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Change is inevitable so expect change their companies".
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But you still must ask yourself:
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Rob Livingstoneis a respectedand experiencedClO, with more
vendors, especially if they provide
than three decadesof industryand ICT experience.Overthe last
mission-criticalserviceson which your
16 years,he has hel dthe C IOrol eat severalmul ti nati onal mos
s, r
businessdependson?
recentlyRrcoh.He is the ownerof Rob Livtngstone
Advisoryano
Here are a few pointers to help
a fellowof Universityof Technology,
Sydney.Robdeliversthe
prevent your organisation from falling
PathwaysAdvancedand BusjnessICT Leadershipprogramsin
into your cloud vendor'ssuccessrrao.
conj uncti on
w i th the C IO E xecutj ve
C ounci l .

r:ri::

;i:;-iiil1ji1x"".i-i!.:ir?i",niill.i.,:."$i+.i
-ri:r:

ci o.com.au 17

