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MAKE A MILLION
IN 2016 WITH BULLSEYE

WE’LL SHOW YOU EXACTLY HOW...
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Sell More Cable  
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It’s true, for 27 years, Channel Partners just like you 
have trusted Telegration to make selling easy.

The best providers nationwide.
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laptop. So stop. Let our team of experts help you 
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We make cable easy. If you need cable without the 
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to work for you.

Call us today!
1-800-835-4786
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sure, it sounds crazy. after all, cloud computing is arguably just really getting 
going in terms of acceptance and adoption. Heck, we haven’t even reached the 
actual end of legacy phone service, despite VoIP’s promise to displace it for nearly 
20 years. Even so, Peter levine of andreessen Horowitz makes the case that we 
must undergo, if we’re not already undergoing, a return to the edge and distributed 
computing in a type of “back to the future” scenario.

For starters, everything that’s popular in technology always gets replaced, says 
levine. “that’s the opportunity and beauty of the business.” so when considering 
where “the puck will be in the future,” levine paints the now-familiar picture of a 
world where billions of devices and sensors make up the Internet of things. and 
these devices, for the first time, are collecting massive amounts of “real-word”  
data and information.

Keep in mind, we’re not talking about just text, voice and database output here, 
but rather all types of sophisticated endpoint devices collecting massive amounts of 
information on video streams, images, depth perception, temperature, acceleration, 
location and gravity, among other data points. In many cases, the information will 
need to be processed and acted upon in real-time – including the use of machine 
learning to extract the relevance of that data in real-time.

“With the latency of the network and the amount of information for many of these 
systems, there isn’t the time for that information to go back to the central cloud to get 
processed in the same way that a google search gets processed in the cloud right 
now,” levine argues. “and this shift is going to obviate cloud computing as we know it.”

Consider a self-driving vehicle that senses a stop sign, says levine. If data has 
to go back to a data center to decide it’s a stop sign, “the car would blow through the 
stop sign before that data came back from the cloud saying, ‘Hey you need to stop.’”

In many cases, machine learning will be needed to decipher the nuances of the 
real-world information in real time, and the algorithms and applications employing 
machine learning will run at the endpoint, not in the cloud, levine predicts.

In levine’s future, self-driving cars, which already carry impressive amounts  
of processing power, are effectively “a data center on wheels,” he says, “and a drone 
is a data center with wings; and a robot is a data center with arms and leg.” Pull  
together these cars, drones, robots and billions of sensors and devices, and you 
have a massive distributed computing system at the edge of the network.

Not that the cloud goes away. It becomes “the last point of information storage,” 
says levine, where important information still will get stored, as well as where learn-
ing occurs before it is pushed out to the edge, where the most important decisions 
are made. ultimately, it’s a matter of “agility over power,” says levine, where the 
cloud remains the most powerful, but the edge is faster, smarter and more agile.

No, were not going to proclaim: “the cloud is dead.” But levine’s vision certainly 
provides lots to think about moving forward.

the end of cloud computing?
Martin Vilaboy
Editor-in-Chief

martin@bekabusinessmedia.com

Tara Seals
Contributing Editor

tara@bekapublishing.com

Percy Zamora
Art Director

percy@bekabusinessmedia.com

Berge Kaprelian
Group Publisher

berge@bekabusinessmedia.com

Rene Galan
Associate Publisher

rene@bekabusinessmedia.com

Anthony Graffeo
Associate Publisher

anthony@bekabusinessmedia.com

Miki Takeuchi
Marketing & Digital Media

Beka Business  
Media

Berge Kaprelian
President and CEO

Neil Ende
General Counsel

Corporate Headquarters
14700 N Frank Lloyd Wright Boulevard, #157

Scottsdale, AZ 85260 
Voice: 480.503.0770
Fax: 480.503.0990

berge@bekapublishing.com

© 2017 Beka Business Media, All rights reserved.
Reproduction in whole or in any form or medium  

without express written permission of  
Beka Publishing is prohibited.  ChannelVision  

and the ChannelVision logo are trademarks  
of Beka Publishing 

LETTER

6  ChannelVision   |  July - August, 2017

mailto:martin@bekabusinessmedia.com
mailto:tara@bekapublishing.com
mailto:percy@bekabusinessmedia.com
mailto:berge@bekabusinessmedia.com
mailto:rene@bekabusinessmedia.com
mailto:anthony@bekabusinessmedia.com
mailto:berge@bekabusinessmedia.com


Stop By Meeting Room PMR4 
and Meet the Fusion Team www.fusionconnect.com

Tee Up With Fusion’s
Complete Cloud

Going to Channel Partners 
Evolution 

in Austin, TX?

http://www.fusionconnect.com/
http://www.fusionconnect.com/


EMERGENT

 ChannelVision   |  July - August, 20178

Many miles from silicon Valley, a 
River Falls, Wis. company is offering to 
implant chip technology into the hands 
of all its employees. three square Mar-
ket, a provider of break room vending 
machines, expected more than 50 of its 
80-some employees to be voluntarily 
bio-chipped at an office “chip party” held 
in early august.

“We foresee the use of RFID tech-
nology to drive everything from making 
purchases in our office break room 
market, opening doors, use of copy ma-
chines, logging into our office comput-
ers, unlocking phones, sharing business 
cards, storing medical/health informa-
tion, and used as payment at other RFID 
terminals,” said CEO, todd Westby. 
“Eventually, this technology will become 
standardized allowing you to use this as 
your passport, public transit, all purchas-
ing opportunities, etc.” 

three square Market is working 
with swedish company, BioHax Inter-
national, to deliver the new technology, 
which is described as similar to a chip 
on a credit card with no gPs tracking 

ability (at least not yet). the process is 
similar to getting a vaccination with a 
syringe, say representative of BioHax, 
while taking it out is similar to remov-
ing a splinter.

already relatively common are 
microchips implants in pets so they 
can be found if lost, and companies in 
sweden, Belgium and australia have 
been implanting chips into people for 
some time. But this is believed to be 
the first employee-chipping program 
in the u.s. 

Nonetheless, earlier this year, law-
makers in Nevada introduced a bill that 
would make it a felony to require some-
one to be implanted with a chip.

 
dinCloud Unveils  
Customer Service Bot

dinCloud announced the availability of a full-
service virtual robot, dubbed “James,” designed to 
help organizations deliver a better experience to 
employees and customers. the virtual robot runs 
in the cloud, as a service, and requires no coding 
or configuration by customers, said the company.

James is tasked with testing and document-
ing the performance and availability of services 
that are important to an organization. For exam-
ple, it can validate the customer experience on 
an e-commerce site, the payroll calculation pro-
cess in an organization’s ERP software, or other 
critical services. James can test the user experi-
ence 24/7 on systems such as saP, salesforce, 
sage and Microsoft Dynamics. 

Whereas traditional monitoring tools have 
a system-level perspective, dinCloud’s virtual 
robot service sees through the eyes of the 
user, said the company. It also can be rolled 
out in less time than it takes to onboard a new 
employee. All setup, configuration, changes 
and maintenance are performed by dinCloud. 
Customers have a dashboard for reviewing 
performance in real-time and also receive 
alerts via email or text based on thresholds 
that dinCloud helps users establish.

“Often, organizations receive calls from cus-
tomers or employees noting that some process 
is broken. While It generally has monitoring 
tools in place, there is still a gap in knowing, and 
actually seeing, what the user experience is like. 
Even if the software is not ‘down,’ it could still 
impact user productivity,” said ali Din, general 
manager and CMO at dinCloud. “James can 
proactively and precisely point out these issues. 
this way, the help desk isn’t reliant on users  
calling to report the issue, if they even do call.”

Wisconsin Company Employees  
Get Microchipped

64%
Percentage of shoppers who said they 
would rather have instant access to 
quality customer service through AI 
than preserve the jobs of customer 
service reps, according to a survey 
from PwC.

home Sweet homers
According to the latest figures from FlexJobs 
and Global Workplace Analytics, 3.9 million 
U.S. employees, or 2.9 percent of the total 
U.S. workforce, work from home at least half 
of the time, up from 1.8 million in 2005 (a 
115% increase since 2005). The average 
telecommuter is 46 years of age or older, 
has at least a bachelor’s degree, and earns a 
higher median salary than an in-office worker.

Estimated Global loT Device Installed Base

Source: Business Insider

Overall Skills Gap Situation

How important is it to you to have a hybrid 
cloud strategy–incorporating elements of both private 
and public clouds–versus just a public or private cloud one?

How will your hybrid cloud strategy change 
over the next two years?

Source: CompTIA, survey of 600 IT and business executives

Source: Forbes Insights; Cisco; survey of 302 IT executives

Source: Business Insider

Agricultural Companies Are Using Sensors to Collect Data 
for Precision Farming

Estimated Amount of Data Generated by the Average 
Connected Farm

IoT Connected Endpoints

Source: 451 Research

Most North American Enterprises Have Some SD-WAN Plans Brewing

Source: IHS Markit

Source: IHS

5G Upgrade Drivers: Use Cases, per Mobile Service Providers

Source: Qualcomm
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Datacenter Refresh Drivers

Source: 451 Research

What are the drivers of datacenter refresh at your organization?

Aging infrastructure
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 From the Business
Increased Storage

 Requirements
New Workload
 Requirements

Need for Greater
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Increasing Networking/
I/O Requirements
Need for increased 

Automation/Orchestration

Increased Processing
 Requirements
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21%Does your organization gather data or information from any equipment, devices or 
other connected endpoints?

Funding for IoT Initiatives

Source: 451 Research

Please describe how your organization plans to fund its IoT Initiative/projects
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What type of cloud services are you currently using 
and expect to use two years from now?

Source: Forbes Insights; Cisco; survey of 302 IT executives
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Only private cloud and/or using a managed cloud provider
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What percentage of your hybrid cloud infrastructure 
is on-premises versus public cloud?

Source: Cato Networks; survey of 350 IT professionals

What is the primary reason your organization has not yet deployed 
or will not deploy an SD-WAN?

Source: FlexJobs; Global Workplace Analytics
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        MPLS, and Wireless
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 Secure, reliable connectivity

 One consolidated bill
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Connect to over 9.6 million loca�ons in the U.S. and 
450 networks across the globe
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450 networks across the globe

Enterprises Choose Global Capacity's 
Hybrid SD-WAN for:
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Trend Micro to Invest 
$100m in Emerging Tech

trend Micro has created a $100 mil-
lion global venture fund targeting startups 
in emerging technology sectors, such 
as Iot. In addition to capital, portfolio 
startups will gain access to trend Micro’s 
technology and its channel of more than 
28,000 partners.

trend Micro said that working with start-
ups will allow it to unearth insights into new 
business models, market gaps and skill 
shortages. “These learnings will influence 
trend Micro’s cybersecurity solution plan-
ning across the company,” the firm said in 
an announcement. 

Establishing a separate venture capital 
unit also provides trend Micro “additional 
freedom” to explore new areas of technol-
ogy “without disrupting core business re-
sources,” the company said. 

Will AI be ‘Weaponized’?
a full 62% of security experts 

believe that artificial intelligence 
(aI) will be weaponized and 
used for cyberattacks within the 
next 12 months, according to 
a survey by Cylance of infosec 
experts at the recent Black Hat 
usa conference.

“While aI may be the best 
hope for slowing the tide of 
cyberattacks and breaches, 
it may also create more ad-
vanced attacker tactics in the 
short-term,” said a Cylance 
blog post on the survey.

While the majority of those 
surveyed said that they felt there was a high possibility that aI 
would be used offensively, 32% said that there wasn’t a possibil-
ity of that happening, and 6% said they didn’t know. It was not-
ed, however, that the potential use of aI as an offensive weapon 
wouldn’t slow the use of aI as a defensive tool.

EMERGENT

the futuristic dream of the univer-
sal, invisible and always-on Internet 
of things (Iot) is one step closer, 
says Mettel, which recently an-
nounced the first SIM that intelligently 
roams to identify and automatically 
and securely connect to the strongest 
signal globally. Mettel says its Iot 
single sIM ensures the best 
possible connectivity no matter 
the device or location, chang-
ing the game for supply chain 
complexity, retail issues, home 
health care and other industry 
challenges.

leveraging the coverage of 
four major u.s. and 650 world-
wide carriers, Mettel’s single 
sIM offers real-time data on-
session activity that provides a 
current view of product status 
and location on anything from a mo-
bile phone to a jet engine. It also ar-
chives the past 48 hours of sessions 
for reference and analysis. geo-fenc-
ing gives the Mettel Iot single sIM 
the ability to proactively self-report 

when it has entered special zones or 
reached its destination, so businesses 
are making informed decisions with 
always-on mobile tracking, engineer-
ing and analytics.

“the single sIM is but one key part 
of the holistic approach Mettel takes 
to Iot,” said Max silber, vice president 

of mobility and Iot, Mettel. “With al-
ways-on connectivity that isn’t dictated 
by device, carrier or location, this solu-
tion can effectively decrease mobility 
costs for major organizations, increase 
supply chain automation capabilities, 

and bring telehealth connectivity and 
deployment into rapid adoption.”

While Iot single sIM currently 
resides on a hardware chip, it utilizes 
an esIM-ready infrastructure. esIM-
based technology changes the way 
sIM profiles are managed, says Met-
tel. Conceptually, an esIM can host 

multiple profiles and work 
with all form factors, morph-
ing from one type of carrier 
sIM to another, thereby mak-
ing it universal. although the 
esIM has not yet arrived on 
the market, similar capa-
bilities can be realized today 
with the Mettel Iot single 
sIM, says the company. the 
difference is that the esIM’s 
self-contained IMsI identity 
marker allows it to autono-

mously shift forms while Mettel’s 
version boasts unlimited IMsI in the 
cloud, providing Mettel and its cli-
ents with greater control over the Iot 
single sIM’s transformations from 
one carrier network to another.

MetTel Launches Auto-Connecting ‘IoT Single SIM’
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to prepare for the everything-connected 
future, enterprises will turn to savvy chan-
nel partners to connect wireless sensors 
and machine-to-machine (M2M) devices 
via short-range communications such as 
Wi-Fi; that traffic can then be pooled at a 
router and backhauled over fiber or cable. 
and, mobile operators are looking at new 
plays for their wider-range connectivity as 
well as ltE advances.

Indeed, the industrial internet oppor-
tunity is significantly ramping up as the 
smart-everything vision continues to build 
out. the idea is to make use of sensor net-
work arrays to gather intelligence in real-
time, in order to make on-the-fly decisions 
that result in greater efficiencies and better 
outcomes across the board. From there, 

it becomes possible to link horizontally 
connected projects that make up a fabric 
of intelligence. It’s not just smart verticals, 
it’s also smart cities, smart states, smart 
countries and eventually, a smart planet.

according to 2017 stats from Boston 
Consulting group, B2B spending on smart 
technologies, apps and solutions will reach 
$267 billion by 2020, with 50 percent of that 
driven by discrete manufacturing, transpor-
tation and logistics, and utilities. spending 
on the applications is predicted to generate 
$64.1 billion in the same timeframe, while 
analytics will reach $21.4 billion. 

Predictive maintenance, self-optimizing 
production and automated inventory man-
agement are the three top uses cases driv-
ing market growth through 2020, according 

By Tara Seals

Intelligent Transport
With so many new industrial devices and systems 

being connected to the internet, doors are starting 
to open for smart use cases, such as just-in-time 
electric capacity provisioning and automated  

analytics for HD traffic surveillance.

The industrial 
internet to  

write a  
new channel 

chapter



Thrive in Asia, Thrive with Telstra

Power up your
business in China
with Telstra

China’s rise as a global economic powerhouse offers
vast opportunities for businesses globally. Like you, we recognise the
business potential of China – having been active there for almost 30 years.
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EMERGENT

to BCG. The firm found that the 10 
most valuable use cases include 
the ability to use sensors to predict 
when machinery will need to be re-
paired, self-optimizing production, 

automated inventory management, 
remote patient monitoring, smart 
meters, track and trace, connected 
cards, distributed generation and 
storage, fleet management and de-
mand response. 

Networks are shifting to accom-
modate this. For instance, technol-
ogy in transport is shifting from 
legacy systems to scalable laN and 
WlaN IP solutions, and the market 
is starting to see the rise of hard-
ened network components that can 
support the transition to Intelligent 
transportation systems.

scenting this opportunity, alE, 
operating under the alcatel-lucent 
Enterprise brand, recently an-
nounced the appointment of lisa 
simpson as vice president of chan-
nel sales and distribution strategy in 
North america. simpson will be re-
sponsible for driving revenue growth 
in the channel by expanding the 
company’s North american reseller 
and distributor base, and developing 
new opportunities to support part-
ners in key vertical markets, in par-
ticular in education and transport.

“lisa’s appointment reinforces 
our commitment to business growth 
through the channel and support for 
our customers in North america’s 
vertical markets,” said Charles Mat-

thews, senior vice president for 
North america at alE. “In this new 
position, lisa will use her skills and 
experience to grow sustainable reve-
nue for alE through the channel and 

develop a collaborative knowledge-
sharing environment where alE 
and its partners can meet the digital 
transformation needs of customers.”

Mobile Carrier Plays
Not to be outdone, mobile car-

riers are embracing the industrial 
opportunity as well, thanks to new 
standards work in ltE. this too will 
open up new revenue avenues for 
channel partners.

 With rollouts expected to start in 
the late 2017/early 2018 time frame, 
full advanced ltE implementations 

are expected by 2022 in most mar-
kets, with 5g standards starting to 
shake out about then. 

5g, which will encompass 
multiple networks, including ltE, 
small cells, and Wi-Fi and other 
unlicensed spectrum technolo-
gies, will provide 1,000 times the 
current available capacity, with 
links capable of offering a fiber-
like 1gbps throughput. this is a 
dream for supporting the industrial 
internet, but the logistics have a 
long way to go: this vision will 
require 10 times the cell sites that 
exist today, and 10 times the spec-
trum, making for a big expansion 
of operators’ spectral holdings 
in both licensed and unlicensed 
frequencies (and a great deal of 
future regulatory debate). getting 
there will also take at least a 10X 
improvement in spectral efficiency 
thanks to better radio interfaces 
and core networks. 

Suffice it to say that achieving the 
5G vision will require a significant re-
architecting and densification of the 
network as we know it today.

But there’s the next genera-
tion of ltE standards, beginning 
with release 13, that will offer an 
initial path to an entirely new value 

proposition for mobile operators and 
channel partners alike, well ahead 
of 5g becoming a reality.

Estimated Global loT Device Installed Base

Source: Business Insider
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What are the drivers of datacenter refresh at your organization?
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Critically, release 13 modules are 
high-bandwidth, supporting 5Mbps 
uplinks and 10Mbps downlinks. 
they’ll also be affordable, costing 
$5 to $10 per module, which is in 

line with 2g telematics options. they 
also boast a 10-year battery life, 
which makes them highly applicable 
to industrial, automated environ-
ments where sensors are remote or 
difficult to reach for battery changes. 
they are also designed in such a 
way that they will have much better 
in-building penetration.

With all of these improvements, 
it becomes possible to do things 
such as affordably place high-speed 
cellular radios in manufacturing 
plants and factories. With high-

speed data transfer and low latency 
it’s possible to perform real-time 
analytics and decision-making, 
which will make an even longer-
term impact on the industrial sector. 
For instance, it becomes possible 
to affordably support applications 
such as HD video surveillance for 
real-time traffic alerts and remote, 

real-time, long-distance medical 
procedures in rural communities.

against this backdrop, channel 
partners have an opportunity to sell 
the hardware and the connectivity, 
but also value-added services includ-
ing management and bundles around 
the data itself – such as analytics, 
tailored to specific verticals.

at&t is thinking along these 
lines. according to Mobeen Khan, 
associate vice president of industrial 
Iot solutions at at&t Mobility Busi-
ness solutions, at&t sees its own 
value proposition within the industrial 
opportunity as being made up of 
three parts: connectivity, platforms 
and applications. 

“We can’t just offer a cellular-
enabled end device. We can support 
a set of assets connected via satel-
lite, mesh, Wi-Fi and cellular, and we 
need to provide a level of security 
and management across those,” 
Khan said. “We have a multi-network 
strategy – we recognize that we have 
to play with others.”

Khan noted that at&t is looking 
for ways to interface with enterprise 
platforms such as saP or saleforce.
com, including offering a path to in-
tegrate the provider’s control center 
connectivity management platform 
into the mix. o
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ViRTual REaliTiEsViRTual REaliTiEs

simple can be great, but sometimes 
the desire to keep things simple leads to 
the risk of oversimplifying something that 
shouldn’t be. That risk definitely exists in 
the technology world, where customers so 
often wish that every solution would come 
in a shrink-wrapped box – prepackaged and 
ready to simply plug and play. that expec-
tation may be appropriate for plugging in a 
desk phone at a new employee’s desk. you 
expect that phone to work and immediately 
hear a ring tone. The difficulty comes when 
customers want every It solution to come 
in a one-size-fits-all package. This is when 
simplicity crosses over the border into over-
simplification, and nothing good happens to 
customers or their channel partners in the 
land of oversimplification.

Oversimplification is particularly se-
ductive to mid-market customers, which 
are caught in the gap between the small 
business market (that truly does have 
plug-and-play solutions for so many It 

challenges) and the large enterprise mar-
ket (where deep pockets can simply throw 
money at It needs to get where they want 
to go). Mid-sized companies look long-
ingly at their smaller cousins and much 
bigger cousins and naturally wish their life 
was that simple in terms of It. It’s hard to 
look at the consumer-style, plug-and-play 
It solutions that are available to small 
businesses and not be a bit jealous if 
you are a mid-sized company with much 
more complex It needs. and it’s also hard 
to look at how large enterprises simplify 
the heck out of complex It projects by 
spending seemingly limitless budgets on 
outside vendors that carry the burden 
managing their It solutions. 

No one can blame mid-sized com-
panies for wanting simplicity. they look 
around and see everyone else eating 
warm-to-the-touch bread with butter and 
nibbling berries with cream, and they 
want the same thing. I get it. But all too 

By Yulia Duryea

Keep it (Not-So) Simple
simple can be great. simple can be better than great, 

actually. Fresh-baked bread plus butter equals simple 
and beyond great. Fresh blackberries still warm from 
the sun plus homemade whipped cream is simple 

and greater than great. I’m first in line for that. Pinot noir plus 
glass plus sunset … you get the picture. 

Avoiding  
SD-WAN  

Oversimplifications

 ChannelVision   |  July - August, 201718



INCOMPAS_WINTER_0317.indd   30 3/17/17   3:24 PM

http://www.fltg.com/channel-services/
http://www.fltg.com/


often that desire for simplicity 
makes mid-sized companies put 
their channel partners in a bind by 
asking for simplicity when simplic-
ity is actually a recipe for failure. 
they want plug-and-play when a 
one-size-fits-all solution is doomed 
to failure from the get-go. It’s a trap 
that I see in action firsthand in so 
many conversations with custom-
ers, particularly about sD-WaN 
implementations. these customers 
know they need to upgrade from 
their outdated, underperforming, 
barely-holding-it-together WaNs, 
but they are exhausted by the idea 
of a complex It project before it 
even gets underway. that is par-
ticularly true with mid-sized cus-
tomers, for which every It project 
is complex given the legacy equip-
ment they rely on and their limited 
budgets. For once, they want one 
of these projects to be as simple 
as pinot and a setting sun, and so 
many companies seem to be pin-

ning their hopes for that simplicity 
on an sD-WaN implementation.

What does that mean for resell-
ers? It means RFPs with unrealisti-
cally simple project scopes from 
new customers that are hoping and 
praying that a new sD-WaN will be 
a matter of a few clicks and voila!  
It means off-by-a-mile expectations 
from existing customers who ask 
for a proposal for an sD-WaN proj-
ect that they can pull out of a box 
like a new iPhone. these expecta-
tions set the channel partner up for 
failure … but enough of the doom 
and gloom. let’s all have a sip of 
pinot and a spoonful of berries and 
take a deep breath, because sD-
WaN implementations don’t have 
to fall into the oversimplification 
trap. In fact, resellers can turn this 
simplicity temptation into an ad-
vantage that helps them deliver a 
powerful value proposition to cus-
tomers and lay the groundwork for 
a successful implementation. 

turning that potential trap into 
an asset isn’t magic. It’s logic. Be-
cause even though customers want 
simplicity, they know oversimplifi-
cation when they see it, and they 
know that is not a path to success. 
there will be no shortage of resell-
ers who will seek to take advantage 
of customers’ cravings for simplicity 
by making sales presentations that 
make sD-WaN planning and imple-
mentation look as easy as pie. Well, 
guess what? anyone who has ever 
made a pie knows it ain’t easy. Pie 
takes careful planning, and so does 
sD-WaN. Customers know deep 
down that sD-WaN can’t be as 
easy as so many vendors are try-
ing to make it out to be. Customers 
know deep down that a one-size-
fits-all approach doesn’t work for 
a pair of flip-flop sandals let alone 
a complex sD-WaN project. they 
need to know the truth, and being 
the only one who is trying to truly 
be a partner rather than just making 

ViRTual REaliTiEs
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a sale can help you stand out from 
the crowd.

your team is probably already 
fielding a lot of questions from 
customers about sD-WaN. If you 
aren’t yet, you will shortly. IDC es-
timates that as many as 75 percent 
of u.s.-based companies will have 
implemented or plan to implement 
a sD-WaN solution within the next 
two years, as businesses continue 
to move mission-critical data into 
the cloud, and as employees rely 
more and more on a combination 
of public and private connections 
to do their jobs. all of those cloud-
based applications and mobile ap-
plications put stress on traditional 
WaNs that they were not originally 
designed to handle. after all, WaNs 
are decades-old technologies that 
literally predate the Internet. they 
have survived because of incred-
ible durability that made them 
a solid foundation for corporate 
computing. But WaNs are showing 
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their age in a number of ways:
•  They suffer from performance prob-

lems for cloud-based applications 
that are difficult to ignore, affecting 
both internal operations and cus-
tomer experience;

•  They lead to frustratingly poor sound 
quality for VoIP phone calls;

•  They create delays and errors in 
data backups;

•  They are difficult and time-con-
suming to expand in order to add 
more data capacity or connect out 
to new branches and offices; and

•  They have stunningly high mainte-
nance costs, as well as the cost of 
supplemental connectivity servic-
es to make up for shortcomings. 

Customers who are sick and tired 
of those problems quickly go through 
the five stages of grief and arrive at the 
decision that they need to upgrade to 
an sD-WaN, which is far better suited 
to a cloud-based, mobile computing 
world. Customers know they want an 
sD-WaN, but they don’t want it to be 
painful. And that is where oversimplifi-
cation becomes a temptation. that is a 
danger for channel companies but also 
an opportunity.

Customers want sD-WaN to be 
simple, but as soon as they hear the 
words “one size fits all,” they know 
immediately that that is not the path 
they want to go down. too many 
companies talk about sD-WaN as if 
it’s just one thing, but it isn’t. there 
are as many flavors of sD-WaN 
implementations as there are compa-
nies that will use it. that is because 
every sD-WaN needs to be custom-
ized to match a long list of character-
istics of the end-user company today, 
and be designed to adapt to how the 
company will grow over time. there 
are common elements, of course, 
but sD-WaN implementations are 
all unique, because they have to be. 
and customers will get that if you tell 
them and back it up with examples. 

Here are three quick examples to 
illustrate why one-size-fits-all doesn’t 
work when it comes to sD-WaN. Each 
of these is an actual, mid-sized cus-

ViRTual REaliTiEs

  
 

Using multiple last-mike services (MPLS, broadband, 4G/LTE) 66%

Link load balancing 61%

Central network policy creation, deployment and enforcement 60%

Policy-based routing by application type and link quality 54%

SLA-backed guarantee for network latency 54%

Packet loss elimination techniques such as forward error correction 54%

Deduplication and compression 45%

Source: Cato Networks; survey of 350 IT professionals
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tomer that has recently done an imple-
mentation with our team:

Life Savers
a nationwide provider of healthcare 

and charitable services to under-
privileged populations and disaster-
stricken areas wanted to upgrade to 
an sD-WaN from its mixed legacy 
system that connected 125 different 
operations centers and offices via a 
traditional WaN combined with IP-
based services. Key needs related 
to its operational model included:

1.  Highly resilient access to con-
nectivity ensures that opera-
tions would stay up and run-
ning even during disasters;

2.  Consistent quality of services 
across all offices to ensure 
that they could provide excel-
lent support to populations 
around even their smallest 
offices; and

3.  Prioritization of certain appli-
cations that were involved in 
literally life-saving activities, 
given their focus on healthcare 
and emergency response. 

In response to those needs, the 
sD-WaN implementation included 
a single operations center for the 
entire network, giving the organiza-
tion the ability to manage routing 
decisions during crisis situations. 
the sD-WaN was also designed to 
take advantage of dual broadband 
access loops to ensure that even 
small, remote offices get adequate 
support. the sD-WaN was also 
tuned to provide specialized support 
to applications that are directly in-
volved in life-saving activities.

On the Farm
a manufacturing company that 

specializes in farming equipment 
had operations with 35 sites located 
primarily in rural locations with lim-
ited telecommunications infrastruc-
ture, and they were experiencing 
many of the challenges discussed 
above when a WaN reaches the end 

of its life-cycle. as a result they wanted 
to upgrade to an sD-WaN that would 
achieve a specific checklist of needs: 

1.  a network that would provide 
equal support to every office so 
that connectivity and It perfor-
mance was uniform regardless 
of where their facilities were lo-
cated; 

2.  Improved call quality for their VoIP 
solution, given how much of its cus-
tomer interaction is done via phone 
rather than other means; and 

3.  Increased bandwidth, but with an 
eye on budget given the limited 
operational expenditures it want-
ed to have on an ongoing basis 
for meeting its data needs. 

Call or email today to learn how Pioneer Telephone can meet your needs:

Pioneer has joined AT&T’s Partner Exchange to offer an easy, cost-effective way
for your customers to be assured of business continuity.

*MRR only. Minimum 1 year contract required. Offer good through 2017.
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the sD-WaN implementation fo-
cused on a hybrid sD-WaN that was 
combined with a uCaas that gave 
high-quality voice service based on 
how the sD-WaN was tuned to priori-
tize voice calls. the sD-WaN also was 
designed to dynamically route traffic in 
a way that balanced operational costs 
for various types of bandwidth with the 
goal of providing uniform service to 
each of the company’s sites. 

Personnel Services
a professional services company in 

the human resources and employment 
services field with dozens of North 
american offices that were connected 
with a legacy VPN-based system 
dependent on routing equipment that 
was obsolete needed an sD-WaN 
upgrade. Based on an analysis of its 
network infrastructure and how its 
business needs were evolving, we 
identified the following key criteria for 
the sD-WaN strategy: 

1.  Eliminate expensive MPls loop 
costs that were contributing to the 
cost of the legacy WaN;

2.  Move away from costly data cen-
ter infrastructure that housed the 
antiquated routing equipment as 
the heart of the old system; 

3.  Provide centralized management 
of the network that enabled the 

company to more efficiently man-
age its use; and

4.  Optimize the network’s design to 
support key needs such as video 
collaboration, voice communica-
tions and file sharing. 

the resulting implementation was 
a standalone sD-WaN implemen-
tation with architecture designed 
around broadband/broadband loops 
and cellular wireless networks. this 
customer also needed help with the 
ongoing management of its network 
traffic to free up its team for other It 
responsibilities. 

three companies, three dramati-
cally different sD-WaN strategies and 
implementations. A one-size-fits-all 
approach would have been a terrible fit 
for all of these organizations. 

your customers know their com-
pany is not a carbon copy of the mid-
sized business down the street. they 
are unique, and their sD-WaN needs 
to be unique as well, otherwise it won’t 
come close to meeting their needs.

By educating customers about the 
dangers of oversimplifying sD-WaN – 
with the help of the right language and 
the right examples – you will position 
yourself as the straight talker that isn’t 
just trying to sell them a solution in a 
box. you are trying to save them from 
a common mistake that will be costlier 

in the long-run. Ideally, an sD-WaN 
implementation begins with a com-
prehensive review of the company’s 
technology needs and business strat-
egy, a detailed discussion of where the 
company is headed in the future, and 
development of an sD-WaN plan that 
is tailored to the customer. It’s the kind 
of process that requires a reseller that 
is a true partner, and educating cus-
tomers about all of this will differentiate 
your company from every other firm 
trying to prey on the customer’s desire 
for this to be a matter of a few clicks 
rather than a discussion. 

simple makes sense for bread and 
a lovely berry dessert. But sD-WaN is 
complex enough to require a trusted 
partner to steer the process, and the 
provider that tells the truth and invests 
the time to educate customers will be 
the one who earns their trust and their 
business. that’s the simple truth, and 
simple truths are better than good – 
better than great, actually.  o

Yulia Duryea is director of product 
management for Windstream’s En-
terprise Business Unit where she is 
the product lead over the Enterprise 
WAN and Managed Services port-
folio. She is Windstream’s resident 
thought leader and technologist for 
SD-WAN solutions.
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But here’s the issue: in order to meet 
the demands of enterprises outsourcing to 
the cloud or end consumers wanting a fast-
er more seamless online experience, most 
of the existing hyperscale data centers are 
too far away from users in tier 2 or tier 3 
cities and certainly are too far from emerg-
ing economies. as the end result, latency 
increases and user experience suffers.

the solution, of course, is to build new 
data centers physically closer to these 
users, and with large enterprises having 
facilities distributed geographically, coloca-
tion and cloud providers need to be think-
ing seriously about establishing facilities 
closer to the edge with secure access to 
multiple networks. In these regional cities 
or developing markets, however, building 
hyperscale facilities is costly, time con-
suming, and they’d be way oversized for 

the local market’s requirements. this is 
where more flexible prefabricated facilities 
– such as Flexenclosure’s eCentre – come 
in to their own.

 
Lower cost of entry

the lower up-front cost of prefabricated 
data centers versus larger traditionally 
built facilities will lower the cost of market 
entry, making edge markets more acces-
sible to service providers and making the 
cost of the services hosted there more at-
tractive to the ultimate customers.

With prefabricated solutions minimizing 
their initial capital outlay at individual sites, 
colocation companies also will see an in-
crease in the total number of markets they 
can address as they will be able to spread 
their investment in modular data centres 
across a larger number of sites.

By Mark O’Sullivan

Prefabrication at the Edge
speed to data: that’s what it’s all about. In a world 

where data is being increasingly generated and de-
manded planet-wide rather than just in the tier 1 cit-
ies, the winners in the colocation and cloud services 

race will be the companies that can deliver data the fastest to 
end users worldwide.

A formula for 
data center 

build out
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these factors will open up edge 
market opportunities for colocation 
providers, reducing overall investment 
risk and thereby making them more 
financially viable.

Speed to revenue
unlike traditionally built data centers, 

which can sometimes take years to 
build, the much faster speed of construc-
tion of prefabricated data centers will en-
able colocation providers to start bring-
ing in revenue faster and to respond to 
customer demands more quickly.

In fact, the speed of prefabricated 
construction allows a colocation com-
pany to build an order book at the 
same time as building the facility off-
site, without any serious risk that they 
will be late to deliver service.

Informed expansion 
planning

traditionally constructed data 
centers are typically built oversized 
and then fractionally occupied over 
time – an expensive and highly inef-
ficient process. By contrast, because 
prefabricated facilities are built in a 
controlled factory environment before 
being assembled on site, the lead 
times are shorter. this enables capac-
ity to be planned over a much shorter 
time horizon and then incrementally 
expanded as the need for more ca-
pacity arises.

This provides a number of key benefits:

•  allowing colocation providers to 
delay expansion orders until much 
closer to when they actually are 
needed, when they will have a 
clearer view of exactly how much 
and what kind of additional capac-
ity they’re going to need;

•  enabling capex outlay to be phased 
more in line with business growth;

•  significantly reducing business risk;
•  and each new phase can take ad-

vantage of the latest innovations 
that typically increase efficiency 
and reduce cost.

taking a prefabricated approach 
effectively introduces an on-demand 
or just-in-time (JIt) model to the pro-
visioning of data center capacity – an 
unheard-of concept until now.

Leveraging repetition
a large element of the cost of data 

centers is the design element. With a 
prefabricated solution though, using a 
repetitive design approach will stream-
line the process, minimize the cost and 
standardize not only the facility design 
but also the associated operational pro-
cesses such as training, support, spares, 
engineering, etc. In this way repetition 
not only reduces capital expenses (with 
lower ongoing design costs) but also op-
erating expenses (with lower and more 

streamlined operational processes).
using the same design for every 

site means the design cost is only 
incurred once for the very first facility. 
Regional variations may be added over 
time, but site-specific designs can be 
kept to a minimum. additionally, a stan-
dard design opens up the possibility 
of repetitive manufacturing that further 
increases efficiency and reduces cost.

 
Speed to the edge

With increasing numbers of busi-
nesses and consumers demanding 
quicker access to data outside the 
world’s tier 1 cities, market opportunity 
at the edge is growing fast. 

there is no question that the next 
wave of data center development will 
be the land grab at the edge, and the 
colocation companies that take a pre-
fabricated approach to building their 
new facilities will undoubtedly be best 
positioned to take full advantage of 
this growth market while at the same 
time minimizing their risks. 

speed to the edge for providers 
translates into speed to data for custom-
ers – a winning formula for both.  o

Mark O’Sullivan is regional sales 
director, EMEA, at Flexenclosure, a 
designer and manufacturer of prefab-
ricated data centers and intelligent 
power management systems for the 
ICT industry.
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But for this internet of things (Iot) to 
truly achieve its connected-everything 
goals, the very real issue of cybersecu-
rity first needs to be addressed – and 
increasingly, this is an opportunity for 
channel partners to offer managed se-
curity services.

there are known security issues in 
a number of different verticals, stem-
ming from the fact that manufacturers 
typically don’t design their products to 
have security built in. For instance, the 
Cloud security alliance (Csa) noted 
in a recent report that automobile con-
nectivity today is evolving on a number 
of fronts. Platforms designed in the 
pre-connected era are now being con-
nected in multiple ways, which has 
allowed security researchers to gain 
access to sensitive vehicles. they’ve 
found that sensitive functions can be 
compromised via direct access, such 
as with usB and the On Board Diag-
nostic (OBD-II) port, or by remote ac-
cess such as infotainment consoles, 
Bluetooth, Wi-Fi and cellular devices.

“there are a number of motivations 
for bad actors to compromise con-
nected vehicle components and tech-
nologies, ranging from curious hackers 

IoT security complexities create opportunity 
for managed services

Security 
of Things

By Tara Seals

Many billions of new types of devices will be connected 
to the internet in the next few years, leaving the  
market littered with applications and devices meant  

to simplify the consumers’ lives. 
attempting to demonstrate weak-
nesses, to malicious entities attempt-
ing to cause harm, on both small and 
large scales,” said John yeoh, senior 
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research analyst at the Csa. “Only 
through the thoughtful use of disruptive 
technologies such as big data, machine 
learning and artificial intelligence can 
we help build a better, safer and more 
secure connected vehicle ecosystem.”

“In the near future, connected ve-
hicles will operate in a complex ecosys-
tem that connects vehicles not only with 
each other and the traffic infrastructure 
but also with new forms of connectivity 
and relationships to cloud-based servic-
es, smart homes and even smart cites,” 
said Brian Russell, chair of the Csa Iot 
Working group. “For a safe and secure 
transportation system, the community 
must take a fresh look at the larger pic-
ture and develop the policies, designs 
and operations that incorporate security 
throughout the development.”

another part of the challenge in 
securing devices is fragmentation. 
there is no blanket way to prevent 
gadgets from being hacked or held for 
ransom – nor to prevent your personal 

information to leak 
from them. these have 
to be secured – and 
updated – on a vendor-
by-vendor basis. there is 
also to date little protocol 
standardization (there are 11 
different protocols in the mix), 
so the market faces a situation that’s 
reminiscent of early technology de-
bates like the ones between gsM/
CDMa and Betamax/VHs. the holes 
that this leaves in the security fabric 
can be especially problematic in busi-
ness environments, where one data 

breach can result in lost revenue, lost 
customers, lost competitive advantage 
and significant brand damage.

“End users [are] saturated with tools 
that don’t interoperate, alert fatigue 
from numerous tools and an insufficient 
supply of skilled personnel,” said tera 
Davis, managing director at Critical 
start, a security channel partner. 

as a result, Zion Market Research 
expects the global Iot security market to 
reach $464 million in 2020, growing at a 
compound annual rate of 42.4 percent. 

An Opportunity  
for the Channel

according to a report from share-
tracker, a mixture of network-based 
managed security services offered on a 
subscription basis will challenge home-
grown device-specific approaches – a 
trend that has resulted in more managed 
offerings for channel partners.

CybER PaTRol

Source: AlienVault survey of 1,900 cybersecurity pros

What benefits have you achieved/do you expect to achieve as a result of 
partnering with a security expert to run or augment your security operations?
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Demisto, for instance, has launched its 
channel and integration partner program, 
called Nucleus, enabling the expansion of 
its security automation and orchestration 
offering to end users. and, endpoint secu-
rity specialist VIPRE recently launched its 
MsP Partner Program for endpoint and 
anti-malware protection, and named long-
time security channel leader Marya Munir 
as the company’s new senior director of 
channel marketing. also, Kaspersky lab 
recently made a commitment to the chan-
nel for the first time, launching managed 
services for remote security monitoring, 
virtualization security and mobile device 
security and management.

“In January, we touched on our com-
mitment to focus on MsPs this year and 
now we are excited to reveal what we 
have to offer our valued partners,” said 
Michael Canavan, senior vice president, 
B2B sales, Kaspersky lab North ameri-
ca. “Kaspersky lab’s MsP program was 
launched to provide more opportunity 
to partners – especially those that are 
VaRs who are looking for ways to grow 

their business and migrate to managed 
service offerings in cybersecurity. Our 
program provides the necessary train-
ing, resources and access to cutting-
edge security solutions to make it pos-
sible for MsP partners to completely 
secure the customer infrastructure.”

What managed security services  
would you consider outsourcing  
to a security provider?
Monitoring and threat management 65%

Compromise assessment/forensics 52%

Incident response 44%

Network protection 37%

Perimeter protection 37%

Application protection 31%

Endpoint protection 30%

Source: AlienVault survey of 1,900 cybersecurity pros

Many programs offer MsPs the abil-
ity to build in value-adds as well. the 
VIPRE program, for instance, gives 
MsPs advanced features and granular 
controls to manage customers’ secu-

rity through the VIPRE Management 
Console. It communicates to client 
locations through the VIPRE Roaming 
service and provides MsPs a secured, 
cloud-based intermediary for managing 
agents, reporting, setting commands, 
policy updates and more.

“Partners can offer [security solu-
tions] in an as-needed, consumption-
based model that fits their changing 
business needs – as well as the needs 
of their clients,” said Jason greenwood, 
chief revenue officer at VIPRE. 

SMBs Turn to MSPs
the opportunity is particularly ripe 

in the small to medium-sized business 
(sMB) segment. according to industry 
analyst organization techaisle and cloud 
services provider dinCloud, the need to 
secure many different profiles that are 
the source of security challenges and 
breaches (e.g. mobile devices, network 
gear, data center applications, data and 
equipment) will force small and medium 
businesses in particular to spend on It 

CybER PaTRol
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security solutions in four distinct cat-
egories: protection of data entering the 
corporate environment, protection of the 
mobile environment, traffic inspection 
and the protection of information in use.

With this, techaisle believes that MsPs 
will become the preferred source of cloud 
and mobility security deployment, with 59 
percent of sMBs already partnering with 
one, according to a recent survey.

What are the most important 
capabilities your managed security 
service provider needs to provide?
Security monitoring 54%

Event correlation and alerting 52%

IDS/IPS 49%

SIEM 47%

Firewall 35%

Threat hunting 32%

Packet capture 17%

EDR management 12%

DFIR 12%

Source: AlienVault survey of 1,900 cybersecurity pros

“so far, most businesses have relied 
on internal It security for layering in 
security for cloud and mobile environ-
ments,” the firm said. “However, relative 
to midmarket firms, small businesses 
have limited internal It security staff and 
are not currently working with a man-
aged service provider capable of manag-
ing security needs. But as threat sources 
continue to rise, both the small and mid-
market segments will turn to MsPs.”

Farhan Mirza, senior director of infra-
structure and engineering at dinCloud, 
added, “as cyber-attacks continue to 
become increasingly sophisticated, busi-
nesses must ensure they are safe by 
leveraging the expertise offered by secu-
rity focused MsPs. While businesses are 
taking advantage of various technologies 
like cloud computing, Iot and mobility, 
they are increasingly vulnerable to attack 
vectors that hackers can exploit. In this 
fast-changing technical landscape, It 
teams also have to worry about securing 
their data on-premises or in the cloud. 
It is necessary to not only have a com-

prehensive security policy in place 
covering all these areas but also have a 
monitoring mechanism in place. Partner-
ing with MsPs can ensure all their secu-
rity needs are properly met.”

Incidentally, sharetracker also 
found that geographic fragmentation 
offers some clear growth opportunities 
for ambitiously growing Iot-focused 
managed security services within spe-
cific markets, such as Los Angeles and 
st. louis, where no clear market share 
leader for security services exists. 

ConnectWise, a remote monitoring 
provider, recently added Webroot’s DNs 
security service to its managed portfolio 
for partners. gavin gamber, vice presi-
dent of Channel sales and alliances 
at ConnectWise, explained: “at Con-
nectWise, we are dedicated to helping 
technology solution providers grow their 
businesses. together [with technology 
partners], we can offer MsPs solu-
tions that protect against the increasing 
amount of cybersecurity threats that 
plague companies every day.”  o

CybER PaTRol
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CoRE CoMMuNiCaTioNs

By Martin Tracey

On the one side are some great new technologies and organizations that ap-
pear to believe their solutions and applications are simple and intuitive enough 
for companies to engage, deploy and use them with access mainly to self-
service support tools. the other side of the battle includes organizations that still 
believe most business-level technologies that effect daily operations require ac-
cess to real-time expertise and support from design through on-going support.

Often in discussion of this contrast 
in support approaches there is a de-
fault to this divide being an age gap 
that fuels the way individuals want to 
consume and have these services sup-
ported. this is a convenient answer 
but holds what appears to be many 
contradictions.  

Many people say that an older gen-
eration wants the white glove treatment 
and access to classic communications 
channels such as a phone call. If you 
work in technology and many other ver-
ticals you know as a general statement 
this may hold true, but the truth is these 
folks also want good access to informa-
tion and self-service applications such 
as video, while still having access to 
real-time expertise and support when 
issues or timing are critical. let’s not 
forget this is the generation of do-it-
yourselfers; everything was earned.  

Meanwhile, the younger generation 
is seen to have a veracious appetite for 
information in a self-service form, from 
documentation to video tutorials. al-
though this may hold true, they are often 
accused of being the instant gratification 
generation, which would then lend itself 
to the idea that when they need exper-
tise or support, they want it right away 
and in the channel they prefer most.

although few organizations seem 
to have mastered the perfect cus-
tomer experience mix to this point, 
each generation gives us the answers 
to unlocking this puzzle. the perfect 
mix is to provide support for your 
customers in all the forms that best 
suit their needs. Improve the avail-
ability of information and tutorials for 
your users that want to take a crack 
at self-serving issues but be available 
in real-time with multiple channels of 
communications open to your custom-
ers when they need it.  

the end result will not only be 
improvements in your customers’ 
experiences, it will also improve the 
performance of your sales and sup-
port organizations by moving to more 
proactive relationships.  o

Martin Tracey is CEO of LANtelligence.

Does the Self-Service 
Model Have a Place in  
Unified Communications?

There is a battle going on about the sales 
process and customer service.

 
Customer Service Channel Preference by Generation
Channel Silent Generation Baby Boomers Gen X Gen Y

Phone 55.6% 59.6% 46.3% 29.4%

Electronic messaging 6.6% 22.5% 44.1% 42.35

Social media 0.7% 3.5% 20.7% 36.4%

Smartphone app 0.3% 3% 17.2% 31.9%

Paper mail 17.2% 13.4% 9.65 5.9%

Don’t know 38% 33.8% 33.4% 33.1%

Source: Dimension Data, Nov. 2016
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the ease of integrating cloud services with 
on-premises equipment is now enabling 
small and mid-sized businesses (sMBs) to 
take advantage of the range of cloud-based 
collaboration and communication services 
– without compromising existing CaPEX 
investment, while addressing several sMB 
pain points in the process.

the need to on-board devices rapidly 
and scale up to support new users as 
sMBs grow is essential. Without the flex-
ibility and scalability to do so, sMBs can 
be left with major It issues from any period 
of business growth or digital transforma-
tion. Hot-desking and home 
working are especially chal-
lenging for business lead-
ers looking to maintain a 
single point of collaboration 
for mobile workforces, as 
fully on-premises communi-
cations systems are just not 
suited to the task.

there has been a lack 
of cost effective options to 
adapt existing platform in-
frastructure, leaving smaller 
businesses at a technologi-

cal disadvantage to their larger competitors, 
and this has forced some businesses to di-
vert resources and make costly investments 
in changing platforms altogether in order to 
continue supporting business needs.

Hybrid cloud solutions help address  
these business challenges, enabling sMBs 
to adapt without the CaPEX investment. In  
a hybrid approach to communications, modu-
larity is key: you can provide basic communi-
cations on-premises with the ability to easily 
adopt additional cloud-based services on a 
case-by-case basis. 

By Jack Jachner

   One Foot  
       in the Cloud

F rom backups on consumer smartphones and hosted office 
suites to multimedia collaboration, cloud services are here 
to stay. gartner predicts the global public cloud services 
market will grow by 18 percent this year alone. 

The hybrid 
approach to 
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Balance cost and 
capability

For sMBs, some of the reluctance 
to adopt cloud-based communication 
services stems from existing invest-
ment in on-premises systems. Hybrid 
is a first step into the cloud – and of-
fers the chance for sMBs to reduce 
on-premises hardware slowly without a 
full-scale commitment to cloud-based 
operations. It enables them to retain 
on-premises platforms to leverage exist-
ing investment, and add cost-effective 

cloud-based communication services 
where needed to support business 
requirements. these could be new ser-
vices such as enterprise-class instant 
messaging, flexible web conferencing 
and collaboration tools, or video calling.

the hybrid approach also provides 
an easy migration path in the future. 
as the existing on-premises equip-
ment reaches the end of its lifespan, 
sMBs will already be in a position 
to understand the pros and cons 
of cloud-based services, enabling 

them to make the best decisions for 
their future communications platform. 
as older on-site communications 
systems become more challenging 
to maintain, they can be smoothly 
phased out in favor of public or private 
cloud services.

Provider safety net
Hybrid cloud frees up in-house 

resources by shifting responsibility 
for maintenance and support to the 
cloud provider – especially for more 
complex services. this avoids tying 
up the limited capacity of on-site It 
departments with cloud deployment 
and management.

Whether services rely on the 
availability of on-premises systems or 
the public cloud, even a short period 
of downtime can severely affect busi-
ness. Ensuring service level agree-
ments (slas) to provide continuous 
management, maintenance and on-
demand support to minimize down-
time can be a huge benefit for SMBs. 
By this, we’re talking about remote 
updating of software and hardware, 
as well as patching security flaws 
without delay – allowing in-house It 
departments to focus on keeping on-
premises systems operational.

a key aspect of hybrid is the ability 
to shift this burden to the provider but 
retain control in-house for the premises. 

David vs Goliath?
traditionally only larger enterprises 

have been able to afford the luxury of 
large-scale investment into It depart-
ments and new infrastructure, but hy-
brid cloud is levelling the playing field 
for sMBs. 

Hybrid cloud puts sMBs on a tech-
nological par by meeting current busi-
ness and workforce demands for cloud, 
while pushing responsibility for man-
agement and support out to a provider. 
Investment is protected by retaining 
on-premises infrastructure to meet se-
curity and data privacy requirements. o

Jack Jachner is vice president 
cloud, North America region for  
Alcatel-Lucent Enterprise.

Estimated Global loT Device Installed Base

Source: Business Insider

Overall Skills Gap Situation
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What are the drivers of datacenter refresh at your organization?
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Due to all of this activity, the ability to provide 
a sheer breadth and depth of offerings has be-
come the name of the game for competitive car-
riers and their channel partners going forward.

“Corporations need secure connectivity, with 
the ability to securely connect apps to cloud ser-
vice providers,” said Rick Calder, president and 
CEO at gtt Communications, which saw a sig-
nificant amount of M&A activity in 2016 that has 
continued well into 2017. “they need to be sure 
that their network providers can offer seamless 
connectivity anywhere. Consolidation is a real 
boon to competitive carriers, because they can 
now hold their own against the incumbents.”

Consolidation also allows competitive providers 
to move upmarket. 

“Multinational corporations have complex 
needs, including connectivity and bandwidth 

to connect around the world, plus the ability to 
reach It apps in cloud,” Calder said. “another 
big trend is the ability to give app-layer control 
to clients via sD WaN, so that they can man-
age that bandwidth themselves. We are well 
positioned to be a provider of choice for large 
enterprises as they look to change the nature of 
their WaNs, and it’s a nice opportunity for us to 
expand our agent program.”

gtt is putting its money where its mouth is: 
It closed its Hibernia transaction on Jan 9, and 
recently acquired Perseus, a provider of high-
speed network connectivity serving many of the 
world’s top financial and e-commerce compa-
nies, for $37.5 million. that followed the quietly 
closed acquisition of the assets and customer 
base of giglinx global, Inc., in May of this year, 
for a reported $21 million.

By Tara Seals

Consolidation, 
Competition  
and the  
Channel

Consolidation has been ramping up significantly in the  
competitive carrier space, with notable transactions  
including some of the most well-known ClECs: Windstream 
swooped for both Earthlink and Broadview, and Centurylink 

bought Level 3, just to name a few higher-profile transactions.
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gtt has begun working 
with the channel to package 
cloud connectivity with other 
things, including for the fed-
eral government, which is the 
largest purchaser of band-
width in the world. 

For instance, “the acquisi-
tion of Perseus demonstrates 
our commitment to connecting 
people – across organizations 
and around the world – by 
strengthening our low-latency 
service offerings and acceler-
ating our expansion into key 
high-growth financial mar-
kets,” said Calder.

It’s not all large enterprise 
opportunity, however. For in-
stance, the Windstream-Broad-
view deal, which is expected to 
close in the third quarter of 2017 
and is worth $227.5 million, 
strengthens Windstream’s com-
petency in cloud-based unified 
communications solutions for 

small and medium-sized busi-
nesses, under the OfficeSuite 
uC brand.

“Broadview’s unique, pro-
prietary unified communica-
tions solutions will advance 
our product portfolio, improv-
ing our competitiveness and 
ability to provide enhanced 
services to business custom-
ers,” said tony thomas, presi-
dent and CEO of Windstream. 
“the transaction also will 
enable us to leverage Broad-
view’s experienced salesforce 
and cloud operations across 
our national footprint.”

Expanding OfficeSuite UC 
to a nationwide audience of-
fers an immediate benefit to 
the former Broadview team 
too. “Broadview has been suc-
cessful transforming its legacy 
telecom business into a leading 
provider of unified communica-
tions services to businesses 

Notable Recent M&A Announcements Reported 
Value

Broadcom acquires Brocade $5.9B

Broadvoice acquires XBP n/a

CenturyLink acquires Level 3 $34B

Cisco buys Viptela $610M

Consolidated Communication buys FairPoint Communications $1.5B

Crown Castle International acquires Lightower Fiber Network $7.1B

Datto acquires Open Mesh n/a

EarthBend acquires Clear2there n/a

Equinix buys 29 Verizon data centers $3.6B

FirstLight Fiber acquires Finger Lakes Technologies Group n/a

Genband and Sonus Networks merge n/a

GTT Communications acquires Giglinx $21M

GTT Communications acquires Global Capacity $100M

GTT Communications acquires Hibernia Networks $590M

GTT Communications acquires Perseus $37.5M

Hewlett Packard Enterprise buys Nimble Storage $1B

Intelisys buys channel assets of Kingcom n/a

Mitel Networks Corp. purchased Toshiba’s Telecommunications Systems Division n/a

Mitel Networks Corp. is acquiring ShoreTel Inc. $430M

NetFortris acquires Fonality n/a

Palo Alto Networks acquires LightCyber $105M

PGi acquires ReadyTalk n/a

Procera Networks absorbs Sandvine Corp. $562M

RCN Telecom Services, Grande Communications and Wave Broadband merge n/a

ScanSource acquires POS Portal $110M

Verizon buys XO Communications $1.8B

Windstream buys Broadview Networks $227.5M

Windstream purchases Earthlink $1.1B

Zayo buys Electric Lightwave $1.42B
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that are ready to make the shift to the 
cloud for their communications ser-
vices,” said Mike Robinson, president 
and CEO of Broadview. “Windstream’s 
nationwide footprint, extensive portfo-
lio of service offerings, vast distribu-
tion and attractive customer base are 
a natural fit for our strategic direction. 
We look forward to combining forces 
with their team to continue expand-
ing our uCaas business by delivering 
best-in-class services to customers 
across the country.”

the Windstream-Earthlink tie-
up – a deal valued at approximately 
$1.1 billion – is about scale as well as 
taking new services nationwide. It will 
result in a national footprint spanning 
approximately 145,000 fiber route 
miles and provide advanced network 
connectivity, managed services, voice, 
internet and other value-added ser-
vices. Customers also will benefit from 
combining Windstream’s scale in the 
enterprise segment and Earthlink’s 
launch of sD-WaN.

as thomas explained, “With this 
transaction, we are combining two 
highly complementary organizations 
with closely aligned operating strate-
gies and business unit structures. 
We look forward to working with the 
talented Earthlink team to create sig-
nificant benefits and drive value for 
all of our stakeholders.”

these kinds of mergers are 
brought more clearly into focus given 
the mega-mergers seen on the in-
cumbent side. at&t, which already 
assimilated DirectV, wants to create 
the world’s largest owner of content 
and distribution with a proposed 
$85 billion takeover of time Warner 
Cable. Incumbent cohort Verizon, 
meanwhile, recently took over XO 
Communications to boost its busi-
ness services proposition, and is bet-
ting big on digital platforms with the 
combined $8.9 billion acquisitions of 
aOl and yahoo.

some of this is led by regulatory 
changes. “Every telecom and cable 

company in america feels like they 
have a golden opportunity to strike 
deals under [the trump] administra-
tion,” a senior banker who advises 
one of the largest u.s. operators told 
the Financial Times. a senior telecom 
exec added that Donald trump’s 
installation of big-business and telco-
friendly ajit Pai to chairman of the 
Federal Communications Commis-
sion is widely seen as a green light 
for more consolidation.

Roslyn layton, a visiting fellow at 
the american Enterprise Institute and 
FCC adviser to trump’s transition 
team, didn’t put too fine a point on it. 
“the network business is squeezed 
by technological competition, so the 
only way that network companies can 
survive is to merge,” said layton.

there’s certainly no sign that the 
trend will wane, and channel partners 
should take note. 

“the integrations are going well and 
we are prepared to do additional trans-
actions in 2017,” Calder said of gtt.  o
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Crossing  
the Skills Gap  
By Matthew DeMartino

the telecommunications industry is 
a fascinating one. as it continues to 
evolve, the requirement for skilled 

and experienced technical employees  
has grown exponentially. 

iNTERNaTioNal aGENTs

the demand for individuals with spe-
cialized certifications and advanced 
degrees seems to have outgrown the 
supply, and this leaves companies 
struggling for answers. 

For the better part of 10 years, I have 
worked on the agency side of the re-
cruitment process with Competitive tele-
coms group focusing on the telecommu-
nications and data center space for both 
national and international companies. I 
have witnessed the ebbs and flows of 
the industry. I have seen what appears 
to be an almost weekly announcement 
of new mergers and acquisitions. 

With all this change, there is a con-
tinuous cycle of new and marketable 
candidates flooding the market. Com-
panies, now more than ever, feel the fi-
nancial burden of having to meet man-
dated revenue numbers set by senior 
officers and board members and need 
to hire the best talent to achieve these 
goals. the problem is, this is not such 
an easy task. a number of factors dur-
ing the years have contributed to the 
difficulty in finding top technical talent 
in the market. In particular, the three 
main trends we see are as follows: 
education, unreasonable expectations 
and salary requirements.

I grew up in the generation where 
parents emphasized that you need 
to go to college and earn a degree. 
Degrees from vocational schools were 

generally frowned upon in comparison 
to the almighty four-year degree. It 
did not matter what that degree was 
because it was assumed your future 
employers would teach you the skills 
you would need to gain experience 
and nurture your career. 

unfortunately, during the last 
few years, technology has rapidly 
advanced, and the need for “highly-
skilled” and specialized labor has 
grown with it. Now more than ever, 
companies expect recent college grad-
uates to hold a significant amount of 
experience with a premium placed on 
those who have some form of technical 
certifications. To succeed in the future, 
we need a well-educated workforce that 
specializes in innovative thought. We 
need students who possess the techni-
cal literacy to be contributing members 
of an organization from day one. 

the question is, how do we meet 
the demand of these companies for 
qualified employees? For starters, 
directing students toward technical de-
grees is absolutely critical to the growth 
of an advanced work force. We don’t 
need to graduate more students with 
degrees in liberal arts. Colleges and 
universities need to work on offering 
more certification programs. If a student 
can go through a five-year teaching 
program and come out with a master’s 
degree, why can’t a school offer an ad-

ditional semester workload that grants a 
CCNA or CCIE certification or Six Sigma? 

On the other hand, companies need 
to do a better job training and developing 
the talent they already have. Headcount 
reductions in the industry have led to a 
significant reduction in training. Compa-
nies need to step up technical training to 
help support their growth. the more you 
work to improve your staff, the more pro-
ductive and contributing they will be to the 
long-term development of an organization. 
Why hire from the outside when the talent 
is there but only needs to be cultivated 
further? Building training and continuing 
education platforms within corporations 
would go a long way toward giving indi-
viduals the ability to succeed in their cur-
rent roles while developing them for future 
advancements within the company. 

another issue we face is unreasonable 
expectations from hiring managers. Now 
more than ever, companies have been 
asked to produce more with less. With that 
said, the requirement for candidates to 
possess a multitude of certifications has 
increased exponentially. Companies now 
expect individuals to be cross-functional in 
different business segments and be a “jack 
of all trades.” In theory, that sounds great, 
but finding those types of individuals plays 
into the other big issue organizations face.

salary requirements have been a 
major stumbling block and have only got-
ten worse over time. the expectation for 
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these super candidates oftentimes only 
comes with a marginal increase in com-
pensation. It is exceptionally difficult 
to convince an individual to move into 
a new capacity and occupy a role that 
was recently handled by two employees 
while providing a nominal raise over 
their present salary. When an individual 
is currently in the six-figure compensa-
tion range, that person is unlikely to 
make a jump for a 10 percent raise. 

Organizations need to understand 
that and review compensation on a 
case-by-case basis instead of putting 
a blanket range out there and forcing 

a team to adhere to those numbers. 
they tend to limit their access to a 
greater stream of talent by doing that. 
Wouldn’t you want to pay for the a 
player instead of settling on a B player 
because he fits some mandated sal-
ary range approved by someone who 
doesn’t fully understand the role and 
responsibility of the position? you 
would be surprised by the answer to 
this from many companies.

To fix the issue that is plaguing 
the telecommunications industry (and 
other industries, for that matter), orga-
nizations need to understand that there 

needs to be a multi-faceted approach. 
Companies need to develop better in-
ternal programs while also leveraging 
external programs to train and develop 
their staffs. It would also be wise to im-
plement incentive programs for achiev-
ing desired certifications. And most 
important, there needs to be a social 
consciousness amongst those who are 
preparing to start their degree plans at 
an institution of higher education. 

the technology sector is booming. 
according to a MarketWatch, 15 million 
new jobs will be created in the united 
states during the next 10 years as a 
direct result of automation and artificial 
intelligence. those gains will come at 
the expense of 25 million positions lost. 
With that said, what side of the technol-
ogy curve do we want to be on?  o

Matthew DeMartino is director stra-
tegic accounts at Competitive Telecoms 
Group, Inc., which is a member of the 
Pacific Telecommunications Council. 
The views expressed in this piece are 
DeMartino’s own and do not necessarily 
reflect those of PTC. Altogether, PTC’s 
members represent more than 45 na-
tions and a range of sectors across tele-
communications, information and com-
munication technology (ICT), and related 
industries. Visit ptc.org/join to learn more 
about becoming a member of the Pacific 
Telecommunications Council.
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Eye on    
 Africa

By Tara Seals

according to the african Development 
Bank, africa is the continent with 
the world’s second-fastest growing 

economy, and there’s little doubt that this 
vibrant continent is making great strides, 
with the economy expected to grow by  
3.4 percent this year and 4.3 percent  
in 2018, according to research in  
the African Outlook Report. 

iNTERNaTioNal aGENTs

there are opportunities for service 
providers and their partners that are 
looking to participate in this market, 
given that truly supercharging the 
future revolves around improving 
connectivity. 

according to stats from Hoot-
suite, with the exception of North 
Korea (where the internet is still 
blocked), the countries with the low-
est levels of internet penetration are 
all in africa. Fewer than one in three 
people across africa has access 
to the internet today, and current 
growth trends suggest it will be well 
into the 2020s before internet pen-
etration levels across the continent 
pass the 50 percent mark.

at the same time, however, seven of 
the 10 fastest-growing internet popula-
tions in the world are in the region, with 
the number of users reported in Ethio-

pia more than tripling versus last year – 
so there’s movement on this front.

Much of the most promising archi-
tecture for closing the gap is mobile; 
african consumers are spending 
more and more time on their mobile 
screens, as this channel has become 
the primary medium for connectivity 
across the continent. In fact, We are 
social’s Digital in 2017 report shows 
that 78 percent of web pages served 
to web browsers in south africa are 
served to mobile devices. the num-
ber is greater than 80 percent in East 
and West africa. a large number of 
these are feature phones, which ac-
counted for 56 percent of the market 
last year, according to IDC. smart-
phones grew 3.4 percent year on 
year. In all, 215 million mobile hand-
sets were shipped in africa during 
2016, up 10.1 percent on 2015. 

Interestingly, video is on the rise in the 
region. Research from twinpine shows that 
78 percent of Kenyans and 60 percent of 
Nigerians online watch videos using their 
mobile phone. and, Hootsuite reported that 
mobile social media use in africa increased 
by nearly 50 percent in 2016, although at 
just 12 percent penetration across the re-
gion, there’s still plenty more room to grow.

More to Be Done
With connectivity growth in a stop-

start phase, there are many areas of op-
portunity for improvement where service 

Map courtesy TeleGeography
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number of african lives, Brand 
south africa reported that af-
rica shoulders one quarter of 
the global disease burden. yet, 
it is home to just 2 percent of 
the world’s doctors.

this issue was highlighted  
at the recent World Economic 
Forum africa summit, where  
it became evident that the pri-
vate sector will play a vital role 
in improving healthcare on  
the continent. 

Changing Lives 
One example of mobile-

focused public-private-sector 
initiatives that work can be 
seen in samsung’s partnership 
with uNEsCO in tanzania. 
the Korean giant was able 
to provide innovative educa-
tion and healthcare solutions 
to the Maasai community in 
Ololosokwan, Ngorongoro via 
a multi-donor program com-
prised of a samsung solar-
Powered Internet school, 
a samsung solar-Powered 
Health Centre, a solar-Pow-
ered tele-Medicine Center and 
a solar-Powered generator.

 While the Internet school 
contains an interactive white-
board, samsung galaxy Note 
PCs and a printer, the Health 
Centre provides a variety of 
eye, ear, blood, dental and pre- 
and post-natal screening and 
treatments. the tele-Medicine 
Centre, on the other hand, pro-
vides prescription and expert 
healthcare assistance through 
the use of tele-conferencing via 
samsung tablets.

samsung also launched 
West africa’s first digital vil-
lage in Volo in the Volta 
region of ghana, where it is 
partnering with government, 
local health services and 
international stakeholders, 
including uNEsCO. similar to 
the initiative in tanzania, the 
Village is comprised of a so-

lar-Powered Internet school, 
solar-Powered tele-Medical 
Centre, solar-Powered Health 
Centre and solar-Powered 
generator. Not only is the 
Village instrumental to the 
improvement of healthcare 
and education in the region, 
but it also helps local traders 
to develop their businesses 
through the aid of an alterna-
tive, low-cost energy source. 

yet another Digital Village 
in the community of Matshiding 
in Mpumlanga has a goal of 
making healthcare accessible 
to more people. Because the 
Village drastically reduces the 
distance that patients have to 
travel to access medical care, 
almost 700 patients visit the 
Village each month to access 
basic healthcare services. 

according to McKinsey 
global Institute, better con-
nectivity will have the greatest 
impact in six sectors: financial 
services, education, health, 
retail, agriculture and govern-
ment. technology-related pro-
ductivity gains in these sectors 
could reach $148 billion to 
$318 billion by 2025, and large 
populations stand to benefit  
as a result.

“Despite a slow start, af-
rica’s digital development is 
now accelerating,” McKinsey 
analysts said in a Digital  
Africa report. “as the continent 
grows more connected, it is 
already producing innovative 
web-based applications and 
dynamic new business mod-
els. For now, the internet in 
africa remains a wide-open 
space where companies can 
capture large opportunities if 
they move rapidly and deci-
sively. Most exciting of all are 
the possibilities for using the 
internet to revamp the delivery 
of education, health and other 
public services – transforming 
lives in the process.”  o

providers and resellers can get involved. For 
instance, children across africa’s rural com-
munities are still being left behind – and with 
more than 70 percent of the continent’s popu-
lation living in rural areas, this is a significant 
problem. The African Lookout Report shows 
that at least half the population resides more 
than 25 kilometers from the nearest fiber con-
nection, making last-mile connectivity a key 
stumbling block. 

Equally troubling and of no less importance 
is a lagging behind in the healthcare sector. With 
serious diseases like Ebola, malaria, cholera, 
meningitis and HIV/aIDs still threatening a great 
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the joint solution combines aVst’s 
uC platform, CX-E, with collab9’s 
hosted uC solutions and is expected 
to accelerate the transformation to  
the cloud for government entities,  
said the companies.

“For too long, the introduction of 
new technology in the public sector 
has been hampered by the limited 
availability of proprietary, OEM-driv-
en solutions,” said steve Boberski, 
vice president of business develop-

ment for collab9. “collab9’s partner-
ship with aVst enables us  
to offer an accelerated migration 
path through a secure integration to 
legacy tDM, hybrid and VoIP tele-
phony solutions.”

By removing proprietary applica-
tion instances from the cloud, the two 
companies are introducing a new level 
of agility, flexibility and scalability that 
has, until now, been unavailable to the 
public sector, said Boberski.

BackupAssist Offers 
Backup-aaS to North 
American Channel 

Backupassist announced the launch 
of its Backupassist as a service (Baaas) 
and MsP Program into North america. al-
ready offered in 165 countries across 
aPaC and Europe, Backupassist already 
has entered into agreements with Delta-
Con, Extreme technologies and ispeed 
solutions to offer Baaas to their North 
american customers.

With the announcement channel part-
ners in North america now have access 
to the Backupassist Perpetual Reseller 
Program, which enables them to benefit 
from significant discounts by purchasing 
Backupassist software upfront as a perpet-
ual license, and then reselling it to end cli-
ents. the program includes high margins, 
lead generation, product training, pre- and 
post-sales technical support, marketing as-
sistance, dedicated account management, 
local technical support, and more, says the 
company. all partners are provided access 
to the a reseller portal, offering the ability 
to place orders, renew existing customers, 
manage licensing and migrations, view 
monthly statements and transaction history, 
and access NFR licenses. Partners are 
also provided with access to Multisite Man-
ager, which allows the end user to securely 
monitor and manage all backup/restore 
activity from a single screen. 

according to a recent gartner re-
search report, “By 2018, the number of 
enterprises using the cloud as a backup 
destination will double, up from 13 per-
cent at the end of 2016.”   

AVST, collab9  
Offer UCaaS for 
Gov’t Agencies

Applied Voice & Speech Technologies (AVST) and 
collab9, a FedRAMP authorized UCaaS provider, 
have partnered to develop and deploy a cloud-
based UC suite that meets federal, state and  

local government requirements.  

aT youR sERViCE: Xaas

Worldwide Public Cloud Services Forecast (000) 
2016 2017 2018 2019 2020

Cloud business process services (BPaaS) $40,812 $43,772 $47,556 $51,652 $56,176

Cloud application infrastructure services (PaaS) $7,169 $8,851 $10,616 $12,580 $14,798

Cloud application services (SaaS) $38,567 $46,331 $55,143 $64,870 $75,734

Cloud management and security services $7,150 $8,768 $10,427 $12,159 $14,004

Cloud system infrastructure services (IaaS) $25,290 $34,603 $45,559 $57,897 $71,552

Cloud advertising $90,257 $104,516 $118,520 $133,566 $151,091

Total market $209,244 $246,841 $287,820 $332,723 $383,355

Source: Gartner, Feb. 2017

Gartner: IaaS to See Big Boost
the worldwide public cloud services market is projected to grow 18 percent in 

2017, with the highest growth to come from cloud system infrastructure services 
(Iaas), which is projected to grow 36.8 percent in 2017 to reach $34.6 billion.

the saas market is expected to see a slightly slower growth during the next 
few years with increasing maturity of saas offerings. Nevertheless, saas will 
remain the second largest segment in the global cloud services market.

Expected CAGR of the video 
surveillance as a service 
market through 2021, 
according to Technavio 
analysts.

27.5
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Whatever acronym fits the bill, those 
looking to capitalize on the burgeon-
ing CCaas market should keep in 
mind that the most important needs of 
their customers goes beyond contact 
center technology. 

In addition to moving customers’ 
traditional on-premises applications 
and servers to the cloud (e.g., Micro-
soft Office 365), many service provid-
ers are starting to look at selling new 
services, such as CCaas, which is 
growing at a fast rate. DMg Consulting 
found that in the last 12 months, the 
number of cloud-based contact center 
seats increased by 20.9 percent. the 
cloud-based contact center infrastruc-
ture market is estimated to continue 
to grow between 23 and 24 percent 
between 2017 and 2020. the reality 
is the cloud contact center market is 
growing while on-premises implemen-
tations remain anemic at best.

service providers that are already 
selling cloud-based services have a 
distinct advantage over those that’ve 
yet to make the move to cloud. But, 
those looking to sell CCaas solutions 
and services find that the audience, 
sales cycle and business drivers for 
CCaas adoption can be different than 
other cloud services. In order to be-
come a successful CCaas provider, 
it’s critical to understand that it’s not 
just the cloud contact center technolo-
gy that’s important. yes, those looking 

to move the contact center to the cloud 
are looking for a great set of contact 
center features, but they are looking 
for more than just the software. they 
really are looking for a solution pro-
vider — not just a cloud provider.

With that in mind, here are the  
top three things contact center pros-
pects need from their cloud contact 
center provider:

1.  Knowledge of contact center best 
practices. although cost savings 
is one factor driving companies to 
the cloud, when it comes to CCaas, 
there’s often another driver that’s 
equal to or greater than initial cost 
savings — the customer experience. 
Companies are looking to make it 
easier for their customers to reach 
them, whether it’s for sales or sup-
port, and they want to use technology 
to deliver a better experience. this is 
an area where the service provider 
can’t afford to “fake it until they make 
it.” CCaas solution providers really 
needs to educate themselves on the 
best ways to implement, integrate and 
configure the cloud contact center 
technology to solve their customers’ 
business problems. 

For instance, one of the big turn 
offs consumers site when calling a 
company is having to talk with mul-
tiple reps (and repeat their story mul-
tiple times) before finally being put 

By Jacki Tessmer

Three Things  
CCaaS Providers  
Can’t Ignore 

Contact center as a service providers 
come in all sizes and styles; whether 
it’s a communication (CsP), managed 
(MsP), application (asPs) or Internet 

(IsPs) service provider.

aT youR sERViCE: Xaas

in touch with someone who can help. 
Providers that understand this can 
engage clients in a discussion about 
how the technology can be leveraged 
to ensure this process is streamlined. 
a caller who has opened a support 
ticket has already provided details that 
can be used to get the caller to the 
best agent. It may require configuring 
the IVR to look up the caller’s ticket, 
retrieve product details and confirm 
the amount of time the ticket has been 
opened and whether they have al-
ready interacted via another channel. 
that information can be used to route 
the customer directly to a technician to 
address specific problems.

In other instances, the answer 
may entail training and empowering 
agents with knowledge bases that 
can be quickly searched using natural 
language, and/or it may entail mak-
ing a recommendation to add screen 
capabilities, so agents can resolve a 
higher percent of calls without having 
to escalate them to other reps. a ser-
vice provider that can educate a cus-
tomer about how other contact centers 
blend technology, process and people 
to solve problems and provide the best 
practices is providing a real business 
solution that goes beyond just moving 
technology to the cloud.

2.  Provide value-added integration 
services. While many contact cen-
ter solutions already integrate email, 
phone, chat other communications 
channels and tracking across customer 
interactions to deliver an omnichannel 
experience, there are additional ben-
efits companies can gain by integrating 
other complementary solutions. For 
instance, integrating CRM with CCaas 
can help agents identify and establish a 
rapport with customers, giving a richer 
picture of the customer to the agent 
more quickly. Knowing that the same 
customer is calling, after having tried 
the online chat or having sent an email 
all about the same support ticket, would 
allow the customer to be automatically 
placed higher up in the queue and 
routed to a senior technician.

While CRM integration is a common 
requirement, being able to offer a suite 

 ChannelVision   |  July - August, 201748



aT youR sERViCE: Xaas

of integrations to contact center appli-
cations, such as workforce manage-
ment, business analytics, quality man-
agement and speech analytics, will 
be highly valued. Having the skills in 
house to perform custom integrations 
to often times “homegrown” applica-
tions also is an advantage. achieving 
these valuable outcomes requires that 
the solution providers have the neces-
sary integration skills to not only initi-
ate the initial integration, but cloud 
customers want solution providers 
that will ensure the integrations are 
forward compatible when the cloud 
release changes or the platform  
is upgraded.

3.  Simplified, fully managed ser-
vices. Oftentimes, a key driver to 
the cloud is business’s desire to 
streamline the number of vendors 
it deals with for its contact center 
solution. Even a smaller contact 
center engages with a lot of ven-
dors, such as the communications 
provider, the internet service pro-
vider, the server vendor, third-party 
operating software vendors and 
the contact center software vendor 
to name a few. When something’s 
not working properly, it can eat up 
a lot of the customer’s time trying 
to pinpoint whether the problem 
is internal (e.g., server, firewall) or 
external (e.g., communications pro-
vider, internet service provider or 
software vendor).

service providers that want to 
distinguish themselves as CCaas 
solution providers must offer fully 
managed offerings where they 
become the one number to call for 
all questions and concerns; tech-
nical problems; training; moves, 
adds, and changes; billing; and 
reporting – offering total manage-
ment of the CCaas solution.

all the aforementioned ser-
vices begin with a contract, which 
lays out the terms of the service 
and responsibilities for the ser-
vice provider and customer. simi-
lar to the services being provided, 
the contract should simplify the 
customer’s life. It should be about 

two pages and use clear language 
— not a 15-page, front and back, 
obfuscated manifesto requiring a 
team of lawyers to interpret, edit  
and argue over. 

Enterprises are under a lot of pres-
sure to distinguish themselves by pro-
viding a superior customer experience. 
Providers that deliver CCaas solutions, 
along with the value-added services 

described, can make this goal a real-
ity for their customers and at the same 
time distinguish themselves as trusted 
service providers that are instrumental 
in their customers’ businesses.  o

Jacki Tessmer is vice president of 
cloud and service provider strategy for 
Enghouse Interactive, a global devel-
oper of contact center and customer 
interaction software and services.

3 Blog content (bylined or ghost written)
3 Branded e-newsletter production & distribution
3 Hosted webinars
3 Whitepapers
3 Infographic production & digital distribution
3 Third-party research
3 Targeted topic e-books
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Retailers are just now investing in 
technology (such as the services that 
Mojo Networks offers). Hopefully, it 
isn’t too late.

after all, google says it can now 
track purchases online and offline, 
using all the data it collects plus ac-
cess to purchase data from about 
70 percent of all credit card and 
debit transactions in the u.s. target, 
meanwhile, has used a strategy of 
buying or licensing designer goods 
to have unique items that WalMart 
and other outlets aren’t stocking. 

Now with amazon buying Whole 
Foods, the brick and mortar grocery war 
will begin. WalMart acquiring Jet.com is 
not going to be enough. One of the prob-
lems with most online stores is the clunky 
and arduous checkout process. amazon 
is frictionless and user friendly. How 
many online stores can say the same?

the component that most provid-
ers miss out on is user experience. 
However, emphasizing user experi-
ence would require that a company 
admit that Peter Drucker was correct: 
“there is only one valid definition of 
business purpose: to create a cus-
tomer… any business enterprise has 
two — and only these two – basic 

functions: marketing and innovation.”
With more than 30 companies utiliz-

ing VeloCloud for sD-WaN technology 
and upward of 400 powering uCaas 
with Broadsoft, innovation has been left 
to the vendors. that leaves marketing – 
the way to differentiate between service 
offerings despite the technology that is 
powering that offering. (sD-WaN and 
VoIP are both technologies not products.)

Furthermore, this undertaking would 
require a marketing head (or CMO), a per-
son who could craft the brand, the mes-
sage, the value and the lead generation, 
for the service provider and its services. 

too many service providers think 
if they build it, customers will come. It 

By Peter Radizeski

Beware  
the Way of  
Brick ‘n Mortar

traditional retail is facing a major correction right 
now. Online is easier with a better selection, but 
that isn’t all of it. stores often didn’t adapt to the 
change in consumer buying and shopping habits. 

Lessons in disruption from  
your neighborhood retailer

doesn’t work that way. Even the supposed 
magic of “growth hacking” requires mar-
keting, strategy and execution. It doesn’t 
happen by happenstance or accident.

service providers should learn from 
industries being disrupted right now, 
because sooner rather than later they 
too will be disrupted. (amazon launched 
Chime and Cloud Contact Center as a 
service; they will disrupt this sector soon.) 
Retail offers an example of an industry 
that ignored both the internet and chang-
ing buying habits. It was same old, same 
old until the lights starting going dark.

In services, the bundles are the same. 
the pricing is the same. the features are 
the same. the deployment is the same. 
this situation is ripe for disruption.

Consider the case of google Fiber. 
When google decided to get into the 
broadband game, it did it with pizzazz. 
Following in the footsteps of Verizon 
FiOs, it branded its broadband service 
offering. It ended up branding gigabit. 
today, gigabit is what people think of 
when they think about fiber and broad-
band (even without knowing anything 
else about those three terms.)

the pricing model was different – with 
a free version. the packaging was cool. 
The offices were hip and vibrant. They 
built up anticipation – and with it came 
demand. (you could argue about the de-
mand due to the staggering lack of paying 
customers, but that too was by design.)

that kind of strategy is lacking in 
most parts of telecom.

In VoIP, for the longest time, everyone 
used a Polycom. It was unusual for any 
VoIP provider to offer other brands (except 
maybe Cisco). then Polycom announced 
it was merging with Mitel (it didn’t, but 

ChaNNEl MaNaGEMENT

Source: Google marketing slick
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the dye was cast); then yealink stepped 
into that marketplace big time. still, no 
cool-looking phones yet. More than half 
the unified communications seats are 
softphone-only today. But I ask: is there 
an end point that makes a customer go 
“wow” (like an iPhone or Pixel)?

For sD-WaN, the CPE will be a 
white box (not a Cisco or aDtRaN). 
Who will be the first provider to turn 
that around and brand that customer 
end point (a la WiredIQ’s Brainbox)?

 For that matter, which provider 
will brand their service with a color, 
logo, design and slogan that buyers 
recognize or remember? It’s a big 
undertaking, for sure. among the 
“Big 4” (Charter, Comcast, at&t 
and Verizon), the only branding is 
an umbrella term like Xfinity, U-
Verse or spectrum. the exceptions 
are Verizon Wireless One talk and 
FiOs. Not much branding happen-
ing, even from the big guys. 

Microsoft Office365 will likely take 
a lot of air out of the uC space by 
sheer force of marketing coupled with 
its partner ecosystem, in my opinion. 
and that tipping point is coming fast.

Consolidation in the VoIP/uC 
space has slowed down. It is similar 
to retail. Meanwhile, say “fiber” and 
some companies with throw a bag 
of money at you if you actually own 
fiber strands in the ground. 

VoIP/uC needs to shake things 
up if they don’t want to crash and 
burn. Right now, it’s similar to shop-
ping at sears and JC Penney – drab 
and all the same. It comes down to 
price – even with channel partners. 
and that price is getting lower every 
quarter. It is unsustainable. 

there has been a lack of discern-
able value in service offerings – and a 
sameness that has resulted in a com-
modity mindset for most telecom ser-
vices.  One reason for the sector to 
have this problem is that too many of 
the CEOs are techies, not business-
minded executives. some of these 
CEOs should have stepped aside 
to a chairman or CtO role already. 
8x8 did that in 2013, and it drastically 
changed the growth at that company. 
It went from $100 million in revenue 

to $210 million in just four years. 
Without a CMO and a business-mind-

ed CEO, how does a board of directors 
expect the company to grow? When the 
sector is examined, the giants – Ring-
Central, Vonage, 8x8 – have the right 
people with those titles, folks who have 
visions for company growth. 

Providers can take a page from target, 
Best Buy, Etsy, eBay and even groupon. 
all of these companies have had ebbs 
and flows but have pivoted or re-focused 

on the customer and the experience to 
improve results. that’s what is needed in 
our space, right now. o

Peter Radizeski, presi-
dent of RAD-INFO INC, 
started as a VAR, then 
became an Agent. Now he 
writes about the channel and 

the telecom space while consulting to 
service providers and occasionally still 
selling some circuits.
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However, not everyone is convinced 
that bigger is always better. Many in-
dividuals believe in the tried-and-true 
notion of “quality over quantity.”

Consider longtime master agency 
telegration. For founder Denis Raue 
and company, success is less about 
being the biggest and more about 
working with the best, and doing it bet-
ter than their competitors. 

“We are a boutique master agent for 
top performers,” says tim Basa, who 
recently was brought on by Raue to 
serve as president of telegration. “We 
don’t have 4,000 sub-agents; that’s not 
our model. We have a curated group 
of high-performing sales partners that 
interact with us every day.”

sometimes it seems the whole 
world is focused on exponential growth 
whereas, “We want to be the best part-
ner for the best partners,” says Basa.

that’s not to suggest telegration, 
established all the way back in 1990, 
has been content to rest on its laurels. 
Basa assuming his role as president 
marks his return to the master agency 
after 12 years of serving in executive 
roles at channel providers including 
Nitel and BullsEye, and he certainly 
can speak to the changes the industry 
has undergone in that time.

“If you go back 12 years to 2005, 
we didn’t even have an iPhone,” re-
calls Basa.

Back then, “telecom products” were 
relatively few in number, were provid-

ed by a manageable number of voice 
and data suppliers and generally were 
purchased by telecom departments 
within an organization. today, the 
number of products available to agents 
has exploded, as has the rate of intro-
duction and adoption of new technolo-
gies. likewise, says Basa, “In the last 
decade, thousands of providers have 
been added to the marketplace,” while 
buying decisions today are largely 
made by cross-functional groups.

In short, “the world is way more 
complicated,” says Basa.

Now more than ever, it’s incumbent 
upon master agents such as telegra-
tion “to declutter the marketplace,” 
he says, “to simplify the complexity to 
achieve the best possible result for our 
sales partners and end user clients.” 
that requires a fair share of platforms 
and capabilities. top-selling agents, af-
ter all, want to spend their time selling, 
not managing their accounts, trouble 
tickets and commissions, says Basa.

“let’s face it. If you’re busy selling 
every day, you can’t be busy managing 

all the other back office items, so our 
platform really is a type of back office 
as-a-service,” says Basa.

since it also operates in the capac-
ity of a reseller, telegration has made 
the necessary investments in pro-
cesses and platforms, says Basa, from 
billing and customer care to project 
management and sales engineering to 
auditing and automation. Basa sees 
these capabilities as the pillars of be-
ing a top master agent, but believes 
the real value is in the people on the 
telegration team. 

 “the best service quotes are not 
necessarily fast, automated quotes from 
a machine,” he says. “a good quote 
comes from interacting with another 
person, discussing a specialized busi-
ness application, and then using our 
knowledge of the service providers and 
technologies available to match that up 
with our sales partner out in the field.”

sales partners want to be able to 
send an email and get back a response, 
says Basa. they want to brainstorm 
about a solution with a sales engineer, 
create a Visio diagram and collaborate 
with carrier partners and the telegration 
solution experts to create the best pos-
sible solution.

“We believe that resources are very 
important, so we have made significant 
investments in quoting, training and 
project management tools. all of our 
systems are very scalable and have 
been built on salesforce.com,” Basa 
continues, “but we’ve heard resonating 
feedback from our top-performing sales 
producers: they like the people more 
than the systems.”

“Can people be a platform?” he asks.
In a world of artificial intelligence and 

mega-merger master agencies, messag-
es that emphasize “quality over quan-
tity” and the power of a personal touch 
may not be the sexiest sell, and they are 
unlikely to attract the most attention. But 
it’s the type of thinking that telegration 
believes sets it up as the best option for 
the best-selling agents.

“today’s marketplace is more chal-
lenging than ever,” says Basa, “and we 
believe the key to a great partner ex-
perience is a combination of expertise, 
speed and clarity.” o

The High Touch 
Technique

In an era of channel consolidation, when mergers and ac-
quisitions happen fast, it’s easy for even a casual observer 
to assume that it’s time “to go big or go home.” 

Telegration puts its stamp on 
the master agent model

 ChannelVision   |  July - August, 201752

http://salesforce.com/


Partners,
mark your
calendars.

TheAlliancePartners.com/coming-this-fall

A sales-focused channel event 
unlike any other is coming
this Fall. 

Space is limited. Are you in?

http://thealliancepartners.com/coming-this-fall/
http://thealliancepartners.com/coming-this-fall/
http://thealliancepartners.com/


Frontier Has Enough 
Fiber, Says CEO

With its business-focused services 
division up and rolling, combined with 
the recent flurry of acquisitions of late, 
many surmised that Frontier would be 
enhancing its fiber network by acquir-
ing other assets. Frontier, however, 
has the the necessary fiber assets in 
place to serve enterprises, said CEO 
Dan McCarthy, and does not need to 
purchase additional fiber to reach its 
business service revenue goals.

“We feel good about the fact 
that we have 4.5 million households 
that we can serve with fiber, and all 
the fiber that is in the network that 
enables a lot of the commercial op-
portunities that Ken arndt’s team are 
going after,” McCarthy told investors 
during the telco’s second quarter 
call. “We’re not really looking to do 
anything at this point.”

the company plans to focus its 
network capital spending on expand-
ing Ethernet and VoIP capacity to 
support commercial and wholesale 
carrier opportunities. It plans to lever-
age a mix of its direct and indirect 
sales channels.

Frontier currently sits in the 11th 
spot on Vertical systems group’s lat-
est on-net fiber Leaderboard and is 
part of a group of retail and wholesale 
fiber providers that have 10,000 or 
more on-net fiber-lit commercial build-
ings in the u.s. 

CCMI Acquires  
FiberLocator
CCMI, a business unit of Simplify Compliance,  

has acquired NEF’s FiberLocator, an online fiber  
mapping database.

this is the second acquisition by sim-
plify Compliance since leeds Equity 
Partners, llC invested to form the com-
pany in December 2016.

the Fiberlocator telecommunica-
tions and colocation database houses 
detailed maps and information on 
hundreds of facilities-based carriers, 
thousands of data centers and hun-
dreds of thousands of on-net build-
ings, said the company. CCMI says it 
will be retaining the Fiberlocator staff, 

bringing their years of expertise to  
the growing CCMI team.

Fiberlocator will partner with NEF in 
the future to provide optimal coverage 
for customers. 

“NEF and Fiberlocator will con-
tinue to have a relationship follow-
ing the acquisition.  We feel that the 
new partnership will allow Fiberlo-
cator to grow with additional data 
and features,” said Mike Murphy, 
NEF CEO.

ZETTabyTEs

Required Fiber Infrastructure Investment

Source: Deloitte Consulting

Major Investment Needed in Deep  
Fiber, Says Deloitte

In order to meet the coming needs of wireless densification, increased 
broadband competition and expanded coverage in rural and underserved  
areas, as much as $130 to $150 billion of fiber investment must be made  
in the u.s. during the next five to seven years, according to analysts at  
Deloitte Consulting llP. the research firm expects the investment to derive 
from a variety of sources including traditional communications service provid-
ers, financial investors and public-private partnerships.  

Millions of people who have 
gigabit broadband access 
in the U.S., or 17% of the 
population, according to 
new counts by test and 
measurement vendor Viavi. 
That’s the highest number  
of people in any country in 
the world.

56.4
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Firstlight plans to ac-
quire Ftlg in a move that 
will merge Fltg’s privately 
owned fiber-optic network, 
which spans nearly 2,500 
route miles in New york 
state and Pennsylvania, 
with Firstlight’s more than 9,500 route 
mile fiber network. FirstLight recently 
announced similar transactions with 
Oxford Networks and sovernet Com-
munications as well, and the resulting 
total combined company will have a 
portfolio of data, internet, data center, 
cloud and voice services, backed by 
locally based service and support, de-
livered across almost 15,000 miles of 
network fiber in seven different states. 
Its head count will swell as well, to to-
tal around 450 employees. 

“For over a century, Fltg has 
built solid, long-standing relationships 
with its customers by consistently of-
fering its expertise, responsiveness, 
flexibility and innovation,” said FLTG 
president and CEO Paul H. griswold. 
“By combining operations with First-
light, we are starting an exciting new 
chapter in the Fltg story.”

the acquisition also will include 
Fltg’s Cisco-based managed ser-
vices, which will become available 
across the combined company’s foot-
print, thus expanding the opportuni-
ties for channel partners to combine 
transport and managed services 
together. the company will offer a 
range of offerings in this department 

– including hosted voice, routing 
and switching, wireless and video 
(via Cisco spark) – all delivered 
from its two NOCs, in Boston and 
Rochester, N.y. the company 
also is teeing up a managed se-
curity offering.

“as a technology provider, value 
added reseller and Cisco Premier 
Certified Partner, our company has 
taken much pride in developing cus-
tom communications and data net-
working solutions to meet customers’ 
specific business needs,” griswold 
said. “this acquisition expands the 
footprint for our Cisco services and 
hosted phone products, which part-
ners can combine with the local loop, 
all from one company. also, we’re 
not reselling anyone’s service or 
package because we develop these 
ourselves in-house with our team of 
Cisco engineers.”

For Firstlight’s part, the company 
is equally bullish.

“together we can bring more to 
the table,” said Jessica Nava, Fltg’s 
director of business development.

“We have a lot of synergy and 
work with a lot of the same channel 
partners, but together we can offer 
them more to sell,” continued Nava. 
“Before, we only offered our fiber 
network and services, but now we 
can offer the Cisco side. For partners 
serving many of our customers, es-
pecially in the fast-growing university 
and healthcare markets, the opportu-

By Tara Seals

Finger Lakes  
Positioned for Future 
with FirstLight Deal

nity to get into services will dramatically 
change their value proposition.”

Channel partners will continue to earn 
recurring revenue, and griswold said that 
the opportunities are moving upstream.

“We are doing more and more in 
financial services, universities, the hospi-
tal space and in telemedicine, where they 
need reliable bandwidth backed by ser-
vice level agreements,” he said. “lately, 
there’s been a much larger enterprise 
focus, and selling, say, a 15,000-seat 
phone system, is not uncommon now. 
We’re also attracting great expertise – 
we recently hired a new senior director of 
Cisco solutions, who was at Cisco for 17 
years but decided to come to us because 
of the growth opportunities.”

Once the deal closes, sometime 
between late august and early October, 
the integration will begin. the company 
expects to retain all of its employees 
– though those workers may be rede-
ployed to new areas or groups – because 
it will set about growing its portfolio of 
services even further.

“It’s too early to understand where  
everyone will be positioned since we can’t 
start to migrate until the closure of the 
deal,” said griswold. “However, integra-
tion should be quick. We have network 
engineers all over the place, and we’ll be 
combining all forces, including those re-
tained from Oxford and sovernet.” 

Nava noted that the combined 
company will maintain its penchant for 
high-touch customer service and partner 
support. the cornerstone of how the 
company serves its customers is being 
involved in the community, with local 
sales and local support. as the company 
gets bigger, it is taking steps to ensure 
that it continues to maintain that local 
presence, which is a big differentiation 
point against some of the larger players 
in the market.

“yes, this is a merger and yes we’ll 
be bigger, but nowhere near the size of 
some others,” she said. “It’s important to 
us to maintain our personal touch, our 
family feel and community-oriented cor-
porate culture.”  o

Finger lakes technologies group (Fltg), 
which serves business customers in New york 
and Pennsylvania through its fiber network,  
is about to supercharge its market position 

and the opportunities for its channel partners, thanks 
to its upcoming consolidation with Firstlight Fiber.

Paul Griswold
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LANtelligence Kicks Off 
Channel Program

Unified communications solutions 
provider laNtelligence has launched a 
channel program using a hybrid solu-
tion provider/master agency model.
laNtelligence looks to grow a channel of 
individual agents and managed service 
providers interested in upstreaming their 
sales of cloud communications solutions. 

the program’s portfolio includes 
shoretel, PureCloud by genesys, 
VeloCloud and 8×8 solutions. Partners 
can access in-house resources across 
sales engineering, project manage-
ment, network design and deployment, 
solution programming, integration 
and custom software development, 
field technical resources, training and 
round-the-clock ongoing support.

“We see a fantastic opportunity for 
our agent and MsP partners in the 
contact center as-a-service mid-market 
sector,” said laNtelligence CEO Mar-
tin tracey. “this is as a space were 
laNtelligence is focusing its extensive 
contact center experience and exper-
tise for this new channel. this market 
offers less competition and bigger pay-
outs for our channel partners.”

BullsEye Enhances SD-WAN, 
Networking Portfolio

BullsEye telecom has partnered 
with sD-WaN market leader VeloCloud 
to enhance its existing sD-WaN solu-
tion to deliver a suite of fully managed 
networking functions. BullsEye sD-
WaN, a VeloCloud Powered solution, 
is the latest addition to the brand’s 
managed network portfolio.

“This SD-WAN offering solidifies 
our ability to offer prospects and our 
base of clients with nationally distribut-
ed locations, an agile cloud-delivered 
network that supports more intelligent 
use of broadband internet connectiv-
ity,” said CEO, William H. Oberlin. 

BullsEye sD-WaN provides the en-
tire middle mile connecting the Internet 
to client locations effectively helping 
BullsEye manage bandwidth hungry-

applications. “We are now better 
equipped to guarantee a best-in-class 
user experience for voice, uC/video 
collaboration and other multi-media 
applications,” adds Oberlin. 

CNSG Adds Inky Email  
Security to Portfolio

Master agent CNsg is now offering 
Inky Phish Fence for Microsoft Office 
365 to its partners and their customers. 
Inky Phish Fence protects Microsoft 
Office 365 users against spear-phishing 
and other email-based attacks. It works 
as an add-in right within Outlook, giv-
ing users detailed information about 
email-based threats and providing both 
protection and training.

A security add-in for Microsoft Office 
365, Inky Phish Fence installs seam-
lessly and is zero-administration, 
requiring no migration or changes to 
back-end DlP, e-discovery or other 
systems, said the company. It acts like 
a cybersecurity expert sitting next to 
each user, analyzing that person’s mail. 

 Users see specific feedback about 
each email, including sender profiles 
of legitimate emails and warnings 
about emails that are suspicious. Inky 
Phish Fence warns of domain and 
brand forgery attempts, emails claim-
ing to be internal that are actually 
external, legitimate-looking “typo do-
mains” and fraudulent links.

Global Capacity Receives 
Ethernet Certification 

global Capacity has achieved Metro 
Ethernet Forum (MEF) Carrier Ethernet 
(CE) 2.0 Certification for its Ethernet E-
access services available from One Mar-
ketplace. CE 2.0 Certification confirms 
global Capacity’s ability to deliver carrier 
class local, national and global Ethernet 
services with standardized interconnec-
tion, manageability and class of service.

The certification also demonstrates 
global Capacity’s ability to work with 
carriers, managed services providers 
and other business application provid-
ers in a cooperative fashion to deliver 

scalable, reliable next-generation Ether-
net solutions from its One Marketplace 
platform, said the company. 

“We see Ethernet as the foundation 
for new models of design and service 
delivery, such as our Hybrid WaN and 
sD-WaN,” said tony thakur, chief  
technology officer, global Capacity. 

Cybereason Debuts Global 
Channel Program

Endpoint security specialist Cyberea-
son has launched its global Partner 
Program, with initial focus on value-
added resellers, managed service pro-
viders, system integrators and technol-
ogy alliance partners in the americas, 
EMEa and aPaC. Partners can range in 
size from smaller strategic cybersecurity 
resellers to large global providers, said 
the company.

Cybereason also has hired gregg 
Henebry as vice president of channels. 
He brings 20 years of sales and tech-
nology experience, most recently as 
vice president of worldwide channels 
at Fuze. “We’re incentivizing [partners] 
with a great program, and our technol-
ogy scales from small environments of 
1,000 or fewer endpoints to several mil-
lion endpoints,” said Henebry. 

the channel program will feature three 
tiers. Cybereason’s ecosystem consists of 
its total Endpoint Protection Platform and 
a range of security partners.

RedLock Enters Cloud  
Security Channel

Redlock announced its new Cloud-
View Channel Program that enables 
partners to offer a comprehensive cloud 
security solution. the Redlock Cloud 360 
platform reportedly can be deployed in 
minutes allowing partners to quickly dem-
onstrate value and significantly shorten 
sales cycles, said Mike gesnaldo, Red-
lock regional vice president.

the program offers generous mar-
gins, streamlined enablement and 
turnkey marketing programs, said the 
company, which plans to drive “all sales 
through the channel.”

iCyMi
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 “With the adoption of public cloud 
infrastructure expected to grow exponen-
tially in the coming years, organizations 
need a cloud-native approach to protect 
an environment that’s constantly chang-
ing. Redlock is the only company provid-
ing the level of holistic security, compli-
ance and visibility necessary for this 
ephemeral environment,” said gesnaldo.

Axcient and eFolder 
Announce Merger

eFolder, a provider of data pro-
tection solutions for the It channel, 
and axcient, which provide DRaas 
solutions, announced their merger. 
the companies believe the combina-
tion brings together innovators with 
a shared belief in simplifying the way 
businesses protect data, ensure It 
infrastructure availability and maximize 
employee productivity.

the combined entity will continue 
operations in Denver, Colo.; Mountain 
View, Calif.; austin, texas; and smo-
lensk, Russia. the combined compa-

nies count more than 100 team mem-
bers in R&D and more than 50,000 cus-
tomers and 400,000 endpoints under 
management. Matt Nachtrab has been 
named CEO of the combined compa-
nies, with Kevin Hoffman as CtO and 
Justin Moore as chief strategy officer.

Sandler Recovers 
$3M-plus in Commissions 

sandler Partners’ Commissions In-
tegrity Program, which proactively audits 
commissions and sPIF payments, has 
directly recovered more than $3 million 
for agent partners, and many times that 
in future commissions payments, since 
the program was introduced in January 
2013, announced the company. 

“Congrats to our Commissions 
team for reaching this milestone,” said 
Curt allen, president of channel for 
sandler Partners. “the impact of this 
program across our base of agent part-
ners speaks to just how widespread 
compensation errors are in our space. 
More than 70 percent of our partners 

have received true-ups, and virtually 
all of our partners have benefited from 
system-wide errors caught and cor-
rected in our proactive audits.”

sandler Partners said it continues 
to expand its Commissions team.

Jabra Launches New 
Channel Partner Program 

audio and communications tech-
nology specialist Jabra announced 
the launch of the Jabra One Partner 
Program and appointment of Cheryle 
Walline as head of channels, public 
sector and sME in North america. 
the program, which will roll out glob-
ally in 2017, establishes two partner 
tiers. Premium Partners benefit from 
expanded support, customized agree-
ments, dedicated account manage-
ment and business investment funding 
as appropriate to grow their business.

 through the program all partners 
have access to Jabra’s new online por-
tal that features a variety of sales and 
marketing resources.  o
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