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In The Office
EXECUTIVE INTERVIEW

IN THE

One of the largest software companies in the world, Oracle is investing in 
the future of computing and new models of software access for customers.
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Founded in 1977, Oracle 
has been in the software 
game a while. Originally 
specialising in database 
management systems, 

the company evolved over the 
years to also develop computer 
hardware and enterprise software. 
The CEO Magazine spoke to  
David Callaghan, Senior Vice 
President Alliances and Channels 
for Oracle’s Europe, Middle East, 
and Africa (EMEA) operation, 
about how Oracle has been 
working with partners and new 
technology like the cloud to 
improve its offering. David has 
been with Oracle for more than  
10 years, and in the IT industry for 
more than 30. Since coming to  
his current role, David has  
focused on unification to promote 
growth, particularly in the 
emerging field of cloud. 

“I went into [my current] role just 
over three years ago,” David says. 
“I saw the opportunity to unify our 
alliance and channels teams, which 
had been somewhat fragmented 
before. They were aligned by 
either particular product groups or 
country groups, and I wanted to 
bring that together and unify it 
into a single critical mass. It has 
certainly been successful in terms 
of our numbers and although I 
can’t go into those in great detail, 
what I can share and you can see 
from the earning statements over 
the last three years, is that the 
EMEA region is being consistently 
highlighted, notwithstanding the 
economic challenges, as a region 
of clear growth. 

“Even in the last earnings report, 
with the emphasis on cloud, the 
EMEA market was called out as a 

key growth driver for cloud, and 
again that is something we are 
very keen to put focus on within 
the alliance and channels group. 
We are seeing massive growth 
coming in all aspects of cloud.  
I think a lot has come from  
the organisational changes  
we made around unification.  
The other thing that I saw was  
an opportunity to be more 
relevant: more relevant to our 
partners, more relevant to their 
customers, more relevant to the 
lines of business within Oracle 
with whom I collaborate. And we 
have put a lot of emphasis on that, 
through the solutions we promote 
and the specialisation we enable 
in our partners.”

David’s focus on these areas, he 
says, is due in a large part to the 
potential for growth in cloud. The 

“We are seeing 
massive growth 
coming in  
all aspects  
of cloud.” 
- David Callaghan
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OPT IM IZED

EXALYTICS

ForSMedia  is an advanced platform for 
social media data analysis and customer 
profiles enrichment.  New customer 
knowledge extracted from social networks  
increase efficiency of marketing activity, 
improves sales performance, enhances up 
sale and cross sale, helps to get new 

Main functionality:
• Acquisition of social network data

• Customer identification in social networks

• Linguistic processing and text enrichment from   
posts, subscription groups, comments

• Revealing new customer attributes by data 
mining technics 

• Merging social networks user data into a unified 
customer profile 

• Target marketing analytics and data discovery

Based on Big Data technology and Hadoop architecture ForSMedia has been tested 
and tuned on Oracle Big Data Appliance and Oracle Exalytics In-Memory Machine to 
deliver speed, scalability and reliability.

SOCIAL NETWORK ANALYTICS FOR CUSTOMER PROFILE ENRICHMENT

customers, reduces marketing expenses.
An important differentiator of the solution 
is its ability to process very large number 
of customer profiles automatically to find 
new information about customer 
interests, hobbies, favourite music etc.
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BIG DATA
APPLIANCE

• TECHNOLOGY AUDIT 
ORACLE database health check services. Auditing Oracle database performance and availability. 
Performance tuning. Consulting on IT infrastructure optimisation. 

• APPLICATION MIGRATION 
Migration from previous editions to the most comprehensive (Oracle Database 12c). Optimisation of 
IT environment. Consolidation on Oracle SPARC, Oracle Exadata and other Engineered Systems. 
On-site and online service delivery. 

• TESTING SYSTEMS ON INNOVATIVE TECHNOLOGIES 
Consulting on Data Centre transformation using Oracle-on-Oracle infrastructure advantages. Proof of 
Concept on Exa-stack or SPARC/SOLARIS. Exadata X2 – X5 available for tests. Oracle Exadata 
Certified experts with 50+ test experience. Resources are available online. 

• R&D LABORATORY 
Facilities for research and development based on Oracle Exadata and other Oracle Engineered 
Systems. Exalytics, Exadata, Big Data Appliance available for R&D of modern business intelligence. 
Professional services on Big Data Technologies adoption. 

• COACHING AND SUPPORT OF TRANSITION TO CLOUD 
Data centre transformation according to Digital Business Platform concept. Building private clouds 
based on Oracle technologies. Integration with Oracle Cloud. 

FORS Facts and Figures:
• Oracle Platinum Partner for 10 years with 15+ 
specialisations reliability 

• 25 years of deep experience with full range of 
ORACLE products 

• One of the largest developers of Oracle-based 
systems in Europe 

• More than 1000 successful projects on Oracle 
technologies across Europe and Central Asia

• More than 400 certified by Oracle consultants 
and developers

• Oracle Awards for Business Excellence in 
EMEA region on regular basis 

EXPERIENCED ORACLE PARTNER  HELPS  YOU JUMP 
TO ORACLE INNOVATIVE TECHNOLOGIES WITH 
LOWEST RISK AND HIGHEST EFFICIENCY

SERVICES
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new technology allows Oracle to 
target medium-sized markets  
that were previously less 
accessible, and to differentiate 
itself from competitors by  
offering cloud services others 
can’t. David explains, “In terms  
of the technologies cloud offers, 
it’s a new alternative way to 
consume technology, be it 
infrastructure and platform 
technology, or applications. 

“I think where Oracle has a unique 
aspect on this is our strength 
within the public cloud, combined 
with a very strong proposition with 
private cloud, which is effectively 
on premise with the customer. But 
actually what interests many 
customers is hybrid cloud, which 
has elements of both. And our 
partners bring an awful lot to that 
because they have the proximity 
and intimacy with customers to 
understand where they are, where 
they have come from and where 
they’re going. 

“Within my area we are now going 
through another transformation to 
build further specialisation into my 
sales force to support the cloud 
growth of our partners. 

“But an equally strong area of 
growth we’re finding is in hardware 
and infrastructure. Oracle has a 
leading position in something called 
integrated systems or converged 
systems, with a category of product 
called engineered systems where 
effectively we put everything in one 
box. We vertically integrate 
hardware and software to reduce 
the risk for the customer, to 
improve the time to benefit for the 
customer, and create an easier 
operating environment for the 
customer. And again we are seeing 
exceptionally strong growth there 
and exceptionally strong growth 
with our partners because they see 
this as the ideal platform to 
showcase and exploit their 
applications, technologies and then 
move into areas like big data, social, 
mobility, and so on. So those are 
two big themes—engineered 
systems and cloud.”

These developments in cloud have 
allowed Oracle to market its 

products to new customers and 
increase revenue. “The fact is now 
we are able to offer, through the 
cloud, an enterprise-class product 
to midsize customers,” David 
explains. “I think in terms of a 
one-stop shop, it is unique in 
having that capability. Digital 
transformation is a challenge and 
I think cloud is part of the answer 
to that challenge. Let me give you 
an example. Previously, we used 
to provide technology, let’s say to 
an automotive company, to build 
cars. That is what they did with 
technology. Increasingly, what 
they are doing now is actually 
putting a technology platform 
within their car. What that means 
is companies are thinking about 
how they use technology to 
differentiate their product to their 
market, and the trick here is not 
just having the differentiated 
product to your customer but you 
actually have to integrate your 
enterprise, with technology, skills, 
and improved process to leverage 
the opportunity. 

“Cloud can underpin much of this 
and Oracle has a complete cloud 
platform to facilitate digital 

transformation. Cloud brings the 
flexibility, scalability and elasticity 
to address diverse and changing 
needs. When organisations seek to 
invest, they look at who has the 
most comprehensive platform 
available and that has security, 
availability, scalability; a platform 
that doesn’t actually have to 
remain within the enterprise but is 
extensible beyond the enterprise 
into the suppliers and partners. 
That is an incredibly powerful 
message and, frankly, as we 
establish that platform I think it 
will be a fantastic vehicle for 
growth for our partners.”

Another focus David has had in his 
role as senior vice president is on 
excellence. He believes that by 
ensuring that all solutions retain 
their reputation for excellence in 
conjunction with investing and 
making the capabilities available in 
the cloud, Oracle can continue the 
strong growth it has seen. “I am 
the president of the British Quality 
Foundation, so I am big believer in 
excellence and a big believer in 
individuals and organisations 
being the best they can possibly 
be. We’ve built a very strong 

“Digital 
transformation 
is a challenge 
and cloud is 
part of the 
answer to that 
challenge.” 
- David Callaghan
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engine for growth over the last 
three years and it’s making gains 
right across that rich portfolio of 
products and with each of those 
partner ecosystems integrators, 
ISVs, resellers, distributors. We 
need to continue to develop the 
opportunity and the potential that 
engine has established. But 
alongside that, I need to embrace 
the hyper-growth areas, 
particularly in cloud and also in 
engineered systems, where we can 
really accelerate the impact, not 
just for our business and the 
business of our partners, but I do 
genuinely believe for the 
customers that we serve.”

This will be continually important 
as more of Oracle’s customers look 
at the digital transformation of 
their business. Increasingly, David 
says, technology is becoming so 
important as a differentiator that 
CEOs themselves are making 
decisions about purchasing and 
options. “Many of our customers 
are facing the challenge of digital 
transformation and digital 
disruption—a fairly grand term—
which means they will need to 
respond to how they exploit 

technology in a materially different 
way and they will have to do it 
very quickly. I have to develop an 
organisation that has the pace and 
purpose to work effectively 
through our partners to that 
customer community that makes 
the Oracle offer—both the Oracle 
component and the partner 
component—particularly 
compelling for the challenges that 
the CEO faces. Because now we 
are more in the orbit of the CEO 
and the whole board than maybe 
five or six years ago when the 
primary point of contact was with 
the CIO. As an industry, we are 
very much at the CEO top table 
and the partners are a key element 
of that.”

One of the main challenges 
Oracle, and the industry in 
general, is facing is the diversity 
in the markets which it addresses. 
With such a range of customers in 
different markets and with 
different needs, targeting 
messages and products is a tricky 
and often time-consuming 
business. The solution Oracle has 
to tackle this challenge is to utilise 
its partner network to help with 

communication. “I think the 
biggest challenge is the diversity 
of our region,” David says. “The 
EMEA region is incredibly diverse 
in so many ways, not least 
culturally and economically, but 
also in terms of some of the 
technical and legacy 
environments. One must be able 
to articulate in a consistent way 
but also appropriately to reflect 
that diversity. We have a rich 
portfolio of profits and services; 
equally, we have a comprehensive 
spectrum of partners across 
EMEA—around 14,000. 

“They fall into different categories: 
there are the big integration and 
consulting firms, the ISVs who 
effectively are creating an 
application, resellers, distributors, 
service providers, digital agencies. 
We have to refine the message to 
resonate with each of those 
individual communities, and then 
with the customers that they serve. 
So I think that is the challenge—
diversity. Communication is always 
a two-way thing and although we 
push out a communication, I am 
really fortunate in the partner 
community, in that they pull an 

awful lot from us. They are actually 
hungry for these messages. It is  
not as if I am having to shout 
particularly loudly. We have a 
number of mechanisms for 
engaging with them and therefore 
I think we can be very effective in 
getting over our aspiration, where 
we see the opportunity for them 
and then how they can make  
that relevant to their business  
and then relevant to their 
customers’ business.”

Communication with its partners 
is a key value that Oracle has. 
David is passionate about working 
closely with the company’s 
partners and ensuring that 
everyone is on the same page. 
Oracle has a number of initiatives 
to make this happen, including 
developing specialised partner 
advisory boards, which enable 
partners to have a say in the 
future of the company’s products 
and engagement. “Within EMEA 
we established the partner 
advisory boards three years ago,” 
David explains. “There is one in 
each major cluster and there is 
also one that consists of the 
leaders of those individual partner 
advisory boards who come 
together as an EMEA partner 
advisory board. I meet with them 
quarterly and we share with those 
partners what our intentions and 
investments are, and they feed 
back their view as to where they 
would like to see us do more and 
those programs they like or where 
they feel we need to evolve. 

“We do have a mutual way of 
addressing things, and one phrase 
that I use quite a lot with the team 
is mutuality of interest. We spend a 
lot of time making sure that what 
we do is in the interests of all the 
parties concerned, not just in 
Oracle’s interest. To really develop 
and build and sustain partnerships 
you really need to focus on that 
mutuality of interest. So we use a 
partner advisory board for that. We 
then build out the commercial 
models that make sense around 
discounts and rebates and so on, 
but also around how specialisation 
can bring value to their business 
and their customers. And this is 
one of the particular focus areas of 

Oracle: we invest a lot, and our 
partners invest a lot, in becoming 
specialised in our products or 
services, such that when they 
represent us and their capability to 
their customers they do so from a 
position of understanding and 
strength. So we put a lot of 
emphasis on enablement, a lot  
of emphasis on specialisation, and 
that certainly does pay dividends 
for us as well.

“A specific example is one of our 
major partners, Accenture. We have 

been working with them for many 
years in many client situations and 
have been working in the cloud 
with them for a couple of years. 
But what we have done is put 
together a joint offering to be 
more relevant to Accenture’s client 
base and parts of our client base. 
We have combined our platform 
skills, our technology skills, and 
our cloud skills, with Accenture’s 
process understanding and 
industry understanding. We have 
taken to market something called 
Accenture Oracle Business Group, 

“To really 
develop and 
build and 
sustain 
partnerships 
you really need 
to focus on that 
mutuality of 
interest.” 
- David Callaghan
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which was launched two months 
ago. It puts out there a very clear 
commitment to take the best that 
both organisations have to offer. 

“It means we can go then, shoulder 
to shoulder, in front of our client 
base and say to the CEO, ‘Right, 
this is how you may transition to 
cloud,’ and to the board, ‘This is 
the journey that you can take. 
Because it is a journey; it’s not 
switching on a tap. It will require 
process modification but these are 
the benefits that you will get from 
this. Not just for the operation of 
your business but how you may 
then differentiate your offering to 
your competitor’s offering because 
you are exploiting what technology 
has to bring.’

“We can do some very generic 
program-based activity and we can 
do some very specific client-based, 
industry-based, geography-based 
market activity, and again I think it 
needs to be a balance of those in 

order to really get the coverage 
that the market demands.”

In the end, David believes that a 
number of factors are setting 
Oracle apart from its competition 
and allowing the company to 
continue to grow strongly. The 
investment in cloud technology 
and Oracle pushing the boundaries 
are differentiating factors, and the 
company ensures all its products 
are available in the cloud. Oracle’s 
relationships with its partners also 
puts it ahead, as does its focus on 
customer need and benefit. These 
factors are allowing Oracle to 
reach out to new customers while 
still retaining its current base;  
and, in turn, to increase profits  
and growth. 

“I think we have a unique product 
offering in terms of its richness 
and comprehensive nature,” David 
states. “I talked about public cloud. 
I talked about private cloud. I 
talked about hybrid cloud. Oracle 
has a unique position in being able 
to offer the most comprehensive 
set of applications and the most 
comprehensive and broad and 
deep platform, so you get all 
elements of the solution. 

“Our partners 
really do 
understand our 
customers. They 
have worked 
with them for 
many years, 
they also 
understand 
what Oracle 
does, where we 
are investing, 
where we are 
developing, and 
are very capable 
of exploiting  
that to  
their customers’ 
benefit.” 
- David Callaghan

“Gone are the days when 
customers and partners have the 
time, and also, frankly, the budget, 
to integrate technology that was 
never intended to work together. 
What we have done over the past 
seven to 10 years is re-engineered 
all our products to make them 
available in the cloud, and that 
gives incredible benefit in terms of 
flexibility, agility, and time to 
benefit for our customers. 

“I would also say that I think the 
partner ecosystem has a richness, it 
has diversity, and it has proximity 
and intimacy. Our partners really 
do understand our customers. 
They have worked with them for 
many years, they also understand 
what Oracle does, where we are 
investing, where we are 
developing, and are very capable of 
exploiting that to their customers’ 
benefit. One final thing to add is 
that Oracle at this time really does 
offer something different. Cloud 
scales in a different way but also it 
can take us to new markets. 

“Oracle has traditionally been seen 
as an enterprise-class product for 
the larger companies. What cloud 
does is make enterprise-class 
product available for midsize and 
small customers. Because you buy 
it on a consumption basis, whether 
you are big or small, you buy what 
you consume. So suddenly, the 
whole market of customers who 
may not have felt that they could 
access the premium product now 
absolutely can. And again in terms 
of reaching those customers, the 
partners are an essential channel 
because it will be a totally new 
market and totally new 
opportunity, not just for us but 
dare I say for those customers as 
well to really exploit the best that 
technology has to offer.”  

“JMT focuses on providing value-added offerings and solutions to our clients, 
which are considered to be critical to our client’s business success. We offer  
a complete turnkey solution by providing complete system integration  
services spread over different technologies.” - Haya JMT Al Ghanim, CEO, 
JMT Al Ghanim
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