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IT’S A MATTER OF TRUST
INTERTRUST SERVICES PLACES ITS FAITH IN RECARTA
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We have a great relationship, 

Recarta have taken the time 

to explore how our business 

operates, there is no hard sell, 

they guide and advise.

BUSINESS BENEFITS
•  Increased productivity - 
    over 160 hours a month
•   Ease of management
•   Improved disaster recovery/

failover
•   Enhanced user experience

CLIENT PROFILE
With over 700 employees and a history 
going back almost 150 years, Wedge 
Group Galvanizing is the UK’s largest hot 
dip galvanizing organisation.  

Wedge Group Galvanizing’s head offi ce is 
in the heart of the West Midlands with 14 
strategically placed plants around the UK; 
designed and equipped to set industry-
leading standards for sustainability and low 
environmental impact. Their continuous 
investment in new technology and plant 
ensures they can offer fi rst class quality and 
service. 

THE CHALLENGE
Wedge Group Galvanizing runs its 
bespoke ERP system, fi nance, IBM Lotus 
Notes and offi ce systems from their head 
offi ce.  These business critical systems 
were operating on fi ve year old legacy 
kit – their business was growing and 
a strong infrastructure was essential. 
Wedge realised they needed to focus 
on signifi cantly improving their ability to 
rapidly respond to any internal or external 
disruptions and threats, and continue 
operations with limited impact to the 
business. 

In order for the group to increase their 
capacity, provide the required business 
resilience and reduce their carbon 
footprint, it was clear they needed to 
consolidate, refresh and virtualise their IT 
infrastructure.

WEDGE GROUP GALVANIZING  
TRANSFORM IT SOLUTIONS WITH RECARTA
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The IBM Premier Business Partner mark recognizes the achievements of 
IBM Premier Business Partners and provides visual evidence of their high 
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The BPA is separate from the PartnerWorld Agreement, which all Business 
Partners agreed to when joining the PartnerWorld program. IBM Member 
Business Partners who have only signed the PartnerWorld Agreement are 
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THE STRATEGY
Wedge Group Galvanizing had a long 
standing relationship with IBM Business 
Partner, Recarta. 

“Recarta is more like a business partner 
than a vendor, we have a great relationship. 
Recarta has taken the time to explore how 
our business operates, there is no hard sell, 
they guide and advise.  It seemed natural 
to plan our IT transformation with the 
Recarta team.”

Recarta worked with the IT team to fully 
understand their business continuity 
requirements and to design the right 
solution that would ensure their business 
operations could continue to run 24 x 7 in 
the event of disaster or an adverse event.   
There were productivity issues through 
unplanned downtime of their physical 
infrastructure installed on one site. 
Increasingly employees required access to 
business critical systems 24 hours a day. It 
was essential for the company to ensure 
they could schedule any downtime.

“It is very rare we have any time to take any 
of our services or applications offl ine.” 

The business case was straightforward; 
to significantly improve business continuity 
and disaster recovery.

Recarta performed an assessment which 
included:

• Consolidation of the IBM Servers

• VM capacity planning

• Signifi cantly reducing time taken to 
recover operations following a disaster

• Design system failover between two 
Wedge Group Galvanizing offi ces

• IBM Disk Magic performance planning 

• Design networking solution 

• Assessment of power requirements

• Security assessment

THE RECARTA SOLUTION
Wedge Group Galvanizing needed a 
solution that would provide automatic 
failover between sites in the event of a 
disaster. They needed to ensure the new 
solution could scale and support their 
business growth. Moving to a virtualised 
infrastructure provided an increase their 
capacity and reduced 
carbon footprint.

Recarta performed the VM capacity 
planning and performance planning for the 
storage. The virtualised solution required 
a new network solution to provide better 
performance and throughput. Recarta 
and Wedge agreed to implement the new 
systems and perform the migration in Phase 
1. Phase 2 delivered the disaster recovery 
and failover. 

“We knew this was a signifi cant 
transformation, we wanted to ensure 
success at each stage.”

SOLUTION OVERVIEW
Recarta implemented the following solution 

• 4 x IBM 3650 Servers

• 2 x IBM Storwize V3700 Storage

• Cisco Networking

• VMware 5.1

• Veeam Backup and Recovery 

• Microsoft Server 2008 R2 and 2012

• IBM Lotus software

“We had some challenges coordinating 
the deliveries of kit, but Recarta were 
on-site the whole time to ensure things
went smoothly.”

THE RESULT
The Recarta team designed the solution, 
provisioned the hardware and managed the 
migration from a physical to a virtualised 
solution. Recarta’s engineers were on-site 
throughout the project to ensure everything 
ran smoothly and the installation of the 
new solution was completed on time 
and within budget.

The virtualised solution was designed 
to scale supporting Wedge's continued 
business growth. The solution provides 
near real-time failover between sites 
guaranteeing uninterrupted availability of 
mission-critical applications. Wedge Group 
Galvanizing now has a stable production 
environment with a low carbon footprint. 

The key benefits are:

• Enhanced user experience due to 
improved availability, reliability and speed

• Increase in productivity, over 160 hours 
a month as a result of less downtime

• Greater management control from ability 
to perform hardware upgrades to virtual 
machines

• Effective proactive management due to 
automated alerting of any system issues

• Improved business continuity and 
protection from potential disasters/
events

“Our experience with Recarta has been 
excellent. We see them more as a trusted 
advisor and a business partner, they are 
easy to work with and very reliable. They 
understand our business and how we work; 
we are now working together to further 
enhance our IT solutions.”
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