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NonStop Community Feature
As we come to the end of 2025, we are dedicating this fourth and last quarterly newsletter of the year to Nonstop 
communities. We continue to read a lot about partner ecosystems but for many Nonstop vendors, simply adding a 
logo onto their website’s partner page, is about the only reference to an ecosystem you will find. For NTI with the 
specialist skillset it has in data replication, seeking out Nonstop vendors who can deliver solutions on the periphery of 
the DRNet ® product portfolio, has enabled NTI to expand its Nonstop systems footprint. Addressing key areas of data 
movement including the opportunities to modernize and to migrate, NTI is demonstrating how partner ecosystems can 
deliver much more than a logo.

In the Fall 2025 issue of our Quarterly Newsletter, we quoted Neil Davis, HPE Global Sales Director, HPE Nonstop 
Compute, that in part, highlighted just how the “Choice of partners who understand this and build this in from 
the start, from design to implementation, drives simplification benefits, higher availability and lower 
costs …” continues to resonate within NTI. While not directed at NTI, the sentiment is universally acknowledged 
within the Nonstop vendor community.

What’s changing? What might be the catalyst for Nonstop vendors to partner with those in adjacent markets? Is it the 
arrival of virtual Nonstop (vNS) or the interest in cloud computing? Or perhaps it is the growing interest in AI. in 
particular Agentic AI, following the update by HPE CEO, Antonio Neri at HPE Discover 2025 (Las Vegas). For the 
Nonstop community, it appears that all of these areas of interest are creating an environment for in-depth discussions 
taking place between Nonstop customers and vendors.

It was timely then when Salesforce CEO, Marc Benioff, addressed the audience that attended the Dreamforce 2025 
event speaking of how, formerly the biggest advocate for all things cloud, stopped using the term entirely. Apparently, 
during a number of customer focus group meetings, Salesforce customers delivered an uncomfortable truth:

According to those present at this event, as was later covered in an industry publication, Business Insider, “That’s 
not marketing polish. That’s a platform pivot.” The mere mention of a platform pivot was not lost on NTI as the 
driving force behind expansion of their partner ecosystem can be attributed to a desire to leverage Change Data 
Capture (CDC), broadening its application to where a data streaming platform emerged. As for Marc Benioff he more 
recently posted of how he might rename the company 'Agentforce'!

A large Europe based financial institution that 
uses ACI Worldwide’s BASE24 to authorize ATM 
acquired transactions and processes all debit 
card transactions regardless of the channel.

The bank evaluated other replication solutions 
and the bank made the decision to implement 
DRNet ®/Core with an Active/Active configuration 
featuring the DRNet ® Active/Active support for 
continuous availability of the HPE Nonstop 
BASE24 transaction processing system. 

Given the theme of “The Keys” and 
Margaritaville, together with a reflection 

on Houston’s cowboy heritage, the 
gathering of the community gave rise to 

many memorable celebrations!

I dropped the word cloud totally. Customers don’t talk about cloud 
anymore. They want to talk about their agentic interface.“

NTI adds substance to its new company-wide tag line:

“We move the data that moves your business.”

From Sales Leadership (Cody Newton)

The NTI Customer Voice:

NTI Product Portfolio:

Messaging is an important element of any marketing endeavor. A succinct way to establish your credentials. Clearly 
stated strategies supported by product roadmaps that deliver timely responses across an ever-changing IT landscape 
is key to prospering as a business. At NTI, we have now celebrated forty years of providing data focused solutions and 
our focus on data has allowed us to pivot more than once. The latest instance is where NTI has stepped up and is 
embracing support of a data streaming platform based on CDC in combination with Infrasoft’s uLinga product that has 
delivered DRNet ®/Kafka, powered by uLinga Kafka.

NTI has simplified the manner whereby Nonstop customers can deliver data to AI / ML and where this is done using 
industry standards. NTI is delivering “simplification benefits, higher availability and (all for) lower costs.” Effectively, 
with our partner ecosystem, NTI is delivering on the promise of working with existing Nonstop partners to better 
address market needs in adjacent application market segments. Agentic AI may be the big item of the day and with 
NTI, Nonstop customers can safely take their first baby-steps towards successful integration of Nonstop transactions 
with the world of AI. 
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DRNet ®/Unified for GoldenGate Conversion
Timely Migrations to the DRNet®/Unified Product Suite

DRNet ®/Kafka
Powered by uLinga

DRNet ®/Gateway
Powered by uLinga

DRNet ®/Unified for HPE Customers
Making Data Available everywhere

DRNet ®/Core
Business Continuity through Data Replication

DRNet ®/Vision
Business Insights from AI/ML and Analytics

DRNet ®/Open
Business Cooperation Presenting Opportunities

DRNet ®/FileSync
Applications and Non-Database Replication

DRNet ®/XPbr
Data Block Modification Archival Solution

DRNet ®/XPcr
Rapid Data Validation and Correction



Making News
It is not surprising to make references to this Holiday time of year. The calendar may reflect the winding down of 
2025 with the commencement of 2026 looming large. However, that ignores the sense of camaraderie that is on full 
display at most Nonstop community gatherings and NTI is proving no exception. Year close-out of business is always 
a time to celebrate and 2025 was not short of highlights. For the Nonstop community at large, the two major events 
of the year – E-BITUG 2025 (Dublin) and Nonstop Technology & Business Conference 2025 (Houston) – are still fresh 
in our memories. Did you see the prominent role NTI played with their sponsorship of both events?

When it comes to the 2% Club, we are pleased with how this is being viewed by those who used these major events 
to approach us to hear more about the program. The 2% Club is a celebration of all those Nonstop customers who 
are new to NTI as well as those with long-standing working relationships with NTI. The point is that it is a recognition 
that with each year, NTI adds new customers who may not be aware of all that our company offers just as it adds new 
features for existing customers. This blend is what NTI has come to recognize as its core benefactors of all the hard 
work that occurs throughout the year. 

Perhaps more obvious to the Nonstop community is the realization that NTI’s budding partner ecosystem – first 
introduced at Nonstop TBC 22 (Burlingame) – is bearing fruit. Yes, the choice of partners is very much at the forefront 
of the decision making behind approaching Nonstop vendors. What started with TANDsoft and now includes Infrasoft 
is a testament to how much cooperation between Nonstop vendors exists today. However, it’s not just Nonstop 
vendors who participate but increasingly, it is hard to ignore the contribution being made by NTI customers. It is part 
of the process of gathering new product / new feature requirements and this aspect of the NTI partner ecosystem is 
bearing as much fruit from customer participation as is coming from vendor participation. 

What is driving the need to be celebrating the 2% Club is being fueled not just by the introduction of new products but 
the addition of new customers. Following in the footsteps of those who have gone live with our DRNet ®/Kafka, 
powered by Infrasoft uLinga is the more recent success of DRNet ®/Gateway, powered by Infrasoft uLinga. The 
traditional elements of DRNet ® designed to facilitate data replication in support of business continuity has laid the 
ground work for new migration and modernization initiatives within the Nonstop customer base. 

What we saw with the first deployment of DRNet ®/Gateway at the site  of one of our AP/J 
Customers, already using DRNet ® gave the customers the means  to provide TLS protection of 
TCP/IP connections to Visa, given the application,  provided by a third party, did not include such 
mandated security support.

-- Cody Newton, NTI CEO.

“
DRNet ®/Gateway will play a bigger role in assisting modernization as is now necessary as 
Nonstop customers face the challenges being encountered today with the need to access 
enterprise-wide  analytics, AI and ML.

DRNet ®Gateway bridges legacy and modern systems in ways few other Nonstop vendors can 
provide
-- Andrew Price, Infrasoft Director, Business Operations.

“

  

Expect to read more about the growth of the 2% Club during the 2026 major event cycle – and yes, look for further 
updates in the next issue of the 2% Club Advocate.

Spring Quater 2025 Newsletter

When field and development interact! 
NTI Celebration, December 2025

Advocacy: Your opportunity to connect with NTI on any topic of importance to you can begin 
with following this link: 
https://www.nonstopinsider.com/contact/

 

2% Club Advocate
Your Passport to NTI’s Loyalty Program and NonStop Modernization
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Upcoming Events:

Nonstop Technology & Business Conference 2026
Orlando Florida
September 14 – 17, 2026

Nonstop GTUG
Munich Germany
April 14 – 16, 2026

Highlights:

Check out the published October 2025 
issue NonStop Insider for the NTI 
article.

Look to for the joint NTI – Infrasoft 
article .

Also look too for The Connection issue 
of November, 2025 for further NTI 
insights as the company looks back 
at 2025.

Network Technologies International, Inc.

635 Park Meadow Road, Suite 209, 
Westerville, Ohio 43081-2877,
United States of America  

Tel +1 (614) 794 6000
sales@network-tech.com
www.network-tech.com

The NTI team welcomes all opportunities to discuss how best to move your data!

https://www.nonstopinsider.com/contact/
https://www.nonstopinsider.com/for-nti-it-is-all-about-mms-migration-and-modernization/
https://www.nonstopinsider.com/nti-and-infrasoft-making-the-partner-ecosystem-work/
https://connect2nonstop.com/for-nti-looking-back-has-always-been-an-option-but-what-lies-ahead-is-more-important/

