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Glory Finds Solutions in the Cloud

Ever wonder who keeps track of all your ATM trans-  business processes worldwide. The inefficiency of

actions? If you use ATMs anywhere in the globe— operating so many disparate data centers and the
and who doesn’t—chances are good that specialist absence of a single global system operating on a
firms like Glory Global Solutions Ltd. are managing modern technology platform suggested the need for
the process of dispensing and depositing cash ATM a global enterprise database approach and for operat-
transactions. It's called the cash management busi- ing on a cloud platform provided by a single vendor.
ness, and it's at the heart of banking activity in thou-  Moving to a cloud solution would greatly reduce its
sands of bank branches and global banking systems, data management and IT infrastructure costs.

and an important part of the retail vending, auto- Glory had already begun the move toward a cloud-
mated self-service venues, and gaming industries based business by deploying Microsoft Office 365 and

(such as the gambling industry, which runs on cash).  oth d s@tutions a few years before. For the first
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Growing OV@GQIS through more than 25 r than dealing with multiple vendors was
acquisitions, Gl roup inherited a collection of s a positive factor.
legacy systems developed in different countries, by Few firms have the expertise to move rapidly from
multiple firms and developers, for different lines of ale stem to a contemporary cloud platform.
business. The com Iso inherited a collection Glo 'wed ten vendors of systems integration %
of data centers from t ms it acquired. The vari- servi nd chose a firm called TCS to help them Q
ous systems could not unicate with one an- with the transition and fill gaps in the firm’s own
other, and management unable to “see” all of its ~ knowledge. TCS had considerable experience wi
businesses or to understand t siness processes Oracle enterprise systems and had a number o—.

of their various business segrhe d operating built modules that could be used by Glory.‘%pn
companies. Management decide m could not  integrators are consulting firms that hay @ peitise
achieve its strategic goals of growingshe Q ess in the hardware and software of bgrsi 8ystems

without being able to streamline and sta: ]TT/ and bring with them knc@% background in
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best business practices learned over many years in
different industries. They help firms redesign their
business processes and merge them into the enter-
prise software and IT infrastructure. After twelve
months of work, the new platform was ready to
deploy.

A key challenge facing management was how to
implement these platform changes in 24 countries
with multiple languages and multiple regulations
in each country. This turned out to be a massive
cultural change. Each of the firm’s business units
required training in the new business processes
and the software used to implement the processes.
Over 2,000 of the firm’s employees would be using
the new systems, some daily, to perform their jobs.
A direct cutover to the new system was consi
too risky. A parallel system cutover wher
old and new platforms operate in lel as con-
sidered too expensive, and tog.di echmcally
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Management decided instead on a regional rollout
strategy starting with the UK headquarters loca-

tion. The company implemented the new system

in the remaining countries over an 18-month pe-
riod. Overall, the transition required four years to
completion. Management believes the new system
will reduce annual IT costs by 50 percent compared
to the older legacy systems, but the real benefit will
come from being able to operate and grow as a single
global firm.
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