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The  Zippy Files

Goal-Directed Communications?

Selecting hosted VoIP from among all its various forms is the chief topic 
of this month’s issue, and one can’t dispute the fact that both pure-hosted 
and managed IP PBX (News - Alert) solutions have taken the burden 

off of many IT departments around the world, not to mention those smaller 
organizations that don’t have an IT staff at all. Indeed, one wonders how the 
“company phone system” was managed years ago by a “phone manager” – gen-
erally the same secretary who presided over the keys to the executive washroom.

Small and medium-sized businesses (SMBs) are waking up to the fact that they can save a lot of mon-
ey and at the same time keep their blood pressure and stomach antacid bills under control by adopting 
a hosted or managed communications system. Selecting one is not completely a “no brainer,” however. 
Preparing a list of deal-breaker functions, shopping around and doing an ROI and pre-installation 
analysis of your existing system and network are now becoming standard procedure.

In the not-to-distant future, some kind of super middleware will take the list of functions you need, 
examine what your legacy equipment can do and will then “fill-in-the-gaps” by subscribing to specific 
functions from specific services, without buying into a whole boatload of expensive features. Since all 
of the communications functions in existence will be broken down into their fundamental com-
ponents and each will be offered like a little utility service, the overall intelligence of the system (as 
embodied in a presence manager / “electronic secretary”) could also assemble those functions and run 
them as needed. Thus, “calling” someone might involve automatically converting a voicemail into an 
email, or vice versa, or a video message into a series of pixilated, static fax images. Instead of being tied 
to a specific device and media, communications will become more “goal-directed”.

After all, when you get up from a chair and walk, you don’t think about whether you have 
shoes or sneakers on, or about how to put one foot in front of the other. Similarly, communi-
cating with other people in the future will be a more fluid and “automatic” affair.

Recently we’ve commented how Unified Communications (News - Alert) and presence are going 
to connect everybody at all times and thus cause fundamental changes both in terms of lifestyle 
and the way we do business. But looking a bit farther down the road, foggy though it is, we can 
make out that things such as SaaS (News - Alert), SOA, and Web 2.0 will help to bring about an 
even more fundamental change in our lives, a change in the very way we communicate over long 
distances. We’ll all be able to focus more on the job at hand and less at finding phone numbers, ar-
ranging for conference calls, or what-not. Communication becomes the intention to communicate, 
not a detailed mechanical procedure. Where does all of this ultimately lead us? Back in the 1980s 
Yours Truly published an article on decoding brainwaves. Perhaps future phone systems will be 
based on “mental radio” like the device satirized in the 1967 movie, The President’s Analyst.

Correction

In our April article on “Service Creation,” Yours Truly interviewed Ken Lee, Director of Worldwide 
Marketing for the Communications Platform Division of BEA Systems (News - Alert). Several 
of Ken’s quotes are attributed to “Lunk” instead of “Lee”. For example: “The crux of what BEA 
does in terms of service creation and service delivery centers around our WebLogic SIP application 
server and our service exposure and policy platform called WebLogic Network Gatekeeper,” says 
Lee. “Both of them are critical to implementing service creation and execution. If you want to have 
a lot of service capabilities, you need an application server that can first and foremost implement 
those capabilities. It’s a multi-step process to realize service creation — its core has a sort of applica-
tion ‘container’ or service container that will execute those capabilities, such as instant messaging, 
presence, conferencing, VoIP and call control. These are pieces of software that need to execute 
within a container, which increasingly needs to be a single converged container that can cut across 
and bridge IT, web and telecom protocols. As it happens, WebLogic SIP Server is that container 
foundation for all of the network operators that have implemented our products.”

We apologize for any confusion this may have caused.  IT

Richard Grigonis is Executive Editor of TMC’s (News - Alert) IP Communications Group.
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Publishers Outlook

A Spring of Innovations

Fonality Trixbox 2.0 Launches

According to Chris Lyman, the Founder and CEO of Fonality, the brand 
new Trixbox 2.0 is the “look mom, no hands, reseller version.” The compa-
ny is doing its best to make sure resellers have to touch these phone systems 

less and less. Indeed, Lyman tells me candidly that resellers are their future and they are thrilled 
to have their margins double by selling software systems like those supplied by Fonality.

Added features in Trixbox 2.0 include sophisticated, presence-enabled find-me, follow-me, 
with remote features such as call control and record. There is also support for E1 and BRI 
autodetect. Think of this as the wizard-based approach to open-source communications.

To upgrade, the data center gets the new version of the software and you get it the next time 
you log in. Of course this is one of the benefits of the hybrid-hosted model Lyman espouses.

Chums: Google (News - Alert) and SalesForce

It was over a year and a half ago when I had a chance to listen to Marc Benioff talk about how 
his company’s software would be integrating with Google to provide a mashup allowing com-
panies to better track their Google advertising. Using the services together, companies would 
be able to utilize the CRM portion of the software to track where customers came from... 
Which ad, which keyword, which landing page, etc.

The two companies have taken their collaboration an additional step forward. Thus, you will 
now be able to purchase Google Applications via SalesForce.com and there will be tighter in-
tegration between the two companies. For example, emails sent to customers via Google’s mail 
application will be connected to customer records in SalesForce.com.

This collaboration sounds terrific, but there will undoubtedly be companies who worry about 
how to maintain security when their vital corporate data is stored on the servers of another 
company. Still, this move may make customers more comfortable with the hosted approach. 

The real meat of this news is that Google and SalesForce.com will collaborate to make their solutions 
better. They will integrate more effectively and do their best to ensure they have solutions that are very 
competitive with those sold by not just Microsoft (News - Alert) but every other company on the market.

In addition to the obvious synergies between the two companies the real winner here is Google 
which now gets a dynamic outside spokesman for their applications in Benioff. This man has 
proven to get under the skin of the competition and he seems to drive competitors crazy.

It would be interesting to see if Adobe, Apple and RIM somehow get involved and announce 
partnerships with SalesForce.com and Google. A stretch, perhaps, but an updated form of the 
ASP-type model seems to be coming back with a vengeance.

Callwave’s FUZE

It’s heartening to see that innovation in unified communications is not confined to big players like 
Microsoft, IBM, Nortel and Avaya. I recently met with Jeffrey Cavins, Richard Roberts and Michael 
Buday from Callwave, which now offers a FUZE, an easy-to-use, personalized communication service 
that lets you communicate and collaborate in any way, from anywhere, from your computer or mobile 
phone. Fuze is a browser-based UC platform with a nice-looking GUI. Unlike many other services, 
FUZE works on a variety of devices, such as the Nokia N800 and N810 internet tablets.

As a UC app, FUZE can handle the usual merging of email, voicemail, etc. There is also high quality 
videoconferencing and Skype-based conferencing allowing up to about 1,000 people to be on a call at 
the same time. Furthermore, there is Internet fax, media sharing, Outlook synchronization, voicemail 
transcription, support for Yahoo! and Google mail, find me/follow me functionality, and more.

One particularly interesting feature is the ability to schedule conferences so that participants 
are called when it’s time for the conference to begin. Yes my friends, FUZE could end up retir-
ing the conference call-in number and PIN code. (I am positively thrilled at the prospect of 
never having to dial into one of these calls again.)

A Blackberry version is coming soon and the service will soon have offline capabilities similar 
to Google Gears, thus enabling you to work on an airplane or subway.  IT
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than 16 million page views per month, translating into more than 1,000,000 visitors, TMCnet.
com is where you need to be if you want to know what’s happening in the world of VoIP.

Here’s a list of several articles currently on our site.

ATCA

SOA/Web Services

DID

Smart Connectivity: A Vision and Emerging Deliverable from Nokia 
Siemens Networks
This is the vision: seamless access to services and applications using different networks and network technologies in smart ways, e.g., 
improving the quality of experience and minimizing congestion. Access to services will be robust and ubiquitous and usage will be 
intuitive, i.e., the benchmark will be the way calls are made over cellular networks. In addition, service continuity will be ensured while 
moving between different network technologies and the different networks of one or more operators. This is the functionality needed to 
move on from voice and create a mass market for Internet and data services.

www.tmcnet.com/.1955.1

Esnatech Brings Google to Enterprise Unified Communications
With the emergence of advanced communications solutions that integrate fixed and mobile communications, incorporate text-based 
media, eliminate distance barriers, and combine multiple devices into one, the communications industry is shifting to a service and 
application model, as vendors are seeking new ways to integrate existing communications capabilities into a single, unified solution. 
The shift to an application-based model also makes possible the emergence of new players in the business communications space that 
have traditionally played in the data space, like Google.

www.tmcnet.com/1956.1

LTE Versus WiMAX
As the global wireless industry moves toward its fourth generation of technology, it isn’t too surprising that market contestants line up where 
their own financial interests lie. So service providers and ecosystem partners with a lot riding on GSM are backing Long Term Evolution. 
Other providers and their ecosystem partners are backing WiMAX for much the same reasons: direct financial interests ride on the outcome.

www.tmcnet.com/1957.1

Innovation, Collaboration Are Keys to a Greener Future
The World Economic Forum’s Energy community has launched a report produced in partnership with Cambridge Energy Research Associ-
ates (CERA). The Energy Strategy Meeting, which was organized within the Energy Industry Partnership of the World Economic Forum and 
co-hosted by Georgina Kessel, Secretary of Energy of Mexico, featured a number of senior business executives and policy-makers who 
gathered to discuss key issues on regional and global energy trends.

www.tmcnet.com/1958.1

TMC’s Whitepapers of the Month
Visit TMCnet’s Whitepaper Library (www.tmcnet.com/tmc/whitepapers), which provides a selection of 
in-depth information on relevant topics affecting the IP Communications industry. The library offers white 
papers, case studies, and other documents that are free to registered users.

Guarding Against Network Failures — How to Ensure the  
“Always-On” Business
You need your network to run your business. In today’s competitive business environment few businesses can afford a branch location to go off-line, 
let alone the headquarters or data center location. This whitepaper examines the importance of path diversity and backup connectivity as an increasing 
number of enterprise-critical business applications are run over public and private networks.

www.tmcnet.com/1961.1

Best Practices for Implementing a First Contact Resolution  
Program in the Contact Center
First contact resolution (FCR) is the KPI attracting the most attention among contact center and customer care executives today. Yankee 
Group believes that FCR is the foremost KPI in evaluating a contact center’s overall operating performance. The benefits of FCR improve-
ment include overall customer call reduction, a decrease in call center “rework,” improved service, enhanced customer satisfaction, 
incremental up-sell and cross-sell opportunities and increased opportunities for high value customer interactions. 

www.tmcnet.com/1962.1

Fixed Service Strategies for Mobile Network Operators
The telecommunications market is in the midst of a significant paradigm shift, with two major trends reinforcing each other: first, the maturity 
of new technology such as IP communications and Fixed Mobile Convergence (FMC) and second, deregulation, which leads to unbundling 
of fixed networks, decreases prices on broadband Internet access and stimulates growth of IP telephony services. For Mobile Network 
Operators (MNOs), this new environment creates some threats but also represents a historic opportunity to expand into fixed services. 

www.tmcnet.com/1963.1
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By: Brough Turner

Next Wave Redux

FTTx — Bottleneck for Wireless as Well

Some see wireless as the best way to overcome 
Internet access bottlenecks. Perhaps. Unfortu-
nately, the cost and availability of dark fiber also 
limits what can be done with wireless networks.

Today we argue about the status of broadband 
Internet access in the U.S. and our expectations for optical fiber deploy-
ment, be it fiber to the home (FTTH), fiber to the premises (FTTP) or 
fiber to the curb (FTTC). Where broadband is slow, wireless technolo-
gies like WiFi, WiMAX, HSPA, EVDO and LTE are bandied about, 
sometimes in combination with wireless meshes, as an alternate solution 
for both fixed and mobile Internet access.

Wireless meshes do have the potential to help a neighborhood share 
multiple slow speed fixed access connections, were it not for other 
“terms and conditions” on those slow speed links.

But increasingly, the bottleneck in wireless Internet access is not wireless 
technology but rather the fixed backhaul links from radio basestations 
to the Internet. 3G radio technologies support several Mbps to the mo-
bile user and several hundred Kbps from the mobile user. Basestation 
capacities are 10-15 Mbps per sector with 3 or more sectors per cellsite. 
Unfortunately most mobile cellsites are connected to the operator’s core 
network with just one or two T1 lines, i.e. with 1-3 Mbps.

Whether 3G or WiMAX, cellsites are at fixed locations in mostly urban 
or suburban neighborhoods. Their bandwidth requirements will con-

tinue to grow as radio technology evolves. In a rational world, operators 
would purchase dark fiber to most of these sites. But in the U.S. today, 
dark fiber is only available on long haul routes. It is extremely hard to 
come by in populated areas where most cell sites are located.

The root problem is we have given Verizon (News - Alert) and AT&T 
privileged access to the public right-of-way, without requiring them to 
sell or lease dark fiber, or offer any connectivity other than T1 services.

What would it cost to construct dark fiber to most of these sites, 
if it were done as part of a community-wide dark fiber build, like 
those being planned in Singapore or already completed throughout 
greater Stockholm (and most of Sweden)? Point-to-point construction 
costs are roughly 20 percent above those of passive optical networks 
(PON). Verizon has directly and indirectly reported various costs for 
FiOS (a PON network) construction, but all current estimates are 
below $1K per home passed. Even at $5K per cellsite, the payback for 
a mobile operator would be measured in months.

Of course it’s possible to backhaul wireless traffic with point-to-
point microware links, but this typically costs more to install. In the 
end, a new approach to first mile and middle mile fiber deployments 
seems in order.  IT

Brough Turner is Senior VP of Technology, CTO and Co-Founder of NMS 
Communications. For more information, please visit the company online at 
www.nmscommunications.com.
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By: Michael Stanford

Mobile Unified Communications

Packet Voice Over Wireless

The main unification in Unified Communica-
tions is between the business telephone and 
the computer. From the telephone world come 
voice calls, voice mail, voice conferences and 
faxes; from the computer world come email, 
instant messaging and session sharing. The goal 

of the unification is a user experience where these modes of commu-
nication complement each other, for example a unified inbox, where 
your voicemails and faxes appear as emails, or where clicking on an 
email address offers the option to place a phone call.

Mobile Unified Communications adds a third device, the smart 
phone. The smart phone is potentially the perfect device for UC 
because it is both a computer and a phone.

Adding mobile phones into the UC mix is a major undertaking, and 
it is being done piecemeal. The first step was taken by RIM, adding 
corporate email to the mobile phone. The next step is to make the 
mobile phone behave like a corporate desk phone, offering the fea-
tures of the PBX. A step beyond offering PBX features on cell phones 
is to use WiFi for voice calls where there is coverage, and to maintain 
call continuity as the user walks out of WiFi coverage.

In addition to the usual issue of cost justification, companies considering 
implementing Mobile Unified Communications face three major types of 
challenge: security, manageability, and WiFi infrastructure readiness.

Mobile devices face some unique security issues. First, they are easily 
lost or stolen. Second, they connect to the Internet outside the corpo-
rate firewall. Third they are more personal than computers, and more 
likely to be compromised by user carelessness. A related security risk is 
the potential vulnerability of the corporate WiFi network.

Device manageability is paramount to corporate IT departments. 
They want to be able to enforce policies, to provision and track 
every device on their network. RIM, Microsoft and Nokia all 
pitch manageability as a competitive advantage for their enter-
prise smart phones.

Voice-over-WiFi makes heavy demands on WiFi networks. Few of 
them can handle a cutover to Voice over WiFi without an upgrade. 
WiFi networks don’t normally have enough capacity for more than a 
few simultaneous conversations, and authentication and admission to 
WiFi access points is often too slow to allow seamless handover from 
access point to access point. Fortunately WiFi infrastructure vendors 
can already deliver a range of ingenious solutions to these issues, and 
they are continuing to make improvements.

The pieces are all in place. Smart phone sales are exploding. You may 
be doing Mobile Unified Communications sooner than you think.  IT

Michael Stanford has been an entrepreneur and strategist in Voice-over-IP 
for over a decade. 

By: Mark Hewitt

Winston Churchill once said that “history is 
written by the victors”.  However, history is 
what it is…

I was caught off guard the other day while 
participating on the Iodum “Squawk Box” (note: 

Squawk Box can be joined through FaceBook’s “Free Conference”). 
Earlier last month my friend Jeff Pulver (News - Alert) was a guest, and I 
noted his mention of the VocalTec origination of VoIP, first announced at 
the 1995 Supercom show in Atlanta. Well, to my recollection, VoIP came 
on the scene much earlier.

VoIP actually evolved from a technology called “Digital Signal Pro-
cessing” or “DSP” which provided the basis for Speech Coding. This 
technology had a profound impact on the original creation of AR-
PANET, the original predecessor of today’s Internet. The first actual 
demonstration of VoIP was accomplished on ARPANET in 1974 and 
impacted how the Internet Protocol (“IP”) emerged. (See The 1974 
Origins of VoIP by R.M. Gray ISSN: 1053-588.)

I also recall a small group from Motorola (News - Alert) that openly 
demonstrated VoIP gateway-to-gateway at an emerging technology 
booth along the back wall of Supercom 1994, a full year prior to the 
“splash” made by VocalTec in 1995.

I mention this evolution, because as we grow into a Mobile VoIP 
environment, the same technology that helped shape IP is begin-

ning to influence the formation of new wireless standards and 
technologies. For those interested, Javvin keeps a series of posters 
current with the latest maps of WLAN and Network protocols and 
technology (www.javvin.com/protocolWLAN.html). Of specific 
interest is the fact that many of these technologies have emerged 
from within the Satellite industry and I look toward some of the 
early industry leaders like Loral Space Systems, Hughes, and oth-
ers for the experience and technology that should lead to the best 
choices in our wireless future.

Today I’m here in Las Vegas at the CTIA, where operational dem-
onstrations of WiMAX and other wireless broadband technologies 
abound — high-speed mobile video and telemetry systems are all 
around me. Interestingly, public standards that made WiFi commer-
cially practical have been replaced with proprietary wireless protocols 
only available for “Licensed Spectrum”. Thus, pushing out the “last 
mile” of devices that are portable across different carrier infrastruc-
tures may still be years away.

In closing, I challenge you to dig into your past and collect some of 
the remnants of innovation that we are all so fond of, then send me 
a short note. Perhaps we can build a list or perhaps just a topic for 
future “Squawk Box” discussions.  IT

Mark Hewitt is Chief Strategic Officer of i2Telecom International, Inc. 
(www.i2telecom.com).

History of VoIP Revised

Ask the Mobile VoIP Expert
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ROMANCE,

ADVENTURE,  

WITH IP-PRIME YOU CAN EASILY DELIVER

COMEDY,

SPORTS

It’s Prime Time for Telcos. 
IP-PRIME offers a simple turnkey
solution that provides hundreds of
SD/HDTV and audio channels,
robust middleware, a
secure architecture
and encrypted  video
ideal for DSL-based
IPTV delivery—all
transported via SES AMERICOM’s
reliable satellite fleet seamlessly to
the set top box or, alternatively, to
your central office head-end.

And with HD-4 from IP-PRIME, you
can easily deploy MPEG-4 HDTV over
your existing MPEG-2 system.

IP-PRIME HD-4 allows operators to
deploy HD rapidly by
adding an MPEG-4 
service “layer” without
having to overhaul their
existing MPEG-2 networks.

The single-rack HD-4 solution can 
deliver all the HDTV channels you need
within 60 days and can be easily scaled
to add more HD programming.     

Give your customers all the video
they will ever need—both SD and 
HD—with IP-PRIME and HD-4 from 
SES AMERICOM.

For more information, contact 
Kent Verner at (1) 609-987-4017.  

Online at: www.ip-prime.tv

SES AMERICOM, Princeton, N.J. USA info.americom@ses-americom.com © SES AMERICOM. All rights reserved.

AND MORE THAN 350 OTHER EXPERIENCES 
DIRECTLY TO THE SET TOP BOX.

By: Jeff Hudgins

By: Tony Rybczynski

What’s the business case for enhancing employee 
productivity through unified communications? 
After all, if you save a user 15 minutes a day, will 
this be applied to enhancing productivity, or for a 
longer coffee break? The answer lies in two words: 
ESAT (employee satisfaction) and Millennials.

The link between profitability and ESAT has been well established, led 
by research at the Harvard Business School. One of its alumni, Freder-
ick Reichheld, wrote the following in his book, The Loyalty Effect and 
Loyalty Rules: “We found that there was a cause-and-effect relationship 
between the two; that it was impossible to maintain a loyal customer 
base without a base of loyal employees.” For example, in a study at Sears 
Roebuck & Co. a 5 percent improvement in employee satisfaction led 
to a 1.3 percent increase in customer satisfaction which, in turn, gener-
ated a 0.5 percent increase in company revenues. Significantly, ESAT 
can also result in faster, higher quality deliverables in whatever forms 
they take. Satisfied employees are motivated employees.

Providing employees with the unified communications tools to get the 
job done in an increasingly mobile and distributed environment is nec-
essary, though not necessarily sufficient, to having a highly motivated 
loyal employee base. The job may be serving a customer or client in a 
government, financial, retail or healthcare environment, or developing a 
‘product’ in a manufacturing or services industry environment.

Millennials are those entering the work force who have grown up 
with the Internet, and with social networking environments such as 
Facebook, Friendster, orkut, Meetup, wikis and blogs. They are hyper-
connected, and in fact seldom think of the technology they have been 
using through their college days and in their social lives. They just 
use it! Millennials very much operate on a principle of collaborative 
trust. Watch them IMing and you’ll appreciate immediately that they 
are multi-taskers supreme. Mark Greenfield of University at Buffalo 
appropriately categorizes Millennials as having “hypertext minds”.

Millennials take their well-connected lives with them when they enter 
the work, and if a potential employer doesn’t match their expecta-
tions, then they may look elsewhere. If they don’t like their work 
environments and move on, they can send this message out thousands 
of their cohorts with one click of the mouse. Enterprise unified com-
munications can help enterprises meet the expectations of Millennials.

The business case for personal productivity starts with ESAT and Mil-
lenials. But go beyond personal productivity as measured in minutes 
saved per day, to looking at the opportunity of leveraging unified 
communications to enhance employee satisfaction and attract and 
retain new employees.  IT

Tony Rybczynski (News - Alert) is Director of Strategic Enterprise Tech-
nologies at Nortel (www.nortel.com).

Inside Networking

The Hidden Value of Personal Unified Communications

Tech Score

In the past we have explored the shift from 
DSP-based telephony boards to software-
based host media processing. One of the most 
overlooked areas of this shift is the impact to 
our environment and the underlying costs as-
sociated with managing the end solution.

Today, only about 30 percent of a data center’s budget is spent on capital 
expenditures while a whopping 70 percent is consumed by operational 
expenses. It’s not uncommon for more than 50 percent of the overall power 
consumption to be used by the cooling infrastructure with just 40 percent 
of the power used to run the servers themselves. Larger data centers will 
spend close to $50M per year on electricity (enough to power a small city). 
Data centers in California are estimated to require 300 MW of energy 
which is the equivalent of 5,000 barrels of oil each day! The crisis is real.

This now brings us to the consideration of an HMP based telephony 
solution versus a more traditional DSP based blade solution. Let’s 
compare two approaches to a 4,000 port (relatively small) implemen-
tation. (See illustration.)

Final Score

The host processor-based IP Telephony solutions are certainly attractive on 
the initial capital cost savings, but the overall impact to power consump-
tion is significant. In this example, the payback is only 2.2 years (Figure B) 
to recover the additional upfront costs. The real savings happens after year 

two as the amount of power savings continues. If the number of ports in 
the solution increases, then the power savings is even greater (Figure A). At 
some point, it may be enough to power an entire city.  IT

Jeff Hudgins is VP of Engineering at NEI, Inc. For more information, 
visit the company online at www.nei.com.

Environmental Impact
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Enterprise View

Featured Wholesaler: Jamcracker (www.jam-
cracker.com)

Wikipedia definition: Software as a service 
(SaaS) is a software application delivery model 
where a software vendor develops a web-native 

software application and hosts and operates (either independently or 
through a third-party) the application for use by its customers over 
the Internet.

Market Size: “The worldwide software-as-a-service (SaaS) market 
reached $6.3 billion in 2006 and is forecast to grow to $19.3 billion 
by year-end 2011” according to Gartner (News - Alert).
Reseller Opportunity: Perfect time to enter the market.
Barrier to Entry: Initial investment can be substantial.

With minimal upfront costs, near-instant implementation and a low 
total cost of ownership, the case for an On-Demand / SaaS solution is 
simple for organizations to understand. The service provider does all 
of the work and incurs the upfront costs. Of course, not all resellers 
have the resources to implement a full SaaS service offering, particu-
larly when many customers require several different solutions. Resell-
ers do have alternatives, however, and one is provided by Jamcracker.

In a white paper entitled, “The Perfect Storm”, Jamcracker opens 
with references to Frances Cairncross’ The Death of Distance: How 
the Communications Revolution Is Changing Our Lives. The paper 

builds on the theory that technology is effectively eliminating 
distance as an appreciable concept in our workplace. In other words, 
the massive trend towards unified IP-based networks that are always 
on (On-Demand-Services) provides a major opportunity for service 
providers to expand their offerings and for end-user organizations to 
lower costs and improve efficiency. With SaaS solutions, users can 
connect across the globe to a hosted application as if it were, so to 
speak, just down the hall.

Jamcracker’s strategy is to act as a wholesaler of dozens of “best-of-
breed” application services via their Jamcracker Services Delivery 
Network (JSDN). The JSDN is marketed to businesses and con-
sumers through Jamcracker’s channel partners. Partners span from 
major service providers like TELUS (News - Alert) of Canada ($9.0 
billion annual revenue and 11.0 million customer connections) 
to traditional VARs and the emerging class of professional service 
providers. The JSDN provides a wide range of features including 
help desk services, billing, collections and other critical components. 
Administrative features include a single point of sign-on and settle-
ment for a wide array of diverse services.

In short, even smaller resellers with limited investment capital can 
leverage this “one-to-many relationships” wholesale model to enter the 
SaaS market and still offer a broad portfolio of solutions.  IT

Max Schroeder (News - Alert) is the Senior Vice President of FaxCore, 
Inc. (www.faxcore.com).

A Simple SaaS Model for Resellers

By: Max Schroeder

By: Hunter Newby

VoIPeering – What is a Call Center Utility Grid?

Many utility grids exist today so this one 
should come as no surprise. The electrical 
power grid itself is probably the best example 
of a man-made distribution system, but 

there are others such as the U.S. Interstate and Highway system, 
waterways, The Henry Hub (natural gas pipeline system in LA and 
TX – Google it, very cool), Cushing Mid-continent (oil distribution 
system in OK) and others. In the computer processing realm, one 
of the best examples is the SETI project (Search for Extra-Terrestrial 
Intelligence). This project searches the cosmos for radio waves from 
intelligent life forms and uses the processing power of dormant or 
under-utilized PCs to process the data their satellites collect. 

SETI is actually a very interesting project for many reasons 
(although it is odd to look for life more intelligent than our own 
that still uses radio waves when we ourselves are already using 
light as a more efficient and effective means, but that’s another 
story) one of which is how the administrators working on a tight 
budget were able to figure out how to get access to computer 
processors without having to pay for it. It was a brilliant move 
indeed and one of the largest homegrown, grassroots technology 
efforts ever to be undertaken. The circumstances are a bit dif-
ferent in that SETI uses a lot of home computers and call center 

agents working at the center in this situation could be viewed as 
processors in large data centers verses having call agents at home 
which would look more like SETI. 

The implementation of a call center grid is specific to the centers 
themselves and requires IP network connectivity (IP over Ethernet, 
not the Internet) in order for them to be securely connected at Layer 
2. This is not to say that dynamically pooling resources of at-home 
agents is without merit. It just does not address the greater needs, 
concerns and potential benefits of connecting the centers themselves. 

This topic raises another question, what is utility computing versus 
grid computing? Utility in this context can be associated with the 
processors and the grid is akin to the network itself. This is important 
to mention because SETI is not actually a network, but rather an 
application running over a network (the Internet) utilizing processors 
out on the network whereas the Henry Hub, Highways, etc., are the 
networks and not actually the applications riding above them. A Call 
Center Utility Grid is a combination of both things in one.  IT

Hunter Newby is the Chief Strategy Officer and a Director of a 
Special Purpose Acquisition Corporation focused on the communica-
tions industry.

VoIP Peering
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Continuity Planning 101 —  
It Just Keeps Getting Easier
A Continuing Educational Series

Disaster Preparedness

The Association for 
Information and 
Image Management 
International (AIIM 

or the ECM Association) has been recognized for its work in creating 
industry standards and disseminating information about the docu-
ment management industry. It has generally not been associated with 
communications convergence. The AIIM International Exposition and 
Conference in Boston (combined with The On Demand Conference 
and Exposition) this past January definitely dispelled that assumption.

Let’s take a visitor’s snapshot view of the Sharp (News - Alert) Document 
Solutions Company of America (SDSCA) pavilion. Sharp says that their 
OSA™ development platform redefines how the industry looks at the 
multifunction peripherals (MFPs). Basically OSA™ turns an MFP into 
a gateway for document-based business communications by integrating 
the device with network-based applications. This allows businesses to 
integrate their MFPs with enterprise document management, report-
ing and other applications including fax. This is where communications 
convergence and business continuity enter the picture. Using the OSA™ 
touch screen interface, a user can scan and fax a document from any MFP 
on the network or transfer it to an accounting software or workflow ap-
plication. In fact, in a single aisle of the pavilion, you could view solutions 
from InfoDynamics (feature-rich document management), LibertyIMS 
(document imaging and management of records, process automation, 
workflow, etc.) and FaxCore (News - Alert) (FoIP and legacy fax). All 
support OSA™ and can be fully integrated.

The key to the OSA™ fit with disaster planning is the ability to 
integrate MFPs with applications like the above across an entire 
network. Let’s look at an organization with a central office and 
four satellite locations. OSA™ -compliant applications will be 
housed in the central office and the satellites will access them 
from their MFPs. All documents and fax transactional records 
will be stored at the central office. This fault-tolerant design can 
be further enhanced with the deployment of a failover site to 
backup the central office.

To see the latest in SaaS and business continuity solutions don’t 
forget to visit the Disaster Planning Pavilion at ITEXPO West 2008 
September 16-18 at the Los Angeles Convention
Center (www.tmcnet.com/voip/conference).

For more information on the Disaster Preparedness Communications 
Forum please go to: www.tmcnet.com/disaster-planning/Default.aspx 
or contact Max Schroeder at maxschroeder@tmcnet.com. For exhibi-
tor pavilion information please contact Joe Fabiano at 203 852 6000 
(jfabiano@tmcnet.com)  IT

Max Schroeder is the Senior Vice President of FaxCore, Inc. (www.
faxcore.com) and Managing Director of the DPCF.

Rich Tehrani is the President and Group Editor-in-Chief at TMC and is 
Conference Chairman of Internet Telephony Conference & EXPO.

By: Rich Tehrani & Max Schroeder

By: Richard “Zippy” Grigonis

RadiSys (News - Alert) Corporation (www.
radisys.com), a major global provider of 
advanced embedded solutions, particularly for 
the communications networking and com-
mercial systems markets, recently announced 
that their RadiSys Convedia CMS-9000 is the 
industry’s first media server to offer N+1 Media 

Processing Card (MPC) redundancy. RadiSys Convedia media servers 
now having this fault-tolerant feature enable Conferencing Service 
Providers (CSPs) and enterprises to provide their customers with VoIP 
conferencing services possessing an extremely high level of reliability.

Ray Adensamer, Senior Manager, Product Marketing, Senior 
Manager, Product Marketing for the Media Server Business Unit for 
RadiSys, says, “We’ve been in the Voice-over-IP industry for a number 
of years now, and the initial motivation for people to migrate from 
traditional circuit-switched technology to VoIP concerned economic 
reasons, bandwidth efficiencies, and so forth. We’re now starting 
to see a maturity in the market where it’s going beyond that, into 
improved reliability of VoIP network components.”

“Specifically, our business unit does a lot of work in the conferencing 
industry,” says Adensamer. “Nine of the top ten conferencing service 
providers worldwide use our products, and they’ve deployed those 

products for the usual economic-related reasons: lower price per port, 
higher capacities, lower power consumption and less ongoing mainte-
nance. But this release addresses service level agreements. A confer-
encing service provider offering a hosted conferencing service has to 
provide some sort of service level guarantees to their customers. This 
new feature is all about yet again improving the reliability of support-
ing conference customers. We had system control card redundancy in 
our product for a number of years now, and this improvement now 
adds a layer of media processing card redundancy. So, if any one card 
fails – and an actual failure is a rare event – then the conference as 
well as all of the participants and all of the parameters that go with it, 
are handed over to a standby card. This is a unique capability in the 
industry. As far as we know, no other media server/conference bridge 
vendor can do something like this.”

“The key benefit is obvious,” says Adensamer. “There are no 
dropped conference calls at all. So this is a huge value proposi-
tion, especially for our conferencing customers. This feature has 
been discussed and has been in planning for a number of years. 
There was a major investment that the RadiSys Media Server 
Business Unit made to create this feature and that’s why we’re 
pretty excited to announce it.”  IT

Richard Grigonis is Executive Editor of TMC’s IP  Communications Group.

Nitty Gritty

RadiSys Convedia CMS-9000 Media Server Now Has Redundancy
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A Winning Recipe for Successful VoWiFi Deployment 
and Operation

After a rather slow start, voice over wireless LAN 
services (VoWLAN or VoWiFi) are finally start-
ing to become more mainstream, particularly in 
industries like healthcare and retail sales where much 
of the workforce is mobile within a building or 

campus throughout the work day, but still needs to be able to communicate 
at any time. However, horror stories of VoWiFi implementations fraught with 
problems still abound. So how do VoWiFi adopters avoid the pitfalls and 
maximize their potential for success? Here are some ingredients that will help:

Ingredient No. 1: Know expected call volumes and call patterns and design 
accordingly. Unlike traditional data traffic, which can tolerate retransmission 
and delay, voice traffic is time-sensitive and subject to critical end user percep-
tions and expectations. This means issues like accidental disassociation, band-
width constraints due to AP oversubscription, and delays in roaming between 
APs cannot be tolerated. When designing for VoWiFi, plan on no more than 
8 to 10 simultaneous active calls per AP at any time. This is significantly less 
than the 20 or more simultaneous data users typically supported by an AP.

Ingredient No. 2: Turn down the signal power. Given the above-men-
tioned constraint, an architecture with more APs deployed more closely 
together will be required. To accomplish this, the power of each AP must 
be lowered to minimize interference between cells. This will diminish sig-
nal propagation at the periphery of an individual AP’s coverage area, with-
out appreciably shrinking the coverage area where the signal is above the 
desired signal strength and desired bandwidth. Minimum signal strength 

for reliable voice operation should be in the range of -65dBM and mini-
mum speed or bandwidth per voice user should be at least 6Mbps.

Ingredient No. 3: Invest in proper tools and training on how to use them. Be-
cause of the nature of wireless (no physical connection to the end device and 
susceptibility to RF interference), and the nature of voice traffic (sensitivity to 
delay and jitter), it is critical that VoWiFi adopters invest in appropriate tools 
and the training needed to facilitate their proper use. In addition to wireless 
spectrum analysis tools required to identify RF propagation and interference 
patterns, and WiFi traffic analysis tools needed to decode and analyze wireless 
data traffic, specialized tools that can decode and analyze the VoWiFi proto-
cols and traffic will also be needed. This is not a place to cut corners!

Additional Ingredients: This is certainly not an exhaustive list of what 
should be done to maximize the potential for success. Securing the 
wireless realm is clearly also very critical. Remember also that the 
wired infrastructure, the QoS configuration, the call processing plat-
form, and the end devices all affect the VoWiFi service. Nonetheless, 
by following the above guidelines, at least the wireless infrastructure 
should be properly designed to accommodate voice traffic.  IT

Darrell L. Epps, Director of Network Solutions for Forsythe Solutions 
Group, has more than 20 of experience in networking and IT and 
numerous manufacturer certifications. His broad experience includes 
network and IP infrastructure project management, implementation 
engineering and operations support.

By: Darrell Epps

Integrator’s Corner

By: Sorin Blideran

Convergence is nowadays one of the hottest sub-
jects on the telecom market. The evolution of the 
telecom equipment and the competition in the 
market are driving the manufacturers to develop 
advanced services for end users, requiring up-to-
date features from their communication solutions. 
Communication convergence gives unlimited 

opportunities for innovation and customization of existing infrastructure.

TOPEX is an innovative leader in the European convergence communica-
tion market. The company has focused since the beginning to deliver ef-
ficient and flexible communication equipment, to answer to new demands 
on the highly competitive telecom market, offering solutions for improving 
enterprise communication while taking advantage of the IP infrastructure. 

VoiBridge is a solution that offers both cost reduction and convergent 
communication for small and medium-sized businesses. 

In terms of convergence, TOPEX VoiBridge is a Trunk Gateway 
(News - Alert) between an IP PBX and the mobile networks (GSM or 
UMTS), its main functionality being to interconnect VoIP networks 
with mobile networks, with support for up to 4 GSM / UMTS 
channels to IP and possibility of interconnection with any IP PBX or 
Softswitch, based on SIP and H.323 protocols. 

Talking about cost reduction the equipment allows you to make 
significant savings on calls from IP-to-GSM networks and backwards, 
due to the advanced Least Cost Routing function.

VoiBridge product also includes a mobility extension feature. This specific 
feature transforms a standard mobile phone into a PBX extension, allowing 
you to put a call on hold and transfer it to a colleague from your GSM/
UMTS terminal. The Mobility Extension solution enables an external 
telephony device to operate as an extension of the enterprise’s PBX. This 
provides companies with a business-class enterprise mobility solution, 
enabling employees to work from everywhere and anywhere yet enables 
enterprises to retain control over phone numbers and calling policies. 

The unit can be included in several applications such as a Gateway 
between mobile networks and VoIP networks; SOHO solution for 
interconnecting IP telephony with mobile networks; Enterprise IP 
telephony convergence solution; Mobile operators offering their services 
to business customers with IP telephony infrastructure; Telesales centers 
calling mobile networks; Marketing companies advertising by SMS. 

A company using VoiBridge can enjoy several advantages such as: support 
for up to 4 cellular operators, no need to add any other gateway, simple inte-
gration with VoIP networks, Least Cost Routing, fast return of investment.  

The benefits VoiBridge brings include improved external and internal 
communications while maintaining costs at a lower level. Businesses 
in every market learn about VoIP adoption and enhancing com-
munication capabilities and TOPEX helps them to achieve new and 
improved features.   IT

Sorin Blideran is Research Manager of TOPEX (www.topex.ro) in  
Romania. Reach him at sorin.blideran@topex.ro.
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By: Gary Kim

Cable WiMAX?

Comcast Corp. and Time Warner (News - Alert) 
Cable Inc., are talking about major investments in 
a new wireless company that would be operated by 

Sprint Nextel Corp. and Clearwire (News - Alert) Corp.

Sprint and Clearwire are trying to raise at least $3 billion for a joint 
venture, and Comcast reportedly is talking about investing perhaps 
$1 billion while Time Warner Cable kicks in $500 million.

Bright House Networks is said to be considering contributing be-
tween $100 million and $200 million.

Intel (News - Alert) Corp. might be willing to put in about $1 bil-
lion or more. And Google is said to be considering an investment of 
hundreds of millions of dollars.

The plan would give the cable operators a national footprint, some-
thing many consider essential if cable companies are going to try to 
add a quadruple play offer.

Cable operators have invested in joint ventures with Sprint twice 
in the past, so the partnership would not be unusual. Cable was a 
partner in Sprint PCS in the early 1990s and most recently rolled out 
“Pivot” mobile service using Sprint facilities.

If the deal does reach fruition, Dish Network and DirecTV probably 
will have to respond. In fact, both satellite operators have in the past 
discussed investing in WiMAX themselves.

If the cable operators are heavily involved with Sprint, it seems un-
likely the satellite providers will give that idea a second look.  IT

By: Gary Kim

Comcast, BitTorrent Agree 
To Collaborate

Sometimes it takes the threat of serious legal or 
regulatory action before service providers do 
what they ought to be doing. So it was when 

Madison River was “shamed” by the Federal Com-
munications Commission for blocking VoIP packets. 
So it was when AT&T broke itself up in the 1980s, 
setting off a process of industry reorganization, rather 
than face an antitrust lawsuit that undoubtedly would 
have led to the same result, but on terms imposed on 
the company from outside.

Now comes word that Comcast Corp., under fire for traffic 
shaping of peer-to-peer traffic, has decided to work with Bit-
Torrent to improve the ways BitTorrent works on  
Comcast networks.

As part of the agreement, Comcast will experiment with ways 
to more effectively manage traffic on its network at peak times, 
said Ashwin Navin (News - Alert), the president of San Francis-
co-based BitTorrent. And in a switch that is logical, Comcast 
says it will stop shaping BitTorret packets — slowing them down 
at times of peak congestion — and instead look at ways to slow 
traffic only for really-heavy users.

Peak-hour congestion was the reason Comcast had resorted to the 
traffic shaping in the first place, so the new approach offers some 

hope that lighter or typical users will not find their torrents inten-
tionally degraded.

But that still leaves Comcast with the challenge of dealing with 
unusually-heavy use by consumers. 

The cable operator said it must have the means to slow the delivery 
of some traffic on its network in order to provide adequate service to 
its overall customer base.

Rafat Ali, PaidContent editor, says that as part of the deal, Comcast 
will not cause “connection resets” it had used to disrupt torrents, for 
example. Comcast’s network will be optimized for media delivery, 
says Navin.

Comcast is increasing capacity overall and particularly for upstream 
traffic, moves it was planning anyway. 

For its part, BitTorrent is developing new client features to optimize 
for access networks, and in all likelihood this will include managed 
P2P that fetches content from local servers whenever possible, rather 

As more and more users consume and use 
real-time communications and media, an 
unmanaged network begins to interfere 
with the user experience.
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By: Charlotte Wolter

Cable VoIP: Important for the Little Guys, Too

The impressive VoIP subscriber numbers racked 
up by major cable operators have generated big 
headlines in the past year. But, the gains made 

by smaller cable providers are, by their standards, equally 
impressive and may be even more important for the long-
term financial health of those service providers, according 
to a research by New Paradigm Resources Group Inc. 
(NPRG), a Chicago-based consulting and research firm. 

The advantage that VoIP offers smaller players is not to be mea-
sured in sheer dollars. “Do not be expecting any of these other cable 
companies to double or triple their profits because of VoIP any time 
soon,” says NPRG in a brief report on its ongoing research.

However, in an environment where they serve a defined service area and 
video revenues have been flat or nearly so, and they must be concerned about 
a large competitor, such as a telco, coming in to compete with them in their 
core business, the VoIP revenue, “has the promise of being significant,” Joe 
Kestel, director of industry analysis, NPRG, tells Internet Telephony. “We have 
seen an uptick in the share of revenue that they are getting from voice.”

The most significant benefit of VoIP offerings may be the tremendous 
marketing push these smaller competitors can get from being able to offer 
triple-play packages. Kestel points out, “In consumers’ minds increasingly 
... people are thinking of those companies much more as communication 
providers without differentiating between who provides voice or the Inter-
net. So they have the ability to offer triple play and to market themselves as 

complete providers. That is definitely part of the equation here.”

Another advantage is entry into markets where they have never been 
able to compete before VoIP. “Dollar for dollar, the other cable com-
panies can not compete with these industry giants, but their success 
in rolling out a new product to capture what was once a telco-only 
revenue stream cannot be ignored,” says NPRG.

However, there are potential hurdles facing all cable operators, one of the 
most significant being the migration to DOCSIS 3.0, which marks the 
cable industry’s acceptance of SIP as its communication protocol, replac-
ing cable’s home-grown NCS protocol, an MGCP derivative. While the 
migration of the core VoIP software to SIP may be very manageable in 
terms of capital outlay, the question mark is the VoIP terminal adapters 
deployed in consumers’ homes, sometimes integrated into cable mo-
dems. It may be possible to upgrade some remotely with new software 
downloads. But, if not, the cost of changing out millions of devices in 
the field could be punishing. This is especially true for smaller opera-
tors, which tend to serve rural and suburban areas and have fewer capital 
reserves. Cable operators could put off that judgment day, but not if they 
wish to move into mobile broadband, which requires SIP.

The other big hurdle is moving up in bandwidth, with 100 megabits 
per second widely considered the required goal. “As recently as the 
middle of last year, we would hear people question if consumers re-
ally are going to need that kind of throughput,” says Kestel. “But we 
have seen things evolve since then. Now we hear a lot of saying, if not 
this year or next, then by 2010 [100 megabits] will be table stakes, 
and it becomes the ultra-broadband or wideband market.”  IT
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than reaching across the network, and will work with Comcast on 
such remedies.

There are some probable repercussions. Though the average P2P 
application user will find an enhanced experience, very-heavy users 
might still find themselves subject to throttling at peak hours. It’s 
hard to believe such heavier users will not, at some point, find 
themselves forced to pay higher rates for such use, if they want a 
“non-blocking” experience.

More significant are the implications for the “network neutral-
ity” debate, the issue having been, in large part, “no network 
management.” Comcast and BitTorrent clearly are going to 
work together to optimize Comcast’s network for media deliv-
ery, which is management of a pro-social type. That is why, as 

appealing as network neutrality might sound, it has a downside: 
as more and more users consume and use real-time communi-
cations and media, an unmanaged network begins to interfere 
with the user experience.

That isn’t to say ISPs should be able to block packets they dislike 
for competitive, political or other reasons unrelated to managing 
shared network resources. But there are times when users benefit 
from management: such as when spam filters or anti-virus and 
other threat measures are undertaken by the network, on behalf 
of users.

In fashioning a non-blocking compromise with BitTorrent, Comcast 
has just made life more difficult for those who advocate more-active 
forms of “network neutrality.”  IT
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By: Greg Galitzine

Unified Communications Landscape Evolves

Unified Communications (UC) is once again under-
going a major transformation. Recent news from 
a number of major players in the space, including 

Nortel, Microsoft, Aspect, and IBM speaks to a measure of 
evolution in this market, which means that enterprise users 
should soon see the fruits of all this activity in the form of 
easier access to the applications and tools designed to make 
them more efficient as they go about their business.

The advantage that VoIP offers smaller players is not to be mea-
sured in sheer dollars. “Do not be expecting any of these other cable 
companies to double or triple their profits because of VoIP any time 
soon,” says NPRG in a brief report on its ongoing research.

For example, Aspect recently announced a corporate strategy to 
educate the market on the role of contact centers in the develop-
ment of an organization’s overall unified communications strategy. To 
whit, the company is promoting the fact that it’s all-in-one, IT-ready 
Aspect Unified IP and PerformanceEdge solutions are the perfect 
solution to power unified communications for the contact center.

Mike Sheridan, senior vice president of strategy at Aspect Software, believes 
that organizations of all shapes and sizes need a unified communications 
strategy that takes the front lines of customer contact into account.

“Without the contact center insight, organizations are at an extreme 
disadvantage when it comes to crafting and executing a unified com-
munications strategy, and most importantly, delivering the experience 
today’s consumer demands and deserves,” Sheridan added.

Aspect also announced an agreement with — and equity investment 
from — Microsoft. The companies have formed a multiyear strategic alli-
ance to help deliver unified communications to contact centers around 
the world. A key element of the partnership is that Aspect will design its 
Aspect Unified IP contact center solution to interoperate with Microsoft’s 
platform for software-powered voice and unified communications and 
will offer it as the leading option to new and existing customers. 

As TMC president Rich Tehrani wrote at the time of the announce-
ment, “The Aspect management team should be commended for get-
ting the company to this point. Microsoft also deserves a great deal of 
credit for making an investment and by doing so developing a great 
relationship with the premiere call center company in the market.”

Speaking of Nortel, the company recently spoke of the progressing 
relationship with Microsoft under the Innovative Communications 
Alliance (News - Alert) and the availability of four new joint unified 
communications solutions and a slew of new customers.

The joint products include the Converged Office unified commu-
nications suite, Multimedia Conferencing, and solutions for branch 
offices and hosted service providers.

Not to be overlooked in the UC space, IBM announced it would invest 

$1 billion over the next three years to fulfill its unified communications 
and collaboration vision. The investment will fund product and technol-
ogy advances as well as an increase in the development of new services.

Mike Rhodin, general manager of Lotus software, IBM software 
group said that the unified communications market is growing, 
“driven by employees’ changing habits and the increasing need for 
immediate access to information and people.”

IBM is working to make unified communications capabilities avail-
able to users across a wide range of environments, including Lotus 
Sametime, Notes, and Connections, as well as Microsoft’s Outlook 
and Office, and across a variety of business applications and line-of-
business specific applications.

In a nod to serving mobile workers, IBM executives say that over the 
next 12 months the ability to leverage the company’s unified com-
munications services will span multiple mobile devices from leading 
providers RIM, Apple, Sprint-Nextel and Symbian.  IT
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www.tmcnet.com/1858.1

NEC Expands UNIVERGE360 UC 
Initiative with New Enterprise and 
SMB Solutions
NEC Unified Solutions has introduced 
UNIVERGE360, a UC solution that 
enables businesses to integrate the tasks 
employees perform with automated busi-
ness processes. NEC unveiled a new set 
of solutions for enterprises and small to 
medium-sized businesses (SMBs) based 
on the concept of “role-enabled commu-
nications.” This refers to solutions that 
let companies tailor communications 
capabilities based on the roles users play 
rather than the other way around.
www.necunifiedsolutions.com

www.tmcnet.com/1859.1

WYDE Voice Launches Wideband 
Audio Conferencing Appliances
Startup WYDE 
Voice launched 
a pair of voice 
conferencing 
appliances based 
on the Asterisk 
platform that 
support 16-bit, 
16 kHz wide-
band audio. WYDE Voice is offering two 
models designed to enable wideband voice 
for conferencing environments: VM1000 
($160 per port and up) and VM3000 
($140 per port and up). These enable a 
variety of capabilities, including instan-
taneous active speaker update, real-time 
conference control using SIP, Web service 
API for integration with third-party ap-
plications and sites, pre-configured call 
flows, and integration with/support for 
authentication protocols such as RADIUS. 
The appliances accommodate 500–7,000 
concurrent G.711 callers and as many as 
3,000 16-bit/16 kHz iSAC callers.
www.wydevoice.com

www.tmcnet.com/1860.1

Objectworld (News - Alert) Enables 
Unified Communications without VoIP
Objectworld has announced that its Uni-
fied Communications Server now enables 
businesses to “reap the benefits of unified 
communications as an adjunct to existing 
PBX systems.” Objectworld UC Server 
Standard Edition provides support for 
a very wide range of PBX systems from 
AVAYA, Mitel (News - Alert), Nortel, 
Cisco, NEC and other vendors.
www.objectworld.com

www.tmcnet.com/1861.1

snom Expands Beyond the Desktop 
with Cordless Phone for VoIP 
snom technology AG has announced 
the launch of its new IP DECT phone 
for VoIP users, the snom m3. The com-
pany’s first cordless offering, the snom 
m3 provides an indoor range of 50 me-
ters and an outdoor range of 100 me-
ters, and is an expandable system with 
multiline functionality for up to eight 
handsets – allowing for up to three par-
allel calls at time. It has a backlit color 
display and operates for 10 hours talk 
time or 100 hours standby. The m3 also 
offers three-way conference calls, call 
transfer, music on hold, call forwarding, 
and speed dialing with an address book 
allowing up to 100 entries.
www.snom.com

www.tmcnet.com/1862.1

Xangati Launches Rapid Problem Iden-
tification Application
Xangati has announced Virtual Task 
Manager solution, a rapid problem 
identification application that can be 
deployed right to the front line support 
groups in either enterprise or service 
provider settings. The solution enables 
the first tier of customer support to 
have visibility into a customer’s network 
and what the subscribers are doing at 
any given time.
www.xangati.com

www.tmcnet.com/1863.1

IBM Touts Web 2.0 Tools for Enter-
prise Productivity
IBM unveiled a set of collaboration 
and social networking services designed 
to help organizations get the most 
performance out of their employees. 
The new offering, billed as “Enterprise 
Adaptability” services, include a unique 
way of measuring the return on invest-
ment of a company’s forays into social 
networking, as well as ways of automat-
ically identifying key talent, and other 
social network analysis.
www.ibm.com

www.tmcnet.com/1871.1

Dell Chooses VMware ESX 3i Hypervi-
sor to Simplify Virtualization
Dell has chosen VMware ESX 3i hyper-
visor to simplify virtualization, en-
abling Dell customers to now purchase 
virtualization-enabled servers in a single 

click. Dell customers can now reduce 
capital and operating costs, improve 
security, ensure business continuity and 
deploy green IT environments, by mak-
ing virtualization more mainstream.
www.dell.com 

www.vmware.com

www.tmcnet.com/1864.1

Microsoft, Nortel Expand Unified 
Communications Offer
Microsoft and Nortel today announced 
the availability of four new joint uni-
fied communications solutions offering 
enterprise users greater choice as part 
of their ongoing Innovative Commu-
nications Alliance (ICA) partnership. 
The joint products include the Con-
verged Office unified communications 
suite, Multimedia Conferencing, and 
solutions for branch offices and hosted 
service providers.
www.microsoft.com

www.nortel.com

www.tmcnet.com/1865.1

Vertical Intros Flexible Finance Solutions
Vertical Communications (News - 
Alert) has announced the availability 
of Vertical Flexible Finance Solu-
tions. In partnership with a financial 
services company, TAMCO, Vertical 
Flexible Finance Solutions enables 
SMBs and enterprise customers the 
option to lease or rent any of Verti-
cal’s telephony solutions, preserve 
cash, gain tax benefits and have the 
ability to upgrade their telephony 
system with the Shield Program.
www.vertical.com

www.tmcnet.com/1866.1

VoIP Made Easy with the UniPhyer
Phybridge (News - Alert) has intro-
duced the prototype of its UniPhyer 
IP Telephony gateway, which, accord-
ing to CEO John Croce, will offer 
“a new way of launching converged 
networks,” eliminating QOS and 
other issues that often plague the 
convergence of voice services onto an 
enterprise LAN. The UniPhyer is a 
24- or 48-port gateway designed to 
interoperate with legacy PBX infra-
structures, eliminating the cost barrier 
of a complete system forklift required 
to switch to an all-IP infrastructure.
www.phybridge.com
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www.tmcnet.com/1882.1

Communicado Now Offering Streamline 
Management as a Service Version 2.3 
Communicado has announced the 
release of Communicado Streamline 
Management as a Service Platform 
version 2.3, bringing VARs, MSPs 
and Integrators a more effective and 
easier-to-deploy solution for remotely 
managing their customers’ converged 
communications environments. 
Streamline 2.3 includes enhancements 
to speed deployment and agent 
configurations as well as easier processing, 
expedited troubleshooting, automatic 
reporting, an intuitive scheduling 
interface, and more.
www.communicado-inc.com

www.tmcnet.com/1879.1

Veraz Networks (News - Alert) Intros 
New Network-adaptive Border Controller

Veraz has announced availability of its 
Network-adaptive Border Controller, 
the next generation of Session Border 
Controllers (SBCs) capable of meeting 
the demands associated with increasing 
network complexity. The Veraz 
Network-adaptive Border Controller 
provides security for multimedia sessions 
and network interconnection, while 
reducing OPEX through centralized 
management, billing, and routing.
www.veraznetworks.com

www.tmcnet.com/1881.1

Microsoft’s Silverlight to Bring 
Applications to Mobile Web
In an effort to both boost Silverlight 
interest and snag part of the market 
involving rich Web content on mobile 
phones, Microsoft has announced a deal 
with Nokia to bring its Silverlight to 
many millions of mobile phone handsets. 
Conceivably, Web 2.0 applications may 
soon run on your cell phone. Initially, 

Silverlight will make its appearance on 
high-end Nokia “smart phones” powered 
by the Symbian operating system, in 
particular Nokia’s S60 platform, used in 
53 percent of smart phones made by LG, 
Samsung (News - Alert) and of course 
Nokia’s own products, such as the new N96 
phone. As expected, Microsoft is currently 
developing a version of Silverlight to run on 
its own Windows Mobile software.
www.microsoft.com

www.tmcnet.com/1884.1

RadiSys Adds N+1 Redundancy to 
Convedia CMS-9000 Media Server
RadiSys has added N+1 media 
processing card (MPC) redundancy to 
its Convedia CMS-9000, making it the 
industry’s first media server to offer this 
type of failover. RadiSys already offers 
this 1+1 fault-tolerant redundancy in 
its system control cards — but now has 

taken the next logical 
step and added it to its 
media processing cards 
as well. This capability 
allows a “spare” 
RadiSys media control 

card to seamlessly take over, should there 
be a “rare” failure of an active card. 
www.radisys.com

www.tmcnet.com/1880.1

MEN Micro’s Rugged SBC Offers 
Multicore Technology with a Flexible 
Mezzanine Card Extension
MEN Micro Inc now offers a 6U (10.5-
inch) high SBC in a CompactPCI (News 
- Alert) form factor that combines Intel’s 
multicore technology with a flexible 
mezzanine card extension (boards that 
piggyback onto 
the SBC) and 
rugged design to 
provide exceptional 
performance, even in 
industrial applications. 
The new, scalable 
D9 can be equipped 
with the Intel CoreT2 
Duo, CoreT Duo or 
Celeron M processors 

to support a multitude of dual-core and 
single-core CPUs depending on specific 
application requirements.
www.men.de

www.tmcnet.com/1883.1

LightEdge Solutions to Offer HD 
Phones as Part of Hosted Voice-over-
IP Service
LightEdge Solutions 
announced the 
availability of 
high-definition 
phones for its 
Hosted Voice-
over-IP service. The Des Moines, 
Iowa-based company now offers the 
Polycom SoundPoint IP 550, 560 and 
IP 650 phones with Polycom HD Voice 
technology. Said LightEdge Solutions’ 
Chairman and CEO, “Now, small 
and medium-sized businesses can take 
advantage of the price advantages of 
Voice-over-IP yet receive call quality 
and richness that surpasses that of their 
traditional PBX system.”
www.lightedge.com

www.polycom.com

www.tmcnet.com/1873.1

Sandvine (News - Alert) Helps First 
Media Deliver Broadband Services
Indonesian broadband provider PT 
First Media Tbk, has long been a 
Sandvine customer. As part of its 
growth strategy First Media wanted 
better visibility into its networks to 
achieve its goal and picked Sandvine’s 
PTS 14000 and Intelligent Broadband 
Network Solutions to solve the 
challenge. Sandvine also helped 

the provider 
optimize 
its existing 
network, as 
well as ensured 
fair utilization 
of network 
resources among 
applications and 
subscribers.
www.sandvine.com
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Comba to Deploy Wireless Coverage at 
Shenyang Olympic Center
Comba Telecom Systems has 
developed a multi-system wireless 
coverage project 
for the Shenyang 
Olympic 
Center, a multi-
use stadium 
occupying over a 
million square meters 
with a seating capacity of 
60,000. The stadium will be hosting 
football matches in the 2008 Summer 
Olympics. Comba has accomplished 
a project to design, implement 
and test a multi-frequency wireless 
enhancement system to facilitate 
comprehensive mobile signal coverage 
within the stadium that includes TD-
SCDMA, GSM900/1800, WiFi and 
WAPI (WLAN Authentication and 
Privacy Infrastructure) networks. 
www.comba-telecom.com

www.tmcnet.com/1891.1

Juniper Networks (News - Alert) Supports 
WiMAX Broadband Wireless Networks
Juniper has introduced support for 
WiMAX broadband wireless networks 
with its Service Provider Steel-
Belted Radius (SBR) Authentication, 
Authorization and Accounting (AAA) 
Server. The company will provide 
support for mobile WiMAX as a separate 
software module for SBR Carrier AAA 
server in Q3 2008.
www.juniper.net

www.tmcnet.com/1887.1 

Hughes and Intelsat Join Hands to 
Deliver Innovative Cellular Backhaul 
Solution in Brazil
Hughes Telecommunicacoes do Brasil, a 
Brazilian subsidiary of Hughes Network 
Systems, has signed an agreement 
with Intelsat to deliver a new cellular 
backhaul solution in Brazil. This will 
enable cellular service providers to cost-
effectively extend their cell networks 

to rural areas and sparsely populated 
regions of Brazil. The solution is 
designed for fast and cost-efficient 
service rollouts in rural and remote 
areas throughout Brazil which offers 

cellular operators 
a feasible means 
to address their 
Universal Service 
Obligations.

www.hughes.com

www.intelsat.com

www.tmcnet.com/1892.1

Infineon Introduces Voice-Over-WLAN 
for Mobile Handsets
Infineon Technologies (News - Alert) 
is set to launch VoIP functionality 
for low-cost mobile phones. With the 
solution, operators will be able to offer 
fixed-mobile convergence by integrating 
WiFi on its mobile phone platform. 
The solution also helps to significantly 
reduce the bill-of-materials (BOM) cost 
for WiFi enabled cell phones by up to 50 
percent compared to existing solutions.
www.infineon.com

www.tmcnet.com/1886.1

Wayne State University Adopts 802.11n 
WiFi Technology

Wayne State University has adopted 
802.11n high-performance WiFi 
technology. Their $1.3 million technology 
initiative is expected to more than double 
the capacity of the University’s current 
wireless network, wireless@wayne, 

within its Midtown Detroit campus. The 
initiative will also upgrade the technology 
to the latest 802.11n products provided 
by Meru Networks (News - Alert). Meru 
explained that 802.11n provides faster data 
transfer rates, travels twice as far as current 
standards, and is more reliable.
www.merunetworks.com

www.tmcnet.com/1889.1

Telespree Enhances Mobile Phone 
Customer Care Experience
Telespree Communications has 
launched its new suite of Self-Care 
applications enabling consumers to 
manage their account directly on their 
mobile device without the assistance 
and high costs associated with personal 
customer care, sales clerks or an 
IVR. The applications will also allow 
providers to reach their users through 
dynamic, on-device Self-Care services. 
The offerings include Telespree’s Over-
the-Air (OTA) Activation and Service 
Enrollment applications as well as 
Check Balance, Top Up, Pay Bill, Add 
Features, Change Plan, Change Phone 
Number, Transfer Balance/Gift, My 
Account and other options. 
www.telespree.com

www.tmcnet.com/1890.1

JayBeam Wireless 
Launches 700 MHz 
Antennas
Jaybeam has 
announced new 
wideband 700/800 
MHz dual polarized 
base station panel 
antennas. Operating 
over the full 695–896 
MHz frequency 
band, these new 
antennas allow 

Auction 73 winners to deploy new 
700 MHz services at existing 800 
MHz cell sites without increasing the 
number of visible antennas per sector.
www.jaybeamwireless.com
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www.tmcnet.com/1904.1

Kwingo Launches Productivity  
Tools for Mobile Devices to Support 
Various Languages
Mobile software applications develop-
er, Kwingo, has announced the launch 
of tools that are designed to serve 
professionals in the field using Web-
based mobile devices for communica-
tions between individuals who speak 
different languages. The offering can 
be accessed and used for free on Web-
enabled handsets, PDAs, or PC-type 
devices and can provide productiv-
ity and safety-related phrases in both 
English and Spanish.
www.kwingo.net

www.tmcnet.com/1902.1

Microsoft Enters the SIP Trunking Arena
Microsoft will introduce the first ser-
vice pack for the Response Point busi-
ness VoIP system this summer, accord-
ing to a recent announcement at the 
Microsoft Small Business Summit. The 
service pack will include new features, 
chief among which is digital voice 
services, better known as SIP trunk-
ing. Previous Response Point releases 
only allowed analog lines to connect to 
the PTSN, but now small businesses 
will have the ability to connect via the 
Internet, leading to cheaper calls and 
easier management.
www.microsoft.com

www.tmcnet.com/1903.1

Ingate Strengthens Security for VoIP, 
SIP Trunks
Ingate Systems has announced the ad-
dition of another layer of security for 
SIP-based applications with the Ingate 
Enhanced Security Module, a software 
add-on for all Ingate Firewall and SI-
Parator products. Boasting an Intrusion 

(News - Alert) Detection System/Intru-
sion Prevention System (IDS/IPS) for 
SIP, the software makes it possible to 
detect and protect against attacks based 
on the protocol. IDS/IPS has the ability 
to protect the network against attacks 
targeting SIP devices on the LAN, such 
as SIP phones. Augmenting Ingate’s 
existing security technologies, Ingate 
Enhanced Security Module further 
strengthens security for VoIP, SIP trunk-
ing and other SIP applications. 
www.ingate.com 

www.tmcnet.com/1899.1

3Com Selects NETXUSA as Value-
Added Distribution Partner
3Com has selected NETXUSA as a 
value-added distributor to deliver 
3Com’s Secure Converged Networking 
(SCN) solutions to resellers and service 
providers that serve the fast-growing 
small- and medium-sized business 
(SMB) market. NETXUSA will carry 
the new 3Com Asterisk Appliance, 
an open-source voice-over-IP (VoIP) 
system based on Digium’s Asterisk 
Business Edition software.
www.3com.com

www.netxusa.com

www.tmcnet.com/1900.1

Digium and Westcon Group Bring 
VoIP Solutions to SMBs
Westcon Group is now offering Di-
gium’s complete line of Asterisk-based 
telephony solutions to its global com-
munity of reseller customers. The col-
laboration between the two companies 
will enable Westcon resellers to deliver 
open source-based, non-proprietary 
VoIP solutions to small to medium-
sized businesses (SMBs) more eco-
nomically. Solutions include Digium’s 
Switchvox IP PBX, Asterisk Appliance, 
Asterisk Business Edition software and 
appliances, and Digium’s complete line 
of analog, digital and voice processing 

telephony cards for Asterisk servers 
and appliances.
www.digium.com

www.westcongroup.com

www.tmcnet.com/1901.1

ABP to Distribute for Para Systems and 
Minuteman Power Technology Products
ABP Technology is set to become a dis-
tributor for Para Systems and its Minute-
man power technology products. ABP 
will focus on the distribution of such 
products as uninterruptible power supply 
(UPS) systems, power distribution units 
(PDUs), keyboard-video-mouse (KVM), 
surge suppressors and power monitoring 
and management software.
www.abptech.com

www.minutemanups.com

www.tmcnet.com/1897.1

Sennheiser’s UI 760 Makes Headsets 
Multi-Purpose
In a bid to bring even more enhanced 
communication capabilities to agents and 
customers, Sennheiser Communications 
(News - Alert) is offering the UI 760 Uni-
versal Interface. The UI 760 is designed 
specifically for Sennheiser headsets and 
replaces the UI740 AND UI 750. The UI 
760 offers simultaneous headset connec-
tivity to multiple communication devices 
such as a telephone console and PC. 
www.sennheiserusa.com

www.tmcnet.com/1898.1

BioLab Implements Autonomy (News - 
Alert) etalk for its Contact Center
Autonomyhas announced that BioLab, a 
Chemtura company, has chosen Auton-
omy etalk solutions to replace its existing 
systems for BioLab’s contact center. BioLab 
is implementing etalk’s call recording and 
agent performance evaluation solutions 
as a means of enhancing productivity and 
customer support in its contact center.
www.etalk.com
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www.tmcnet.com/1905.1

TEM Software Asentinel 5.0 Granted 
United States Patent
Asentinel’s Telecom Expense Man-
agement software Asentinel 5.0 
has received United States patent. 
Version 5.0 features a Java-based 
EDI translator, and is built on AJAX 
(Asynchronous JavaScript and XML) 
technology, which powers a busi-
ness intelligence engine delivering 
enhanced and streamlined reporting. 
The patent has 56 claims covering a 
broad range of TEM functions and 
ways of importing invoices in an 
efficient and consistent processing, 
when received from multiple vendors. 
It is entitled as Systems and Methods 
for Processing and Managing Telecom-
munications Invoices.
www.asentinel.com

www.tmcnet.com/1906.1

Aberdeen (News - Alert): Best-in-class TEM 
Requires Focus on Wireline and Wireless
Aberdeen Group, an industry research 
firm, recently published its bench-
mark report, Execute on Wireless 
Expense Management to Drive ROI. 
As the title suggests, wireless TEM or 
wireless expense management (WEM) 
has become its own discipline. To 
learn more about the report, and cur-
rent trends in the WEM market, log 
on to TMCnet for a recent interview 
with Aberdeen’s analysts.
www.aberdeen.com

www.tmcnet.com/1907.1
Gartner Report Highlights Trends and 
Competition Among Telecom Expense 
Management Firms
A recent Gartner report for 2007 
— MarketScope for Telecom Expense 
Management — indicates that not all 
TEM providers are equal. In fact, the 
IT research and advisory firm gave only 
three TEM providers its “strong positive” 
grade: Tangoe (News - Alert), Invoice 
Insight and Rivermine. The findings in 

Gartner’s report will be discussed at the 
fourth annual National Summit on Tele-
com Expense Management, scheduled 
for June 2-3 in San Francisco.
www.gartner.com

www.tmcnet.com/1908.1

Avotus (News - Alert) Introduces 
French Version of ICM Usage  
Management Solution
Avotus Corporation and eProcurement 
solutions have introduced a French 
version of Usage Management/Call 
Accounting (ICM UM) software. This 
new French version will feature trans-
lated user screens and reports, and will 
be maintained and kept in sync with all 
future ICM Usage Management releases. 
Also, it will be available for the Cisco 
Call Manager IP PBX as well as other 
popular platforms, according to Avotus.
www.avotus.com

www.tmcnet.com/1909.1

Control Point Solutions Reports 500 
Percent Growth for its TEM Solutions
Control Point Solutions, a provider 
of voice, data, and wireless telecom 
expense management (TEM) solu-
tions, has reported 500 percent growth 
of their Telecom Service Inventory 
Reconciliation Services in 2007. Ac-
cording to Bob McMullan, CEO of 
Control Point Solutions, We leverage 
our proprietary technology in combi-
nation with our domain expertise to 
drive results for our clients.”
www.controlpointsolutions.com

www.tmcnet.com/1910.1

Veramark Releases New VeraSMART 7.0 
Communication Management Software
Veramark Technologies (News - Alert) 
Inc. has announced the commercial 
release of its VeraSMART Communica-
tions Management Suite software, ver-
sion 7.0, including enhanced technolo-
gies like user-configurable dashboards 
with more than 55 standard report 

templates that enable customers to cre-
ate several unique reports. It offers new 
TEM features, additional integration 
with the Microsoft environment, and 
enhanced support for varied business 
groups and carrier networks.
www.veramark.com

www.tmcnet.com/1911.1

Visicom Launches TEM Technol-
ogy Platform
Visicom announced Clearview, a 
proprietary technology platform 
that offers clients “greater visibility 
and control over their telecommu-
nications expenses.” Clearview is a 
Rich Internet Application (RIA) or 
Web-based application that utilizes 
Asynchronous Javascript and XML 
(or AJAX) technology to create its 
dashboard. Featuring customizable 
reporting, a user-friendly dashboard 
and a high level of security, this new 
Visicom solution enables users to 
view their TEM activity through a 
client web portal.
www.visicomcorp.com

www.tmcnet.com/1912.1

TEM Solutions provider Telesoft 
Intros Vendor Feed Insurance Service
Telesoft Corporation recently intro-
duced a new vendor feed insurance 
service that allows customers to insure 
against vendor feed changes. The ven-
dor feed insurance program protects 
customers from unexpected expenses 
and relieves budgetary pressures. It 
allows customers to more effectively 
budget their telecom expenditures 
and can save them thousands of dol-
lars in professional services.
www.telesoft.com
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Chris Gravett
Sales & Marketing Dir, Aculab

Since 1978 Aculab (News - 
Alert) (www.aculab.com) 
has developed and deployed 

a comprehensive range of high 
performance hardware and soft-
ware building blocks for commu-

nications solutions developers working in both wired and 
wireless environments, PSTN and IP networks. Aculab 
products appear in everything from contact centers and 
IVR systems to prepaid services platforms. Both the 
enterprise and telco/service provider space are home to 
Aculab technology-powered media processing resources: 
speech processing, fax, conferencing, transcoding, echo 
cancellation and SS7 signaling protocols. 

One of the key human building blocks of Aculab is Chris 
Gravett, who was appointed to Aculab’s board in 1997. In ad-
dition to providing dynamic sales and marketing, he has helped 
transition Aculab from its small company roots to a multi-
national organization. Gravett’s early telecom experience was 
gained at British Telecom, after which he moved into manage-
ment — initially at Rank Xerox where he held a number of posi-
tions over a ten-year period, then on to Mitel Telecom, where he 
was a director at Mitel’s EMEA switching division. We recently 
caught up with him and explored Aculab’s role in a changing 
communications landscape.

ITmag: What is Aculab’s mission?

Gravett: At Aculab, our mission is made up of three components 
— products, people and profit. In respect to our products, we 
strive to be respected worldwide by customers and competi-
tors alike as a leading provider of enabling technology for the 
communications market. This is achieved through providing 
excellent value, quality products and support to our target 
markets. With regards to people, Aculab recognizes the impor-
tance and value of its staff and its mission is to provide reward 
and recognition to all Aculab employees and to maintain a work 
environment of satisfaction, pride and fun. The profit element of 
Aculab’s mission relates to achieving controlled financial growth 
to facilitate the objectives outlined above.

ITmag: What is your vision for embedded technologies and HMP and 
how does this position the company in the next-generation telecom market?

Gravett: Aculab is one of the long-established leaders in the mar-
ket of providing enabling technologies to companies that develop 
and deploy complex IP and TDM telephony solutions. For the 
last several years, the growth of our business was stimulated 
mainly by the convergence of the ‘old-world’ PSTN telephony 
into VoIP. Indeed, the adoption of IP technology by the telecom-
munications industry, and by the large telephony services provid-
ers in particular, is the major revenue driver for our business. 

While the market take-up of IP telephony is growing fast, the 
percentage of ‘pure IP-play’ solutions is still negligible. Aculab is 
well-positioned in the market with its extensive VoIP portfolio 
and historical strength in TDM. Organizations use Aculab’s high 
density and cost-effective media processing and signaling prod-
ucts for gradual migration into IP. Both embedded, DSP-based 
media processing and host media processing are experiencing a 
growing demand.

Evidently, the new technology wave is multimedia. Real-time multi-
media communications are expected to take a more integral part in 
our life over the next few years. Aculab’s expertise in development of 
complex signal processing algorithms is a strong base for success in the 
multimedia communications era. We have already set up engineering 
programs for the integration of video into our existing product ranges 
and have also kicked off new product initiatives in that area. Both 
DSP-based and HMP media processing platforms will continue to be 
developed.

ITmag: Now that it appears that growth and opportunity are the 
trends in the VoIP industry, what possible hurdles do you see that 
might upset this momentum?

Gravett: Well, we’ve certainly gone beyond the point where there 
is any doubt that VoIP is inevitable and by that I mean ubiquitous. 
Nevertheless, it’s got a long way to go as VoIP still only represents a 
mere 1 percent of Internet traffic.

However, there will also come a time when ‘IP-ness’ won’t matter; 
communicants won’t necessarily be aware of VoIP. In horse racing 
terms, we’re certainly talking about hurdles, not fences, so the task is 
becoming easier all the time as technology marches on.

Interoperability is a perennial issue, despite events like SIPit. We 
were led on by the ‘promise’ of SIP — a single, globally ubiquitous 
protocol for end-to-end communications; ‘communi-sessions’ we 
might have called them. And what happened? We’ve still got H.323, 
claimed to be the most widely deployed, standards-based, voice and 
videoconferencing standard for packet-switched networks today. 
We’ve got Skype, with 246 million registered users and there’s IAX2, 
associated with Asterisk, of course. How is this much different from 
the legacy circuit switched network with the problems of a divergent 
selection of protocols?

Of course, the move to VoIP is not without technical issues and other 
hurdles include firewalls and NAT traversal and naming and numbering 
conventions, which are complex, changing and not centrally driven.

The carriers could be said to have been slow to move, but there 
has been a large-scale investment in core infrastructure that is 
probably transparent to most users. Nevertheless, a lot of core 
equipment must be at or nearing obsolescence, with attendant 
problems of ongoing maintenance and repair, but that is hardly a 
hurdle for VoIP; it’s more of an opportunity for TEMs and IMS 
vendors. Always nice to end up with an opportunity rather than 
a hurdle!

Aculab
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ITmag: What are some of the technology areas where Aculab is 
increasingly focusing, and why are these areas important to the future 
of your company?

Gravett: The major focus of Aculab in the recent past was in the 
field of product customizations that has made our VoIP technol-
ogy truly suitable and useful for key market segments, including 
military comms, call centers, high quality voice conferencing 
and fax over IP infrastructure. Both complex media processing 
and signaling requirements are being addressed. For example, 
Aculab has integrated a wide range of voice codecs used by the 
aforementioned industry sectors, such as iSAC, iLBC, MELPe 
and Speex. We have re-worked our TiNG DSP framework to 
support wideband voice, including wideband conferencing, and 
have released V.34 speed fax support for T.30-over-TDM and 
over G.711/RTP. On the signaling side, we have released a SIG-
TRAN/M3UA protocol stack, which allows the transfer of TCAP 
messages over an IP infrastructure.

Looking into the foreseeable future, Aculab will keep focusing on 
product customisation, as well as working on the integration of multi-
media support into our media processing platforms.

ITmag: Describe your view of the future of the IP Communica-
tions industry. 

Gravett: Carriers have moved or are moving toward IP in their core 
networks. MPLS or an equivalent will provide quality of service 
(QoS) on an IP backbone for both wireless and wired communica-
tions and people will wonder what all the fuss was about.

AT&T’s analyst conference last year threw up a few interesting facts 
about growth and trends and it’s difficult to argue with the most of 
these. Broadband traffic growth showed greater than 145 percent over 
the last two years and wireless data was said to be growing at over 
400 percent per annum. This growth is phenomenal and there is no 
question we are in a rising industry that is powered by IP, broadband 
and wireless.

The communications business model is increasingly IP-centric 
and in a world of 6.7 billion (and counting) persons where there 
are 3.3 billion cell phones (glimfeather.com) it’s not hard to de-
duce that there is a market for mobility and that folks will want 
broadband access, at least equivalent to what they’ve been used 
to from their PCs, via their mobile device, whatever that happens 
to be or become.

I’ve heard it said that in five years time the existing TDM 
network would become obsolete. This is probably true today 
as there is no new capital expenditure being made in circuit 
switched infrastructure. However, it’s still being used by a large 
proportion of the global population and equipment will still 
need to support it. Certainly, it’s being replaced by IP at the core 

long-haul and metropolitan area level and at the access level by 
broadband of one sort or another.

Revenue models are changing too. We’ve already encountered Web 
2.0 and there are many options for how future services could be 
billed. They could be driven by type of service or level or qual-
ity of service or by bandwidth use, but call volume revenue will 
continue to reduce.

So, reading between the lines, we can see that the major carri-
ers are getting their acts together to combat reductions in core 
revenues. There is a move to IP-based core networks and the idea 
of the carrier as a provider of a multitude of services and content 
is established. Some of this is achieved through acquisitions, for 
example, creating diversity from diversification. We can see that 
third parties are making revenue via services delivered from IP 
platforms over IP networks, whether hosted services or vended 
platforms on which services are sold. In either case, it is likely 
that the closer you get to the end-user, the greater the revenue 
you can realize.  IT
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By: Richard “Zippy” Grigonis

Focus on Cable: More Exciting 
Than Ever

Cable took years to get VoIP up and running 
(“digital voice” as they call it) but have now 
embraced it. Indeed, many cablecos are now 

considered more innovative than their telco counter-
parts. When IPTV technologies first appeared, all telcos 
perfunctorily made announcements, since they felt they 
had to compete with cablecos. Over time however, the 
cable companies themselves have seen that IPTV is the 
wave of the future, and are more immersed in figuring 
out ways of exploiting its workings than most of the 
telcos. Go figure.

Continuing innovation and deployments of new cable platforms have 
enriched vendors that make the underlying component technologies, such 
as semiconductor companies like Texas Instruments (News - Alert) and 
Broadcom. Broadcom is known for their vast array of chips, including cable 
modem chips, digital cable tuner chips, CMTS chips, cable set-top box 
chips, HDTV/SDTV video chips, graphics and receiver chips, H.264 and 
MPEG-4 decoders, and MPEG-2 digital audio/video encoders, all of which 
enable their customers to develop interesting and inexpensive cable products 
involving the high-speed delivery and display of voice, video and data ser-
vices over hybrid-fiber coaxial (HFC) cable. Broadcom offers complete cable 
modem, cable set-top box, CMTS and residential gateway system solutions 
that include hardware reference designs and software support.

This technology is now making it possible to not just watch cable 
programming in your living room, but as Mobile TV while you’re 
waiting online at the supermarket. Triple and Quad-play systems 
enable you to access your email and make unlimited calls to, say, your 
Comcast home phone without consuming wireless minutes.

The latest exciting cable-related technology to find deployment is 
DOCSIS (Data Over Cable Service Interface Specifications ) 3.0., an 
international standard that defines the communications and operation 
support interface requirements for a high bandwidth data-over-cable 
system. DOCSIS was developed by CableLabs along with such con-
tributing companies as ARRIS, BigBand Networks, Broadcom, Cisco, 
Conexant, Correlant, Intel, Motorola, Netgear (News - Alert), Terayon, 
and Texas Instruments. Ironically, although DOCSIS 3.0 appeared in 
August 2006, it’s only now making its influence felt the form of soon-
to-be-certified cable modems and Comcast’s trial service in Minnesota’s 
Twin Cities region, to be expanded to its entire service area by 2010. 
DOCSIS 3.0 supports management over IPv6 and channel bonding, 
which enables multiple downstream and upstream channels to be used 
simultaneously by a single subscriber. Thus, for $150 a month, Com-
cast can offer residential customers up to 50 Mbps for downloading, or 
receiving, files from the Internet or elsewhere. (That kind of bandwidth 
can move a 4 gigabyte movie file in about 10 minutes.) Uploading, or 
sending, files will run at up to 5 Mbps. Businesses wanting this service 
will have to pay $200 for a special package that also bundles in ad-
ditional technical support and security software.

Cablevision Systems (News - Alert) Corp. advertises a 30 Mbps 
download/5 Mbps upload service for $65 a month, and it even 
offers an unadvertised, unmarketed 50 Mbps maximum download 

service (with amazing 50 Mbps maximum uploads) for about $200 a 
month. As for Comcast, it has said that although current download 
bandwidths are capped at 50 Mbps, the DOCSIS 3.0 technology can 
support service of about 150 Mbps.

160 Mbps has been demonstrated by Motorola’s DOCSIS 3.0 cable 
modems. Motorola’s DOCSIS 3.0 CPE portfolio includes the SB6120 
SURFboard Cable Modem which approximates 160 Mbps in DOCSIS 
mode and 195 Mbps in Euro-DOCSIS mode, without the need for an 
HFC plant upgrade. It supports all DOCSIS 3.0 standards including 
channel bonding, both IPv4 and IPv6, and advanced encryption services. 
The Motorola SBV6120 SURFboard Digital Voice Modem builds on 
the SB6120 and offers up to two lines of full-featured digital voice ser-
vice. Finally, the Motorola SBV6220 SURFboard Digital Voice Modem 
also builds on the SBV6120 and offers Lithium-ion battery backup, 
which can provide backup power during a power outage.

Motorola’s high speed cable modems are powered by Texas 
Instruments chips. 

“TI is proud to support Motorola and the MSO community to help 
drive the quick, industry-wide adoption of standards based DOCSIS 
3.0,” says Dennis Rauschmayer, Texas Instruments Digital Con-
nected Home General Manager.  “We are confident that the selection 
of TI’s Puma 5, the first standards compliant DOCSIS 3.0 chip, 
will enable consumers to experience higher transfer speeds and next 
generation video and voice services.”

For Comcast’s fellow cable operators or “Multi-Service Operators” 
(MSOs) who don’t yet offer IP connectivity to their customers, the 
Comcast Media Center (CMC) recently launched “HITS Broad-
band”, a service that provide cable system operators with an alterna-
tive for IP connectivity (via Comcast’s own fiber optic network), 
and will give MSOs the ability to launch new advanced services 
supported by CMC.
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Advanced services, such as IPTV and high-speed Internet access plans, 
demand vast amounts of additional bandwidth, and MSOs must scale 
their back-end networks accordingly to gain capacity. To achieve increas-
ing bandwidth at reasonable expense, MSOs generally resort to adopting 
Ethernet technology, which provides the lowest cost-to-bandwidth solution 
for internetworking and is the world’s most widely deployed networking 
protocol. This activity has enriched the coffers of such companies as MRV 
Communications that has supplied advanced edge network equipment 
to carriers, service providers and enterprise customers worldwide. MRV’s 
OptiSwitch line of Ethernet switching products can provide MSOs with 
a full solution to interconnect the network, from a few ports of 10 Mbps 
Ethernet to hundreds of gigabits of Ethernet switching. 

MRV’s OptiSwitch family also provides full IP routing and MPLS 
(OS-Z and OS-M) capabilities to allow 3rd party ISP connections for 
the customers without wasting bandwidth or overhead. To connect 
these growing back-end networks, MRV offers the FiberDriver product 
line, which consists of a bevy of fiber-optic interconnect products, from 
repeaters and converters to large Wave-Division Multiplexing (WDM) 
systems.  Repeaters and converters allow legacy equipment to be kept 
in place while taking advantage of the latest in fiber-optic technology, 
including single-fiber and fiber-optic redundancy. MRV products allow 
up to 48 channels of Gigabit Ethernet to operate on a single fiber-pair, 
and the cost scales down to very inexpensive, 4-channel WDM solutions.

Will that be a Triple or Quad Play?

One of the more interesting services to appear in selected markets is 
Pivot, a Comcast/Sprint quad-play venture (voice, video, data, and wire-
less) that enables your Sprint cell phone to connect to Comcast services. 
With Pivot, you can get Fox News, E!, and Bloomberg News along with 
made-for-mobile channels on your phone, along with sports, movie trail-
ers and streaming music. There’s even a programming guide.

Pivot allows for unlimited calling (with no wireless minutes consumed) 
between your wireless phone and your Comcast Digital Voice home 
phone. You can forward calls from home to wireless or vice versa, for 
no additional charge. You can check your home and wireless voicemail 
with a single call, or download songs from the Sprint Music Store.

As for triple play services (minus the wireless phone connection), 
the FCC recently decided that the exclusive “triple-play” deals that 
cablecos have negotiated with multi-tenant residential apartment 
buildings block consumer access and harms competition for voice, 
video, and broadband services. As a result, the FCC has banned carri-
ers “from entering into exclusive contracts to provide telecommunica-
tions services in residential apartment buildings,” thus allowing other 
companies to somehow entreat multi-tenant building dwellers into 
subscribing to their services. 

The cable industry’s principal lobbying group, the National Cable & 
Telecommunications Association (NCTA), has maintained that un-
der such an open arrangement, cable operators would find it difficult 
to recover their investments in apartment building infrastructure. 

Quest for Quality

As many services get squeezed through a cable network, particularly 
IPTV, concerns over quality reach near paranoid proportions, since a few 

bad visual experiences can boost customer churn. In response, compa-
nies such as Symmetricom (News - Alert) have arisen to manufacture of 
high quality telecommunications products and testing solutions.

Gary Croke, Director of Marketing for the QoE Assurance Division 
of Symmetricom, says, “We commissioned MRG to conduct an inde-
pendent study of top North American cable providers, to gain insight 
into what is happening with cable digital network video quality. 
We captured and tabulated the results. Some interesting facts were 
uncovered. First, video quality is of central importance. That’s evi-
denced by a couple of numbers: 90 percent said that video quality as 
a critical or very important part of their video initiatives. 80 percent 
said that service quality is the main reason why they get calls to their 
calls centers. 62 percent of all errors resulted in service calls driving 
up operating expenses. So, the first takeaway is that video quality is of 
central importance. Now there’s recognition amongst these operators 
that network monitoring is critical.”

“Secondly, operators are struggling to find the monitoring tools that 
they need to find the right job,” says Croke. “I think this is evidenced 
some numbers: 61.9 percent of cablecos said they find out about errors 
from customers phone calls. Their ‘monitoring solution’ today ap-
pears to be their customers. It’s a very reactive situation. Also, only 31 
percent of the cablecos said they use tools to do any monitoring, which 
is why they’re struggling with quality. Additionally, current tools avail-
able to cable operators aren’t sufficient in that they lack the ability to 
accurately measure what the end-user quality of experience actually is. 
They’re more focused on the network than they are on end-user QoE. 
Moreover, these cable guys are saying that the tools are too costly.”

“Third, 65 percent of the problems appear in both the last mile and the 
home, with 50 percent of the cable operating issues arising from the 
home network/customer premises,” says Croke. “This is expected to be 
high since many problems occur inside customers’ homes from faulty 
wiring, self-installed coax wire or bad equipment. No other responses 
came close to issues from the customers’ home. Headend issues were 
second with 19.5 percent, followed by Edge/Node at 14.9 percent.”

“All of this is why cablecos are looking to monitoring companies to find 
effective solutions to monitor things such as the last mile,” says Croke.

It seems inescapable – many of today’s most exciting communications 
developments will continue to emerge from the cable industry.  IT 

Richard Grigonis is Executive Editor of TMC’s IP Communications Group.
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www.motorola.com

MRV Communications
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Symmetricom
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Texas Instruments
www.ti.com
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By: Richard “Zippy” Grigonis

ClearOne is a Clear Choice

ClearOne (News - Alert) (www.clearone.com) 
offers some of the world’s finest audio conferenc-
ing systems and other related products for audio, 

video and web conferencing applications. Indeed, their 
diverse product line has something to meet just about any 
type of audio conferencing need, from the office desktop 
to large group conferencing environments such as board-
rooms, training centers, courtrooms and auditoriums. 
They even offer microphones and conferencing furniture. 

ClearOne’s Mark Child, Director of Product Marketing, Telephony, 
says, “For many years we’ve operated in the high-end, professionally-
installed conferencing systems market, which is a fairly narrow 
channel. In the worldwide tabletop market, however, we are a fairly 
recent entrant. About five years ago our first tabletop products were 
launched, infused with all of the same great technology we’re famous 
for in our high-end systems. So perhaps my message to the public is, 
‘There is an Alternative. And we are the Better Alternative’. There are 
many reasons why.”

“Our audio conferencing technology is used by many Fortune 500 
companies,” says Child. “We have both analog and IP-based prod-
ucts. On the analog side, the technology has been established for a 
very long time. Plug our products into a conference room phone jack 
and they work extremely well.”

Child elaborates: “We have a family of tabletop conference phones 
called MAX. The MAX EX is an analog conference phone that 
provides top-notch, full-duplex audio in small- to medium-sized con-
ference rooms and includes echo cancellation, noise reduction, and 
first mic priority. For larger rooms you can link up to four MAX EX 
phone units — called MAXAttach — for much better microphone 
and loudspeaker coverage.”

“MAXAttach EX is an expandable tabletop analog conference 
phone that comes with additional phone units that can be daisy 
chained together to provide full-duplex audio in medium- to large-
sized rooms,” says Child. “You can daisy chain up to four phone 
units for unbeatable microphone and loudspeaker coverage in larger 
rooms. All of our analog MAX products work with any standard 
analog PBX. Our wireless version of MAX, called MAX Wireless, is 
one of our most popular analog products.”

“Our ability to daisy chain phone ‘pods’ together distinguishes us 
from our competitors,” adds Child. “Other manufacturers just add 
extension mics to their audio conferencing systems, which allows 
more people to be heard, but there’s still only a single loudspeaker 
and keypad. That makes it difficult for people at the ends of a long 
conference table to hear what’s going on and for them to reach the 
keypad in order to mute or add someone else to the call.”

“On the IP side,” says Child, “we completely support SIP (Session Ini-
tiation Protocol), the standard call control signaling protocol used in IP 
communications. You can plug our MAX IP equipment into just about 
any SIP-based IP PBX and it will run right out of the box.”

“At our Salt Lake City headquarters we use a Cisco IP telephony 
system,” says Child. “In my office, I use our Chat 150 speakerphone, 
which plugs directly into the telephone handset on my desktop. With 
the Chat 150, I don’t need to pull an extra phone line into my office. 
In this way I retain all of the functionality built into my handset and 
it’s easy to conduct an ad hoc, hands-free audio conference. There 
is also a version of the Chat 150 that works with Avaya IP handsets. 
The Chat 150 is also a USB device that can be used with Skype or 
the softphone client on my PC.”

“The award-winning Chat 50 is an even smaller USB audio device, 
about the size of a deck of cards,” says Child. “It targets the travel-
ing professional or the home-based office worker, somebody who 
doesn’t have a big office or conference room, and may want to use 
something like Skype to make phone calls. When I’m on the road I 
use the softphone client on my laptop to dial through the broad-
band connection back to our IP PBX. The Chat 50 is very easy 
to carry around and it has great sound quality. Our competition 
relies on the processing power of your laptop or PC to do the audio 
processing work, so there’s no DSP [Digital Signal Processor (News 
- Alert)] in the phone unit itself. Our differentiator is that we have 
the processor power built into the box itself, giving the user a much 
better audio experience.”

“We’re also participating in the surge in unified communications,” 
says Child. “We partner with Vidyo (News - Alert), a company 
that is doing some really forward-looking things involving video 
conferencing on laptops and PCs. They use our Chat products as the 
audio component to their video conferencing system, because our 
equipment is such an easy add-on. You just plug it in and it becomes 
the default audio peripheral for windows and then you just do your 
video conferencing with their equipment.”

“Finally, we’re looking to grow the number of distributors and resell-
ers around the world who carry our products,” says Child. “For those 
telephony and IP resellers looking for a better alternative at an afford-
able price, they should give us a call and come on board.”   IT

Richard Grigonis is Executive Editor of TMC’s IP Communications Group.

“Our ability to daisy chain phone ‘pods’ 
together distinguishes us from our 

competitors... Other manufacturers 
just add extension mics...”

Innovative Ideas from the “Audio Conferencing” Experts
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Chris Jones is Founder, President and CEO of 
Intuitive Voice Technology (News - Alert) (IVT), a 
company whose technology brings enterprise level 

communications features and support to small businesses 
via an easy-to-use, intuitive interface. Jones has an exten-
sive computer telephony background. He previously was a 
lead engineer for the elite “Advanced Voice Systems” group 
of MCI where he helped engineer countless innovations 
that shaped today’s VoIP revolution. He has also provided 
solutions or support to nearly half of the Fortune 100 
companies over the last ten years. Jones has also contrib-
uted to major projects by Nortel, Genesys (News - Alert) 
and many others. He has a call center background, where 
he did CRM and CTI integration, making a phone system 
the “glue” of the enterprise. He founded IVT as an outlet 
to evangelize a proven process and methodology he has 
found to work for many other companies.

RG: Tell me about your business model.

CJ: Our product is based on Asterisk. Our product has a GUI inter-
face that overlays the underlying Asterisk code. Our niche is that we 
are a complete solution. We integrate the phones, the Asterisk layer 
and the operating system. Everything is very tightly mingled together. 
It’s really a one-stop shop if you’re looking to deploy an Asterisk 
solution. It’s very easy to use. The system uses auto-discovery of your 
phones and settings. So we try to be a plug-and-play type of device for 
IP phone systems. It’s a tough claim to make but we do everything we 
can to make things as easy as possible.

RG: The Asterisk code is free, but you’re providing your own propri-
etary wrapper around that?

CJ: Yes. We do follow the Asterisk code base, so as Asterisk comes out 
with new releases, we move forward with them. It’s not like we took 
an older release of Asterisk and ‘froze it’ and started making our own 
contributions to it.  We literally stay with the Asterisk code base; we 
make contributions to Asterisk and feed the project. 

RG: It’s always interesting to see how open source companies make 
money off of the “surround stuff ” of hardware, additional software 
and support.

CJ: The term “free” can actually do more bad than good for you, 
because people think they have to pay for something to get quality. 
Where we make our money in innovation. We provide some really 
innovative features on top of Asterisk. We therefore have software 
for which we charge. But additionally, we charge in the services and 
support area. Hardware is not a big area for us, but we do sell it. 
However, we do preinstall systems. A customer can literally dump 
their requirements on us, and we’ll preconfigure the system and ship it 
to them completely configured with their auto-attendant, with all of 

their phones built out, and literally in a plug-and-play condition. We 
also have a network of resellers across the country, so if the customer 
wants somebody to arrive on site and install it, we can handle that as 
well. Mainly we bring “polish” to the picture. We polish Asterisk and 
provide a complete phone system solution.

RG: So if I dissected your company, what would I see?

CJ: Right now we’ve got 10 employees. We were founded in 2005. 
We were one of the first Asterisk-based PBX companies to launch and 
we were one of the first companies to put a GUI on Asterisk. When 
we started this project, there was no graphical interface for Asterisk at 
all – you were stuck with the command line options. The first release 
of Asterisk that we started working on was 0.72. 

RG: What’s ahead for IVT and Asterisk?

CJ: Our vision for Intuitive Voice is to literally bring high-end, quality 
features down to the average business owner, via both Asterisk and 
through open source. So we’re literally giving the customer screen pops 
and self-automation and IVR-type features, through our Evolution 
PBX 3.0 platform, and we give it to them in an easy-to-implement way. 
And we have available professional services as well as canned products.

Additionally, we have a great team here at ITV. There’s Bill Sotto, who is 
our Senior VP of Sales. He comes to us from Citel. And then there’s Rick 
Kelley, our Senior VP Strategic Initiatives and COO who has a background 
in military communications. We do everything from sales to marketing to 
building systems. We outsource some development work, but we do a lot 
in-house. Our GUI is done mostly in PHP, and when we get into some of 
the other applications, we work in shell scripting and PERL. 

In any case, our Evolution PBX packs high-end system features into 
a simplified package. We even have follow-me cell phone integration. 
Every business can now have IP telephony features in an intuitive 
low-maintenance PBX.   IT

Richard “Zippy” Grigonis is Executive Editor of TMC’s IP Commu-
nications Group.

Talking with Chris Jones of Intuitive 
Voice Technology By: Richard “Zippy” Grigonis

Table of Contents  •  Ad Index
GoTo: GoTo:

http://www.tmcnet.com/snapshots/snapshots.aspx?Company=Intuitive+Voice+Technology
http://www.tmcnet.com/enews/subs.aspx?k1=%22Intuitive+Voice+Technology%22
http://www.tmcnet.com/snapshots/snapshots.aspx?Company=Genesys
http://www.tmcnet.com/enews/subs.aspx?k1=Alcatel&k2=+Genesys
http://www.itmag.com


May 2008   INTERNET TELEPHONY®    35Subscribe FREE online at www.itmag.com

www.tmcnet.com/1946.1

Nortel Goes Open Source
Nortel introduced a SIP-centric unified 
communications solution for small and 
medium businesses. The new solution, 
Nortel Software Communication System 
(SCS) 500, is designed to enable smaller 
players to leverage various technolo-
gies which were only available to large 
enterprises with bigger budgets in the 
past. Here’s the kicker: the new solution 
is based on open source technology.

The SCS 500 comes complete with pres-
ence/instant messaging, IP telephony, 
conferencing, and other advanced 
applications, and will be available on 
hardware systems through Nortel’s col-
laborations with IBM and Dell
www.nortel.com

www.tmcnet.com/1947.1

Fonality Unveils Version 4.0
Fonality announced a new point 
release of their PBXtra phone system. 
Version 4.0 of PBXtra offers a series 
of new features including advances 
in mobility. The new system features 
FindMe with Boomerang Mobile 
Integration, a unique feature that uses 
presence detection to find users on 
their mobile devices, allowing them 
to answer the call or forward it to 
another extension.

The built-in presence detection 
enables the system to keep track of 
an employee’s keyboard and mouse 
activity and can then route calls to 
their cell phone based on inactivity 
on their computer.
www.fonality.com

www.tmcnet.com/1948.1

Westcon Adds Ingate to Enterprise 
Solutions Portfolio
Ingate Systems announced that it has 
been selected by Westcon, a leading 
specialty distributor of advanced network 
technology 
solutions, 
to add its 
award-win-
ning Ingate 
Firewall, 
Ingate SI-
Parator, and broad range of security solu-
tions for SIP to the Westcon portfolio of 
enterprise offerings, including Westcon’s 
new Open Source ecosystem of products.

Ingate will be participating in Westcon 
Group’s CollaborationPoint OpenSource 
program, a targeted solutions program 
that helps resellers deliver business-class, 
open source communication solutions to 
their end-user communities.
www.ingate.com

www.westcongroup.com
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New Version of Switchvox IP PBX 
From Digium
Digium, Inc., the 
Asterisk Company, 
released Switchvox 
SMB 3.5 and the 
AA60 Switchvox Appliance. The new 
version introduces features and enhance-
ments geared towards larger companies, 
and the AA60 Switchvox Appliance was 
designed specifically with the needs of 
small business in mind.

New features in version 3.5 of the IP PBX 
software make it easier for administrators 
or resellers to set up larger systems more 
quickly than ever before. Bundling Switch-
vox SMB 3.5 on Digium’s AA60 Switchvox 
Appliance makes for an even more reliable 
communications solution and saves valuable 
space in a small office environment.
www.digium.com
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Pingtel (News - Alert) Announces 
Latest SIPxchange
Pingtel announced version 3.10 of its 
SIPxchange ECS open source VoIP solu-
tion. This new version adds more than 
170 new high-value features. Key new and 
enhanced usability enhancements include:
•    An extended user control portal — Pro-

motes individual user self-management 
by putting the individual user in con-
trol of key features such as time-based 
find-me/follow-me, voicemail manage-
ment, and personal phone book, speed 
dial and preference management; 

•    New auto-attendant features — Includes 
a user configurable personal auto-atten-
dant for every user on the system;

•    Enhanced dial plan features — Con-
sists of time-based dialing rules with 
different admin defined schedules; 

•    Extended presence services — In-
cludes visual state indication and 
phone display; 

•    New group paging services — Incor-
porates an integrated group paging 
server and support for regular SIP 
phones and in-ceiling devices.

www.pingtel.com
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Intuitive Voice Passes 3,500 Deployments
Intuitive Voice Technology has announced 
that it has successfully deployed more than 
3,500 deployments of its Evolution PBX 
software platform. The Evolution PBX 
product line for small and medium-sized 
businesses includes a hardened subset of the 
popular open source Asterisk code base.

With Evolution PBX and the Java-based 
iView Operator Console, small businesses, 

entrepreneurs, and sales professionals 
are empowered with a communications 
system that functions similar to the mil-
lion-dollar PBX systems FORTUNE 
500 companies use, at a fraction of the 

cost of many proprietary solutions.
www.intuitivevoice.com
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Sangoma Announces Lifetime Warranty 
on Telephony Cards
Sangoma Technolo-
gies (News - Alert) 
has announced a 
lifetime warranty on 
their Advanced Flexible 
Telecommunications (AFT) 
product line. The program in-
cludes a no questions asked 30-day money 
back guarantee, Sangoma’s renowned free 
technical support, and free replacement in 
the unlikely event of a defect.

“We want our customers to understand 
that our products have a level of quality 
that others simply cannot duplicate,” said 
Doug Vilim, VP of Sales at Sangoma.
www.sangoma.com
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Trolltech’s (News - Alert) Qt 4.4 Avail-
able for Test and Feedback
Trolltech has delivered a Release Candidate 
of Qt 4.4 to its commercial customers and 
open source users for testing and feedback. 
Qt 4.4 is the upcoming release of Trolltech’s 
leading cross-platform software develop-
ment framework. The final release of Qt 4.4 
is currently scheduled for mid Q2 2008. 
The Release Candidate presents all new 
features for testing and feedback. Preview 
packages are now available for Windows, 
Mac, and Linux desktop operating systems, 
as well as for Qt Embedded platforms: Em-
bedded Linux and Windows CE. To learn 
more and to download the preview pack-
ages, please visit the company’s Web site.
www.trolltech.com
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By: Greg Galitzine

Speakeasy Business VoIP is popular with small busi-
nesses because it cuts costs and delivers competitive 
advantages that are for the most part unavailable 

with traditional phone systems. Advanced features give 
small businesses a productivity boosting toolset for maxi-
mizing business continuity.

Newport Communications

According to Chris Odor, Information Technology Manager at 
Newport Communications, “Speakeasy Business VoIP is a much more 
robust and effective system than a traditional PBX phone system. You 
get a lot more scalability and a lot more flexibility.”

Newport Communications Group operates a multimedia network 
for trucking and its allied industries. In addition to two magazines — 
Heavy Duty Trucking and RoadStar — Newport offers full market 
research capabilities and targeted advertising via the Internet, sales lit-
erature distribution, truckers’ radio and on-site media. The company 
employs fifty professionals — 15 in Irvine, five in Chicago, five in 
Northern California, and the rest in home offices across the country.

It’s the solution’s ability to accommodate such a far-flung workforce 
that really appeals to Odor.

“It allows us to tie all our sales offices, editors, and other employees 
into one system. We save on long distance and have the appearance of 
one unified company, even though we’re spread out.”

With Speakeasy’s Auto Attendant, Newport was able to eliminate 
the need for a receptionist. With the Find Me/Follow Me feature, 
employees on the road never miss important calls. Remote employees 
are tied in via Speakeasy TeleWorker service. All of these services are 
hosted under Speakeasy’s private nationwide network. 

Employees all over the country are united by one phone system, enabling 
no-cost extension dialing and effortless call transfers. Upfront costs were 
less than 15 percent of what Newport would have paid with a traditional 
phone system. Newport enjoys cost control and single-bill efficiency — 
rather than reimbursing employees for disparate home office services.

Matchstic

Speakeasy is also known for offering a level of customer support above 
and beyond what the typical consumer ISP or local phone company 
is known for. In fact Speakeasy has been receiving high marks for 
customer support for more than a decade.

Dustin Britt, Operations Manager for Atlanta, GA-based Matchstic 
says, “Phone service is often seen as a commodity, and we do get great 
features at a great price from Speakeasy. But we also get a very unique 
level of customer service. My Dedicated Business Account Manager 
is always responsive and proactive. When I need something done, he 
makes it quick and painless, so I can get back to work.”

Matchstic is a branding and design house whose six-person team 
serves a wide range of clients from Grammy-winning musicians to 
corporate America. When Matchstic moved to a new office space in 
2006, they decided to combine their voice and broadband services 
with a VoIP solution, and selected Speakeasy.

With such a small number of employees serving a diverse and growing 
client base, Matchstic is a great example of a company that absolutely 
needs to get the most from each employee by maximizing productivity.

Speakeasy’s simplified phone system management via an intuitive 
Web-based control panel makes access to the solution’s feature set 
much easier for Matchstic employees. Speakeasy service provides a 
plethora of features, including basic phone functions like caller ID, 
call forwarding, call hold, call transfer, call waiting, 3-way calling, 
redial, do not disturb, speed dial, and hook flash. 

The service also offers innovative features such as:

•    Find Me/Follow Me, which allows users to define call treatments – 
how incoming calls are routed or forwarded for individuals or groups 
of inbound callers – ensuring that important calls are not missed.

•    Remote Office, which enables users to make and receive calls from any 
phone as if they were in the office, regardless of their actual location.

•    Voicemail as Email, which allows users to receive their voicemail as 
an attached .wav file in their e-mail inbox.

•    A VoIP Communications Toolbar, which is a plug-in designed 
to allow users to access their Business VoIP features directly from 
Outlook or Internet Explorer. The toolbar can be used to access 
virtually all of the Business VoIP features, including placing and 
accepting telephone calls, transferring calls, changing telephone 
settings, and 3-way conferencing.

Speakeasy continually tries to stay ahead of the competition by being as 
flexible as possible for their customers. As this article was headed for print, 
Speakeasy announced a new broadband policy. In essence, the company 
agreed to allow customers to choose their broadband provider with any of 
Speakeasy’s voice services. (Speakeasy had historically required customers 
to use Speakeasy broadband service for quality reasons.) 

This new broadband service offering was created to give small busi-
nesses more flexibility to fit their specific needs.

Announcing the new strategy, Speakeasy president and CEO Bruce 
Chatterley said, “Most of our competitors are anchored to a rigid 
model of requiring customers to use their voice services with their 
broadband or they don’t offer broadband at all. We are one of the only 
telecommunications companies in the United States to offer both op-
tions to our customers.”  IT

Speakeasy Keeps Small Business 
Customers Happy

“Speakeasy continually tries to stay ahead 
of the competition by being as flexible as 
possible for their customers.”
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Your Communications Evolution Begins
In Los Angeles This September...
Today’s communications infrastructures must evolve to meet the

demands of today’s multi-tasking, always on-the-go employees.

For enterprises, it’s crucial to quickly deploy an effective mix of unified

communications, converged fixed/wireless networks, and hosted solutions.

Service providers must deliver superior voice quality, reliable network

security, scalability, cost and expense management.

INTERNET TELEPHONY® Conference & EXPO (ITEXPO) is the premier IP communications

event because it combines the finest unbiased academic program with the most robust

networking experience you’ll find. Since the first ITEXPO in 1999, more than 80,000

professionals have used the event as their primary venue to learn, exchange ideas, develop

new contacts, and meet with vendors who become their partners in success.  The result is

one of the most unique atmospheres you will find at any trade show, where knowledgeable

people gather to improve their businesses.

SPECIAL ADVERTISING SECTION
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of peers, potential
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company imaginable at

ITEXPO.

Attendees from 111

different countries were

represented on the ITEXPO

registration list in 2007.  

111 Countries

More than 4,000 companies

attended ITEXPO in 2007 -

including large and small

enterprises, resellers,

hardware & software

manufacturers,

developers, and service

providers.

4,000 Companies

Network With a GLOBAL AUDIENCE
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ADVANCED LEARNING THROUGH INTERACTION

SPECIAL ADVERTISING SECTION

Trade shows and conferences provide the unique setting

where topic-specific breakout sessions combine with 

face-to-face networking opportunities to provide a rich,

comprehensive education.

At ITEXPO, every session, workshop, certification

course, and keynote speech prepares you to engage in

the truly enriching personal conversations with vendors

and partners that will guide you to smart decisions.

ITEXPO CONFERENCE PROGRAM OVERVIEW:

TMC University Certification Courses:

Comprehensive, day-long seminars

concluding with a 30-minute exam that

certifies your competence selecting,

deploying and utilizing technolgies like Microsoft OCS,

Building Enhanced Services with SIP, Open Source, and

IP Network Security.

Market-Specific Conference Tracks:

Enterprises, SMBs, and Service Providers learn from

true practitioners how to select, deploy, and manage IP

communications systems.

Free Workshops & Seminars:

All attendees are invited to free educational programs.

Topics covered include Reseller Opportunities, SIP

Trunking, and Voice Peering.

ITEXPO WEST 2008  -  SEPTEMBER 16-18, 2008  -  L.A. CONVENTION CENTER, LOS ANGELES, CA  - ITEXPO.COM

MORE INFORMATION & REGISTRATION:

Attendees: www.itexpo.com, or call Frank Coppola: 
203-852-6800 x131.

Exhibitors: Contact Dave Rodriguez at 203-852-6800 x146
or email drodriguez@tmcnet.com.
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Feature Story

Founded in 1984, Sangoma Technologies got its 
start by offering data communications products 
based on the PC platform. In May 2000, through 

a reverse takeover, Sangoma Technologies became a pub-
licly traded company on the Toronto Venture Exchange 
(TSXV:STC), and since 2005, when Sangoma began to 
address the needs of the voice market, the company has 
enjoyed a period of growth, doubling in size.

Sangoma offerings address a wide variety of industries including tele-
communications, finance, aerospace as well as other industry vertical 
markets such as government, retail, hospitality, and education.

David Mandelstam (News - Alert) is Sangoma’s Founder, President 
and CEO. I had the opportunity to speak with Mandelstam, who 
earned a degree in Mechanical Engineering from the University of 
Witwatersrand in South Africa, and a Master of Science in Aero-
dynamics from the Cranfield Institute of Technology in the United 
Kingdom. Currently residing in Toronto, Mandelstam is passion-
ate when it comes to discussing his company and the open source 
telephony market.

I asked Mandelstam to step back in time a bit and describe what it 
was like to be a part of the pioneering days of open source telephony.

GG: Did you ever imagine open source telephony would have such a dis-
ruptive impact on the market at large? Please describe those early efforts.
DM: I had known Mark Spencer for some time before he began work 
on Asterisk, as his first job with ADTRAN was related to a Frame Re-
lay application that used Sangoma cards. When Mark Spencer (News 
- Alert) first contacted me and invited us to support his early Asterisk 
initiatives, we were in the middle of the telecom recession with a little 
engineering time on our hands. This allowed us to experiment with 
our original rather unsuitable T1/E1 cards to the extent we could hear 
voices from the PC speaker. 

At the time, we were captivated by the technology and hugely im-
pressed by Mark’s achievement. It was certainly a neat trick, but surely 
had very little value beyond a hobbyist’s toy. To me it seemed to be a 
non-starter that anyone would replace their telephone system, which 
is any company’s first gateway to the world, with some white box PC 
running an open source telephony project above an open source oper-
ating system, neither of which came with any kind of support.

I am very pleased to admit myself totally wrong in that judgment. Right 
now Sangoma, together with countless thousands of other companies 
are doing exactly that. We run the Fonality PBXtra, in our office, a 
great example of a successful, stable, full featured PBX built on Asterisk.

At the time of our first experiments, our range of cards was not 
well suited for telephony, but we were in the process of redesigning 
our product line based on the Advanced, Flexible Telecom (AFT) 
architecture used in all our current product line. Notwithstanding 
our opinions of the OST market potential, it was easy at that time to 
adjust the AFT design so that in addition to handling traditional IP 

or X.25 or Frame Relay or HDLC streams, it would also handle voice 
traffic in a highly efficient manner. We expected an eventual return on 
our investment, but not much more.

We have been highly gratified by the reception of both Asterisk, and 
Sangoma AFT cards in the marketplace. While many of our products 
are dual use, in that they can be used for both voice and data (both 
voice and data at the same time in many cases!) we rapidly found 
ourselves developing voice-only products like analog FXO/FXS cards 
and ISDN BRI cards. So Sangoma has enthusiastically embraced the 
whole OST movement, participating as supplier, of course, but also as 
a significant sponsor and advocate wherever we can.

GG: When did you realize you could make a business out of this?
DM: Well it kind of grew on us. Like most businesses, we have 
many initiatives; some of which work and some of which don’t. We 
expected that this would add a nice little five or 10 percent fillip to 
our revenues.

GG: How would you describe the market today?
DM: I would say it’s at the stage where there is a great sea of small 
integrators that work with Asterisk and install a few hand-engineered 
systems a month. They’re great customers, but they are virtually all 
individuals. What’s beginning to happen is that these people are 
beginning to coalesce into real businesses with multiple employees, 
proper infrastructure, decent funding… all the things which make the 
difference between a really small business and something that is much 
more successful. Fonality is a great example of that, of a company that 
has funding, management expertise, a good business plan... all the 
things that are required to have a proper, real, focused growing busi-
ness, where every quarter is better than the quarter before. 

Of course, they’re not alone in this business. As other professionals 
begin to emerge from this group, that’s very good for us, because we 

Speaking With David Mandelstam,  
Founder, President and CEO, Sangoma Technologies

By: Greg Galitzine
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have a reputation for producing cards that work and if you’re really in 
the business, you can’t afford to have failures in the field — failures 
are very expensive.

GG: Are there any other exciting deployments or developments?
DM: We’re not only working with voice in the open source commu-
nity, we’re working on proprietary systems too, and one of the compa-
nies that’s working with us on integration is Aastra (News - Alert), a 
branch called Aastra DTV in Germany, who make a soft PBX, which 
needs a gateway. That looks like a very interesting one.

Then, there’s a deployment with Open Wave in South Africa, which 
features a capacity of 1,000 simultaneous calls for the Internal Rev-
enue Service of that nation.

And, we’re also working with Microsoft on the company’s new unified 
communications initiatives. We have a gateway product that works in 
conjunction with Microsoft’s Office Communications Server and that 
looks like a very interesting opportunity as well.

GG: What’s the nature of that opportunity?
DM: We use our cards, but with gateway software, which con-
nects the Office Communications Server and does two things: it 
provides it with a PSTN gateway and it also provides mediation 
services. Because Microsoft’s SIP and other SIP applications are 
not necessarily the same, one needs to use a mediation gateway 
to do that translation. We do those two functions. The solution 
is part of the Microsoft server — it doesn’t require external boxes 
— and it’s very much less expensive than buying a gateway device 
from some other vendors.

We even have some high-profile deployments, including one with 
Consolidated Edison who have quite a large number of installations 
of this type.

GG: Would you characterize the opportunity as a global one?
DM: For the last few quarters our sales outside of North America 
have exceeded our U.S. sales. The market is growing faster outside of 
North America, and as we add more distribution and as we add more 
products we’re seeing that part of the industry growing quite fast.

GG: Please tell me a bit about the current state of Sangoma’s distribu-
tion network and your plans to expand the channel.
DM: Sangoma’s marketing model is based on the recruitment and sup-
port of best-of-breed distributors in each region. All our distributors are 
characterized by an in-depth technical knowledge, the distribution of 
complementary products allowing for one-stop shopping, and an enthu-
siastic and energetic approach to handling Sangoma products. We do not 
demand any kind of exclusivity, being confident that our superior prod-
ucts are able to compete extremely effectively on their own merits against 
anything in the marketplace. But we do insist on organized marketing, 
ethical behavior and a willingness to go the extra mile for their custom-
ers. Because we do not guarantee regional monopolies, the distribution 
system is self governing in that the more successful distributors in a region 
will expand at the expense of less successful ones. It is in our customer’s 
interests that they have a choice of source at all times. Our distribution 
system is healthy and growing, with two new distributors having been 
added in South America and the United States in the past two months.

We are actively recruiting new channel partners in certain key parts of the 
world where our distribution network needs strengthening. However, we 
are very selective and we feel that it is better to be without adequate distri-
bution in a region rather than deal with an organization that is sub-optimal.

GG: Do you have any plans to move into other markets beyond telecom? 
DM: As you know, our genesis as a company was originally in data 
transport, some of which did not involve any form of telecom. Much 
of our business today still involves data communications. Some of 
Sangoma’s current data communications business would be character-
ized as being part of the telecom infrastructure, but some of our larg-
est markets definitely fall outside of what is conventionally considered 
to be telecom.

Sangoma has grown by leveraging its strengths. We constantly watch 
trends and should an opportunity present itself, the company wouldn’t 
be opposed to pursuing it. Our focus is however on remaining the best 
at what we do. Therefore, we would only look at opportunities that 
would allow us to maintain an engineering leadership position.

GG: What about your product roadmap? What new offerings might 
we expect to see from Sangoma in the months ahead?
DM: In general terms you can expect to see new hardware and soft-
ware products for both voice and data that expand on and enhance 
current product offerings. The release of the A500 BRI card last year 
rounded out our conventional line-driven telephony offerings so 
that all modern telephony technologies are properly supported; from 
simple two-line analog cards through to 240-channel eight-port E1 
cards. There are obviously gaps in higher speed interfaces such as T3/
E3 and beyond, but the demand has not been there for those types of 
products to run on current PC platforms. We do provide T3/E3 cards 
for data only, as data is a less demanding application than voice.

The new products to be released this year will have larger software 
components and will combine technologies in novel ways. We are 
looking at expanding our driver support to work with more operating 
systems and applications.

GG: What else would you like our readers to know about Sangoma?
DM: We continually try to raise the bar. We work very hard from 
an engineering and a marketing point of view to be the leader in 
whatever we do, and that’s a trend that we are going to continue. Life 
is very exciting at Sangoma.

Our business is not to make the end user products. Our business is to 
empower our customers by providing them with the right building 
blocks. Our customers are really the beneficiaries of what it is that we do, 
and we work to make our customers lives easy, and they in turn do all the 
clever stuff in order to provide the end user products to their customers. 

At press time, Sangoma announced it was offering a lifetime warranty 
on their Advanced Flexible Telecommunications (AFT) product line. 
Sangoma, which previously offered a five-year warranty, has raised the 
bar by upgrading to a lifetime warrantee. The program includes a no 
questions asked 30-day money back guarantee, free technical support, 
and free replacement in the unlikely event of a defect.

Addressing that announcement, Mandelstam said, “We believe this 
move will send a message to potential customers, users and partners, 
that when it comes to reliability, we will not be outdone.”  IT
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Green-mania is everywhere. Server farms are using 
DC-powered computers and other devices – you 
can extract 10 to 30 percent more performance 

out of them for the same amount of power. (Eltek Valere 
of Norway now offers the Flatpack 2 High Efficiency 
Rectifier that reduces by 50 percent the amount of energy 
wasted in the AC-to-DC conversion process in telecom 
networks.) Virtualization software now eliminates low 
system capacity utilization and poor performance for large 
groups of devices. Telepresence vendors such as Cisco, HP, 
Tandberg (News - Alert) and Polycom are extolling the 
wonders of virtual travel. It goes on and on… 

BT’s, Steve Rayner, Global Head of Data Center Operations and End User 
Technology, says, “We operate around 108 datacenters globally,” says Rayner. 
“We have significant telephony points of presence plus a high number of 
telephony exchanges in the U.K. I guess our history of 50 years in telephony 
is based around having DC power and fresh-air cooling as the infrastructure 
of choice within the telephony environment. We’ve grown over the last 25 
years, with datacenters in the U.K. and we’re quietly grown other businesses, 
datacenters and networks globally to the point where, in real terms, our 
status is enormous in terms of footprint. The cost associated with running a 
large datacenter is astronomic. In the U.K. alone we use 0.8 percent of the 
country’s electrical energy. It’s a significant amount of money.”

Dave Needham, BT’s Head of Datacenter Strategy, says, “Today we’re 
taking the learning we have within our telephony infrastructure and 
are applying it into our datacenter estates. In supporting the Kyoto 
targets BT set a target to reduce its 1996 footprint by 25 percent by 
2010, and we actually achieved a 60 percent reduction. BT has now 
pledged to reduce its footprint by 80 percent from the 1996 figure 
by 2016. This is no mean feat and will require even further improve-
ments on energy efficiency. Today we’re achieved around a 60 percent 
reduction on what was happening during the 1996 starting point.”

“The drive for datacenter space in the U.K. for our own use is great,” 
says Needham. “We’re very much ‘full up’ in our estate and therefore 
we need to do something in terms of how we can either get more out 
of it or evolve it into something very different. The choice BT has to 
make is how we move to new real estate and how we take the learning 
of the last 50 years, which somewhat goes against the trend in global 
center management, which resorts to high density systems and gener-
ally in terms of energy costs and efficiency is going the other way.”

“So what we’re planning to do within our 21st century network build 
program,” says Needham, “is to take our 50 years of learning and say, 
‘we actually need a platform which we can manage around a DC power 
supply, and which can work with fresh air cooling using our exchanges,’ 
and we need to get the manufacturers to deliver equipment that can work 
at extremes – to ambient temperatures in excess of 40 degrees C, and 
humidity ranging from 10 to 90 percent. These are way outside of the 
current datacenter standards. I think the challenge to the industry is that 
by driving up high density you drive up costs. We actually look at this in 
a much more logical way, and we say, ‘Can we get into a situation where 

the motivation isn’t about driving everything smaller and hotter and get-
ting more of it?’ We can now ‘spread it out’ and utilize fresh-air cooling 
capability and DC power efficiencies and scale it all into a datacenter, be-
cause we can now install such equipment in smaller operating rooms. But 
the question is whether we can take all that and move it into a datacenter 
environment, and I think that idea is pretty much in opposition to most 
thinking in the industry, apart from companies such as Google.”

So, in 2006, BT achieved its goal of reducing its carbon footprint by 
60 percent over 10 years (1996-2006) and is now working toward its 
new goal of an overall reduction of 80 percent by 2016. The company 
has achieved much of its success in reducing its footprint by making 
several changes in the way it powers its many data centers:

•    BT now powers its data centers with DC (rather than AC) power, a 
measure that has reduced its energy consumption by 30 percent.

•    The company has worked with its vendors to adapt equipment for 
fresh air cooling rather than forced re-circulated air. As a result, 
its equipment can run on a wider range of temperatures (5 to 50 
degrees C vs the traditional 20 to 24).

•    Finally, BT made changes to the physical structure of its datacen-
ters to reduce contamination from fresh air.
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Developing Green Technologies

BATM / Telco Systems solar energy system on 
the roof of a building in Israel.
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As a result, over the last nine months, these technologies have reduced 
BT’s overall power consumption by 1 percent, a notable achievement 
when you consider that the company typically consumes 0.8 percent 
of the total power in the U.K.

Leaving No Footprints

Some companies bring about an overall reduction in carbon gas emis-
sions by helping users avoid travel altogether.

For example, Yugma, based in Minneapolis, Minnesota, is a web 
meeting, desktop sharing and collaboration service that does what 
tools like WebEx do except it costs far less and works on Windows, 
Mac and Linux. Yugma offers instant real-time desktop sharing, 
virtual meetings and web conferencing, whiteboard, annotation and 
the ability to share files. 

A quick, DIY Web download, Yugma is sold in a “Freemium” model: 
a subset of free-forever features, a larger set that is free for an evaluation 
period, and then sold at SaaS scale (i.e. inexpensively) thereafter. Two people 
on a Yugma conference can: see each other’s desktops and files, control 
each other’s desktop applications using remote keyboard and mouse ‘a la 
GoToMyPC, draw diagrams for each other (“whiteboarding”), highlight 
and draw lines and circles on shared documents (“annotating”), pass files 
to each other, chat, schedule Yugma meetings, and speak to each other 
with microphone and earphones. During a conference session, ten or more 
people on a Yugma session can speak to and hear from other participants, 
change presenters during the same session and record the proceedings.

Best of all, Yugma is based on a lightweight Java client that sits ‘live’ 
on your desktop like instant messaging. Whenever the mood strikes, 
you can tap your friend’s virtual shoulder anywhere in the world and 
share what’s in front of you, just like people do in a real office.

Another company working in this area is SightSpeed of Berkeley, Califor-
nia, which offers a high-quality, affordable web-based videoconferencing 
application for both businesses and consumers. SightSpeed Business is their 
video conferencing service for all businesses (including SMBs) designed to 
be easy-to-use, secure and mobile, eliminating the need for expensive, im-
mobile and inflexible hardware. SightSpeed lets businesses conduct multi-
party videoconferences, record calls for playback later by those not able to 
attend a “live” event, share files during a video conference and connect a 
spontaneous video call between registered users with one click. 

SightSpeed PLUS and SightSpeed Free are consumer-focused video 
chat services that turn a PC or Mac into a user-friendly video phone 
to communicate with friends and family worldwide. 

SightSpeed uses its own product internally (naturally). Although the 
company is based in Berkeley, California, CEO Peter Csathy (News - 
Alert) lives and works from his home in the San Diego area. He man-
ages the company on a daily basis via SightSpeed’s video communica-
tions tools. Company engineers are encouraged to work no more than 
two days a week in the office, and to communicate via SightSpeed the 
rest of the work week. Other employees work remotely but remain 
fully functioning members of the team using the service.

Then there’s VAPPS of Hoboken, New Jersey, a technology company 
utilizing patent-pending audio conferencing technology to provide 
managed audio conferencing solutions to the SMB, Enterprise and 
Service Provider markets. The company has been delivering solutions to 
customers in each of these markets since 2003. VAPPS has an interest-
ing audioconferencing service that offers phone conference “rooms” 
with two important differentiators: First, it can conference a mixed 
participant group of traditional PSTN phone and Skype Internet tele-

phony users. Second, it transmits a richer, more “present” voice quality 
than can be achieved with traditional phones. VAPPS calls its flagship 
service (Highspeedconferencing.com) “High-Definition Conferenc-
ing” because by using broadband IP and wideband codecs, it delivers a 
wider range of voice frequencies than the traditional copper-wire phone 
system ever could. When conferees really sound like they’re in the room 
with you (a situation where “s” and “f” don’t sound the same, and you 
can tell by the reverberation if the room is furnished and carpeted), you 
alleviate the ear fatigue common to long phone conferences. You can 
also better determine who’s talking at any point in time.
Highspeedconferencing.com is value-priced and targets the small 
and mid-size business markets. VAPPS also works closely with large 
enterprise and service provider customers, tailoring custom audio con-
ferencing solutions for their internal use and even for re-sale.

Something New Under the Sun

Telco Systems (News - Alert) is a leader in innovative, multi-service 
Carrier Ethernet access and transport solutions that enable the migra-
tion to a service-assured all IP/Ethernet/MPLS network for carriers, 
MSOs, service providers, municipalities and enterprises. Telco systems 
also provides custom-designed products for many well-known Origi-
nal Equipment Manufacturers (OEMs). 

Dr. Zvi Marom is the founder and CEO of BATM Advanced Com-
munications, the parent company of Telco Systems, which is based 
in Foxboro, Massachusetts. He started BATM in 1992 as a bootstrap 
and made it a world-class company. 

Marom says, “We work with many companies, especially Scandina-
vian companies such as Nokia and others that are very ecology and 
environmentally-minded. So, green technology is something that we 
have been thinking about for at least the last five years. We’re in the 
execution phase of several steps.”

“People are talking about cars and airplanes, but if you look closely, you 
see that the IP field produces far more carbon dioxide than many other 
industries combined,” says Marom. “Why? An average server has as much a 
carbon dioxide signature as an automobile. Whereas a car operates three or 
four hours a day, the server normally works 24 hours a day. So if you look 
for the biggest consumer of electricity, you find Google, with its thousands 
of servers, and Microsoft. The carbon signature of companies with large 
server farms is enormous. People don’t pay attention because of popular 
imagery. Look at a car and you see it produces exhaust. Look at a server and 
you don’t see any pipes spewing gases. But servers consume lots of power.”

“So our first step has been to design our equipment in a way so that it 
will be extremely economic in terms of electricity consumption,” says 
Marom. “We designed the electronics in a way that if you compare our 
access platform and routing switches, they are far more efficient than 
other equipment on the market. Unfortunately, many people today don’t 
pay attention to how much electricity a devices uses. People simply want 
to know how much the device itself costs. The fact that you can save 
them electricity is not something of which they are currently concerned. 
Perhaps when electric bills go up the public will pay more attention.”

“We master today several technologies – I don’t want to elaborate too 
much, but we can do very efficient power conversion and dissipa-
tion,” says Marom. “And we recommend that our customers buy DC-
based equipment, since you can get more performance out of them. 
We have all kinds of technologies that basically cause our equipment 
to use less power than they normally would.”

“Step two is what we recently installed in Israel,” says Marom. “We looked 
for a source of energy which would be easy to get. As it happens, Israel, like 
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California, Nevada and New Mexico, is very sunny, so we investigated solar 
power. But photovoltaic cells don’t provide enough electricity, considering 
how much they cost. That was a problem. However, in Israel, like many oth-
er countries, there is a differential price for electricity: if you’re using electricity 
between 8 a.m. to 6 p.m. you pay six times more than what you use between 
10 p.m. and 4 a.m.. The idea is to help the country to maintain a balanced 
power grid. This is a main factor in building new power plants, because the 
power plants are working certain hours of the day, and it isn’t practical to try 
to accumulate power in huge batteries near the power stations.”

“So we asked ourselves how people could save electricity during these 
critical hours when the rates are very high,” says Marom. “We con-
cluded that what we needed was a very efficient solar system that would 
have two properties: First, it would be able to supply us with electricity 
directly, which means that we can collect the power and send it directly 
to our electrical network without doing anything complicated and, 
second, it would provide us with steam under pressure which we can 
use both for heating and cooling purposes. Cooling is very important 
because air conditioning is the biggest consumer of electricity after the 
servers. In hot countries such as Israel a great deal of cooling is neces-
sary. So we needed both electricity and heating/cooling.”

“We looked for a partner to work with on the communications side,” says 
Marom, “and we examined companies that had know-how in terms of 
energy transformation. Thanks to my former association with academia as 
the head of the Electronics Department of Israel’s Open University, two 
professors, including Avi Kribus, Professor at Tel Aviv University’s School 
of Mechanical Engineering, founded a start-up inside our facility in Israel. 
After a few years they developed something that looks like a parabolic 
satellite dish. This is more efficient than any system that we know of. It 
produces two things: First, photovoltaic energy that can be connected 
directly to the devices or directly to the building’s electrical network, and 
secondly, it produces heat at temperatures above 100 degrees C., which 
means that we’re producing steam and we can use it to power our cooling 
devices. Our roof was empty anyway, and that’s where the solar collecting 
dishes are. By the June 2008 timeframe we’ll be able to kiss some of the 
electric company’s bills goodbye.”

The Green-Powered Internet Movement

According to Netcraft Web Server Research, the web added 20.4 
million websites in 2007. High-traffic websites use thousands, or even 
tens of thousands, of web servers in datacenters. Over the last five 
years the increase in use of these systems, and the power and cooling 
infrastructure that supports them, have doubled energy use to 61 bil-
lion kilowatt-hours (kWh) of electricity. By 2011, electrical consump-
tion by data centers is projected to nearly double to 100 billion kWh, 
costing $7.4 billion, and rising to about 2.5 percent of all U.S. electric 
consumption (U.S. EPA Study 2007).

The power to run these servers has traditionally come from electricity 
generated by fossil fuels. This has a major impact on carbon and other envi-
ronmental pollutants — it’s estimated that it produces more pollution than 
22 million cars on the road each year. Indeed, the energy required to power 
the Internet now produces more pollution than all aviation worldwide.

But now there arises the Green-powered Internet movement.
 
Greenest Host offers a “zero emissions” web hosting solution for individu-
als and small-to-midsized businesses that is 100 percent powered by solar 
energy panels. The company was founded on the principal that, in addi-
tion to being the ethically superior choice, “going green” can also provide 
better performance and better value. There no longer has to be a trade-off 
between making the right choice for the environment and having the 
absolute best quality of service at a market competitive price.

Greenest Host CEO Mike Corrales says, “Our server farm sits in a data 
center situated 90 miles northeast of San Diego, in the amazingly sunny 
inland desert of Southern California. The center is powered by 120 
solar panels and the year-round sun. At night, battery energy charged 
from the panels power the facility. The data center, network and servers 
were designed from the ground up to use the lowest amount of energy 
possible. We use new AMD Opteron powered servers, which consume 
60 percent less energy and generate 50 percent less heat.”
 
“Most other so-called green web hosts run their centers with ordinary 
electricity and servers and then try to deal with their pollution sins by 
purchasing renewable energy credits,” says Corrales. “We’re not like 
that. In fact, a group of us is designing a green roof for the data center 
capable of slashing cooling and heating requirements by up to 50 
percent. The center is also in the process of becoming LEED certified 
with the U.S. Green Building Council.”

Many data centers are subject to “server sprawl” because every time they 
get a new application or need a new server, they get a new physical server 
to gobble up more electricity and they need more cooling. In most data 
centers, the servers are running at 4 percent to 8 percent capacity.
 
“But by using VMWare’s virtualization software technology,” says 
Corrales, “individual physical servers are converged into a resource 
of ‘virtual machines,’ increasing the physical servers’ efficiency and 
shrinking our data center’s server footprint, cooling needs, and elec-
tricity usage. All of the servers are running within VMWare’s virtual-
ization technology to reduce cooling and electrical requirements with 
a 30:1 ratio of virtual servers to physical servers.”
 
“Each server we operate — as opposed to a server operated and cooled 
in a conventional power-grid-connected data center — saves more than 
2000 kWh annually of ‘dirty’ electricity consumption,” says Corrales. 
“That’s the environmental equivalent of saving 107 gallons of gasoline 
from being burned into the atmosphere each year. So, for every five 
servers we host, it’s like taking the pollution of one passenger car off the 
road for a year. We estimate that converting even one million personal 
and small business websites to green power would result in pollution 
reductions equivalent to taking 2,000 passenger cars taken off the road 
per year, or 1,070,000 gallons of gasoline not burned.”
 
Greenest Host is considering constructing a wind-powered facility  
in Wyoming.

Whereas the public’s imagination has been captured with talk about 
renewable energy — wind farms, wave and tide generators, solar 
panels and biofuels — and even more exotic ideas such as controlled 
fusion power and “zero point energy” production, many experts advise 
that the first and easiest step to becoming more environmentally con-
scious and “green” is to simply reduce energy use. Instead of convert-
ing a datacenter to DC, you can start by switching to energy-efficient 
light bulbs and add some insulation to the walls. It’s a pale shade of 
green, but it’s a start.  IT

Richard Grigonis is Executive Editor of TMC’s IP Communications Group.

BT
www.bt.com

Greenest Host
web.greenesthost.com
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Telco Systems
www.telco.com

VAPPS
www.vapps.com
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www.yugma.com
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Feature Story

For cell phone users who deplore the quality of their 
wireless service when making a phone call in their 
home, a solution is now appearing – the femtocell. 

Basically an amazingly small home 3G cellular radio base 
station that uses your broadband service as an inexpen-
sive backhaul scheme to link to the mobile core network, 
femtocells can bring Fixed-Mobile Convergence (FMC) 
to the home or small business (or even a big one, for that 
matter), competing with WiFi hotspots.

Femtocell users not only enjoy a high level of voice quality, but many 
network operators and service providers are attempting to achieve service 
parity among fixed networks, and femtocells. Femtocell customers will 
soon have handsets capable of not just voice and SMS, but various 
familiar data and entertainment services such as IPTV, Unstructured 
Supplementary Service Data (USSD) services, remote access to PC 
content, Caller ID, call forwarding, 3-way calling, call blocking and 
regulatory services (e.g., E911 and CALEA-compliant wire tapping). The 
millions of potential femtocells out there will encourage many users to 
finally abandon their fixed, wireline phones in favor of a totally mobile 
technology-based lifestyle. ABI Research (News - Alert) predicts 102 mil-
lion femtocell users on 32 million access points worldwide by 2011.

Femtocells have garnered enthusiasm in Europe, with initial FMC 
services appearing from BT and France Telecom, powered by equip-
ment from both major vendors such as Ericsson and Motorola as well 
as smaller start-ups as UbiquiSys, whose flagship product is their 3G 
HSDPA ZoneGate home access point system, and IP.access, which 
has deals with such network operators as Smart in the Philippines, 
Telefonica O2 in the Czech Republic, T-Mobile USA, and KPN 
(formerly Telfort) in the Netherlands.

There are two basic approaches to providing femtocells — the 
advanced SIP/IMS (Session Initiation Protocol/IP Multimedia Sub-
system (News - Alert))-based approach and the IP RAN (Radio Access 
Network) Gateway approach, which can take advantage of legacy 
equipment, as it makes the femtocell an extension into the operator’s 
wireless network and connects the femtocell to the circuit switch core 
from the edge of the network via “Iub” messages over IP into an RNC 
(Radio Network Controller) or concentrator. (The RNC uses an Iub 
interface to control multiple Node Bs in a 3G network.)

There are at least three RAN gateway approaches: First, the Modi-
fied RNC scheme uses RNCs to connect to the circuit-switched core 
network. The CPE connects via Iub-over-IP to the RNC. Second, the 
Concentrator scheme also connects similarly to core, but it does so via 
a special “concentrator” device interfacing with the customer presence 
equipment.  Finally, the UMA (Unlicensed Mobile Access) approach 
integrates a UMA client into the customer equipment and connects 
via a UMA UNC to the core. This is the closest thing to a completed 
standard, with Kineto finishing it in 2008. 

Indeed, Kineto Wireless (News - Alert) was the original innova-
tor and proponent of UMA technology, a 3GPP standard for 
extending mobile voice, data and IMS services over fixed IP 
access networks. Their Fixed-Mobile Convergence solutions 
include dual-mode handsets, femtocells, terminal adaptors and 
softmobiles at home, offices and public wireless LANs. They are 
a leading supplier of UMA-compliant core network solutions to 
operators worldwide, and they supply UMA-compliant client 
software solutions to mobile device manufacturers.

Steve Shaw (News - Alert), Associate Vice President of Marketing at 
Kineto, says, “Right now there’s a sort of ‘femto-frenzy’ in the market. 
People are just going crazy for femtocells, but how its it all going to 
play out? Will femtocells meet customer needs? Will we be able to get 

By: Richard “Zippy” Grigonis

Home Invasion: Femtocells
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the costs down to a level that people expect? And where does WiFi fit 
into all of this?”

“From a Kineto Wireless/UMA perspective,” says Shaw, “we’re feeling 
very bullish about femotcells. We’re in a great position to be a part 
of several network deployments. There has been a slew of interesting 
announcements lately. For example, O2 announced a trial with NEC, 
which is using Kineto’s UMA technology in their femtocell solution. 
Also, Telia announced a trial with Motorola, which also uses Kineto’s 
UMA technology.”

“There has been quite a bit of talk about standardization in the 
femtocell space,” says Shaw. “Recently the Femto Forum issued 
an announcement saying that their primary work item for 2008 
was going to be on standardization of femtocells back into the 
mobile core network. There’s the SIP/IMS-based approach 
wherein the SIP protocol is used between the mobile core 
network and the femtocells. And then there’s a RAN [Radio Ac-
cess Network] gateway approach based on a new, purpose-built 
network controller – the RAN Gateway – that resides between 
an operator’s existing core service network and the IP access 
network, similar to an RNC. The RAN gateway uses the stan-
dard “Iu” core network protocol to leverage the existing MSC 
circuit services and GSN packet services infrastructure. Our 
UMA technology is a RAN gateway approach. By leveraging 
the legacy Iu interface into the mobile core, any circuit, packet 
or IMS service can be delivered seamlessly to the femtocell. For 
the network operator, all services can be presented to subscrib-
ers when in a femtocell network. For consumers, any service 
operating on the macro RAN network functions identically 
over a femtocell access point.”

Alcatel has their own approach to femtocells, as does Nokia Siemens. 
These all extremely similar in terms of architecture and we’re now 
working down at the level of ‘What’s the format of the message?’ 
and ‘What exactly is being exchanged between devices?’ Our pitch at 
Kineto is, ‘Hey, UMA is already available, why not use that?’.”

Just as there are several IP RAN gateway approaches, there are several 
different SIP-based approaches. There’s an IETF approach, a 3GPP 
approach, and so on. All of them involve integrating a femtocell 
into a SIP or IMS-based Voice-over-IP network, and interworking 
with a cellular core (which extends circuit-switched services to the 
handset) via a SIP-MSC inter-working function (SIP-MSC IWF). 
This approach is highly scalable and doesn’t overload the legacy RAN 
network or mobile core network, since the IP encapsulated calls are 
offloaded to the VoIP or IMS network. All such approaches would 
presumably migrate ultimately to IMS. UbiquiSys and Airvana are 
involved in SIP/IMS based femtocells, as is Tatara Systems, which has 
developed a core infrastructure FMC application server that supports 
SIP-based femtocells. The Tatara Convergence Server effectively pro-
vides the SIP-MSC Interworking Function (IWF) to enable integra-
tion of SIP based femtocells into the core network. The open Tatara 
Convergence Server is said to work with all SIP-based femtocells. 

Tatara Systems recently teamed up with AirWalk Communications, for-
merly known for their IP-RAN solutions, to deliver SIP-based femtocell 
and macrocell network solutions. The solution enables CDMA network 
operators to leverage VoIP or IMS infrastructure with AirWalk’s Edge-
Point femtocell and OneRAN macrocell solutions. The key component 
of this system is an IOS-SIP adapter sitting in the EdgePoint or OneRAN 
products that communicates directly with the Tatara CDMA 1xRTT 
Convergence Server (TCS/CDMA-1xRTT), which performs the SIP/
IMS interworking and ensures service parity with the macro network.

The only other CDMA femtocells currently available can be found 
in Sprint’s “Airave” CDMA femtocell service launched in Denver and 
Indianapolis. (The Airave femtocell is actually a rebranded version of 
Samsung’s Ubicell.)

And Now, in the Privacy of Your Own Home...

Aricent offers more than 125 software products, ranging from 
complex applications to network core technology for leading equip-
ment/device manufacturers and service providers. It offers everything 
from switching, security, quality of service and network protocols 
to middleware, multimedia codecs, service provisioning and billing 
mediation software.

Aricent’s Ajay Gupta, Vice President of the Wireless and Con-
vergence Business Unit, says, “The femtocell market has been 
evolving at a reasonable pace. Technology trials are underway, 
interoperability testing with the existing core network is occurring. 
Big carriers are becoming involved in Europe, such as Vodafone, 
O2, Telfonica, and Telecom Italia (News - Alert) – all of them 
have announced femtocell trials, and providers are trying to figure 
out how femtocells are going to be managed. More importantly, 
they’re determining how these femtocells will be marketed. There 
needs to be market channels, and those channels are now be-
ing established. Companies such as NETGEAR know how to 
sell devices into the home, unlike telecom companies. Cisco has 
bought a stake in the U.K.-based start-up company, IP.access, 
which makes femtocell devices. So clearly they have shown their 
intentions. Many such activities are underway, which means that 
the mass-market channels are becoming established.”

“Vendors will integrate the technology of femtocell players as 
an adjunct to or actually integrated into their own mass-market 
products, such as home gateways and DSL routers, says Gupta. 
“You can see a parallel with the way DSL and WiFi devices have 
been paired. Early on we had DSL routers, and then WiFi routers, 
and then the two were integrated into one device. We’ll also see 
the advent of a device that is 3G on side and DSL on the other. 
There could also be devices incorporating WiFi or WiMAX, with 
IMS (IP Multimedia Subsystem) compatibility. But clearly the way 
technology is shaping up, 3G is the most mature technology that 
people are trialing in terms of femtocells, because 3G, from a mo-
bility perspective, have very clear, defined standards, and has very 
clear implementations, and no drastic changes in the network are 
needed. Some IMS-based companies are converting 3G calls into 
IMS-based call and carrying the call over an IMS network. But 
our view is that 3G will be used at the backend, or perhaps UMA 
(Unlicensed Mobile Access) at the backend.”

“Aricent has several roles in this space,” says Gupta. “First, we help 
customers develop femtocells. Secondly, we help in the development 
of femto-gateways. A gateway device sits at the network core and 
aggregates all of the traffic that comes from various femtocells. It’s 
a very high-capacity device. Thirdly, we recently launched a unique 
practice called the ‘Femto Deployment Practice’. The objective 
of this practice is to help either the equipment vendors who are 
system integrating the whole network – who are predominantly 

Just as there are several IP RAN gateway 
approaches [to creating femtocells], there 
are several different SIP-based approaches.
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large players – or the network operators. We help them deploy these 
femtocells in the network, which involves helping them with lab 
trials and all issues related to interoperability, and we help them do 
system integration. We have tests of our own, a deployment test 
suite around which we can test the femto-network and, after doing 
the lab trials, take it to the level of friendly user trials, and then we 
help it get ready for actual deployment.”

“So we help customers determine how they’re going to do system 
integration,” says Gupta, “and how they will handle all of the Tier 1 
and Tier 2 calls they’ll receive from a multitude of femtocell devices 
sitting in people’s homes. We can also head up the establishment of a 
technical help desk. We don’t handle consumer calls ourselves but we 
can help our provider customers with ways of handling customer calls 
to sort out any operating problems.”

To Protect and Serve

NextPoint Networks’s forte is interconnect, access, session border 
control and FMC solutions for network operators that ease 
the management of world’s increasingly complex networks. In 
particular, their NextPoint IntelliConnect System consists of six 
products and three hardware platforms that deliver intelligent, 
secure and scalable session management between fixed, mobile 
and blended IP networks. NextPoint products can be used as 
standalone devices or in combination with other members of the 
IntelliConnect System.

Mark Pugerude, CMO of NextPoint says, “We have a system that’s 
purpose-built for femto gateways, and security gateway function-
ality. It’s part of the NextPoint Networks suite of mobility and 
wireless systems. We have worldwide distribution agreements with 
major manufacturers as well as some live field trials. So we think 
we’re probably the market leader in this space. In FMC, NextPoint 
is actually agnostic on which technology will win or needs to win. 
Whether it’s femtocells on one side or dual-mode handsets and 
WiFi on the other, we provide a system that addresses most of the 
FMC market. We have a solution for both opportunities, so we’re 
not biased in any way.”

“Security gateways are involved in aggregating many devices where 
you authenticate and encrypt users onto a platform that has large 
scale,” says Pugerude, “and then you groom that traffic back into the 
core network. That network traffic – be it voice, data, multimedia, 
IM, presence, or what-not – requires some session management, 
which is why NextPoint resulted from the merger of NexTone’s exper-
tise in session border control and management and Reef Point’s (News 
- Alert) expertise in security gateways. It makes for a very powerful 
FMC platform. Reef Point had success in its own right in the femto 
gateway area, but we saw that the future was coming up on us pretty 
rapidly with our real-world experience involving femto deployments. 
Femto aggregation is one thing, but then really managing both the 
user experience and network elements and the flow of the traffic will 
require session management. By combining both companies we lever-
age both their talent and core technologies to address a much wider 
market of both fixed and mobile users. The mobile world continues to 
grow at a very high pace, while fixed continues to convert from TDM 
to IP. Thus, we see the convergence of IP endpoints – ultimately all 
handsets will be SIP IP endpoints – which require session border con-
trol functionality as well as large-scale security gateway functionality.”

“We have worldwide distribution agreements with Alcatel 
Lucent,” says Pugerude, “and with Samsung and ZTE (News - 

Alert), one of the largest manufacturers in China, and we have 
deals with a couple of others which I’m not able to reveal at 
this time.”

“Femtocells are hot in that they scratch a consumer itch,” says Puger-
ude. “Consumers want better coverage in their home or at work, and 
they want an unlimited call plan while they’re at home. Operators 
admire femtocells because they reduce backhaul and they employ 
the same fulfillment logistics channel used today to sell handsets. So 
there’s an easy alignment of interests.”

Natasha Tamaskar (News - Alert), VP of Product Marketing and 
Management at NextPoint, says, “Operators are adopting femto-
cell technology because today there aren’t that many WiFi-enabled 
handsets available in the market. It’s not just about supporting WiFi 
on a handset, it’s about supporting security functions on the handset 
as well, because now the handset really needs to connect over an 
insecure network back into the mobile core. These functions are a 
bit difficult to support on a small handset, yet people want more and 
more advanced features and slick-looking handsets. When dual-mode 
handsets first appeared, they tended to be very bulky and consumed 
a lot of power, which made them somewhat unattractive. But we’re 
starting to see more handsets going that route. Having said that, it’s 
still a lot easier for a person to retain their most interesting handset 
of their choice and then connect back to the mobile core using the 
femtocell technology, which is really a plug-and-play device that plugs 
into your WiFi router and connects back into the mobile core.”

“Operators are also trying to provide very attractive plans for 
such devices in that if customers connect from their home, then 
those minutes are sometimes given for free,” says Tamaskar. 
“These models make it attractive not just for the operator but for 
the consumer as well to use this technology. Initially we are see-
ing that most trials seem to be moving toward that model. Some 
Tier 1 operators are trying to do everything, but they’ve initially 
decided to start with femtocells instead of dual-mode handsets. 
Eventually, as the traffic becomes SIP-aware, there will be a 
need to support dual-mode handsets. In any case NextPoint can 
provide the security gateway to which either type of device needs 
to connect. We are happy for both femtocell and dual-mode 
handset technologies to succeed.”

There’s a potential for millions of femtocells to appear in the U.S. in 
a very short time. Mass production and widespread use of femtocells 
will improve coverage, diversify services, and make the public even 
more mobile than they were previously.  IT

Richard Grigonis is Executive Editor of TMC’s IP Communications Group.
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Fax-over-IP (FoIP) presented a problem when it 
was first attempted years ago. Fax machines were 
devised to send documents over analog networks 

by transmitting certain tones (the T.30 protocol), none 
of which work well with the voice-optimized codecs used 
in enterprise VoIP phone systems, unless you’re using 
the ancient G.711 codec, which doesn’t really involve 
compression at all, just digitization.

Aside from installing an analog line just for your fax machine, or 
junking your fax machine and using a less expensive fax service 
provider, you could use a T.38-compatible gateway and fax machine, 
or a plug-in fax board and fax software for your PC or dedicated fax 
server. (The T.38 protocol is described in the Internet document, 
RFC 3362.)

Actually, there are two basic ITU recommendations for fax transport 
over IP networks: T.37 and T.38 fax. T.37 specifies how a fax image 
(basically a TIF file) is encapsulated in email and transported to 
its destination using a store-and-forward technology. The T.38 fax 
protocol, however, defines the more familiar method of sending a fax 
in real time over an IP network just as one would with analog lines 
and the PSTN network. It does this by placing translating “fax relay” 
hardware or software between each fax terminal (fax machine or PC) 
and the packet network.

Commetrex is a company that has developed highly refined fax relay 
protocols over the years. Their TerminatingT38 is a combination of 
its ITU T.38 fax and T.30 ITU fax protocol engines, a package that 
gives the developer of a network-service platform or an enterprise fax 
server the technology necessary to terminate T.38 fax (IP network) 
real-time fax transmissions just as one would real-time faxes from the 
PSTN using analog modems. When combined with Commetrex’ 
stand-alone T.38 fax, a developer can now implement both termi-
nating and standard fax-gateway functions on the same platform, 
combining the functions of the service platform and the gateway.

Commetrex’ TerminatingT38 is available as licensed source code 
for incorporation into proprietary systems. TerminatingT38 makes 
no assumptions regarding the connection setup, such as H.323 
or SIP, nor does it assume a particular API for the application 
software. Interestingly, one of the legacy fax terminals (e.g. a fax 
machine) can be removed from a fax system and Commetrex’ Ter-
minatingT38 substituted so that the fax terminates in the service 
platform rather than a fax terminal. Commetrex has developed a 
version of its PowerRelay T.38 fax gateway product that, rather 
than relaying the fax to the PSTN, terminates it in Termina-
tingT38’s server-based T.30 protocol engine.

In terms of hardware, Brooktrout (News - Alert) (later called Cantata, 
now part of Dialogic) were long the masters of fax boards. Take for 
example the Dialogic Brooktrout TR1034 Fax Board, a high-per-
formance, intelligent board that offers both TDM- and IP-based fax 
capabilities. Available in both PCI and PCI Express (PCIe) formats, 
the Brooktrout TR1034 can be found in various network- based fax 
applications and can be integrated with document management and 

business process automation systems to support compliance with 
regulations such as Sarbanes-Oxley, HIPAA, and Basel II. The board 
provides a migration path from traditional TDM-based fax systems 
to hybrid and all-IP fax systems. In addition, Dialogic (News - Alert) 
works with leading IP-PBX and gateway vendors to ensure fax in-
teroperability.

The Dialogic Brooktrout SR140 is a software-only IP fax platform, 
providing the ability to integrate fax servers and fax document man-
agement solutions with a corporate VoIP network. The SR140 sup-
ports both SIP and H.323 and has been tested and certified with IP- 
PBX and VoIP gateways from leading vendors including Cisco, Avaya, 
Alcatel Lucent, and Quintum (News - Alert). The SR140 is suitable 
for a variety of fax server applications including document manage-
ment, business process automation and compliance with regulations 
such as Sarbanes-Oxley, HIPAA and Basel II. The SR140 is available 
in densities ranging from 2 to 60 channels and can support up to 120 
ports in a single server.

Partnerships and Alliances

The SR140’s FoIP capabilities are supported by FaxCore’s fax server, 
which is built on the Microsoft .Net platform and conforms to a Web 
Services architecture. By leveraging ASP.NET (News - Alert) Web 
Controls, the functionality normally associated with a fat client is 
available to both users and administrators through Microsoft’s Inter-
net Explorer browser, so there’s no software to deploy and you don’t 
have to be at your PC to send a fax, or administer the system. Aside 
from the pure web browser interface, there’s also SIP integration, 
total Microsoft Exchange compatibility, Active Directory integration, 
SQL compliant database, converged IP and support for Cisco’s Call 
Manager that are all standard features.

AudioCodes (News - Alert) also has been heavily involved with FoIP. 
Their product line includes enabling technology products such as 
Voice over Packet chip processors, VoIP PCI and cPCI communica-
tion boards and VoIP media gateway modules (PMC form factor) and 
Analog Media Gateways (for 2, 4, 8 and 24 ports). In particular, their 
VoP Chip Processors (VoPP) are equipped with low bit rate vocoders, 
a state-of-the-art echo Canceller and T.38 compliant fax relay. These 
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VoP processors are intended for high and medium density gateways, 
residential gateways and Integrated Access Devices (IAD), and for 
client applications such as small gateways and IP phones.

Also, by using AudioCodes’ MediaPack 11x media gateways, enter-
prises can connect existing, analog fax machines to their new VoIP 
network and IP PBX platforms utilizing industry standard control 
protocols such as H.323, MGCP and SIP. The interconnection can 
include thousands of faxes deployed in enterprise branches, connected 
to the enterprise IP network and to the PSTN. Additionally, develop-
ers can leverage the T.38 Fax-over-IP protocol and AudioCodes’ TP-
260/SIP media gateway to devise advanced fax applications that can 
connect to existing PSTN circuits or PBX equipment. The TP-260/
SIP provides the required connectivity and conversion to enable T.38-
based fax applications in a range of customer deployments, avoiding 
expensive dedicated fax blades.

Indeed, for the past few years AudioCodes has had a strategic 
relationship with IP fax server solution provider Sagem (News - 
Alert) Interstar Corporation. To help push its products further 
into enterprises and call centers, AudioCodes supplies its media 
gateway products to Sagem Interstar to deliver VoIP media gate-
way solutions to Sagem Interstar’s highly popular XMediusFAX 
T.38 FoIP fax server application and its customers. Sagem Inter-
star’s XMediusFAX fax server software delivers to organizations 
inexpensive desktop email faxing and fax broadcasting. It enables 
users to send and receive faxes directly from their existing email 
clients or networked T.37-compliant multifunction devices. In-
tegrating AudioCodes TP-260 SIP media gateway products with 
XMediusFAX provides a cost-effective solution employing T.38 
Fax-over-IP for organizations of all sizes. Incidentally, Sagem 
Interstar recently announced that its XMediusFAX Release 5.5 
boardless (software-only) T.38 Fax over IP (FoIP) server solution 
is now rated “Avaya Compliant” with Avaya’s Communication 
Manager 4.0.1. XMediusFAX Release 5.5 is truly boardless fax 
server software that interoperates with Avaya Communication 
Manager VoIP gateways without the added expense of fax boards 
and third-party software kits.

One of the legends in the fax server and FoIP business is Captaris, 
a company that came about as a result of the merger and acquisi-
tion of a bundle of companies including AVT and Infinite Tech-
nologies. The main product line, Captaris RightFax, is installed in 
all of the Fortune 100 and many Global 2000 companies. Captaris 
has taken its business far beyond simple faxing and is now a 
leading provider of software products that automate business 
processes, manage documents electronically and provide efficient 
information delivery. The products of Captaris and its subsidiaries 
Castelle and Captaris Document Technologies GmbH, including 
Captaris RightFax, Captaris Workflow, Captaris Alchemy, the Fax-
Press line of products, RecoStar, DOKuStar, DOKuStar Capture 
Suite, Single Click Entry, ID-Star, BUSY, Invoice CENTER, Tax 
CENTER, and Mail CENTER are distributed globally through a 
network of technology partners.

Captaris also provides architectural consulting, custom deployment, 
integration services to third-party technologies, training and other 
services. These services are offered as an extension of the capabilities 
of the company’s channel partners.

Add IP, Mix Thoroughly

Migrating to Fax-over-IP can be done without a forklift upgrade. 

Multi-Tech Systems’ MultiVOIP Voice/Fax over IP gateway allows for 
the integration of fax onto, say, Mitel’s IP communications infrastruc-
ture, such as the Mitel 3300 Integrated Communications Platform 
(ICP) that provides enterprise IP-PBX functionality to small, medium 
and large enterprises with multiple locations. The MultiVOIP gate-
way connects a traditional fax machine to an IP network and calls 
upon the T.38 protocol to provide real-time faxing over a distributed 
IP environment, thus reducing toll charges when faxing between 
inter-office locations.

“MultiVOIP” is a point-to-point solution — one is needed at 
each location — that merges voice/fax from traditional phone/
fax equipment, onto the IP network. The sending fax machine 
sends a fax using traditional modem modulation to transport the 
T.30 protocol and image data to the MultiVOIP. This informa-
tion is then encapsulated and transported across the packet 
network using the T.38 protocol. At the receiving end, another 
MultiVOIP gateway separates the fax from the IP network and 
sends it to the receiving fax machine. MultiVOIP allows compa-
nies to cost-effectively turn their fax machines into IP devices to 
provide complete inter-office communication within a distrib-
uted network environment. This solution allows a business to 
completely eliminate their recurring long distance charges (when 
faxing other locations) because their faxes ride for “free” over 
their data network.

Similarly, Venali’s (News - Alert) Email-to-Fax and Fax-to-Email 
Internet Fax Desktop Solutions, and Internet Fax Production Solu-
tions, including Production Fax and Web Services API, can be made 
to integrate seamlessly with the existing infrastructure of any size 
enterprise. In this way Venali provides complete Internet Fax mes-
saging solutions over secure IP. Thanks to Venali’s integration abili-
ties, companies can immediately benefit from a fax solution that’s 
rapidly deployed. Their methodology also leverages your existing IT 
infrastructure since it avoids investment and costly upgrades of in-
house hardware, software, dedicated fax lines and maintenance. Us-
ers enhance their business communications by sending and receiving 
faxes over their existing communications platform to anywhere an 
internet connection is present worldwide.

Rather than becoming extinct, fax is more important and popular 
than ever.  IT

Richard Grigonis is Executive Editor of TMC’s IP Communications Group.
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Feature Story

Reselling VoIP Products 
and Services

The financial and operational aspects of today’s 
communications-related distributors, resellers, 
Value Added Resellers (VARs), Value Added Dis-

tributors (VADs) and integrators can be competitive, to 
put it mildly. The introduction of IP Communications 
has transformed the channel from relying on traditional 
interconnects to a frenetic collection of startup VARs, 
CLECs, Linux networking resellers, interconnects and 
more. Start-up companies look upon distributors as 
saviors who will help promote and sell their product, 
perhaps even improve it as a VAR or integrator. VADs 
are often looked upon to provide some education and 
additional services to the VARs, though a remarkable 
number of them seem clueless as to the new convergence 
marketplace. The rise of unified communications (UC) 
for example, is a complex challenge to any middleman 
who aspires to become an all-knowing amalgam of solu-
tion provider, consultant and educator. 

Apptix provides on-demand, managed messaging and collabora-
tion solutions for Small and Medium-Sized Businesses (SMBs). 
Their offerings, including Hosted Exchange, Hosted VoIP, Hosted 
Windows SharePoint Services, Mobile Messaging, and Security and 
Data Protection, provide SMBs with an affordable, reliable and 
secure alternative to purchasing and managing software applications 
in-house. Apptix offers On-Demand services through leading web 
properties, including ASP-One, MailStreet, Mi8 and SharePointSite.
com. Apptix channel partners, including IBM, Bell Canada, Fujitsu, 
and Savvis have selected the Apptix Service Management Platform, 
which supports a full range of private-label solutions and is backed by 
a multi-tiered customer service organization. 

Targeting SMBs

Leigh Henry, VoIP Product Director for Apptix, says, “Our focus 
since our beginning has been to service SMB customers with business 
communications applications, along the lines of Microsoft Exchange 
and related services, as well as providing collaboration services such as 
SharePoint. We don’t resell old landline stuff. Our customers are very 
familiar with the concept of allowing and outside party handle the 
‘heavy lifting’ of the things that they can’t or don’t want to deal with 
in-house.”

Apptix is Microsoft Gold Certified for their Hosted Exchange 
service, a hosted, or outsourced, messaging service using Micro-
soft Exchange 2000 Server as the core engine. Indeed, Apptix’s 
Microsoft Gold Certification is oriented primarily around provid-
ing private label Exchange solutions for service providers, who in 
turn offer hosted Exchange to their enterprise clients. Through its 
solution provider channel, Apptix serves customers throughout 
the U.S. and Europe, offering them a large application portfolio. 
Through the Apptix private-label offering, providers that wish to 
provide branded applications services to their own customer base 

can profitably deliver fully-branded, value-added application and 
web services to their customers in 30-60 days. Apptix’s private 
label solution provides a complete end-to-end application services 
delivery solution – including the Apptix TECOS technology 
platform, consulting, design, development, managed services and 
revenue assurance marketing programs.

Service providers can purchase the entire solution or select compo-
nents on an ‘a-la-carte basis, quickly deploying incremental, value-
added services on top of their core network services. This enables 
them to leverage their under-utilized infrastructure investment. 

“When you’re reselling services,” says Henry, “your key to differen-
tiation is really going to be about, obviously, service uptime. One 
you’ve got a good solid service to sell, it all becomes a matter about 
the service and the support that goes around it. I’ve found that, quite 
honestly, that is truly a major factor and trend. Our customers are 
scared of two things: First, they’re scared of a lack of quality. Second, 
they’re scared that if they take a relatively large jump in adopting 
technology, will somebody be there to hold their hand? If they have 
a problem or a question they want an answer within the hour, or 
sooner. So we find that we’re getting tons of referrals from our existing 
customers for brand-new business, just because we offer superlative 
quality and support.”

Cbeyond (News - Alert) is a voice and broadband Internet provider 
that specializes in serving small businesses. They offer customized 
packages and dynamic customer support.

Brooks Robinson, Cbeyond’s CMO, says, “VoIP resale and VoIP 
services covers a very wide area of things in the industry. In the case of 
the Cbeyond model, we are a VoIP managed services provider. How 
we differ from a VoIP reseller is that we provide an integrated access 
product using a private managed IP network. So whereas a traditional 

By: Richard “Zippy” Grigonis
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VoIP reseller would resell minutes over the public Internet, we don’t 
do that; instead, we have our own softswitches using our Cisco-
powered network, and we deliver VoIP over our private, managed, T1 
network. That enables us to ensure that we can provide reliable net-
work services as well as Quality of Service [QoS] across that network. 
We can make sure that both the Internet and the voice are managed 
by Cbeyond. Voice packets are prioritized over data.”

“So we have the really strong foundation for an IP network, and we 
put voice and data over that network,” says Robinson, “and we also 
layer-on up to 20 applications such as hosted exchange, fax-to-email, 
web hosting and mobile services too. We’re also a Mobile Virtual Net-
work Operator [MVNO], able to sell Cbeyond-branded cell phones 
and Blackberries. We offer a very comprehensive package and bundle 
for small businesses, which we service exclusively. We wake up every 
morning asking ourselves, ‘How can we help small businesses operate 
more efficiently?’. We define the small business market as between 5 
to 249 employees, but the typical small business with which we deal 
has about 12 employees.”

“Our main distribution channels,” says Robinson, “are such that 
75 percent of our customers come from our direct sales chan-
nel. Those are direct sales reps who meet face-to-face with small 
business decision makers. The other 25 percent are sold through 
channel partners. A typical channel partner would be a value-
added reseller, a telecom consultant, or a system integrator. They 
represent Cbeyond to the small business decision-maker and they 
sell Cbeyond services. This goes on while they’re typically selling 
a phone system or a LAN. This is where it gets really interest-
ing, especially with the adoption of IP PBXs. So whereas a local 
VAR selling a customer one of the new Cisco UC500 switches, 
for instance, they will also sell them a new IP PBX and phones 
and then turn around and offer them the telecom managed 
services into the network core. And that’s where Cbeyond really 
has worked with these channel partners to make sure there’s a 
seamless interface in the network, which is called SIPconnect, a 
standards-based approach to direct IP peering between SIP-en-
abled IP PBXs and VoIP service provider networks. SIPconnect 
allows our service to connect directly to one of these IP PBXs 
via SIP, the Session Initiation Protocol. We’ve been working with 
SIPconnect since late 2004. Our CTO, Chris Gatch, has helped 
to lead that initiative within the SIP Forum. We brought our 
initial customers onto that service in the 2005-2006 timeframe, 
and we’ve been ramping that up ever since.”

“In addition to those next-generation IP PBXs, we also connect 
to traditional phone systems, such as key systems or digital PBXs, 
via traditional analog or digital technology,” says Robinson. “But 
the SIPconnect service is a really innovative, new interface that 
was born out of our relationship with our channel partners. Back 
in 2004 we had a lot of discussions about IP Centrex versus the IP 
PBX. Our channel partners obviously wanted to sell phone sys-
tems, so it was beneficial for both of us to develop a SIP trunking 
product, which we did.”

“We take the 20 different applications – the core being local, long 
distance and broadband Internet – and ensure that they are of high 
quality, and that there’s a strong customer experience by using a 
private, managed IP network, rather than relying on the public 
Internet for carrying voice calls.”

Communicado (formerly known as SyncVoice) offers software prod-
ucts that help telecom managers and IT support personnel monitor, 
control and report on their communications environment and its 
business implications. Their VXTracker software helps minimize 
communications expenses and risks, optimize the equipment and 
services that carry the calls, and analyze the way employees are com-
municating and collaborating. Their new Communicado Streamline 
management as a service (MaaS) is said to be the first franchised 
service management offering that removes availability and continuity 
risks for businesses while enabling the vast channel of integrators with 
the platform and services ecosystem they need to play a value-creating 
managed service role.

Kevin Strehlo, Communicado’s Vice President of Marketing, says, 
“We’ve been marketing for about six years, and about 90 percent 
of our business has been channel-driven. For resellers, IP telepho-
ny is now broadening out in their mindset to include unified com-
munications. Customers are talking more about collaborative ap-
plications. They can’t just use Microsoft stuff, they need Avaya or 
Cisco gear too. So resellers are very excited about the demand for 
IP telephony ‘grown into’ UC. However, one of the top strategic 
problems for them is how to move into services. Whenever they 
look at a new product they ask themselves whether they can host 
it and charge $20 a month per user, or whatever. And yet much of 
UC and all of its corresponding gear will really be running on the 
customer premise side for a long time.”

“These scenarios tend to be binary,” says Strehlo, “You either choose 
hosted voice or premise-based gear, and then you have to manage it 
yourself. Communicado, however, has a ‘management as a service’ 
platform that functionally wraps up all of that equipment and enables 
these VARs to deliver managed services in conjunction with the sale 
of this equipment, if it’s behind the firewall, or in conjunction with 
the hosted service, if it’s in their NOC (News - Alert) [Network 
Operations Center]. The trick is really to get a ‘punchy’ value proposi-
tion to wrap around the word ‘management’, and that’s inclusive of 
operations and performance management and also continuity. In 
other words, the VAR says, ‘Here’s your equipment and your IT staff 
may be pretty loaded down, so I can augment your staff by deliver-
ing to you this platform, first and foremost, and then deliver to you 
the 24x7 management, unlimited technical support and scalability 
reviews, and put you on a continuity path if any disaster recovery is 
necessary.’ The software to accomplish this in a remote fashion is what 
we do and we partner with these VARs to put them in market to do 
so. So the partner doesn’t buy our stuff, they bring the subscription 
to the customer. It makes them look good and it puts some residual 
money in their pocket. For many of these guys, it’s a really good stra-
tegic answer for how to move away from just selling ‘boxes’.”

“These VARs have rightfully struggled as to determine what services 
have punch and can wrap around the items they sell today,” says 
Strehlo. “And I think it’s a leap of faith for them to build out a 
NOC and a hosted voice switch and then try to hit the ‘S’ of the 
SMBs. That’s too aggressive an approach for most of these guys. 
They’re looking for incremental, high-margin revenue that encom-
passes what they sell. Our thesis is that the end customer is very 
likely to say, ‘Don’t give this to me and then tell me that I have to 
necessarily manage and operate it.’.” 

Feature Story

cyLogistics offers complete configuration 
and fulfillment services for ITSPs, VARs 
integrating enterprise clients, and resellers 
wanting product flexibility without having 
to own and manage a large inventory.
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Some companies are specialty distributors, such as cyLogistics, 
which provides resellers and VARs with enterprise-class VoIP 
telephony products, integrated solutions, and world-class open 
source operating systems and applications. Situated in Silicon Valley, 
cyLogistics offers products having the latest technology at wholesale 
prices. (Indeed, because cyLogistics has been closely associated with 
the open enterprise market for years, cyLogistics has been a leading 
supplier in the Silicon Valley.) 

CyLogistics also offers complete configuration and fulfillment services 
for ITSPs, VARs integrating enterprise clients, and resellers wanting 
product flexibility without having to own and manage a large inven-
tory. cyLogistics has the good fortune of being situated close to the 
three major shippers’ airport hubs, and since they’re on the west coast, 
businesses in the Midwest and on the east coast have a few extra hours 
in the day to place last-minute, emergency orders. 

Specialization in this industry generally involves being able to IP-en-
able an existing phone system or planning a new VoIP PBX. Another 
famous name in this category is NETXUSA, Inc. a leading distributor 
of VoIP products and services. NETXUSA has a distribution channel 
of independent resellers throughout the U.S. and foreign countries 
that provide the local end-user installation and support services. The 
company has two distribution and sales centers situated in the U.S. 
and east and west coast facilities provide rapid regional response and 
economical product delivery to the dealer channel. Their in-house 
certified engineers and customer service staff are available to service 
the dealer after the sale.

There is no limit to what a niche can be in the modern tele-
com ecosystem. Take for example AMDEV Communications, 
originally a well-known supplier of new and reconditioned 
voicemail systems and which expanded its operations to include 
voice processing and computer telephony systems, components, 
software and support services. After Centigram’s CPE division 
became Baypoint Innovations which in turn was acquired by 
Mitel, AMDEV continued for many years to provide Centigram 
customers with products and services for newer Series 6 systems, 
along with reconditioned Series 5 systems.

Other forms of IP specialization can be geographical, such as Com-
mLogik Corporation, a value-added computer telephony distributor 
for Latin America with local offices in Brazil, Argentina and Mexico, 
also attending to Venezuela, Colombia, Ecuador, Chile, Peru, Central 

America and the Caribbean. CommLogik was formed by the trium-
virate of Affinity LAC Group (covering Mexico, Central America, the 
Caribbean and the non-Mercosur markets), Crandal Telecom (cover-
ing Brazil) and Convergencia Telecomunicaciones SA (Argentina and 
neighboring countries). 

CommLogik’s services include technical support, training, techni-
cal seminars, warranty services, RMA, and same-day shipping on 
most products. They also provide consulting services for projects 
and implementations, including projects involving the SS7 protocol, 
digital telephony, contact and call centers, PC based PBX systems, 
corporate telephony communications solutions and VoIP. They even 
supply fault-tolerant industrial computers and turnkey telephony 
servers and systems, including call center hardware and software, 
digital PBXs, network-based IP PBXs, telco-grade VoIP, tape backup 
servers and others.

As systems become more complex, the consulting and profes-
sional services aspect of the industry has been gaining momentum. 
QualMax, for example, is global, multi-vendor, and product neutral, 
functioning as a three-tiered, integrated practice that includes 
QualMax Professional Services. They deploy best-of-breed solu-
tions specialized in VoIP, virtual private networks, turnkey network 
design, wireless connectivity and web. Their Qualmax Professional 
services leverages strategic relationships with Cisco, Avaya, Nortel, 
Quintum, Excel, and other leading vendors to deploy and configure 
world-class solutions. 

And of course, as even smaller resellers aspire to be a “one-stop 
shop” for both products and support, they have had to bolster their 
capabilities though such activities as outsourcing. ViTeleTechZone, 
a provider of VoIP solutions along with services, support, testing, 
training and knowledge engineering, had the idea to set up “zones” 
where the need for their services arise. Their model involves creating 
a “zone” where SMBs can come in to hire expertise that’s outsourced 
and get their jobs done in distant places such as India, China (Da-
lian) or any other cost-advantageous location. It’s called a ‘shared 
resource deployment formula’.

We tend to think in terms of the corporate world when talking 
about resellers and integrators, but the rise of IPTV and new 
forms of entertainment also provide a great deal of business to 
resellers. For example, TVC Canada, a major integrator/VAR 
of premium quality, brand label products and services for the 
cable, wireless, broadband and broadcast industries, special-
izes in providing advanced communications products, access 
to industry leading manufacturers, and logistical services to 
integrators, contractors and service providers. (For example, 
they sell to the Canadian market the complete line of prod-
ucts and accessories from AVP Manufacturing & Supply Inc., 
a huge vendor of commercial broadcast, telecom, and satellite 
equipment, and involved in the design and manufacturing of 
audio, video, and digital jackfields, connectors, wire and cable 
assemblies. AVP sells through world-wide distribution, and also 
partners directly with clients, designing and manufacturing 
custom jackfield and panel solutions for its broadcast, telecom, 
and satellite customers and OEM relationships.)

Bigger is Better?

Of course, don’t count out the bigger distributors. Take SYNNEX 
(News - Alert) Corporation, which has been around since 1980. 
SYNNEX defines itself as a leading business process services company, 

A Useful RFP from Phybridge

Phybridge is known for its Uniphyer Layer 2 Ethernet 
appliance and phyndMe IP Phone Jacks that can deliver IP 
and PoE over ordinary CAT3 telephone cabling. Recently 
Phybridge has written a sample RFP (Request For Pro-
posal) that will be helpful for both resellers and end users 
looking to deploy VoIP solutions. The RFP is based on re-
search results gleaned from a number of VoIP installations. 

The Phybridge RFP is now available at the following 
link: www.phybridge.com/public_files/RFP.htm
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servicing resellers and OEMs worldwide. Yours Truly first encoun-
tered them in the 1990s when they were simply known as a huge 
Taiwan-based conglomerate whose services spanned the entire supply 
chain from manufacturing to distribution and electronic commerce, 
eliminating the need for its customers to use multiple third party 
sources. (Distributors live on small margins. Since the Taiwanese have 
always been known as masters of working with small margins, one 
expects they would excel in the distribution field, giving American 
distributors a run for their money – which they did.)

Today SYNNEX is still on the march, providing outsourcing ser-
vices in IT distribution, contract assembly, logistics management 
and business process outsourcing. They distribute products from 
more than 100 major IT OEM suppliers to more than 15,000 
resellers throughout the U.S., Canada and Mexico. They par-
ticularly focus on IT systems, peripherals, system components, 
software and networking products. Some of their key suppliers 
include HP, IBM, Intel, Seagate, Microsoft, Lenovo and other 
huge manufacturers. In 2006, their consolidated worldwide 
revenue was US$6.34 billion.

Although the mention of “reseller” conjures up hardware and soft-
ware, SYNNEX, for example, has a distribution agreement with 8x8 
(News - Alert) to offer their Packet8 Virtual Office Hosted iPBX 
phone services. In an increasingly competitive environment, distribu-
tors and VARs are becoming more flexible than ever.

Another venerable distributor that has been around for over 30 years 
is Target Distributing, of Germantown, Maryland. They handle 
just about any kind of telecom product you can think of (just take a 
look at their 160-page catalog) as well as related items such as blank 
audio, video and data media, to A/V hardware and office automation 
equipment. Their telecom division carries four different key system 
lines – Panasonic, Vodavi, NEC, and Comdial. It’s also one of the 
largest Plantronics (News - Alert) headset and Polycom audio/video 
conferencing distributors in the U.S. 

But perhaps the great-granddaddy of this business (founded in 
1974), is Tech Data Corporation, formed long before the days of IP 
Communications to help resellers, particularly computer telephony 
and non-traditional resellers collectively referred to as “voice resell-
ers”, and who support both hardware and software voice-related 
products. Today a grand-scale distributor of IT products, with more 
than 90,000 customers in over 100 countries, Tech Data’s business 
model enables technology solution providers, manufacturers and 
publishers to cost-effectively sell to and support end users rang-
ing SMBs to large enterprises. Ranked 109th on the FORTUNE 
500, Tech Data generated US$23.4 billion in sales for its fiscal year 
ended January 31, 2008.

Tech Data was always interesting in that it would regularly devise 
innovative distribution ideas over the years. For example, it was one 
of the first companies to make the Extensible Markup Language 
(XML) technology available to customers wanting to leverage the 
distributor’s e-business solutions. Tech Data had instantly recog-
nized that XML could greatly simplify access to real-time supply-
chain data, including price and inventory information, order 
submission capability, and shipment tracking status. 

Tech Data’s principal challenger is the equally august Ingram Micro, 
founded in 1979, which lays claim to being the world’s largest 

technology distributor and a leading technology sales, marketing and 
logistics company. Ingram Micro prides itself on its ability to create 
sales and profitability opportunities for vendors and resellers through 
unique marketing programs, outsourced logistics services, technical 
support, financial services and product aggregation and distribution.

Ingram Micro’s offers an amazingly broad array of solutions and 
services to nearly 159,000 resellers by distributing and marketing 
their hundreds of thousands of IT products worldwide from nearly 
1,300 suppliers. Through Ingram Micro Logistics, the company 
provides customizable services for order management and fulfill-
ment, contract manufacturing, contract warehousing, product 
procurement, product pack out and cartonization, reverse logistics, 
transportation management, customer care, credit and collec-
tion management services, and other value chain services. Ingram 
Micro serves 150 countries and is said to be the only global IT 
distributor with operations in Asia. 

Most giant distributor/resellers, such as ScanSource of Greenville, 
South Carolina, maintain encapsulated divisions devoted to conver-
gence telecom. ScanSource’s specialized divisions are Catalyst Telecom 
(News - Alert) (which specializes in Avaya communications products) 
and ScanSource Communications, formed from two ScanSource sales 
units, T2 Supply and Paracon. The later encompasses T2 Supply’s 
videoconferencing and telephony products and Paracon’s communica-
tions products and services. As one entity, they function as a compre-
hensive VAD of total communications solutions, including video and 
audio conferencing products; telephony solutions, including VoIP; 
and computer telephony building blocks.

But whatever happens, distributors, as always, will not just survive, 
but endure, as they continue to evolve along with the underlying 
convergence technologies.  IT

Richard Grigonis is Executive Editor of TMC’s IP Communications Group.
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If you think the enterprise should worry about IP com-
munications security, rest assured that service providers 
are positively electrified by it, mostly because of the 

costs attacks incur on their network, and the liability issues 
that may ensue. In addition to such traditional technolo-
gies as packet inspection and all of the goodies found in 
session border controllers, newer concepts such as NAC 
(Network Access Control) have appeared at the enterprise 
level, which keeps an eye on network endpoints, and en-
forces enterprise security policies and blocks the spread of 
malware. Given the variety of what’s available – Firewalls, 
Intrusion Detection Systems (IDSs), Intrusion Preven-
tion Systems (IPSs) and messaging security systems – both 
network operators and enterprises are struggling to come 
up with ways of coordinating the activities of all of these 
overlapping technologies.

Lately there has been an emphasis on packet/content inspection.

Take Cloudmark for example, which provides comprehensive messag-
ing security solutions that enable the world’s largest service providers 
(both fixed-line and mobile) to prevent messaging abuse from adversely 
affecting their infrastructure, operations and subscribers. Cloudmark 
has developed an approach that leverages the strength of its network of 
global service provider customers in rapid threat detection. Cloudmark 
currently protects over 250 million mailboxes in 163 countries.

Jamie de Guerre, CTO of Cloudmark, says, “We provide to service 
providers protection for any attack that may be happening over a mes-
saging medium. That can be email or SMS, MMS or potentially some 
other areas, such as blog stem messages or social networking messages. 
The typical types of attack one encounters in this area would be spam 
attacks, phishing, viruses, malware and denial-of-service or harvesting at-
tacks via email or messaging in general. The benefit of our solution is that 
we have the most real-time and scalable solution in the market that has 
the highest accuracy of blocking all of those threats with the fewest false 
positives. Also we have the ability to do this in a cost-effective manner 
for service providers. Today, we’re deployed at the majority of fixed-line 
service providers in North America and a couple of other geographical 
areas around the world, including Japan and several large service providers 
in Europe. We’re starting to move more and more into the mobile space. 
We’re deployed in two of the top ten largest mobile service providers in 
the world and we’re deployed in eight of the top eleven North American 
mobile operators and eight of the top ten Japanese operators. We also 
have four large Tier 1 European operators using our solutions.”

“There are several problems that service providers face with messaging 
security,” says de Guerre. “Today a typical North American consumer 
operator receives hundreds of millions of messages of day. If you take 
Comcast, for example, they receive between 500 million and a billion 
message attempts each day. At every North American operator, about 
96 percent of all incoming messages are spam. Therefore, if you have to 
process all of the messages through your entire messaging infrastructure, 

and worse, if you have to store those messages, then that’s extremely ex-
pensive. Your messaging infrastructure is now several orders of magnitude 
larger than it would be if you only needed to process and store legitimate 
messages, which are 4 percent of the total. It’s very costly to allow all of 
that spam to move through the messaging infrastructure. Clourmark 
provides the ability to run a highly accurate, highly performing messaging 
security solution right at the edge of the provider’s network, right at the 
edge of their email datacenters, and block all of those messages early in 
the process so that the provider is delivering only legitimate messages to 
the more expensive internal messaging infrastructure.”

“One of our case studies concerns a service provider with five million 
subscribers,” says de Guerre. “They were previously using 50 edge 
appliance products from an appliance vendor and 47 Dell servers 
running our biggest competitor, Symantec Brightmail. They were 
able to consolidate all of that to just nine servers running Cloudmark. 
Additionally, with the deployment they saw Cloudmark filtering an 
additional 80 percent of what the previous platform was missing. The 
cost savings for doing that is very dramatic across the infrastructure.”

“The other benefit is to the subscriber,” says de Guerre. “As North 
American cable and telecom operators start to compete with service 
providers which supply free email solutions, such as Gmail, Yahoo 
Mail and MSN or Windows Live Messaging, the quality of that 
service in a number of areas is important, spam being one of the most 
important today. If a lot of spam gets through, the email experience 
will be poor for the user. So, as these cable and telecom operators are 
looking to have services be as ‘sticky’ to users as possible, one of the 
things they discover is that the email address is itself sticky — people 
don’t like to change their email address very often. If the service 
provider can provide a very good email experience, then users will not 
only stick with that email service, but they’ll also stick with the overall 
product offering. Cloudmark enables the operator to provide that 
premium user experience via spam filtering.”
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“On the mobile side, the issues are different and geographically-specific,” says de Guerre. “In North 
America and most of Europe, there’s not a big spam problem for SMS and MMS mobile messaging. 
But there’s a growing concern that it’s coming, which is partly derived from observing what’s happen-
ing in the rest of the world. In Asia, the Middle East and several parts of South America and Africa, 
you’re seeing a lot more spam on mobile phones. So the messaging costs are high to both the provider 
and user. A spam in your email is an accepted event and you just delete it. But if you get an SMS spam 
and your mobile phone vibrates in the middle of a meeting, that’s much more intrusive. Moreover, 
you may be paying for the receipt of that message, in which case you have to call your provider’s sup-
port people, and that becomes a costly customer complaint scenario for the provider.”

“The other fundamental issue we see with mobile messaging is that the popularity of SMS and MMS 
messaging is growing and operators are looking more and more to monetize content services and 
revenues through that medium and other content media to the mobile phone,” says de Guerre. “As 
that popularity grows, it makes it more attractive to the hackers to send their spam or malware. That 
presents a significant risk to operators in trying to get the benefit of new mobile revenues over the 
messaging medium. They won’t be able to do that if users lose confidence in the medium. If users 
see that half of their messages are complete spam, it’s unlikely that they’ll follow through in accepting 
other content services that’s coming over the mobile medium, such as legitimate advertising or promo-
tions. That’s why we at Cloudmark are working with several mobile operators around the world to put 
in place protections similar to what we’ve done on the fixed-line side for the mobile networks.”

Another player in this space is Bivio Networks (News - Alert), which supplies next-gen 
network appliance platforms, enabling application developers to rapidly develop and deploy 
wire-speed, deep-packet processing network applications. For example, the Bivio 7000 Series 
of programmable network appliance platforms delivers 10 Gbps throughput performance 
within a standard Linux programming and execution environment.

Elan Amir, CEO of Bivio Networks, says, “We’re not actually a security vendor per se. We’re 
actually a broader networking vendor in the sense that we are a deep packet inspection equip-
ment vendor and, among other things, we also sell to the security vendors. The way we look 
at the security market is as a broader play wherein deep packet inspection is the underlying 
technology for a lot of networking market segments, one of which, and perhaps the most 
important at this point, is the security market. We see in the security market a consolidation 
around general deep packet inspection.”

“One of the biggest problems in security has been that the market has historically cemented itself to 
an application view,” says Amir, “so you have firewalls, IDS and anti-virus vendors, and leak preven-
tion vendors, network access control vendor applications. Each of these different applications drags 
along with it a piece of hardware into the IT infrastructure, and so very quickly the tasks that each 
one of these applications is charged with doing ends up overlapping or ‘bleeding over’ into tasks 
that are actually in the realm of a different application. This creates quite a bit of complexity, both 
from a deployment standpoint and a management standpoint and you never know exactly which 
policy is controlling which action and I think what you’ll see moving forward from a security stand-
point is that the process of controlling the packets and network flow will be defined in software that 
is a lot more uniform, as opposed to just these disparate functions that are all put together. In the 
Internet telephony space, of course, in some sense it’s somewhat of a greenfield situation, simply 
because as IP telephony becomes more prevalent, the security risks and issues concerning anything 
from unauthorized interception to viruses and security threats that embed themselves inside the 
payload obviously are such that we’ve just barely begun to scratch the surface of what’s possible out 
there. There really isn’t quite the critical mass of devices to handle everything.”

“This is all evolving to a broader approach to security,” says Amir, “that collectively is known as 
deep packet inspection. It’s the discipline of examining the payloads of the network traffic and then 
taking action based on that. Rather than specializing in an individual application at the outset, you 
have the individual policies emerge from an underlying deep packet inspection framework.”

“IT managers want to know how to make all of their security applications and devices work 
together,” says Amir. “Their IDS system, NAC [Nework Admission Control], anti-virus gate-
ways, their host-based leak prevention system, all of this stuff sort of fits into the network and 
supposedly takes care of different pieces of a problem, but they really don’t. Their functions 
actually overlap and when a threat comes in to the organization, it’s quite difficult to figure out 
which system should have taken care of the problem, let alone making sure that all the poli-
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cies across all of these systems actually work together to give you an 
overall policy that is what the IT organization really wants. That’s the 
number one security problem right now in general.”

The Wild World of Web Security

Finjan (News - Alert) also specializes in active real-time content 
inspection technology. Finjan provides secure web gateway solutions 
for the enterprise market that prevent “crimeware” and other mali-
cious web content from infiltrating corporate networks and stealing 
business data. Their content inspection technology detects malicious 
content based on the code’s intended criminal action, without using 
signatures, URLs or reputation attributes.

As originally disclosed in Finjan’s Q2 Trend Report, cybercriminals 
quickly realized that in order to avoid detection by URL filtering 
or reputation services products, they needed to avoid detection by 
deploying several new techniques, such as:

1. Storing IP addresses of web crawlers in their attack databases. This 
method enables cybercriminals to serve legitimate content to these 
web crawlers while serving malicious content to all other site visitors. 
Since these web crawlers are the main feed for updating URL filtering 
and reputation services databases, the result is a false rating or catego-
rization of infected websites.

2. Using random web page names. This method prevents ‘black list-
ing’ of malicious pages. Each time users visit an infected site, a new 
unique URL is created and served dynamically.

3. Code obfuscation. This method ‘breaks’ anti-virus signatures to 
avoid detection.

Finjan says that legitimate websites, hosted in the U.S., were com-
promised by criminals to infect web users with trojans and other 
malicious content using these techniques.

A typical “random js attack” is performed by dynamic embedding of 
scripts into a webpage. It provides a random filename that can only 
be accessed once. This dynamic embedding is done in such a selective 
manner, so when a user receives a page with the embedded malicious 
script once, it won’t be referenced again on subsequent requests. This 
method prevents being caught in later forensic analyses. The “evasive 
effect” is achieved by storing the visiting user machine’s IP address on 
the server. Upon accessing the site again from the same IP address, the 
malicious JavaScript is no longer referenced in the source HTML of 
the site, and so the malicious filename (URL) that was previously used 
to serve malicious code is also no longer accessible on the web server. 
Thus, all traces of the malicious code have vanished.

During December 2007, Finjan detected about 10,000 new legiti-
mate domains which have fallen victim to this type of attack.

Finjan’s Vital Security Web Appliances can identify these attacks. For 
increased Web 2.0 and productivity control, URL Filtering engines from 

IBM Proventia Web Filter technology and Websense (News - Alert) are 
available as an extra option. Finjan’s Secure Web Gateway Solutions also 
include an optional cache appliance, providing enterprises with a complete 
solution for active real-time web security and content acceleration. Finjan’s 
Secure Web Gateway Solution supports the Cisco WCCPv2 standards and 
ICAP for interoperability with various networking and caching systems. 
Finjan’s RUSafe™ assesses incoming and outgoing web traffic using Fin-
jan’s security technologies, without requiring any changes to the security in-
frastructure and network topology. It sniffs live traffic from the switch, scans 
the content using Finjan’s active real-time content inspection technologies, 
and generates summary-level and detailed-level reports which specify the 
magnitude and type of malicious content detected by the appliance.

In short, Finjan’s technology installs in the network and monitors 
traffic as it comes in as HTML and JavaScript. It determines what the 
scripts are doing, and whether they come from myspace, or wherever.

The DNS Connection

Nominum provides highly scalable, reliable and secure DNS and DHCP 
servers. These products were developed by Nominum engineers based on 
their experience in writing BIND (version 9) and ISC-DHCP (version 
3). Unlike these open source products written primarily to demonstrate 
those specifications were implementable, Nominum products are com-
mercial grade and focus on carrier-class requirements and are scalable and 
have high availability and high performance characteristics.

Georges Smine, Nominum’s Director of Product Management, says, “Our 
products rest in the naming and addressing solutions space, which is really 
a layer that had been neglected for a long time, but now the last few years, 
especially in the carrier market and now the enterprise market, companies 
have been looking at it as vital for their well-being. We’ve played a role in 
the routing directory space through the use of ENUM [“Electronic Num-
bering”] for pure telephony providers who are moving to IP.”

“From a product perspective, when you look at the world of DNS 
[Domain Name System], it’s really the underlying layer for any type 
of application,” says Smine, “but it does play a more sensitive role for 
communications-type applications, especially considering that SIP [Session 
Initiation Protocol] is highly dependent on the DNS. When you look at 
companies running their DNS infrastructure, if you really want to protect 
your communications links, you must protect DNS and ensure that it’s not 
vulnerable to, say, denial-of-service attacks, or other attacks that can bring 
the network down. These are usually attacks meant to create harm or create 
disruptions, and it used to be done for bravado purposes — by macho 
hackers looking at ways of ‘proving’ themselves among their peers.”

“Now, protecting your DNS servers is very important,” says Smine. “An-
other aspect of protecting their uptime is also making sure that you’re not 
allowing people to be phished. There’s also a type of attack called ‘farm-
ing’ where you think you’re looking at your bank account URL, but the 
IP address that correlates to that domain name may have been altered by 
virtue of ‘poisoning’ your existing DNS server. These are things that we also 
protect against in our native DNS infrastructure. That’s especially true for 
anyone who want to run any type of IP communication in the public In-
ternet. If you’re trying to make a call with your SIP phone, for example, and 
you’re using a SIP address to reach a customer call center, there is a chance 
your call could be diverted somewhere else and you may be induced by a 
fake customer representative into giving away your account information.”

“Another aspect of our involvement in security involves ENUM technol-
ogy,” says Smine. “We provide the routing directory and repository for all 
types of telephone numbers that a carrier will manage. These type of rout-
ing directories — you can consider them as a sort of IP-enabled SCP [Ser-
vice Control Point] — tend to run in a very protected environment, which 

“IT managers want to know how to make all of 
their security applications and devices work  
together,” says Amir. “Their IDS system, NAC
[Nework Admission Control], anti-virus gateways, 
their host-based leak prevention system...”
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means that they’re less likely to be vulnerable to external attacks. This means that most of the time 
that data is being accessed by a switching infrastructure which is either owned by the carrier itself or 
by partner carriers that have control of that infrastructure. Having said that, that does not mean that 
you don’t have any security measures around it. You must make sure that this database is always up 
and available, and that you can use the data inside of it to ensure that it is originating and being pro-
visioned from well-identified sources, so that there’s no risk of anybody inserting a telephone number 
to divert calls at the core. And of course that data also can be used to validate incoming calls when 
you’re serving the Class 5 switch equivalent. You want to ensure that these identities are not being 
spoofed and you’re not allowing attackers to pretend that they’re somebody else.”

“The amount of money spent on security can be justified only by the potential risk of loss,” 
says Smine. “You’re not going to spend a lot of money if you’re protecting something that is 
really not valuable. Usually security in communications and the Internet comes as an after-
thought or really in the aftermath of some major violation.”

“Carriers are concerned over loss, such as an intentional blockage of their service to customers,” says 
Smine. “And they’re also concerned about identity theft or service theft, or the intentional disrup-
tion of service quality. Some are concerned over the theft of services, such as the Miami operation 
that took control of unprotected softswitches and routed calls through them for free. Liability also 
concerns network operators when it comes to things such as spoofing. I had a customer in Europe 
who said that even though their network was protected, somebody managed to run a scam on their 
network and steal the identity of customers. They felt they had to do something and were partly 
responsible. Then of course, there’s spit, but we haven’t seen a lot of that yet.”

DNS also figures heavily in the technology of VirnetX, whose next-gen technologies are 
designed for secure real-time communications solutions. Designed for seamless authentication 
and automatic encryption via a domain name (DNS) look-up, VirnetX technology establishes 
a secure communication link without entering any cryptographic information. VirnetX’s tech-
nology provides wide-reaching technology implications, including unified communications 
and messaging, VoIP, IM, video conferencing, secure session initiation protocol (SIP), and web 
and real-time collaboration services.

Recently VirnetX announced their GABRIEL Connection Technology for securing private data and 
content shared across next-gen networks, such as Web 2.0, peer-to-peer (P2P) networks, VoIP, unified 
communications and collaboration software applications. GABRIEL Connection Technology enables 
secure across-the-network verification using a combination of cryptographic certified domain names, 
computer network addresses and public keys. GABRIEL allows for the creation of hardware or soft-
ware solutions based on a foundational security platform with automatic link initiations and seamless 
management of new registration services. This enables ubiquitous, secure unified communications 
between any combination of devices, operating systems, software applications and even connecting 
sensors. Businesses can now obtain a new secure domain name or establish “invisible security”.

Kendall Larsen, CEO and President of VirnetX, says, “We were founded in 2005. We have a rich 
set of intellectual property that enables the next generation of security for Internet telephony. When 
I say ‘enables’, we’re very strong with intellectual property and we’re actually developing our own set 
of products and licensing practices. We focus on the areas of fully authenticated and fully encrypted 
real-time communications. What does that entail? Every important conversation on a network 
should be fully authenticated down to the user level, as well as fully encrypted, relative to setting 
up a VPN, so that rich media on a real-time basis can flow transparently, fully encrypted, and fully 
authenticated, across domains. That’s the basis of our intellectual property and the fundamental 
foundation for good, secure Internet telephony. We all want to implement this across networks and 
providers and accelerate the great trends we’re seeing now with IP communications.”

“We work with Cullen Jennings (News - Alert) and the security working groups at the IETF,” says 
Larsen. “We believe that is important work, and those guys truly understand it. The work they do 
helps developers such as ourselves and others in the industry, and we support them. We believe 
that they also support rich intellectual property as VirnetX encompasses. We actually acquired our 
intellectual property from SAIC, a large government integrator working in the intelligence com-
munity. They had the de facto standard for encryption technology; for ‘raw’ crypto as well as secure 
protocols that are still being used today in real-time communications. The idea was that everybody 
should have an X.509 certificate at the device level, and they should present it to the network or to 
the controllers for permission for authentication, and a VPN should be set up between the origina-
tion and destination points. That means that standard crypto is still good, implemented in a way 
that uses X.509 for authentication, sets up VPN channels and encrypts those channels with those 
X.509 certificates resident in the devices.”
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“Who’s doing this? Most major vendors have made statements and/or prod-
ucts supporting this,” says Larsen. “The issue at hand is how to get intercom-
munications accomplished with these fully authenticated and fully encrypted 
channels. That segues into current service provider and industry trends. If 
you look at what we believe to be the base-level standards, we believe that 
DNS is how the Internet ‘phone book’ finds users, websites, phones, wired 
and wireless devices. The term DNS also describes a protocol by which you 
search and find. SIP is based on DNS. So every SIP address is what we call a 
domain name, and when you accompany a domain name with a certificate 
you find what we call a secure domain name. If we’re searching for and dial-
ing a destination with our IP softphone, hardphone, or wireless device, we’re 
using DNS protocols to ask, ‘Where is that destination?’. Once it has found 
the destination, then is there ‘keying material’? And are you authenticated 
or do you have permission to connect to that device on a fully authenticated 
and fully encrypted basis? As it happens, VirnetX has the patent that seam-
lessly enables this process, which is a rich set of IP, techniques and enable-
ment that allows it to transparently take place.”

“That’s where we’re at in the industry,” says Larsen. “We’ve got the 
communications part of it down pat, whether it’s PBXs or hosted 
PBXs or services. We know that it works. Now, how do we permit 
mission-critical, business-level communications in a completely feder-
ated environment? It comes down to using DNS, trusting the domain 
names down to the device at a granular level, and then making sure 
that all of the devices or phones or computers have keying material 
available, such as a certificate or trusted domain name.”

“Let’s say you have Domain A which is an enterprise, and Domain B, 
which is an enterprise,” says Larsen. “And the current trends are that En-
terprise A says, ‘I’m going to trust everything that comes from Enterprise 
B.’ Essentially that can be done with a certificate that is trusted from the 
call manager or the PBX or the border controller that’s trusted. It’s where 
the Internet telephony traffic comes from. If I’m at B and I trust all of 

the traffic coming from A, then I can accept it. The issue, however is that 
everybody is not sitting nicely-configured behind the PBX as it was in the 
old days. Today, people are roaming about. They’re wireless. They have 
multiple devices. Their calls are not coming back through a single secure 
call manger. The users are certainly in a domain, but that’s a physical 
domain, and what we’re really talking about is a virtual domain. A virtual 
domain has members in it and those members have devices. The granu-
larity issue is such that some virtual domain, let’s say it’s a company with 
many people, can be broken down into devices, and their respective SIP 
addresses that are not physically defined but cryptographically defined in 
a virtual world. That’s certainly a challenge.”

“VirnetX as a company understands this ‘virtuality’ – our name stands 
for ‘Virtual Net Exchange’,” says Larsen. “And as you start seeing the 
exchanges – and these aren’t physical exchanges but virtual relation-
ships taking place – cryptography becomes the way to identify or 
‘trust’ domains that are not physically but virtually defined.”

Suffice it to say, given the number of hackers and their accelerating 
delivery of attacks and malware, security will be a growth industry for 
a long time to come.  IT

Richard Grigonis is Executive Editor of TMC’s IP Communications Group.
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Selecting Hosted VoIP

The market squabbles over the definitions of hosted, 
managed IP PBXs, IP Centrex and CAS (Com-
munications as a Service), which results in a lack 

of clarity of their different respective value propositions in 
the customer’s mind. In particular, the term hosted and 
the term managed don’t mean the same thing. “Hosted” 
means “hosted somewhere else.” It doesn’t mean managed, 
necessarily. But it can mean “managed by default” simply 
because it originates at the service provider. With true 
managed services, the equipment part of the system sits at 
the customer premise and the provider takes care of it, so 
the customer can pretend it’s not there.

A few companies have the flexibility to offer their technology as either 
customer premise based (CPE) or as a provider play. CosmoCom (News - 
Alert), for example, offers Consolidation 2.0, the all-IP contact center strategy 
for large and complex enterprise requirements. CosmoCom technology 
enabling Consolidation 2.0 is available as a premise-based solution within 
the enterprise, and as a service from global service providers hosting it. Also, 
CosmoCom’s Contact Center On-Demand (CCOD) is a hosted or network-
based contact center that allows Network Service Providers (NSPs) to provide 
basic transport services to contact centers, leaving the high-margin revenue 
of advanced contact center features to vendors of premise-based equipment. 
Operators thus not only gain access to new higher margin revenue, but also 
protect critical existing sources of revenue from price-driven churn.

Smaller companies that don’t have the time to formulate a sophisticated IP 
Communications strategy can simply avail themselves of a hosted service 
such as the Packet8 Internet phone and videophone service, introduced in 
2002 by 8x8, Inc. Designed with both residential and business customers 
in mind, Packet8 allows anyone with broadband Internet access to make 
unlimited calls to anywhere in the U.S. and Canada for as little as $24.99 
per month. All Packet8 subscribers get worldwide unlimited calling to other 
Packet8 subscribers at no extra charge. Calls to non-Packet8 International 
numbers (outside the U.S. and Canada) are billed at very low per minute 
rates. There’s no extra charge for popular features such as voicemail, Caller 
ID with name, call waiting, three-way calling, follow me/find me, etc.

For most SMBs, however, things are a bit more complicated.

Todd Habersang, Vice President of Business Development, U.S. for 
Siemens Enterprise, says, “In our discussions with customers, they 
have certain expectations when they consider moving from a legacy 
TDM environment to VoIP and in particular a hosted offer. The four 
topics that keep popping up are: First, reduced cost. Second, ease of 
system administration and management. For example, there are a lot 
of discussions about self-service portals. Third, they want a strong 
feature set. Fourth, they want a clear path to migrate from the current 
environment. Businesses want to avoid equipment obsolescence, 
which makes hosted services attractive. As we move from hardware-
based businesses to software-powered environments, businesses are 
inclined to do less capital investment in hardware in favor of software 
and hosting, and they want upgrades built into hosted models.”

“Certainly most customers don’t have specialized skills,” says Haber-
sang. “In terms of looking at a fully converged offer as it goes from 
the core to the edge, there are some serious challenges in a customer 
environment involving customer skill-sets. Businesses want to focus 
less on training their employees to work on these systems and focus 
on their core business. There are also high expectations that the IP 
PBX features that they know so well will be available in any type of a 
hosted offer. They like the idea of little or no capital cost, other than 
maybe some small set-up fees regarding the design and assessment of 
the network as they anticipate moving to an IP environment.”

“Then there are the presumed employee productivity gains,” says 
Habersang. “By adopting a hosted model, the employees focus on the 
core business and efficiencies are gained. As we move toward com-
munications as a service and ‘one-stop shopping’ for an end-to-end 
solution from a provider, businesses can partake of a less fragmented 
communications approach and productivity benefits will be realized 
more and more.”

Mike Fasciani, Vice President of the Global Technical Sales Support 
Team for Siemens Enterprise, says, “Obviously, the whole self-care 
and self-management option not only improves the operational 
efficiently of the service provider, who doesn’t need as much staff to 
offer a hosted service, but they can actually make it easier for smaller 
businesses too, since you don’t have to contact a help desk and figure 
out what to do. Instead they can go on the web and make changes, or 
whatever. Everything becomes simplified from end-to-end for all of 
the players involved.”

By Richard “Zippy” Grigonis
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“The other piece of the puzzle we should talk about is the migration step,” 
says Fasciani. “That’s something that some of the less savvy enterprise play-
ers don’t really understand how to do. How do you take a legacy PBX and 
allow them to move smoothly away from that piece of technology and to-
ward something different, while at the same time not lose any business steps 
along the way? It’s not always the easiest piece to get to work smoothly.”

Habersang adds: “A migration strategy formulation lends itself to a great 
need for more consulting and professional services. It involves the customer 
sharing what their business strategy is, and then mapping that to the con-
vergence strategy and making sure it’s all well thought-out. But there’s still 
some basic ‘block-and-tackle’ stuff we see out there. We still have many cus-
tomers who are confused about the benefits of moving to VoIP from TDM 
legacy. So you still have to earn that badge first before you can get into a 
discussion of hosted services. It’s important for providers to take the time to 
go over the value of VoIP converged solutions, before they try to sell hosted 
services. And of course customers are unsure about which hosted provider 
they should go with. There are very diverse views of what hosted means, 
and that confuses the value proposition. You can combine that confusion or 
lack of awareness with the customer’s failure to perform an ROI comparing 
customer-owned versus managed versus IP Centrex or hosted scenarios.”

“Businesses must take the time to work with a potential provider to 
look at the acquisition costs,” says Habersang. “Such as the monthly 
recurring costs and the annual maintenance costs and understand how 
big the check will be that they write to any provider in a customer-
owned scenario versus a hosted environment. So customers should keep 
in mind the benefits of VoIP, the definitions of the different types of 
models, and then they should have an ROI and understand the total 
cost of ownership comparing customer-owned systems versus hosted or 
managed services. The market itself doesn’t help the customer, since it’s 
exploding with new technologies and new service providers, and many 
mergers and acquisitions. Customers are confused as to what model is 
best and therefore who to turn to — traditional telcos, equipment pro-
viders, cable companies, ISPs? The dynamics make it very challenging.”

“Service providers also have challenges, both external and internal,” 
says Habersang. “Externally, they must have a strong marketing strategy 
around the launch of any such hosted offer. There must be customer 
education, key messages, clear differentiation and brand awareness. 
There must be a commitment to enhanced applications as the offer 
evolves. Internally, providers must have a strategic alignment with their 
marketing resources. There must an agreement on the key market mes-
sages, and funding for big media ‘splashes’, awareness campaigns, and 
so on. The provider has an opportunity here to maintain, establish or 
re-establish brand awareness relative to being a hosted provider.”

One-Stop Shopping

GlobalTouch Telecom offers a vertically-integrated V-VoIP (Voice and 
Video over IP) platform as a one-stop single vendor solution. The solution 
is an all-inclusive private label offering (DIDs, order pages, PBX, residen-
tial SIP trunking and prepaid products, CRM, billing, and termination) 
for carriers, MSOs, Resellers, PTTs, ILECs, ISPs, CLECs, and marketing 
companies. The platform can be completely customized and rolled out in 
less than 30 days. Additionally, their ASP product enables low Capex/Opex 
offerings for both enterprise and residential deployments. GlobalTouch 
develops, owns and operates all aspects of its VoIP technology.

Greg Welch (News - Alert), CEO of GlobalTouch Telecom, says, “From 
the standpoint of hosted VoIP solutions, we’ve been in this marketspace 
since 2004. We focus on the wholesale side. We enable and power carriers 
and cable MSOs, Web 2.0 companies, and so forth — companies that 
want to really want to roll out a single-user or enterprise VoIP solution, 
both in terms of voice and video, and other applications and services. 
Nowadays everybody is calling this ‘unified communications’. In the last 
year, we’ve made a change as to the markets we’re pursuing. It’s based on 
our success and gathering of customers through multi-level marketing 
companies, in addition to telecom CLECs, ILECs, PTTs, RBOCs and 
carriers of that sort, we now have cable companies and Tier 2 and Tier 3 
organizations in our crosshairs. That’s because every cable company wants 
to roll out a VoIP solution, usually as part of a triple play. They’ve seen 
the success of the Comcasts, Cox’s and Charters of the world gathering 
subscribers and reducing churn. It also gives them the inroad to compete 
with the LEC or ILEC in their particular area. The cable company 
already has broadband, so broadband voice is obviously a great overlay.”

“There are several schools of thought,” says Welch. “Most companies want 
to be in the market in 30 or fewer days. They don’t want to have to build 
out infrastructure. They don’t necessarily want to become a CLEC. They 
have a hard enough time and they’re usually sufficiently small as MSOs so 
that they don’t want to reinvent the wheel, which might rule out a solution 
that they have to install in their core, and which they must manage and sell. 
From a distribution and marketing standpoint they’ve got to understand 
how to buy and sell and find phone numbers and do termination of calls, 
and those sorts of things. From our standpoint, GlobalTouch has been able 
to go right in there with a complete turnkey solution that allows them to af-
fix their own label, look, feel and pricing plan to the service, and to get their 
MTA, ATA or videophone application out there immediately.”

A New Evolution

One of the latest companies to enter the field is EvolveIP, a Managed 
Technology Provider (MTP) that has formulated new ways for busi-
nesses to buy, manage, and secure the technologies that they use to 
communicate, and to convert their communications technologies into 
a competitive advantage. Their impressively broad range of expertise 
encompasses the areas of Managed Telephony, Managed Network 
Services, Hosted Applications and Network Security and Compliance. 
Evolve IP partners with businesses of all sizes to provide a complete 
outsourced solution or an augmentation of a current infrastructure.

Evolve IP delivers their services from geographically diverse technol-
ogy centers that are managed 24x7 by a team of professionals. Their 
delivery architecture is the result of working with technology partners 
as Acme Packet (News - Alert), Broadsoft, Cisco, IBM and SAP, inte-
grating and customizing their respective technologies.

Guy Fardone, Chief Operating Officer of Evolve IP, says, “We have 
four key areas of products. One is managed telephony, which includes 
both managed premise and hosted solutions. The second area is man-
aged network services. That includes managed WANs and LANs. The 
third area in which we work is network security and compliance, in 
both the hosted and distributed form. Our fourth and final product 
area is hosted applications, an area into which we will grow. We’re do-
ing hosted Microsoft Exchange and some conferencing, data backup 
and recovery — as we move forward, that’s an area to which we’ll add 
many more products. The premise in our offerings is that these are 
all products and services with which we are familiar. We at Evolve IP 
are 20-year veterans of the data Internet and telecom industry, and 
we had gone to market with these products and services before to the 
SMB community and have done extremely well in offering them, and 
they go extremely well together.”

“Most companies want to be in the market 
in 30 or fewer days. They don’t want to 
have to build out infrastructure...”
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“The one thing we’re not doing here is building a nationwide network,” 
says Fardone. “There’s plenty of network out there right now. We’re us-
ing other network providers and we have some agreements on our own. 
We want to be really good in delivering these services with an extremely 
high level of quality, with quality defined in terms of network perfor-
mance as well as customer communication, service and satisfaction.”

“Our first area of competitive differentiation is that there’s a core group of 
15 of us in this company who have worked together for 15 to 20 years,” 
says Fardone. “We have experience in these markets. Secondly, we are 
unique in our breadth and depth of products. If you ask me who our 
competition is, my patent answer is that it’s sort of everyone: CLECs, 
ISPs, MSPs, VARs, interconnects, security companies, and then in a sense 
no one is our competition, because no one really offers everything that we 
do. Our third area of competitive differentiation is our quality of service. 
Many companies talk about service level agreements and QoS, and it’s a 
fuzzy, nebulous type of thing. We actually illustrate to customers what we 
can do, with tangible SLAs, performance and customer satisfaction.”

Man in the Middle

VoIP Logic (News - Alert) is a major global provider of VoIP Managed 
Services and Solutions. The company enables telecom service providers 
worldwide to build and manage customized, flexible and scalable IP tele-
phony rollouts. From VoIP Managed Services to its Cortex middleware 
system, VoIP Logic provides a huge set of on-demand solutions for service 
providers looking to use VoIP technology. Leveraging partnerships with 
global systems providers, including Acme Packet, Covergence, Sylantro, 
Iperia, Cisco, Highdeal (News - Alert), IVR and NexTone, VoIP Logic 
gives its wholesale customer base a comprehensive set of systems and solu-
tions to satisfy the customized needs of any size VoIP launch.

Perhaps the biggest challenge for service providers initiating a VoIP launch 
is to have control, flexibility and visibility over their systems and technolo-
gies. Cortex, VoIP Logic’s integration middleware, enables service providers 
to provision and monitor service offerings on best-of-breed systems and 
provides their end-users with a single point of self-care. Cortex strives to be 
an easy-to-use, software-based services creation environment in which pro-
viders can provision new users and design their requirements such as billing, 
CDRs, voicemail, DID management systems, etc., for a VoIP rollout, and 
then deploy the offering with minimal delay and expense.

Cortex serves as a secure, unified system management portal from 
which all the components of a multi-system VoIP rollout can be 
controlled, and visible to all levels of an enterprise. In addition, 
Cortex empowers wholesale carriers’ technical support professionals 
to remotely monitor and service customer sites with a scalable, secure, 
customizable solution that leverages client existing best-practices and 
ensures maximum system uptime and bottom-line cost savings.

Micah Singer (News - Alert), CEO of VoIP Logic, says, “We are a success 
story in a market where there have been failures, and that is in providing 
VoIP deployments for service providers. We sit in the middle and inte-
grate with many best-of-breed APIs and that is extrapolated to APIs that 
we push out to many people who then provision on their own systems or 
on common hosted managed systems. That being said, we get really in-

volved in the deployments of a number of service providers. We’re seeing 
more and more service providers that are enterprise-focused, and there are 
larger and larger deployments of what you could call hosted PBX systems. 
Interestingly, what they all have in common is that they use managed net-
works, generally MPLS, such as Global Crossing’s (News - Alert) MPLS 
network. That’s the key. Many times people are not using an IP PBX, 
or sometimes there’s an IAD [Integrated Access Device] or larger device, 
and multiple locations are involved, and it’s always managed. For the user 
such a environment should have the uptime reliability that approaches 
the PSTN and that’s really the key — what is the kind of network that 
has been chosen by your service provider?”

“The largest hosted PBX I’ve seen deployed is just under 450 seats,” says 
Singer. “That’s big. One of our customers has one deployed that’s MPLS-
based, it covers about 90 percent of their employees in six locations. They 
were really interested in disaster recovery plans. Our message is that, for 
many of these companies that would normally opt for a hosted system based 
on Asterisk or who otherwise buy their systems with a little too much cost 
awareness, they can make stability and consistency go further by employing 
managed services. They can get access to better systems for the same price. 
But the truth is, it’s all about the quality and capabilities of the network.”

“All of the cable operators in the U.S. are offering VoIP as ‘digital 
voice’,” says Singer. “The difference between them and, say, Vonage, is 
just the type of network.”

A Whale of a Service

In terms of premise-based managed services, Whaleback Systems’ Crystal-
Blue Voice Service for SMBs is totally premises-based and software-driv-
en. The idea is to give businesses the simplicity of a network-based hosted 
service with the reliability and advanced features of an on-premises PBX. 
Whaleback’s unlimited nationwide flat-rate calling package makes such 
advanced technology affordable for companies that need between 5 and 
1,500 phone stations. The CrystalBlue Voice Service includes a separate 
“voice only” broadband connection inclusive in the monthly price, and 
the entire service is monitored and maintained 24x7.

Mark Galvin (News - Alert), President and CEO of Whaleback Systems, 
says, “I have some pretty strong opinions on this. We founded the com-
pany just over three years ago. We had been building Class 5 central office 
IP-based phone switching gear that we sold into the cable industry with 
over four or five million lines deployed into the field with Comcast and 
Charter and others. The beauty of starting this company is, first, the time 
frame. Not only do we have the background of IP experience and VPN 
security, but we had the ability to take the experiences of those vendors 
who came before us pitching hosted PBX and IP Centrex and take things 
a step beyond that. I also strongly believe in the standards world of IP te-
lephony. For any operation that’s bigger than a SOHO market, you can’t 
build functionality for the mass market based on a centralized compute 
resource in the network and sell it to the masses as an in-the-network 
hosted feature server. The reasons range from CPU resource allocations to 
the way you implement features in a very processing-intensive messaging 
SIP environment. You can’t get the features such as busy lamp fields or 
group paging functions. They aren’t implementable with current central-
ized compute resources. They can’t feed the masses.”

“These were the specific technical issues on the feature side that drove 
us to say that there’s an absolute requirement for a premise-based com-
pute resource that actually implements the bulk of the features,” says 
Galvin. “So when we took our ‘clean sheet of paper’ in 2004 and started 
defining what Whaleback would do, we had the ‘learnings’ of those 
who came before us, and the first thing we did was to place a standard 
Pentium computer on the customer’s premise. That also gave us a better 

“The one thing we’re not doing here is 
building a nationwide network,” says 
Fardone. “There’s plenty of network 
out there right now.
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security aspect. Effectively that same compute resource at the customer 
premise becomes a voice application-aware firewall. It guarantees that 
rogue SIP hackers can’t turn your telephones into little time bombs 
throughout your business. All of these super-intelligent phones sitting 
on people’s desks, some of which have computing power exceeding that 
of laptops of just five years ago, can communicate completely unfet-
tered on and off your LAN into the WAN to talk directly to a feature 
server or talk directly to other people’s phones in other businesses. It’s 
an interesting peer-to-peer concept but it’s a security nightmare. So it’s 
critical to have that premise-based device to provide an application-
aware point of security.”

“Don’t get me wrong, I like SIP,” says Galvin. “Everybody develops end-
points to a common standard. It gets you about 80 to 90 percent ‘there’ 
with a mass-producible product. As a development company, we didn’t 
have to design phones. We evaluated three or four different phone makers 
such as Grandstream, snom, and Polycom, and for our customer’s benefit 
we could ride a cost curve that can only be done thanks to standardiza-
tion and reduction of ‘vendor-lock’. In our partnership with Polycom, 
we’ve seen Polycom handsets over a two-and-a-half-year period go from 
a cheapest price of $250, our cost, to less than $100. That’s the value of 
SIP to me. It does cause issues, however, because it is a very inefficient 
protocol, because humans are supposed to be able to read it. It’s based on 
ASCII text messaging. In the cell phone world, mobile communications 
use a changed version of SIP where they’ve squeezed out the human-read-
able aspect of it. They use the same message formats but they’ve gotten rid 
of the text coding. It now looks more like ISDN binary-level messaging, 
and it requires less bandwidth and computation.”

“In any case, having a CPE-based compute resource gives us a point of 
telemetry which really isolates any potential problems occurring between 
LAN issues existing between the phone and the local switch and any WAN 
issues that can occur between the local on-premises switch and what’s hap-
pening deep in the network,” says Galvin. “That becomes extremely impor-
tant in cases where you’re dealing with imperfect IP networks, and the bulk 
of them are imperfect, and so you can isolate issues or route around them. 
This is another reason why pure hosting has been fairly unsuccessful.”

The range of hosted and managed services for organizations of all sizes 
has become truly astounding. It’s time to sit down and think hard about 
whether a provider can give you the communications features you need 
for less expense than what you’re now paying for in-house.  IT

Richard “Zippy” Grigonis is Executive Editor of TMC’s IP Communica-
tions Group.
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They say variety is the spice of life. Well this expression can cer-
tainly be applied to the IP phone marketplace. The sheer number 
of phones that are available on the market span the breadth of 
cost, functionality, target user, technology and more. A quick 
glance at the list comprising this month’s roundup will underscore 
the fact that there are many options to consider including price, 
scalability, features, network connectivity, ease of use, and so on. 
Some IP phones are designed with the latest cutting edge features 
such as video calling, while others primarily target users seeking 
wireless functionality. Of course the vast majority of IP phones 
are designed for enterprise users who are looking for ever more 
productivity boosting features from their desktop phones.

In the interest of bringing you a more comprehensive list of avail-
able phone options we have simply listed the manufacturer and 
web site here. As always, before making any purchasing decision, 
consult with your reseller or whoever is responsible for install-
ing and maintaining your phone system. Ask about the different 
options available to use with the phone system. Compare features 
and cost, and see what benefits help you derive more productivity 
out of your workforce. Most importantly, conduct a side-by-side 
test of your top choices to see which IP phones work best for you, 
in your environment. Only then can you be sure you’re making 
the best possible decision. Good luck!  IT

3Com
3Com 3000-series deskphones
http://www.3com.com

8x8
Packet8 Tango Video Terminal
Adapter
www.8x8.com

Aastra
VentureIP, 480i, 9133i, 9112i
deskphones
http://www.aastratelecom.com

Alcatel-Lucent
IP Touch 8 series deskphones
http://www.alcatel-lucent.com

Allworx
Allworx 9102, 9112 deskphones
http://www.allworx.com

Altigen
IP 705, IP 710 desktop phones
http://www.altigen.com

ArtDio
IPF Series desktop phones
http://www.artdio.net

Atcom
AT Series deskphones,
AU Series USB phones
http://www.atcom.cn

Avaya
4600 Series, 5600 Series,
one-X deskphones,
http://www.avaya.com

Cisco
Cisco Unified IP 7900 Series
desk/conference phones
http://www.cisco.com

ClearOne
MAX IP, MAXAttach
IP conference phones
http://www.clearone.com

Clipcomm
CP-100 Series deskphones
http://www.clipcomm.co.kr

DLink
DPH-140S deskphone
http://www.dlink.com

Eutectics
IPP700 USB Cordless Handset
www.eutecticsinc.com

Grandstream
BudgeTone Series,
GXP-2000 deskphone,
GXV-3000 videophone
http://www.grandstream.com

Hitachi
Wireless IP3000
www.hitachi.us

Innovaphone
IP110, IP200, IP230 desk-
phones
http://www.innovaphone.de

ipDialog
SipTone III Ethernet deskphone
http://www.ipdialog.com

Ipevo
Free-1 USB phone,
Xing conference phone
http://www.ipevo.com

Linksys
Linksys One Series deskphones
http://www.linksys.com

Mitel
Mitel 5000 Series deskphones/
conference unit
http://www.mitel.com

NEC
Dterm IP Terminal Series
www.necunified.com

Nortel
1100 Series, 2000 Series
deskphones, 2033 conference
phone
http://www.nortel.com

Phoenix Audio
Duet USB Speakerphone
http://www.phnxaudio.com/

Pirelli
DualPhone DP-L10
www.pirellibroadband.com

Polycom
SoundPoint IP deskphone and
conference phones,
SX 3000 video phone
http://www.polycom.com

Radian Technologies
USB deskphones and handhelds
http://www.eradian.com

ShoreTel
ShorePhone IP Series desk-
phones
http://www.shoretel.com

Siemens
HiPath OpenScape Series
deskphones
http://www.siemens.com

Sipura
SPA-841 deskphone
http://www.sipura.com

SMC Networks
SMCDSP-205 TigerVoIP
Desktop SIP Phone
www.smc.com

snom
snom 300 Series deskphones
http://www.snom.com

SOYO
G668 deskphone, U201 USB
handset
http://www.soyousa.com

Syspine
IP-310
www.syspine.com

Tadiran
FlexSet IP Series deskphones
http://www.tadiranamerica.com

Talkswitch
TS Series deskphones
http://www.talkswitch.com

Telrad Connegy
Avanti, iPicasso deskphones
http://www.telradconnegy.com

Toshiba
IPT Series deskphones
http://www.toshiba.com/taistsd

UTStarcom
UTStarcom F1000 G
WIFI VOIP Phone WLAN
802.11B/G
www.utstarcom.com

Zyxel
V500 Series
www.zyxel.com

IP Phones
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Call/Contact Center Solution Providers: 
Looking for a strong professional sales leader to boost your sales quotas?

I have extensive experience with all aspects of running a successful sales organization.  This includes 
building and training a sales team, developing a CRM strategy, developing a VAR channel, developing a 
marketing campaign, forecasting, and closing the sale.

While successfully selling a call recording and CRM solution, I have established strong relationships 
with IBM, Avaya and some of the Avaya Partner network.  I have also established partnerships with 
workforce management and IVR companies.  My career includes over 10 years of technology sales and 
sales leadership with both software and hardware providers.

Please contact: Greg Manhoff  •  224-805-6294  •  gmanhoff@att.net
My Profile and a few recommendations can also be found on the “LinkedIn” network.
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By Greg Galitzine

CTIA Takeaways

So, I’m still catching up on all the wonderful 
companies I met with at CTIA in Las Vegas 
last month.

For those of you who frequent trade shows, you know the most com-
mon question is, “What exciting things have you seen at the show?” 
Suffice it to say that once you wade through the sexy new-fangled 
gadgets and mobile devices at a show like CTIA, the term ‘exciting’ 
has relative merits.

Kodiak Networks (News - Alert)
Well, in this case I walked away from my briefing wondering how I 
could convince the folks back at the home office to get a hold of this 
particular solution and try it out.

Headquartered in Dallas, TX, Kodiak enables wireless carriers 
with a mobile solutions portfolio focusing on voice and messaging 
applications such as push to talk, conferencing, messaging, and 
contact management. 

As companies increasingly field mobile workforces and enterprises in 
general move from one-to-one communications to building groups/
communities Kodiak feels they have the solution to serve these un-
bound road warriors.

These days, conferencing — in addition to phone and e-mail — 
rounds out the list of commonly used communications applications 
in the enterprise. The phone and e-mail have already gone mobile, so 
what about conferencing? Kodiak believes there is significant room to 
grow, making conferencing a better experience.

Kodiak announced several clientless and client-based mobile ap-
plications designed to provide end-users with the ability to assign 
a telephone number to a group of individuals that they can use for 
conferencing, text messaging, or voice messaging, directly from their 
mobile contact list.

So in essence, if you want to arrange a meeting with multiple parties 
(up to 30) you can do so from your mobile phone by dialing a single 
number from your contact list.

The solution allows recipients to reply to the originator or reply to 
all message recipients, directly from the message. This is reportedly 
the first-ever client-based scheduled conferencing application, which 
allows users to set-up meetings directly from their mobile handset. 

Gemini Mobile (News - Alert)
Another company I met with at CTIA was Gemini Mobile Technolo-
gies. Gemini Mobile recently made headlines with the release of its 
HyperScale Software Development Kit, which is designed to enable 
system integrators and partners worldwide to harness the power of 
Gemini’s powerful HyperScale technology to create products for a 
variety of industries.

Gemini’s HyperScale is the core technology behind its two products: 
a software messaging platform, HyperScale Messaging Center, and a 
community platform, eXplo. 

While at CTIA, I got a thorough demo of S! Town, a 3D mobile 
community powered by eXplo. Based on Gemini’s HyperScale 
technology, eXplo unifies media, content and communication into a 
single platform offering end users a unique 3D mobile experience.

The service went live in Japan 2 years ago, with Softbank (News - 
Alert) Mobile, and as of November it had 250,000 subscribers.

My first thought was, ok, so this is like Webkinz for mobile phones. 
Do a quarter of a million Japanese children really have their own 
mobile phones, with unlimited data plans?

Turns out the target demographic is not kids at all, but rather women 
from 20–29 years of age, a group that makes up 41% of the user base. 
And the next largest user group? 30 to 39 year-olds. Go figure.

The application comes bundled with a mobile phone, and helps drive 
the purchase of unlimited data plans from the carriers. Ok, now it 
started making more sense. Furthermore, the 3D world is filled with 
advertising, whereby users click on an ad, to visit an advertiser’s WAP 
site, as well as stores, where users can preview videos or songs and 
download them with minimal clicks to purchase. So a key benefit is 
enabling content discovery; bringing it closer to consumers, and mak-
ing it easier to close the sale.

So what seemed at first to be a game, is really an innovative way to en-
able users to more easily purchase items via their mobile phone while 
driving minutes and supplementary revenue to the carrier.

Webkinz indeed!

Samsung
At the show, Samsung Mobile announced the Samsung Instinct (which was 
named best of show, by the way). Hailed by many as the “iPhone (News - 
Alert) killer” or at least a worthy alternative the device offers full touch screen 
functionality and promises to accelerate the user experience by enabling 
access to commonly used applications and contacts with a single finger tap.

The device, available exclusively from Sprint, will run on the carrier’s 
EV-DO Rev A network, enabling users to browse the Web, access 
business or personal email, share pictures, listen to commercial-free 
radio and more at broadband speeds. 

There was so much more that I got to see at CTIA, including the latest 
amazing touch-screen technology from Synaptics, telco gear from Erics-
son, Cisco, Genband, Juniper, and much more. To read all about it, head 
over to TMCnet and check out my blog or my columnist page.  IT

– Greg Galitzine is Group Editorial Director for TMC
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