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Company
August Equity

Sector
Financial

Applications hosted
MS Office, MS Exchange,
Adobe Acrobat, BES,
Crystal Reports,
Interaction

Project Snapshot
Technology and people
combining to deliver
consistency and
confidence in cost-
effective IT

Nasstar on August
Equity

An ambitious fund
manager wanting to make
outsourcing work

August Equity on
Nasstar

Refreshing in their
responsiveness,
reassuring in their delivery

CUSTOMER SNAPSHOT

A growing desire to reduce IT
operating costs through
virtualisation, a need to support
more resilient working and
increasing concerns over supplier
relationships were the drivers
behind August Equity’s review of
its IT infrastructure and its options
going forward.

Could managed services meet the
demands of this dynamic asset
manager?

CHALLENGE

August Equity (AE) had previously
outsourced its IT systems using IT
services consultancy and data
hosting specialists, giving it both a
strategic view as well as
management of the day-to-day
operational framework. While the
arrangement worked initially, over
time AE started to question
whether it was the optimum route
forward.
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Issues revolved around:

Supplier confidence — Late
delivery of a technology refresh
project and relationship difficulties
resulted in AE losing faith in the
incumbents to deliver what it
needed

Technology — Even after the
recent upgrade, AE was already
looking to a virtualised
environment to realise greater
cost efficiencies

Responsibilities — AE staff were
still getting involved on the
ground with IT problems,
absorbing time and energy that
should have been spent on core
competencies

Removing risk — Sub-contracting
the role of maintaining a up-to-
date, best of breed IT
infrastructure, with its inherent
scalability, adaptability and
resilience, would remove a
degree of operational risk from
the business

Resources — The realities of
budgets and skill sets meant there
was no appetite for taking
everything back in-house, so
outsourcing needed to be made
to work

Could managed services solve
these issues?
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SOLUTION

According to AE’s Gary Webb,
the solution ultimately was as

much about the people as the
technology.

“ As soon as we saw what
the managed service concept
could give us, we were hooked.
Cost certainty and
transparency; the latest
technology, continuity and
security provision; consistency
of experience whether we were
in the office, at home or on the
move; a support team that
would soak up all those IT
niggles and queries that had so
eaten into my time — managed
services was ticking all our
boxes.

Our supplier shortlist came
down to two, both companies
with impressive pedigrees and
the facilities to match. In terms
of making our final decision,
because of the disillusionment
we had experienced at the
breakdown of our previous
relationship, we were heavily
influenced by the people we'd
be working with.

Throughout the sales cycle,
we’d got on very well with the
Nasstar team and a site visit
confirmed our impression that
here was a company that not
only had the resources we
needed, but a customer ethos
and can-do approach that
would chime very well with AE’s
operation.

They didn’t hedge or obfuscate,
preferring direct, plain English
answers; and they followed
promises through with action.

This was an IT partner we could
do business with — this wasn’t

just a fully managed service
they were offering, but a fully
managed relationship. ”

BENEFITS

Gary Webb acknowledges that
IT within AE is seen as more of
a foundation stone for
efficiency and performance
than as a competitive tool but
he still welcomes the capability
and reliability the switch to
managed services has given
the company:

(14 The main thing is that we
don’t have to worry about
things anymore. We don’t have
the stress of multiple supplier
management, don’t have the
strain of trying to make that
arrangement work, don’t have
the distractions of daily IT
dramas.

While we remain involved in the
overall strategy, our new IT
department soaks up all the
pressure while delivering a 24/7
service. Everyone can now
work the same wherever
they’re located, which has
facilitated more flexible
working, and if we need any
changes made, it takes one
email or a phone call.

The trust that we placed
in a group of people that
we liked the look and
sound of has been well
founded.

A couple of operational
difficulties have been
dealt with professionally
— taking on
accountability, keeping
us informed, investing
time in a solution,

ensuring that the wider
relationship is not impacted.

It's actually at times like these
that you see what suppliers are
really made of and Nasstar has
maintained the highest
standards in this regard.

So today we are just getting on
with what we are good at,
confident that we now have the
systems and support to
underpin our own growth and
ambition. 99

CLIENT VERDICT
Gary Webb concludes:
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