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Global provider of Data Center Products and Services

CEOCFO: Mr. Murphy, what is the idea behind Procurri?
Mr. Murphy: In the IT world, starting from the 1960s or 1970s, North America has 
been the center of the universe. Most of the growth in IT installations happened 
globally over the last 10 or 15 years. Thus Procurri was designed around being a data 
centric company with a global focus, helping companies all over the world with data 
center needs through our products and services. 

Our company operates across 40 countries worldwide, with offices in key regions like 
the Americas, EMEA and APAC. We have employees and engineers in Asia to help 
American companies – and this works inversely – our American team will offer 
services to our Asian customers in the Americas. We help our customers to be truly 
global. 

In the past, by shipping data center equipment via FedEx to 80 countries, most data 
center solutions companies claim to be global. However, in today’s context, if an 
American company needs to set up a data center for a client in Kuwait or China, they 
need help with logistics and manpower. Therefore, Procurri was designed to have 
local presence in these emerging markets to provide customers localized services in 
multiple countries. Our customers can deal with Procurri from one point of contact 
from anywhere, worldwide, and we will do the work globally. 

CEOCFO: Culture certainly plays a big part in every country. How do you get it right in the various geographies?
Mr. Murphy: There are a couple of ways. One is that we are in a B2B type industry where we do not deal with 
consumers, which limits some of the cultural constraints. 

Also, to a great degree, the international language of business is still English. Therefore with English as a common 
denominator, we rarely experience language barriers, except in markets such as China, Japan and Korea where we need 
staff who speak the local language and understand how business is conducted locally. This is true for other non-English 
cultures as well. 

However, I believe how we get it right is through my experience and my network. After all, I have been in this industry for 
about 25 years and I have gotten to know many people throughout the years. We have been building Procurri by hiring 
industry people that share our core beliefs, and this is aligned throughout the company. One core belief we have is 
integrity, and the second is innovation. We are trying to be innovative. We are trying to be the experts in the data center 
industry. The world just does not have time for generalists anymore. 

We strive to operate with integrity wherever we are. I know that people think, “Well, in certain parts of the world you are 
allowed to act without integrity and that is normal.” I think that is unbecoming and people are still looking for integrity in 
businesses all over the world.

CEOCFO: What types of companies are turning to you? Is there a common thread other than global?
Mr. Murphy: Let me give you an example. In the early days, most American companies implemented a server sprawl, 
where they add thousands of servers and computer hardware. Then they moved on to use software tools to virtualize their 
data centers. Now, companies are talking about cloud, where they do not own any hardware, they just attach to the cloud. 
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However, there are parts of the world where they are not there yet. For example, in South America, they are still doing 
server sprawls. In the US, there are a lot of disruption going on, so we are reaching out to people who are not ready for 
the latest cloud applications. 

For example, a large consulting company in Atlanta may have a project for an Atlanta-based company. And they might 
need to install a data centre, let us just say, in Singapore. They can speak to our Procurri sales reps in Atlanta from one-
point of contact, and like clockwork, our team of experts in Singapore will work on the installation. This ability to offer 
localized multi-country services is what differentiates us. We do not call a friend of a friend of a friend that we know 
happens to live in Singapore. It is one of our guys that is working on your project. 

Here’s another example. There was a large telecoms company who required data center relocation services. While the 
work happened in India, we worked with our partner, a Value Added Reseller (VAR), to win the account and successfully 
catered to the telecom client needs for the relocation in India.

The reason why it all works is because of the level of collaboration and accountability our global team possess, thus 
driving our success. If there was a problem in a project, our team in Atlanta is just as responsible as our team in 
Singapore.

CEOCFO: At the beginning of the year there was a rebranding. What changed? How is the approach different 
now?
Mr. Murphy: Procurri was assembled by a group of worldwide industry veterans. I have been building, from scratch, the 
American piece. 

However, after the merger with DeClout (‘the Group’), our parent company, the Group had acquisitions in the UK and 
Malaysia – all of whom operated under different brand names. Together, they represent about 75% of our global 
employees. 

As Global CEO, I was faced with the challenge of aligning the greater team, getting everyone to operate as one. The 
objectives of the global rebranding campaign were geared to create a cohesive and global corporate image, to 
standardize our business offerings worldwide so as to create a consistent standard of service to our clients globally, and 
to cement our position as the leader of the pack in a very fragmented industry. It also served to foster greater alignment 
across our global team.  

CEOCFO: What are some of the other challenges working or dealing with staff that is worldwide? What have you 
learned as you have been in the CEO role so you have a more cohesive company today than in the beginning?
Mr. Murphy: I think that I am still learning every day. The biggest challenge in managing a business is obviously the 
people. You experience cultural differences. You have, say, an American that wants to get an answer in five minutes. You 
might have a European that thinks 24 hours is okay to respond. You might have someone in Asia that is celebrating 
Chinese New Year and they might take two weeks to get back. Therefore, it is about managing expectations with all of 
these different cultures.

Some cultures may be motivated by monetary terms, others may be career oriented. There are many considerations 
when it comes to culture. The question is how do you motivate everybody? How do you foster teamwork? 

When I ask my employees, “How many employees do we have at Procurri?”, and most would assume we have 55, but 
that’s just Atlanta. We have about 210 worldwide. Vice versa, if I ask our EMEA team, they will say 85, because that is 
how many they see every day. Hence, it is a real challenge for global companies to get everyone on the team to 
appreciate and get excited about the cultural differences. In my opinion, it is our differences that gives our business 
contour and character. We want to be a melting pot. 

“People should pay attention to Procurri because we have doubled our revenue every year since we have been in business. 
We operate a high margin business that is rapidly growing and we are able to take on new ventures… A year from now, I 
hope we will be well on our way to a successful stock offering. It will allow us to raise more funds for growth and 
expansion into other markets, with the aim to serve our customers better.”- Sean Murphy
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Therefore, I get excited about our trips to Asia when we celebrate Active Day, we benefit from celebrating as a global 
team. Experiencing and appreciating the cultural differences surpasses the feeling of discomfort in a different 
environment. I am still in the process of learning and I look to appreciate our differences more.  

CEOCFO: Is cost a factor for your customers?
Mr. Murphy: There are two types of customers, one would think that you have to be big enough as a company to do the 
job. However, some people appreciate that you are small enough to know their needs and cater to them exactly. 
Therefore, I try to make sure that the things that we are doing are big enough to matter, and small enough to make a 
difference to our customers. 

I am sure that cost is a concern, and we are able to deliver better cost efficiencies with our products and services. I think 
what our clients appreciate about Procurri is the flexibility we offer and our quick turnaround. Because we are a smaller 
company (compared to the OEMs) people tend to ask for more flexibility, and we are happy to deliver because it is a 
strength of ours. We also try to do everything in 30 minutes; credit approvals, sending proposals or even getting 
customers an answer. These are our key differentiators that many of our customers find value in.  

CEOCFO: As you are looking to get answers for people quickly how are you dealing with the different time zones 
to make that happen? 
Mr. Murphy: The cool thing is that there are so many technology tools to help. We have all kinds of collaborative tools like 
Skype, What’sApp, Lync, SAP, Google Docs and others, where teams can communicate and share information. You use 
a global group chat to inform the group on current projects that we are working on. When we are in bed in America, 
Singapore or Malaysia will get to work on it. We try to use as many tools as we can to stay well connected. 
I think communicating globally has been easier today than it has been. However, we see the challenge where people 
expect others to work 24 hours a day. It is hard to keep some sort work-life balance when you are growing a company as 
fast as ours. 

CEOCFO: When you are working with a company and helping them assess what they need and what direction to 
go, what might you look at that others do not realize is important to have in the mix?
Mr. Murphy: In the technology space, one of the interesting things about Procurri is that we are independent. We do not 
manufacture any IT products. We have our own services. But we are independent. 

We are brand agnostic, and we are able to provide the best-of-breed products like IBM or HP to our customers. We 
access our customers’ needs, and provide our best solutions, without an agenda to drive sales for a particular brand – 
unlike a large manufacturer who may offer selected hardware and software models that they sell. We are independent 
that way. 

CEOCFO: Do people appreciate that, particularly maybe in more emerging companies or is that a little more 
confusing for them sometimes?
Mr. Murphy: I think so. The danger that I am trying to keep our company out of is that I do not want to do 50 things and 
diversify our focus. I cannot scale a company if I am doing 50 things. I have go to find the top three or four or five things 
that I do really well. 

Therefore, while I want to be completely independent, there is a limit. What we try to do is that we try to access our 
customers’ needs. And if we find that it is not in our scope, we try to have the discipline to say no. 

CEOCFO: Procurri was named as One of the Best Places to Work in Atlanta. What is it like in your office? 
Mr. Murphy: What is it like? I am about to be 49 years old and I feel like everything that I have ever known about running 
a company is prehistoric. What I have got is a fairly young workforce and I let them figure out some of the rules, for 
example their dress codes, the hours they arrive etc. However, I set the targets. I control what the results should be, and I 
will give my team freedom to find innovative ways to achieve our common goal. I am constantly amazed at how hard 
these young people are working when you do not mandate certain things, like giving them some freedom on their working 
hours. Our guys come in a little later in the morning, but they tend to work all day, even after dinner, they get back to work! 

Now, I doubt that I can make those hours mandatory. I guess what it is like in our office is that we have a team of smart 
and hardworking people that is working towards a common goal, that is building the company. 
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CEOCFO: Does the global aspect attract good talent? Is that exciting and interesting for the people that come to 
work at Procurri? 
Mr. Murphy: Yes. For our people it certainly is. I think it is amazing that in 2015, many Americans thinks that the world 
starts in Miami and ends in Seattle. There is so much opportunity in Khatir, Kuwait and Indonesia; these are amazing 
markets. Therefore, I think that other businesses need to look at some of these large emerging markets and not be afraid 
to dive in. 

We have a new office in Mexico, which is right next door, but I found that it is completely different compared to doing 
business in the United States. We are willing to take the plunge and go through the learning curve because of the huge 
addressable market in Latin America; many companies have presence in the region. We are comfortable expanding 
beyond our borders.

Therefore, I think when our employees join Procurri, they get excited about the challenge of going into the unknown. 

CEOCFO: What is next for Procurri? If we spoke a year from now what might be different?
Mr. Murphy: Our parent company is DeClout, which is based in Singapore. They have publicly announced plans to spin 
off Procurri – a separate IPO for the company. A year from now, I hope we will be well on our way to a successful stock 
offering. It will allow us to raise more funds for growth and expansion into other markets, with the aim to serve our 
customers better. That is what I hope you will be excited to learn about in the next 12 months. 

CEOCFO: Why take notice of Procurri?
Mr. Murphy: People should pay attention to Procurri because we have doubled our revenue every year since we have 
been in business. We operate a high margin business that is rapidly growing and we are able to take on new ventures. 

I read a lot about companies that have to choose between growing and making money. I think many of your readers 
would be surprised that there are many industries that allows companies to grow and make money at the same time.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine

For more information visit: www.procurri.com

Contact: Sean Murphy  smurphy@procurri.com
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