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Outsourcing INTERVIEW by James Murray
About Gary Woodward

Outsourcing can offer something for all

Gary Woodward, CEO of Pasporte, explains how outsourcing can work for the midmarket

IT Week: IT outsourcing is often
associated with large corporate ac-
counts. Is there really demand from
the midmarket for outsourcing?
Gary Woodward: We do see resist-
ance in some cases, but more and
more firms welcome the idea with
open arms. Most midmarket firms
will have some IT skills but they
realise that they need to either
spend a lot more or look for exter-
nal support if they are going to sig-
nificantly improve what they’ve
got. In the past few years we have
shifted from being a VC-
funded, loss-making ASP
to a rapidly growing and
profitable supplier of IT
outsourcing services to
midmarket-sized compa-
nies. Our business is grow-
ing dramatically and we
don’t think that growth is
above the market trend,
which suggests attitudes
are changing.

Woodward: Firms wanta
fixed service at a set cost

Why do you think this is?

One of the main reasons is that
firms want cost control. That does-
n’t mean they want to necessarily
cut costs. It is just that they want a
guaranteed level of service at a set
cost and that is what outsourcing
can offer them. When they manage
IT internally they tend to be able to
hide the costs because they don’t
appreciate the wasted time and lost
productivity that can come from
doing it themselves. Technological
improvements have also driven
demand for outsourcing.
The internet is now so
prevalent that it is not just
email and messaging that
the IT department at a
midmarket firm has to
provide. The supply chain
and customers want to use
the web and everything is
getting far more complex,
with a need for greater
security and control. Sup-

porting and maintaining these
technologies is simply way beyond
the in-house skill sets of many mid-
market firms.

What types of services does Pas-
porte offer?

Our proposition is to provide selec-
tive outsourcing to midmarket
organisations in the form of man-
aged networking, managed hosting
and application management serv:
ices. It is difficult to define the mid-
market, but we tend to target firms
with between 250 and 2,000 staff. It
is a different criteria to that used by
a lot of the larger services firms,
which will simply say you are in the
midmarket if you don’t spend
enough with them to qualify as a
corporate account. Through our
Orchestra branded service the cus-
tomer can outsource elements of
their IT functions to us, outsource
everything to us, or outsource parts
of the department to us and other
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parts to other providers.

One of the big criticisms of multi-
sourcing is that firms find it difficult
to manage all the different con-
tracts. Is this problem even more
acute for smaller companies?

I'd argue that the tendency to
spend too much time worrying
about SLAs and contracts and not
enough time focusing on the actu-
al delivery is more prevalent at
larger firms. And that is where the
problems occur with multisourc-
ing. Our contracts aim to be lighter.
We’re not cavalier about them, but
we try to embody the overall rela-
tionship rather than including
everything down to the nth degree,
and we find that suits the mid-
market customer.
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