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9.  Conclusion 
 
Figure 1. Dick Corso in the Data Center 
 

 
 
Dick: “The key message is, we changed our management process over time, and learned 
from our mistakes. We got more diligent. We created more consistency. We were able to 
give a lot more visibility into problems that had always existed but were not always 
measured. Because of this consistency and the improvements from increased visibility, 
we were able to take on more responsibility―all the Cisco data centers. In spite of the 
increase overall of monitored elements, we have created a trend toward decreased 
incident volume. And we have been able to standardize our processes so well that we 
could safely and comfortably outsource our OCC to an external vendor, and to distribute 
the functions between San Jose and Bangalore.  
 
“Standardization and reliability have gone a long way in this organization. We’ve 
standardized and become much more reliable in the way the OCC team is managed, and 
the way the data center IT team is managed. In addition, we’ve standardized and become 
much more reliable in the way the network is configured, with backups and remote 
monitoring and management.  
 
“All those things put together create a robust environment that everybody depends on day 
to day. It’s like a utility, and everyone expects it to be up and running every hour of every 
day. And if something goes wrong, then we fall back to redundant locations, redundant 
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power, or a redundant network, and no one on the outside notices that anything has gone 
wrong.  
 
“So there’s a success story here, and it goes a lot further than just the OCC team. The 
success story that I can tell you is not just a success story of operations, it’s a success 
story of Cisco IT and how Cisco IT has come together to build a data center solution.” 
 
Figure 2. Dick and Ian in the Data Center 

 
 
 

End Conclusion 
We hope you have enjoyed this part of the Cisco IT Data Center tour. You can contact 
your Cisco sales person to arrange an Executive Briefing Center visit, and request a live 
tour of the Cisco main production data center and operations control center.  
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For additional Cisco IT case studies on a variety of business solutions,  

go to Cisco IT @ Work 
 

www.cisco.com/go/ciscoitatwork
 
 
 

Note: 
This publication describes how Cisco has benefited from the deployment of its own 

products. Many factors may have contributed to the results and benefits described; Cisco 
does not guarantee comparable results elsewhere. 

 
CISCO PROVIDES THIS PUBLICATION AS IS WITHOUT WARRANTY OF ANY KIND, 

EITHER EXPRESS OR IMPLIED, INCLUDING THE IMPLIED WARRANTIES OF 
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE.  

Some jurisdictions do not allow disclaimer of express or implied warranties, therefore this 
disclaimer may not apply to you. 
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