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However, that migration process is often manual, time-consuming, and costly—and it can significantly disrupt your 
operations. Deloitte’s ATADATA™ cloud management platform can help you eliminate much of the manual work of cloud 
migration. ATADATA can provide deeper insight into your IT infrastructure, regardless of platform, to accelerate cloud 
migration. Using ATADATA, you can automate your migration activities to any target environment, all with minimal 
business disruption, and from one centralized interface that enables you to view the process holistically. Join David and 
guest, Deloitte’s Charles Wright, as they discuss how ATADATA can help organizations automate enterprise 
transformation, enhance business performance, and deliver on promised value more quickly 

Duration:   0:16:26 
 
David Linthicum: 
Hey, guys, and welcome back to the On Cloud podcast. I'm David Linthicum, your host and chief cloud strategy officer here at Deloitte Consulting, LLP. I am 
responsible for building innovative technologies that help clients operate more efficiently while delivering strategy that enable them to disrupt their 
markets. I'm also a bestselling, author, speaker, executive, and B-list geek. Today on my show, we will be talking with Charles Wright, the managing director 
at Deloitte Consulting. Charles is steering the deep-cloud engineering and migration experiences for clouds for clients. And today we're going to talk about 
ATADATA™ and work through some of the best practices in migration. Charles, welcome to the show. 
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Charles Wright: 
Glad to be here on a Friday, David, and look forward to sharing some insights around cloud migration and any other topics. 
 
David Linthicum: 
Just  to kind of give you a history of Charles and I, we went through Deloitte University together, pretty much joined the company at the same time, him 
through an acquisition, me directly from another firm. So, how did you find your way to Deloitte and what were some of the things that attracted you to 
Deloitte Consulting? 
 
Charles Wright: 
You know, we went through the normal acquisition, M&A type of activity. There were a lot of firms that expressed interest in our technology around –
during their merger and acquisitions exercise. I met the Deloitte team. They were – honestly after the first conversation I had with the leadership, I was 
completely convinced that they were going to be the ones that we were going to go with. Needless to say, they made a great offer and – but I was really 
impressed with the direction the cloud engineering team was going in. We really had a lot of synergy. Actually, I spoke to Larry Calabro and Matt Law – 
were the primary chief guys on the team during that exercise, and we just had synchronization around what our go to market should be and how does 
Deloitte leverage the technology of ATADATA to really go after the market. So, it was the easiest conversation I had during that time and it made the most 
sense. I always tell the guys that they were the smartest guys that I spoke to.  I’m not trying to take away from any of the other firms; it was just they really 
understood what the challenge was. They understood what they were, and it was just – like I said, we hit it off from the first five, ten minutes we were on a 
call together. 
 
David Linthicum: 
So, give me the ATADATA story. Where did it get started? Whose idea was it? I always love the startup stories. 
 
Charles Wright: 
I used to work for IBM Migration Factory, and I spent a lot of years there exercising a lot of technology tooling that was cobbled together to really provide 
the client with the outcome they were looking to have. And to be honest with you, we had to put a lot of process, procedure to really make these 
technologies that were cobbled together actually execute what we were trying to do. It was very challenging. So, my vision when I left IBM was to really 
look at a holistic solution for enterprise transformation, and that was the genesis of ATADATA, right? So, it was really me trying to solve a problem that I 
just continually had to deal with as a person executing enterprise transformation activities. So, I said, "Let's just do something better," and that was the 
genesis of the ATADATA product and where the vision came from. 
 
And then as we continued to grow and tackle some of the enterprise accounts that we were dealing with even as a small startup, we got better. We got 
more efficient. We solved even bigger challenges, and that's how the ATASphere™ solution was really honed, right? It was just sharpened by continual 
deployments, continued opportunities. And then of course we were accepted into the Amazon partnership as far as being recognized as one of the leading 
technologies in the space across two different criteria, in discovery which is a big marketplace, and also migration which is also a big marketplace. So, we 
were actually competing with a lot of different companies with one holistic solution, so we really had a great go to market there. And we expanded into 
different technology platforms so we had a really global go to market even before we joined the firm.   
 
So, it was a great story – small firm, but we tackled a lot of big clients and we had a lot of big wins. And, of course, the acquisition was also a great outcome 
for our team, right, because as we got into the Deloitte partnership during the acquisition, our team individually benefited a lot. We have a lot of great 
people that got into the firm and have continued to push customer outcomes. And we're really excited about, since the acquisition what we've been able to 
do, but we still feel like we're still a startup. Believe it or not, we still have that energy around doing whatever is necessary to make sure the customer 
outcomes are great. So, we still have that feeling but now we have the security of working with a big firm. 
 
David Linthicum: 
So, I know what your tooling does, but the listeners do not. Why don't you explain what it does? 
 
Charles Wright: 
Essentially what we do is we look at on-premise environments, infrastructure per se, and we do provide detailed analytics around how it's performing, how 
it's constructed. What I mean by that is, what are the underlying infrastructure dependencies? How many CPUs? How large of disk.  What's the RAM 
requirements? All those things that are essential to make the application work from a virtual machine perspective, or a physical machine perspective. 
 
And then once we do the – we look at how they're currently constructed, we look at performance indicators. How are they performing? Is it over-
provisioned? Is it under-provisioned? Is it being taxed? Is it just you know loafing around, not being utilized? And then we look at affinity maps, right, so 
how these applications that are running on this infrastructure – how are they communicating? Is it intermittent? Is it extremely chatty? Is it a significant 
amount of data being transferred across the network? And then we take all of these attributes and then we design a plan on how to execute 
transformation, right? So, we'll look at all of those attributes and then the target infrastructure and we decide, what is the best way to do it. What is the 
plan? What is --  So, we have built-in algorithms that analyze these attributes and then come up with a plan on how to execute.  
 
So, once the execution plan is defined, we also provide cost analysis and you know give the client an understanding of how – what the costs will be in the 
future state. And that's significant, because each cloud will tell them this is what we anticipate, but once they actually get a snapshot of the environment 
with their current builds and dependencies, we can tell exactly what their cost is going to be and their commitment. That's going to be huge, and it's a cost 
on the cloud. So Deloitte can be agnostic in telling the customer what cloud they should choose, if cost is going to be a factor. So, that's the first part of it. 
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The second part is once these are defined, we have something called ATAMotion™ which takes the outputs of ATAVision™, which I was describing earlier, 
and allows you to move the infrastructure while it's completely online to the target state. This is significant, because clients tend to not want to have 
disruption, or as little disruption during transformation activities as possible. We just did a migration for one of our clients here, and it's a state client. And 
they were meeting with the counties that were attached to the product, the software product, and the counties came up to the state guys and said, "Look, 
we want to do this migration; however, we're concerned with downtime. We do not need a disruption." And at the end of the meeting the state executive 
said, "The migration already happened, and there was obviously no disruption since you didn't know." So, that's kind of the power around enterprise 
transformation principles of zero down time or no down time, and that this client was completely migrated and cut over, and their biggest concern was 
downtime and it happened without them even knowing. So, that's the kind of power that is available with this transformation suite that we've put together. 
 
David Linthicum: 
So, I'm going to migrate say 1,000 applications to AWS and Google, you know, and whatever the public cloud provider going forward, and I'm going to 
leverage your tool to assist me in that migration. Is it really kind of assisting me in sizing the target migration, assisting me in what's going on today with my 
existing legacy stuff, so I can have the target migration? Is there any kind of migration effort that's automated via the tool? Where does it fit?  
 
Charles Wright: 
From a fit perspective, we primarily play in the infrastructure as a service from a lift and shift kind of execution. However, ATAVision actually works across 
all implementations. So, if you decide you want to refactor – you want to lift and shift, or lift and shift and tinker, which is kind of like changing some of the 
attributes after you get to cloud, we can help you determine the path with an ATAVision discovery. So, ATAVision will look at, as I said, all the dependencies, 
even identify legacy hardware where legacy equipment that – or legacy drivers, right, that won't work in cloud, right. So, there are certain applications, 
certain virtual machine instances that have capabilities but don't fit in a future state. So, immediately we can put those in kind of a refactor track, as 
opposed to lift and shift, because there's not a destination that can house those apps. Or maybe, there's an opportunity to leverage microservices with the 
application going forward, right, and it's kind of a service or service-architecture approach. So, ATAVision will take all of that and give you guys a really head 
start on what you focus on, what's going to go through a normal lift and shift with ATAMotion, what's going to be refactored and rebuilt. 
 
David Linthicum: 
So, what's the value proposition? So, if I'm buying your software, I'm leveraging your software through Deloitte, what value can you kind of guarantee is 
delivered and what value is something that's a bit of a stretch? And what value should the client be looking for in terms of valuing the utilization and 
implementation of your technology? 
 
Charles Wright: 
Yeah, one of the great value propositions that I always talk about is repeatability, risk aversion.  Mostly we'll say 50 percent of clients don't know what they 
have, or they pretend to know what they have, but they wouldn't base their career on it right, because CMDBs tend to be inaccurate and many times are 
not very well kept. So, from an ATAVision perspective, one of the biggest values – we will let you know what you – we will give you the truth, right? What 
do you really have currently? And then that's a starting point on where you need to go. So, our first value proposition we always talk about is the unknown, 
right? So, ATAVision will bring that picture into focus. The second thing is once you decide whether you want to do migrations, if it's going to be rebuilding 
or lift and shift, from a lift and shift perspective we have more targets supported than any other cloud technology migration in the marketplace. So, if your 
client had on premise datacenters, if they had private cloud let's say, CenturyLink or some other legacy, you know, (Inaudible) cloud, you know, VMware 
based cloud, and then you have all the big three – you have complete autonomy to migrate to any of these platforms using ATADATA. So, it removes your 
vendor lock. It allows your vendor selection process to be comprehensive. And then you can execute to any of these destinations. So, for a value 
proposition it's kind of like a Swiss army knife in that you don't have to have education on eight different technology platforms for lifting or shift or 
migration, but you have one central interface that manages the entire process. 
 
David Linthicum: 
So, where are you guys going moving forward? You're part of a large consulting company. It looks like you're still running the thing like a startup. And, so, 
do you have a roadmap? Do you have some sort of a product vision in terms of how you're going to take this technology to the next level?  
 
Charles Wright: 
Yeah, absolutely. We're looking at different environments and different outcomes. So, a couple things that we're looking at doing that we already have 
implemented is containerized discovery. So, we can actually run discoveries across all infrastructure, whether it's containerized applications, whether 
they're virtual machines. We could actually have an entire visibility of your app stack across all that – all those infrastructures, that's significant, while also 
working with a module called ATATransform™ where we'll be converting virtual machines, running traditional VMs into containerized microservice 
applications. So, we're already doing some work in that space to expedite conversions of applications from regular VM-based to microservices. We're also 
currently launching our database-as-a-service conversion where we're taking on premise Oracle and migrating it to RDS running Aurora with post 
(Inaudible) backend. So, we're converting Oracle databases to the Aurora service on Amazon through automation. We're also taking on premise Oracle and 
converting it to autonomous on Oracle (inaudible) cloud. Those are some of our major initiatives that we feel is going to provide some differentiation from 
a traditional VMware lift and shift by working on our capabilities to transforming applications to microservices and of course leveraging services on the 
Amazon cloud and the OCI cloud or Oracle. 
 
David Linthicum: 
So, ultimately where should the listeners go to learn more about your product? So where are those resources out there we can find? 
 
Charles Wright: 
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Well, you can go to the Deloitte homepage and there's a link to the ATADATA product suite as a product offering that Deloitte has. There's a lot of 
information there. If you're internal to Deloitte you can reach out to myself, and my partner Ian Easton, and the leadership team here and we will be more 
than happy to provide any documentation, video training. We recently actually launched the first ATADATA certification, and we have a significant amount 
of practitioners in the Deloitte ecosystem that have been certified as ATADATA professionals. So, that's another significant milestone that I didn't mention, 
but it talks about how we're moving towards a verifiable expertise in using the ATADATA platform. So, you can definitely get to it from Deloitte, but there's 
a lot of certified practitioners also that you can network with inside the firm. 
 
David Linthicum: 
Yeah, and who should they reach out to if they want to get a demo directly, or communicate with somebody about interest in the product? 
 
Charles Wright: 
Well, absolutely get – we have a gentleman, Larry Lopez – that's LarryLopez@deloitte.com, and he'd be more than happy to set up demos and 
demonstrations and work with you on proof of concepts to enable the Deloitte Consulting team to continue to push and adopt this automation suite. 
 
David Linthicum: 
Yeah, Charles, this is very interesting. I'm interested in learning more and maybe you'll find me in one of your certification programs. So, anyway, thank you 
very much for listening to this episode of On Cloud. If you want to learn more about topics like the one we discussed with Charles Wright please pick up a 
copy of my book, Cloud Computing and SOA Convergence. Also, please make sure to follow me on Twitter at @DavidLinthicum, L-I-N-T-H-I-C-U-M, as well as 
LinkedIn. I have several cloud computing courses on LinkedIn Learning as well. Charles, do you have a Twitter account? Can we follow you on LinkedIn? 
 
Charles Wright: 
Yeah, please look for me on LinkedIn at linkedin.com/in/charlestatadata. So, you can find my bio there. 
  
David Linthicum: 
Yeah, look up Charles. He's one of the smartest guys out there. Also thank you and we hope you come back and learn more next week. You guys take care. 
We'll talk to you in a week's time. Bye-bye. 
 
Operator: 
Thank you for listening to On Cloud for Cloud Professionals with David Linthicum. Connect with David on Twitter and  LinkedIn and visit the Deloitte 
On Cloud blog at www.deloitte.com/us/deloitte-on-cloud-blog. Be sure to rate and review the show on your favorite podcast app. 
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