
Dear Client, Partner, Friend of R&P! 

Wow. What a rollercoaster ride it has 
been. And bumpy, for that matter. The 
worst economical crises in more than 
80 years has hit us and some have 
been more affected than the others. 

I am glad to say that we at R&P had 
our share of economical issues due to 
the abrupt drying up of consulting en-
gagements, but had no problem steer-
ing through 2009 without having to take 
any drastic measures. Sound cost 
management, long-term client engage-
ments and a reasonable growth curve 
make you survive even the worst eco-
nomical times in thinking history! 

But now is the time to look forward! We 
do not know for sure yet, but it seems 
(and feels a bit) as if the worst is over. 
And, as in every crises a lot of compa-
nies have used the situation very well 
to cut inventory and concentrate of 
productivity. 

Honestly, I am not sure if the lessons 
from the past 2 years have actually 
sunk in with everyone and particularly 
some financial markets transactions 
recently seem to be going the old way. 
However, hindsight should make us all 
rethink the established paradigms and 
approach to business and IT and let us 
try new productivity-enhancing ap-
proaches. 

This newsletter will introduce you to 
some. There is the mixed bag of out-
sourcing that works well for the estab-
lished players in their industries. But 
what are the mid-sized companies do 
in this regard? Think transformational 
partnerships. 

And when we talk about partnerships, 
what better than to show a successful 

one in practice. Read how R&P has 
found a valuable associate in avodaq 
Pte. Ltd. 

Project updates, news from  our sister 
company and some information for 
Lotus Notes customers and how they 
could find their way into MS Share-
Point round out this newsletter. I do 
hope you enjoy the read. 

Frank Reppel, Managing Partner. 
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Newsletter  
We talk about:  
Moving Forward, Projects we are involved, A paradigm shift to a new 
Outsourcing Partnership, Business Partnership Live, A new lease for Lotus 
Notes customers, Regional Sourcing issues for mid-sized companies. 

In Project Management: The SAP project 

where Frank is involved as local PM has 

gone live successfully and we are glad to 

note that there was literally no stop to busi-

ness processing. This is even more remark-

able in light of a last minute change in the 

proposed profit center structure. The project 

team took even this hurdle with bravado and 

contributed to a very successful SAP Pro-

ject! 

In IT Management and CIO Service: We are 

happy to announce that yet again this year 

we could renew all our existing retaining 

agreements and in one of our most suc-

cessful engagements we were even able to 

double the headcount based on our clients 

demands. 

In Solutions: We could help one of our cli-

ents with a specially designed registration 

page for a major event coming up in May 

this year and also have our consultants 

now certified as MCTS! 

Projects Updates  

The ôMoving 

Forwardô Issue 

 
The worst of maybe the most 

severe economical crises 

since the Great Depression 

seems to be over. We want to 

look ahead what can be done 

to climb new levels of produc-

tivity by effective use of your 

corporate ICT now and in the 

immediate future. 



 

Outsourcing requires a high 

level of maturity and organi-

zation to be successful. Pro-

viders build their business 

cases traditionally around the 

idea of large number of peo-

ple and/or transactions to be 

outsourced. But what about if 

you do not want to outsource 

entirely? A promising way 

forward is a transformational 

partnership with Reppel & 

Partners. 

The old paradigm goes as follows: You want to save cost in your IT and Business Process 

operations, you outsource. You have fixed items of work, you go offshore. Thus were the 

standards uttered.  

Our experience is different, when it comes to companies of a midï to large size but not play-

ing in the double digit billion $ space! These companies face a very unique set of problems: 

They are to big to do everything themselves but too small to take the óoff-the-shelfô offerings 

of the established outsourcing companies. If they would do it, they will end up like a number 

of companies engaging in an outsourcing relationship leading to mediocre service, a distinct 

lack of quality and higher cost. Yes, higher cost, because the effort spent on achieving the 

desired service level will produce cost that are likely to be higher than if the company is doing 

itself. 

So, how can these companies escape the dilemma? Simple, with a structured process lead-

ing to the desired results uniquely attuned to the needs of the company in discussion: First, 

and we assume the company has done that already, it is required to decide what will be part 

of the process. Then research has to be done into the level of maturity the company pos-

sesses. This is particularly important to design the chosen business model for the outsourced 

entity or process. So far, so traditional.  Where the newness is, comes at the moment when 

the decision is taken to óoutsourceô. That moment, instead of just packing the existing entity 

or process and hand it over to a company with óexperienceô, a concept (or business execution 

plan) will be created taking the unique situation of the company into consideration and pro-

posing a way forward, if needed in baby steps. That way, coupled with the promise of setting 

something up the company will not loose control of initially, allows even clients with a very 

low level of maturity to enjoy the benefits of outsourcing while also receiving valuable consul-

tation on how to improve internal operational excellence, which is mandatory for an efficient 

transformation partnership. The picture above shows how traditional outsourcing is morphing 

into a complete new business proposition allowing the company to start small and scale up 

based on their own pace, risk level and cost reduction requirements (e.g. headcount external 

only or mixed). 

The success of one of our largest assignments and the meanwhile over 3 years of experi-

ence speak for themselves. And that the client we are providing with a transformational part-

nership for an IT Shared Services Center has not just renewed the contract but extended it, 

speaks for itself. 
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Outsourcing is working.  
Transformational Partnerships work better!  

Germanyôs Computerwoche 
reports growing demand for 
Mid-size companies for  
outsourcing services. Their 
requirements: 

Â Same like MNCôs, but 

Â Tailored Solutions 

Â Flexible contracts 

Â Infrastructure Services 

Â SaaS, PaaS 

Â Fixed Price 

In this article: 

Â Paradigm shift from Out-
sourcing to BITP 

Â Be cost effective without 
full outsourcing 

Â Gain operational excel-
lence while benefiting from 
experienced partner 

Â Business Transformational 
Partnerships are a proven 
and tested value proposi-
tion  



Working successfully with Partners  

How Global Players Can Benefit from 

Optimized IT Infrastructures   

Many of todayôs global players have 

experienced fast growth in the last dec-

ades. Spread worldwide over many 

countries, they are facing new challeng-

es. One of those is complex and time 

consuming communications and collab-

oration processes, due to different loca-

tions and time zones. A global actor 

that benefits from synergetic effects 

associated with efficient IT solutions is 

the Bauer Group and its branches in 

Far East.  

The Bauer Group is an international 

construction and machinery manufac-

turing concern with its headquarters in 

Germany. With more than 100 subsidi-

ary businesses Bauer is acting in the 

fields of construction, equipment and 

resources. In the year 2008 there were 

some 8,600 people in over 60 countries 

working for Bauer and thereby achiev-

ing total Group revenues of EUR 1.53 

billion.  

Until recently there was no connectivity 

between the Bauer offices in Far East, 

with loca-

tions in  Sin-

gapore, Ma-

laysia, Hong 

Kong, China, 

and India 

(planned). 

No Local 

Area Net-

work (LAN) / 

Wide Area Network (WAN) design ex-

isted. Each office had its own internet 

access, used a web email service and 

there was no file sharing. With the help 

of Reppel & Partners Pte Ltd (R&P) and 

its trusted partner avodaq Pte Ltd, a 

system integrator from Germany with a 

subsidiary in Singapore, all Bauer sites 

could be successfully connected. 

By re-designing their whole network, an 

IP addressing scheme and a Virtual 

Local Area Network (VLAN) were im-

plemented. Plus, Singapore and the 

Chinese headquarters in TianJin are 

now connected with Germany by Multi-

Protocol Label Switching (MPLS). Thanks 

to these changes, Bauerôs far eastern sites 

are now able to use Exchange Email, cen-

tralized collaboration based on MS Share-

Point, and a financial accounting applica-

tion.. Even more important by deciding for 

the proposed solution of R&P. they now 

have implemented an architecture which 

enables them to easily adopt to future 

needs and challenges. 

The benefits are obvious: Besides an easi-

er workflow due to access to the same 

applications and documents, there is also 

standardized equipment for their infrastruc-

ture. This lowers the total costs of owner-

ship, and the solutionsô management, 

maintenance and support is facilitated, 

which means cost savings. A further main 

advantage of the re-design is the central-

ized integration of Active Directory. Thus, 

end users login now with a single user 

name and password in all locations. When 

traveling, employees find similar workspac-

es in every office and do not have to adjust 

for instance the configuration on their lap-

top. Finally, the LAN and security imple-

mentations connect and protect all sites, 

and also allow access via Virtual Private 

Network (VPN) and wireless application. 

Due to the close cooperation between 

Bauerôs IT department, R&P, and avodaq, 

there was a high flexibility and speed of 

implementation. E.g. the China TianJin site 

was successfully switched within a few 

hours at night and was up and running the 

next morning. Although the locations were 

in different countries, most of the deploy-

ment tasks could be done using the online 

tool Cisco WebEx. ñBy remotely managing, 

configuring and supporting the customer, 

we could cut travel costs to a minimum,ò 

explains Robert Schaffner, Vice President 

APAC at avodaq. Adds R&Pôs Managing 

Partner, Frank Reppel: ñWe are very hap-

py to work with such a quality minded part-

ner who can actually deliver. The Bauer 

FE project is a case in point of successfully 

combining our forces for the benefit of Eu-

ropean mid-size companies in Asiaò. 

From now on Bauer ITôs staff will manage 

their updated network. Still, avodaq acts as 

third level support, anytime, anywhere.  

This s a guest article by 

avodaq Pte. Ltd.ôs Robert 

Schaffner, VP APAC 

R&Pôs commitment to our cli-
ents is shown in our partner 
selection: 

Â Quality 

Â Very short communication 
ways 

Â Reliability 

Â Flexibility 

Â Best prices for our clients 

Â Long-term thinking 
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Integrating all locations in Asia 

Pacific into a common network 

and authentication environment 

at very reasonable cost was a 

great concept devised by Rep-

pel & Partners' consultants. 

Having enjoyed great leadership 

during this complex project, we 

are looking forward to harvest 

the benefits arising from the new 

ICT governance and collabora-

tion capabilities as well as the 

Unified Communications.' 

Klaus Schwarz, Regional Man-

aging Director, Bauer Tech-

nologies Far East Pte Ltd, 


