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Key Results
• ServerCentral has been able to deliver cloud infrastructure to more customers 

from around the country and the world. 
• Digital Realty’s collaborative partnership with ServerCentral has allowed the 

company to build out the solution its customers need. 
• The scalability of the data center has successfully accommodated ServerCentral’s 

continued growth, driving revenue for the company. 

About ServerCentral 
ServerCentral (servercentral.com) is a managed IT infrastructure solutions provider. 
Since 2000, leading technology, finance, healthcare and e-commerce firms have 
put their trust in ServerCentral to design and manage their mission-critical 
infrastructures. With data centers in North America, Europe and Asia, ServerCentral 
works with customers in a variety of industries to develop the right solutions for their 
businesses. Whether it is colocation, managed services, Infrastructure-as-a-Service 
(IaaS) or cloud, ServerCentral designs the optimal solution for each client.

The Challenge 
As new tools and audiences transformed the Internet in the late 2000s, businesses 
were faced with a sharp uptick in demand for cloud services and hosted applications. 
To seize those opportunities, they needed an infrastructure that could support their 
technology needs. 

Many companies began accelerating their migration from privately hosted data 
centers to professionally managed data centers. Those organizations understood that 

Our customers understand this 
particular building is one of the  
best facilities for their needs. 

Bill Lowry, VP, Products, ServerCentral
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it was oftentimes more expensive and labor intensive to build 
and manage their own data centers, and instead opted to lease 
facilities owned and operated by service providers. 

ServerCentral was able to help its clients navigate this seismic 
shift. Spurred by market growth and customer demand, the 
company reached an inflection point that caused its executives 
to begin exploring a partnership with a wholesale data center 
provider in the Chicago area (ServerCentral’s headquarters).

Most importantly, ServerCentral wanted a partner who 
understood their business needs and was willing to become 
highly invested in the company. “It was important for us to 
partner with someone who understood where we were going 
and believed in what we were doing,” said Bill Lowry, vice 
president, products, ServerCentral. “We wanted someone who 
said, ‘We want to be a part of this’, and to create a partnership 
that would be significant and beneficial to both organizations.”

The Solution
ServerCentral found what it was looking for in Digital Realty’s 
data center in the Chicago suburb of Elk Grove Village. Digital 
Realty’s Elk Grove facility provides ServerCentral with flexibility, 
control, customization and connectivity.

When ServerCentral first started working with Digital Realty 
in 2008, the company was leasing more than 9,000 square 
feet of data center space and 1.3 megawatts. Since then, 
ServerCentral has steadily expanded its capacity with Digital 
Realty, adding space and power to keep pace with customer 
demand. Today, ServerCentral has about 25 people working in 
Digital Realty’s facility, including trained and certified system 
administrators, infrastructure managers, customer service 
representatives and more. With staff onsite 24-hours a day, 
ServerCentral can offer a continuous “smart hands” presence  
in the data center, ready to help customers within minutes.

“Digital Realty has always been great about allowing us to start 
small and scale over time,” Lowry explained. “They’re a partner 
that provides us with the flexibility to ramp up as necessary.”

The key word here is partner. “When Digital Realty makes 
investments, we feel they’re our investments as well,” Lowry 
continued. “We consider ourselves a part owner in the data 
center. That shows a level of partnership and commitment  
we have not found anywhere else.”

Digital Realty also provides ServerCentral with a significant 
amount of control and autonomy, allowing the company to 
optimize the facility and manage resources most efficiently 
and effectively to better serve its customers. For example, 
the Digital Realty design allowed ServerCentral to customize 

Servercentral’s  
Data Center Criteria:

Performance  
The data center needed superior 
uptime characteristics capable of 
providing 100% reliability for power, 
cooling and network connectivity 
— important factors for companies 
looking to house their mission-critical 
applications and data. 

Scalability  
The data center needed to be 
easily adaptable to accommodate 
ServerCentral’s growth in both the 
short- and long-term, and the data 
center owner needed to be willing to 
collaborate with ServerCentral on the 
company’s growth needs.

Proximity  
The center needed to be near major 
transportation hubs, such as Chicago 
O’Hare International Airport, making 
it easy for those who have traveled 
from afar to get to the facility.

its communications network, including provisioning dark 
fiber between a local carrier hotel and Digital Realty’s facility. 
This design gives ServerCentral’s customers the benefits of 
a “carrier hotel” — high-speed, high-density connectivity to 
hundreds of access points across the world — with the power 
redundancy, flexible space and lower costs of space found in 
modern data centers.
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Digital Realty has always been 
great about allowing us to start 
small and scale over time.

Bill Lowry, Vice President 
Products, ServerCentral

The Results
Digital Realty’s data center has helped ServerCentral grow its customer base by 
attracting companies far beyond the greater Chicagoland area. The quality of the 
facility has helped ServerCentral acquire customers in a vast array of industries from 
all around the globe. These companies are using ServerCentral for a wide variety 
of services, including disaster recovery, enterprise cloud, managed services, global 
connectivity and more. “We’ve been able to find customers not only interested in 
colocation, but also in colocation in this geography,” Lowry said. “They understand 
this particular building is one of the best facilities for their needs.”

Further, the partnership with Digital Realty has helped ServerCentral grow its bottom 
line. As Lowry elaborated, “Our relationship with Digital Realty has really been a 
revenue growth enabler. We’ve been able to grow revenue substantially, and our 
ability to scale and grow with Digital Realty has exceeded our growth expectations.”

ServerCentral believes that colocation facilities will remain critical for years to 
come as companies continue to seek facilities to house applications with varying 
requirements. Most customers rely on hybrid deployments that require a mixture 
of public and private clouds and managed services. ServerCentral believes that the 
need for data center facilities will continue to grow, with many companies requiring a 
colocation component as part of their overall IT strategy. In fact, ServerCentral is now 
looking to expand its relationship with Digital Realty through a second site with, as 
Lowry described, “the same level of partnership and industry-leading infrastructure.”
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ABOUT
Digital Realty supports the data center and 
colocation strategies of 2,300+ firms across 
its secure, network-rich portfolio of data 
centers located throughout North  
America, Europe, Asia and Australia.  
Digital Realty is uniquely positioned to 
deliver interconnectivity with a complete
range of solutions on a global scale. Our 
customers trust the Digital Realty team 
to combine unparalleled collaboration, 
network-dense interconnection and real 
estate acumen to realize the unique power 
of community - from one rack to hyperscale 
- across the globe.

FOR LEASING INFORMATION
For a tour of our facility, complementary 
IT infrastructure consultation or sales 
information, call or email us at:

SALES
P  (877) 378 3282
E  sales@digitalrealty.com
 

For more information,  
visit www.digitalrealty.com


