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innovation

Arahe on the right track
nv Karamiit singh

nlike those who had
alwaysdreamedofbe-
cromingongEricSeeTo
is a reluctarrt entrepre-
neur.

"But someone had
to pay the salaries and continue the
proiects I sold while at my previ-
ous company Nexus Eilger" says
the 37-year-old, who ioined Nerms
Edge, a once promising software
company in 2OO3. Unfortunate-
ly, because of differences among
the shareholders,
Nexusudgeclosed See-Tosays
shop in zoos.tak- Anhescorcd
ingtheplungewith acoupwhen
what he felt was a it landed
promisingtechnol- oneofthe
ogy,see-Tobought laryestsystem
the IP (intellectu- integntorsin
al property) from Chinatopush
Nexus ndge and theirproducts
launched Arahe
Sdn Bhd the sameyear.

the gamble paid off. Today,See-
To, CEO ofArahe, adrnowledges that
the enterprise software company is
in an enviable position as most of
its business comes from customer
referrals*Any business would love to
be in such a position,especially in
the orment economic environment
when companies are constantly
looking forways to cut slack from
their organisations, while aiming
to maximise the value they offer
customers.

For this MSC-status compan)t
maximising vdue for customers
stands at the core of its mission
statement. "U/e are driven to help
crrstomers rtrrr theirbusiness faster,
better and smarter by advancing
ideas and techrtologies that work
forthemr" says See-To.

Customers recognise this. For
instance, on the morning of this in-
terview, See-To opened up his Inbox
to see an order of Rlvfl+o,ooo from a
listed education group whose new
head of IT was a previous user of
Arahe's software.

Arahe,which is an amalgama-
tion of the Bahasa Malaysiaword
"Arah" or direction and "e" which
stands for electronic, aims its value

proposition at the virhral space that
.comparries occrrpy. Specifically, it fo-
cuses ontwo keyaspects of a com-
pany's online presence, ttre website
and applications that nrn overthe
Internet. It goes without saying that
wittr more business moving to the
virtualworld,speedof access is an
anchor component that defines a
user's experience.

This is where Arahe's patent-pro-
tected sofhnrare comes in. Specifi-
cally, it increases performance and
scalability(the ability to offer more
services should demand suddenly
increase, as in when a website sud-
denlyhas a spike in traffic) of exist-
ingwebsites andweb-based applica-
tionsbybetrnreentwo and ro times
faster by using its flagship products
SiteCelerate and NetCelerate.

The companyhas alsowon the
MSCApicta award inMalaysia and
went on to represent the country at
the Asia-Pacific ICIAwards in ZOO8
held in Jakarta,where it received
merit recognition in the category
for Best of Tools & Infrastmcture,
with its SiteCelerate, a web accel-
erationsystem.

Its other focus areas are in derrcl-
oping and providing orstom appli-
cations and solutions based on nidr

IntemetApplications pladorrns and
Java 2 Enterprise Edition (JzEE) tectr-
noloryusing the Service Oriented
Architecture (SOA) principles.

A third focus area is on imple-
menting cost-effective and efficient
content management systems for
enterprises to securely create,locate
and present all forrns of content and
media to audiences.

fts blue-chip customer base at-
tests to the success of its products.
Among its clients are DHLwhich
uses the softurare int44 countries,
Media Prima, T\rne Money, DiGi,
Horrg Iffnt Bank nhd$mBarrk Bhd,
Maybank rhd,Rls Bhd,taylors Uni-
versity College and many others.

eskedwhat innovation means to
him,see-To says it is simplyabout
listening to your customers and
meeting their needs while reduc-
ing costs and increasing their ca-
pabilities to serve their oum set of
customers.

With a strong customer base,
increased adoption of nich Inter-
net Applications and growing sales,
billings in January have already
hit 75olo of zoog's tally,anderahe is
aiming big. See-To feels thby have
the abilityto become a mini-IBM
ormini-Cisco.

For See-To, the key mission this
year is to ramp up sales - not al-
together *rrprising as Arahe has
begun the process of an eventual
listing on theACE Market and needs
to show the numbers.As a result,
Arahe is looking for distributors in
Indonesia,Malalnia and Hong l6ng.
It scored what See-To considers a
coup in China recentlywhen they
landed the largest systemintegra-
tion (SI) company in China as their
distributor.

What is significant about this
deal is that the SI approached them,
having heard from Arahe's Chinese
customers about its products. "It

is significant too that this SI spent
three million renminbi to estab-
lish a specific department iust to
push sales of our sofhuare," See-To
points out.He is coywhen asked to
name the SI, preferring to wait un-
til the official signing ceremonyto
be held soon.

Arahe's journey has been a chal-
lenging one,and more challenges
lie atread as See-To seeks to lead the
company tornard becoming a listed
entitywith many shareholders to
answer to. For a reluctant entrepre-
neur,the ride is about to get more
interesting. tr


