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Hello
NashTech is immensely proud of the strong
relationships we build with our clients and partners.
These relationships coupled with the quality of our
service offerings form the core of our business and
feed the on-going innovation and advancement of
our services.
For over 12 years, NashTech has been helping a
wide range of organisations become more efficient,
productive and effective. Mission Accomplished
is a showcase covering some of our work for

clients across diverse sectors; from horse-racing
administration, through health and wellbeing, to
biotechnology and retailing. Mission Accomplished
documents, with honesty, the tangible long-term
benefits of our working partnerships. We’ve been
on a journey together with our clients and here we
can share with you what we’ve learnt on the way.
We hope you find Mission Accomplished a valuable
insight into how NashTech delivers real value and
we would welcome the opportunity to see how we
could help you.

Glenn Wiseman, UK Managing Director, NashTech
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ABOUT NASH TECH
NashTech is a global outsourcing organisation, specialising in offshore software development, testing and business process outsourcing
(BPO). NashTech is known for having helped some of the world’s leading organisations build scale, cut costs and improve agility
through a blended mix of on-shore and offshore resources based in Vietnam.
As part of the Harvey Nash Group, a global professional recruitment consultancy and IT outsourcing service provider, NashTech is
committed to delivering the very best IT solutions to a broad base of international clients. The Harvey Nash Group is a trusted advisor
to some of the world’s leading businesses, governments and institutions. NashTech and Harvey Nash operate from 39 offices covering
the USA, Europe and Asia. The extensive team of talented professionals pursue the highest levels of integrity and quality in providing
a unique portfolio of services: IT outsourcing, executive search, interim management, IT and finance recruitment.
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A learning curve
Communisis plc provides customers including HSBC, Tesco, T-Mobile sequence of projects, allowing Communisis to focus on strategic
and RSPB with direct marketing and print solutions designed to software development. Typically the client manages the offshore
increase the profitability of their communications with their own team directly.
An excellent project manager in Vietnam, along with
customers. In order to meet the demand from customers for
more tailored communications Communisis needed to expand its Communisis’ growing expertise at managing the relationship
software development team quickly and, frustrated by the dearth of with the offshore team, means the input of the UK engagement
skills in the UK, and the length of time it takes to find them, it turned manager has fallen to around half a day a week.
Sheen explains: “The ODC carries out a mix of work now, beyond what
to NashTech to provide an offshore solution.
The partnership started with NashTech delivering a series of I thought was possible. The team virtually runs itself.”
The benefits of reliable delivery, rapid scalability and the value for
one-off projects to allow Chief Technology Officer Nic Sheen to
test the model and contain costs, but he soon felt that the pipeline money achieved because of the offshore team’s ruthless focus on the
job in hand, far outweigh the teething
of work within Communisis
was sufficiently healthy to
The ODC carries out a mix of work problems, says Sheen, for whom cost
savings were not a driving factor.
justify a move to a full offshore
now, beyond what I thought was
His advice to anyone embarking
development centre (ODC)
possible. The team virtually runs itself on a similar journey is to understand
relationship. Sheen also believed
that taking a more cohesive
Nic Sheen, Chief Technology Officer, Communisis that it will take a year to get to the
point that the offshore team don’t
approach
to
development
would allow Communisis to reuse code and develop common feel as though they are 6,000 miles away. “You have to stick at
it,” he concludes.
components into a cost-effective platform for further work.
Nevertheless, the ODC is being wound up at the end of 2012,
But the transition from one model to another was bumpy. “We
over-designed the platform and asked the offshore team to build as the level of software development activity in Communisis no
it without giving sufficiently detailed specifications,” he admits. longer justifies it. “The beauty of working with an offshore provider
“And because our relationship with NashTech was relatively like NashTech is the flexibility it gives you to increase or decrease
new, they didn’t challenge us. The upshot was time and cost your resource, quickly – something that is extremely difficult to do
onshore,” says Sheen.
expectation gaps.”
The exit is being managed smoothly because NashTech’s process
However, continues Sheen: “One of the things I really like
about NashTech is that they are very keen to do the right thing. discipline means, he says, that “everything is documented and handed
Together we worked out where we had gone wrong and how to back to you in a neat fashion. By contrast, if my onshore team upped
sticks tomorrow, it would be a nightmare. What’s more, our account
get things back on track.”
Communisis decided to do the more amorphous research and manager is at pains to make the exit as painless as possible on the
development work in house, leaving the offshore team to handle grounds that that will encourage us to come back.”
And Sheen hopes that Communisis will revive its ODC in a
the more discrete operational projects for customers. And while
the working relationship was an ODC in name, a UK engagement couple of years’ time when the software development workload
manager from NashTech managed what remained, in effect, a peaks again.
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The real differentiating factor of working with NashTech is quality – quality
of the work, excellent language skills, the rigorous testing and applications
process, the professionalism of the people and quality of co-development.
Keith Hopkinson, CIO Genus plc

BEST IN BREED
Genus applies biotechnology to advance the science of animal
breeding. As the world leader in improving porcine and bovine
stock, it plays a crucial role in the global agricultural economy by
helping its customers – farmers and food producers – to meet
growing demand for meat and milk.
A FTSE-250 business, Genus needed additional software
development capability from outside the business to support its
rapid growth. Chief Information Officer Keith Hopkinson explains:
“I was interested in finding a development partner who could
provide flexible resourcing and the capability
to handle multiple projects as we
continued to grow.”
Hopkinson had known Harvey
Nash for many years in a
recruitment context,
so when the firm
invited him on a ‘trade
mission’ to Vietnam he
thought it would be a great
opportunity to find out at firsthand about the opportunities and
challenges involved in offshore software
development.
“I went out to gain insight into offshoring, with no
concrete idea of doing anything specific,” he recalls. “But I was
impressed by the quality of the operation – and, in particular, the
language and process skills.
He decided to test NashTech’s capability with an initial piece
of work – to rewrite and enhance a legacy software programme
that Genus consultants use to advise farmers on the best genetic
programmes to increase their meat or milk yield.
The business was pleased with the result, and engaged NashTech
on a bigger project, which was to develop the UK bovine website.
To deliver this NashTech partnered with a London design house and
managed them as a subcontractor. Genus then asked NashTech to
replicate the site in a number of different countries.
“These projects met our success criteria – that is, they were
delivered on time, to budget, with an impressive level of quality, and
they provided a clear business benefit,” says Hopkinson
He continues: “The real differentiating factor of working with
NashTech is quality – quality of the work, excellent language skills,
the rigorous testing and applications process, the professionalism of
the people and quality of co-development.”
And underpinning that quality, he says, is the fact that “NashTech
engages with customers properly before going to Vietnam to
develop the software.”
Genus has appointed NashTech its strategic development
partner, and although NashTech has, so far, worked for Genus on
a fixed-price project basis, Hopkinson doesn’t rule out moving to a
full offshore development approach at some point.

nashtech - mission accomplished

7

ACCESS ALL AREAS
and have continued to develop the system with Vanco NetDirect.
Vanco NetDirect a subsidiary of Reliance Globalcom, is the largest
The relationship between the two organisations is developing
virtual network operator in the world. It provides data networks
too. NashTech is now starting to help the company develop a
for major enterprises, buying services around the world from
completely new version even interacting directly with its customers
telecoms suppliers on behalf of global clients such as Ford and
to ensure the system works effectively for end users.
Siemens.
The offshore/onshore model has proved very effective. “The
Chief Executive Wayne Churchill decided to consolidate
three
year project had about 12 NashTech personnel working full
the carrier and pricing information from around 50 databases
time in our London headquarters.
around the world into one central
Not only do they need to be near
database. This would allow any
NashTech
is
very
dedicated
to
the subject matter experts at Vanco,
Vanco NetDirect sales person to
resolving
problems
as
they
arise,
but they also provide a helpful
request connectivity and estimated
interface with the 60 team members
costs anywhere in the world.
and we wouldn’t have made it to
in Vietnam.”
Churchill explains: “We started
here
without
them.
And NashTech’s strong resourcing
to build the new system, with the
Wayne
Churchill,
Chief
Executive,
Vanco
NetDirect
arm
means that the number of
help of Atos Origin. While they
staff
both in London and Vietnam
did a good job, it rapidly became
can
be
quickly
flexed
according
to the workload, “making an
apparent that, in common with many projects of such enormous
economically
unviable
project
viable,”
says Churchill.
scale, the project was going to be prohibitively expensive.”
And
while
neither
the
software
development,
nor the
The company looked at the major Indian and East European
offshoring
arrangement,
are
without
their
challenges,
as he
and Asian offshorers, NashTech won the bid, and then had to
admits,
“NashTech
is
very
dedicated
to
resolving
problems
as they
take over a development that was only partially completed. They
arise,
and
we
wouldn’t
have
made
it
to
completion
without
them.”
completed the first phase of the development within two months,
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A REWARDING EXPERIENCE
He explains: “The three months leading up to Christmas was
Park Group plc is the UK’s leading multi-retailer voucher and
a crucial trading period, so the new apps needed to go live by
prepaid gift-card company. On the consumer side it has a longOctober. That gave us three and a half months to develop them.
established Christmas savings business, and ten years ago it set
Steve always made sure that his people submitted the right
up Love2reward, which provides UK companies with reward and
information to us in a timely fashion, which allowed us to meet
incentive solutions for their employees.
the deadlines.”
But in 2010 the perception of the company to many was still
More than 20,000 apps have already been downloaded, and,
that of a ‘hamper-packing’ business. The executive team focused
says Lock, the perception of Park Group as a technology-led
on creating new and exciting products for their customer base
company has changed accordingly.
of 450,000 Christmas savers and 6,000 businesses. Specifically,
In the meantime, Lock became responsible for the web team
consumers increasingly wanted to find out how and where to
at Park Group. He explains: “They had
use the company’s key products
previously been within marketing.
(Love2shop vouchers and
NashTech have shown a strong work There was a major issue with skillsflexecash© cards) while on the
move. Park Group’s website was “old ethic and a culture of making things set availablity, which I realised could
and undocumented,” admits Lock.
happen within budget. This, without potentially inhibit our business
development.
“And we had no prior experience in
any compromise to quality, makes
He visited Vietnam to discuss
how to build mobile apps.”
them a good choice to extend my in- extending the in-house team
NashTech won a competitive
capability with additional offshore
tender to develop a mobile
house IT development capability.
resource. He was impressed. “There
capability for both iPhones
Steve Lock, Chief Information Officer, Park Group plc are many hundreds of developers,
and Android devices. Lock
half of them under 26, and they use
was impressed by the firm’s
a proven development methodology. Working conditions are
understanding of mobile technology, its competitive pricing and
similarly state-of-the-art.”
its ‘can-do’ attitude. But he was nervous about offshoring.
A NashTech offshore web development team then visited Park
“I was worried about the time-zone differences and by
Group – and Lock’s positive impression was reinforced. NashTech
potential language problems,” he says. But his fears were allayed
has now documented Park Group’s legacy website applications,
by conversations with the NashTech teams in the UK and
and has moved on to a supporting role.
Vietnam. “The strong work ethic and the culture of making
“That has helped us to accelerate our ecommerce capability
things happen within budget, and with no compromise
and delivery,” says Lock.
to quality, were very obvious,” he recalls. “The written
‘Partnership’ is the operative word, he says. “I want
English in all documentation was excellent, and we
people to be as productive as possible, so I need
mitigated any problems with spoken English by having
to make sure they have the right information
a UK NashTech person act as
at the right time. They are helping me to
an interface with the team
build business solutions to take our business
in Vietnam.”
forward, and as such they are important to
But Lock’s positive
me. The UK and Vietnam teams use Skype
attitude was also key
to talk daily about the technology
in helping NashTech
issues, but I work closely with
to deliver
NashTech to discuss the
the apps
importance of quality, deadlines,
and website
values and so on, and
within a fairly
that really helps to
tight timestrengthen what is a very
frame, says
comfortable working
the sales
relationship. I am trying
account
to build a partnership
director at
for the future.”
NashTech.
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A SAFE BET
it. With a team 6,000 miles away things will inevitably be more
Weatherbys, which administers racing for the British
complicated.”
Horseracing Authority (BHA) and owns a private bank, has been
Throughout the relationship Moody has been impressed by
associated with horseracing since it was founded in 1770.
NashTech’s responsiveness to emerging problems. “One of the things
When Group IT Director Ian Moody joined in 2010, the
I like most about the NashTech team is their honesty and realism
horseracing side of the business was in the process of
about what is achievable and what is and isn’t working. I am trying to
renegotiating its contract with the BHA, and as part of the new
move from a customer/supplier relationship to a partnership in which
contractual agreement it needed to rewrite the 18-year-old
we work together to continuously improve things.”
racing administration system.
Weatherbys has now moved to an ongoing ODC arrangement,
A protracted trawl through potential UK candidates yielded
with software releases scheduled for delivery over the forthcoming
neither the quantity nor quality of software developers that
2 years. But the essence of success
Moody required to handle the
is investing time and money in
rewrite. So, somewhat nervously,
We’ve invested a lot of time and money developing and maintaining strong
he embarked on an offshoring
business relationships at all levels,
arrangement with NashTech.
in making the relationship work on a
Moody.
He explains: “In a previous job I
personal level. Despite this, the ODC is believes
He explains: “Software really is
had offshored to India, and we got
still much cheaper than delivering the a commodity, so if your process
our fingers burnt. I thought a short
is robust there is no reason not to
contract with NashTech would
work purely from the UK.
bundle the development work up
allow them to demonstrate their
Ian Moody, Group IT Director,Weatherbys Ltd
and give it to someone else to do.
capability, at low risk to us.”
But for it to work, you need the
He knew it wouldn’t be easy.
right level of interaction between the UK and your offshore
As he says: “Not only did we have no tried and tested ‘model’
team, and while you can do much of that via phone calls, Skype
to follow, but British Horseracing, with its web of different
and Facetime, there is no substitute for face-to-face contact.”
structures and rules, is very complicated too.”
He first visited Ho Chi Minh City early in the offshoring
As he anticipated, there were teething problems with
relationship with NashTech and a number of key players from
communication, with consistency of test data, with
his 65-strong UK team have already followed in his footsteps.
‘environments’, and with connectivity. “It was nobody’s fault,
In addition, there is generally at least one member of the
but there were lots of logistical things we could have done
Vietnamese team at Weatherbys’ UK office at any one time.
better at the outset.”
“Face-to-face relationships lead to friendships, which, in turn,
As a result, the initial engagement took longer than
lead to different behaviours,” says Moody. “It’s about more
anticipated, but Moody was pragmatic. “Both parties had made
than just processes. We’ve invested a lot of time and money in
a commitment and a substantial investment in time, and we
making the relationship work on a personal level. Despite this,
are both working very hard to get it right. You have to go into
the ODC is still much cheaper than delivering the work purely
these things with your eyes open, know what you want to
from the UK.”
achieve and accept that you have to work together to achieve
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THE IT CROWD

and a senior project manager,” says Jackson.
An important agency within the Department of Justice (DoJ) in
The relationship with NashTech has worked very well, he says. The
the Republic of Ireland started working with Rescon IT, which
contract
was renewed after an open tender process, as each contract
became part of NashTech, in 2009. NashTech provides highlyterm
is
two
years with the facility for an extra year’s extension.
skilled technologists to the DoJ agency through an insourcing
“NashTech
is a very good fit with us,” says Jackson. “The quality of
arrangement. NashTech staff are embedded in the DoJ team to
people they send us is very high,
the extent, says the agency’s
they are effective very quickly and
Chief Information Officer George
we have seen strong skills transfer
The
quality
of
people
NashTech
sends
Jackson, “that you can’t tell which
to our own staff. NashTech also
staff are ours and which are
us is very high, they are effective very
stays very closely involved with
theirs.”
quickly
and
we
have
seen
strong
skills
us. We have a review meeting
The agency decided to pursue
every four to six weeks with the
transfer
to
our
own
staff.
the insourcing route because it
NashTech managing director and
needed to grow its IT capability
George Jackson, CIO , the Department of Justice agency
his team. They manage their staff
very rapidly from a very low
very well from a Human Resources
base. “The beauty of insourcing
point
of
view,
and
keep
us
informed
of any changes. They are very
rather than outsourcing is that it gives you control over the staff,
open
and
responsive
to
new
approaches
and ways of working, and
allows for the transfer of skills to your in-house team in order to build
are
as
likely
to
suggest
new
ideas
as
we
are.”
core expertise and helps you retain key knowledge within the client
Jackson joined the DoJ agency in 2001, and despite his
organisation,” says Jackson.
considerable
experience he says he could not have implemented
NashTech insources 19 IT specialists to the DoJ agency, covering
the
changes
he
needed to make without the involvement of
a range of different levels and jobs. “At one end of the spectrum
NashTech.
“The
IT function has nearly tripled in size since then as it
we have people who can go out and fix a phone or a computer at
has
grown
to
meet
the needs of the organisation and become an
one of our sites. At the other end there are three senior people who
increasingly
critical
business
function,” he says.
report in to me – a technical design architect, an overall IT manager
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A HEALTHY RELATIONSHIP
out very carefully but this is even more critical when working
vielife is a global wellness provider offering a comprehensive
with our offshore partners. If onshore team members aren’t clear
suite of solutions aimed at improving health and increasing
about something, they can grab people and ask them to explain
productivity in the workplace. These solutions promote positive
it where offshore members don’t have this advantage when they
lifestyle and behaviour changes with lasting results. Clients
are sitting 6,000 miles away. We have worked hard to put in place
include many large multinational companies with employees
the means for our offshore team to be able to communicate just
around the globe.
as easily as our onshore teams.
For the past six years vielife has worked with a small NashTech
“This includes deep integration of the Vietnamese team with
offshore development centre (ODC) in Vietnam. This site
our UK team, leveraging time spent with and the experience
includes a team of six people who are managed directly by
of our UK staff, and ensuring that we clearly define things
and work as an extension of vielife’s UK development team.
at initiation. The effort we have
“It’s a very stable and consistent
relationship” says the NashTech
Both sides are open and honest, which both put into this relationship has
resulted in a cohesive and seamless
account director.
removes the ‘them and us’ distinctions. relationship with effective results. ”
Initially, NashTech rewrote a
vielife legacy platform and now,
We are one team, building bridges
The biggest benefit of the ODC
they continue to run, support,
and dealing with issues quickly and
is cost savings, says Lee. “We can
extend and further develop it. When
effectively to drive results.
flex our team without incurring
Nicholas Lee, Head of IT, joined
additional overhead expense - ,
Nicholas Lee, Head of IT, vielife
the company he saw the success
whether salaries and pensions, desks
of this work and started to place an
and computers or recruitment and
increasing amount of development
redundancy fees. But, we do need an onshore team, and the two
work with the offshore team.
sides complement one another.”
The ongoing relationship between the ODC and vielife team is
For example, he says: “We can keep work constantly moving.
facilitated by a Vietnamese engagement manager (a NashTech
If an issue arises in the UK at 4pm, we are able to work on it until
employee) who works out of vielife’s London office. He acts as
close of business and, with the time difference, we can hand it
a bridge between the two organisations and plays an important
over to our team in Vietnam to finish by the time we arrive in the
role in understanding business requirements, anticipating, and
office the next day.”
communicating future development needs.
A benefit of working with NashTech specifically is the
“The relationship works well,” says Lee. “The way we engage
company’s flexibility and empowerment of their employees
has evolved over time. We now work more in partnership with
says Lee. “It allows us to drive forward as fast as we can without
NashTech – they are truly an extension of our team.”
hitting a wall with them.”
He continues: “For any development team, you
Partnership has certainly been the key to our success with
have to spec things
NashTech. “Both sides are open and honest, which removes the
‘them and us’distinctions. We are one team, building bridges and
dealing with issues quickly and effectively to drive results.”
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SMOOTH OPERATOR
IMX Software set up an offshore development centre (ODC)
IMX Software is a global leader in currency trading and travel
and
immediately sent three members of the team to Melbourne
money technology. It supports clients including American Express,
for
three
months to handle the knowledge transfer.
ANZ Bank, Credit Suisse, Royal Bank of Scotland and HSBC with
“I
went
over to see how they were getting on, and they said ‘not
software solutions for wholesale banknote trading, currency
very
well’
–
but they had a very clear plan as to what needed to
distribution and fulfilment, and retail foreign exchange and travel
happen
to
improve
things. That’s what I like about working with the
money cards.
offshore
team:
they
tell me how it is, but always have a very clear
When Ian Goodall joined the company as Chief Operating
analysis of why there are problems and
Officer he conducted a profitability
how to address them.”
analysis, which revealed that the
NashTech won the day on the
As a result, the relationship and the
company needed to smooth out
strength
of
their
strong
UK
brand
effectiveness
of the development
the peaks and troughs involved
presence,
the
cultural
advantage
of
process
are
evolving
continuously,
in developing software for clients
says
Goodall.
The
Vietnam
team is
in the quiet times between their
Vietnam over other parts of Asia, and
an
extension
of
the
UK
team,
but
three principal trading periods of
their
honest
but
‘can-do’
approach.
functionality
changes
are
assessed
and
Christmas, Easter and the summer.
Ian
Goodall,
Chief
Operating
Officer,
IMX
Software
designed
in
the
UK,
with
very
defined,
He explains: “At our peak times
highly specified pieces of work sent to
we had to staff up to 50 people,
the
Vietnam
team
to
develop.
but at other times we only needed 30. I wanted to pass the
Goodall’s primary relationships are with the account director and
responsibility for managing the peaks and troughs (and the
engagement
manager. “They will step in as needs be to ensure that
associated recruitment and redundancy costs and headaches)
our
key
customer
deliverables are met. But the project manager in
onto a third party.”
Vietnam
is
a
very
important
part of the process too: he pushes both
What’s more, he decided to close down the development
the
Vietnamese
and
the
UK
team very hard, and spends a lot of time
centre in Melbourne (the company was established in Australia 20
talking
with
the
development
and test managers in the UK. We also
years ago) as it had become too expensive to run.
operate
a
buddy
system,
whereby
core developers in the UK have
“So we decided to transfer the development centre knowledge
one-to-one
relationships
with
senior
Vietnamese developers, each of
to the UK, recruit a core team to man it, and look for a strategic
whom
has
a
small
team.”
partner to do the rest,” says Goodall.
Confidence in the Vietnam team has risen to the point that next
IMX Software’s parent company had had a bruising offshoring
year
three-quarters of the development team will be in Vietnam.
experience in India, so although he believed offshoring was the
IMX
Software has already saved over £1 million since
right solution for the challenge the business faced, Goodall knew
establishing
the ODC two years ago. But although cost was
he had to tread carefully.
a
driver,
Goodall
says that the biggest benefit has been the
“NashTech won the day on the strength of their strong
smoothing
of
the
personnel peaks and troughs. “As a result I now
UK brand presence, the cultural advantage of Vietnam over
have
more
control
over profitability, and I can even do profit and
other parts of Asia, and their honest but ‘can-do’ approach,”
loss
accounts
for
individual
development projects.”
he says.
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PARTNERSHIP power
The teams sometimes work in ‘pair-programming’ mode too.
ServicePower provides a mobile field management software
Swann explains that if someone from the UK and someone from
platform that enables companies to schedule, dispatch, manage
Vietnam work together on a problem, when one leaves for the day
and support employed and third-party contractors out in the
the other can just carry on, with no handover issues.
field, through a single integration from all consumer touch
In the UK there are six developers, and in the capital of Vietnam,
points, including CRM, web site, IVR or mobile app. Formed as
Hanoi, there are four testers and one developer, supporting the
the result of a management buyout from ICL and floated on the
ServiceScheduling product component of the mobile and field
London Stock Exchange in 2000, ServicePower counts blueservice management platform. ServicePower also has an office
chip companies such as Assurant Solutions, Mitsubishi, Farmers
in the US, which has four developers supported by two testers
Insurance, and Pitney Bowes among its clients.
in Hanoi focused on the ServiceOperations component of the
As the company’s customer base grew, ServicePower turned
field management platform. The
to NashTech to provide the kind of
UK and US teams tend to work
scalable resource that would allow
We are proud of our reputation as a
autonomously, given that they are
it to respond rapidly to change and
listed British technology company that focusing on two separate products.
development requests from its
customers.
exports our field management services ServicePower has a close
“We wanted to retain expertise, worldwide, and NashTech really helps relationship with the NashTech
Account Director, but it is the
commercial knowledge and
us to sustain that reputation.
NashTech Engagement Managers in
intellectual capital within the home
Mark Homer, Chief Operating Officer, ServicePower. both the UK and Hanoi who ensure
team, while offshoring tasks like
effective day-to-day working. The
data conversation and validation,”
Hanoi Engagement Manager has been involved from the beginning,
says Chief Operating Officer Mark Homer.
and the continuity afforded by the stability of the team is a big
In partnership with NashTech, ServicePower set up an
element in the success of the relationship, says Swann.
offshore development centre (ODC) in Hanoi, Vietnam, four
What advice would they give to others embarking on an
years ago. Wendy Swann, Manager, Global Support and
offshoring venture?
Scheduling Development at ServicePower, explains how the
“Good communications and repartee are a must,” says Swann.
relationship has evolved.
“If you want people to go the extra mile for you, you have to
“At the very start of the partnership the team from Vietnam
spend time getting to know them on a human level.”
spent six weeks in the UK office gaining insights into our working
Equally important is establishing the right commercial structure,
practices. . We have a very complex product set and support
adds Homer. “It’s essential that we keep a core of equally highmany different customer environments and platforms; therefore
calibre people in our core commercial regions of the UK and
being able to shadow the UK developers was very beneficial.”
the US. We have chosen to partner with NashTech to outsource
But the relationship has to work on a human level too, says
some development work in order to complement our in-house
Swann.
“The 6 week introductory programme also provided insight into development function, and greatly streamline the process so that
customer requirements can be facilitated both quickly and to the
our culture and ethos, and enabled the opportunity to meet and
highest standards – in line with our company strategy. We are
form relationships on a personal level. From the start an open
proud of our reputation as a listed British technology company
way of working together was established, facilitating the sharing
that exports our services worldwide, and NashTech really helps us
of ideas and knowledge, setting up, for example, daily stand-up
to sustain that reputation.”
meetings with the whole team, using videoconferencing.”

14

nash tech - mission accomplished

...that billions of users from all over the world are
shopping through a global technology giant using over
100 million images processed by NashTech?
...that the quality of livestock across the
world is managed by DNA matching software
developed by NashTech?

...that software developed by
NashTech plans the daily life
of every prisoner in the Irish
prison system?

...that every year NashTech claims
back over AU$ 9 million overpayments for clients from 40 million
merchandise transactions?
...that every horse race in the UK is managed using
software written by NashTech?

...that over 17 million images of visa records were digitised
from Microfiche & Microfilm by NashTech for the USA
Department of Home Security database?

...that over 15,000 cargo shipments
from Asia pass through USA and
Canadian Customs faster each
month because of the secure
customs documentation filing
service processed by NashTech?

...that software developed by
NashTech has helped over
100,000 disadvantaged people
in the UK find work?
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...that software developed by NashTech has
helped over 1 million people quit smoking?

...that over 1,000,000
healthcare professionals
use software developed by
NashTech to help reduce
medical errors, improve
patient care and increase
productivity?

you
ow?

...that Johnnie Walker sells more Black
Label Whiskey in Vietnam than any
other market as a result of NashTech
CRM (Customer Relationship
Management) services?

...that 4 million UK children are administered through every
school day with software written by NashTech?

...that the American nation
watched the presidential election
on street-based screen-technology
developed by NashTech?
...that millions of global internet users read 20 US
leading online magazines such as Cosmopolitan, Elle,
Country Living, Marie Claire and Seventeen developed
and tested by NashTech?

...that millions of students worldwide utilise degree
& study planning with over 200,000 courses for
over 2000 US universities, colleges and training
institutions processed by NashTech?

...that thousands of organisations
make better marketing decisions
through worldwide advertising
demand data processed by
NashTech?
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