Atech

Octopus Investments

Business continuity and data centre selection strategyall taken care of:
Researched, delivered and implemented so that everyone can stop
Worrying and focus on business as usual.

Octopus Investments - was founded in February 2000 and has been growing rapidly ever since,

alongside and within the financial services marketplacein the UK. From the beginning Octopus has been drivenin
developingits portfolio, growth, and people whilst heavily investing in groundbreaking ideas and strategic partnerships.
Today they have close to 500 employees and manage £6 billion on behalf of more than 500,000 investors.

The Situation

Like many other rapidlygrowing, demanding ITand Datareliant businesses have found, the current Data Centre
provisionwas no longer deemed appropriate for the needs of an expanding, diversifying and closely regulated financial
services company.

Identifying that DCselection is a key priority alongside the ITinfrastructure requirementwas a key driver anditbecame
clear that changing the current provider, location and deliverables wouldbe essential to support the ongoing demands
of meeting the stringentand ever changing regulatoryand

compliance demands of the Financial Services Industry.

Already a trusted advisorto the business, Atech weretheideal partnerto utilisealongsidethein house
expertisetorun a selectionprocess to identify the best Data Centre Strategy for Octopus for the future.
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What Atech delivered

Key strategicdecisions and priority projects
require considerable stakeholder
managementand sponsorship to ensure
they aresuccessful andget over theline.
Considering the options for a Data Centre
partner clearly demanded a consultative,
clearlydefined and methodical analysis of
the marketplaceto ensurethatthe resulting
selection process provided detailed insight.
The output provided afully transparentand
auditable process thatensured theresulting
shortlist of providers was indicative of the
range, capability andoptionsinthe
marketplace.

Usinga proven consultingand project
methodology provided the client with clear
providerand solution choices and
comparisons carefully selected to meet the
clients existing andfuture needs of a Data
Centresolution.

Broad and extensive knowledge of the
industry coupled with practical insightinto
the clientbusiness objectives made the
process efficient and effective and mindful
of the wider needs of the business strategy.

The Challenges

There werea number of main considerations that the

process needed to address and be aware of:

* Ongoingreliability issues withthe current Data Centre
and why they occurred.

* The incompatibility of the current pricing model of the
Data Centre with industry standards.

* The current provider was owned by a third party with
a potential conflict of interest.

* The currentprovider was unable to meet the medium
to long term requirements for growth.

* The decisionmaking needed to become partof the
overall T strategy.

Data Centre’s typicallyhave manyvariables between the
servicethey providesuch as:

* Resilience

* Innovative and complex management systems

Data Centre
Selection Strategy

* Security levels

* Connectivity speeds

e Carrier and Cloud options
* On-netTelcos supplied

* Clientriskprofile

Itwas essential thattheselection process addressed
thesevariables alongside general duediligenceand
analysis of the current service providers demonstrating
comparative rankings, positives and negatives, data
gathering and comparisons ateachstage.

Clearly defining the client requirements and objectives
was crucial with extensive stakeholder management
and supportduringthe processand in conjunctionwith
each of themilestones.

Understanding theabsolute brief involves a step by
step process designed to fully challengeand
interrogatethe currentand future needs and
expectationsto ensurea perfect matchwith the
solution provider offerings.
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Balancingrisk and expense becomes
increasinglytough as businesses grow and the data held
increases exponentially.

Customers need a more efficient way to manage their
growing data needs whilst maintaining data integrityand
accommodating country specific data privacy rulesand
regulations.

Growth needs managing and the supplier offering the
service needs a rapid and stable plan forscalabilityand
dependability.

Typically, Data Centres will seek to adhereto
internationally recognized DC standards for Uptime. The
US Uptimeinstitute, has 4 levels (1-4) with4 being the
highestrated. Thetiering systemallows for unavailability
of service over a period of oneyear or 526,500 minutes.

What did the clientreally wantand what
were the key differentiators between
providers?

There area number of Key Negotiation Options and
differentiators (when comparing the key players)
which needed to balance with the clear and rigorous
requirements of theclient.

* Charges associated with Security Arrangements
* Discounts on proposed |ease length

* Number of cabinets required and sizing

* Maximum power per cabinet

* The overall powerdraw cap

* HVAC requirements

* Telcorequirements

* Metered or Allocated Power

* Rights of First Refusal options (ROFR)

* Rent free periods during set up of service

» Supportservices offered (offsite or onsite)

* CCTV arrangements

* Uptimeinstitute Classification Tier

* Information Security Management Standards
* Existing Contractual commitments

All of these key deliverables are considered as part
of the discovery and negotiation between theclient
and the proposed suppliers.

Clear solution choices
carefully selected to meet
the clients needs



Case Study: Octopus Investments

The Result
Data Centreselection, design and implementationshould be
a top priority and firmlyembedded within every IT Strategy.

The introduction of a formal selection process

designed, implemented and communicated by a professional
consultancy and project managementteam ensured thatthis
business critical decision was given sufficient attention, kudos
and influencethroughoutthe business.

Identified as a pivotal project within the overall IT strategy the
process of choosing andintegrating a new providerand
business partnerenabled Octopus to gainthe comfortthatit
was allin hand and that they couldfocus on other elements
of the business.

The thorough and detailed methodology for managing the vendor
selection enabled a clearand transparentview of all the options
available. This data collection and presentation of the facts and
marketlandscape facilitated a carefullyjustified and informed choice
for any future Data Centre partner. Therigorous process ensured that
the clienthadaccess to suitable contract terms, negotiation options
and aboveall the offer of a blended service thatclearly and accurately
met their specific requirements.

The ability to identifyand resolve Data Centreinefficiencies is a key
success factor and demonstrates a deep understanding of how to
evaluate, scoreand benchmark providers against each other.

Octopus Investments have arrived at an ideal position and can now
negotiate between justtwo ideally suited

potential partners and select their final provider inthe
knowledgethatthe playingfieldislevel and thatthey are comparing
appleswith apples.

Microsoft Gold Partner

Being a Microsoft Gold-
Certified partner means that
Atech has earned the highest
standards of Microsoft’s
widely recognised
partnership program.

Ifyou’d like to explore digital
transformationcall Atech on
0203757 75000r email
hello@atech.cloud
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