Subject: Win Wire: The Jockey Club Technology Group and Mission
AMAZON.COM CONFIDENTIAL
[image: ]      [image: ]
Customer: The Jockey Club Technology Group
Geography: SMB-Central
Industry: Information Technology
Multi-year: No
Competitive: Yes
Reference Status: Not a public reference
Use Case: Migration & modernization
AWS Categories and Services: AWS Control Tower, AWS Transit Gateway, AWS Network Firewall
Partner Competency: Migration
PS Sum: $1,042,450
Est. ARR: $550k

Customer Profile
The Jockey Club Technology Group (TJCTG) provides technology solutions that encompass software development, technology consulting, and hosting and managed services to address organizations' complex business needs. TJCTS serves The Jockey Club companies, the Thoroughbred industry as a whole, and other clients by collecting and managing data that is truly the source of truth for the entire Thoroughbred industry.

The Opportunity/Challenge
TJCTS was operating an on-premises data center containing approximately 25 VMware host servers and 600 VMs, with databases spanning Sybase (in place for 29 years), MS SQL, and MySQL maintained by three full-time DBAs. The organization needed to considerably shrink its overall infrastructure footprint, move away from managing data centers, and modernize its legacy stack through further AWS adoption. Modernizing away from Sybase into AWS-native offerings was priority #1, as access to and innovation with data becomes increasingly crucial for the customer. The migration required not only modernizing the data store with more modern database engine types like SQL Server but also optimizing processes from data collection to data distribution.

The Solution
Mission partnered with TJCTS to deliver a comprehensive MAP Mobilize phase encompassing landing zone establishment, network architecture design, database migration, and application workload migration. The solution includes:
· AWS Landing Zone: Deployment of AWS Control Tower for multi-account management, enrollment of up to 25 existing accounts, provisioning of up to 15 new workload accounts, implementation of security controls and AWS Config conformance packs, and integration with on-premises Active Directory via IAM Identity Center
· Network Architecture: Hub-and-spoke network topology built around Transit Gateway with centralized internet egress through shared NAT Gateways, outbound inspection using AWS Network Firewall, ingress protection using AWS WAF, and site-to-site VPNs for hybrid connectivity
· Infrastructure as Code: Establishment of Terraform repositories and CI/CD pipelines in Customer's GitLab environment for automated, repeatable deployments
· Database Migration: Migration of Sybase databases (23,625 total objects including 11,051 procedures, 2,353 tables, 2,308 views, and 3,321 triggers) to SQL Server using AWS DMS and SSMA, with three migration iterations including testing and performance tuning
· Application Migration: Migration of InCompass, Industry, TJCTS, TJCIS, and TJC application workloads using AWS Application Migration Service, with NAS share replication via AWS DataSync to Amazon FSx
· Disaster Recovery: Configuration of AWS Backup with cross-region replication and AWS Elastic Disaster Recovery setup for failover capabilities
How We Won
TJCTS began working with Mission last year to assess their migration and modernization strategy for their on-premises data center. After evaluating several AWS partners, TJCTS selected Mission based on our deep expertise in complex legacy system migrations and our white glove pre-sales approach.

Mission's agility and customer-centric approach proved critical in winning this deal. For a customer migrating a 29-year-old Sybase system, we reworked the Statement of Work approximately five times before arriving at the final contract. This iterative process built trust that Mission had both the technical capability and flexibility to provide guidance matching the speed and evolving needs of TJCTS. 

Executive engagement proved critical. We invested in relationship building through an on-site visit in NYC at a Knicks vs. Cavs game in February and dedicated time from Mission President Ted Stuart and CTO Jonathan LaCour with TJCTS leadership at AWS re:Invent. We maintained consistent communication throughout the sales cycle, including during team transitions. AWS executive sponsorship from Ray Thomas supporting Pete Chatz and the Mission team ensured strong alignment and access to necessary AWS resources.

Our differentiation ultimately came through three factors: our proven expertise in complex legacy database migrations backed by industry-specific case studies and references, our comprehensive bench of specialized resources (now also powered by the CDW engine), and our white glove pre-sales approach that proved we were a committed partner invested in long-term success rather than just another vendor pursuing a transaction.

Account Team 
Michela Vanjo, Sr. Account Executive, Mission

Special Thanks 
Thanks to Pete Chatz, Senior Account Executive, AWS
Kristine Azis, Partner Sales Manager, AWS
Ray Thomas, Sr. Sales Manager, AWS
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