
COVER STORY: VENDOR MANAGEmENT

Moresqueezing
CIOs grappling with an increasingly complex marketplace 
are finding relief, and better relationships with vendors, 
by trying new approaches to computing and ways of 
partnering their vendors. By Susannah Patton and Teng Fang Yih
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T
he task of managing vendor 
relationships has never been 
easier for Girish Kumar 
Nagaraj, divisional man-
ager of IT for FJ Benjamin 

(Singapore). All he did: move the fast-grow-
ing Singapore-based branded apparel and 
luxury items maker, distributor and retailer 
onto a utility computing model.

“You get what you require for today 
and upgrade as and when the business 
requirement changes,” says Nagaraj, who 
saw FJ Benjamin sign up early this year 
with local IBM partner Cavu Corporation 
on a deal that involved the exchange of the 
former’s old AS/400 for the use of a brand 
new System i by the latter, paid for accord-
ing to processing power usage. “Our previ-
ous approach was to just buy from another 
IBM business partner.”

“We had been on AS/400 for many 
years. During which, we did scale-
ability studies across multiple years at a 
stretch,” says Nagaraj, who constantly 
has his eye trained on the performance 
of his IT infrastructure, as well as the 
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Girish Kumar 
Nagaraj, of 
FJ Benjamin 
(Singapore), 
adopted a  
utility model.
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