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ShoreTel acquired
by UC giant Mitel
Mitel has swallowed up rival Shoretel in a $430m merger deal that positions 
the enlarged business as a top place contender in the global UCaaS market.
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The deal brings combined sales 
of $1.3bn, increases Mitel’s rec-
urring revenue to 39% of total 
revenues, more than doubles its 
UCaaS income to $263m while 
bolstering the Canadian vend-
or’s capacity to quickly migrate 
organisations to the cloud.

The enlarged company will 
have approximately 3,200 chan-
nel partners and a global work-
force of circa 4,200 employ-
ees. It will be based in Ottawa, 
Canada, and operate as Mitel.

The acquisition is also exp-
ected to bring $60m in cost sav-
ings over two years.

Mitel CEO Rich McBee 
(pictured above), who will lead 
the combined organisation, stat-
ed: “This is a natural combina-
tion that enables us to continue 
to consolidate the industry and 
take advantage of cost synergy 
opportunities while adding new 
technologies and significant 
cloud growth to our business.

“Together, Mitel and Shore-
Tel will be able to take custom-
ers to the cloud faster.”

Solar, a ShoreTel Platinum 
and Mitel Gold partner, wel-
comed the deal. CEO John 
Whitty stated: “Our two main 
UC technology partners joining 
forces brings a massive oppor-
tunity to take the best of both 
portfolios and deliver under a 
single brand. We hope that the 
same investment and support 
continues in each product line.”

ShoreTel CEO Don Joos 
noted: “This concludes our rev-
iew of strategic alternatives by 
delivering a significant cash pre-
mium for our shareholders.”
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The headlines always go 
to those who can turn 
conventional ways of doing 
things on their head or 
shine a light on something 
new and different. In both 
cases there is a requirement 
to keep one eye on the 
next change-factor or 
opportunity in order to create 
the heightened interest. 

Therein, also, lies the way to product diversification 
and finding the next ‘pound’ for the channel. 

Digital engagement is rife and new revenue 
opportunities are emerging thick and fast, not always 
from the most predictable sources. Take Fidelity 
Group which this month launched what its Managing 
Director Alan Shraga says is the firm’s biggest initiative 
since it entered the energy market three years ago. 
This time his ‘out of the box’ thinking has come to 
fruition with the launch of an e-learning initiative 
that is complementary to the reseller business model 
and extends the revenue generating possibilities of 
channel partners who can provide another service that 
hits the digital engagement trend (see page 10). 

Showing equal vision is Cogent Distribution Managing 
Director Jim Kernahan who has embarked on a venture to 
realise the promise of a wireless dominated world where 
5G and the IoT combine to turn conventional connectivity 
methods on their heads, ultimately replacing fibre and 
copper solutions, he firmly believes (see page 24).

Our industry is adaptable and self-sustaining, has the 
capacity to absorb and create new areas of business while 
innovating fresh opportunities from within. But all this 
depends on the entrepreneurial flair of those people who 
are able to embrace non-traditional revenue streams as part 
of an evolving, organic process of product diversification. 
These people are our readers who every day ensure that 
the channel is future-proofed from within, through keeping 
one eye on the ‘now’ and the other on tomorrow.

Stuart Gilroy, Editor

 EDITOR’S COMMENT

Stuart Gilroy

DatapointEurope’s
acquired by Sabio 
Lyceum capital backed Sabio 
has acquired fellow contact cen-
tre player Datapointeurope to 
create a £60m business that sup-
ports 250 enterprise customers 
on three continents.

Datapointeurope has a str-
ong european footprint with 
headquarters in madrid, Spain, 
and offices in Barcelona, milan, 
Paris and utrecht. The company 
also operates a global alliance 
programme to support organisa-
tions across the Americas.

The move builds on Sabio’s 
acquisition of SaaS solutions 
provider Rapport.

“Geographical expansion 
is critical to Sabio’s growth 
plans, so the acquisition of 
Datapointeurope, with its broad 
reach across europe and the 
Americas, is an important next 
step for the company,” stated 
Sabio’s chief executive Officer, 
Andy Roberts. 

“Datapointeurope’s interna-
tional footprint adds to Sabio’s 
existing strong presence in the 
uK and the Asia-Pacific mar-
kets, enabling the combined 
operation to address the demand 
for innovative global customer 
experience solutions.”

Sabio has built out its infra-
structure to support a larger 
business operation to drive 

annuity revenues via hosted and 
managed service offerings

“We’ve already demon-
strated our ability to leverage 
value from this model, adding 
Datapointeurope will allow 
us to accelerate the process on 
a much broader geographical 
basis,” stated Roberts.

Datapointeurope ceO Raf-
ael Aranda added: “There’s a 
particularly close fit in terms 
of our culture and values, along 
with a shared commitment to 
making our organisations a 
great place to work.

“Both organisations hold 
key strategic technology part-
nerships and are recognised for 
their ability to deliver complex 
customer experience solutions 
based on core technologies.”

Philip carse, Analyst at 
megabuyte.com, said: “Subject 

of course to the usual caveat 
over price – which we would 
assume to be modest given what 
appears to be low margins for 
Datapoint – this looks to be a 
reasonably transformative deal 
for Sabio. 

“It gives the company a sub-
stantial pan-european footprint 
and some clear cross and up-
sell opportunities, as well as 
economies of scale aided by 
Datapoint’s similar 100% con-
tact centre focus. 

“It does, however, mark a 
significant development for a 
business that has, to-date, devel-
oped almost entirely organical-
ly – with the exception of the 
Rapport deal – with manage-
ment quite sensibly taking the 
foot off the m&A pedal while it 
focuses on the task of integrat-
ing Datapoint.”

Andy Roberts

Get lower pricing for 
our new LLU services
www.interoute.com/LLU
 
Contact your Account
Manager or email 
partners@interoute.com
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Virtual1 speeds up 
network expansion
Virtual1’s strategy to bec-
ome a uK-wide channel-only 
wholesale Digital service Pro-
vider has advanced significantly 
since the launch of its national 
network in april.

the company’s plan is fast 
coming to fruition with the net-
work already reaching over 180 
uK towns and cities, while 50% 
of its 212 new exchanges are 
now available on 1Portal for 
partners to raise quotes against.

Virtual1 has also released 
real-time bandwidth changes 
across its Ethernet network. 

“Partners can increase and 
decrease the bandwidth on Eth-
ernet services via 1Portal, with 
changes taking effect in real-
time,” commented CEO tom 
O’Hagan. “this functionality 
leverages the upgrades made 
across our core network over 
the past 18 months.”

O’Hagan says Virtual1 is 
blazing a trail with its fully 
software defined network which 
by the end of the year will allow 
partners to directly control in 
real-time 35 different features 
of the solutions they provide.

“Most exciting is how the 
channel makes use of the new 
functionality and how being 
released from the shackles of 
a legacy carrier’s processes and 

service levels will drive inno-
vation in propositions,” added 
O’Hagan. “By removing the 
carrier from the service delivery 

The new football season 
is about to get underway 
and for many years Sky 
has been the king of the 
Premier League regarding TV 
coverage. however, in recent 
seasons BT has emerged as a 
serious contender, combining 
Champions League with 
selected domestic games.

In a move to ‘up its game’ 
Sky has announced a major 
revamp of its sports packages 

where Sky Sports 1, 2, 3, 4 and 5 have been replaced 
by 10 channels, including ones dedicated to the Premier 
League, cricket, golf and F1. So, in a bid to stay one step 
ahead of its rivals, for the first time Sky’s set-up offers 
the chance to subscribe to individual channel packages.

Of course, businesses have to adapt to changing 
market trends and it’s clear Sky is aware of the 
impact of sites such as Netflix and Amazon Prime 
where content can be downloaded for a simple 
monthly fee on a much more individual basis.

Technology and the Internet remain at the heart 
of today’s entertainment and communications 
worlds and all of us who operate in these arenas 
need to continually evolve to meet ever more 
demanding and intuitive customer expectations.

The Sky versus BT battle – where billions of pounds 
can be spent to secure exclusive contracts – just goes to 
prove how football and sport in general is big business on 
and off the field. As always an interesting new season lies 
ahead as TV has an ever stronger influence on the beautiful 
game and clubs spend hundreds of millions of pounds 
luring some of the game’s finest talent to these shores.

Richard Carter, Director of Channel Sales, Nimans

 COMMENT: A WINNING RESULT

Richard Carter

and giving this ability directly 
to the channel our partners can 
now dictate their own slas. 

“For verticals that experience 
seasonal periods of demand and 
predictable peak workloads, 
this proposition enables them 
to flex bandwidth and not carry 
the costs of this ability for the 
length of a contract.

“this functionality is avail-
able across all circuits provided 
on Virtual1’s own network, with 
plans to extend it across all ser-
vices in the roadmap for 2018.”

Got a news story? email: 
sgilroy@bpl-business.com

Tom O’Hagan

• For years the business connectivity market has been dominated 

by fixed line solutions, but it’s time to move on argues Cogent 

Distribution Managing Director Jim Kernahan (p24).
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Expectations 
for AI almost 
off the scale
RaRely has a technology 
caught the imagination as fast 
as artificial Intelligence, which 
according to Gartner will fea-
ture in almost all new software 
products by 2020.

The analyst firm has based 
its prediction on astonishing 
website stats and corresponding 
levels of hype unseen before in 
the tech sector until now. 

according to search anal-
ysis of Gartner’s website, in 
2016 the keywords ‘artificial 
Intelligence’ did not make it 
into the top 100 search terms. 
Fast forward to May 2017, and 
aI ranks seventh.

Gartner now says that aI 
will be a top five investment 
priority for more than 30% of 
CIOs by 2020.

“as aI accelerates up the 
Hype Cycle, many software 
providers are looking to stake 
their claim in the biggest gold 
rush in recent years,” comment-
ed Jim Hare, who as Research 
Vice President at Gartner. 

“aI offers exciting possi-
bilities, but unfortunately many 
vendors are focused on the goal 
of simply building and market-
ing an aI-based product rather 
than first identifying needs, 
potential uses and the business 
value to customers.”

aI is a term applied to sys-
tems that change behaviours 
(without being explicitly pro-
grammed) based on data col-
lected, usage analysis and other 
observations. But aI vendors 
need to realign their focus, 
believes Hare.

“Software vendors need to 
focus on offering solutions to 
business problems rather than 
just being at the cutting edge of 
technology,” added Hare. 

aI has unquestionably shot 
up the corporate agenda, but 
too many aI software vendors 

are shooting themselves in the 
foot in their rush to market with 
undifferentiated products, caus-
ing confusion among potential 
buyers, claims Hare.

“More than 1,000 vendors 
with applications and platforms 
describe themselves as aI ven-
dors, or say they employ aI in 
their products, he said. 

“Similar to greenwashing, 
where companies exaggerate 
the environmental friendliness 
of their products or practices, 
many technology vendors are 
now ‘aI washing’ by applying 
the aI label too indiscriminately 
– with consequences for invest-
ment in the technology.”

To build trust with end user 
organisations vendors should 
collect case studies that show 
quantifiable results achieved 
using aI. “ensure that you use 
the term ‘aI’ wisely in your 
sales and marketing materials,” 
urged Hare. “Be clear what dif-
ferentiates your aI offering and 
what problem it solves.”

according to Gartner’s 2017 
aI development strategies sur-
vey, organisations want aI solu-
tions to improve decision mak-
ing and process automation. 

“If they had a choice, most 
organisations would prefer to 
buy embedded or packaged aI 
solutions rather than trying to 
build a custom solution,” con-
cluded Hare. 

Jim Hare

Ethos is poised to strengthen 
its presence in the cloud con-
tact centre market following a 
link-up with Cirrus that adds 
to its capabilities in deliver-
ing operational efficiency and 
enables it to focus more on 
business outcomes and imp-
roved customer experiences.

Commenting on the part-
nership ethos MD Matt Hill 
said: “Cirrus’ CCaaS offering 
complements our contact cen-
tre solution portfolio, and the 
combined expertise of both 
companies enables us to fur-
ther strengthen our proposi-
tion, service and support.”

Yealink phones are now avail-
able to Splicecom partners 
following a link-up between 
the two companies.

Splicecom’s Director of 
Marketing & Product Man-
agement, Robin Hayman, 
said: “We’ve built support for 
yealink’s T4 series handsets 
into our SelectVoice platform 
which includes a high level of 
feature integration.” 

andy Roberts, MD for 
yealink UK, added: “By treat-
ing yealink phones as sys-
tem components rather than 
third party add-ons Splicecom 
is delivering a value added 
proposition that is far greater 
than the sum of its parts.”

Almost a third of organisa-
tions questioned in the Veritas 
2017 GDPR Report said 
they were compliant with 
the upcoming data laws until 
asked about specific details 
that brought to light the likeli-
hood of non-compliance.

Jason Tooley, VP Northern 
europe, Veritas, commented: 
“More education is needed 
on the tools, processes and 
policies to support the infor-
mation governance strategies 
that are required to comply 
with GDPR requirements. 

“Creating an automated, 
classification-based policy-
driven approach to GDPR 
is key to success and will 
enable organisations to accel-
erate their ability to meet the 
regulatory demands.”
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Arrow darts after
Worksmart target
The acquisition of London-
based Worksmart Technology 
by Arrow Business Communic-
ations provides an immediate 
boost to revenues, tech capabili-
ties and strengthens its presence 
in the hosted space.

Worksmart generates circa 
£4.7m revenues and has over 
350 customers. The deal is 
Arrow’s ninth acquisition in 
seven years. 

Worksmart is strong in the 
financial services and health 
sectors and focuses on hosted 
and on-premise phone systems 
along with data connectivity.

Arrow CeO Chris Russell 
stated: “The key reason behind 
this acquisition is Worksmart’s 
expertise in delivering enhanced 
hosted voice platforms, which 
are becoming increasingly pop-
ular with customers wanting to 
migrate away from on-premise 
based solutions.

“Overnight we have doubled 
our number of hosted seats and 
connectivity sales and added 
depth to our technical and prod-
uct offering.”

Following the deal Arrow 
appointed two new directors – 
John harber and Richard Burke. 
harber previously worked at 
Lenovo, Sony ericsson and 
Sony UK and will lead Arrow’s 

Pulse Business energy and 
Worksmart acquisitions.

Burke joins Arrow from 
Intercity where he held director 
level positions since 2009. he 
is now responsible for Arrow’s 
IT Services, Telesales, Scotland 
and Strategic Accounts teams. 

Russell added: “We started 
the year with three key objec-

tives – to continue to acquire, to 
add resource to our senior team 
and to deliver our numbers. 

“We have completed our 
second acquisition of the year, 
welcomed John and Richard 
and won some significant new 
business. I am confident that 
we will exceed our profitability 
targets for 2017.”

Chris Russell

Cloud applications are fast 
replacing essential business 
apps previously run on 
dedicated hardware. This 
means that connectivity is 
more important than ever 
to provide an excellent 
user experience with 
business critical software 
applications. As the 
demands on connectivity 
and networks increase they 
need to become smarter 
with capabilities like Network 

Function Virtualisation (NFV) and Software defined 
Networking (SdN) in order to keep pace. 

NFV is allowing network providers to deploy and 
manage services that optimise network performance much 
more flexibly and efficiently than ever before. TalkTalk 
Business is using the power of NFV and SdN to create a 
more agile network for our partners and their customers. 

An example of the use of this technology is our recently 
re-architected dNS functionality into a fully virtualised 
service, achieved by successfully combining virtualised 
software at the edge of the network, a first with our 
partner Juniper Technologies. This puts the decision making 
and customer interaction closer to the end customer, 
improving responsiveness and the user experience.

Thanks to virtualisation we can continue to scale 
the operations of our customers easily to keep pace 
with growing demands and maintain the performance 
improvements we’ve seen so far. NFV means we 
can deliver services quicker than ever before. What 
does this mean for end customers? Well, TalkTalk 
Business’ partners and customers can now get 
responses up to twice as fast as before, leading 
SamKnows to rank us 1st for fibre response times.

We are excited to be at the forefront of innovation in 
NFV within this space, and excited about the potential 
for our customers and partners in the future.

Alex Tempest, Director of Partners, TalkTalk Business

 COMMENT: STRATEGIC TALK 

Alex Tempest
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Whole Home Wi-Fi
Easy to set up with an app to control it all, this is Wi-Fi at its finest.

NEW

Three discs create a complete Wi-Fi network, 
eliminating deadspots - add up to three additional 
discs for extra coverage and flexibility

Perfect solution for small office environments 
and SMEs looking for cost-effective, reliable Wi-Fi

Works with ALL broadband providers

0161 925 1980
dealersales@nimans.net
nimans.net/bt-whole-home-wi-fi

Find out more
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VanillaIP launches
hosted-SIM bundle 
VanillaiP claims to have 
cracked the challenge of creat-
ing a truly unified solution with 
the introduction of user bundles 
that combine a BroadSoft host-
ed PBX seat and a mobile SiM 
from either Vodafone or O2.

The bundles include hosted 
iP, mobile minutes and texts and 
extend the capabilities of the 
VanillaiP Uboss and BroadSoft 
platforms to any device includ-
ing mobile. 

Fixed and mobile calls along 
with mobile data are logged at 
the user level, and resellers can 
provide customers with a com-
bined bill for all services.

The Uboss portal also gives 
users access to unified call logs 
and recordings. 

“The key capability of the 
solution is that the GSM mobile 
is used to tether the user to 
the VanillaiP platform, meaning 
all calls are made and received 
through our BroadSoft system 
off any device,” explained CEO 
Dave Dadds.

“This means a true one num-
ber solution for users with a 
single voicemail and only the 
office DDi number being pre-
sented. all calls, including those 
from the mobile, are recorded 
and available almost immedi-
ately within the Uboss portal. 

“With new EU rules on 
roaming, VanillaiP users can 
take advantage of a one number 
feature set without any addi-
tional charge when in Europe.

“We are not selling a bunch 
of different services here but 
an integrated and fully meshed 
user experience.”

Users have presence and chat 
with their colleagues, are able to 
pull live calls between fixed 
iP devices and mobile, access 
the corporate directory and 
pull colleagues into conference 
calls. They can also configure 

Got a news story? email: 
sgilroy@bpl-business.com

advanced call routing while on 
the go.

“There is no logic to having 
the hosted PBX service and the 
mobile as separate silos,” added 
Dadds. “We all understand the 
importance of mobility in our 
communications strategy, but 
until now the challenge for the 
channel has been bringing in 
mobile functionality, reporting 
and billing as a single solution 
for the customer.”

Dave Dadds

The inadequacy of legacy 
systems and the benefits 
of cloud technology are 
encouraging public sector 
organisations to make 
significant changes to 
their communications 
infrastructure. They’re 
increasingly recognising that 
having the right technology 
in place can lead to greater 
productivity and improved 
customer service. 

Far from budget 
cuts holding back tech spend, research by the Cloud 
Industry Forum reveals 40 per cent growth in the use 
of some form of cloud-based service by public sector 
organisations since 2010. This is because the cloud 
allows local government organisations to break down 
silos by unifying departments and allowing them to 
collaborate with each other. This also makes their 
communication with citizens more effective, which is 
the ultimate goal for any public sector organisation. 

According to our own research, 82 per cent of those 
working in local government say the introduction of new 
technology has a positive impact on their organisation. 

There’s an opportunity here for the channel to 
increase sales. In order for resellers to provide solutions 
that solve local government’s communications 
challenges it’s important to understand what systems 
these organisations currently have in place as well 
as how their citizens would like to communicate 
with them. This allows the channel to demonstrate 
an understanding of this challenging environment, 
offer bespoke solutions and be reliable advisors.

Charles Aylwin, Director of Channel & Public Sector, 8x8

 COMMENT: PUBLIC SECTOR FOCUS

Charles Aylwin

• As for BI, it’s been a while since a technology has so consumed 

industry discussion. here, we assess the rise of analytics and its 

influence on the channel and wider business community (p46).
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After successfully completing the acquisitions of 
Opus Telecom Ltd & Phipps Communications Ltd,  NIX 
Communications Group are looking to acquire another 
base. NIX have become an extremely strong business 
over the years  recently picking up 27th position in the 
Sunday Times best companies to work for category 
and winning the Reseller of the Year for the 4th year in 
a row with UNIFY.
 
NIX have guaranteed funding in place of up to 20 
million pounds to purchase several bases over the 
coming 5 years and we can typically complete a sale 
within 2-3 months.
 
If you’re interested or would like to discuss the potential 
of selling your base to NIX, and would like more security 
around your final payment, give NIX a call today.

Call me, Nick Zammit
(Senior Partner) on 0800 193 7700  
today to discuss the possibilities of  
selling your base to NIX.

LOOKING TO SELL 
YOUR BASE?
Worried you Won’t receive your 
final payment?

We knoW exactly hoW you feel.

contact nix to discuss our  
‘no churn’ offering.

www.NIXGROUP.CO.Uk

http://www.nixgroup.co.uk
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Fidelity on course for e-learning
Henley-based Fidelity Group 
has launched a white labelled e-
learning platform to the channel 
powered by education technol-
ogy company e-Careers.

This latest product offer-
ing, Fidelity elearning, will 
help businesses to benefit from 
education technology as more 
resellers look to increase digi-
tal engagement and revenues in 
their portfolio.

The agreement is designed to 
remove one of the primary bar-
riers to e-learning adoption and 
unlock the revenue potential of 
a global market said to be worth 
$220bn by 2020, according to 
Accuray Research. 

“One of the problems holding 
back the digital learning wave is 
the issue of trust,” said Fidelity 
Group MD Alan Shraga. 

“People baulk at the pros-
pect of entering personal details 
online for services from suppli-
ers they have not encountered 
before and therefore cannot 

fully trust. But resellers hold a 
trump card. They are already 
trusted providers in the eyes 
of their customer bases and 
in a prime position to unlock 
demand and drive edtech in the 
business market with tools that 
support enterprise e-learning.” 

The online courses are 
numerous, ever expanding and 
range from office packages, 
project management qualifica-
tions, accounting and IT, GDPR, 
health and safety, personal inter-
est and hobby courses. 

They can be purchased via a 
white labelled platform linked 
from the reseller’s website.  

“Businesses will find some-
thing for everyone to help 
engage their staff and custom-
ers,” commented Shraga. 

“Fidelity elearning (pow-
ered by e-Careers) gives the 
business community, our chan-
nel and their own teams instant 
access to training across multi-
ple devices in their own time.” 

Alan Shraga

Channel resellers currently 
offering software and account-
ing packages can strengthen 
relationships with customers 
by providing the online training 
to accompany these products, 
inviting longer-term and benefi-
cial engagement with custom-
ers, pointed out Shraga. 

The launch follows a seven 
month development period and 
represents a new and significant 
digital revenue opportunity for 
partners, according to Shraga, 
who emphasised that the future 

impact of edtech and the role of 
technology providers in deliver-
ing it cannot be ignored. 

The partnership with e-Car-
eers gives Fidelity access to an 
e-learning support team of 200, 
including 76 course developers 
and 40 accreditation awarding 
bodies. “One of the most ben-
eficial offerings from Fidelity 
elearning is the ability to add 
new courses that are relevant to 
channel business and help drive 
new revenues by meeting cus-
tomer demand,” said Shraga. 

Prominent trends driving e-
learning and digital engagement 
include cloud, anywhere access, 
increasing budget allocations, 
the popularity of online content, 
gamification and rising reve-
nues from digital apps. 

“This is the latest product in 
Fidelity’s offering, providing a 
new digital revenue stream,” 
commented Shraga. “The ben-
efits include agile learning, 
greater employee motivation, 

engagement, collaboration and 
a competitive edge.” 

Shraga also noted that it’s 
‘critical’ for businesses to find 
ways to engage, develop and 
retain talent given the time and 
expense that goes into attract-
ing, selecting, developing and 
engaging the best employees. 

“With mobile devices staff 
can learn anywhere, anytime, 
which helps businesses offer-
ing these opportunities to retain 
skilled staff,” he said. 

Fidelity is also offering a 
course in commerciality on the 
platform that involves experi-
ential learning via gamification 
and real world cases designed 
in association with BBC’s 
Dragons’ Den. 

As part of the white labelled 
package resellers can benefit 
from a 24/5 support team that 
steers customers through the 
course navigation and enrol-
ment process, together with 
after-sales support.

Weighed up your supplier 
options yet?

Up to 5Gbps deliverable and reliable 
wireless network bandwidth

The world’s leading provider of SD-WAN 
and Mobile Data Routing Solutions

Visit our stand 728, Hall 2

Contact Cogent for more information on 
01635 917720  www.cogentdistribution.com

http://www.comms-dealer.com
http://www.cogentdistribution.com


call us now on 0808 178 4555 www.daisywholesale.com
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Great Position
Great Partnerships

Great Portfolio
Great Value
Great Support

We provide our Partners 
with Great Value to sustain 
healthy business growth
• Highly competitive prices with simple pricing structures
• Comprehensive portals reduce Partner overhead costs
• Creative and bespoke service bundles encourage greater flexibility
• Recurring revenue streams generate additional business value
• Extensive up sell and cross sell opportunities stimulate organic growth
• Outstanding customer satisfaction and end user retention cut churn

helping your business grow.
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Unify builds 
the channel
Over 150 partners descended 
on Unify’s Partner Conference 
staged in Monte Carlo last month 
to hear the vendor reaffirm its 
channel-first business strategy 
and back up its proclamations 
with new figures that show 57% 
of its product revenue is now 
through the channel. 

During the past 12 months 
Unify (the Atos brand for 
comms software and services 
following its acquisition in 
November 2015) has increased 
partner numbers by 34%, add-
ing 437 new sign-ups bringing 
the total count to 2,809 partners 
in 119 countries.

Unify used the conference 
as a launchpad for its new 
OpenScape Cloud offering and 
also introduced a number of 
new programmes to strengthen 
collaboration with partners and 
between its global partners. 

These initiatives include 
ServiceConnect, which is a ser-
vice-based community hosted 
in Unify’s Circuit technology.

OpenScape Cloud is a com-
bination of Unify’s Circuit col-
laboration platform and Open-
Scape voice and is now avail-
able via the cloud.

“The move to cloud is a 
major trend, and our custom-
ers and partners are looking 

for more options and stronger 
offerings,” said Luiz Domingos, 
Head of Product House for 
Unify. “With OpenScape Cloud 
our partners can offer customers 
deployment choices and flex-
ibility to migrate at their pace.”

elka Popova, vice President 
for Digital Transformation, 
Frost & Sullivan, commented: 
“The market is rapidly moving 
to the cloud and demanding cus-
tomisable communication tools 
that go beyond traditional voice 
or UC to deliver true collabo-
ration for today’s mobile and 
distributed workforce.”

Got a news story? email: 
sgilroy@bpl-business.com

Luiz Domingos

I grew up watching Star Trek 
with its talking computers, its 
voice recognition, its robots, 
androids and light speed 
travel. Of course it’s taken a 
long time for science fiction 
to make the jump to science 
reality, but while we still 
have a way to go on warp 
speed travel the rest is pretty 
much there 50 years on.

Progress can be seen in all corners: I arrived home 
last month to find a robot in my house. Not the sort 
that walks about like Data, but a little automated 
vacuum cleaner that scuttles around the house cleaning 
and then finds its own way back to its charging 
station having mapped out the rooms. Clever stuff!

what makes this relevant to me as a software 
engineer is that I’ve written software to map out a 
maze using sensors, I’ve built self-learning programmes 
at the beginnings of AI, and I’ve controlled robotic 
function within firmware (I guess some inspiration 
came from science fiction). Fast forward 40 years 
and we’re finally getting enough processing power 
to deliver on the science fiction promise.

The biggest change today is the communications 
revolution and how AI is going to take over. we’re at the 
tipping point where you soon won’t know you’re having 
a conversation with a robot. Contact centres are about to 
change forever. when it comes to emails, instant messaging 
and chat services you have no chance as AI-based 
solutions will perform far better than humans ever can.

Questions of concern are what to do with all of 
the human beings that will be displaced by the AI 
revolution, and what happens when AI supersedes human 
intelligence? Skynet really is just around the corner.

Phil Reynolds, CTO, Oak Innovation

 COMMENT: THE NEXT REVOLUTION 

Phil Reynolds

• How former CIO of Ford Motor Company Kevin Timms got into 

the driving seat of fast rising Managed Services Provider eACS (p36).

PeNNiNe has set about driving 
greater tech adoption via the 
Prosci ADKAr Model, a pro-
cess that is said to aid change 
management and create the 
conditions that promote more 
uptake of new technologies.

“The ADKAr Model is 
a research-based individual 
change model that creates an 
internal language for change 
and gives leaders a framework 
for helping people embrace and 
adopt changes,” stated Steve 
Watts, Head of Pennine Sales.

ADKAr stands for: Aware-
ness of the need for change; 
Desire to support the change; 
Knowledge of how to change; 
Ability to show new skills and 
behaviours; and reinforcement 
to make the changes stick.

Pennine is a Silver partner 
of Microsoft and Skype for 
Business and the company is 
applying the ADKAr Model as 
part of its sales strategy around 
products such as these. 

“The key to a successful roll 
out is communicating the ben-
efits to the whole workforce,” 
commented Watts. 

“By embracing the methods 
of the Prosci ADKAr Model 
through Pennine’s approach, 
organisations are maximising 
their chances of success.”

Pennine’s
model for 
tech sales

A clear market advantage 
with Hosted Voice from Zen

Our ‘pick n mix’ model allows you to build 
a bespoke solution for end users, based 
on their specific requirements. 

Our platform provides partners  
with a powerful online portal for rapid 
provisioning and in-life management.

Our solution is supported by our  
next-generation connectivity and  
award-winning support. 

Our solution is white labelled giving 
partners  a crucial advantage so with us, 
you build your own brand equity,  
not someone else’s.

01706  902 571
zen.co.uk/partner
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TrueSpeed in
funding deal
TrueSpeed Communications 
has secured £75m funding from 
Aviva Investors to support the 
roll out of an ultrafast full fibre 
broadband network across south 
west england.

The firm was set up in 2015 
to provide residential and com-
mercial customers with multi-
gigabit capable symmetrical 
speeds via a full fibre network.

The partnership with Aviva 
Investors (the global asset man-
agement business of Aviva) 
allows TrueSpeed to accelerate 
its expansion strategy to pass up 
to 75,000 homes and businesses 
in the region.

Sean McLachlan, Senior 
director, Infrastructure equity, 
Aviva Investors, stated: “There 
is a clear and growing demand 
for this essential infrastructure 
across the country, in particular 
rural locations. The funding will 
allow TrueSpeed and its man-
agement team to accelerate its 
business plan.”

TrueSpeed CeO evan Wien-
burg stated: “This investment 
enables us to roll out the full 
fibre network infrastructure and 
services the region has needed, 
providing our customers with 
high quality broadband and data 
capabilities for the first time.”

Marcus Allchurch, partner 
at Acuity, advised TrueSpeed 
during the fundraising process. 

Commenting on the deal he 
said: “Securing this funding will 
make TrueSpeed a major uK 
provider of ultrafast contiguous 
FTTp network services. 

“Aviva’s commitment to this 
investment is admirable and tes-
tament to the perfect storm that 
is being created in the global 
digital infrastructure market, as 
the demand for services makes 
20th century telecoms infra-
structure obsolete.”

Wienburg added: “This 
level of investment for an early 
stage fibre company such as 
TrueSpeed has not been done 
before in the uK and gives us 
fantastic certainty and a consid-
erable commercial advantage.”

The number of cyber attacks 
targeting uK-based businesses 
increased by more than half 
in the second quarter of 2017, 
according to a new report from 
business ISp Beaming. 

Firms were, on average, 
subjected to almost 65,000 Int-
ernet-borne cyber attacks each 
in the three months to June, 
an increase of 52% on the first 
quarter of 2017.

While two-thirds (68%) of 
attacks hitting corporate fire-
walls targeted connected devic-
es like networked security cam-
eras and building control sys-
tems, there was a big increase in 
attacks on company databases. 

On average, each uK busi-
ness experienced 105 attempts 
to take control of their data-
base applications per day in the 
second quarter of 2017, com-
pared to just 14 in the first three 
months of the year.

Md Sonia Blizzard said: 
“Major organisations have been 
brought to their knees by global 
cyber attacks and our research 
shows the likes of Wannacry are 
just the tip of the iceberg. 

“uK businesses were target-
ed more than 700 times each on 
a daily basis by hackers over the 
last three months, who focused 
on hijacking connected devices 
and databases.

“The majority of cyber 
attacks are automated computer 
scripts that search the web for 
weaknesses and attack company 
firewalls constantly looking for 
vulnerabilities. Businesses need 
to keep these vital defences 
up-to-date, prioritise security 
over convenience and ensure 
employees understand both the 
evolving threat and their cyber 
security responsibilities.”

Sharp rise
of attacks
on UK biz

Knight Corporate 

Finance has been 

confirmed as English half 

Marathon Corporate 

Challenge sponsor for 

the second year. the 

event will be held in 

Warrington on Sunday 

17th September and 

offers a full 13.1 mile 

half marathon and 10k 

option to suit runners 

of all abilities. “We 

would be delighted if you could enter a team to run alongside other 

north West businesses and challenge yourselves against Knight’s 

own team of highly trained athletes,” stated Knight Director Paul 

Billingham. Participants gain access to training plans and offers from 

event partners, as well as receive a host of race day ViP treatments.

Evan Wienburg

Sonia Blizzard

to advertise in
contact the Sales team on 01895 454411

invosys.com

Hosted

The revolution is calling  
for Hosted solutions.

Invosys are pleased to announce the 
launch of our beautiful new Hosted 

product. Invosys Hosted is feature rich, 
as always, simple to set up and easy to 
use, and includes important services 

that make it unique and aren’t available 
anywhere else. 

  

Let’s talk hosted.Today.

Invosys-April-Ad-Stage-2.indd   1 13/03/2017   10:30
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Gradwell CeO Simon 
Mewett and Chief Product & 
Marketing Officer Julien St 
John-dennis have left the busi-
ness following an MBO and a 
change of institutional investor.

The move sees the appoint-
ment of Nick Caw as CeO and 
andrew Peters who becomes 
COO, both bringing strong 
experience in the IT and tele-
coms market.

The company says the new 
investment group is supportive 
of its focus on core strengths in 
calls, connectivity and cloud.

It was also confirmed that 
Gradwell will develop its VoIP 
platform over the coming 
months and introduce ‘positive 
changes’ in customer support, 
billing and sales processes.

Gradwell
sees MBO 

Solar makes 
Skype shine

SOlar’S in-house technology 
team has developed a Skype 
for Business solution that incor-
porates the higher call quality 
and richness of enterprise grade 
telephony services.

Skype for Business has wit-
nessed a significant uptake from 
within the business community 
but it can be limited in its enter-
prise grade telephony capabili-
ties, according to Solar’s CeO 
John whitty.

“Skype for Business is a 
great tool but it comes up short 
in terms of telephony features,” 
he commented. 

“This has become a cause of 
frustration for many businesses 

which is why we developed 
Solar Skype Connect (SSC). 

“SSC addresses a number of 
customer pain points by creat-
ing a scalable next generation 
answer to the question of how 
to achieve optimum and feature 
rich telephony via a flexible 
model. It’s something we’re 
proud of.”

whitty also noted that SSC 
will be available to resellers of 
the Microsoft Office365 pack-
age. “delivered as either cloud, 
hybrid or on-premise, SSC 
allows businesses to migrate 
services towards the cloud grad-
ually, in a controlled manner 
and at low risk,” said whitty.

John Whitty

Openreach to
revamp brand
OPeNreaCh has kicked off 
a four-year rebranding exercise 
that, says the firm, illustrates a 
new era of greater independence 
from the wider Group.

The development is part 
of BT’s agreement with 
Ofcom under the digital 
Communications review and 
signals Openreach’s revised 
governance and independent 
board with the removal of the 
‘BT’ element from its logo, a 
move that ‘reaffirms Openeach’s 
commitment to treating all com-
munications provider customers 
equally’, stated the company.

The changes began last 
month across the Openreach 

fleet and will be ongoing until 
approximately april 2021 on 
all vehicles, customer facing 
websites and apps, stationery, 
employee workwear and pass-
cards, buildings and signs.

 CeO Clive Selley stated: 
“removing the ‘BT’ element 
from the Openreach logo is a 
visual reflection of how we deal 
with everyone on equal terms.

“we want our brand to be 
consistent and recognisable 
so we’re keeping the distinc-
tive typeface and name, as our 
research suggests it will mean 
our engineers continue to be 
recognised when they knock on 
customers’ doors.”

adVaNCed’S reach into the 
SMe sector has extended with 
the acquisition of hudman, the 
developer of CentralerP, a 
cloud-based SaaS erP system.

Gordon wilson, CeO at 
advanced, stated: “Cloud tech-
nology is fast becoming the 
right choice for many organisa-
tions to drive efficiencies, man-
age costs, innovate and grow. 

“It’s important we help them 
embrace the cloud to secure this 
competitive edge.”

Key swoopSupport desk open
IT SerVICeS business Firstnet 
Solutions has launched a 24/7 
help desk support service with 
over 300 certified network con-
sultants employed at its new 
facility in leeds.

Firstnet’s team of in-house 
specialists is based at the com-
pany’s Tier 3 data centre from 
where they will provide round-
the-clock support with first, 
second and third line engineers 
available through the night. 

Clients are guaranteed to 
speak to a live technical consul-
tant within 60 seconds of calling, 
noted Md david Cusworth. 

“with threats from cyber-
crime spreading on a global 
scale it has never been more 
important for organisations 
to have immediate access to 
expert technical support which 
is capable of providing a helpful 
response – any time of day and 
any day of the year,” he said.

CALLING ALL NEW RESELLERS
August and September offer

First customer connected free for the first month! 
Even on our £4.75 per seat model  

including 5000 minutes Subject to terms and conditions

Tel Justin Blaine: 01708 320000 or Email: sales@nta.co.uk
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Single Deployable Package From 
£12.45/month 
• BroadSoft Hosted PBX
• Vodafone or 02 SIM 

Features - All device types 
• Collaboration, Presence, Chat & Conference Bridge
• One Number – Push/Pull live calls between devices 

– Call Recording

Uboss Central Intelligence – Smart services 
and all elements in a single location 
• Provisioning and Management of HPBX User and SIM
• Analytics and Call reporting, integrated view of all 

users calls and recordings from any device

What’s in the Bundle?
• Mobile & IP minutes, UK text & UK data 
• Unity Mobile app for iPhone and Android

Learn MORE, Sign up today for our Mobile Webinar  
www.vanillaip.com/webinars Tel 0800 9700 971  

Call Recording
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Uboss Call Logger Mobile Call
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Hosted PBX Meets GSM Mobile 
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Gavin Henry

Henry set to 
up his game
Aberdeen-based SureVoIP 
has integrated Signalling System 
no.7 (SS7) telephony following 
an 18-month preparation period 
and a six figure investment in 
the project.

The firm claims that the proj-
ect is a first in Scotland and puts 
the business on a level playing 
field with much larger rivals in 
the market.

SS7 is a set of Ofcom regu-
lated signalling protocols that 
physically connects to bT’s 
own network, rather than over 
the Internet.

Md Gavin Henry com-
mented: “While it’s quite com-
mon among the industry’s big 
players, our adoption of SS7 
technology gives SureVoIP a 
competitive edge. This develop-

ment is the culmination of many 
months hard work by our team 
and underlines our credibility 
as a serious player in Scotland’s 
telecoms market.”

SureVoIP currently employs 
seven staff but plans to add a 
further three by early 2018.

Last year the company won 
ITSPA’s best business ITSP 
(medium enterprise) gong and 
has also been awarded ITSPA’s 
Quality Mark.

Got a news story? email: 
sgilroy@bpl-business.com

M24Seven in 
partner push
An uPdATe from M24Seven 
following its acquisition of Ve-
nus business Communications 
in March this year outlined a 
stronger channel proposition 
headed up by newly appointed 
Channel director Will brooks 
who introduced a partnership 
programme divided into three 
categories – reseller, referral 
and wholesale partners. 

“We want to take the best 
aspects of all the partner pro-
grammes across the businesses 
which have come together to 
form M24Seven,” he explained.

M24Seven Md neil rampe 
commented on the latest devel-
opments: “The acquisition of 
Venus and its integration into 
M24Seven means better pro-
ductivity and efficiency through 

a greater range of services and 
capabilities. Our channel part-
ners and customers can now 
focus on their growth, their 
business and their objectives 
while we deliver connectivity 
without compromise.”

ex-Venus business Comm-
unications director brian Iddon 
commented on the transition: 
“Our reseller network will trans-
fer seamlessly into the M24-
Seven partnership programme 
where they will experience inc-
reased levels of support.”

M24Seven now employs 230 
people across six sites including 
Manchester, newcastle, London 
and bucharest.

CityFibre has connected the first 

businesses (imperial Automotive 

and Credit Style) to its full fibre 

Gigabit City networks in South 

yorkshire via launch partner exa 

Networks. Jason Petrou-brown, 

City Development Manager at 

CityFibre, said: “these Gigabit City networks have the potential 

to catapult the region and the businesses operating there into the 

global digital arena.” Mark Cowgill, co-founder, exa Networks, 

added: “Connecting our first businesses to the gigabit network is a 

milestone in delivering world class connectivity to the Sheffield City 

region.” Pictured (l-r): Mark Cowgill, Natalie Ward (Superfast South 

yorkshire scheme), and Jason Petrou-brown.

Strategic Imperatives has sig-
nalled big european expan-
sion plans by sponsoring the 
annual Customer experience 
Management in Telecoms 
b2b/b2C european Summit 
being staged in Vienna on 
26th-28th September. “It is 
the right time for us to take 
elevate to a wider audience,” 
said Md Wail Sabbagh. 

Comms dealer sister firm IT 
europa has reported ‘huge 
interest’ in this September’s 
Managed Services Summit 
to be staged in London with 
record sponsorship support.

The agenda includes key-
notes from Gartner on what it 
takes to sell digital transfor-
mation, advice from GdPr 
legal expert Fieldfisher and 
presentations on merger and 
acquisition activity.

Enghouse Interactive’s Com-
munications Center 10.0, a 
new version of its contact 
centre application, offers 
intelligent SMS routing and 
integration, task and activ-
ity queuing and support for 
Office 365 Federated Agents.

“CC 10.0 delivers tight 
portfolio integration via Tou-
chPoint, enabling seamless 
switching between interaction 
handling, quality management 
and workforce scheduling,” 
commented VP of Product 
Management John Cray.

 NEWS ROUNDUP

itP urges action on levy
THe Institute of Telecomm-
unications Professionals (ITP) 
is urging all large telecoms 
employers to access apprentice-
ship levy funding following a 
study by the department for 
education which found that 
circa 11,000 large companies 
are not using the online service.

From April 2017 all com-
panies with a wage bill of over 

£3m need to pay an apprentice-
ship levy at a rate of 0.5%. The 
new online service allows them 
to access the funding available 
for apprenticeships.

“If you’ve not yet signed up 
to an account but are required to 
pay the levy, then it makes sense 
to start employing apprentices 
straight away,” stated Crissi 
Williams, CeO of the ITP. 

Comms Dealer in your hand available now!

l   Read Comms Dealer the moment it’s published.

l Works on any mobile device – Iphone, Ipad, Android etc.

l An exact replica of the paper version.

l Turn the pages of the magazine, as if you had it in your hand.

l Search for a company name, article, or person etc.

l	 Click	on	hyperlinks	and	emails	and	zoom	to	specific	stories.

l Re-visit your library of previous issues.

Register for your copy at  
www.comms-dealer.com

http://www.comms-dealer.com
mailto:sgilroy%40bpl-business.com?subject=
http://www.comms-dealer.com


20 years of continuous commitment to developing  
innovative billing software solutions means a long  

list of happy clients and unhappy competitors.  
Billing & Provisioning that is ‘Streets Ahead’.

Powering your potential
020 8614 9090
unionstreet.uk.com

IS650048

Union_Street_sunbed_advert_final.indd   1 09/02/2017   10:52

they got
there first!

http://www.unionstreet.uk.com


www.comms-dealer.com18  COMMS DEALER  AUGUST 2017

INDUSTRY NEWS

Dorset-based telematics com-
pany trakm8 has kicked off a 
partner recruitment campaign to 
push its vehicle tracking, dash 
cam and optimisation solutions 
deeper into the fleet, insurance 
and automotive sectors.

the company says resellers 
can help businesses overcome a 
number of transport related chal-
lenges such as improving fuel 
economy and road risk, increas-
ing the utilisation of vehicles 
and reducing downtime.

“these improvements are 
driven by insights into vehicle 
whereabouts, utilisation reports, 
driver behaviour monitoring 
and vehicle health reports,” said 
Chris Wilton, Channel sales 
Director. “Dash cam and multi-
cam systems can reduce opera-
tional costs via lower insurance 
premiums and a reduction in 
accident rates.”

Wilton highlighted euro Car 
Parts, a customer that has wit-
nessed a 20% reduction in at-
fault accident rates following 
the installation of cameras.

“there has never been a bet-
ter time for businesses to intro-
duce telematics into their prod-
uct portfolio, with market trends 
still pointing to significant ind-
ustry growth over the next ten 
years,” added Wilton.

Trakm8’s
drive for
partners

Got a news story? email: 
sgilroy@bpl-business.com

Cloudsource
in transition  
A teCh development pro-
gramme conducted by Cloud-
source and underpinned by a 
£320k r&D investment has 
come to fruition with the launch 
of CloudMedia, a music ser-
vice that enables businesses to 
stream tailored playlists to cus-
tomers on site. 

Mat Linaker, head of soft-
ware Development, said: “We 
created CloudMedia in response 
to a requirement from a group 
of garden centres. the head 
office centrally maintains its 
own playlist and streams it to 
all other garden centres.”

Cloudsource has also set 
up a new Utilities division that 
focuses on reducing customers’ 
energy bills.

the forward thrust of Cloud-
source’s development is reflect-
ed in its headcount which has 
more than doubled so far this 
year to 25 with additional new 
starters in the pipeline.

Key hires such as a new 
Business Development Director, 
Corporate Development Direc-
tor and Customer service Ma-
nager signal the company’s 
preparations for a rapid rise in 
customer numbers.

Cloudsource is also busy 
building its reseller channel and 
has recruited five resellers since 

launching the partner operation 
in February.

to reflect these cross-com-
pany changes Cloudsource is to 
revamp its online presence with 
a new website that illustrates 
its transition from a tech start-
up to a fast maturing business 
displaying far greater depth and 
an appetite for nationwide and 
european expansion.

“We want to grow from 
being a sMe-specific technol-
ogy provider to take on bigger, 
multi-site customers in the mid-
market and corporate space,” 
stated MD Carl Lowe. 

Key customer wins include 
Blue Diamond Group which 
has offices in the UK, Channel 
Islands and europe; and a link-
up with Lloyds Banking Group. 

Cloudsource’s trophy cabinet 
houses the ericsson-LG Best 
Global Partner 2016 award and 
Pragma’s Best reseller of the 
Year 2017 gong. 

Invosys offers
hosted service  
the acquisition of VoIP plat-
form developer telux hD by 
call management company 
Invosys in March 2017 has been 
followed up with the channel 
launch last month of Invosys 
hosted, a new service that 
includes telux’s open source 
cloud communications plat-
form integrated with Invosys’s 
Number Manager portal, which 
enables customers to configure, 
manage and monitor their call 
management solutions. 

Invosys hosted runs on  
servers across a number of UK 
data centres and has experi-
enced zero down time in the 
past 12 months. 

Co-founder Peter Crooks 
said: “Innovation and breaking 
the mould is what we do best 
at Invosys. While the majority 
of VoIP companies are resell-
ing someone else’s product, we 
have decided to throw out the 
rule book and do it ourselves.”

Invosys Ceo rob Booth 
added: “Invosys is on a mis-
sion to create change and offer 
choice in the channel, providing 
an alternative and encouraging 
customers to try something new 
and exciting. Invosys hosted is 
an example of this.”

Carl Lowe

The team at Train to 

Win.TV fired up Girl 

Power to complete 

last month’s double 

Pretty Mudder 

challenge in aid of 

Cancer Research. 

They raised over 

£1k following 

weeks of training 

in hot weather and 

were accompanied 

on the big day by 

Mia the mascot 

spaniel which also completed the course in a team shirt and tutu. 

CeO Julie Mills said: “It’s not every day you can play around in mud 

and water with colleagues while raising money that will save lives.”
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NG Bailey’s IT unit
brings record sales
NG Bailey’s iT services 
division has racked up record 
sales for the second year run-
ning. it’s annual results to 24th 
February 2017 show a £76m 
hike in sales, up 27% on last 
year’s £60m. 

Group-wide figures rose 
from £408m to £500m and 
operating profits grew 100% 
from £6m to £12m. 

The Group’s forward order 
book rose by 10% to £902m.

The group attributes much 
of this growth to a diversifica-
tion strategy that has seen NG 
Bailey move from a reliance on 
building construction to having 
a balanced portfolio across ser-
vices (iT and facilities manage-
ment), large scale engineering 
construction projects and tradi-
tional building construction.

CeO David Hurcomb said: 
“Our operating performance 
over the past year shows the 
strategy we put in place six 
years ago – when the construc-
tion industry was being heav-
ily impacted by the economic 
downturn – was the right one.

“However, we cannot afford 
to be complacent. each of our 
key divisions, including iT 
services, performed strongly 
over the past year, but we are 
operating in what is still a chal-

lenging environment for our 
industry, and with a backdrop 
of continuing political and eco-
nomic uncertainty. 

“as a family owned organi-
sation, our independence pro-
vides us with the freedom to 
strategically reinvest our prof-
its in areas that support future 
growth and enable us to be a 
sustainable business.” 

NG Bailey has planned to 
invest £3m a year in staff train-
ing and development, and over 
the past 12 months has more 
than doubled the range of quali-
fications available in its appren-
ticeship programme.

Got a news story? email: 
sgilroy@bpl-business.com

Chairman Kevin Whiteman 
commented: “Our financial 
strength, with no third party 
borrowings and net assets of 
£124m, allows us to invest for 
growth and to support the devel-
opment of our people.

“We also recognise the opp-
ortunity to positively impact all 
of our stakeholders, including 
almost 3,000 employees. 

“That is why we are commit-
ted to environmental and social 
sustainability in order to build a 
better future for us all.”

Former boxing superstar John Conteh still has the winning formula 

and helped golfers from TalkTalk Business secure top prize at this 

year’s Comms Dealer/Sir Trevor Brooking Celebrity Classic held at The 

oxfordshire, a spectacular new venue for the annual event. But the 

real winner on the day was children’s charity Sparks which netted 

£20k from the prestige event (sponsored by TalkTalk Business).

“Despite some inclement weather it was a great day and we would 

like to thank TalkTalk Business, the other industry teams that played, 

plus of course Sir Trevor and all the Sparks celebrities who turned out 

to make the day such a success,” said Comms Dealer editorial Director 

Nigel Sergent. Pictured: The winning TalkTalk Business team – Stuart 

Blackman, Aaron Tebbutt, Jeremy Woodrow and John Conteh.

Pedals put new spin on IoT 
PaNGea has embarked on 
an initiative to show how ioT 
enabled bicycles can keep 
cyclists safe, help them train 
harder and transform how coun-
cils tackle complex environ-
mental problems.

The company’s Business 
Development Manager Terence 
le Poer Trench will put the 
scheme through its paces during 
this year’s Ridelondon100, as 
well as raising money for teen-
age mental charity stem4. 

The Big Data Cycle will be 
updated weekly and cover topics 

across cycling, the environment 
and ioT, and feature analytics 
gathered from an ioT enabled 
device on le Poer’s bike. 

The sensors will capture 
data on training sessions as well 
as air quality, giving Pangea 

insights into le Poer’s progress 
and his environment.

le Poer said: “Not only can i 
support an extraordinary char-
ity, it’s a great chance to get 
hands-on with some tech, see 
how ioT can impact the envi-
ronment and explore the power 
of real-time analytics.”

MD Dan Cunliffe said: “For 
Pangea, The Big Data Cycle 
is about putting a spotlight on 
the wider impact of ioT, from 
athletics training and connected 
cycling, to public health and 
protecting the environment.”

Terence le Poer Trench

David Hurcomb

sPliCeCOM has unveiled its 
new voice platform to resell-
er partners during a series of 
regional roadshows.

selectVoice is a single plat-
form voice solution developed 
from the ground up that can 
be deployed in the cloud, on-
premise or a blend of the two, 
and is available through capital 
purchase or pay monthly terms 
– or a mix of these methods. 

“splicecom’s heritage is in 
developing iP PBXs, phones and 
business management systems,” 
commented Robin Hayman, 
who is the Director of Marketing 
& Product Management at the 
Chorleywood-based company. 

“We’ve been doing this since 
2001. Our selectVoice system 
is the latest step on this jour-
ney, providing a single platform 
solution for the smallest busi-
ness to the largest enterprise.

“even in the cloud each cus-
tomer enjoys their own system. 
We don’t force them to share it 
with other businesses.”

stuart Bell, Head of sales 
for UK&i at splicecom, empha-
sised ‘simplicity’ as a key sell-
ing point: “We have a simple per 
user licence model that remains 
the same, totally independent of 
how selectVoice is deployed or 
paid for,” he said.

Splicecom
lifts lid on 
new offer

Nuvias Group has swooped 
on Benelux distributor DCB 
which will become its Cyber 
security Practice for this 
region of europe. 

Paul eccleston, who is the 
CeO of Nuvias Group, said: 
“DCB is a value added dis-
tributor with a strong reputa-
tion and a large partner base. 
The DCB product range is 
fully aligned with the Nuvias 
Cyber security Practice.”

Logicalis has bought a 51% 
stake in NubeliU, a specialist 
in cloud computing projects 
based on Openstack. The buy 
is part of logicalis’ strategy 
to position itself as a cloud 
integrator, the company said. 

NubeliU was set up by 
the first deployers of produc-
tion clouds in Openstack, and 
specialises in the integration 
of Openstack environments 
with existing platforms.

GCi has been awarded Gold 
partner status by enghouse 
interactive, a designation that 
was also notable for the speed 
in which it was achieved.

Gary Bennett, Channel sa-
les Director, enghouse, said: 
“GCi’s rise is the fastest on 
record. its momentum in the 
contact centre space, skype 
for Business and plug-in PCi 
Dss capability for payment 
card security all complement 
our software nicely.”

 NEWS ROUNDUP
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Luminet adds
more partners

Luminet is on course to 
achieve its 2017 target of sign-
ing up 400 partners having 
already on-boarded 140 resell-
ers following the recent launch 
of its partner programme and 
automated portal.

Luminet owns its own core 
and wireless 400 sqkm London 
network and has invested heav-
ily in infrastructure, transform-
ing from a wireless business 
broadband iSP to an intelligent 
managed services provider.

the firm’s average revenue 
growth rate is 24% per annum 
and eBitDA has grown 16% 
year-on-year to circa £1.1m.

CeO Sasha Williamson stat-
ed: “Having already agreed 140 
partnerships, with many more 
in progress, we are well on the 
way to hitting our target. 

“With our connectivity and 
compute products and our part-
ners’ expertise, we have a sure-
fire recipe for success that will 
enable us to have our best year 
to date.”

Last month Luminet sold 
its 28GHz spectrum license to 
Arqiva to sharpen its focus on 
wholesale, intelligent connec-
tivity and computing services.

Luminet has also become 
one of the first registered part-
ners of the Connect Westminster 
Scheme, the new Connected 
Voucher Scheme that helps 
cover up to £2,000 towards 
a Sme’s one-off connection 
charge within Westminster and 
the West end Partnership area.

Sasha Williamson

Got a news story? email: 
sgilroy@bpl-business.com

Link-up paying off
StOrACALL Voice Systems 
has joined forces with enghouse 
interactive to develop an inte-
grated call accounting and call 
recording solution targeted at 
businesses with large volumes 
of inbound or outbound calls.

the offering is primar-
ily based around enghouse 
interactive’s Proteus call man-
agement and call accounting 
software which has been com-
bined with the Storacall-St call 
recording solution.

Joe Jestico, Head of Business 
Development, Storacall, said: 

“there is growing demand from 
businesses for an integrated 
solution that enables them to 
have more control over the calls 
they are making and receiving. 

“Positive customer engage-
ment is a key differentiator, but 
in delivering it organisations 
need to manage call quality and 
agent performance efficiently.”

tony Davies, international 
Partner Director, enghouse int-
eractive, said: “We are pooling 
our resources to meet the urgent 
need for call management and 
call recording.”

Microsoft hopes the roll out 
of its new One Commercial 
Partner scheme will help part-
ners make more cloud sales.

ron Huddleston, CVP 
of One Commercial Partner, 
commented: “many partners 
have told us that they’d like 
better engagement and sup-
port from us in bringing their 
solutions to market and con-
necting with customers.

“So we’ve brouåght partn-
er-focused teams from across 
the company into one organ-
isation that benefits all part-
ners, regardless of size, busi-
ness model or geography.”

Record levels of venture capi-
tal investment at the start of 
2017 has helped London to 
retain its crown as europe’s 
number one tech hub for glob-
al investors, says mayor of 
London promotional agency 
London & Partners.

VCs are said to have 
pumped more than £1.1bn 
into London’s tech sector over 
the last six months, with the 
total invested across the uK 
as a whole topping £1.3bn 
between January and June. 

Despite Brexit, the begin-
ning of 2017 saw more inv-
estment than any other six 
month time period during the 
last decade.

Mitel has acquired the busi-
ness assets of troubled toshiba 
unified Communications Sys-
tems and confirmed that there 
will be ongoing access to 
existing toshiba products and 
services and that a number 
of toshiba sales, support and 
r&D employees will join the 
Canadian vendor to maintain 
support for existing toshiba 
customers and partners. 

the deal reflects mitel’s 
strategy to focus on expand-
ing its position in the uCC 
market, according to CeO 
rich mcBee. “in a rapidly 
changing and opportunity rich 
technology landscape, mitel 
is helping customers find a 
seamless path forward wheth-
er in the cloud, on-premise or 
a hybrid of both,” he stated.

 NEWS ROUNDUP

ENERGY UPDATE 
in association with

Bluetone hits top
note with energy
IT can be a be a major challenge 
for a dyed in the wool telecoms 
business to add a completely 
new customer service to its 
portfolio, but the move into the 
supply of energy services has 
been a breeze for Brighton 
based Bluetone. 

Managing director Andrew 
Marriott has 20 years’ 
experience in the communica-
tions industry and founded the 
business in 2004 after running 
mobile phone shops and 
working in the corporate sector, 
which gave him an understand-
ing of what’s important to 
business customers.

“At Bluetone we have evolved 
from a mobile reseller to include 
a full suite of telecoms products 
for our customers. Energy was a 
natural progression as it is a 
product that all our customers 
consume every single day.

“Energy wasn’t something we 
were looking to add, but we 
were interested to see what the 
team at Fidelity had to offer 
based on their track record in 
the telecoms industry.

“We had never sold energy 
before and Fidelity provided 
training, pricing, and sales 
support and we got some quick 
wins over the line. Half of the 
deals are as straight forward as 
simply getting the bills, pricing 
via Fidelity’s portal, signing and 
then handing over to Fidelity. 
For others, the nuances of the 
energy industry come in and 
Fidelity are on hand with their 

experienced energy team.

Rather than setting up separate 
division or a new brand, the 
company decided to offer 
energy services under the 
Bluetone banner, as Marriott 
explained.

“We operate under the 
Bluetone banner as this is what 
our customers know and trust. 
We are in the process of adding 
energy to all literature, as well 
as our website, as every month 
some of our customers are 
signing into energy contracts. 
Many of them didn’t know we 
had this as an offering!

“Initially, we started with some 
tame customers and we have 
now moved onto the rest of our 
base as well as net-new 
customers, as they might be tied 
into a telecoms contract. With 
these customers, the good thing 
is that we can sell them energy 
now and they become a 
Bluetone customer, then we can 
look at offering them better 
value on their telecoms later. 

“If I could compare the energy 
product to anything, it would be 
akin to the process of selling 
inbound, without potential port-
ing issues. And unlike telecoms 
you are not breaking a strong 
relationship. Energy companies 
and brokers do nothing to main-
tain customers in contract and 
with Fidelity’s proposals and 
market reviews, customers who 
may have never moved are 
comfortable to switch 
suppliers.”

            Energy was a natural progression 

as it is a product that all our customers 

consume every single day.

Andrew MArriott – MAnAging director, Bluetone. 
Maximise your call margins with Daisy Wholesale.
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Node4’s growth campaign has 
ratcheted up a notch with the 
appointment of industry veteran 
Bill Thomas as Chairman.

Ceo Andy Gilbert commen-
ted: “We needed a Chairman 
of the right calibre to help us 
innovate, widen our market and 
improve the customer journey 
and experience. 

“Bill’s successful career in 
IT and communications, togeth-
er with his passion for a cus-
tomer-focused approach made 
him the perfect fit.”

Thomas has more than 30 
years experience in the IT ser-
vices sector including a 20-plus 
year stint with eds and Hewlett 
Packard running the eMeA ser-
vices business. 

He more recently held a 
number of non-exec’ roles at 
several firm’s including the Co-
op Bank, Balfour Beatty, GFI 
software, XChanging, spirent 
Communications and VFs.

Thomas said: “Node4 has a 
particular capability of support-
ing high growth companies that 
see IT as a source of competi-
tive advantage. I look forward 
to playing my part in enabling 
Node4 to realise its potential.”

Top exec
recruited
by Node4 

Got a news story? email: 
sgilroy@bpl-business.com

8x8 expands
VCC solution

CusToMer experience Ana-
lytics, Post Call survey features 
and a new version of Quality 
Management have been added 
to 8x8’s Virtual Contact Centre 
(VCC) solution.

“one of the promises of 
the cloud is democratisation, 
high end features for all, not 
just for the very large contact 
centres that can afford expen-
sive customisation,” said sheila 
McGee-smith, who is President 
& Principal Analyst of McGee-
smith Analytics. 

“The new capabilities intro-
duced by 8x8 highlight the inc-
reasing sophistication in cus-
tomer experience applications 
that customers have come to 
expect from Contact Centre as a 
service (CCaas) vendors.”

8x8 says these upgrades will 
enable global mid-market and 
enterprise companies to better 

understand and respond to cus-
tomer pain points.

enhanced reporting and col-
laborative performance man-
agement capabilities between 
agents and supervisors will also 
improve the overall customer 
experience, said the company. 

“Contact centres that col-
laborate perform much better 
than those where agents operate 
in silos,” said darren Hakeman 
senior VP of Product & strategy 
at 8x8. “We are responding with 
an updated collaborative quality 
management solution.”

Customer experience Ana-
lytics and Post Call survey are 
available as part of the 8x8 
Virtual Contact Centre standard, 
Pro and ultimate service plans. 

Quality Management 3.5 is 
available as a part of the 8x8 
Virtual Contact Centre ultimate 
service plan.

Darren Hakeman

TTG to break
£3.5m barrier
IN A PerForMANCe update 
The Technology Group (TTG) 
has reported £1.8m revenues 
for financial year 2016, up from 
£995k the previous year. 

The Leeds-based firm, which 
was established in 2011, aims to 
double revenues this year and 
breach the £3.5m barrier.

The firm also doubled its 
headcount over the past 12 
months and relocated to a larger 
HQ in its home city. Plans are 
also in place to recruit a number 
of staff nationwide to bolster its 
installation, sales and account 
management divisions.

TTG launched its own pri-
vate hosted VoIP platform three 

years ago, giving it more con-
trol over the products and ser-
vices it provides to businesses 
in the healthcare, legal services, 
recruitment, manufacturing and 
technology sectors. 

sales director Jonathan 
Marsden commented: “To come 
into the telecommunications 
market as a new company and 
grow so rapidly is a testament 
to the team we have built and 
the service and cost benefits we 
can provide.

“By continuing to invest in 
the team they will be able to 
support our organic expansion 
plans augmented by a gradual 
acquisition strategy.”

Jonathan Marsden

ANNOUNCES BECOMING THE FIRST AKIXI PLATINUM PARTNER

contact partners@thevoicefactory.co.uk or visit www.thevoicefactory.co.uk
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C urrent technology 
developments will 
bring to the industry 
an opportunity 

as certain and full in its 
potential as VoIP, according 
to Kernahan, who says the 
Internet of Things (IoT) and 
advent of 5G will catalyse a 
period of intense technology-
led investment that will 
play directly into the hands 
of Cogent and its channel 
partners. “We’re seizing this 
significant opportunity,” he 
stated. “Mobile data routing 
(MDR), fast fixed wireless and 
5G will create a new platform 
for network connectivity 
and we want to be at the 
forefront as these products 
emerge and combine.”

Analyst forecasts indicate 
that spending on wireless 
telecoms worldwide will 
hit circa $871 billion by 
the end of 2017, and 
Kernahan’s 2017 route map 
shows clearly what is taking 
place in the market. The 
Thatcham-based company 
launched in June this year 
following a link-up with 
Peplink which provides SD-
WAN, load balancing, VPN 
and proprietary bonding 
solutions designed to 
increase and secure wireless 
bandwidth. “The rapid 
expansion of mobile and 
smart devices underscores 
the importance of delivering 
reliable, high speed wireless 
connectivity,” said Kernahan.

The Peplink portfolio is 
supported by radio solutions 
from Siklu and Mobile Mark’s 

range of antennas that 
work with Peplink’s mobile 
data routing products, as 
well as covering other areas 
of wireless connectivity. 
“We expect fast growth 
in demand for indoor and 
outdoor wireless solutions 
and the integration of 
mobile bandwidth and fixed 
wireless to gradually replace 
fibre and copper solutions,” 
added Kernahan. “We 
will expand our portfolio 

BUSINESS INTERVIEW

The wireless future according to Cogent
For years the business connectivity market has been dominated by fixed line solutions, but it’s 
time to move on argues Cogent Distribution Managing Director Jim Kernahan whose business 
is helping the channel to deftly exploit the wireless revolution that’s already in our back yards.

wireless revolution. In most 
cases this will necessitate a 
shift in strategy to partner 
with a distributor that has 
the expertise they lack in 
spadefuls. Enter Cogent 
Distribution. “We see a 
gap in the market for true 
value added distributors,” 
said Kernahan. “There are 
plenty that call themselves 
VADs despite being box 
shifters that don’t carry 
enough stock or have the 

accordingly as an ongoing 
priority and growth will be 
steep, our success driven by 
getting the right products 
and our messages across.”

With Kernahan beating 
the channel drum this 
opportunity is unlikely to 
suffer from obscurity, but 
success will depend not on 
the technology itself but on 
the confidence and resolve 
of resellers to win in the 

Jim Kernahan

Integrated 
mobile 
bandwidth 
and fixed 
wireless will 
replace fibre 
and copper 
solutions

12th October  /  Hilton Park Lane  /  cnawards.com
t he  C omms N at ioN a l  awa rd s 2017
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The wireless future according to Cogent
technical expertise to truly 
advise their customers. With 
Cogent we’re going to buck 
that trend. We do all the 
groundwork for our partners 
and there is much more to 
come – watch this space.” 

The company is an indirect 
only operation and its 
partners are resellers, systems 
integrators and consultants 
who lack the expertise 
required to bring wireless 
solutions into their portfolios. 
“Everybody who works for 
Cogent Distribution is an 
experienced professional 
in the wireless market,” 
added Kernahan. “We 
advise partners and provide 
the market and product 
knowledge they need to 
help ensure that the demand 
we anticipate is realised.”

Industry vision
The integration of cellular 
access and fixed wireless 
is crying out for the same 
industry vision that uplifted 
the early years of VoIP, 
and in launching Cogent 
Distribution Kernahan aims 
to take this visionary lead in 
driving the convergence and 
growth of pervasive high-
speed wireless and 5G into a 
common platform. “5G will 
bring many opportunities to 
the wireless market along 
with a step-change, not just 
in speed and connectivity but 
in the way we buy data,” 
he emphasised. “With many 
more connected devices 
there will be a huge jump in 
mainstream user connectivity 
and this audience will 
expect and demand fast 
and reliable connectivity 
wherever they are.” 

Readers would do well to 
learn from Kernahan’s market 
observations, strategic actions 
and insightful experiences 
gained from a long career in 
the ICT industry. “I’ve been 

in the IT business for many 
years, even before the likes 
of Microsoft and IBM were 
regarded as key players,” 
he said. “Experience has 
taught me to understand 
the evolution of products 
and identify the key market 
trends. I have a strong sense 
of what will and won’t work 
as well as which products 
will be the most successful.”

When Kernahan left 
university he was recruited 
by London Carriers, a wholly 
owned subsidiary of Philips 
Lighting, as a graduate 
trainee. Soon afterwards a 
friend set up an IT business 
which he joined in a sales 
role. “I’ve been in IT almost 
from the start and witnessed 
many changes that stand me 
in good stead as we strive to 
become the acknowledged 
leading provider of 4G/5G 
and fixed wireless integrated 
solutions,” he stated. 
“This will involve much 
hard work, investment 
and continual monitoring 
of the tools we use as we 
prepare for a market that 
will be a different place to 
live and work in. Underlying 
all of this, of course, will 
be fast connectivity.”

Kernahan fully expects 
demand for wide area leased 
fibre lines to dwindle as in 
comparison they become 
more costly than cellular 
connectivity over time. 
“Wireless connectivity will 
be increasingly important 
as coverage grows and 
users adopt cellular services 
as primary or first choice 
connectivity solutions, rather 
than toggle between the 
two as we do now,” he 
said. “The IoT and 5G will 
pave the way to a world of 
opportunity, and those still 
in the market for fibre might 
want to rethink their long-
term purchasing plans.” n

Role model? Frank Field, 
the MP, who has shown 
honesty, integrity and 
compassion every step 
of the way. And Bobby 
Moore who always 
showed leadership and 
strength of purpose 
with humility

What do you fear the 
most? Water snakes

Tell us something about 
yourself we don’t 
know: I own a farm in 
Herefordshire where I 
strive to build a natural 
habitat in which fauna 
and flora can thrive  

How would you like 
to be remembered? 
As a good manager 
of people situations

What possession could 
you not live without? 
My Aston Martin

If you weren’t in IT what 
would you be doing? 
Working in a habitat 
and nature conservancy 
role. I would also like 
to get involved in a 
people-based charity

What talent do you wish 
you had? To time travel 

How do you relax when 
not working? Being 
busy on my farm  

Your strengths and what 
could you work on? I have 
patience, understanding 
and an ability to listen, 
but I do need to improve 
on my time management

Give one example of 
something you have 
overcome: Public speaking. 
I was shy and would 
always wait for others 
to speak. But over time 
I beat the fear and 
now frequently give 
public presentations

Top tip for resellers: Stick 
with suppliers that you 
trust and don’t be swayed 
by low prices or gimmicks

Just a minute with 
Jim Kernahan...

Maximise your call margins with Daisy Wholesale.

Why not kick-start 
your new career 
with Cirrus and 
Ethos?

Thanks to our 
successful new
partnership,
we’re hiring

Thanks to our brand-new, successful 
partnership Cirrus and Ethos are looking 
for specialists to join our award-winning 
organisations and help us to continue to 
deliver the best solutions, service and 
support to our joint customers. 

We are fast-growing businesses looking 
for technical and senior sales specialists 
to join our professional, innovative and 
committed team. 

We are looking for:

To find out more about the roles available, 
please email: 

hello@ethos.co.uk

All enquiries will be dealt with in the strictest 
confidence.

Senior Solution Sales Specialists

Contact Centre Technical
Specialists

C

M

Y

CM

MY

CY

CMY

K
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All case studies show 
that BI projects 
overwhelmingly 
benefit the end 

user, which is an undeniably 
good sign for resellers who 
observe with interest what 
is happening in the analytics 
market, who understand that 
BI solutions are essential for 
the future workplace and see 
how they can be adopted 
to both their own and their 
customers’ advantage. But 
this means asking serious 
questions and facing new 
challenges, noted Cooney.

“The main challenges faced 
by businesses wanting 
to embark on a Business 
Intelligence journey are in 
establishing their business 
intelligence and analytics 
targets, demonstrating 
a significant return on 
investment and overcoming 
the perception that it is 
costly and resource intensive 
to achieve analytics goals,” 
he stated. “Data held on 
numerous legacy systems 
makes a single source of 
truth difficult. A wide range 
of specialist skills and tools 
are required, such as data 
engineering, data science, 
data visualisation, Machine 
Learning and Cognitive API 
platforms. It is unlikely that 
many businesses will have the 
required expertise therefore 
they need partners with these 
skills to bridge the gap.”

  INSIGHT INTERVIEW

Gain business acumen
Resellers who set on a path towards 
the BI landscape will soon have the 
power to change the course of how 
businesses will operate in the future, 
according to Ged Cooney, Director 
of Legal & Commercial at TeleWare.

Resellers can help customers 
by partnering with companies 
that have the range of 
expertise necessary to 
achieve their customer’s 
analytics goals, while helping 
customers understand the 
competitive advantages that 
new analytics technologies 
can bring in terms of 
increased sales, reduced 
costs and enhanced 
customer experiences. 
“But first they must gain a 
deep understanding of the 
customer’s different business 
intelligence requirements, 
whether this be high level 
performance management 
dashboards or self-serve 
tools enabling specific 
business users to gain deep 
insights from their data,” 
added Cooney. “Then, clear 
delivery milestones that 
enable project sponsors to 
set expectations within the 
business should be agreed.” 
 
It is important for resellers 
to engage with end user 
customers at all stages of 
deployment and adopt an 
agile approach that also 
delivers early wins, believes 
Cooney. Resellers should 
aim to deploy solutions 
that maximise self-service 
analysis tools as they work 
best when placed into the 
hands of business users 
rather than the IT teams. 
“The users are the ones 
who will identify the insight 

but they need to rely on 
the IT team to produce the 
analysis,” advised Cooney. 

The BI market trends of most 
interest to Cooney include 
the rise of the cloud which 
enables the flexible and 
cost-effective deployment 
of feature rich services; 
Machine Learning which 
promotes advanced analytics 
including predictive analysis; 
and automation techniques 
that allow actions to be 
taken following analysis 
with minimal intervention. 

Delivering insights
In response to these BI 
market opportunities 
TeleWare leverages expertise 
across a range of disciplines 
to deliver insights for 
customers. With over 50 
years combined experience 
of BI and analytics, it has 
developed a simple and 

structured approach (see 
panel box). TeleWare’s main 
target markets are retail and 
financial services, and Cooney 
cited two examples of BI in 
action within these sectors. 

Through Stream Analytics, 
Azure Machine Learning 
and Power BI, TeleWare 
provided predictive analytics 
for a retail customer’s 
contact centre solution that 
enabled it to understand 
the factors affecting their 
agent answer rates. TeleWare 
was able to significantly 
reduce the abandoned 
call percentage. And with 
Azure Machine Learning 
and Power BI, TeleWare 
developed a sales pipeline 
predictive analytics solution 
that enabled customers to 
target resources at the high 
probability opportunities. 
This substantially reduced the 
customer acquisition costs.      

Ged Cooney

Data Discovery: Identify 
the customer’s key 
business goals, analytics 
priorities, current data 
sources and potential 
new data sources
Data Integration: Blend 
different data sources 
to provide the fullest 
picture available 
Enhancement: Enrich 
the dataset by adding 
additional calculations, 
metrics and measures
Advanced Analytics: 
Provide predictive, 
cognitive (sentiment) 
analysis
Visualisation: Deliver 
the power of advanced 
visualisations to give 
genuine insight
Deployment: Cloud or on-
premise, centralised and/or 
team-based analysis  

TeleWare’s structured 
approach to BI...

As we have seen, key 
growth areas for TeleWare 
include providing advanced 
analytics services into its 
financial services customers, 
enabling them to reduce 
the cost of compliance, as 
well as bringing the power 
of machine learning and 
predictive analytics to its retail 
customers enabling them 
to enhance their customer 
experience. TeleWare’s current 
priorities also include helping 
its customers to realise the 
value from their data through 
the adoption of the latest 
Microsoft cloud technologies. 
“While these technologies 
offer some outstanding 
features, in order to realise 
the full benefit of them still 
requires a range of skills that 
are not generally available 
to customers,” said Cooney. 
“Therefore the channel has 
a major opportunity to help 
customers fully realise the 
benefits of BI.” n

Channel Marketing Consultancy
Bringing Channel Sales & Marketing Together www.bowanarrow.com

01252 416 389

http://www.comms-dealer.com
http://www.bowanarrow.com


0345 122 4777 partner@kcom.com
business.kcom.com/partners

Think of us as an extension to your team, 
helping you at every step to business success. 
Whether you need project management, 
pre-sales support, help with tenders, consultancy 
or marketing ideas we’ve got a team ready to help.

Just give us a call and explore 
the bene� ts of being a 
KCOM partner.

Do I look 
unsupported by 
my tech partner?

Giving our partners the tools 
and support to broaden their 
o� ering, win more deals and 
maximise margin is what 
we do best.
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P MGC’s acquisition of 
Northampton-based 
fellow Vodafone 
partner Pure Business 

Services in May created the 
third largest independent 
provider of mobile services 
in the UK with more than 
70,000 users and annual 
revenues of circa £20 million. 
The deal puts PMGC on the 
road to becoming a comms 
industry powerhouse and it’s 
the latest injection of buzz 
from Cheema in what is a 
stimulating, versatile and 
remarkable career. Most 
notably he was a co-founder 
of Azzurri Communications 
and as CFO was involved 
in 16 acquisitions over six 
years, a string of deals 
that took the business to 
circa £150 million turnover 
while working with 3i, 
PPM, Silverfleet and various 
financial institutions including 
Barclays and RBS. “Azzurri 
was a great incubator for 

many successful people,” 
commented Cheema. “In 
building a strong, great and 
people-centric organisation 
we were the innovators 
and leading lights.”

The Azzurri megaproject 
was well conceived and 
Cheema’s strong influence 
has also been felt in senior 
finance positions at Safety 
Kleen Europe (CFO working 
with Electra Partners VC), 
Sunderland’s Ladbrokes, 
National Car Parks (NCP) 
Services, NSL Group, Options, 
Crossrail London and Speedy 
Hire International (Middle 
East). “I’ve recovered 
and created significant 
stakeholder value throughout 
my career, particularly in buy-
and-build scenarios,” added 
Cheema. “I’ve worked in 
international, multi-site blue 
chip organisations including 
audit and consultancy 
where I was deployed in 
several change management 
situations, company mergers, 
flotation and turnaround 
work. But as a qualified 
engineer, accountant 
and IT professional I had 
always wanted to work 
in the ICT industry and 
use my broad range of 
skills and experience. 
Technology in all its shapes 
and forms excites me.”

Cheema is extending his 
experience with PMGC 
which was originally set 
up by Vodafone Platinum 
Partner Premier Mobile in 
2009 as a specialist vehicle 
to provide consultancy 
services for larger private and 
public sector organisations. 
PMGC Technology Group 

BUSINESS PROFILE

Cheema’s pitch for industry leadership 
For PMGC CEO Shez Cheema the coming years have a clear growth trajectory 
following an acquisition that’s created a new force in business communications.

April 2012 and then CEO 
in December 2014. 

It would be an overstatement 
to say that Cheema has 
remodelled himself a number 
of times throughout his 
varied and sparking career, 
but reinvention is a strategic 
path he follows at PMGC. 
“We continue to challenge 
our own approaches and 
keep reinventing ourselves,” 
he added. “We bring 
together the best people, 

was officially established in 
2012 by Cheema and senior 
management following a 
buyout of both Premier 
Mobile and Phonebox 
Communications. The 
company also acquired 
Veecom Systems, AMC 
Communications, Dane 
Europe and RGT, all between 
2013 and 2015, making 
it one of the largest UK 
Vodafone Strategic Platinum 
Converged Partners. 
Cheema became CFO in 

Shez Cheema

The rise of 
connected 
devices will 
present a huge 
challenge for 
businesses 
to build new 
models

• Believe in yourself, your 
team and your people
• Have strong partnerships
• Cut your cloth 
accordingly – you can’t 
have both short and 
long-term shareholder 
and business value
• Read the trends in the 
market, innovate and be 
different and unique
• Focus on what 
you do well
• Ensure the people 
you recruit are the best 
and empower them
• Always remember 
that customers and 
relationships are critical

Cheema’s top tips...
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Cheema’s pitch for industry leadership 
technology and networks. 
Our success doesn’t just 
come from what we do. It’s 
how we do things and why 
that really matters. Everyone 
has a can-do attitude and 
works hard to create a great 
experience for our people, 
suppliers, partners and 
customers. We are aligned at 
all levels of the organisation.”

PMGC’s all-pervading 
organisational culture helped 
it to secure Vodafone Total 
Communication Partner 
status in December 2016, 
the highest tier available 
within Vodafone’s new 
programme. The company is 
also one of just four Strategic 
UK partners to achieve this 
designation. These awards 
are recognition of how the 
business has grown from 
strength to strength in the 
past three years. PMGC now 
has a headcount of 150 and 
hopes to reach £20 million 
turnover this financial year. 

“Our focus is on the mid-
SME to large SME market,” 
said Cheema. “Growing 
the business organically and 
moving us from a pure play 
fixed and mobile provider 
to a unified telecoms and 
IT fully managed service 
provider is now our sole 
focus. The acquisition of 
Pure provides us with the 
springboard to enable some 
ambitious longer-term 
strategic aims that include 
IP voice, IT hosting and 
cloud computing. Further 
capability-based acquisitions 
are being considered and 
we are in discussions with a 
number of strategic IT, mobile 
and fixed line partners.

“With continued organic 
growth, investments in 
our people and through 
working with our principal 
partners we will be a truly 
converged managed service 

business providing at least 
four services on average to 
each customer. Our five year 
goal is to become a £30 
million turnover company 
with £3 million EBITDA and 
80 per cent cash generation, 
with three to five years 
contract agreements.”

To help advance its growth 
ambitions PMGC also set up 
a data centre infrastructure 
in 2013 to move into hosted 
and cloud services, building 
on its mobility and fixed 
hosted telephony capability. 
“We have repositioned 
PMGC from a pure play 
fixed and mobile provider 
to a unified telecoms and 
IT fully managed service 
company,” added Cheema.

Organic growth has helped 
the company to expand as a 
national business with offices 
in Edinburgh, Glasgow, 
Manchester, Birmingham, 
Northampton, London and 
Bristol. “The challenge in 
today’s business environment 
is that companies are 
expected to grow quickly,” 
noted Cheema. “We are 
looking to develop our 
IT and cloud services on 
an infrastructure that can 
cope with a significant 
increase in volume and 
improve scalability.”

Looking into his crystal ball 
Cheema sees the Internet of 
Things taking hold sooner 
rather than later. “While the 
IoT has been consumer led 
so far, 2018 will be the year 
that businesses gain traction 
in adopting it,” he said. “The 
rise of connected devices will 
present a huge challenge 
for businesses to build new 
models across multiple 
markets and applications, 
and leverage data to improve 
performance. I’ll be keeping 
my finger firmly on the pulse 
to see what develops.” n

Role model? Muhammad 
Ali: He never gave up

What talent do you 
wish you had? To take 
a few deep breaths as 
I used to do as CFO

What do you fear the 
most? Failure and 
disheartened customers

Tell us something about 
yourself we don’t know: 
I love trekking, climbing, 
underground exploration 
and running a marathon. 
Life requires new 
challenges each day 

How would you like to 
be remembered? To be 
respected and revered by 
my staff and customers

What’s the biggest risk you 
have taken? Putting in my 
own cold hard cash and 
believing in myself and 
the first class team, which 
is an unusual trait for us 
engineers and accountants

If you weren’t in IT what 
would you be doing? 
Developing my other 
business venture in legal 
services and offering 
one fixed price for all 
legal work, displacing 
some of the current well 
known incumbents and 
their control of working 
practices in the industry

One example of something 
you’ve overcome: I am 
now able to win peoples’ 
hearts and minds

Your greatest strengths 
and what could you 
improve on? I’m persistent, 
resilient and never take 
‘no’ for an answer. But 
I need to slow down a 
bit. Things can wait

How do you relax when 
not working? Running 
14 miles on a weekend, 
cycling, spending time 
with my wife Saira 
and two adorable kids 
Azlan and Umar

Just a minute with 
Shez Cheema...

To advertise in
contact The Sales Team on 01895 454411
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Build your channel 
with Comms Dealer

With Comms Dealer magazine, 
reaching & influencing more 
resellers in the UK than any other 
channel publication or website is 
as simple as ABC.

•	 Comms	Dealer	magazine

 Comms Dealer’s ABC audited circulation provides 
the largest audience of UK resellers.

 (Average Monthly Circulation 16,020)*

•	 www.comms-dealer.com	

 Our ABC audited website provides 24/7 access to 
channel news and is the only ICT channel magazine 
to independently audit web traffic

 (Derived daily average unique browsers 840/day)**
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channel.
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 If you want to engage with the UK partner channel in 
print, digital or direct to desktop, talk to us now and 
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reaching more UK resellers than any other channel 
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The Comms National Awards is the leading awards process that 
recognises excellence in the UK ICT industry and the countdown 
to the 2017 awards has begun.

The awards will be presented at a 
glittering ceremony at London’s Hilton on 
Park Lane on October 12th, so put the 
date in your diaries now! 

With past hosts including, Patrick Kielty, 
Rufus Hound, Hugh Dennis, Stephen 
K. Amos, Michael McIntyre, Marcus 
Brigstocke, Ronnie Corbett, Gabby Logan 
and Vernon Kay the entertainment will, as 
ever, be top drawer.

The Comms National Awards is the 
premier awards process for the UK’s 
ICT channel rewarding excellence in the 
supply of service and solutions to resellers 
and end-user customers.

• If you are a reseller business, don’t 
miss the opportunity to get the 
accolade you deserve for the solutions 
and service you provide to customers.

• If you are a vendor, carrier or service 
provider, this is your chance to get 
channel recognition for the support and 
service you provide for your reseller 
partners. 

The Comms National Awards is the 
highlight of the industry year. Don’t miss 
being part of it. For more details on 
entering and securing your place at the 
Awards ceremony visit:  
www.cnawards.com

LEADING service provider, 9 is delighted to reprise its headline sponsorship of the Comms National Awards 
at The Hilton, Park Lane on Thursday 12th October.

According to 9’s Marketing Director, Mark Saunders, renewing their sponsorship of the awards for a fifth 
year in succession reinforces their commitment to the channel and love of a great night out.  

Saunders stated: “Both the quality of the entries and the enjoyment factor have risen every year during our 
sponsorship term and it will be a real challenge for entrants and organisers alike to surpass the excellence 
of last year’s event, but I am sure they will succeed.

 “It was noticeable how the nominees and eventual winners reflected the changing face of our industry, but I 
am sure there will still be room for senior stalwarts to secure some silverware too, so why not start thinking 
about your entry now.” 

9 will continue their sponsorship of a special award to recognise outstanding customer service, which was 
won last year by Pam Blanchard of ICA. “This award is presented to the reseller who can truly demonstrate 
that everything in their business is led by the customer’s perspective and how they have remodelled and 
transformed their business to achieve this,” added Saunders.  

12th October  
Hilton Park Lane    

cnawards.com

t he  
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Event Hospitality

andy Grant
Managing Director
Bowanarrow

“Bowan Arrow are proud to support the 2017 Comms 
National Awards for a second year as Hospitality 
Sponsor. These awards recognise excellence in our 
reseller and vendor communities and they happen 
to be my favorite evening in the industry event 
calendar.  The award categories provide a diverse 
range of opportunities for businesses of all types to 
enter and be acknowledged as the best of the best. 
We all know the old saying, ‘you have to be in it to 
win it’, so what’s stopping you; select a category, 
review your recent customer wins and start your 
entry. Good luck!”

SME Reseller of the Year 

Garry Growns
Sales Director
Daisy Wholesale

“Entering the prestigious Comms National Awards not 
only brings together great individuals and companies, 
whilst showcasing businesses’ successes, it allows 
you to acknowledge the hard work, talent and 
determination of your teams. At Daisy Wholesale, we 
believe the SME sector has huge potential which is 
why we are proud to support our fantastic partners 
and the channel by sponsoring the SME Reseller of 
the Year category. This is your opportunity to reward 
the people that make your business a success, so 
grab it with both hands and get your entry in now.” 

Vertical Market Solution 
Category
Vincent disneur
Head of Sales  
& Marketing
Union Street

“The CNAs is unquestionably the channel’s most 
highly anticipated awards ceremony. It’s a celebration 
of outstanding achievement, with each award 
representing hard work and determination on the part 
of the winner. We would strongly encourage anyone 
undecided about whether to enter to get involved. 
Achieving finalist status is a fantastic achievement, 
but to win is indescribable. We’re very much looking 
forward to this year’s CNAs and, on behalf of myself 
and the Union Street Team, I would like to wish the 
best of luck to all this year’s entrants.”

Software  
Application  
Category
nick Goodenough
Partner Service Manager
Spitfire
“Spitfire is delighted to again sponsor the Vendor 
Software Application category for the 2017 Comms 
National Awards. We know from experience of our 
own Comms National Award winning solutions, 
such as Spitfire SIP Communicator™, that the 
development of successful applications requires 
significant investment of time and expertise. 
Consequently, it is important that the telecoms 
industry recognises and rewards innovation and 
excellence. We value the high esteem in which the 
Comms National Awards are held and they have 
become the benchmark for excellence in the industry, 
providing well deserved acknowledgement of 
achievement.”

Distribution Category

Paul Taylor
Sales Director
Voiceflex

“Voiceflex is delighted to once again sponsor the 
Distribution category at this year’s Comms National 
Awards.  We’re 100% channel focused and value 
the relationships we have. We support our partners 
with continued investment, portfolio development 
and enhancements plus sales and technical training. 
In less than eight years, every UK business will be 
using some form of SIP or hosted applications to 
communicate and we’re dedicated to supporting our 
partners get on the SIP and WebRTC journey. We look 
forward to celebrating continued channel success at 
the CNAs and wish everyone the best of luck.”

Cloud Communications 
Solution  
Category

“Interoute firmly believes that through offering an 
exceptional product and partnering with skilled, 
innovative and driven channel resellers everyone in 
the market can benefit from the transition to cloud. 
Awards such as this offer recognition of star players, 
which is an important tool in motivating cloud 
communications resellers to find novel ways of using 
Virtual Data Centre platforms to deliver services to 
end-users. We are proud to sponsor the Reseller 
Cloud Communications Category and we would 
encourage everyone who believes they are delivering 
digital transformation to their clients to enter.”

Steve mace
Senior Director - Channel 
Interoute

Book  

your taBle  
now!  

at www.cnawards.com

http://www.cnawards.com
http://www.cnawards.com
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D igital 
transformation, 
cloud and the 
hybrid enterprise 

have combined to drive 
an irreversible shift in the 
way ICT products and 
services are consumed and 
provisioned. It’s no longer 
about physical products, 
it’s about streamlining 
how business is done 
and placing the customer 
experience at the heart of the 
transaction. “High demand 
for new technologies and 
the emergence of disruptive 
vendors have catalysed 
an unprecedented rate 
of transformation within 
the ICT channel,” stated 
Steve Harris, EVP Unified 
Communications for Nuvias 

Group (formerly Managing 
Director of Siphon). “It’s 
important to rely on 
technology partnerships with 
distributors that are focused 
on meeting the increasingly 
complex and diverse needs 
of their channel partners.”

UC distribution in particular 
is being shaped by players 
who are new, disruptive 
and cloud-first, pointed 
out Harris. “The disruption 
started the moment tier 
one software vendors went 
all in with the cloud,” he 
added. “We’re a couple of 
years down the line from 
that inflection point. Any 
distributor that wants to 
be around in 2020 will 
already have implemented 
their digital transformation 
and transition strategy.”

Forward looking strategies 
take into account cloud-
based consumption 
commercial models that are 
a departure from the world 
of CPE. “This encompasses 
a professional services wrap 
as part of the overall UC 
solution which we believe 
will drive the adoption of 
technology such as Skype for 
Business (SfB),” added Harris. 

One way Nuvias’ UC 
Practice has harnessed 
digitalisation is in how it 

resellers can harness the full 
value of digitalisation, rather 
than by making incremental 
changes to traditional 
logistics management.”

According to David Fearne, 
Technical Director at 
Arrow ECS, the two big 
forces shaping the UK’s 
ICT distribution industry 
are new demands on the 
channel for outcome-centric 
distribution and the cloud. 
These driving forces raise 
two key questions, he says: 
What is distribution’s place 
in the cloud? And how do 
distributors become both 
product and solution focused 
and integrate the two? 

“The future of distributors 
hinges on how quickly 
they can pivot to becoming 
outcome-centric,” he 
observed. “Choosing to 
invest in the right services to 
deliver the right outcomes, 
while also supporting 
customers and making sure 
they are keeping pace with 

SPECIAL REPORT

Distributors play key role in digital era
The digital era may still be in its 
infancy but many distributors 
have already made big strides in 
strengthening the hand of resellers 
as they make their strategic plays 
in the new age of technology 
driven business transformation. 

the changing demands of 
the channel is crucial. We 
invest much more in projects 
that showcase effective 
business outcomes.” 

But digital can create a 
headache for businesses, 
including IT distributors, 
especially those in data 
management and security, 
pointed out Fearne. “The 
more frequently companies 
engage with their customers 
through digital devices and 
technologies, the more data 
and information they will 
have about individuals,” he 
explained. “This data helps 
to ensure that businesses 
stay relevant and meet the 
needs of their customers. It 
also means that they must 
be compliant with stringent 
data regulations such as 
GDPR. As cyber attacks 
increase this will become 
more and more important.”

As the rise of digitally 
delivered services continues 
to turn traditional modes of 
operation on their heads, 
distribution leaders need 
to consider to what extent 
they can offer the digital 
capabilities required by 
their customers, while also 
ensuring they stay true to 
their value proposition and 
service delivery commitments. 
This is a balancing act 
that’s top of mind for 
James Vickerage, President 
of ScanSource Imago. 

“What’s more, it’s 
important for all members 
of the channel to focus 
on discerning how they 
articulate their value to their 
partners using digital tools 
and services,” he said. “It’s 
equally important for them 
to enhance their value and 
offering to stay ahead of 
rivals like large suppliers and 
online retailers that have 
immense digital capabilities.”

provisions and configures 
IP end points, which is 
done prior to distribution. 
“The positive impact of 
this is that the engineering 
resources previously used for 
installation, maintenance and 
support can be redeployed 
by the reseller, with, for 
example, end user training 
tailored to enhance the 
overall customer experience 
and drive adoption of the 
solution,” said Harris. 

Streamlining
Automation is one of the 
key areas of development, 
noted Harris. “We’re able 
to transact in the way 
that channel players want 
to do business, which is 
mainly online and digital,” 
commented Harris. “We have 
invested heavily in developing 
software and systems that 
allow us to deliver our 
services in a way that is 
a step change from the 
classic resourcing method. 
Distributors must adopt a 
new business model where 

David Fearne

The future of distributors 
hinges on how quickly 
they can pivot towards 
becoming outcome-centric.

Steve Harris

High demand for new technologies and the emergence 
of disruptive vendors have catalysed an unprecedented 
rate of transformation within the ICT channel.
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Distributors play key role in digital era
Vickerage believes that 
resellers can find great value 
in self-service portals that 
enable them to learn more 
about vendor partners’ 
hardware and services 
offerings, enabling them to 
deliver new applications to 
their customers while also 
helping to unify complex 
technologies. “As the channel 
continues to transform, so 
do we, particularly related 
to delivering services,” 
added Vickerage. 

“Although many of our 
customers are still consuming 
traditional services we also 
work with a number of 
emerging, innovative vendors 
that look to us to work 
closely with customers and 
help them grow the market 
opportunity. Understanding 
what is appropriate for 
our customers and what 
will genuinely deliver value 
is where our focus lies, 
along with the as-a-service 
model which is critical to all 
members of the channel.”

Online services such as 
Amazon and ao.com and 
their speedy response times 
have whetted the appetite 
for more of the same 

among customers who 
are becoming intolerant 
of clunky and awkward 
transactions. “We were quick 
to realise the importance 
of online portals,” stated 
ProVu Managing Director 
Darren Garland. “The key to 
overcoming these challenges 
is to be agile when it comes 
to systems development. 
As customer requirements 
evolve, so do our systems.”

He cited as an example a 
recent system development 
that was undertaken 
around 3CX which has 
enabled ProVu to create an 
automated ordering process. 

“This is particularly important 
when distributing products 
such as 3CX licences as there 
is an expectation of receiving 
them much faster than 
physical hardware,” added 
Garland. “Thanks to our 
developments, our customers 
can now receive 3CX licences 
within a matter of minutes.” 

Other ways in which Garland 
sees distributors helping 
resellers harness digital for 
competitive advantage is 
through supplying cloud 
services, having a competitive 
product set, providing 
cross-selling and up-selling 
opportunities, and offering 
value added services. “A 
clear strategy is also vital 
for the future success of 
distributors,” he added.

Nimans agrees, and has 
transformed its business 
model based on a clear 
strategic vision to evolve 
away from hardware-based 
sales into a world of cloud-
based software licences. Tom 
Maxwell, Head of Dealer 
Sales at Nimans, commented: 
“There is still strong demand 
in the SME sector for 
standard equipment sales, 
while hosted has around 
a 25 per cent market 
share. The key to success 
is offering resellers choice 
and flexibility – on-premise, 
hybrid or cloud. Years ago 
many resellers buried their 
heads in the sand, but that’s 
not the case any more.”

However, having raised their 
heads above the parapet 
there is still a number of 
opportunities that aren’t fully 
realised by resellers, such 
as WLAN, IP infrastructure, 
CCTV and access control, 
noted Maxwell. “Many new 
opportunities exist,” he 
added. “Resellers are in a 
strong position to control 
their own destiny.” n

James Vickerage

As the channel continues to transform, so do we, 
particularly related to delivering services.

Darren Garland

We were quick to 
realise the importance 
of online portals.

To advertise in
contact The Sales Team on 01895 454411

£20,000 raised!
Thank you for your amazing 

support for the 2017 

Comms Dealer Sir Trevor 

Brooking Golf day.

WORKING TOGETHER FOR CHILDREN’S HEALTH

During 2017, the comms industry has helped 
Comms Dealer raise thousands of pounds for 
the Sparks children’s charity it has supported 
for over a decade. All the events, campaigns 
and fundraising you have contributed to helps 
the children who need support most.

For details of sponsorship options for the 2018  

Sparks & Comms Dealer Golf day contact Sparks:  

Tel: 020 7091 7782 Email: golf@sparks.org.uk

SPONSORED BY

http://www.comms-dealer.com
http://www.comms-dealer.com
mailto:golf%40sparks.org.uk?subject=


www.comms-dealer.com34  COMMS DEALER  AUGUST 2017

The story of Inclarity 
is characterised by 
a strategic pursual 
of being at the 

forefront. The strength of 
Inclarity’s outlook is always to 
play the long game in a fast 
moving industry where cards 
are being shuffled by the day, 
evidenced by its early move 
into the hosted space. The 
company claims to be the 
UK’s first IP Centrex provider 
offering VoIP services in 2003 
with a switch running MGCP 
protocols. This pioneering 
spirit is clearly reflected 
in last month’s launch of 
LifeTime licenses which 
gives partners who purchase 
them permanent right of 
use – a potent weapon in a 
reseller’s hosted armoury.

“When purchased these 
licenses will become the 
property of the Inclarity 
channel partner, enabling 
reuse at the end of each 
customer term,” said Viscito. 
“Each license gives the user 
full access to all subscriber 
features on the Inclarity 
BroadWorks platform. They 
can be used with any type 
of supported handset or soft 
phone and any of Inclarity’s 
bolt-on advanced features 
and services. As LifeTime 
Licenses are open ended they 
will allow Inclarity’s partners 
to significantly increase their 
mid to long-term margins as 
they will typically sell them 
as a SaaS-based monthly 
subscription model.”

BUSINESS PROFILE

Making a difference
A lesson from Inclarity Managing 
Director Enzo Viscito: Don’t be 
wholly enmeshed in your quest 
for differentiation – be visionary, 
flexible and pioneering.

Inclarity has also added the 
full range of Polycom VVX 
handsets to its VoIP telephony 
bundles. “We are offering 
our channel the widest choice 
of Polycom VVX business 
media phones, along with 
the internationally recognised 
BroadSoft Enterprise License 
and virtually unlimited 
minutes,” explained Viscito. 
“To help resellers sell our 
bundles we include number 
porting, DDI numbers and a 
quick migration turnaround.”

The introduction of LifeTime 
licenses and the Polycom 
bundle launch both illustrate 
Inclarity’s method of working 
collaboratively with channel 
partners while prioritising 
an innate flexibility that was 
clear to see even when the 
company was established 
in 1991 and awarded an 
independent telco license. 
At first Inclarity was a player 
in the prepaid long distance 
calling card business but 
in 2001 it evolved into a 
voice and data services 
provider offering not only 
hosted telecoms but also 
satellite communications.  

The business launched a suite 
of satellite earth stations in 
2003 directly connecting 
Inclarity’s London-based 
technical centre to the 
Middle East, Europe and 
North Africa, allowing the 
firm to offer its voice and 
data services at substantially 
reduced costs to customers 

worldwide. “However, 
it was the hosted voice 
side of the business that 
survived,” stated Viscito.  

Channel strategy
In 2008 Inclarity set up its 
channel reseller programme 
(some early partners are 
still with the firm). A move 
to the BroadSoft platform 
followed in 2010 along with 
a significant investment 
in BroadWorks licenses. 
“We continually invest in 
the stability of the service, 
having virtualised the 
entire network in 2014 
and this year virtualising 
SBCs to provide maximum 
performance,” added Viscito.

He joined Inclarity as 
Managing Director in 2007 
and has been instrumental in 
moulding the business with 

a trademark Mediterranean 
passion that is well known 
within the industry. This 
passion helps him to foster 
strong partner relationships 
which are augmented by 
account management, 
marketing services and pre-
sales support. “Inclarity is 
not the biggest provider 
of hosted telephony in the 
UK but it has a personality 
not seen in larger new 
entrants to the market,” 
commented Viscito. “This is 
partly due to our experience 
coupled with our sole focus 
on the provision of hosted 
voice, UC and connectivity 
services. We have a loyal 
partner base, some of 
whom have been with us 
for more than a decade.”

The investments into 
Inclarity’s network have 

Enzo Viscito

paid off with ‘non-down 
time’ for many years. 
Furthermore, Inclarity’s 
partners experience less than 
a one per cent customer 
churn rate on average as 
they also benefit from a UK-
based 24x7 customer help-
desk that answers support 
calls within four seconds. 

“When it comes to the 
make-up of services offered 
to partners flexibility is at 
the forefront,” said Viscito. 
“We start with standard 
licenses and 24x7 customer 
support, softphone bundles, 
up to a choice of the full 
range of VVX media phones 
in a bundle format including 
the ability to mix VVX 
models within a customer 
environment. It is our agile 
systems that facilitate this 
level of flexibility.” n

Flexibility is at the forefront when it comes 
to the make-up of services for partners 
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N o business leader 
who has wandered 
the nether 
corridors of a 

large corporation can escape 
their duty to think big. It’s a 
mindset Timms carried over 
from the corporate world 
when he connected with the 
IT sector and co-founded 
MSP Streamwire with Anne 
Stokes. “Leaving Ford after 
29 years was like stepping 
off a cliff,” he stated. “I 
knew exactly what I was 
doing there but decided to 
do something completely 
different. The transition 
from working in a corporate 
to being a supplier and 
business owner in the tech 
industry was a challenge, 
but I felt the new generation 
of engineering was in IT.”

Timms joined Ford Motor 
Company in 1986 and rose 
to become IT Director. For 
five of those years he also 
held the role of IT Director 
at Jaguar Land Rover. His 
corporate background gave 
him an understanding of 
the systems and processes 
that need to be in place 
to motivate a bigger team 
capable of realising his 
vision for EACS to become 
as £50 million business. 
“I’ve brought my enterprise 
understanding and ability to 
bear in a smaller organisation 
that has an opportunity to 
become one of these larger 
businesses,” he added. 

BUSINESS INTERVIEW

EACS CEO thinks big
Former CIO of Ford Motor Company 
Kevin Timms is now firmly in the 
driving seat as CEO of MSP EACS, a 
fast rising £20 million business with 
corporate sized growth ambitions.

Acquisitions are also core 
to Timms’s growth strategy. 
Streamwire followed up its 
2015 acquisition of Event 
Computer Services with the 
purchase of EACS in May, 
boosting revenues to almost 
£20 million. Timms became 
CEO of the combined 
company which now trades 
as EACS. “This acquisition 
provides the platform to 
take our business to the next 
level, expand into the cloud 
and cyber security spaces 
and take on established 
IT suppliers,” he said. 

“We have a management 
team rich with industry 
knowledge in service 
providers, corporates 
and start-ups. With that 
experience and a focus 
on the customer we are 
already seeing growth in the 
combined business. EACS’s 
reputation for building on-
premise solutions is working 
nicely with Streamwire’s cloud 
offering so we can provide a 
more integrated approach.”

In making some structural 
changes to deliver rapid 
growth, rather than slower 
organic growth, Timms is 
building the capability to 
access new clients. “But 
as with many businesses 
dealing with technology, 
a key challenge for us will 
be getting access to the 
right skill sets at the right 
time,” added Timms. 

His engineering background 
can be traced back to the 
mid-1980s when computers 
were being deployed across 
office desks, rather than 
a complex box stored in a 
data centre that was only 
accessible for accounting. 
“Overnight these were being 
used for email, drawing 
pictures and diagrams 
and developing business 
plans,” he recalled. 

Business transformation
“IT suddenly became 
interesting as a business 
tool above its traditional 
accounting and payroll 
functions. It’s an exciting 
time to be in the IT space as 
the industry goes through 
such a big change. The use 
of technology is becoming a 
driving force in nearly every 
sector. This change provides 
virtually all companies with 

big competitive opportunities, 
but also as we have seen 
recently, significant threats. 
Our acquisition means we 
have a stronger capability 
to help our clients and 
companies achieve their goals 
and keep their data secure.

“Another part of our role 
is to isolate customers from 
the chop and change that 
characterises the channel. 
We want to bring a set of 
capabilities that small and 
medium sized businesses 
can use effectively. Larger 
enterprises tend to do things 
differently from SMEs and 
we’ve got a capability that 
suits the small and medium 
sized businesses out there. 
We stay close to what we are 
renowned for – implementing 
and project managing 
software, hardware and 
managed services.”

Kevin Timms
Role model? Bob Dover, 
the former CEO for 
Jaguar Land Rover, for his 
humility and inclusivity, 
the way he led teams 
and how he made people 
want to succeed for him

How would you like to 
be remembered? From 
an EACS perspective, as 
someone who improved 
its sustainability and 
longevity to provide for my 
colleagues down the line

If you weren’t in IT 
what would you be 
doing? Owning and 
running a classic car 
restoration garage

Your IT bugbear: People 
who don’t have the 
right moral compass 
and use it as a weapon 
rather than for good, 
whether online bullying 
or ransomware etc

How do you relax when 
not working? Classic 
car restoration

Just a minute with 
Kevin Timms...

The loyal customer bases 
shared by Streamwire and 
EACS along with rapid 
growth in the adoption of 
cloud technology gives the 
enlarged company a strong 
foundation for expansion, 
supported by accreditations 
such as Citrix Gold Solution 
Advisor, Microsoft Gold 
Partner, NetApp Gold 
Partner, VMware Enterprise 
Solutions Provider, HPE 
Silver Partner and Dell 
EMC Authorised Partner. 

“Our latest acquisition shows 
the underlying strength of 
the UK tech scene,” stated 
Timms. “While the political 
changes happening in the 
UK have been concerning 
on some levels, investment 
in tech continues to increase 
and we can look forward to a 
strong future.” n
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WORK–LIFE KALEIDOSCOpE

Working hours flexibility can mean everyone wins
For us, a good work life balance is 
about giving people flexibility and 
choice. That means we offer our staff 

the option to work in the way that suits them 
best. For example, our new London office has 
features like soundproof pods for phone meetings, 
communal dining and entertainment areas which 
offer employees a range of environments to work 
from. The key to effective remote working is good 
communication. Our cloud-based communication 
technology means our staff can easily pick up 
their calls and messages from any internet 
connected device. This allows every member of 
the team to be their own mobile office and work 
remotely or from home if they want to.

With the modern world and availability 
of communications, separating work 
from home life can be a challenge. 

I check my work phone multiple times every 
evening, and I bet you do too. To assist in 
offering a work-life balance, at Daisy Wholesale, 
we empower staff to work not only from 
where they like (at home or another office), but 
when they like. The challenge businesses face 
is ensuring they have adequate phone cover. 
Our advice is flexibility: enabling staff to work 
from home, or to choose their shift pattern, 
creates a happy, motivated workforce because 
the time can be used for activities they enjoy. 
As the adage goes, happy staff leads to happy 
customers, which in turn, leads back to happy 
staff.

To promote a healthy work life balance, 
employers and employees need to work 
together to create the environment and 

take responsibility for their own wellbeing.  Work 
life priorities for employees change based on 
age, modern working conditions, personal 
stress and pressures, new technology and 
management.  Employees at Fidelity are provided 
with free access to a local gym, and encouraged 
to use it to create a healthy body and mind.  We 
also encourage and support team development; 
as learning feeds the mind, leading to more 
productive and motivated staff. To make life in 
the office more enjoyable, we also have happy 
hour, celebrate special occasions and senior 
management buys the team breakfast on a 
Friday morning!

A corporate culture should reward 
and reinforce work from home and 

remote locations, and workers should not feel 
that they might be penalised in any way for 
taking advantage of a flexible work policy. The 
easier it is for workers to collaborate whatever 
their location and whatever the time, the more 
straightforward implementing such a culture 
will be and the greater the amount of job 
satisfaction remote workers will experience. With 
more and more workers operating in the field, 
getting closer to customers and collaborators, 
flexible working is becoming a necessity. 
As this trend increases, a quality Unified 
Communications systems will become a key 
factor in enterprise success.

Achieving the right work- life balance 
is different for everyone and is 
best managed by having ongoing 

conversations to understand what individual 
colleagues need.  You can then judge how 
these needs can be met alongside those of your 
customers and your business.  Building trust 
and encouraging flexibility works in everyone’s 
favour - we value productivity and outcomes 
over number of hours spent in the office.   
Technology plays a major part in enabling this 
flexibility; having the right systems in place for 
remote working and to ensure that knowledge 
is shared and others can pick up on tasks 
when someone is out of the business.  The 
fundamentals to a healthy work-life balance 
are through two-way communication, 
flexibility and recognition.ELLIE ALLSEYBROOK 
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At Invosys, our team are the lynchpin 
of everything we do, so it’s important 
that we strive to ensure they are 

happy, satisfied and fully engaged, regardless of 
their role in the company. We work hard -  yet 
we place a huge emphasis on work-life balance. 
We regularly treat our staff with rewards that 
are relevant to them. For example, our ‘Personal 
Interest Allowance’ gives all staff an annual 
company funded budget to pursue out-of-work 
hobbies. My advice is that organisations need 
to recognise that staff have a life outside of 
work, so bosses need to get to know what the 
team really want with trial incentives. This has 
worked well for Invosys, reflected in our minimal 
staff turnover and consistently high engagement 
scores.

W ith customers 
increasingly 
demanding ‘joined 
up’ ICT 

environments, there is continual 
pressure on people that work in 
our sector to work long hours 
to maintain ‘always on’ services. 
Companies are however, 
becoming ever more aware of 
the business case for a positive 
work-life balance and many are 
implementing cultures to reduce 
the pressure of work on private 
life. Modern day thinking is that 
an improved work-life balance 
can help all parties – the 
organisation, the individual and 
the customer.

According to the Salford 
Business School, although the 
working week is officially 
limited to 48 hours, the UK has 
opted out of the European 
Working Time Directive, which 
means that some employees 
may work more hours by 
written consent. The two most 
frequent concerns amongst UK 
employees are long hours and 
the intensity of work. In fact, 
many employees say they are 
working as hard as they can 
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Customers always sense when they are 
dealing with people with passion in their 
lives; it really helps them to buy with 

confidence. I am a firm believer that anything 
we do for a living should enable what we want 
out of life. With over 30 staff and in our 7th year 
of trading, I am always looking for ways our 
employees can more closely align their personal 
interests with their developmental plan within 
NSN. We passionately want people to feel like 
their life has a purpose and that they have every 
chance of achieving it. Whether it be spending 
more time with family, developing a skill or talent, 
becoming an entrepreneur, or all of the above! 
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WORK–LIFE KALEIDOSCOpE

Working hours flexibility can mean everyone wins
Work-life balance is the key to job 
satisfaction and productivity.  At 
Nine Wholesale, we empower our 

employees with flexibility to improve their work-
life balance. By providing the tools that allow for 
productive mobile working - such as eve -  we 
mutually benefit from having a workforce that 
is connected and collaborating wherever they 
may be. Notably, this allows us to respond more 
efficiently to partner requests, resulting in higher 
levels of customer satisfaction in the service 
they receive. By enabling our workforce with the 
ability to work beyond the constraints of their 
desk, we have found that they are more inclined 
to begin work earlier and finish work later in 
the day, increasing overall levels of productivity 
across the business.

ADAM CATHCART 
NINE WHOLESALE

As an ‘Investors in People’ gold 
company we recognise the value of 
staff welfare and putting people first. 

Achieving a work-life balance is part of this 
process and with an ever-expanding workforce 
at Nimans it’s becoming more common. 
Flexibility and understanding people’s needs 
are inherent in any successful company but any 
flexible working has to recognise wider business 
issues too – not undermining customer service 
for example. People are our biggest asset and 
in an ever-changing world the work life balance 
is becoming an increasingly relevant and 
important factor for companies big and small up 
and down the country.

PHIL GEE 
NIMANS

Union Street is in the process of 
proactively addressing all areas of 

work-life and, in doing so, we hope to enhance 
our employees’ work-life balance.  We call this 
our ‘Streets Ahead Initiative’. Most recently, 
we introduced a flexible start time, catering 
for early risers and night owls alike.  This eases 
challenges associated with public transport, as 
you simply work your 7.5 hrs regardless of the 
time you start.  It removes the stress for both 
employees and management. We also have 
a high proportion of home workers spread 
across the UK.  We have implemented the very 
latest collaboration tools to ensure face-to-face 
communication isn’t lost.  We’re also extremely 
open to homeworking on those ad-hoc 
occasions when life and circumstances require 
you to be at home. 

We have a diverse team at Zest4 
with a mixture of Generation X and 
Y who all have differing requirements 

and expectations from their working life.  We 
embrace this and the fact that it creates an 
environment which offers knowledge, experience 
and fresh new ways of working.  We strongly 
believe the key to running a successful business 
is in having motivated, engaged staff who feel 
that they are being supported both in and out 
of work.  We support flexible working hours 
and working from home arrangements and 
provide the tools to ensure this is measurable 
in terms of output for the business, but also for 
the individual and benefits are felt both at work 
and home.

Work-life balance is very much linked 
to how you create the employee 
experience. At Virtual1, we empower 

our employees to freely contribute their ideas 
and voice their opinions. An improved work-life 
balance is about more than enforcing a 9-5 
culture, it’s about having the right physical 
environment and the tools to enable our people 
to do their job effectively. It’s about creating an 
experience that is individual for every employee, 
there is no one size fits all approach. Trust plays 
a big part in people’s perception of ‘balance’, 
we trust our people that they will do what they 
committed to when they joined up and then we 
give them the required freedom to own their 
work-life balance.

MANDY FAZELYNIA 
ZEST4

JOSé FERNANDEZ 
UNION STREET

KATE BRUNNING 
VIRTUAL1

MARK SHRAGA 
NSN
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and could not imagine being 
able to work any harder. All 
these factors contribute to 
awareness of work-life balance 
as a pressing issue and how 
work demands often come 
between family commitments.

The Organisation for Economic 
Co-operation and Development 
(OECD) says the UK performs 
well in most measures of well-
being relative to most other 
countries in its ‘Better Life 
Index’ but for many professional 
workers, Internet access and 
mobile phones represent a 
complete loss of privacy and 
downtime, even when at home. 
Naturally, this has an impact on 
family life. 

Only a small percentage of 
employers have family-friendly 
policies or personal support 
services in place to moderate 
the situation. However, this is 
gradually increasing and our 
industry seems to be practicing 
what is preaches and is not 
lagging behind in offering 
employees ‘flexible work-life’ 
environments, as this month’s 
Kaleidoscope survey testifies.

http://www.comms-dealer.com
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World leading tech innovator Chairs Comms Vision

Communications is going through fundamental 
changes as the old silos that segregate people 
continue to dissolve. People today move fluidly 
between voice, text, audio and video, and 

between devices and communication situations. At the 
same time, the cloud has gone viral as new ideas and 
grassroots innovations emerge. True virality scales without 
bounds, entails small start-up costs and 
grows in power with adoption. Our 
Viral Spaces research is about 
places where people 
communicate (both at a 
distance and locally) 
with each other. 
We develop 
technologies of 
connection. 
Our goal is to 
demonstrate 
ideas that 
facilitate 
discourse 
and 
collaboration 
between 
real people 
in real places 
where networks 
and computing 
enhance the 
workplace and 
customer experience. 
Here, technology 
and workplaces follow 

society. We technologists think we create new ideas 
and possibilities, but in reality we enable them. 
Shifts in style and activity are led by the populace, 
predominantly the young. In IT today, anything you 
can think of we can invent in less than six months.

Businesses that open up their discussions, networks, 
and involve their people will evolve more flexibly 

and in cultural sync. That’s what we mean by 
‘experience’. It’s not about technology alone, 

or just IT. It’s a method of operating and 
communicating that opens doors rather 

than builds intellectual firewalls.
This trend reflects the general 

shift towards a growing faith in 
distributed networks as opposed 
to centralised systems. Cloud is 
part of the picture but the deeper 
impact is more subtle. We now 

COMMS VISION SPECIAL REPORT

and talks experience
Comms Vision Convention (Gleneagles, 8th-10th November) 
Chair Andy Lippman, Associate Director and co-founder of the 
Massachusetts Institute of Technology Media Lab (MIT), delves 
deep into the underlying trends behind this year’s conference 
theme – the rise of the workplace and customer experience.

Andy LippmAn has 35-plus 
years experience at miT. His 
work ranges from wearable 
computers to global digital 
television. Currently, he heads 

the Lab’s Viral Communications 
research group which examines 

scalable real-time networks 
whose capacity increases with 

the number of members. This new 
approach to telephony transfers 

mainframe communications technology 
to distributed, personally defined, 

cooperative communicators. Lippman 
also co-directs miT’s interdisciplinary 
Communications Futures programme.

Comms Vision 
Chair Andrew 
Lippman is 
Associate director 
and co-founder 
of the globally 
renowned 
massachusetts 
institute of 
Technology 
(miT) media Lab 
and one of the 
world’s foremost 
researchers on 
the evolution of 
digital technology. 
He is also a senior 
Research scientist 
and co-director 
for digital Life. His 
highly animated 
and engaging 
approach to trends 
in technology and 
research will give 
conferees clear 
insights into how 
the ‘experience’ 
has become a 
dimension of 
technology and 
our lives.
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World leading tech innovator Chairs Comms Vision
perceive large institutions as concentrated entities that 
represent the old ‘centralised’ way of doing things. 
The population is leading this charge, reacting against 
former ‘hierarchies’ both socially and in the workplace, 
liberated by technology driven trends that are defining 
the digital age as a ‘distributed’ one. In some parts of the 
world there is no governmental or centralised structure 
for many businesses. Rather than install a new structure 
and assume public trust, technology companies are 
adding the word ‘blockchain’ to many distributed system 
designs to legitimise them in the mind of the customer.

Networks between people 
Also consider the rise of Uber, AirBnB and the 
like. While they are not as distributed 
as bitcoin, which really has no 
central organising entity at 
all, they are perceived 
as networks between 
people. Somehow it 
feels different to 
rent a room from 
AirBnB than 
from the Hilton. 
Uber is more 
like calling a 
driver than 
hailing a 
company. This 
is the new 
experience 
that is 
filtering across 
society and the 
networks that 
have come to 
underpin our lives 
at work, at home, 
and in between.

Years ago we used to 
characterise networks in three 
ways – broadcast, telephonic and 
group-forming. A broadcast network grows in 
value directly with its size – more viewers equates to 
more value. A telephone network grows as the square 
of its size, since anyone can connect to anyone else. 
We have been familiar with this for years. But group-
forming networks are a newer concept. Here the network 
grows in value faster because of groups that are like 
mailing lists. In these networks, you can connect to other 
participants as well as each list or group, extending and 

enhancing the collaborative experience. We now see 
this communications trend reaching into media and 
entertainment. Television programming is moving away 
from targeting larger audiences and towards giving 
new experiences to audience members. That makes it 
a group experience rather than the mere reception of 
a signal. And there are now radio technologies that 
are also starting to open new doors. For example, it 
has been shown that a group of Wi-Fi access points 
working in coordinated ways can act as a small radar 
and ‘see’ people and their movements through walls. In 
other words, it is a sensor as well as a communicator. 

Using better radios, these signals can 
remotely read your heartbeat and 

breathing. This is far from 
a novelty example, it is 

already making inroads 
into neonatal clinics 

to monitor at-risk 
babies without 

burdening them 
with chafing 
clip-ons. The 
key point is 
that comms 
technology 
is not just 
about 
comms any 
more, it is 
sensing, and 

it is group-
forming. 

That has 
implications for 

how we define 
communications 

and how we view 
the Internet of Things 

(IoT). It’s not a separate 
or new Internet, it is a new 

dimension to the existing one. It’s a 
new world of experience-based communications 

that will grow exponentially in power with almost 
viral adoption across collaborative networks.

At Comms Vision this year we will explore how the 
communications industry is starting to reflect the 
underlying trends discussed in this article, and the longer-
term implications of these developments on the channel 
and wider business community. n

Comms Vision is 
the leading annual 

leadership forum for 
CEo, mD and CTo 
delegates making 

up the major league 
of the UK partner 
community. Places 
are limited and by 

invitation: If you 
would like to join 

us this year, please 
register your interest 

to attend at www.
commsvision.com
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Comms evolves as a platform for experiences

There is no doubting the drive for supreme post-
digital ‘experiences’. It enthuses organisations 
to press the green button on internal initiatives 
and technologies all designed to enhance 

workplace and customer interactions. According to Henry 
West, Head Of Channel Sales at KCOM, the workplace 
experience is about everyone truly understanding 
each others’ needs and creating a work environment 
that makes us ‘smile while still getting the job done’. 
“Technology and people are now working together to 
make the workplace easier and more enjoyable than 
ever before,” he said. “Consider BYOD, workplace social 
media, instant messaging, online meetings – all of which 
allow us to be flexible throughout our working days.”

The consumerisation of IT has led to a blending of 
different interaction models that have been embraced by 
users in the post-digital workplace. We say ‘post-digital’ 
because our relationship with technology has changed, 
with a much stronger emphasis on the experiences 

technology can induce rather than the technology 
itself. “The days of one system doing everything 

appear to be over and a lot of the innovation 
we see is coming from smaller development 
teams,” commented Dave Dadds, CEO, 
VanillaIP. “But technology is only useful as far 
as it supports the behaviour of users. Rather 
than talking about devices and services we 
provide a fluid and unified user experience 

which is roles-based and 
therefore different 
for various types of 
users. One trend 
we are seeing 
is the wide 
adoption of 
team-based and 
remote working, 
so we need a 
layered approach 
where users 
can communicate 
intelligently on 
different platforms. 
The ability to enhance 
user productivity where the 
technology underpinning that 
is almost invisible is how we 
would define the modern 
workplace experience.”

The rise of cloud-based 
technologies and the revolution in 
SDN networking coupled with leaps in broadband is now 
starting to having a profound effect on the workplace and 
how that trickles down into the customer, observed Justin 
Fielder, CTO at Zen. “The experience is more profound 
because cloud-based systems enable greater collaboration, 
more efficient working and a more engaging experience 
which directly translates down to the customer 
experience,” he stated. “Happy staff means happy 
customers. So the ability to create a working environment 
that supports that is critical. At Zen we are transforming 

COMMS VISION SPECIAL REPORT

in the post-digital age
The workplace and customer experience is inextricably linked, 
and the forces that drive them are acting in precisely the same 
direction, towards the intersection that we call the Experience 
Defined Workplace. Here, Comms Vision sponsors discuss how 
the quest for impeccable experiences is now an industry mission.

Henry West: technology and people 
are now working together to make the 

workplace easier and more enjoyable than 
ever before.

DAVe DADDs: 
the ability to enhance 

user productivity 
with technology that 

is almost invisible is 
how we would define 

the modern day 
workplace experience.
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Comms evolves as a platform for experiences
our workplace to 

ensure that staff can 
fit their working 
lives around their 
personal lives in 
a much more 
aligned way, 
and we are 
seeing positive 

effects feed into 
our customer 

experience. It’s 
not just about what 

people experience, it’s 
also about the emotional 

attachment and the way the 
workplace provides the correct 
sensory experience. The move 
to video conferencing is just 
one example of this. Employees 
enjoy better engagement and 
retain positive experiences.”

Mobility is also having a fundamental effect on 
workplaces of all sizes. Steve Haworth, CEO at 
TeleWare, observed: “Being productive anywhere 
and utilising new technologies is important. From 
a workplace experience perspective there are many 
positives, but the additional challenges that mobility 
brings is to provide a sense of community and 
belonging through culture even when people are 
not always within the environment of the office.

“Perception and emotion are important elements of a 
human experience and learning lessons from companies 
that have done this well in consumer spaces such as 
Virgin and Apple can help design great B2B experiences. 

Little things make big 
differences. Having 

confidence in 
branding and 
adding the 
finishing 
touches to 
services rather 

than cutting costs and corners is key. Using video 
rather than paperwork can engage people much 
more, and utilising AI to make recommendations 
and improve services rather than wait for requests 
can help delight customers and partners.”

A matter of cultivation
The design of an experience enhancing workplace mirrors 
how the customer experience should be cultivated, 
noted Neil Wilson, Product & Marketing Manager at 
Virtual1. “It’s about putting 
the customer experience 
first and designing a 
product, service or 
solution around 
how a business 
wants the user to 
experience it,” he 
explained. “Starting 
with a desired 
experience rather 
than a list of features 
can deliver a vastly 
different end product. 
In a marketplace full 
of competitors, many 
of which offer solutions with similar features, 
user experience is a clear differentiator that drives 
adoption. You need to look no further than the 
mobile handset industry to see that in action.”

It is universally accepted that happy staff lead 
to happy customers, therefore employees 
should always be the starting point, believes 
Lauren McManus, Head of Marketing and 
Communications at Daisy Wholesale. “A 
simple innovation is enabling staff to choose 
their hours,” she commented. “If they 
prefer to start early and finish early they 
will be more productive as that’s when they 
know they work best. As the management 
hierarchy is becoming flatter it is necessary 
to empower people to make decisions and be 
accountable for putting the customer first and 
nurturing a customer-driven company culture. 

“Taking an innovative approach to our daily work will 
ensure that staff, in turn, follow that lead when speaking 
with customers and resolving their issues. Staff will 
then live and breathe innovation as a result of company 
culture, enabling them to exceed the needs of customers 
as they provide an exceptional service experience.” n

Comms Vision is 
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leadership forum for 
CEo, mD and CTo 
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8x8 cloud pioneer displays pure vision in blazing

The capacity of digitalisation to expand the 
customer experience is clearly immense. So too is 
8x8’s capacity to deliver the enabling technology. 
Not so well known however is that the company’s 

high stature today is founded on a grand bounce back 
of monumental proportions. As with most leading 
technology companies at the time, a severe toll was 
inflicted on 8x8 by the dot.com downturn. Yet its latent 
potential was never lost on Martin whose job it once 
was to wrap things up. In early 2002 he was appointed 
CEO with a remit to wind down the troubled business. 
Instead he decided to unburden the company of its 
previous experience, pull out of a near terminal tailspin 
and chart a recovery distinct from its old familiar path.

“The dot.com crash affected all of the telecom companies 
that were starting to deploy 8x8’s technologies,” 
explained Martin. “When Lucent pulled every purchase 
order in October 2000, and the rest of our customers did 
the same over the next year, we barely survived. Because 
of the deteriorating business climate for next generation 
network technologies we quickly went from $30-40 
million in revenue to basically zero, forcing us to shrink 
the business from 300 employees worldwide to 35. I 
had to rally a very small team to pivot and rebuild 8x8. 
And with one outside investor I personally invested in 
the company and transformed it from a chip technology 
business to a VoIP service provider. In 2004 we launched 
our first business service. Today, we have a well articulated 
and differentiated value proposition in the global market.”

In diverting 8x8’s dot.com trajectory Martin set a goal 
that few would have considered possible to realise. But 
in setting his course he was revealed as a man of vision 
and strategy, rather than a hostage to fortune. Today, 
8x8 has no debt, an appreciating stock price, a market 
cap of more than $1.3 billion and over 1,100 employees 
worldwide. For five consecutive years the company 
has featured as a ‘Leader’ in the Gartner UCaaS Magic 
Quadrant. Not surprising when you consider that it 
serves more than one million end users in businesses 
operating in over 100 countries across six continents.

Success in numbers
8x8’s global advance has catalysed a surge of success that 
is fuelling impressive revenues. For the year ended March 
31st 2017 8x8 posted total revenue at the high end of its 
guidance of $253 million and non-GAAP net income at 
nine per cent of revenue, generating $28 million of free 
cash flow. Service revenues grew 25 per cent year-over-
year and 56 per cent of 8x8’s service revenue came from 
mid-market and enterprise customers. “Fiscal 2017 was a 
year of great progress for 8x8 as we achieved several key 
technology and operational milestones,” added Martin.

Getting 8x8 into shape after the trials and tribulations 
of the dot.com era was an awesome task, and Martin 
showed equal self belief and determination to reassert 
the company’s influence in an emerging cloud market 
that he has long championed. This year 8x8 launched 
its Communications Cloud which offers many open 

COMMS VISION SPECIAL REPORT

the innovation trail
Any study of Platinum sponsor 8x8’s evolution will reach 
two key conclusions. One is that its innovations opened 
the floodgates to patents that galvanise the company’s 
status as a true digital pioneer. The other is that its 
Chairman and CTO Bryan Martin has a personal quest for 
world domination that cannot be suppressed. 
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8x8 cloud pioneer displays pure vision in blazing
APIs that allow customers and partners to expose 
rich communications data to their existing enterprise 
applications. “As data has become increasingly valuable to 
enterprises, employees and customers, we are providing 
clients with the foundation for a more collaborative and 
open cloud communications solution,” noted Martin.

For example, 8x8’s Virtual Office and Virtual Contact 
Centre solutions provide the mobile tools necessary for 
employees to get their work done from anywhere at 
any time. 8x8’s recent acquisition of Sameroom also 
signifies the company’s commitment to making full 
team collaboration accessible to all. “Sameroom is an 
interoperability technology that enables 
cross-team messaging and collaboration 
across an organisation,” explained 
Martin. “Regardless of 
whether our customers use 
Slack, HipChat, Spark or 
one of the many other 
collaboration applications 
in use today, we provide 
the translation layer.

“Our strategic aim is 
to increase adoption 
by mid-market and 
enterprise customers; 
enrich our product portfolio 
with new features and 
services; build an effective 
worldwide channel organisation; 
and enhance our global operations to 
support our multi-national customers and 
partners. The common theme here and the reason 
we are winning deals is because CIOs are beginning to 
understand that all cloud communications services are 
not alike. These customers take a long hard look and 
perform deep analysis of our service and technology.”

Martin’s early background is in engineering. He joined 
8x8 in 1990 out of Stanford University in California 
having been trained as a chip and software designer. 
His previous work experience included two summers 
at Chips and Technologies in San Jose while attending 
Stanford. Martin attributes his technical creativity to these 
experiences, and his hi-tech knowhow is reflected in the 
accelerating pace of innovation at 8x8 which continues 
to collect new patents, with 13 awarded in the last year. 

Martin currently holds 55 United States patents in the 
fields of semiconductors, computer architecture, video 

processing algorithms, videophones and communications. 
“Overall, we now have 137 patents to date and more 
to come in the next couple of months,” he added. 
“This is a direct result of the expanded resources we’ve 
allocated to R&D and the expertise of our full-time 
engineering teams, including the agile development teams 
working out of our offices in Cluj-Napoca, Romania.” 

Business pivots towards channel
As we have seen, Martin has led 8x8 through many 
evolutions and one of his priorities now is to pivot the 
business towards the channel model. “In the UK we 
sell predominantly through channel partners, while in 

North America approximately 30 per cent of 
our revenue is sold through the channel,” 

he said. “But we foresee a day when 
all of our sales will go through the 

channel. We cannot hire enough 
people to accomplish the world 
domination that our business 
plan calls for. This cannot be 
achieved without selling and 
installing through partners.”

8x8 has entered a nirvana 
of cloud landscapes 
and opportunities that 

represent the next stage 
of the comms revolution as 

workforces become increasingly 
mobile and organisations call for 

a more customisable platform for 
employee and team communication and 

collaboration. “Companies and employees thrive 
when they’re provided with flexible technologies and tools 
that suit their individual needs,” said Martin. “Our first 
step towards meeting this requirement was to holistically 
embrace the cloud which allowed us to open our doors 
to a more flexible and adaptable suite of products, tools 
and integrations that simplify the user experience.

“Furthermore, customer requirements have changed. 
Nowadays they work in distributed organisations, 
across numerous time zones with virtual teams and 
intergenerational communications. They have access 
to information from anywhere at any time, and have 
the flexibility to work remotely. Team collaboration has 
taken centre stage along with the demand for integrated 
mobility and the ability to pick your own tools if you don’t 
like what is mandated by IT. So we’re constantly evolving 
our product portfolio to help customers of all sizes get the 
most out of their cloud communications.” n

Comms Vision is 
the leading annual 

leadership forum for 
CEo, mD and CTo 
delegates making 

up the major league 
of the UK partner 
community. Places 
are limited and by 

invitation: If you 
would like to join 

us this year, please 
register your interest 

to attend at www.
commsvision.com

Employees 
thrive when 

they are 
provided 

with flexible 
technologies 

and tools 
that suit 

their 
individual 

needs
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R esellers serve their 
customers best 
when keeping up 
with tech trends 

that greatly benefit end 
user businesses as well as 
their own. BI and analytics is 
arguably the biggest of these 
technology drivers for some 
time, and Oak Innovation is 
just one company aiming to 
be at the vanguard of this 
promising market having 
tweaked its employment 
policies to plug a skills gap. 
“We’re currently extending 
BI to report on all forms 
of communication as well 
as customer interactions,” 
stated CEO Phil Reynolds. 
“Our biggest challenge 
is recruiting the highest 
calibre development staff 
both in the UK and Canada. 
Exceptional staff are hard 
to find. We’ve observed the 
giants in the tech world and 
replicated aspects of their 
flexible working practices 
to entice the elite to Oak 
with some success.”

BI pervades all areas 
of business, therefore 
integration is key. “It’s 
about bringing all aspects 
of communication and 
customer interaction together 
in one place, and about 
using that information to 
improve service, reduce 
costs, maximise efficiency 
and increase sales,” added 
Reynolds. “The more a 
business knows about its 
customers the more it can 
make intelligent decisions 
that will drive increased 
revenues and improved 
customer service.” 

Business Intelligence can 
transform any organisation. 
It shines a light into some 
of the darkest and least 
understood corners of a 
business and can unearth 
significant and sustainable 
improvements. “We know 
from experience that BI 
and assisting customers in 
understanding their data 
will help to build long-
term client relationships,” 
commented Carl Boraman, 
Commercial Director at 
Tollring. “The ultimate 
solution transforms raw data 
quickly and efficiently and 
presents the data in easy-
to-understand dashboards, 
displaying observations and 
insights that drive better 
business outcomes. There 
is plenty of raw data. The 
trick is knowing how to 
access and understand it.”

The challenge is to capture 
and encapsulate raw data 
from various sources in 
a business. Moreover, 

But you cannot interrogate 
data if it’s sitting in three 
different silos, noted Dave 
Dadds, CEO, VanillaIP. “It’s 
also important to have 
the same business logic 
underpinning all data 
sources,” he said. “The 
lowest common denominator 
is the user. All data for 
services, GSM minutes 
and data, IP traffic, device 
registrations and services 
comes down to the user level. 

Elastic interface
“As we move to multi-vendor 
solutions you need an elastic 
management interface that 
unites provisioning, reporting 
and billing. Some form 
of software development 
resource is vital to develop 
services that meet market 
requirements. We took the 
view seven years ago that 
this was a key area. Now we 
are just as much a software 
development house as we 
are a service provider.” 

MARKET REPORT

Why Business Intelligence is an industry no-brainer
As for Business Intelligence, it’s been a while since a technology has so consumed industry 
discussion. It’s of the moment, and all about staying in the moment. Here, we assess the rise 
of real-time analytics and its growing influence in the channel and wider business community. 

Having come to an 
understanding of a client’s 
organisation, its intelligence 
needs and KPIs etc, how 
should resellers best develop 
and deploy an all embracing 
reporting solution that 
delivers the insights required 
by end users? The starting 
point, says Reynolds, is 
reseller training. “You 
can’t expect a reseller sales 
person to be able to sit in 
front of a customer and 
understand where they can 
have the biggest impact on 
their business without first 
having a comprehensive 
training plan,” he stated. 

“A sales person is really a 
trusted advisor, and within 
a business there are a 
number of stakeholders. 
It’s these people that need 
to have their questions 
answered and their needs 
met. The solution should 
be developed to meet the 
needs of every department, 
whether that be dashboards 
and wallboards measuring 
KPIs, or in-depth reporting 
delivered automatically.”

Currently, many reporting 
systems are siloed which does 
not help to leverage customer 
data. But for a quick solution 
the answer is to look for 
quick wins, according to 
Boraman. “Identify BI tools 
that are product and service 
specific and available off-the-
shelf,” he said. “These need 
minimal effort and expertise 
to deploy and use. Then 
leverage the quick wins to 
help build the business case 
for further investment in BI 

companies need a mechanism 
to access and interrogate 
data easily and effectively 
to deliver answers to their 
questions. But first, a reseller 
must ensure BI is at the heart 
of the customer offering 
by making it a focal point 
of the business across all 
departments up to C-Level. 

“Resellers should ensure 
that their sales and 
customer facing teams 
understand the benefits of 
BI and can show with case 
studies how BI has helped 
customers to succeed,” 
added Boraman. “Resellers 
should undertake training 
to ensure sales pitches lead 
with business improvement 
opportunities and highlight 
cost efficiencies, improved 
awareness and better, faster 
decision making. They should 
deploy and use BI tools in 
their own business. This 
helps to build understanding 
and credibility.”

Phil Reynolds

We’re extending BI to report on all forms of 
communication as well as customer interactions.

Dave Dadds

As we move to multi-
vendor solutions 
you need an elastic 
management interface 
that unites provisioning, 
reporting and billing.

MARKET REPORT

12th October  /  Hilton Park Lane  /  cnawards.com
t he  C omms N at ioN a l  awa rd s 2017 Hospitality Sponsor

http://www.comms-dealer.com
http://www.cnawards.com


www.comms-dealer.com COMMS DEALER  AUGUST 2017  47

Why Business Intelligence is an industry no-brainer
solutions with more capability 
that can encapsulate and 
consolidate different data 
and drive better insights 
faster. BI combined with 
expert knowledge means 
you are not selling, 
you are educating.”

One of Boraman’s priorities 
is to make Tollring’s offering 
available on more IP PBX 
platforms and to deliver 
BI around all forms of 
customer communications 
and interactions including 
social media, IM, online chat, 
email, forums, WhatsApp (for 
example), delivering not just 
high value BI but intelligent 
control, agent and workforce 
productivity. “Tollring is also 
focusing on areas such as 
video recording, the addition 
of sentiment analysis and 
omni-channel contact centre 
reporting for SMEs,” he 
added. “Furthermore, S4B 
with its recent enhancements 
will become a greater force, 
therefore we will need 
to add value around the 
whole Microsoft portfolio 
leveraging the power 
of the Azure Cloud.”

A modern workplace is 
swamped by data, and 
getting it all into one place 
and in a presentable format 
is the big challenge. The 
next difficulty is being able 
to visualise what’s important 
and pick out the trends. In 
addressing this challenge 
VanillaIP has recently added 
Dashboard Widgets to its 
reporting portfolio. These 
services are a natural 
progression but making 
them best of breed is a 
never ending process. The 
Dashboard, for example, is 
a configurable view within 
the firm’s Uboss portal that 
displays different tiles of 
information for each user 
based on their role. There are 
different bar and line charts 

for number port requests, 
hardware orders, tickets, 
month to date revenue, live 
calls and registrations on the 
platform. The user can click 
into any of the Widgets to 
drill into that reporting area.

Emphasis on insight
“We see BI within our 
Uboss portal as two areas 
of insight – reseller and 
customer,” explained Dadds. 
“Tools that allow end users 
to analyse which buttons 
are being pressed on the 
auto attendant and traffic 
heat maps are available 
now, but we have focused 
equally on developing reseller 
tools. To be successful and 
maximise every opportunity 
resellers need to see P&L, 
how different services 
are being adopted and 
be able to identify up-sell 
opportunities within their 
user community. For example, 
the reseller could look at all 
customers that are not using 
a mobility service and upload 
a campaign pdf that goes 
out with their next bill.”

Edmund Cartwright, 
Marketing and Business 
Development Director at 
Highlight, is focused on SD-
WAN, Skype for Business 
and the overall end to end 

application performance 
monitoring and reporting in 
relationship to the network 
infrastructure. “Our partners 
collaborate with us on the 
development priorities that 
will enhance the levels of BI 
we can offer in applications 
and network performance 
reporting,” he said. “The 
challenges we face are 
in finding code solutions 
to complex scenarios. So 
far we’re managing to 
crack the code needed 
to deliver the capability 
required by our partners.
 
“We are ready to do 
trials with network and 
managed service providers 
to prove our capability 
to accurately report the 
performance BI of a SD-WAN 
solution. As for the Unified 
Communications arena, 
we have developed our 
initial Skype for Business BI 
capability which is designed 
to offer providers and their 
customers insights into how 
the solution is performing.” 
 
Tollring offers a fully 
integrated modular BI 
solution delivered via the 
cloud or desktop for resellers 
to build into their customer 
UC offering. Its solutions 
include call analytics, 

wallboards, contact centre 
reporting, call recording and 
fraud detection. Boraman is 
seeing strong adoption of 
BI in markets such as key 
verticals like multiple-retail, 
recruitment, hospitality and 
construction. “We are also 
seeing traditional voice-
centric resellers develop new 
skills and vendor partners 
to help sell a broader set 
of UC and cloud products 
to their customers,” he 
added. “Some are doing this 
organically. However, we 
are seeing a greater number 
wishing to grow quicker 
who are actively acquiring 
complementary businesses to 
help achieve rapid growth.”

Call analytics is probably the 
most widely deployed and 
valuable BI tool available to 
any business or organisation 
of all sizes, including 
the reseller, according to 
Boraman. “Call analytics is 
often misunderstood and 
overlooked despite being 
an inexpensive, easy to 
deploy and highly effective BI 
solution that delivers business 
insights automatically at 
the touch of a button,” he 
commented. “Even without 
getting into omni-channel 
contact centre analytics, 
the majority of people still 

prefer to speak directly to 
their suppliers and customers 
over the telephone. 

“If customers are calling 
when you are not there you 
need to know about it. If 
they are not able to speak 
to you when they need to 
they will eventually take 
their business elsewhere. 
By combining call reporting 
data with call recording the 
value of the information 
increases exponentially. 
Not just who called, when 
they called, was the call 
answered, who answered 
the call – but listening to 
the actual call to understand 
and add information such as 
customer emotion, reason 
for the call, the promised 
action and outcome.”

Just as relevant is the 
ongoing consumerisation 
of IT in terms of BI and 
the move to the cloud, 
observed Dadds. “The 
definition of ‘product’ has 
widened considerably with 
consumerisation,” he said. 
“A few years ago we would 
have said we were in the 
phones business, but BI, self-
serve and manageability are 
now crucial to customers and 
have become differentiators 
in the market.”  n

MARKET REPORT

Carl Boraman

The ultimate solution transforms raw data quickly then presents it in easily understood 
dashboards displaying observations and insights that drive better business outcomes.

Edmund Cartwright

We’re managing to 
crack the code needed 
to deliver the capability 
required by our partners.
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SECURITY MATTERS

The message 
from Kilpatrick is 
clear and simple: 
Opportunities in 

security are palpable as more 
organisations tilt towards 
security specialists. “The 
next year will see customers 
look to their IT providers 
to manage more of their 
security processes, and there 
is a host of opportunities to 
provide point management 
around a particular need or 
activity, as well as provide 
the full range of managed 
security services,” he said. 
“Devoting the necessary 
time and resources is 
a challenge for many 
businesses, but adopting 
security as a managed 
service not only puts their 
security requirements in the 
safe hands of specialists, 
it also frees them up to 
focus on core revenue-
generating activities.”

Security specialists acting as 
advisors are in pole position 
to impose controls on the 
risks faced by organisations, 
which can be internal as well 
as external threats. “Many 
companies have ignored the 
personal cyber habits of their 
staff, failing to challenge and 
improve cyber hygiene in 
the office,” added Kilpatrick. 
“There is now a significant 
movement towards cyber 

Securing new
opportunities
The coming months will be dominated by customers 
wanting ICT providers to manage more of their 
security processes. Here, Ian Kilpatrick, EVP Cyber 
Security at VAD Nuvias, explains why this is an 
unprecedented opportunity for the channel.

board members and finance 
directors are becoming 
more aware of the need to 
manage security risks and 
are prepared to shift their 
thinking on the importance 
of security. They are 
increasingly demanding a 
clear picture of the threats 
to their company and the 
potential impact on their own 
roles and responsibilities, as 
well as looking for advice 
on what action to take in 
the event of an attack.” 

New foothold
Never has the channel been 
in such a powerful position 
to gain a stronger foothold in 
meeting the growing security 
demands of organisations. 
Why? Because taking a 
proactive approach and being 
extra vigilant is the order of 
the day for those at risk. But 
the challenge for resellers is 
to pick the technologies that 
are going to grow, rather 
than the technologies that 
are well known (where the 
margins are typically lower), 
pointed out Kilpatrick. 

“The market is overcrowded 
with an excess of VC-funded 
vendors,” he claimed. “The 
place to start is with a value 
added distributor that knows 
the market and has selected 
the most likely high growth, 
winning security vendors.”

The security market is a boon 
to ICT resellers who also 
have the power to harness 
the course of technological 
innovation in areas such 
as mobility, IoT, wireless 
and the cloud, observed 
Kilpatrick. “While there 
are lots of new risks such 
as IoT and AI security, the 
first place for any business 
to start is to examine the 
key areas that need to be 
protected such as critical 
data, customer lists and 
financial information,” he 
added. “This should be the 
starting point for any security 
strategy. Companies should 
begin by putting together 
a plan and implement it by 
degrees over time to help 
protect their key assets.”

Kilpatrick also noted that 
organisations should avoid 
getting side tracked by short 
impact high profile threats 
such as wannacry. “While 
responding in knee-jerk 
fashion to well publicised 
threats such as wannacry 
is not recommended, 
there will continue to be 
a regular stream of such 
high profile breaches in the 
next 12 months,” he said. 

“They get managers thinking 
about whether their own 
systems could suffer the 
same fate, prompting them 

education for personal and 
business security, coupled 
with testing, measuring and 
monitoring of behaviour 
in the office. This involves 
training and automated 
testing and includes exercises 
such as simulated phishing 
and social engineering 
attacks. There should be 
processes for monitoring, 
reporting and remediation, 
as well as disciplinary 
consequences for failure.”

According to Kilpatrick, 
the next five years will see 
cyber hygiene become one 
of the primary growth areas 
in security. He says resellers 
are in a strong position to 
offer suitable products and 
act as trusted advisors when 
outlining the issues and 
providing security training 
and solutions that give 
companies the knowledge 
and awareness they need 
to avoid becoming victims 
of common malicious 
attacks such as email 
phishing and ransomware.

“More than 60 per cent of 
all network intrusions stem 
from compromised user 
credentials, so education, 
training and the use 
of appropriate identity 
access solutions provide 
opportunities for resellers,” 
said Kilpatrick. “Furthermore, 

to re-examine their current 
security measures and seek 
to improve them. Senior 
managers do not want to 
be publicly scrutinised for 
security failures, which often 
come with a call for those 
responsible to be sacked. 
And there is more willingness 
to view security as a business 
risk which needs to be 
managed alongside other 
risks, and to take action 
on improving security.”

A big talking point is the 
potential impact of the 
General Data Protection 
Regulation (GDPR) which 
is due to come into force 
on 25th May next year but 
has only just started to blip 
on the radar screens of 
business leaders who are 
now becoming aware of the 
tough new law and the hefty 
penalties for non-compliance. 
“With the real threat of 
significant fines hanging 
over their heads and the 
possibility of being named 
and shamed, companies 
are going to be galvanised 
into action on security,” 
commented Kilpatrick. “There 
is an opportunity for the 
channel to help customers 
get ready for GDPR, notably 
around solution selection 
and implementation, code of 
conduct management and 
compliance certification.” n

Ian Kilpatrick
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Build your channel 
with Comms Dealer

With Comms Dealer magazine, reaching & 
influencing more resellers in the UK than any 
other channel publication or website is as 
simple as ABC.

•	 Comms	Dealer	magazine

 Comms Dealer’s ABC audited circulation provides the largest 
audience of UK resellers.

 (Average Monthly Circulation 16,020)*

•	 www.comms-dealer.com	

 Our ABC audited website provides 24/7 access to channel 
news and is the only ICT channel magazine to independently 
audit web traffic

 (Derived daily average unique browsers 840/day)**

•	 Comms	Dealer	Weekly	e-news

 Comms Dealer’s weekly, ABC audited e-newsletter delivers 
the latest, breaking news to the UK ICT channel.

 (Average Weekly Distribution 20,392)***

If you want to engage with the UK partner channel in print, digital 
or direct to desktop, talk to us now and find out why Comms 
Dealer is the best choice for reaching more UK resellers than any 
other channel magazine, website or newsletter.

Simon	Turton

E:  simon@bpl-business.com
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COMMS PEOPLE

Paula Johnston is to lead Node4’s public sector push as 
the firm bids to become a ‘major contender’. She brings 
10 years experience and joins from Virgin Media where 
she managed the Public Sector Team across the midlands 
and south regions, and was named top sales performer 
in 2015. as Node4’s Head of Public Sector Sales Johnston 
will also draw on her previous experience as public sector 
account Director at airwave where she won significant 
contracts to supply the blue light sector with comms 
solutions including encrypted connectivity and uC.

Paul Bryce, Business Development Director, Node4, 
said: “This is an important hire as we work to position 
Node4 as a true end-to-end IT supplier for mid-
tier, charity organisations and the public sector. 

“Paula brings valuable experience in the sector 
and we expect her to play a key strategic role 
in helping us achieve our growth plans.”

Johnston added: “Now that Node4 is fully HSCN 
compliant and a G-Cloud 9 supplier, my priority is 
to build on our experience in this sector to ensure 
that Node4 is established as a major contender.”

Johnston joins Node4

aVaya’S uK and 
EMEa marketing 
team is headed 
up by two new 
faces following the 
appointment of 
Ross White as Head 
of uK Marketing, 
supported by Nick 
Main who has been 
promoted to the 
role of Head of 
Channel Marketing 
for EMEa. White 

leads all uK marketing activity with oversight of 
all country and joint partner marketing, channel 
communications, social media programmes, 
and SI/SP and distribution relationships. 

He has over 15 years of experience in IT and 
telecommunications marketing. Since joining 
avaya in 2004 he has held a number of positions 
within the company, most recently Head of 
Channel Marketing EMEa. Main joined the team 
in 2016 as Eu Channel Marketing Manager.

Ioan MacRae, Managing Director for avaya uK, 
commented on the appointments: “Nurturing an 
ecosystem of diverse and rare talents is a huge 
part of the value our customers and partners 
expect from us. The decades of experience Nick 
and Ross share shows just how well suited they 
are for these expanded roles, and the potential 
we see in them to deliver even more.”

STL Communications’ 
Darryl Breach has 
been promoted to 
Account Director in 
recognition of his high 
sales achievement 
and long service with 
the firm which he 
joined in 1999 as an 
Account Manager. 
Sales Director Philip 
Donigan said: “Darryl 

is a respected sales consultant in the world of 
business communications and has demonstrated 
his expertise across all areas of this fast moving 
industry.” Breach commented: “I get a  buzz out of 
sales and managing my accounts. Communications 
has changed significantly while I have been at STL, 
so the sales role remains constantly challenging.”

ProVu’S founder and Sales Director Ian Godfrey 
has retired from the company after 18 years service. 
He established ProVu in 1999 and has played a key 
role in the development of the company. ProVu’s 

MD Darren Garland 
said: “Not only 
has Ian overseen 
the company’s 
growth, he has also 
been instrumental 
in creating the 
positive culture 
that ProVu enjoys 
with its staff and 
customers.” Godfrey 

stated: “I am leaving the company in great hands, 
with a team that is passionate and dedicated 
to growing and progressing to the next level. 
I look forward to seeing them continue to 
succeed and expand over the coming years.”

Also on the move...

Darryl Breach

Ian Godfrey

Mktg moves 
at avaya uK 

Paula Johnston

NaTIlIK’S Rory 
Tempest has been 
promoted to the 
Chief Marketing 
Officer role 
following a four 
year stint running 
a successful 
commercial 
sales function 
at the firm.

CEO Mike 
Danson said: “as our portfolio becomes deeper 
and broader there has never been a more 
important time to have someone responsible for 
linking what our clients really want from their 
ICT investments to what we can offer. Rory now 
has the opportunity to help provide clarity on 
how we bring value to our clients and deliver the 
outcomes that are most important to them.”

Tempest added: “We continue to disrupt the 
industry and in doing so have achieved some 
amazing things with our clients which we’re 
keen to share with the global market. We’re on 
course to achieve our five year objectives and 
storytelling will play a crucial part of that.”

Rory Tempest

CMO promo
for Tempest 

Wagstaff titled
Exertis BI boss

Ross White

ExERTIS has 
welcomed Jonathan 
Wagstaff to the newly 
created position of 
Business Intelligence 
Manager. He joins 
from Context where 
he managed EMEa 
wide data collection 
projects for ICT 
vendors. He was also 
instrumental in setting 
up Context’s VR Research Group and PC Gaming 
category tracking. Wagstaff said: “Having 
worked at Context I appreciate the importance 
of interpreting data and identifying trends and 
the value that business analytics can bring to 
companies when making critical decisions.”

Wagstaff has a European remit and reports 
to Stephen Casey, Finance & Development 
Director at DCC Technology.  Casey said: 
“Jonathan’s experience is suited to fulfilling 
the task of providing business intelligence 
that can enable us to take the right decisions 
to meet our Group objectives.”

Jonathan Wagstaff
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0207 177 5000       partners@alphatalk.com       

The UK’s first SIP Hosted Seat reseller portal  
with integrated billing.
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0808 115 4043 | sales@ebillz.com

e: enquiry@wdpco.net w: wdpco.net t: 01732-742620   

We buy Cisco equipment
We buy HP equipment 

Recycle services available

http://www.swiftnet.co.uk
http://www.comms-dealer.com
http://www.comms-dealer.com
http://www.daisywholesale.com
http://www.informbilling.co.uk
mailto:sales%40daisywholesale.com?subject=
http://www.icuk.net
http://www.icuk.net
mailto:hello%40icuk.net?subject=
mailto:partners%40alphatalk.com?subject=
http://www.tms.co.uk
mailto:sales%40tms.co.uk?subject=
mailto:sales%40ebillz.com?subject=
http://www.wdpco.net
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The Nine Wholesale Virtu
al Office solution 

is a no-brainer; it 
provides a high level of 

service 24 hours a day to both ourselves 

and our clients. Lin
e, Broadband and service 

faults are dealt w
ith swiftly

, m
any tim

es 

without involving our staff.

Provisioning services through Virtu
al Office 

have enhanced our own capabilitie
s and 

have ensured a smoother in
stallation 

process.

Robin Jest

Workflow Group

ninew
holesale.co.uk

Contact us at hello@ninewholesale.co.uk 
or call 0800 068 5939

Success is a journey, together.
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Channel Marketing
Consultancy

01252 416 389
www.bowanarrow.com

Bringing Channel Sales & 
Marketing Together

020 8614 9090
unionstreet.uk.com

The experts in billing & 
provisioning solutions

PRD Technologies Ltd

PRD Technologies Ltd
ViewPoint, Basingview

Basingstoke, RG21 4RG

Contact: Simon Adams
Telephone: 01256 799 812
Email: marketing@p-rd.com

Website: www.quickstart-billing.co.uk

Tailored billing

• Monthly contracts
• Free customisation with set-up
• Independently owned
• Established for 20 years
• Bespoke billing solution
• Cloud billing
• Bureau billing service
• Out-of-the-box billing software

software

 www.speakserve.com

Speakserve are looking 
to acquire businesses  
and client bases in the 
Audio Conferencing and 
Unified Communications 
market.

Please contact  
Jonathan Grant, CEO, 

in confidence on:
07720 417023

oak.co.uk0800 9889 625 

Call Recording
Fully FCA & PCI Compliant 
Solutions for Every Business

 Call Reporting
Performance Analytics for 

Businesses and Contact Centres

CRM Integration
Automated Screen Popping 

of CRM Contact Records

Award Winning Communications Management Software

2 0 1 3  2 0 1 3 W I N N E R
CHANNEL PRODUCT

(ON PREMISE SOFTWARE APPLICATION)

PROVIDING
•	 Hosted	VOIP
•	 SIP	Trunks
•	 White	Label	Solutions

RESULTING	IN
•	 New	revenue	streams
•	 Tech	resources	on	demand
•	 Rapid	conceptualisation

t: 020 7100 1114  e: info@elishatelecom.com  w: www.elishatelecom.com

COMMSPAGES
To list your company products and services 

here for a full year – call Sophie now on 01895 

454476 or email stimms@bpl-business.com for 

details

http://www.comms-dealer.com
mailto:hello%40ninewholesale.co.uk?subject=
http://www.bowanarrow.com/channel-activation
http://www.unionstreet.uk.com
http://www.quickstart-billing.co.uk
http://www.aurora-billing.co.uk
http://www.speakserve.com
http://www.oak.co.uk
http://www.elishatelecom.com
mailto:info%40elishatelecom.com?subject=
mailto:info%40aurora-billing.co.uk?subject=


THE CHANNEL’S
HOTTEST TICKETS

CNAWARDS.COM

BOOK YOUR TABLE NOW 
FOR THE COMMS NATIONAL 

AWARDS 2017

12th October 2017  /  Hilton Park Lane

Headline Sponsor

http://www.cnawards.com


Free licences
Free handsets
It’s time for my voice to be heard 
everywhere, so I’m giving away £2.5m 
of fixed term licences and handsets to 
my partners.

Discover me at iameve.co.uk
Come and meet me at Channel Live.

Become exceptional
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http://www.iameve.co.uk

