% HE SUCCESS of Momen-
tum Infocare is quite
evident when you see
the many awards adorn-
ing the walls of the com-
pany s conference room. With more
than 200 customers, Momentum has
been witnessing a steady momentum
in the market.

The company started off by sell-
ing software. By 2001, it decided to
diversify and become a solutions
provider. “We realized that times
have matured and so have our cus-
tomers. The network of our custom-
ers increased and so did their data
requirement. We decided to move

with them,” said Sanjay Agarwal,
Director, Momentum Infocare.

So, what’s the success formula for
Momentum’s growth? “The fact that
we think ahead of customers about
their needs has what made us a suc-
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Retention of such skilled employees

i another big challenge.

Evervone dreams of going for-

; ward in future. So does Momentum.
1 “Along with focusing on storage, se-
: curity, and applications, we will also

now focus a lot on virtualization,

i remote infrastructure management
. (RIM), and unified communica-

: tions,”
- recently opened an office in Mumbai
' and plans to go south soon. “There

reveals Gulati. Momentum

is a huge customer potential in these

areas, and we would soon be tapping
: them,” says Agarwal.

Catering to the present and fu-

! ture needs is what Momentum is
i striving towards. m

— By Pooja Gautam
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