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: Taking a leaf from interna-
: tional businesses, Remote
i Infrastructure Management
i Services (RIMS) are what SMEs
: inIndia should scout for to man-
¢ age their IT investments better.
¢ It will end up giving them a
i competitive edge, helping them
: take on bigger competition.

: Recently, I was talking to
i afriend who was looking at buy-
i ing a home in Bangalore. He
: had zeroed in on an upmarket,
: gated community where the vil-
i las have a Spanish architectural
: flavour. But more importantly,
i the services flavour was non-
¢ geo specific. Let me explain.
i The property had tied up with
¢ awell-known hospital to of-
: fertelemedicine to residents in
: the complex. Residents could,
i 24X7, login remotely and con-
: sult a doctor, get ‘examined’,
: provide test results without go-
: ing to the hospital and get med-
© icines prescribed. Here we have
: acase where best-in-class med-
! ical services can be delivered
¢ from anywhere in the world -
¢ to anywhere in the world. The
i example tells us two things: seli-
: ing real estate isn’t what it used
¢ to be until five years ago! And,
i more importantly, businesses
: are getting increasingly com-
i plex as they use a technology
¢ backbone for delivery of serv-
i ices.

Both, the realty developer
: and the hospital, don't spectahse
¢ in setting up, running, moni-
i toring and maintaining the tech-
: nology that makes all the mag-
i ic of modern day living possi-
¢ ble. They need the help of spe-
¢ cialists to manage the technol-
i ogy which enables all this. Put
: another way, they need an IT

: Remote Infrastructure Man-

i agement Service (RIMS)
i provider — a specialist who pro-
5 vides the high-end skills re-
i quired to manage computer and

data networks that are becom-
ing essential to businesses
across the world.

RIMS is a large global trend.
Look up the financials of prac-
tically any global enterprise or
organisation and you are bound
to stumble across an entry that
speaks about RIMS. And India
is where they are trying to get
the service delivered from.

NASSCOM released a deep-
probe report from McKinsey &
Company on the RIMS space a
couple of weeks ago. The re-
port is called “The Next Growth

These development are
about to have profound and
long-term implications for busi-
nesses in India — especially
SMEs — which can leverage
the learnings and capabilities
of RIMS players and, in the
process, becoming more nim-
ble and competitive. We are al-
ready seeing signs of major
players becoming early
adopters. Banks, pharmaceu-
tical companies and telecom
players have recognised the im-
portance of Indian companies
out sourcing IT Infrastructure
Management. And if banks can
outsource the management
of mission critical infrastruc-
ture such as their ATM net-
works, can others be far behind?

The ABC of RIMS for SMEs

Imagine for a moment SMEs
like consumer durable chains
or white goods chains that have
become so popular over the last
decade. They are heavily de-
pendent on technology to man-
age inventory over a large ge-
ographical spread which can
typically include dozens of cities.
They operate in rapidly chang-
ing markets. And they are de-
pendent on their IT investment
that has grown organically,
incorporating several tech-
nologies, grown in complexi-
ty and now needs continuous
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pegged to how much a job has
to offer in terms of learning and
skill enhancement, you can see
that SMEs are going to have no
option but to opt for outsourc-
ing. Given that their infra-
structure is so small that hav-
ing onsite support is not viable,
opting for RIMS is inevitable.
There is one other factor that
will inevitably drive SMEs to-
wards considering RIMS for
their businesses: the fact that
the tools required to monitor,
manage and heal IT networks
and infrastructure are growing
complex by the day and there-
fore becoming unaffordable.
RIMS providers can make these
sophisticated tools available on
a pay-per-use basis, bringing

down the investment required =
by SME:s in delivering a world
class service.

Making RIMS as part of the
way business is done by SMEs
is inevitable. And there are a
number of critical drivers for
this. SMEs are starting to find
that micro markets are not crit-
ical by themselves and need to
extend themselves into multi-
ple cities (as an example, out-
lets like Croma and eZone will
sooh be in smaller cities like Uj-
jain and Mangalore - if they are
not already there!) and as the
geography of the business
spreads, so does the complex-
ity of the IT infrastructure re-
quired to run the business.
SMEs, which cannot be ex-
pected to understand technol-
ogy and want to focus on their
core competence, will soon be-
gin to shop for standardised
services from RIMS providers,
picking and choosing the op-
tions that take the pain away
from managing IT.

According to the McKinsey
study $26 bn to $28 bn of the to-
tal global RIMS opportunity is
likely to be realised by 2013, and
India can position itself to ac-
quire a share of around $14
bnto $15 bn. The figures teli us
that expertise which is being
built in the RIMS space will ma-
ture rapidly, giving rise to a num-
ber of players who will offer their
services to SMEs in the coun-
try. As any chief technology of-
ficer will tell you, about 70 to 80
per cent of all IT tasks can be
off shored or remotely managed.
SMESs need to appreciate and
understand this so that they can
begin to chalk out a business
plan that begins to outline how
RIMS can be leveraged, there-
by enabling their business to
scale rapidly as well as deploy
networks that were so far pos-
sible only in very large enter-
prises. Finally, while the world
is going flat, SMEs can turn
to creating a level playing field
in technology when it comes to
bigger competitors, using RIMS.
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