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When you measure competitive differentiation in
milliseconds, connectivity is a key component for any
financial services company's data center strategy. In
planning the move of its primary data center, a large
international futures and commodities trading company
needed to find a provider that could deliver the high
capacity connectivity it required.

The Client:

Based in the southeastern United States, this financial services client specializes in regulated futures
exchanges and over-the-counter markets, including currency contracts, energy, equity indices, and agricul-
ture. The organization leverages a trading model based on the use of advanced and intricate algorithms in

order to complete billions of trades each year.




The Challenge:

This client sought a solution that
would allow it to migrate its primary
data center content to Chicago, a
leading hub of activity in the futures
and commodities trading marketplace.
During the transition, the company
wanted to be able to take advantage of
millisecond trade processing declines,
and to pass these benefits on to its

own clients.

In order to address these needs,

the data center partner had to be

able to provide adequate space for
the client's initial expansion, as well

as the necessary power resources

to support its high-density server
structure. The data center partner also
needed to provide a range of vendor-
neutral connectivity options which
would provide the foundation for the

company’s various client demands.

The Solution:

The client selected Digital Realty’s
facility at 350 E. Cermak in downtown
Chicago for its new data center. It ini-

tially took 4,000 sq ft of space and 300

Although Digital
Realty’s ability

to meet the space and
power requirements
were key to the

client’s final decision,

an even more important

consideration was the
facility's 30-plus

fiber providers that met
the client’'s connectivity
requirements,
providing it with

the competitive edge

it sought.

kW of IT load, which was quickly expanded to 10,000 sq ft with 1,500 kW of IT load. Although Digital Real-

ty's ability to meet the space and power requirements were key to the client’s final decision, an even more

important consideration was the facility’s 30-plus fiber providers that met the client’'s connectivity require-

ments, providing it with the competitive edge it sought.
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Summary:

|n plannlng the move Today's financial services organizations
measure their success in milliseconds. These
Of |tS pnmary data Center, d clients understand that a data center is not

|arge |nternat|0na| fUtUI’ES just a tt-echnical investment, but view it a-s a
strategic platform for success. Key to this
and CommOdltleS tradlng success is working with a trusted partner that

supports your ongoing space, power, and con-

Compa ny needed to flnd nectivity requirements to give your business

a prov|der that Could the strategic advantage it needs to compete
. . . in today’s millisecond environment.

deliver the high capacity

connectivity it required.



During the transition, the company wanted to
be able to take advantage of mllltsecond trade

processmg declines, and to pass’these
its own clients.

About Digital Realty SALES

T +1877 378 3282

Digital Realty Trust, Inc. supports the data E. sales@digitaltealtycom

center and colocation strategies of more than
1,000 firms across its secure, network-rich
portfolio of data centers located throughout
North America, Europe, Asia and Australia.
Digital Realty’s clients include domestic and
international companies of all sizes, ranging
from financial services, cloud and information
technology services, to manufacturing, energy,

gaming, life sciences and consumer products.

www.digitalrealty.com

DIGITAL REALTY
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