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Forecasting cloud growth, 
business opportunities 

This edition of Unleashing IT comes on the 
heels of the second annual Cisco® Global Cloud 
Index (page 7). With the world’s cloud traffic 
expected to grow sixfold by the year 2016, 
we are seeing new developments, emerging 
trends, and a host of opportunities surrounding 
data centers, cloud architectures, and the 
enterprises that rely on them.

CIOs are paving an established pathway to the 
cloud (page 3). Service providers are stepping 
in to fill gaps and create new possibilities (page 
11). Entire industries, such as healthcare, 
are transforming their operations for greater 
efficiency and value (pages 13, 20, 22). And 
smart organizations like Republic Services are 
finding innovative ways to operate nationally and 
deliver locally (page 16).  

What do they all have in common? A desire to 
bridge the divide between IT and business needs. 
An ability to separate scale from complexity. And 
an advanced, unified technology infrastructure; 
one that allows them to transform the data center, 
reach for the clouds, and maximize the business 
opportunities therein. 

For more information, follow the links inside or 
contact Cisco at 1-800-553-6387 and select 
option 1 to speak with a Cisco representative. 
We welcome your feedback on the articles in 
this publication at www.UnleashingIT.com

Sincerely,

Giuliano Di Vitantonio 
Vice President 
Cisco Systems, Inc.

 

 
Lisa Graff 
Vice President   
Intel Corporation

In collaboration with Intel®

http://www.UnleashingIT.com
http://www.UnleashingIT.com
http://www.cisco.com/go/trademarks
http://www.twitter.com/ciscodc
http://www.facebook.com/ciscodc
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Perspectives and Solutions

How are enterprises utilizing cloud 
technologies? What are the common priorities 
and entry points? How are existing systems and 
cloud environments being aligned? And what 
are the emerging opportunities for technology 
providers and the enterprises they serve?

The Cisco® Internet Business Solutions 
Group (IBSG) recently interviewed 45 
enterprise CIOs to find the answers.

“We wanted to learn more about the cloud 
and how companies are doing it,” says Uwe 
Lambrette, Director of Cisco IBSG Consulting 
Services, “regardless of solution.”

The results offered some surprises. First, 
Cisco IBSG learned most enterprises 
are building cloud environments on their 
own, despite a lack of internal cloud 
skills, a high level of complexity, and the 
uncertainty that comes with them.

“We were surprised that most enterprises 
want to figure out the cloud themselves 
before they ask for help from solution 
and service providers,” says Lambrette. 
“It’s a learning process that leads to 
understanding and comfort.”

Second, enterprises invariably follow a 
project-based approach as they evolve 
their infrastructure and cloud environments. 
In doing so, they tend to view the cloud as 
a series of transformation projects, not as 
a foundational technology.

“The project-based approach was 
confirmed by every single CIO we 
interviewed,” Lambrette says. “Cloud 
deployments are squarely focused 
on specific projects and solutions, 
like desktops and horizontal business 
applications.”

45 enterprise CIOs were interviewed about their 
cloud journey, revealing trends, surprises, and 
opportunities.

New research illuminates typical 
cloud trajectory
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The Cisco IBSG research identified six 
key project types where cloud adoption 
is taking root: next generation workplace, 
simple business processes, software 
development, web usage, grid/analytics, 
and cloud transformation.

Next generation workplace projects involve 
cloud-based mobility, collaboration, and 
virtual desktop integration (VDI). Back 
office solutions are being migrated to 
the cloud using software as a service 
(SaaS) for simpler business processes. 
And industries where online usage is 
dynamic and spiky, such as retail and 
financial services, are utilizing web-focused 
cloud solutions. Enterprises that rely on 
software development are using the cloud 
to accelerate and simplify the testing and 
staging of software deployments, mostly 
with infrastructure as a service (IaaS) and 
platform as a service (PaaS) applications. 
Some companies are beginning to tap the 
cloud for Big Data analytics. And others are 
using the cloud to transform their internal IT 
infrastructure, but few have implemented 
cloud self-service and billing capabilities. 

Cloud extensions and vertical 
industry focus

While revealing six distinct project types, 
the research showed no strong trends 
associated with vertical industries. Rather, 
it is IT and business process requirements 
that predicate the usage of the cloud. All 

companies that have large, customer-
facing service organizations, for example, 
are interested in VDI, regardless of 
industry. There are specific cloud solutions 
for some vertical markets, of course, 
but the research indicated their share of 
enterprise cloud investments is small.

“At this point, almost all cloud deployments 
are internally focused and horizontal in 
nature,” Lambrette explains. “That means 
opportunities are being left on the table. 
Most cloud environments don’t have a 
strong interlock with customers, partners, 
and markets.” 

This underscores a palpable disconnect 
between customer needs and what is 
being offered by solution and service 
providers. If a cloud environment is 
tantamount to an automobile, and 
vertical and external market opportunities 
represent the road ahead, Lambrette 
suggests solution and service providers 
keep their eyes on the road.

“The research shows that enterprises 
want to build their own cloud environment, 
if they haven’t done so already,” he 
says. “They simply need help managing 
it, integrating it with other systems, 
and extending it between the provider, 
themselves, their customers, and partners. 
This is where the true opportunities can be 
found for both enterprises and technology 
providers.”

To maximize these opportunities, enterprises 
should define which systems and services 
are “core” to their business, Lambrette 
recommends. Maintain control of and 
place a greater emphasis on those core 
systems and services, while letting cloud 
providers manage the “non-core” systems 
and services. Internally or externally 
managed, core or non-core, there are often 
opportunities to extend cloud environments 
and increase their value.

Technology providers should continue 
to acquire and develop their cloud skills 
and professional services, Lambrette 
adds, which are in high demand. Then 
focus those skills on the management 
and extension of existing cloud solutions 
versus the creation of new cloud 
environments.

“When enterprises focus their internal 
efforts on core services and seek the 
assistance of technology providers for 
cloud administration and expansion,” 
Lambrette says, “everyone wins.”

More information

For the Cisco IBSG “Enterprise 
Journey to the Clouds” white paper 
and slide-cast, and other valuable 
offers, visit the Resource Center at: 
www.UnleashingIT.com

http://www.UnleashingIT.com
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Why the Big Data 
journey is longer, the 
opportunities more 
broad, and the value 
greater than anyone 
ever anticipated.

From terabytes to petabytes to exabytes, 
we continue to create an ever-increasing 
deluge of information. While some 
view this as a technology problem—with 
uncertainty for how to deal with a flood 
of unfiltered, unstructured, unprocessed, 
and seemingly unmanageable 
data—others see immense business 
opportunity.

Indeed, data has been hailed as “the 
new oil.” And many see in Big Data the 
same transformative, wealth-creating 
power that 19th-century visionaries once 
sensed in the crude black ooze trapped 
underground.

Just as oil fueled dreams a century or 
more ago, data is now driving a vision of 
economic and technical innovation.  

If “crude” data can be extracted, refined, 
and piped to where it can impact 
decisions in real time, its value will soar. 
When key insights can be mined using 
analytics—revealing complex behaviors, 
patterns, and events as they happen, 
if not before—then data will realize its 
inherent power. 

And if data can be properly shared 
across an entire ecosystem and made 
accessible in the places where analytics 
are most useful, then it will become a 
true game changer, altering the way we 
live, work, play, learn, buy, sell, travel—
you name it. 

But with Big Data come big challenges, 
and a long road ahead. 

“Everyone wants to believe we are 
nearing the finish line when it comes to 
Big Data analytics and the value therein,” 
says Chris Osika, Senior Director of 
Cisco® Internet Business Solutions Group 
(IBSG) service provider practice. “Let’s 
be clear. We are in the first inning of a 
nine inning game. Our lives and the way 
we conduct business have not been 
transformed by Big Data—yet.”

Unlocking the value of Big Data

Perspectives and Solutions
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The Big Data journey begins

As things stand now, the data ecosystem 
is highly fragmented. Between those 
who create data and those who could 
potentially extract value from it sits 
a labyrinth fraught with complexity, 
disparity, and miscommunication. If 
analytics are to be the new “refinery,” 
some of that fragmentation will need to 
be addressed with greater connectivity, 
trust, and efficiency.

“The first step is breaking down silos,” 
Osika explains. “If enterprises can 
increase data access and thereby 
improve accuracy, even by 10 or 15 
percent, they can immediately improve 
their efficiency and find value.”

This can be accomplished by bringing 
together data that is typically trapped 
in business applications and enterprise 
networks. Then it’s a matter of creating 

a governance model that stipulates who 
manages the data, who contributes, who 
has access, how the data is used, and 
how security and privacy policies will be 
enforced.

Once data becomes more federated 
and accessible, enterprises can begin to 
mine it. And the opportunities branch well 
beyond consumer use cases.

“Most people think of advertising and 
customer experiences in considering 
Big Data analytics, likely based on the 
success of Google and Amazon,” says 
Bill Gerhardt, Director of Cisco IBSG 
service provider practice. “But the 
opportunities are much broader. Big 
Data can be tapped for widespread 
efficiency and optimization, from 
business and supply chain operations 
to cross-selling and up-selling. 
Enterprises should think big, because 
the potential value of Big Data is far 

greater than anyone can currently 
imagine.”

So which is the chicken and which is 
the egg: the unforeseen opportunities 
or the analytics that unearth them? 
According to Osika and Gerhardt, it’s a 
mix of both. 

“There is always specific intent when 
mining and analyzing data,” Osika 
explains, “but you inevitably find 
unexpected things along the way. 
Experimentation is essential.”

The importance of 
experimentation

There is so much opportunity, and so 
much value, in Big Data. But enterprises 
may not know it until they find it. 

“It’s tough to find a needle when the 
haystack is ambiguous,” says Gerhardt. 

“Enterprises should think big, because the potential value of 
Big Data is far greater than anyone can currently imagine.”
 
Bill Gerhardt, Director, Cisco IBSG service provider practice
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“That’s why it’s so important to create 
an environment—with supporting 
tools and partners—that fosters 
experimentation.”

This requires a cultural shift, sponsored 
by top executives, that promotes ongoing 
investigation and innovation. While key 
metrics are mapped to analytical tools, 
and functional groups pursue specific 
goals, the findings must remain open 
ended. Preconceived notions and tunnel 
vision will limit the eventual outcomes of 
Big Data analytics.

“The value that can be found within Big 
Data is limitless, so enterprises should 
keep an open mind. That said, they need 
to always be concerned with security 
and privacy,” Gerhardt warns. “A solid 
governance framework must be in place, 
or experimentation can put a company 
at risk.”

The rise of data infomediaries

According to Osika and Gerhardt, it is not 
a question of whether enterprises should 
invest in the future of Big Data, but rather 
how far they should go. The ultimate goal 
with Big Data is to collect, store, find 
meaning, and extract value from data. As 
things stand now, the Big Data ecosystem 
appears fractured, and security and 
privacy breaches remain a concern.

But there is plenty of potential to 
orchestrate all aspects of the ecosystem, 
allowing the creator and the beneficiary 
to work in harmony, with a much 
higher level of trust. Enter the “Data 
Infomediary.”

“Infomediaries facilitate every step of 
the data value chain, and they create 
opportunities to synchronize, realize, and 
monetize the vast potential of Big Data,” 

says Osika. “This overarching role will 
become a necessity if the industry is to 
reach its ultimate potential.”

Like those moguls-to-be who once 
weighed the costs and potential benefits 
of developing an oil business, today’s 
decision makers face challenges as they 
seek to maximize value from the coming 
age of Big Data. 

As in the late 19th-century, however, the 
size of the potential prize makes it hard 
to ignore.

More information

For the Cisco IBSG point of view paper 
“Unlocking Value in the Fragmented World 
of Big Data Analytics” and other valuable 
offers, visit the Resource Center at:  
www.UnleashingIT.com
 

The Cisco® Global Cloud Index (GCI) 
was developed to estimate worldwide 
data center and cloud-based traffic 
growth and trends. If the second 
annual GCI is any indication, the two 
are not mutually exclusive. Growth is 
the trend.

“Data center virtualization and 
cloud computing are evolving as 
essential elements of business, 
education, government, and home 
communications and networking,” says 
Thomas Barnett, Director of Service 
Provider Thought Leadership at Cisco. 
“The GCI findings reveal a tremendous 
need and demand for intelligent and 
scalable solutions.”

Cisco forecasts global data center traffic 
to grow fourfold and reach a total of 6.6 
zettabytes annually by 2016. The company 
also predicts global cloud traffic, the fastest-
growing component of data center traffic, 
to grow sixfold from 683 exabytes of annual 
traffic in 2011 to 4.3 zettabytes by 2016.

To put that in perspective, 6.6 zettabytes 
is equivalent to:

•  92 trillion hours of streaming music
•  16 trillion hours of business Web  
 conferencing
•  7 trillion hours of online high-definition  
 video streaming

“Cisco conducts this study as an 
industry resource to provide IT 

professionals with new data to help 
them address increasingly complex 
data center operations and service 
delivery requirements,” explains 
Barnett. “Understanding macro-level 
data center and cloud traffic trends 
can help organizations make strategic 
networking and business decisions, 
and we have a variety of resources to 
help them.”

Cisco Global Cloud Index

To access these resources—including 
GCI highlights, white papers, Q&A, and 
expert analysis—visit:  
www.cisco.com/go/cloudindex
 

Forecasting data center and cloud traffic growth

http://www.UnleashingIT.com
http://www.cisco.com/go/cloudindex


Unleashing IT8

Regaining control of 
enterprise data

Industry experts discuss 
the growing value of 
Master Data Management 
solutions and practices.

It happens all the time. Enterprises send 
the same marketing materials to the same 
audience multiple times. They purchase 
assets they already own. They fail to 
understand their customers’ purchasing 
history and preferences and deliver poor 
experiences as a result. And they leave 
money on the table by not recognizing 
and pursuing business opportunities.

Even moderately sized companies manage 
dozens of supply chain partners, hundreds 
of capital assets, thousands of SKUs, and 
millions of customers. Larger enterprises 
make these numbers look small. In 
every case, data is stored in different 
silos, managed by different platforms, 
and consumed by different applications. 
Manual processes, duplication of effort, 
and inconsistencies abound. 

“The problem is universal,” says Anil 
Kini, Cofounder and CTO of Riversand 

Technologies, a Master Data Management 
(MDM) software provider that serves some 
of the world’s largest retail operations. 
“Enterprises need to regain control of 
their data, not only to clean up operational 
inefficiencies but to identify and pursue 
business advantages.”

To improve business processes—from 
customer service, sales, and marketing 
to supply chain management and ERP—
enterprises need a consistent view of their 
core business data. MDM software can help. 

“Master Data Management is all about 
managing the identity of something, 
whether it’s a customer, product, part, 
or financial account,” says Roger Wolter, 
Principal Architect at Scalability Experts, 
a leading data management and business 
intelligence consulting company. “It 
helps clean and normalize disparate data 
records, manage data processes and 
workflows, and deliver ‘master’ data to the 
right applications and users.”

MDM software acts as an intermediary 
between database systems and the 
applications that consume the data. 
Because different systems speak different 

Perspectives and Solutions
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languages, MDM translates data into 
a common language and consolidates 
redundant entities into a single record. 
It also helps define and enforce data 
policies that lead to better business 
practices.

“It’s more of a process,” says Wolter, 
“than a tool.”

With a singular view of mission-
critical data across disparate systems, 
enterprises can begin to improve 
operational efficiency and find business 
opportunity. 

Reducing cost and complexity

MDM has traditionally been too costly, too 
complex, and too difficult to manage for 
many companies. But cloud and software-
as-a-service (SaaS) models, in addition 
to newer storage devices, are making it 
more attractive and feasible.

“MDM has typically required a lot of gear 
to get the very best performance,” says 
Blair Parkhill, Product Manager for X-IO 
Technologies, a recognized innovator 
in the storage industry. “The latest 3U 
storage devices, however, can group 

drives in a single rack and act as one 
device. This enables high scalability with 
low TCO and reduced administrative 
burden.”

“Using MDM in a cloud-based SaaS 
model is also an option,” Kini adds. “Doing 
so means enterprises don’t have to worry 
about infrastructure management and 
administration. They can focus solely on 
good data practices.”

The latest MDM software with the latest 
storage and cloud technologies allow 
enterprises to bring their databases 
together, merge their disparate data 
sets, and begin to identify trends and 
opportunities. 

“Any company with a large client base or 
significant number of products or SKUs 
will find value in MDM,” says Parkhill. 
“They have an opportunity to learn more 
about their customers, provide better 
experiences, and sell more.”

The first step, of course, is defining and 
implementing a layer of software services 
that orchestrate data consolidation, 
cleansing, and enrichment prior to 

redistributing the data back to operational 
systems. Once the data has been 
consolidated and normalized, analytics 
and reporting can be applied.

“Master data can be analyzed against itself, 
which reveals data quality, growth, and 
richness as well as changes in master data 
entities over time,” says Andrew Simpson, 
Vice President of Business Development at 
Riversand Technologies. “Companies can 
also conduct workflow reporting to evaluate 
and improve process efficiency.”

Increasing efficiency and agility

MDM isn’t just for one company. It can 
filter down to partners, suppliers, and 
distributors. Big box retailers, in particular, 
can benefit from a consistent, streamlined 
supply chain that is all working from the 
same MDM playbook; a playbook that 
includes a single platform, automated 
workflows and rules, and greater 
consistency and quality of shared data.

“It’s not just about data consolidation 
and number of records,” Simpson 
explains. “It’s the number of attributes 
per record, and the relationships 
between individual records and groups 

“Any company with a large client base or significant number of 
products or SKUs will find value in MDM.”
 
Blair Parkhill, Product Manager, X-IO Technologies
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of records. This is where analytics can 
fuel operational efficiency, cross-selling, 
and up-selling.”

Beyond operational efficiency measures, 
customer experience improvements, 
and competitive advantages, MDM helps 
enterprises become more agile. With a 
singular view and greater understanding 

of their business, companies can more 
quickly adapt to changing market and 
customer dynamics.

“With MDM,” says Simpson, “enterprises 
can accelerate their decision making and 
their ability to identify and capitalize on 
business opportunities.”

 More information

For an Aberdeen Group research report, 
“The Business Value of Product Data,” 
and MDM case studies covering retail, 
manufacturing, and energy companies, 
visit the Resource Center at: 
www.UnleashingIT.com

To provide the greatest value to the largest 
enterprises, Master Data Management 
(MDM) solutions must scale. Not only to 
millions of records, but tens of millions 
of records, with hundreds of attributes 
each. And sub-second response times for 
thousands of concurrent users.

“There are several MDM solutions on 
the market that work well for a million 
customers or a million SKUs,” says Roger 
Wolter, Principal Architect at Scalability 
Experts. “But they don’t always work well 
at higher volumes. If you have more than 
a couple million entities, you can run into 
performance and scalability problems. And 
if you have 50 million or more entities, the 
problem is compounded tenfold.” 

Industry leaders have been working 
to solve such problems, and recently 
conducted tests to benchmark the 
performance and scalability of the latest 
MDM solutions. Riversand’s MDMCenter 
software was tested on an Intel® Xeon® 

processor-based Cisco® Unified 
Computing System™ (UCS) featuring 
Microsoft SQL Server and X-IO high-
performance storage gear, with help from 
systems integrator Scalability Experts.

Exceeding all expectations and 
showcasing the vast potential of modern 
MDM solutions, the testing:

•  Established the strong performance  
 of Riversand’s MDMCenter software in  
 scenarios using high volumes of data  
 for large quantities of users. 

•  Authenticated the solution’s ability to  
 successfully scale horizontally, without  
 a reduction in performance.

•  Demonstrated sub-second response  
 times for data retrieval, processing  
 more than two billion records in a single  
 database table.

•  Established the ease of deployment  
 and configuration of the application for  
 both private and public cloud models.

•  Achieved a load time of three hours 

for one million entities, with linear 
performance up to 10 million entities.

“We wanted to push the scalability 
limits of our MDM software,” says Anil 
Kini, Cofounder and CTO of Riversand 
Technologies. “We successfully reached 
10 million entities and didn’t hit a wall. 
And we were able to load those 10 
million entities in about a day and a half, 
which means businesses can rapidly 
manage and disseminate information. 

“With the right infrastructure and software,” 
Anil claims, “MDM will prove to be an 
invaluable tool for small to global enterprises.”

 More information

For details on the Riversand testing as well 
as Master Data Management research 
and case studies, visit the Resource 
Center at: www.UnleashingIT.com

Pushing the scalability limits of  
Master Data Management

http://www.UnleashingIT.com
http://www.UnleashingIT.com
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“When we think about cloud, we think about 
security.” It’s a simple statement, said in 
earnest by Haden Land, Vice President of 
Engineering and Chief Technology Officer 
at Lockheed Martin Information Systems 
and Global Solutions Civil Business. That 
statement encapsulates Lockheed Martin’s 
vision for the cloud. And that vision is enabling 
government agencies to realize the benefits 
of rapid innovation and repeatable solutions—in 
the most reliable and secure fashion possible. 

“Solutions comprise a lot more than 
dropping off a piece of technology with an 
expectation that it will just work to support 
business objectives,” says Curt Aubley, Vice 
President and Chief Technology Officer, Next 
Generation Cyber Innovation and Technology, 
Lockheed Martin Information Systems and 
Global Solutions. “It’s critical to lead with an 
understanding of mission and objectives. From 
there, a defined approach leads to choosing 
the right technology that will drive rapid 
innovation and repeatable solutions.”

It is precisely that thinking that underlies 
Lockheed Martin’s Solutions-as-a-
Service (SolaSTM) cloud approach. SolaS 

takes many of the complex elements 
of intelligence-based cloud—security, 
governance, visibility, service desk, and 
billing integration—and makes them simple, 
seamless, transparent, and reliable. 

With a secure private cloud foundation, 
the solution approach facilitates innovation 
through integration by brokering and 
orchestrating across private, hybrid, or public 
clouds, depending on data classification and 
requirements. To actualize this innovation, 
Lockheed Martin leveraged its R&D and 
worked closely with its Global Cyber Alliance 
partners Cisco, Intel, VMware, NetApp, 
McAfee, CA, and Trustwave. In addition, 
the SolaS Cloud Computing Suite has been 
accredited in multiple customer environments 
to include Lockheed Martin’s SolaS 
Community Cloud that features the capabilities 
of partners Cisco, VMware, and EMC.

Four steps to SolaS

Lockheed Martin takes government agency 
clients through a SolaS discovery process 
before determining their specific cloud 
paths. Identifying the agency’s mission 
(both organizational and technological) 

Solutions-as-a-Service

How the U.S. Federal Government’s number one IT provider advances the 
adoption of secure clouds designed with agency missions in mind.

Perspectives and Solutions
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is the first and, Land would argue, most 
critical step. Some agencies are looking to 
reduce costs, adopt new business models, 
or institute pay-as-you-go policies, while 
others are seeking to rework traditional 
contract agreements, enable mobility, 
or drive information out to the edge. 
Regardless of the focus, understanding the 
environment’s dynamics shapes the journey.

The next step involves determining 
the composition of the data. Lockheed 
Martin probes to determine data volume 
(how much), velocity (how fast it needs 
to move), and variety (structured or 
unstructured). Next, the focus turns 
to security and compliance, with a 
classification of data based on sensitivity 
to isolate the appropriate and applicable 
cloud type. Performance and budget 
requirements are also discussed.

“At step four, we apply our cloud suitability 
matrix, which enables us to survey the 
application portfolio and determine 
brokering across private, hybrid, or public 
clouds,” notes Land. “The innovation of 
SolaS comes from integration. We make 
the back-end seamless to the end user, 
giving the CIO, operational staff, and CSO 
the best blend of technologies that fits the 
organization’s objectives.”

SolaS for agility

Lockheed Martin knows the advantages of 
the SolaS approach firsthand because the 
company uses it to run its NexGen Cyber 

Innovation and Technology Centers in the 
U.S., Australia, and the U.K. In this case, the 
guiding organizational objectives were to 
develop solutions faster and increase agility 
while meeting security requirements and 
keeping costs low. With a global user base, 
Lockheed Martin also wanted a service 
catalog that was easy to use and was 
customized to a user’s geographic location. 

“Our focus was end user simplicity, from 
picking a service to orchestrating it to 
automating it,” says Land. “Behind the scenes, 
we’re engineering the technology to broker 
between clouds for the highest levels of 
security and a seamless end user experience. 
And it’s working so well for us that we’ve 
made it a standard business practice. Users 
log in and get the infrastructure they need 
within a few minutes.”

When asked about the key factors that 
enable the SolaS approach to strike 
a balance between user simplicity, 
security, and organizational objectives, 
Aubley doesn’t hesitate in his response, 
“Everything starts with the agency’s 
mission.” But Lockheed Martin’s choice in 
technology partners is also critical. 

First, Intel Trusted eXecution Technology 
(TXT) plays a significant role in security 
and compliance. A feature of the Intel® 
Xeon® Processor, TXT protects private, 
public, and hybrid clouds against attacks 
on hypervisor, BIOS, firmware, and other 
pre-launch software components by 
establishing a hardware root of trust. 

Lockheed Martin also uses the FlexPod 
reference architecture from Cisco, 
Intel, NetApp, and VMware. This pre-
designed, pre-validated, virtualized data 
center solution enables Lockheed Martin 
to deploy the technology quickly and 
then layer on its differentiators: cloud 
suitability matrix brokering technology; 
end-to-end, continuous, intelligence-
based security; financial system and SLA 
contract integration; government standards 
compliance; and business model flexibility.

“We leverage our partners’ R&D to 
bring value to our customers by offering 
‘different clouds for different crowds,’” says 
Aubley. “With the speed of deployment, 
referenceable architecture, and repeatable 
process of FlexPod, we can focus on helping 
our clients broker across clouds to harness 
emerging technologies and establish a point 
of synchronization for advances including 
mobility, social media, collaboration, and big 
data. It’s a mission-centric approach that 
positions our clients as technology thought 
leaders without the technology investments.”

Complimentary Data Center Analysis

For a custom, comprehensive analytics 
report that will give you clear insight 
into the performance, scalability, and 
reliability of your current data center 
and provide recommendations for 
improvements, visit the Resource Center 
at: www.UnleashingIT.com

http://www.UnleashingIT.com


13Seize innovation, accelerate business, drive outcomes. All through the cloud.

“Innovating for life” is more than a tag line at 
Medtronic Inc., a global provider of medical 
technology and services. It’s a strong 
commitment to deliver the world’s most 
advanced solutions for treating chronic 
diseases, whether that means pioneering 
technologies like deep brain stimulation or 
revolutionizing the pacemaker.

Yet, in a world where innovation equates 
to developing leading-edge technologies, 
Medtronic’s Senior IT Director of Global 
Infrastructure and Operations Steve Arsenault 
is taking a slightly different view. For 
Arsenault, innovation is all about leverage.

“IT innovation doesn’t always mean 
developing new products, technologies, 
or processes,” says Arsenault, whose 
infrastructure team supports 45,000 
employees in six different business units 
spread across 120 countries. “It’s about 
providing operational efficiency and that 
means leveraging technology so we can 

deliver value to our stakeholders,” he says.

The way Arsenault sees it, it’s simple. IT 
savings translate to economic value which 
in turn enables deeper market penetration 
and, in the case of Medtronic, better 
clinical outcomes.

One way the infrastructure group delivers 
on that proposition is by provisioning IT 
platforms as cloud-like services. When 
internal customers—marketing, sales, 
manufacturing, or another IT group, for 
example—request IT resources, the aim 
is to get the platform up and running as 
quickly and economically as possible.

Improving time to market

With 80 percent of its workload already 
virtualized, the infrastructure team is 
constantly on the lookout for ways to 
decrease its “time to market” even further. 
In May 2012, Medtronic transitioned to 

Global medical technology leader capitalizes on new 
virtual workload platform to improve time to market for 
IT provisioning. 

Innovating for leverage: 
Medtronic achieves  
world-class IT efficiency

Experiences

Steve Arsenault 
leverages technology for 
better clinical outcomes
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the Intel® Xeon® processor-based Cisco® 
Unified Computing System™ (UCS), moving 
more than 1,200 virtual machines from 
an existing virtual environment to the 
x86 world. Cisco UCS™ was installed in 
three regional Medtronic data centers—
U.S., Europe, and Asia—and is currently 
supporting virtual workloads across the 
global organization.

“The team expected a significant increase 
in performance and capacity but we 
did not expect it to the level that we’re 
actually seeing,” notes Arsenault.

From a consolidation perspective, 
Medtronic was able to move its existing 
virtual workload from 92 physical servers 
onto just seven server nodes, decreasing 
from 60 rack units to 28. The new 
environment is averaging 200 virtual 
machines per node, compared to a ratio 
of 15 to one in the old environment.  

“Those are world-class, leading 
statistics, but what they don’t tell you 
is the cost savings and that’s a very 
large number,” says Arsenault. “IT is 
taking a lead to provide leverage to 
the business so the business can be 
more effective. In this case it allows us 
to meet the growing demands of our 
business with a very similar investment 

level year over year.  Our return to the 
business is significant.”

Beyond the cost efficiency, IT is also 
benefitting. Cisco UCS is extending 
the lives of the three data centers by 
reducing the need for space, power, and 
cooling.  Without this ability to consolidate, 
Medtronic would have been facing a new 
data center build.

More importantly, the transition gives IT the 
agility it needs to deliver Infrastructure as a 
Service (IaaS). Rather than taking days to 
provision a business platform, Arsenault’s 
group now delivers within hours and 
perhaps the best part of the story, he says, 
is that users aren’t even aware a new 
infrastructure is in place.

“This was an IT decision that enables 
the business to be more stable and cost 
effective,” he says. “They’re not saying, 
‘We can’t believe you’re on Cisco UCS.’ 
They are saying, ‘Thank you for keeping 
our servers up and running.’”

Cisco as innovation arm

As Medtronic continues to expand its 
business, it is expecting to see high growth 
in emerging markets like China and India 
where healthcare systems are still maturing. 
The transition to Cisco UCS is playing a 

key role by giving IT the flexibility to expand 
quickly as growth occurs as opposed to 
“over-buying” compute power and waiting 
for the business to evolve.

“Because of the regulatory nature of our 
business and our scale, it may be some 
time before we see a cost competitive 
advantage for infrastructure in the cloud, but 
that doesn’t mean we shouldn’t adopt those 
techniques internally,” explains Arsenault.

“Of course there’s technology innovation 
in IT; Cisco UCS is an example and we 
consider Cisco part of our infrastructure 
innovation arm,” he adds. “But we didn’t 
build Cisco UCS, we purchased it. The 
infrastructure team figures out how to make it 
work for Medtronic and that’s the innovation 
in this instance: leveraging technology to 
provide operational efficiency and value.”

 Complimentary Data Center Analysis

For a custom, comprehensive analytics 
report that will give you clear insight 
into the performance, scalability, and 
reliability of your current data center 
and provide recommendations for 
improvements, visit the Resource 
Center at: www.UnleashingIT.com

Arsenault created an “innovation arm”  
to deliver cloud-like services

http://www.UnleashingIT.com
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Built upon a speedy, 
scalable, validated 
architecture, ClinGenuity’s 
solution automates clinical 
trial reporting to get drugs 
to market faster. 

When a pharmaceutical company patents 
a new molecule for drug development, 
the clock starts ticking. Patents have 
a 20-year life span, and in many 
instances, research and development, 
pre-clinical, and clinical trials span the 
first 10 years of the drug’s life. That 
leaves another 10 years to maximize 
the investment. As a result, any solution 
that can accelerate any part of the pre-
market process is considered high value 
in the pharmaceutical space. And that’s 
where Mick Kowitz, CTO and Executive 
VP of ClinGenuity, saw an opportunity.

“The focus for pharmaceutical companies 
isn’t change, it’s enhancement,” says 
Kowitz. “If a solution can make a workflow 
more seamless and effective to drive 
faster time to market, it fills a critical 
need. We targeted documentation 
because it’s an area of the clinical trial 
process that can benefit greatly from 
technology and automation. We knew our 
instinct was right. It came down to how 
we executed that vision in our solution 
design and underlying technology 
foundation.”

Demanding scale

Clinical documentation has traditionally 
required a host of manual processes. 
Three to four clinical scientists 
could spend anywhere from three 
to four months reporting on trial 
findings for a drug. Conversely, the 
ClinGenuity solution can reduce and 

organize upwards of 2,000 pages of 
documentation including protocols, 
statistical analysis plans, and complex 
reports into 200 pages of worthwhile 
information, including non-interpretive 
text generated from report analyses 
and study design information. This 
process takes 20 minutes, with the 
capacity for 500 trials per day. The 
result is accelerated workflow, reduced 
operational costs associated with 
the trial, and enhanced opportunities 
for expanded revenue generation by 
enabling accelerated time to market.

But the underlying algorithms and 
business rules of the ClinGenuity 
solution are complex. Kowitz estimates 
there can be up to 1014 combinations 
of possible data probable events. There 
are also 340 base test plans associated 
with requirements for web, processing, 
and output formatting. Kowitz knew the 
probabilities and data modeling required 
significant processing power and 
memory. He also knew scale—and quick 
scale—was a core priority.

“I don’t have a huge IT staff, and 
frankly, our focus is to stay true to the 
innovation,” says Kowitz. “Being able 
to go fast is essential for me. We need 
something simple and smart because we 
just can’t direct significant amounts of 
time to IT infrastructure.”

After a competitive evaluation, Kowitz 
chose the Intel® Xeon® processor-based 
Cisco® Unified Computing System™ 
(UCS), implemented by Cisco partner 
Logicalis, an international IT solutions 
and managed services provider. He 
was impressed by the automation 
and orchestration capabilities, which 
allow him to set up Hyper-Vs and 
configurations quickly and port them 
easily. This capability is especially 
important when serving pharmaceutical 

clients because of their insistence on 
having dedicated systems for their 
trials. Kowitz can receive a Cisco UCS™ 
system within a 48-hour time period 
and have it built and validated within 
five days. 

Confident solution selling

The focus of ClinGenuity’s sales 
conversations is twofold. First, the 
ClinGenuity team demonstrates the 
solution for medical directors, and there 
is immediate engagement as a result 
of the automation potential. Second, 
clients are impressed by the system 
itself in that it follows Good Clinical 
Practices (an industry standard for 
auditing), it’s easy to configure, and 
is a reference architecture that can 
be validated once and repeated for 
subsequent virtual machines.

“The reputation of the Cisco brand, the 
speed at which we can deliver a validated 
environment, and the scale Cisco UCS 
enables in our solution are key competitive 
differentiators,” notes Kowitz. “After a 
demo, the first question we field is, ‘how 
fast can you get it up and running?’ Our 
clients expect us to say, ‘three to six 
months,’ which is typical in the industry. 
When we say, ‘one to two weeks’ for 
a formally validated environment, it 
enhances our credibility invaluably as a 
small shop—both as an innovative solution 
provider and as savvy technologists that 
choose the right infrastructure for our 
clients’ needs.” 

Cloud Readiness Assessment

To learn more about and qualify for a 
Logicalis Cloud Readiness Assessment, 
visit the Resource Center at:  
www.UnleashingIT.com

 

Accelerating clinical trials Experiences

http://www.UnleashingIT.com
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Strategic IT for sales effectiveness

For Republic Services, 
VoIP, collaboration, and 
virtualization enable 
the centralization and 
agility needed for sales 
effectiveness in waste 
management. 

Operate nationally but deliver locally. That’s 
the fine balance that Republic Services, 
one of the largest waste and recycling 
companies in the United States, strives to 
achieve daily. Mergers and acquisitions fuel 
the industry’s evolution, but local brand 
integrity is emphasized. The challenge 
becomes how to deliver that localized 
customer experience while achieving the 
centralization required for management 
efficiency and cost reduction.

“Garbage is seen as a local business,” says 
Doug Saunders, Director, Infrastructure 
and Unified Communications at Republic 
Services. “Our company operates nationally, 
delivering services to more than 13 million 
customers throughout 40 states and Puerto 
Rico via a network of local divisions. We’ve 
made strategic technology investments 
that help us achieve the balance between 

customer service and operations so that we 
can service locally in a consistent way and 
manage effectively internally.”

Centralizing communications

Five years ago, Republic Services had 
a decentralized management model for 
telephony. Each local company bought 
its own telephony platform. Quality varied 
from location to location, which created 
significant management challenges. 
Saunders wanted to stabilize the 
infrastructure with the goal of improving the 
customer experience overall. 

Saunders chose Voice over Internet 
Protocol (VoIP) and several solutions 
from Cisco for telephony, messaging, 
and enterprise contact center. The 
solutions enable centralized management 
of infrastructure, messaging, and the 
customer facing application. Plans are 
also underway to implement multi-channel 
contact management (email, chat, and 
social) in the first quarter of 2013.

“Cisco is the backbone of our customer 
service strategy,” notes Saunders. “As 
the consumerization of IT progresses, 
we will be able to adapt to multi-channel 
service operationally while maintaining 

Experiences

(From left) Al Starzinski of 
Cisco works with Doug 
Saunders and Lorie Crowley 
of Republic Services to 
balance national efficiency 
with local delivery
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Strategic IT for sales effectiveness our commitment to localized service. 
Our reputation for delivering customer 
experience consistency in the call center is 
growing. And that improvement is a direct 
result of our technology investment.”

Presence for operations

Collaboration is another solution capability 
that is advancing Republic Services’ 
ability to balance customer service and 
operations. Currently, the company is 
piloting the Cisco Jabber™ collaboration 
tool with approximately 1,000 users. The 
presence capabilities are resolving many 
communication challenges and driving 
increased efficiency. 

For example, Saunders has 25 engineers 
spread out across the country. With 
presence capabilities, Saunders and his 
team can reach those resources without 
having to tackle the ticket/resolution 
process. The increases in productivity 
have been significant.

“My email volume has lessened to 
approximately 150 per day as a result 
of instant messaging. We use video 
for meetings and work sessions and 
can share desktops to display support 
scenarios and project plans right 
from Cisco WebEx®. We piloted these 
capabilities first with IT and documented 
several valuable use cases, which spurred 
a corporate-wide pilot planned for the 
next two years,” says Saunders.

Self-funding through 
virtualization

Like most IT departments today, Republic 
Services’ budget has remained relatively 
flat while the demands of the business 
continue to intensify. Virtualization has 
facilitated the self-funding of various 
IT projects that contribute to greater 
nimbleness and efficiency, transforming 
IT’s role from simply operations and 
maintenance to increasingly strategic. 

Currently, Republic Services has 75 
percent of its infrastructure virtualized. 
According to Saunders, that translates 
to approximately $4.5 million in cost 
avoidance for physical hardware required 
to manage the infrastructure.

In addition, 60 to 65 percent of the 
company’s applications are virtualized. 
Saunders points to the fleet maintenance 
system that has approximately 5000 
users as an example of a value case. It’s 
a resource-intensive application, which 
often required significant effort and time to 
add IT resources to support user activity. 
Yet, it is also a highly mission-critical 
application. If a truck isn’t on the road, 
there are impacts to revenue. Virtualization 
has both simplified and accelerated the 
process of adding IT resources, improving 
the application’s reliability and efficiency.

As part of its virtualization initiatives, 
Republic Services extended its Cisco 
investment to include the Intel® Xeon® 

processor-based Cisco® Unified 
Computing System™ (UCS). Confidence in 
Cisco’s dependability and support led to 
the decision to standardize its data center 
on Cisco UCS™. Saunders highlights the 
business criticality of that choice as the 
company moves to extend self-service 
portal capabilities beyond only national 
accounts to its entire customer base. 

“Our partnership with Cisco is a key 
driver of our strategic goals: competitive 
advantage, brand recognition, and 
market superiority,” says Saunders. 
“With the IT investments that we’ve 
made in VoIP, collaboration, and 
virtualization, we’re localizing service 
while centralizing management, 
balancing service with operations, and 
advancing IT’s strategic focus through 
self-funding. For us, technology is 
having a clear business impact in 
our ability to drive ultimate sales 
effectiveness.”

 Complimentary Data Center Analysis

For a comprehensive analytics report 
giving you insight into the performance, 
scalability, and reliability of your current 
data center, and recommendations 
for improvements, visit the Resource 
Center at: www.UnleashingIT.com. 
For a Unified Communications TCO Tool, 
visit: www.UnleashingIT.com/UC. For a 
Collaboration Business Objective Tool, visit: 
www.UnleashingIT.com/Collaboration 

Republic Services uses 
advanced technology to 
improve its competitive 
advantage, brand 
recognition, and market 
superiority

http://www.UnleashingIT.com
http://www.UnleashingIT.com/UC
http://www.UnleashingIT.com/Collaboration
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Dot brand. Dot city. Dot niche. Later 
this year, any one of these could 
be viable now that the Internet 
Corporation for Assigned Names and 
Numbers (ICANN) has opened up a 
whole new era of generic Top Level 
Domain names (gTLDs), moving the 
online world from “dot com” to “dot 
anything.”

If you have the vision and resources, 
you can own the suffix to the right 
of the last dot in a website or email 
address. And for a global registry 
services provider like Afilias Canada 
Corp. of Toronto, that means potential 
for unprecedented growth.

“We’re expecting to go from 18 
current registry customers to more 
than 200 customers, all within 12 to 
24 months,” predicts Afilias Senior 
Director, Technology, Terry Graham, 
noting that .info and .org are two 
of the more popular registries with 
operations currently managed by 
Afilias. 

It’s a pretty big surge in a fairly short 
time. But Graham isn’t worried. In 
fact, after transitioning Afilias from 
a proprietary world to a virtualized 
world, he’s ready to welcome it.

“If we’re going to be launching 20, 
50, or 100 gTLDs at once, we’re 
expecting a large increase in the 
amount of traffic,” says Graham. 
“We needed a technical solution that 
would allow us to scale and grow. We 
didn’t want to just buy more boxes. 
We wanted to be able to do it in an 
intelligent manner.”

Afilias provides a range of capabilities 
to ensure the smooth operation of 
domain registries, from enabling the 
launch of any size TLD to providing 
secure access to a worldwide 
distribution channel to ensuring 
highly reliable managed Domain 
Name System (DNS) services. In 
March 2012, Afilias embarked on 
a virtualization strategy, moving its 
custom-built registry management 
software from Unix servers to the 

How consolidation and automation can set the stage for 
an influx of customers.

Preparing for the dot  
anything rush

Experiences
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Intel® Xeon® processor-based Cisco® 
Unified Computing System™ (UCS) 
supported by Cisco Nexus® switches. 
The company chose Cisco UCS™ after 
a competitive analysis designed to 
measure stability and performance.

“Any other competitor’s story is, 
‘We’re as good as Cisco,’ and that’s 
where it ends. They don’t know what 
that means. They don’t know how 
to prove it. It’s just a statement,” 
Graham says. “Cisco is really the only 
vendor who came in and said, ‘Here’s 
why we’re awesome.’”

Setting the stage for growth

Leveraging the services of Toronto-
based Scalar Decisions, an IT 
solutions integrator focused on 
data center automation and cloud 
enablement, Afilias is moving from 
five data centers to three and from 
18 racks per data center down to six 
racks as part of its transition to Cisco 
UCS. The three new data centers 
are replicated for disaster recovery 
and backup purposes, allowing 
for automatic failover and giving 
Afilias’ 80-member IT team a test 
environment that mirrors production—
something that was previously 

impossible due to the high cost of the 
proprietary hardware.

“We’ve basically replaced our 
infrastructure at a lower cost than 
simply the maintenance on our prior 
infrastructure,” notes Graham, citing 
an overall cost savings of 70 to 80 
percent as a result of infrastructure 
replacement and virtualization. “At 
the same time, we’ve improved 
performance and reduced our 
provisioning time.”

An added advantage is that Afilias is 
able to support its pending customer 
load without adding IT manpower. Part 
of that has to do with automation. 
Historically, IT would handle customer 
growth by managing multiple 
instances of applications across 
multiple servers—a strategy that 
worked for 18 registries but not for 
several hundred.

The new virtual environment is much 
more easily managed. “We’re in a position 
where we can add a new client in a day 
and get things going,” he says. “The 
combination of having the automation, 
blade servers, and configuration 
management through VMware gives us a 
lot more flexibility moving forward.”

With the first non-contentious gTLDs 
expected to go live this summer, 
Afilias is prepared for the added 
complexity and traffic. It is also 
well-positioned to deliver future 
functionality to further differentiate 
its services from competitors, such 
as being able to offer tiered service 
level agreements or provide localized 
support for international registries.

“Being able to reduce our costs 
so dramatically has been a huge 
benefit,” points out Graham. “Our 
initial plans were to be ready by 
the end of 2012 and we are. We 
don’t know how quickly those 200 
customers are going to come, but 
we’re not worried about it given the 
capabilities we now have.”

 Complimentary Data Center Analysis

For a custom, comprehensive analytics 
report that will give you clear insight 
into the performance, scalability, and 
reliability of your current data center 
and provide recommendations for 
improvements, visit the Resource 
Center at: www.UnleashingIT.com

http://www.UnleashingIT.com
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From silos to synergy:  
A lesson in infrastructure

What’s the best way to 
run your IT infrastructure? 
Brian Young, infrastructure 
manager at Adena Health 
System sums it up in one 
word: unification. Not only 
within your infrastructure 
team, not only between 
IT and business, but also 
across your technology 
platform. 
“Our senior leadership has told us that this is 
the most transparent IT has ever been,” says 
Young, one of a team of five IT professionals 
responsible for a recent infrastructure 
transformation at Adena Health System, an 
award-winning medical center spanning 17 
regional sites in south-central Ohio.

“IT understands the business from end to 
end and we’re working as one cohesive 
team to drive the business forward,” says 
Young.

“Unification” is new at Adena Health 
System. Just six years ago, the company’s 
IT team was in the precarious position 
of maintaining an aging, multi-vendor 
infrastructure prone to outages and simply 
unable to support many of the leading-
edge applications medical professionals 
requested. IT specialists operated in 
separate silos and were viewed as tool 
providers as opposed to business partners.

Today the picture is quite different. After 
kick-starting its IT transformation with a 
network upgrade to Cisco Catalyst® 6500  
and Cisco Nexus® 7000 Series switches, 
Adena Health System moved forward with 
a full Cisco data center implementation 
based on the Intel® Xeon® processor-based 
Cisco® Unified Computing System™ (UCS). 
The result is a powerful, new foundation 

Brian Young and team 
espouse technology unification 
at Adena Health System

Feature: 
Healthcare organizations 
unify, transform IT
For more, visit  
www.UnleashingIT.com

Healthcare
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that includes more than 300 Cisco UCS™ 
blade servers; an easy-to-manage 
Cisco VoIP phone network; three Cisco 
TelePresence® rooms supplemented by 
five mobile videoconferencing carts; and 
Cisco UCS Manager for simplified network 
administration.

“The Cisco UCS server platform was an 
easy choice,” says Young, noting that ASIC 
on UCS is a key selling point for its ability 
to handle higher memory loads with no 
performance loss. “I’ve always had great 
trust in what Cisco and Intel bring to the 
table because it works.”

Since moving its data center to the 
new platform, Adena Health System 
has eliminated 95 percent of its server 
footprint, leading to a $200,000 per year 
savings in power and cooling costs. It 
has also significantly reduced network 
downtime while gaining an overall six-to 
seven-fold performance boost.

“Cisco UCS has brought stability to our 
foundation, allowing us to start playing 
catch-up on the application side,” says 
Young. The move has also brought the 
infrastructure team together as one 
cohesive unit responsible for the network, 
servers, storage, and voice. 

A foundation for change

For medical staff, the unified infrastructure 
is providing consistent, high-quality 
access to the information, services, and 
capabilities required to deliver world-
class patient care. The platform currently 
supports some 130 applications, records 
critical patient data, and stores real-
time video for security purposes. It also 
enables telemedicine, a first for Adena 
Health System.

“Access to high-speed videoconferencing 
allows our physicians to work with experts 
who are miles away in Columbus,” explains 
Young. “It provides the dual benefit of 
both educating and allowing them to make 
better decisions so we can ensure we are 
transferring the right patients for the right 
reasons.” 

Dedicated videoconferencing rooms 
strategically placed in the Greenfield, 
Jackson, and Waverly facilities are bringing 
employees together for administrative 
meetings, freeing managers from the risk and 
cost associated with travel on treacherous 
rural roads. Moving forward, video will play 
an important role in Adena Health System’s 
evolving stroke network by enabling 
neurologists to treat patients remotely.

On the phone system side, Cisco VoIP 
technology means no more lost calls. At one 
time, Adena Health System’s antiquated PBX 
system was missing as many as 30 percent 
of calls, a scenario that isn’t acceptable 
when your nearest competitor is just down 
the street, says Young. “We worked closely 
with staff, nursing, and leadership to resolve 
those business issues, which in turn has led 
to better outcomes, higher revenue streams, 
and happier customers.”

“That fact that we’ve completed so much 
in such a short time is a testament to how 
well the technology works together,” he 
adds. “It was time for us to take a step 
back, consolidate, virtualize, and align 
our IT teams. Now IT is part of the overall 
business vision and it shows.”

 Valuable offers

To discover firsthand how Cisco 
TelePresence brings people together, 
schedule your free TelePresence 
meeting at: www.ciscomeetingonus.com. 
For a comprehensive analytics report 
giving you insight into the performance, 
scalability, and reliability of your current 
data center, and recommendations for 
improvements, visit the Resource Center 
at: www.UnleashingIT.com

From server room 
to pediatrics ward, 
Adena Health 
System brings 
a synergistic 
approach to its IT 
infrastructure

http://www.ciscomeetingonus.com
http://www.UnleashingIT.com
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Regulatory and 
clinician pressures 
motivate infrastructure 
investments that facilitate 
unprecedented levels 
of integration and 
interoperability.
What is IT’s true role in an industry 
shaped by heavy government regulation 
and constant user demand for 
functionality that improves productivity? 
It’s a question that Michael Mickey, 
Director of Information Services at 
Bethesda Health Inc., a 400-bed facility 
in Boynton Beach, Florida, contemplates 
daily. For Mickey, the IT department’s 
true role in his organization is to be 
an enabler—building a technology 
foundation that supports integration and 
interoperability to enhance workflows.

“Our ‘aggressive integration’ approach 
to health IT transformation rests on 
two key catalysts: regulations around 
meaningful use and clinician demand,” 
says Mickey. “Our biggest meaningful 
use challenge was order sets. We had 
to put systems in place including EMR, 
which required infrastructure upgrades 
that could support our chosen Siemens 
Soarian solution. With the introduction of 
electronic orders, we also struggled with 
getting clinicians on board and enabling 
the capability for them in an efficient, 
cost-effective way.”

So began Bethesda’s journey into 
facilitating integration and interoperability. 
The guideposts along the way included 
a thorough examination of every aspect 
of its infrastructure, especially the 
data center. Bethesda’s pre-existing 
hardware worked well enough, but 

limited its ability to be flexible and 
dynamic. 

And yet, change was a big task. Mickey 
runs a fairly lean IT shop, with only 30 
full-time professionals. With a desire to 
reduce footprint and simplify support 
and management, Mickey advocated for 
greater levels of virtualization.

New technology advances 
virtualization

In early 2011, Bethesda had 200 servers 
virtualized, but couldn’t surpass that 
threshold because of performance issues 
on the devices. That became a critical 
juncture for deciding whether to continue 
with the existing hardware or to consider 
alternatives. In examining his options, 
Mickey turned to his trusted partner Cisco 
to discuss the advantages and value of 
the Intel® Xeon® processor-based Cisco® 
Unified Computing System™ (UCS).

Ultimately, Mickey chose Cisco UCS™ for 
its low administration overhead, ability 
to integrate seamlessly with Bethesda’s 
existing Cisco and virtualization 
infrastructures, and the roadmap of 
the product, especially as it relates to 
developments with EMC and VMware. 
After implementing Cisco UCS, Mickey 
virtualized another 200 servers, for 
a total of 400 virtualized servers, in 
addition to 1200 virtualized desktops.

“My Cisco UCS investment costs the 
same as what I was paying to manage 
the old equipment,” notes Mickey. “We’ve 
also reduced our footprint significantly, 
whittling down six full rows of racks to 
just one, which we’re hoping to reduce 
to a half rack in the near future. For a 
fraction of the cost of supporting our 
old environment, our infrastructure is 
now more dynamic, more scalable, and 
performing better than ever before.” 

How the IT department serves the 
business has been one of the most 
positive impacts of Bethesda’s data 
center investment. The focus is no 
longer on managing the environment 
but on being nimble and quick enough 
to respond to demands. Just ask Kristen 
Justice, Director of Clinical Information 
at Bethesda. She represented the user 
community in the implementation of in-
room computers, which rely heavily on 
the underlying infrastructure for speed, 
performance, and response time. 

“Real-time charting and medication 
administration are two elements that 
have improved significantly with the 
new technology,” says Justice. “Before, 
we relied on old, clunky, unreliable 
carts, and nurses would fight over the 
functioning computers to document 
notes recorded at bedside. Enhancing 
those workflows enables us to get 
information to doctors more quickly, 
which simplifies the medication process 
and improves patient care.”

Mickey elaborates further: “Time to chart 
is critical because it’s the information 
foundation for care. As a result of our 
data center investments, we can get a 
clinician to a chart within seven seconds. 
Cisco UCS supports the performance 
that our clinicians demand. It’s integrated 
and interoperable. And for us, it’s 
definitely transformed health IT.”

Complimentary Data Center Analysis

For a custom, comprehensive analytics 
report that will give you clear insight 
into the performance, scalability, and 
reliability of your current data center 
and provide recommendations for 
improvements, visit the Resource 
Center at: www.UnleashingIT.com
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These are just some of the outcomes 
reported by customers of Franklin, Tenn.-
based Healthways, a global well-being 
company dedicated “to making the world 
a healthier place—one individual at a time.” 
For more than 30 years, Healthways has 
helped integrated health systems, hospitals, 
physicians, health plans, communities, and 
government entities to optimize patient or 
employee health while reducing health-
related costs.

Now the focus is shifting from disease 
management to more proactive, patient-led 
strategies aimed at keeping people well. 
And that means more users than ever are 
accessing the company’s flagship Embrace 
technology, an integrated platform providing 
highly specific and personalized support for 
managing personal health.

“Even though the term well-being is now 
mainstream, improved well-being has 
been Healthways’ singular pursuit since 
inception,” notes Steve Yeager, Healthways 
Vice President, Enterprise Architecture and 
Quality Assurance. “The types of services 
we provide drive down pure medical costs 
and increase performance, which in turn 
generates value for our customers.”

Using available claims history, assessment, 
and screening data, Healthways applies 
predictive models and analytics to 
evaluate the primary risks of the patient 
or employee populations for each 
client it serves. It then draws from a 
comprehensive list of capabilities (including 

interventions such as health risk coaching, 
high risk cost avoidance, or hospital 
readmission avoidance; identification 
tools such as biometric screening; and 
engagement tools such as marketing or 
incentive campaigns) to deliver solutions 
tailored for each client. 

Embrace enables medical and health 
experts to collaborate proactively with 
individuals via print, phone, or mobile 
device. At the same time, individuals can 
manage their own well-being by accessing 
a web portal where they are encouraged to 
participate in health-focused campaigns, 
such as weight loss or quitting smoking.

“When we first implemented Embrace we 
were servicing two million users,” notes 
Yeager. “At the end of this year, we will 
have 10 million eligible lives being served.”

With a host of mobile users tapping Embrace 
at any time, from anywhere, Healthways 
must deliver greater performance and 
scalability. To handle the increased volume 
cost-effectively and to ensure continued 
high availability, the company is transitioning 
its legacy Embrace architecture to the Intel® 
Xeon® processor-based Cisco® Unified 
Computing System™ (UCS). At the same 
time, it is moving forward with an innovative 
appliance strategy that involves designing 
robust, scalable, high-performance compute 
pods where everything required to support 
an instance of Embrace—servers, storage, 
and networking—is contained in one 48U 
Cisco blade server rack.

“Cisco UCS™ is giving us the capability to 
build out a more scalable solution at a fraction 
of the price we would be facing if we tried to 
scale Embrace using the technology choices 
we originally made,” notes Yeager. “We can 
spend $1 million on our legacy infrastructure 
and continue to support user volumes that 
way, or we can turn around and spend the 
same $1 million going down the Cisco UCS 
route and get four times the capability.”

Based on initial calculations, implementing 
Cisco UCS will provide an estimated 18 to 
20 percent reduction in data center power 
and cooling costs as well as a 20 percent 
decrease in hardware and licensing 
costs. As Healthways begins to roll out 
its appliance strategy, Yeager expects to 
derive even further benefit.

“As we think about our appliance strategy, 
whether we build specific Embrace 
appliances that customers manage or 
stand up multiple, geographically dispersed 
Embrace appliances that we manage, we 
have the capability to offer a tremendous 
amount of uptime without a significant 
investment in infrastructure that would 
otherwise sit somewhere cold,” Yeager says.

Complimentary Data Center Analysis

For an analytics report giving you 
insight into the performance, scalability, 
and reliability of your current data 
center, and recommendations for 
improvements, visit the Resource 
Center at: www.UnleashingIT.com

A 47 percent increase in physical activity. A 45 percent reduction in tobacco use.  
A decrease of more than 20 percent in preventable hospital readmissions. An 80 percent 
participation rate in well-being assessments.
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Servers based on the Intel® Xeon® 
processor E5-2600 product family

At the Heart of Your
Flexible, Highly 
Effi cient Datacenter

Designed to combine performance, built-in 
capabilities, and cost-effectiveness, servers 
based on the Intel® Xeon® processor E5-2600 
product family are at the heart of today’s 
evolving data center.

Brilliantly versatile 
Designed to sit at the heart of diverse IT environments: 
 • Enterprise infrastructure
 • Public & private cloud installations
 • Storage systems
 • Research and High-Performance Computing (HPC)
 • Embedded devices
 • Workstations
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