build a culture and
employee engagement. Technology
companies usually invest into the strange,
the quirky and the cutting edge. But for
Netsurit, building a rich company culture
and deep employee engagement is as
simple and complex as making people’s
dreams come true. This is the company’s
core value and one that not only informs
employee productivity and positivity, but
how they engage with Netsurit’s customers
and market. Every customer interacts with
an empowered individual who is committed
to delivering personalised service and looks
forward to coming into work each day.
“Our CEO, Orrin Klopper, has always
been passionate about the culture of the
business,” says Carina Davis, Dreams
Programme manager, Netsurit. “However,
he was always looking at what could be
done better and how to grow the culture
and really drive customer and employee
engagement. This is when he came up
with the Dreams Programme, which helps
people help themselves to their dreams.”
The Dreams Programme started out in
the parking lot of the company. The 40-odd
employees at the time were taken out onto
the grass, given a pen and paper, and asked
to create vision boards. The goal was to
provide a safe and encouraging space in
which employees could focus on dreams
around health, work/life balance, family,
and personal achievements. It has grown
significantly from here.’
“We look at the employee’s personal side
and support these dreams, the dreams of
our doers,” says Davis. “We believe that this

platform and our people are integral to our
business and our values.”
Dreams of the Doers, as it’s known
internally, isn’t a sassy recruitment tool or
marketing campaign, it’s a fundamental part
of the company culture that’s embedded from
the moment someone joins the company. The
employee is provided with map4life planning
books, access to dream coaches, monthly
dream groups, focused support to refine
their goals, and ongoing mentorship and
guidance. Those who achieve their dreams are
recognised on the Netsurit Dream Wall that
sits in the office reception.
“During an employee’s induction, we
explain the programme, how it’s about
them as a person and how our philosophy
believes that someone isn’t quite whole
unless they look at all the different aspects
of their life – career, rest and relaxation,
family, friends, social life, wellbeing, and
intellect,” says Davis. “Once a person
starts understanding why these areas need
to come into alignment, they’re on the
path to a fulfilled life. We work with our
employees to brainstorm dreams across
these different areas.”
Using the SMART system – Specific,
Measurable, Achievable, Relevant,

Time bound – employees reduce the
number of goals they want to achieve to
a maximum of 10. Then they prepare a
PowerPoint presentation that’s a visual
representation of their dreams, such as
a photograph of their family if that’s part
of their goal, which is then kept in a very
visible space to constantly remind them
of their objectives. At Netsurit, a Dreams
portal contains these presentations along
with information about the programme
and the relevant groups and coaches. This
is also where employees create a diary
entry every Monday, an entry that lists at
least five things they plan to do that week
towards achieving their goals. It’s a stepby-step, methodical approach to putting
themselves first and making positive steps
towards their dreams.
“The programme has been running since
2009 and has been an incredible success,”
says Davis. “People feel that they’re more
than just a number and part of a family here.
There are so many stories of people who
have achieved their goals and how these
achievements have made a huge impact
on their lives. Today, we have grown to 326
people and still have the vibrant culture we
had when we were only 40.”
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Dream Achieved:

The Mother City

M pho N d i man d e ,
centre, with his two
grandmothers - Teressa
and Elizabeth - at his
childhood home in
Alexander, Johannesburg.

For one team leader, the Dreams Programme was about getting his family to Cape Town
for an unforgettable experience.
W O R DS : T ams in O xford
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pho Ndimande is the team
leader at Silica, a Netsurit client,
and has been participating in the
Dreams Programme at Netsurit
for the past four years. Initially,
he thought the programme was just there as
a company incentive where a person could
choose a weird dream and use company time
to achieve it. But he soon found out that it
was so much more than he’d realised.
“The more I learned about it, the more I
realised that it was about me as a person,
about putting my actual dreams at the
forefront,” he says. “The more I’ve done it,
the more I’ve started achieving my goals
and doing the best that I can to make them
a reality.”
One of Ndimande’s dreams was to go to
Q2 2019 |
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Cape Town. He’d wanted to visit for many
years, but every time an opportunity arose,
he would either make excuses or something
would prevent him from going. In 2018, he
resolved to use the Dreams Programme to
make it the year he went to Cape Town.
“I forced myself to take methodical
steps towards this goal, to spend money
on tickets, places to stay and places to
visit, that way I knew that there was no
going back,” he adds. “Knowing that the
money was spent meant that I had to plan
everything, I no longer had a choice.”
In December 2018, Ndimande went
to Cape Town for seven days with his
family and had an incredible experience,
one that he describes as one of the best
achievements in his life.
“It was my Dream Coach who stopped me
from procrastinating; she is a bit of a tough
nut,” he laughs. “Whenever we had our

Dreams team meeting, I always told them
the same thing – I was working on it – and
one day she said, ‘Enough! Let’s come up
with a plan and next time I see you I want to
hear solid results!’.”
Ndimande then told the group of the
challenges he was facing around plane
tickets and accommodation and within
minutes they had given him contact
information and helpful advice. The result
was that he ended up finding the perfect
place to stay. He even completed another
challenge while he was in the Mother City.
“One of the guys in my team dared me
to climb Lion’s Head and I thought I could
do it, easy,” he concludes. “I regretted it
within two minutes. That was so steep! But
I was determined and I did it. The Dreams
Programme helped me recognise that I can
do things I had never done before and it has
translated into other parts of my life.”
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P i eter L e R ou x living
his passions and dreams by
getting his paragliding licence
with his instructor R onn i e
B eukes of Skywalk.

The go getter
DREAMS ACHIEVED:

Think you can only manage to do one or two dreams a year?
Think again…
W O R DS : T ams in O xford
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very person who participates
in the Dreams Programme
achieves something remarkable.
It’s their own personal dream
that gives them a sense of achievement
and the inspiration to do something more.
For Pieter le Roux, solutions architect at
Netsurit, his dreams form a list that would
make most people feel tired just thinking
about it, and he achieved each and every,
single one.
“I wanted to do an overseas trip with
my family, to buy a new car, build up my
savings, complete my paragliding licence,

have a family holiday in December 2018, do
more rides with the Harley Davidson club,
and complete the flight simulator I was
working on,” he says.
In 2018, Le Roux took his family to
Zanzibar for an amazing holiday and he
managed to squeeze in another family
vacation over Christmas, taking everyone
to Dikhololo Game Reserve for the festive
break. He managed to pay off three of the
four blocks of debt that he’d outlined as
part of his dream goals and he bought
himself a new car.
“I built up my savings, even though I
didn’t quite make my target, but I did get
quite close,” he says. “One of my favourite
dreams was to complete my paragliding
licence, which I managed to do, and now I

am focusing on taking that to the next level
with a paratriking licence in 2019. Finally,
my personal favourite was to complete my
full-scale flight simulator cockpit, and I
managed to do that. Now I have plenty of
fun planned for the next few years!”
Le Roux not only squeezed in some time
with his Harley, but he also achieved another
dream – focusing more on his guitar. He
learned five new songs that he can now play
without having to refer to sheet music.
“I’m a lot older than most of the guys in
the company so I know how to pursue my
dreams,” he says. “But I have found that
the Dreams Programme has helped me to
think out of the box and really focus on my
dreams. The meetings provide practical and
emotional support and people often come up
with ideas to help you solve problems you’re
stuck on. We’re all committed and all pull
together and support one another, making
this programme a great motivator.”
|
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Dreams achieved:

The
family
man

Finding new ways of
spending time with family
and appreciating what they
bring is a dream everyone
should value.

W O R DS : T ams in O xford
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he Dreams Programme at
Netsurit has played a powerful
role in helping Eugene
Perumal, client services
executive: Johannesburg,
focus on his family. When he first joined
the company in 2016, he didn’t believe the
programme would offer any value, and
thought it applied to other people. Then
he realised that it was about more than just
himself, it was about other people and the
positive impact he could have on their lives.
“I realised that I could add value to the
programme and this turned the whole thing
around for me,” he says. “There is so much
support within a Dream group and the
business. You know that there is genuine
Q2 2019 |
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E ugene P erumal and his wife S an j i P erumal

care about the holistic individual, not just the
hours you put in and what you can achieve
within the business. It is about me as well.”
For Perumal, the programme has allowed
him to focus on his dreams, giving them
prominence in his everyday life. This, for him,
was one of the most valuable aspects of the
Dreams Programme – it allowed him to work
towards something consistently because he
was given the time and space and impetus to
do so. His dreams became important.
“It also gave me the chance to work
towards giving back to other people,”
he says. “We have the Dream Connect
programme that is a one-to-one session
where you randomly choose someone from
the business you don’t know very well and
get to know them and their dreams. You get
the opportunity to engage with them and
their dreams.”

Over the past few years, Perumal has
selected his family as a priority in the
Dreams Programme. He felt disconnected
as he worked so hard and he wanted to find
a way of achieving a better life balance and
making more time for his family.
“I have managed to achieve this dream
and to spend more time with my family,
taking large steps towards really shifting
old dynamics,” he says. “A lot of this is
thanks to the support I have received from
my Dream groups – there are people there
who have experienced the same problems
I have and who have life experiences to
share, and we have discussions around my
next steps. People even put me in contact
with others who can help me. It’s a powerful
commitment that helps you to hold yourself
accountable and has led me to really focus
on my dreams.”
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S y d ney S ebola i

Dream achieved:

The transformer
Sometimes, being a leader
is taking charge of your own
life and leading by example.
W O R DS : T ams in O xford
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ydney Sebolai, team leader:
enterprise service desk
manager, has taken the Dreams
Programme beyond its original
remit and into the realm of
visionary achievements. He recognised
the potential in the programme right from
the start and used the ongoing support
provided by Netsurit and his colleagues
to build a list of dreams that were not only
achievable, but critical for his long-term
health and happiness.

“The great thing about the Dreams
Programme is that it proves Netsurit isn’t
just focused on us coming to work from
8-5 every day; it really is committed to
us pursuing our dreams,” he says. “It has
worked so well for me and for other people
in the company, especially as they keep
reminding you about your dreams and
how you need to manage them and push
towards your goals. This enhances you as
a person.”
For Sebolai, the programme’s varied
support structures and non-judgemental
dream selection criteria make all the
difference.
“It isn’t just for the benefit of the
company, it’s for the people,” he says.
“When the CEO says that your dream
is something that he supports, that’s
really amazing. It makes you see how the

company can benefit just by looking after its
own people.”
Sebolai has used the capabilities
of the programme to commit to some
very specific goals, and they have
fundamentally changed his life. When
he first started out, he was in a complex
financial space where he could have
potentially lost his home and his car. With
the help of the programme, he developed
a mantra of ‘don’t get it if you don’t need it’
and made changes to the way he handled
his finances. Thanks to his hard work, he
will be clear of all debt by December 2019.
“I can start with a new chapter and I
don’t owe anyone anything,” he says.
“Another goal that I also achieved was to
lose weight. I weighed in at 120kgs when
I started the programme and my doctor
told me that this was seriously affecting
my health. So, I changed my diet, went
to gym, and started playing soccer again
and I’ve seen the results. In two years,
I’ve lost 30kgs and I’m so proud of that. I
can’t recommend the Dreams Programme
enough – I can see it add value to so many
different people here today.”
|
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A collaborative
affair
Terence Barter, Dell EMC
Brand Executive, Axiz

Partnering with organisations that provide strategic direction and
collaborative support drives customer engagement and market growth.

I

n 2013, the Dell business unit
of Axiz, an industry leading
IT value-added distributor, formed a
long-standing partnership with Netsurit.
The aim was to provide an end-to-end
solution that simplified their processes
and systems. The symbiotic relationship
has allowed for both organisations to
streamline efficiencies and improve
capabilities while furthering customer
relationships and market expansion.
It’s a collaborative affair borne out of
the need to provide customers with
the experiences that they’ve come to
expect alongside the service delivery
that they demand.
“The benefit to Netsurit is that the
solution we deliver helps them to cut
costs, simplify processes and speed
up delivery models to the customer,”
says Terence Barter, Dell EMC Brand
Executive, Axiz. “We’ve taken over
the logistics and stock holding, and
have worked with them to re-imagine
these processes so they’re easier to
manage and control. Axiz can now
rapidly respond to customer queries and
provide quotes quickly, ensuring that
they’re not only price competitive, but
that the stock is in our inventory.”
Speed, as they say, is of the essence
and speed is what forms the foundation
of this collaboration. Axiz holds stock
for Netsurit and can provide immediate
insights into inventory status, ensuring
customers can be given accurate
deliverable timelines. This enhances the

Netsurit offering and its service promise
of ensuring both customer delivery
and satisfaction. Of course, the most
relevant benefit for Netsurit is the cost
saving. The accessibility of services
alongside the value-add offerings
provided by Axiz’ Dell EMC unit delivers
the economies of scale that allow for
Netsurit to cut costs which is, for any
business, a big box worth ticking.
“We’ve been around for more than 30
years and provide an array of products
and complementary software solutions
to market,” says Barter. “We provide one
port of call for our clients, giving them
access to branded goods and services
that allow them to better serve their
clients. In all honesty, customer service
is really the most important facet of
this relationship. Both Netsurit and
Axiz believe in keeping clients happy to
engender loyalty and longevity.”
Axiz approached Netsurit with a
proposed solution, and showcased
how it would impact on budget, service
delivery and margins. The relationship
has been in place for more than six
years, but this doesn’t mean that Axiz
can rest on its laurels. If anything, it
means that the company is working
increasingly harder to maintain the
relationship and extend its potential,
adds Barter.
“Just because we save Netsurit
money doesn’t mean we don’t have
to constantly prove our value,” he
says. “We ensure that we provide

www.axiz.com | 011 2377128 | MicrosoftCSP@axiz.com

performance reviews, monitor our
progress and deliverables, and work
hard to deliver what we’ve promised.
This also means that we work with
Netsurit to help differentiate its
offering as an IT support company and
consulting firm. We’re not perfect yet,
but we’re slowly perfecting what we
can offer and how our collaborative
relationship can be expanded into other
areas of the market.”
The two companies are working
gradually to become increasingly aligned,
which allows for increased collaborative
potential. The organisations meet with
clients together, showcasing a combined
product portfolio and offering that
reflects remarkable added value and
long-term benefits.
For both companies, this strategic
partnership is all about value. Value
added services, value in quotations, and
value in delivery. Both organisations have
cemented strong relationships in the
industry, engendering trust in what they
can do and deliver, and this remains a
strategic imperative going forward.
“For us, working with Netsurit is an
opportunity to become increasingly
integrated with what they do, offering
more value and variety in terms of
products and choices,” says Barter.
“It’s also a fantastic space within
which to work as a collaborative pair
as we continue to enhance customer
experiences and redefine their
expectations.”
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Efficient managed resource integration
The enX Group sought out strategic partnerships to deliver
ongoing managed services to streamline operations.
W O R DS : T ams in O xford
P H OTOG RAPH Y: M oeketsi Mot icoe

he enX Group provides industrial
equipment, components,
services and technical expertise
to an array of industry sectors
in South Africa and SubSaharan Africa. The company has clients
in a multitude of sectors, ranging from
heavy industrial and mining, to retail and
manufacture. It required an outsourced
strategic partner to provide it with solutions
that met its specific industry and company
requirements, and that could work with the
company well into the future.
“Our engagement with Netsurit began
in 2010 when we consulted with the team
there to perform some ad-hoc work for us,”
says Denish Haripal, group chief information
officer, enX Group. “They worked with us
in such a professional manner that it led to
us signing an annual Professional Services
Agreement.”
This agreement was constructed around
a set number of hours per month and
allowed for the enX team to consult with
Netsurit and to complete work at certain
times. It was critical for the enX Group that
costs were tightly managed and controlled
and it soon became apparent that it wasn’t
cost-effective to keep all the skills required
for effective infrastructure management
in-house. The division within which Haripal
worked had to provide services to other
operating divisions and so had to ensure it
was capable of performing daily operational
tasks on demand.

“As we needed to ensure that we always
had capacity for internal requests, any new
work or design work was then consulted
through the Netsurit Professional Services
Agreement,” says Haripal. “The correct
person and skills that we needed would
then be provided.”
In 2014, enX Group started to investigate
the feasibility of outsourcing its fleet
management division’s desktop, network
and infrastructure services to a strategic
partner. After a rigorous process and the
steady elimination of vendors, Netsurit
was selected as the partner of choice. The
company then tailored a solution that met
enX’s business needs within a fixed cost.
“Netsurit had a long-term future and
roadmap for us and there was a good
culture fit,” says Haripal. “In the RFP process,
Netsurit presented a transition plan that,
by and large, proved to be successful. Our
relationship has evolved from performing
ad-hoc work to entrusting the Netsurit team
with the remainder of the services. By 2017,
we had already seen the benefits of working
with Netsurit and we added the enX holding
company to the Master Services Agreement.”
Netsurit has implemented a variety of
solutions with enX over the past six years
and has seen the company provide a bevy
of managed services capabilities over
this time. There were, of course, teething
issues, but they were quickly resolved and
efficiently handled to reduce or mitigate any
impact on other tasks.
For Haripal, the relationship with Netsurit
has delivered tangible business benefits.

They have a business offering that
meets our needs and continues to do
so in a way that is financially viable to
our business.
Denish Haripal

It has allowed for the company to focus
on its core activities while retaining access
to critical networks and infrastructure for
seamless deliverables and capacity. It has
also allowed for enX to remove all non-core
activities and concentrate on its IT strategy,
which, says Haripal, delivers value solutions
to its stakeholders by using key elements of
the Fourth Industrial Revolution technology
stack.
He continues: “Our business has a
number of talented key IT individuals
who, when partnered with the Netsurit
team, have delivered some outstanding
results. Together, they provide us with a
certified team that delivers tried and tested
solutions. We’ve seen increased efficiency
and productivity.”
Alongside manged infrastructure
services, Netsurit has also resolved the
issue of staff resourcing for Haripal and his
team. Netsurit manages the layer of skills
development and staff training to ensure
that everyone has the correct skills and
experience when working within the enX
environment, and has taken the burden of
staff training away from enX, which Haripal
appreciates.
“At the time, between 2011 and 2014, there
was a massive skills shortage in the market
and we found that if we didn’t challenge or
stimulate our technical team, we would have
resignations every 18 months. This was due
to having high-end resources idling and not
receiving enough challenging or stimulating
work to keep them occupied,” he adds.
“We’ve trained and certified individuals
and they have become more marketable,
which resulted in resignations. The process
of finding someone new created additional
recruitment and retraining costs. Netsurit has
solved this problem.”
The two organisations have developed
a multi-tiered relationship model that
has proven effective over the long term.
Employees at enX have a good working
relationship with those at Netsurit – the
company is considered humble and agile
enough to meet changing requirements
without excessive red tape, says Haripal.
“The company has a business offering
that meets our needs and continues to do
so in a way that is financially viable to our
business,” he concludes.
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