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… 2013.  So what Gartner is saying, in 2013 the economies will be driven by the job 

creation, job protections and job fulfilment.  I'm getting into some of these details.  

There will be opportunities in the excellence in operational technologies, Chinese 

mobile arena and Microsoft Windows future; we'll discuss that as well.   

Overall there will be some risk associated with privacy, security, and maybe there will 

be market consolidations you will see in 2013.  Similarly the organisation needs to 

innovate and introduce the ramification oriented approach by using the various new 

technologies which they need to introduce in their organisations. Who will provide 

these services to customers? Is it enterprises by building inhouse capabilities or a 

service provider who is actually bringing these services to the enterprises?  That's the 

debate.  Lets discuss. 

So, somebody is going to create a job, somebody is going to protect the job for their 

employees; whether all the jobs which are created will get fulfilled or not, it need to 

discuss thoroughly.  We are seeing a big growth in the Asian countries and hence 

there will be a job creation happening in Asian countries.  But, the European Union 

will try to protect the jobs in European countries, because of the pressure from local 

community.  Gartner predicts that there will be a reduction of 20% offshoring by 2016 

by the European Union, if the situation doesn't improve. 

As we see, there is a big demand for the analysts and data analyst type of jobs, in 

short in job market big data people will be required, and will be on demand.  

Although there are jobs, but we will not be able to fulfil these jobs, because there will 

not be enough skilled resources available in the market.  So, this is an opportunity to 
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the service provider to create this type of talent pool in their environment and offer it 

as a service to the customers. 

What are the risks involved?   

If you see the social networking is continuously getting popularised and maybe 

enterprise network and your personal networks is already talking to each other or very 

soon it will happen due to demand of BYOD. Because of these things, enterprise data 

and social networking, contents are getting exchanged with each other, there will be 

privacy and security issues. There maybe a greater demand for the solution or solution 

provider who will tackle these problems. This will be greatly seen between 2014 and 

2017 as per Gartner prediction. 

We are seeing some market consolidations as well.  Market consolidation displaces up 

to 20% of the top 100 IT service providers. By 2014. 

Of course, there are opportunities, as we see, there are large changes in the software 

market, now the devices are getting more and more intelligent continuously. These 

devices need to integrate with the software and need to provide the required dash 

board information to user. There is a demand in the market on the volume based 

licences instead the traditional method of host based or user based licensing. The new 

software vendors are providing the licenses based on per transaction and not on per 

node or per cal. The providers and software vendors are generating the revenue based 

on the volume of the transactions. 

Microsoft has launched Windows 8, although there is a acceptance in the tablet 

market for Windows 8 but enterprises are not ready to accept it as predicted due to the 

change in the way the devices are getting handled.  There is a strong resistance from 

the enterprise segment. We are seeing a great resistance and delay from the 

enterprises. The service providers who will gain the expertise and help organisation in 

their transition phase will be able to get more and more projects from the customers. 

Gartner is predicting there will be three service providers of mobile handset vendors, 

will be headquartered out of China.  This maybe good news to the Chinese vendors.  

Actually this will reduce the mobile devices cost drastically.  

Innovations are required, without innovations we will not be able to sustain in this 

market.  So, what type of innovations?  Organisations need to introduce the 

gamifications in the enterprise environment, so what do you mean by gamifications?  

I am sure all of you plays the computer / video games. In the game to keep your 

interest alive, generally these gaming companies are giving you some bonus points or 

sometimes a gift as well.  Now organisations really need to think through on how they 

can engage with their employees by using some of those techniques.  So, gamification 

needs to introduce in the enterprise segment, and in my opinion that is very much 

required to keep employees’ motive alive.  Without that, you will not be able to retain 

your talented manpower and enterprises may get problems in that area. 

Ware technology and smart devices in the shoes, tatoos and accessories will emerge 

as a billion dollar industry. Wearable smart devices, specifically in fitness and 

medical sector will be in demand. The service provider who will create the 
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environment and applications around the available technologies will be successful in 

the future. 

So, with that I would like to introduce my Company and what we are doing to achieve 

these predictions and to take these predictions forward.   

Trimax is established in 1995, our head quarter is in Mumbai.  We have almost 1,400 

plus employees, we have talent pool of resources almost 300 plus employees are 

certified; 900 plus customers from Government, PSU and large enterprise side.  We 

have certified level three data centres in Bangalore and Mumbai. Our new data center 

facility will be in Delhi and will be operational within next six months time.  We are 

expanding our operations in neighbouring countries as well.   

We are expanding our arms in Sri Lanka and are building two data centers, one in 

Colombo and another in Hambantota. Similarly, we are doing some projects in the 

Philippines as well;  

 

We have a very strong and large partner network, IBM, VMWare, HP, Dell, 

Microsoft, NEC etc are few which I can name today.  We believe in the partnerships 

model with the vendors. We are leveraging our partner relationship in our global 

strategy as well. 

The slide shows India map and the points which are marked all over are our support 

centres. We have almost 10 branches and 600 support centres all across India.  When I 

say 600 support centres, it is a direct reach of Trimax; Trimax is present in all these 

600 locations.  Our current SLA’s with customer are for four hours response time to 

any location in India, we are also building infrastructure where we can reduce it to 

two hours instead of four hours. 

We are providing end-to-end solution by using our comprehensive service portfolio 

and by leveraging our integrated delivery model. We believe that this is our critical 

success factor in India.  Our customer base is mainly from Government and PSUs that 

is the public sector units and large enterprises in India. 

The slide shows our service portfolio, we are offering a managed IT services to 

customers where facility management services as well as managed network services 

are provided.  We do provide managed network services to a major telco in India that 

is Bharat Sanchar Nigam Limited popularly known as BSNL. BSNL’s MPLS 

customer are managed by us, we are providing the 24 across 7 support to all BSNL’s 

MPLS customers. 

Similarly, we do have a major facility management contracts with various customers 

in India.  We do offer entire data centre and cloud portfolio services.  We will see 

these services in details in subsequent slides.  We have an end to end solution in 

public transport as well.     

In India public transport situation, almost three or four years back was very pathetic.  

The ticket issuer used to get a bunch of printed tickets on paper and he used to issue 

the tickets to the passengers. We have introduced the innovative solution in transport.  

Now ticket issuer is issuing the tickets to passenger by using a intelligent device, it is 
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similar like our credit card machine. The same is connected to centralised IT system 

by using GPRS technology.  As soon as the ticket is issued to passenger the entry is 

getting added to the database. The transport authorities are getting a business 

intelligent data on the dashboard. The transport authorities are easily get the data like 

which route is profitable, traffic patterns, and so many reports on a click of button. 

This end to end integration is done by Trimax. The charge back to transport company 

is totally opex. We are charging based on per ticket issued to the passenger. We are 

doing similar projects in some of the countries as well.  

We are firm believer of turnkey and end to end projects. Customer need single vendor, 

opex based and customised solution and services as per his need, which I believe that 

we are fulfilling it. We have built almost fifty plus data centres in India. 

The slide shows our data centre portfolio, we do provide the high density colocation 

services to the customer. Customer can take from normal colocation services to end to 

management of the IT infrastructure. We are offering a internet banwidth to the 

customer hosted in our data centre. We have offering in managed dedicated hosting as 

well. We are offering on demand infrastructure services like, backup, storage, vaulting, 

load balancing as well. Our service offering in professional security services is very 

mature and complete. We do provide the hardening, vulnerability assessment and 

penetration services to the customers. We do offer a managed firewall, IPS and 

antivirus services as well to customer. We are offering a end to end managed services 

to customer right from monitoring to os management to database management to 

applications like mailing and web management. We do provide the BCP and DR 

solutions as well to customers. 

So it is a vast portfolio, and if a customer needs consultancy in this area, we are 

providing this,  

In our cloud portfolio we are offering iaas, pass, and saas services.  

We are providing x86 based on demand computing, with bundled hosting and security 

services. We are planning to give a choice to the customer to choose the hypervisor as 

he wishes. As if customer would like to have a hypervisor from Microsoft, like Hyper 

V or maybe VM Ware or Zen, we will, be able to provide it on the fly and on demand 

to the customer.  Similarly we, in partnership with IBM, we are providing 'P Series' 

hardware also over the cloud.  So, the customer who are looking for the 'P Series' type 

of hardware over the cloud, we will be able to provide it.  We are seeing the major 

adoption from the customer who is looking for DR or testing and development type of 

solutions. 

We are very dominant player in mailing in partnership with Microsoft. We are 

offering entire messaging and collaboration suits on Microsoft hosted exchange 2010 

platform, which includes, messaging, Lync and sharepoint integration. We have 

launched our SaaS market place in India and we are the first player who is providing 

this type of services in India. Our  SaaS market place have around 12 applications like 

CRM, HRMS, POS, Project management and so on. We are offering 30 days free trial 

to customer to test our application and of he likes or suits his requirement the same 

can be paid. We are seeing a good adoption for this in India. 
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We have video conferencing services as well on the cloud in partnership with 

Polycom.  We are providing the services per port basis to customer similarly we can 

provide the endpoints as well.  

I would like you to visit our sites for the further details, www.trimaxcloud.com and 

www.trimaclapp.com.  Because of time pressure I am just concluding my presentation. 

I am around for any questions on this. You will see more and more innovative 

products from Trimax in future as well. Thanks for giving me this opportunity.  

Thanks a lot. 

[End] 

http://www.trimaxcloud.com/
http://www.trimaclapp.com/

