
A four-step guide to getting the best 
return on your organisation’s data

The Age of Data:
Are you asking  
the right questions?



Introduction
Winning in the Age of Data

Bronze, iron, steam. They’ve all had their 
moment as driving forces in human history.

But right now, our world is running on 
something else. And in the time it takes  
you to read this sentence, your organisation 
will have created a whole lot more of it.



Welcome to the age of data.

It’s a new age, and it’s still early 
days. Much of the world’s data  
is currently trapped in old 
architectures – architectures that 
are failing to handle the pace  
of data growth,and preventing 
organisations from using data  
to develop revolutionary new 
products, services and ways  
of working.

This means, for smart-thinking CIOs, the Age  
of Data is a time of unprecedented opportunity.

You have an incredible chance to:

• Drive business innovation and growth  
 like no other C-level executive

• Deliver services that competitors can’t  
 even dream of

• Become a Big Data rockstar on the   
 conference circuit (if that’s your kind  
 of thing)

Adopt the wrong data strategy, however, 
and the consequences can be pretty bleak: 
security breaches; lost business opportunities; 
competitors stealing a march; the CEO 
breathing down your neck.

And many CIOs are getting it very wrong – 
because they start out asking all the  
wrong questions.

This ebook explores:

•  Questions a CIO should never ask –  
 at least not at the start of a data  
 strategy project

•  Questions a CIO should always ask –  
 and how to get the answers

• Tectrade’s four step strategy for  
 successful transformation
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Winning in the Age of Data isn’t 
easy. But you can get a real  
head start by avoiding the  
wrong kinds of question. Here  
are some examples…

“What’s the quickest and easiest solution to 
our data problems?”

The quickest and easiest solution is almost 
certainly the one that will leave you facing 
exactly the same problems in 12 months’  
time. (While your savvy competitors gain  
the upper hand.)

“Which is better, on-premise or cloud?”

It could be either. Our experts often find that 
the right answer is a combination of both. It’s 
all about truly understanding your applications 
and infrastructure – and your business needs.

“What new technology do we need?”

If you start out focused on the technology, the 
chances are you’ll choose the same technology 
you’ve always had (because it’s cheap and 
easy – see the first wrong question above). 
Before you try to solve your data challenges, 
take your technology hat off, and put your 
business hat on.

“How much will it cost?”

OK, so this question always has a time and a 
place. But that time and place is always after 
you’ve asked ‘what’s the value of this to our 
business in the short, medium and long term?’ 
Could you answer that question today? With  
a number?

Asking all the wrong questions



Asking the right questions won’t 
simply help you solve your current 
data challenges. It’ll help you 
create an infrastructure that 
supports groundbreaking services, 
drives growth and sharpens your 
competitive edge.

Q1
What do we actually want 
to achieve?

Think about this both in terms of putting your 
data to good use, and keeping it secure and 
available.

Supporting winning business strategies

Data is an incredibly valuable resource - and 
now you’ve got more of it than you know what 
to do with. This is bloody brilliant news.

Before you start panicking about where to put 
it, ask yourself how to put it to use. Today’s 
winners are increasingly those organisations 
that strive for a great Return on Data™.

(Data can help you a heap of ways, from 
supporting new kinds of marketing, to 
transforming the accuracy of your forecasts. 
More on this later.)

Setting sane data availability goals

Not all data has the same business value. 
Know what you want to achieve for each data 
type, rather than spending all your budget 
trying to achieve twominute recovery times 
for five-year-old marketing forecasts. (No 
matter how often the CMO splutters the words 
‘mission-critical’).

The three essential questions
(and how to get the best answers)

“Data is an incredibly 
valuable resource – and 
now you’ve got more of  
it than you know what to  
do with.”



Paul Cameron 
Sales Director, Tectrade

“You can, and should, work to extract value 
from data just as from any other resource.  
It’s as important as getting high productivity 
from your people, or great return on  
capital assets. In fact, data is possibly 
the most valuable raw resource that any 
company has.”



Q2
How can we manage data 
growth and its associated 
costs?

Your existing answer to this question is never 
the best answer. The technology is simply 
moving way too fast.

Sadly, however, the world is brimming with 
storage junkies. As soon as capacity starts  
to look dicey, these organisations run back  
to their old, grinning dealer, who hooks them 
up with more disks and controllers for their 
current platform.

Each hit, they need to spend more to get the 
same kind of high – and each hit, their habit 
becomes harder and harder to manage.  
That’s no way to live.

Believing you can change, and asking for 
help

Happily, breaking out of this cycle is much 
easier, and less scary, than you might think.

Even the most hardened storage junkies have 
invested a lot in their current storage solutions 
– and that’s great. An organisation like ours 
can work with what you’ve got, and deliver 
the architecture you need with a minimum 
of additional investment and disruption. We 
can even help you fill skills gaps with Cloud 
solutions or managed services.

The three essential questions
(and how to get the best answers)

“Happily, breaking out of 
this cycle is much easier, 
and less scary, than you 
might think.”



Looking your infrastructure in the eye

Before you do anything else, however, it’s 
crucial to stop for a moment – and take a  
long hard look at your current position and 
future needs.

Data isn’t just growing in size, it’s growing in 
variety. You’ll want to consider the impact of 
needing to store more unstructured data, such 
as images, videos, documents, social media 
posts, emails…

And if you know that mergers, acquisitions or 
other major changes to your business are on 
the horizon, it’s naturally smart to factor these  
in as well.

Tools also exist to help you analyse historic 
usage in detail, and project it forwards – 
including achievable deduplication and 
compression – showing up:

• Future stress points

• The possible solutions

• The business case for each

Ultimately, the ‘right way’ to manage data 
growth is different for every organisation. But 
one thing is true for every organisation: you’re 
going to need a strategy to handle it, before 
you drown in an ocean of unmanaged bits and 
bytes. By taking the time to fully consider your 
needs and options, and calling on the help of 
expert partners and dedicated tools where it 
makes sense, you’re much more likely to find 
the right answer, first time.

The three essential questions
(and how to get the best answers)

“Right now, too many 
organisations are just 
throwing money at their 
current, inefficient, aging 
platforms. Buying more disk 
might help in the very short 
term, but it’s only going to 
exacerbate the problem 
going forward”

Richard Beresford 
Data Architect, Tectrade



Q3
How can we use our data  
to differentiate our business?

As we said, more data is a good thing. 
Manage data growth in the right way, and it 
will only make you stronger – and let you do 
new, brilliant things.

Here are three:

Make strategic decisions (with confidence) 
What would happen if you decided to open 
for an extra hour every day? Or switch from 
road transport to rail? Treat it right, and data 
can help you look into the future, and make the 
kind of confident, unexpected moves that other 
organisations wouldn’t dare.

Deliver new, smarter services 
Sod the future – data can also help you do 
amazing things in the present. Real time data 
offers opportunities to transform customer 
experience, and create sales at the best 
possible moment.

For a retailer, this might mean texting a 
voucher to a customer as they pass a store 
– for a product they know that customer has 
previously shown an interest in.

Boost productivity and accelerate business 
Great data management should help your 
entire organisation run better.

Establishing a single source of truth for business 
data, for example, can dramatically enhance 
productivity; when key decision-makers all have 
access to the same, accurate, bang up-to-date 
information, good stuff – like collaboration, and 
smarter decision making – can happen faster.

The three essential questions
(and how to get the best answers)

“The real challenge 
for many organisations 
is getting away from 
only thinking about the 
practicalities of managing 
data growth, and starting to 
think about what managing 
it in the right way can 
achieve for the business.”

Ian Richardson 
Data Architect, Tectrade



Asking the right questions is all well  
and good, but there soon comes  
a time for action.

From back-up to storage, accessibility and 
analytics, whatever data management 
challenges our customers are facing, Tectrade 
follows the same, four step process. Because  
it works.

STEP #1:
Understanding where you want to be 

When we start working with a new customer, 
we sit down and talk at great length about 
everything ‘you’ and ‘data’.

We work with you to answer our first ‘essential 
question’, and help you lock down your data 
hopes and dreams – both in terms of strategic 
business objectives, and IT capabilities and 
performance.

We record these dreams in cold, hard detail, 
with metrics. We want to be able to prove that 
we’ve delivered them later on.

STEP #2:
Understanding where you are today

In parallel with step one, we build a detailed 
picture of your existing environment – from your 
data types and volumes to the servers you use, 
how well they are performing, and even the 
little, niggling things that have slowly but surely 
driven four of your DBAs insane.

We bring all of this information together 
into one almighty ‘catalogue’. This acts as 
a baseline, providing an invaluable point of 
reference for everything that follows.

Tectrade’s four steps
To successful data infrastructure transformation



William Bush 
Data Architect, Tectrade

“As a CIO, you’ve got to keep reviewing  
your data strategy. When Marketing  
comes to you asking for a new automation 
platform, you’ve got to be sure your data 
infrastructure can support it. If not, you  
could waste an awful lot of time and  
money. Your data strategy has to keep  
pace with business needs.”



STEP #3:
Finding the best path forward

This means not only working out how to meet 
the data challenges you face, but how to  
meet them in the best possible way.

We’ll work hand-in-hand with you, first to 
identify the three or four potential paths you 
could take, and then to identify the right one, 
based on your aspirations, budgets and 
existing investments.

Throughout this process, the catalogue is  
a constant reference point. It’s the compass  
we use as we work together to plot the 
smartest course.

STEP #4:
Proving that you’ve arrived

Here’s a handy mantra for IT transformation 
projects. Measure before you start. Measure 
when you finish. Keep measuring for as long  
as you care about your business.

Once we’ve worked with you to deliver your 
new architecture, we’ll test it to ensure it’s 
meeting the criteria we agreed on in step one. 
We’ll then put in real-time monitoring tools,  
so you can keep up the good measuring work 
well into the future – though we’ll still be on  
call when you need us.

Tectrade’s four steps
To successful data infrastructure transformation

“Measure before you start. 
Measure when you finish.
Keep measuring for as long 
as you care about your 
business.”



The conclusion:
Do you know where you are? And where you want to be?

The Age of Data is here. And it’s 
waiting for no organisation.

Trail-blazing CIOs are already turning data 
growth into a powerful source of differentiation 
and competitive advantage.

To do the same, you need to know where 
you are now, and where you want to be. This 
means asking the right questions, selecting 
the best answers, and taking a structured, 
measurable, business-focused approach to 
data infrastructure transformation.

Just remember: ‘Ask not what you can do for 
your data. Ask what your data can do for you.’

About us

Tectrade attacks the toughest, most complex 
data challenges for the world’s most data-
intensive companies.

Our experts design, implement and manage 
dataoptimised architectures for the agile, 
real-time Age of Data. The result: a software-
defined data architecture that fits your business 
needs exactly, without overprovisioning, 
overspend, risk or disruption.

Top companies like Astra Zeneca and Mizuho 
use our on-premise, Cloud and managed 
services to dramatically improve their Return  
on Data™ and empower their smartest people.

“Ask not what you can do 
for your data. Ask what your 
data can do for you.”

Need help? 

We exist to help 
organisations make the 
leap into the Age of Data. 

Find out more

http://www.tectrade.com/


So you’ve decided to unlock the value 
of your data. But chances are, you don’t 
quite know where to start. Let the Tectrade 
experts put you on the right path with our 
simple health check. Contact us to get 
your head start today.

Launch into the Age of Data
Our simple health check can get you there, faster

Find out more

http://www.tectrade.com/


UK

River Court, Mill Lane 
Godalming, Surrey GU7 1EZ 
+44 1483 861448 
info@tectrade.com

At Tectrade, we live and breathe data. 
It’s in our DNA. And we’re relentless  
in finding the solution that’s right for  
your business. With teams in Europe,  
and the US, we can deliver projects  
and managed services on a truly  
global scale.

Tectrade.com

US

1460 Broadway 
New York, 10036 
+1 646 493 9811 
info@tectrade.com

http://www.tectrade.com
mailto:info@tectrade.com



