
http://www.itmag.com


Talk to the Boss!
Branch Office Secure Survivable

Corporation

Media5Boss delivers 
Industry Leading Secure 

and Survivable Solutions 
for Service Providers and 

Enterprises with 
multiple-branches.

edia
Boss

www.media5corp.com

http://www.tmcnet.com/redir?u=1003177


March 2009   INTERNET TELEPHONY®    1

At ITEXPO East 2009: 
Where Did We Go Right?

By now, everybody and their brother (and sister) has heard of the re-
sounding success of our ITEXPO East 2009 held recently in Miami: 
The spike in attendance, the standing-room-only conference sessions, 

the companies shouting from the rooftops about how they matched or ex-
ceeded their sales lead quotas, and so on.

Given the ongoing collapse of the world economy in general and the U.S. economy 
in particular, what happened? As they say in the climactic moment of the movie, The 
Producers, “Where did we go right?”

The answer, surprisingly, can be found collectively in the terrifying reports of unemployment, 
zero lending, production rollbacks and home foreclosures. It has served as a wakeup call to 
those organizations that knew how IP communications could save them money and boost 
productivity, but were reticent to transform their communications infrastructure because 
things were currently “good enough”. Well folks, we’re now partying as if it were 1930, and 
things are going to get a lot worse before they get better. Former fence-sitters are now taking 
the IP plunge and desperately scrambling to adopt anything they think can help them. As a 
result, TMC, the “last man standing” in the specialized world of IP and unified communica-
tions (thanks in no small part to its colossal competitors having mismanaged themselves out 
of existence some time ago) has reaped the reaped the rewards of sheer survival.

Services galore vs. MSBG “God boxes”

The urge to do more with less resulted in the Three Great Mantras heard at the show: Flexibil-
ity, Scalability, and Cost Effectiveness, not necessarily in that order. (“Easy to Use” got an Hon-
orable Mention.) The show pitted many new daring services with a boatload of do-everything 
“god boxes”, all of which claim to eliminate the need for half a dozen or more servers and/or 
appliances at the prime segment of the market, Small and Medium-Sized Businesses (SMBs).

One amazing device I saw loaded with an incredible amount of functionality was the Con-
necto Wireless Office Communicator from ITS Telecom (www.its-tel.com). It’s truly an 
office-in-a-box, or, as they now say, an MSBG (Multi-Services Business Gateway). We gave 
it a Best-of-Show Innovation Award. The Connecto combines an embedded IP PBX, data 
router, and FMC (Fixed-Mobile-Convergence) gateway with WiFi (g and n) access points. 
It’s a single unified IP environment that provides seamless handover of voice and data be-
tween VoIP, PSTN, WiFi, and cellular networks. Yes, amazingly, it allows direct cellular-to-
cellular calls for either GSM or CDMA phones within its range, that bypass billing on the 
mobile networks. And it has PBX functionality, voicemail, music-on-hold, fax (T30, T38), 
an auto attendant and unified messaging, seamless connectivity to all types of phone exten-
sions, LAN networking with advanced firewall and QoS, and high-speed Internet access. 
You can use UMTS, HSxPA or EVDO for 3G mobile data access. Aside from handling 
data and Internet streams via the cellular network, it also deftly deals with broadband con-
nectivity via other interfaces, DSL, Cable, WiMAX and the PSTN.  

But then there were great services too in abundance at ITEXPO, and even services 
for service providers, such the DalCom Telecom Group’s (www.dalcomtelecom.com) 
Dalcom Matrix. DalCom Matrix can offer these services to companies/individuals: SIP 
Registration, Billing, Domestic Origination (DID), Domestic Termination, Interna-
tional Origination (DID), International Termination, Internet Faxing, SIP Trunking, 
Voicemail, and Web Portals for end-users and resellers.

It’s suddenly an exciting time for IP. But if the economy doesn’t turn around by the 
end of 2009, 2010 will be the Year the Doo-Doo Hit the Fan.  IT

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

ITEXPO Growth of 15 Percent 
Portends Bright Industry Future

With all the doom and gloom talk regarding the global economy, 
many attendees and exhibitors came to ITEXPO recently in Miami 
with low expectations. A few exhibitors told me candidly the show 

could have been justifiably down 30 percent.

Instead, we went into the show with exhibit hall/VIP registration 30 percent ahead of 
last year. But would they show up? Yes, IP communications saves companies money. 
Yes, it makes them more productive and efficient. And yes, SIP trunking and a host 
of other technologies are what is needed by companies in this tough economy.

Sadly though, not all CFOs care what is best for their companies so they lock down 
travel budgets, keeping people from coming to shows to learn about technologies 
they need to help boost the bottom line.

The final tally? The show was up 15 percent in total attendance. The quality according 
to most exhibitors was better than any prior ITEXPO – going back to 1999! I won-
dered how many people would be coming to the show looking for work. I heard from 
exhibitors there may have been 1-2 resumes distributed throughout the three day event.

While much of the economy is in a deep economic slump, there is a large amount 
of optimism in communications industry based on exhibitors I spoke with. To get 
a balanced perspective I asked for the comments from others on the show and the 
industry. I want to take a moment to thank all of you who came to the show to make 
it a success. We could not have done it without you. 

The IP communications industry has always been full of surprises. Surely anyone 
lucky enough to have attended the recent ITEXPO East 2009 at the Miami Beach 
Convention Center got to experience what happens when fortune smiles on an 
industry surrounded by global economic uncertainty.

As testimony to those present who participated in this terrific show, I’d like to share 
with you a sampling of some of the voluminous and complimentary email traffic sent 
to us by overjoyed ITEXPO East exhibitors and attendees.

A Pleasant Surprise

“I’m going to admit that on my flight down to Miami I was worried about what I 
might find at the Internet Telephony Conference and Expo. What I found was a 
pleasant surprise. The energy was high, the conference robust and the exhibit hall 
impressively packed with people interested in VoIP. If the Internet Telephone Confer-
ence and Expo is any indication of the health of the VoIP industry, I’d say things are 
looking pretty darn good.” — Garrett Smith, Director of Marketing, VoIP Supply.

“Rich Tehrani and I spent a few minutes in the lobby of our hotel on Thursday morning 
[Feb. 5] chatting about the show. I told him that the show exceeded my expectations in 
terms of the numbers of attendees and the interest and enthusiasm of the audience for the 
products and services that were showcased. For Ingate, the SIP Trunking seminar series drew 
the largest attendance of any of the previous 5; we scanned 393 names — a definite record. 
And the participants came to each of the seminars that we presented. The first day is always 
great. But this time, on the third day — which for trade shows is usually a slow day — the 
audience was quite large right up until the end… From the discussions I had, people are 
really looking for technology and services that will lower their operating costs as they prepare 
to weather lean financial times. ITEXPO is the show for people looking for Voice-over-IP 
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solutions that accomplish this goal. And SIP 
Trunking is a service that presents a concrete 
opportunity for savings. One of our present-
ers, Kool Smiles, highlighted that they had 
achieved a reduction of 40 percent on their 
telephony bill by converting to SIP Trunk-
ing and paid for their phone system upgrade 
in less than 12 months. And, after a year in 
service, they are very pleased with the qual-
ity of the service and the features of their 
system. We hear much anecdotal evidence 
like this from our customers and others. By 
offering a forum for these type of break-
through technologies and services, ITEXPO 
and the SIP Trunking seminars offer busi-
nesses an opportunity to learn about these 
services and plan for their implementation. 
We look forward to the next ITEXPO 
in October 2009.” — Steven J. Johnson, 
President, Ingate Systems Inc.

“ITEXPO East 2009 was a breath of fresh 
air. Despite beginning to feel suffocated by 
the endless rhetoric of a worsening econom-
ic climate and a decrease in buying power, 
what VoicePulse experienced at ITEXPO 
was a real world example that businesses 
are in fact ready to buy. As a Voice-over-IP 
service provider, the amount of booth traffic 
VoicePulse received and the qualified leads 
generated from ITEXPO only reassured 
us in our belief that the market is truly ripe 
for a serious commitment to VoIP. When it 
comes to IP telephony, what were once only 
business concepts have now matured into 
specific business models that are reshaping 
the communications market. Not suprising-
ly, VoicePulse was able to witness that first 
hand at this conference.” — Ravi Sakaria, 
President & CEO, VoicePulse.

“For us at Xorcom, it was the best 
ITEXPO ever!” — Ruth Bridger, Vice 
President, Marketing, Xorcom.

“The show for us was absolutely fantastic 
and the attendance was above expecta-
tions… It was absolutely awesome and 
we did fantastic at the show. Get me a 
good spot for October!” — Don Palmer, 
CEO, SIP Print LLC.

The Quality of the Attendees

“I cannot start to tell you how awesome this 
show was for Zultys. I was doing demos 

from the second we opened to when the 
lights went off, and most of the time to 2 
and 3 dealers or customers at the same time. 
We ran out of brochures, cards, price lists, 
EVERYTHING. I severely under estimated 
the success — Only 1 day after the show. 
The only thing I regret about the show is 
that I did not bring enough people from 
Zultys to help me manage the traffic. We 
hope to be a part of that show EVERY-
WHERE. Please let me know if there is 
anything I can do for you all… P.S. Since 
we are hiring big time, I was also able to fill 
a couple of positions — saved me the time 
and money to advertize — I had people 
come to ME instead of me go to them. 
It was truly the place to meet Vendors, 
Clients, Dealers and seal in relationships 
that would go well beyond 2009.” — Pierre 
Kerbage, Vice President of Sales & Market-
ing, Zultys, Inc.

“Digium was thrilled by the excitement and 
attendance of the many high quality buyers 
at ITExpo and Digium Asterisk World! 
In this difficult economy, customers are 
looking for ways to reduce expenses while 
improving their business communications 
systems. This event gave customers and 
resellers a unique venue to research new, 
innovative VoIP and open source telephony 
solutions, available at a fraction of the cost 
of traditional communications systems. 
After the show closed and the exhibits were 
being torn down, Digium and several of our 
Asterisk ecosystem partners still had cus-
tomers in the pavilion asking for more in-
formation! In this era of doom and gloom, 
we’re elated with the success of the event 
and the new opportunities for innovative 
VoIP and open source telephony solutions!” 
— Leslie S. Conway, Vice President, Global 
Marketing, Digium, Inc.

“The qualified leads we received at the 
show was beyond our expectations. It was 
the one of the most focused shows we have 
been at in years! We were also very pleased 
to see the many companies looking for 
business from Latin America.” — Greg 
Hamburg, Director of Sales , Voipswitch.

“I’ll just say we were overwhelmed and 
pleasantly surprised by the turnout. 
We’ve exhibited at a number of regional 
trade shows in the past few months and 

have found both exhibitors and attend-
ees down significantly. The fact that 
ITEXPO attendance was up — and that 
many of the attendees traversed borders 
and great distances to be there speaks 
to the prominence of ITEXPO as a key 
industry event.” — Corey S. McFadden, 
Managing Partner, Infradapt LLC.

Robust Conference Sessions

“I arrived at the convention center for 
the keynote session in which I presented 
Nortel’s Open UC strategy, admittedly 
with some concerns — after all, we 
were in the middle of a recession. To my 
surprise, I found the room full with 200 
attendees, who fired away with thought-
ful questions into overtime, even though 
the bar and exhibition floor were open. 
Clearly, the attitude was to invest in 
technology and prepare for better times.” 
— Tony Rybczynski, Director Strategic 
Enterprise Technologies, Nortel.

The Analysts Weigh In

“For me, this was probably the best ITEx-
po I’ve attended over the years. I would 
echo what many have been saying about 
the better-than-expected attendance and 
positive vibe in spite of this being a down 
market. My sessions were well-attended 
and the traffic I saw on the show floor 
was brisk. It was great to see Carl Ford 
and Scott Kargman have full sessions for 
the 4G tracks, and I hope that’s the start 
of something big with TMC.” — Jon 
Arnold, Principal, J Arnold & Associates.

“The show was great and, even with the 
crazy economy, I believe your attendance 
was strong. The plenary panels were 
informative and the location was fantas-
tic.” — Charles “Chip” Spann, Wireless 
Business Analyst, Connected Nation.

Is VoIP Recession-Proof?

I can’t answer that question with absolute 
certainty, but as you can see by the com-
ments we’ve received from our happy ex-
hibitors and attendees, ITEXPO remains 
a thriving, exciting show.  IT

See you in Los Angeles in October 2009!

Publishers Outlook
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This Month’s Featured Channels
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To stay current and to keep up-to-date with all that’s happening 
in the fast-paced world of IP telephony, just point your browser to 
www.tmcnet.com for all the latest news and analysis.With more 
than 36 million page views per month, translating into more than 3.1 million unique visitors, TMC-
net.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.

3G, VoIP & IPTV Performance Management

Appliance Deployment

IP Phone System

Expert: Obama’s Economic Stimulus Plan to Spread VoIP Use
The portion of the $787 billion in the economic stimulus package that’s dedicated to nationwide broadband deployment likely will lead to wider 
use of VoIP, an industry veteran of more than 20 years told TMCnet in an interview today.

Backed by broadband networks, hospitals and businesses, especially, will view VoIP as easier to install and manage than traditional PBX 
networks, and will be cheaper overall for general use.
www.tmcnet.com/2888.1

IP Communications Drives Router Market 
Despite a failing economy, many have argued the communications space is much better off than many other industries — 
and for good reason. After all, regardless of any other circumstances, communications must continue, in both the business 
and consumer environments. In fact, today’s IP Communications technology offers many businesses a way to better navigate 
the turbulent economy by providing more efficient and cost effective communications capabilities.

That’s one reason analyst firm Global Industry Analysts predicts the global router market is set for significant expansion in 
the coming years — to nearly $16 billion by 2015. 
www.tmcnet.com/2889.1

Google’s Tracking Mission
Google certainly is on a mission from God on making the world a paranoid nation. After unveiling Google Latitude, which enables people 
to track the exact location of friends or family through their mobile devices, the company announced today that its new Gmail software can 
now show the location of e-mail writers.

How did this wonderful idea come about? Why Google software engineer Marco Bonechi noticed one day while traveling about the world 
that “all mail all mail systems tell you when an e-mail was written, but not where it was sent from.” 
www.tmcnet.com/2890.1

Telx Shifts Colocation Focus to Financial Industry, Aligns with ACTIV
Telx, a company specializing in colocation and interconnection for the financial industry, and ACTIV Financial, a market data 
content and technologies provider, are partnering to offer highly secure, low-latency market data and colocation services to the 
financial industry. 

Inside Telx’s facility at 111 8th Avenue, which acts as a hub for more than 80 percent of the exchange-directed fiber connections 
running in New York, ACTIV will house its ticker plant and aggregated market data feeds. Since exchange data is already routed 
through this facility, ACTIV has capitalized on Telx’s superior connectivity to streamline the distance market data travels and deliver 
customers best-in-class speed for a reliable, high-performance trading solution. 
www.tmcnet.com/2891.1

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.

Mobile Unified Communications: Delivering on the Promise of FMC 
Seamless Mobility
This whitepaper explores the value of merging unified communications (UC) with fixed mobile convergence (FMC) and examines 
various deployment scenarios. The paper subsequently highlights the need for a universal mobile unified communications client for 
mobile terminals such as single-mode Wi-Fi phones and dual-mode Wi-Fi/Cellular phones. Finally an overview of the key features 
and architecture of the mCUE™ universal mobile UC client from D2 Technologies is reviewed. 
www.tmcnet.com/2715.1

The New New Thing: “Hybrid” Deployments for Speech
TThe new new thing is “hybrid”. Find out about new deployment models for speech that lower the total cost of ownership. Get 
Datmonitor’s white paper, Redefining Traditional Deployment Models for Speech in the Enterprise. Take a new perspective when 
evaluating speech services and the many options for deployment.
www.tmcnet.com/2663.1

Selecting a Gateway for your Microsoft Office Communications 
Server 2007 Deployment
Microsoft Office Communications Server 2007 allows companies to integrate VoIP technology into existing telephony infrastruc-
ture, eliminating the need for expensive network overhauls and also extending the useful life of existing investments. The purpose 
of this white paper is to propose the criteria on which to select a SIP-based gateway appliance to connect Microsoft Office Com-
munications Server 2007 with legacy TDM-based equipment. Topics addressed include: deployment scenarios; lowering the total 
cost of ownership; ease of use; protocol support; and the benefits of a hybrid gateway.  
www.tmcnet.com/2072.1
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By: Brough Turner

Location-Based Services — Have Operators Missed the Boat?

For many years, there’s been talk of location-
based services as a way for operators to 
monetize FCC-mandated E911 capabilities. 
Now location-based applications are gaining 
traction. The most popular is navigation, e.g. 

Google Maps for your Phone or Nokia Maps, but others are emerg-
ing like geo-tagging photos and mobile social networking. Yet, ex-
cept for E911, all the popular location-based applications are based 
on GPS or other workarounds, not on operator provided location 
services. What went wrong? And is it too late for the operators?

In 1996, the FCC mandated systems that could report the loca-
tion of a mobile handset for E911 emergency service purposes. 
Today some 97% of the U.S. mobile population gets at least basic 
automatic location reporting if they dial 911.

There are several reasons mobile operators are not involved in 
emerging location-based apps. First, operators are very concerned 
about privacy. You might think limiting location information to 
applications on a user’s handset would be sufficient. However, 
operators are justifiably cautious, as they have brands to protect 
and regulatory bodies looking over their shoulders. Thus privacy 
concerns have so far stalled otherwise reasonable efforts to make 
location information available to customers and their apps. Second, 

operators are interested in controlling and monetizing apps. This 
limits their ability to attract and work with 3rd parties — just those 
most likely to come up with new, winning ideas. Indeed if the past 
is any guide, most mobile operators will miss location-based service 
opportunities, until and unless a specific opportunity emerges that 
can yield significant revenue. That’s certainly been the model for 
other large-scale mobile apps, for example pre-paid accounts or 
SMS. But it doesn’t have to be that way. In another time (1999) and 
another place (Japan), DoCoMo showed how a mobile operator 
can facilitate wild experimentation and significant growth. In 1999, 
DoCoMo launched i-mode, a service which made it easy for mobile 
app developers to reach DoCoMo subscribers at no cost to the app 
provider (mobile subscribers pay for mobile data). DoCoMo also 
offered an optional billing service at a 9% commission. Despite 
small screens and 1999 data rates (9.6 Kbps), they attracted 55,000 
applications and 30 million subscribers within the first 24 months. 
And to this day, DoCoMo makes more data revenue than any other 
operator in the world (despite only 127 million people in Japan).

What would happen to mobile operator data revenues if they 
made location information freely available to any application 
that a user downloaded to their handset?  IT

Brough Turner is Chief Strategy Officer of Dialogic (www.dialogic.com)

Subscribe FREE online at www.itmag.com

Next Wave Redux

By: Tony Rybczynski

Presence is an important feature of unified 
communications (UC), but is it really enough?

Consider the following situations:
1. I’m at my desk and have accepted a 

call on my telephone.
2. I’m at my desk and have accepted a call from a friend on 
my telephone.
3. I’m at my desk and have accepted a call from a supplier on 
my desk telephone; the supplier has tried six times in the past 
hour to contact me.
4. I’m at my desk and have accepted a call from a customer, 
with whom I’m in contract negotiation.
5. I’m at my desk and have accepted a call from the finance 
group and I’m five minutes late for a meeting with my boss.

Let’s say you want to call me. In all five cases, my presence would 
say “I’m on the phone”, but my receptiveness to being interrupted 
could vary significantly and depend on your contribution to the 
task at hand. In these simple cases, the system can try to deduce 
something about my situation, using information on who I’m 
talking to, relationships to projects underway, how persistent that 
person was in reaching me, calendar information and so on.

One important value of IM is as a context resolution mecha-
nism (“Hi, can we talk?”). More rigorously, here’s the four key 
dimensions of contextually enhanced UC: 

• Identity/role: Knowledge of the identity and respective roles 
of individuals in a work flow is essential to any context-aware 
communications. The preferences, interests and other attitudes 
of a user may have a great influence on how information sup-
ply is to be carried out and what information is to be provided. 
• Presence/Reachability: This is information on the state of 
the user, and includes physical activity and applications being 
accessed. It also includes the disposition of the user reflecting 
his or her priorities at a particular time. Reachability denotes 
the sum of all communication media a person has at his/her 
disposal and is able to use at a given point in time. 
• Location: Location is about where, in which direction and 
how fast. It also includes information on the surroundings, 
such as people and objects/devices near an entity. 
• Situation/Activity/Event: This includes the business process 
needs for reduced time to X, various entities in the decision 
making process, the urgency of the matter at hand, and any 
relevant real-time and/or historical content, potentially deliv-
ered as notifications and alerts. Even external conditions (e.g., 
traffic or weather) may impact decision-making activities.

Contextually enhanced UC can deliver substantial added values 
for end users as well as for communications-enabled apps.  IT

Tony Rybczynski is Director of Strategic Enterprise Technologies at 
Nortel (www.nortel.com)

Contextually Enhanced Unified Communications

Inside Networking
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By: Michael Stanford

Better Sounding Calls

Packet Voice Over Wireless

According to Jean-Marc Valin, the lead pro-
grammer for Speex, “Wideband is basically 
the only way that VoIP can ever say that it’s 
better than the PSTN.” Several factors can 

make a VoIP call sound worse than a PSTN one, like aggressive 
compression, packet loss and latency. Fixing all these can get the 
sound quality of VoIP up to near parity with the PTSN, but as 
Valin says, only wideband can make it sound better.

Polycom is beating the drum for wideband with its “HDvoice” 
logoed phones, and Skype has been wideband since day one, 
but if you call a Polycom phone from a Skype phone the call 
will be narrowband. So we have islands of wideband. There 
is great value in joining these islands together. Metcalfe’s Law 
says that the value of a network node increases with the size of 
the network. This is also known as “the fax machine effect:” 
The more people you can send a fax to, the more useful your 
fax machine is. A textbook example of Metcalfe’s law is inter-
carrier SMS. According to Billing and OSS World, “Within 
months of launching inter-carrier SMS services, AT&T Wire-
less saw a 50 percent increase in SMS traffic”.

There are several barriers to joining up the islands of wideband 
voice. One of the most pernicious is that they are already joined, 
to an extent, through the PSTN. The problem is that calls get 
downgraded to narrowband as they pass through the PSTN. As 
VoIP trunking and VoIP peering gain in the market, calls will 
increasingly be able to bypass the PSTN. Then the barrier to 
wideband calls will become wideband codec incompatibility.

There are two simple solutions to codec incompatibility: 
transcoding in the network and negotiating a shared codec. 
Transcoding is intrinsically bad, because it introduces latency, 
it degrades the sound quality and it wastes computation. A 
shared codec is a far better solution.

There are now three high quality wideband voice codecs that 
phone vendors can use without paying royalties: Speex and 
two from Polycom. There is no reason why any phone or soft 
phone should ship without all three of them.  IT

Michael Stanford has been an entrepreneur and strategist in Voice-
over-IP for over a decade. Visit his blog at www.wirevolution.com.

Enterprise View

The above statement may sound obvi-
ous and simplistic. However, the reality of 
today’s market dictates that your current mix 

of products and services may not be highly appealing to today’s 
customers so reseller business models need to be re-evaluated. 
The balance between products and services is a good starting 
point and must be closely examined. Budget constraints and a 
reduction in the work force may make Hosted Services (HS) 
more appealing than Customer Premise Solutions (CPE). The 
convenience, cost saving, ongoing support and time to go opera-
tional are all major advantages of hosted solutions. As a reseller, 
you need to consider if a full or partial shift away from CPE 
solutions is right for your organization.

Of course, moving to an “all hosted” product suite may take 
time and may not fit all customers. The answer — create a 
hybrid. Let’s begin with some facts:

1. HS are generally billed on a monthly basis so the initial 
capital expenditure is minimal.
2. HS requires minimal setup procedures so the time to go 
operational is short.
3. HS requires minimal in-house expertise to maintain and 
product updates are automatic.

4. HS generally require less physical equip and provide 
better redundancy.

Hybrid Response:

1. Offer leasing programs.
2. Do what my company does and have pre-staged solutions 
that can be dropped shipped and the final configurations can 
be done remotely.
3. Offer remote hosted services that include full support and 
remote installation of updates and upgrades.
4. Offer a product mix of “virtualized solutions” to minimize 
equipment requirements and also require less energy for a 
cost saving Green Solution. In addition, some products have 
both CPE and hosted capabilities so a fully compatible hosted 
backup can be offered as an insurance policy.

Fortunately, all of the above are feasible and I work daily with 
resellers offering some or all of the hybrid components. This 
is the 21st Century after all and proven VoIP, FoIP, Unified 
Communications and virtual products that are architected to 
deliver high-quality solutions are readily available.  IT

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

A Reseller Educational Series:
Success in Selling = Sell What Customers Want to Buy

By: Max Schroeder
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Kool Smiles Cuts Costs 40 Percent with SIP Trunks

Last month during the SIP Trunk Semi-
nars at the Miami Beach ITEXPO, Kool 
Smiles presented an astonishing case study 
of their own experience using SIP trunks. 
Theirs is a great example of how quickly, 

and effectively, SIP trunks can impact your bottom line.

Kool Smiles is a network of local dental offices with a mission to 
expand access to high quality dental care to underserved children 
and young adults. They needed a robust alternative to traditional 
telephony to accommodate their ever-increasing rollout of satel-
lite dental clinics. They had been using a standard TDM phone 
system which meant skyrocketing telephony costs.

Kool Smiles transitioned its nationwide network of dental 
practices and call center-to-SIP trunks, which rapidly reduced 
costs by eliminating the need for an enterprise PSTN gateway, 
unused BRI/PRI capacity, expensive and underutilized phone 
lines or trunks at remote offices, and by providing PSTN 
termination in the local area.

They deployed a new 3Com VCX IP-PBX paired with an 
Ingate SIP-capable security device with SIP trunking capa-

bilities at Kool Smiles’ headquarters. The edge device makes 
it possible to connect their 3Com VCX IP-PBX to their 
Internet telephony service provider’s SIP trunk by solving 
the Network Address Translation (NAT) traversal issues and 
interoperability concerns with the protocol all while main-
taining the security and integrity of their network. The result 
was a 40 percent reduction of communications costs, with 
the complete installation, including a new IP-PBX, phones, 
network upgrades and the edge device solution, paying for 
itself in less than twelve months.

The speed with which Kool Smiles achieved payback, and 
the magnitude of its Return on Investment (ROI) was 
astonishing to Kool Smiles’ management team, which 
had thought there might have been a “glitch” in the cost 
projections. In actuality, the investment did pay for itself 
that quickly; ongoing communications costs were going to 
be that low.

SIP trunking offers businesses a quick, effective way to slash 
costs — a critical advantage in today’s tough economy.  IT

Steven Johnson is President of Ingate® Systems (www.ingate.com).

By: Steven Johnson
Ask the SIP Trunk Expert

By: Mike Sheridan

Personal vs. Collaborative UC – Identifying the Benefits

UC Unplugged

Every day, my schedule is booked up with 
calls and meetings. My direct reports, 
located in Atlanta, Boston, San Jose, Mi-
ami, and Dallas, often need to reach me in 
Chicago or Phoenix to request approvals 

or discuss projects. How can these employees contact me when 
I’m in meetings or traveling?

Since we’ve begun executing on our unified communications 
(UC) strategy at Aspect, these direct reports now have more 
effective methods to contact me. We’ve deployed Microsoft 
OCS 2007 Release 2 across multiple sites, enabling our dis-
persed workforce to identify executives’ availability – helping 
our business see more benefits on two fronts: the individual 
productivity and the workforce productivity side.

In my last column, I mentioned the four destinations of the UC 
journey. The first destination, individual productivity, primarily 
impacts one employee, enabling them to explore more efficient 
ways to initiate phone calls from their desktops with a simple click 
of the mouse using “click to call” – no need to look up numbers 
and no dialing required. Furthermore, that same employee can 
be more efficient by accessing their email messages and voice 

mail messages from a common interface. The second destination, 
workgroup productivity, builds on individual productivity to 
deliver improvements across an entire workgroup. For instance, 
when one of our account executives is developing a customer 
presentation and requires input from finance, she can check the 
presence status to determine who is available, and begin a video 
conference to collaborate and make revisions to the presentation 
material using tools such as Sharepoint.  Workgroup productivity 
can result in significant cost reductions, up to 40 percent in travel 
costs or 10 to 40 percent in telephony charges.

Individual Productivity and Workgroup Productivity are just a 
precursor to the other stops on the UC journey: Communica-
tions Enabled Business Processes and Enterprise Transformation.

The company that explores the benefits of the full UC journey 
can realize benefits far beyond just individual productivity, 
such as enhanced business processes, increased business value, 
and ultimately, a competitive advantage.  IT

Mike Sheridan is Senior Vice President, Strategy and
Marketing, Aspect (www.aspect.com). Follow Mike on 
twitter.com/thetravelingCMO.
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The success story of the Media5 Corporation 
begins in 1992 in Sherbrooke, Quebec, Canada, 
where a fledgling company called Mediatrix Pe-

ripherals started out producing one of the most advanced 
PC sound cards of the day.

In 1997 Mediatrix entered the new-fangled world of Voice-over-IP 
and quickly became renowned for its advanced, highly interoper-
able VoIP access devices and gateways for the enterprise, Small and 
Medium-Sized Businesses (SMBs), Small Office Home Office 
(SOHO), service provider and residential markets. The company’s 
main selling point was that its products provided an ideal migration 
path for end users wanting to protect their existing CPE investment 
(analog/digital phones, fax machines, PBX and key systems) while 
migrating to a converged IP network. The company’s products were 
soon distributed widely through its OEM partners, carriers and 
service providers, system integrators, and VARs.

In 2003 Mediatrix spun off M5T. Originally a software provider 
of SIP (Session Initiation Protocol) software for developers of 
applications for real-time multimedia communications over IP 
(MMoIP), M5T has since evolved to offer complete embedded 
and mobile applications powered by M5T’s renowned SIP Client 
Engine for secure multimedia communication. They’ve built a 
framework allowing developers to design and build such products 
as softphones, IP phones, gateways, server components. Since 
2006, M5T has been deeply involved in the mobility market with 
constant evolution into the world of Fixed-Mobile Convergence 
(FMC) software and applications for mobile devices.”

“Mediatrix and M5T used to be two separate divisions of 
Media5 Corporation, but now we are all moving towards 
complete integration. There is now one company, Media5,” 
says Philippe Babin, General Manager of Media5 Corpora-
tion. “It’s a privately-owned company. All of the Media5, 
Mediatrix and M5T employees work together effectively with 
little or no redundancy in terms of positions. We’ve combined 
everything on the sales & marketing levels. On the R&D side, 
our engineers are working as a cohesive unit– with unparalleled 
knowledge of the marketplace, developing a broad combina-
tion of technologies.”

“Our main office is in Sherbrooke, Quebec, Canada, along 
with the development team,” says Babin. “We also have a sales 
and support office in Berlin, Germany, and sales offices in 
Dubai, UAE, and in Miami, Florida.”

“We started in the SMB market,” explains Babin. “At one point we 
entered the residential market, and enjoyed a bit of success, but it’s 
a tough, low-margin market so we decided to re-focus our energy 
on the enterprise world. Our experience in the residential segment 
did however help us learn how to deploy thousands of gateways, 
and we’ve re-used the technologies we developed and our know-
how when we decided to service SMBs, and now we’re able to easily 
connect branches of an enterprise using some of the technology 
originally developed for the residential market. Our main focus 
continues to be the enterprise but also service providers. Service 
providers either deploy in residential or enterprise markets, but the 
providers deploying in both markets want to use the same infra-
structure. When they deploy a system, they want to be able to reuse 
the investment they’ve made in residential so they can also economi-
cally bring it to bear in providing services to the enterprise world. 
Our equipment can serve whatever market the service provider 
needs, but we tend to focus on the enterprise side.”

“We take this all in stride because we’ve been in the VoIP busi-
ness since 1997,” says Babin. “We had one of our edge device 
prototypes at the first of the SIP bakeoffs in 1999, and trying 
to make a call between two IP phones or send a VoIP call 
through two gateways was quite a challenge in those early days. 
Since then, the technology has standardized considerably.”

“Media5 is currently in our fifth generation of products,” says 
Babin. “Our products were used at the dawn of VoIP and in those 
days even some of our competitors fitted out their labs with our 
equipment. SIP as a protocol has evolved over the years, but as it 
moved forward we’ve been there every step of the way.”

Media5 Corporation, the Unique  
Company behind Renowned Mediatrix 
and M5T Brands

By Richard “Zippy” Grigonis
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“We have also focused in recent years on offering a variety of 
professional services. Developing, integrating and implementing 
various technologies into key solutions and applications can be a 
monumental undertaking. Often, this is a time-sensitive, mission-
critical project that must work flawlessly,” explains Babin. “With so 
much at stake, it makes sense to rely on the expertise that Media5 
Engineers provide. In general our engineering staff have more years 
of personal experience than some companies have years in business.”

Now, Make Way for the Boss

As part of the new focus of Media5, a number of number of 
new products are being introduced, the first being Media5Boss 
(Branch Office Secure Survivable), an advanced, all-in-one suite 
of cost-effective solutions designed to offer security and surviv-
ability in multi-site, branch office environments. The first prod-
uct on board is the Media5Boss - Branch which enables both 
enterprises and service providers to connect branch or home 
offices to central data centers or to hosted service offerings. 

“Media5 is always about change; we have been adding to our 
product portfolio by combining the expertise of our Mediatrix 
and M5T offerings, and these new solutions enable service provid-
ers and enterprises a way to achieve really differentiated products 
adapted to their unique needs. We can do this by offering a 
portfolio where you can buy component modules or gateways, or 
solutions that can be integrated into other systems, as well as all-
in-one solutions like the Media5Boss - Branch” explains Babin.

The Media5Boss - Branch combines VoIP gateway technology 
with a SIP Proxy, encryption for security, as well as a firewall, 
VPN functionality and a LAN router in a solution optimized for 
branch office applications. It specifically supports real-time com-
munication scenarios such as VoIP as it consolidates an organi-
zation’s branch office IT infrastructure, all while maintaining a 
high Quality of Service (QoS) and security. By acting as a Session 
Border Controller and branch gateway for voice scenarios, real-
time traffic flows can be regulated in and out of the branch office 
through firewalls and forms of NAT (Network Address Transla-
tion). Call admission control and Secure Real-Time Protocol 
(SRTP) termination supporting encryption, message authentica-
tion and integrity are also supported. Connectivity is no problem 
for the Media5Boss - Branch either, since it comes with a wide 
range of voice interfaces, including analog FXS, ISDN BRI, or 
T1/E1 PRI interfaces, making it capable of supporting all kinds of 
enterprise voice applications, hosted applications, or for connect-
ing to a service provider’s broadband access offering. 

In the case of Internet outages or interruptions, Media5-
Boss - Branch survivability capability allows branch offices 
to maintain phone service through an integrated SIP Proxy. 
It also features a redundancy solution permitting a second 
Media5Boss - Branch to run in Hot-Failover mode for high 
availability scenarios.

Best of all, the Media5Boss - Branch solution needs minimal 
configuration.  This encompassing set of impressive features 
should make the Media5Boss - Branch a terrific single box 
branch connectivity solution for both VoIP Enterprise and 
VoIP Centrex scenarios.

Media5’s Future

“In the near future Media5 will offer the Media5Boss - FMC 
(Fixed Mobile Convergence) solution targeting that specific, 
more mobile market segment,” says Babin, “Any way you look 
at it, we can cater to the specific needs of a company with mul-
tiple branch offices and we can ensure ease of deployment.”

The Media5Boss - FMC is a powerful all-in-one Fixed Mo-
bile Convergence solution combining the technologies of the 
M5T MC Client and the Comdasys FMC Controller, with a 
variety of popular dual mode handsets, allowing users to freely 
roam between WiFi (enterprise/residential/public) and cellular 
networks. It is intuitive to use and provides a homogeneous 
interface for IM (instant messaging), contacts, presence, and 
more unified communications features.

All telephony features implemented in Media5Boss - FMC can 
be adapted through an already implemented macro mecha-
nism. It can then be extended to really fit the customer’s IP-
PBX telephony features implemented behaviour.

“We have even implemented the Media5Boss - FMC here at 
Media5 and have seen a definite increase in the productivity 
of our workforce,” says Babin. “By offering a one number and 
one voicemail solution we can easily reach our staff wherever 
they are in the world.”

 “Interestingly, our most successful sales area so far has been 
Europe,” muses Babin. “However, the North American market 
is quickly catching up, and we are very excited because all indi-
cations are that the SMB market hasn’t really been fully tackled 
yet in this area of the world. When you read market studies from 
companies such as the August 2008 report from Infonetics, you 
can see that North American SMBs had a slower rate of VoIP 
adoption, but are now recognizing the advantages of VoIP.”

“The merging of the Mediatrix and M5T brands and the 
introduction of Media5Boss under the Media5 banner will ef-
fectively build and broaden our product portfolio, further en-
hance our global position in the service provider and enterprise 
markets and we believe create value for our customers. 

For more information on the Media5 line of products and services 
please visit: www.media5corp.com or info@media5corp.com  IT 

Richard Grigonis is Executive Editor of TMC’s IP Communica-
tions Group.

Table of Contents  •  Ad Index
GoTo: GoTo:

http://www.tmcnet.com/snapshots/snapshots.aspx?Company=WiFi
http://www.itmag.com
http://www.media5corp.com
mailto:info@media5corp.com


March 2009   INTERNET TELEPHONY®    17December 2008   INTERNET TELEPHONY®    17Subscribe FREE online at www.itmag.com

pdftemplate:Layout 1 7/23/2008 9:13 AM Page 1

http://asterisk.tmcnet.com


18    INTERNET TELEPHONY®   March 2009 Subscribe FREE online at www.itmag.com18    INTERNET TELEPHONY®   March 2009 Subscribe FREE online at www.itmag.com

Fulfillment – How Do You Weigh In?

Every LEC, CLEC, ITSP and VoIP telephony provider needs 
to answer the question, “Who should perform the fulfill-
ment operation for the VoIP products to be shipped to the 
end customer?” Should it be performed in-house or should it 
be outsourced? Depending on how you answer this question 
could mean success or failure for your company.

In most cases you will find that the answer to the question will 
come from knowing:

• Your core business
• Technical capabilities
• Financial strength
• Time constraints
• Support staff and space availability
• Size of your organization (e.g., how much do you outsource?)
• Standard product

What to do?

This is usually a straightforward decision. If you are starting 
your operation, it is usually best to get the revenue stream 
started to cover costs. Thus you can focus on your core busi-
ness, providing telephony services to your customer base. If 
you are thinking about providing the service in house, do you 
have to have the space, staff and capability to fund the opera-
tion? At this point most companies will choose to outsource. 

Some organizations plan to differentiate themselves via the hand-
sets used by their customers. In these cases, they are not going to 
be using standard product. They need to have their own organiza-
tion provision and test the units then ship them to the user. Other 
organizations are going for the ease of use and operation to help 
with the sale of the telephony services. This would be done with 
some web-based graphic interfaces. There is a long lead time to 
accomplish this and it would be substantially more expensive.

What Product to Ship

If the decision is to outsource, your product decision is very 
important. There are several aspects of this decision:

• Provisioning
• Ease of installation
• Product quality
• Product return rate

You may find that you can offer an inexpensive unit to provide 
the same service. This decision will generally come back to 
haunt you. Poor quality of service overtime will force your 
customer to move to another provider.

Make sure to select a product that has a low return rate. Prod-
uct return rates will range from 5% to 50%. If you selected the 
product with the 50% return rate, you will experience:

• Customer turn over
• Increased inventory
• Increased engineering costs
• Increased manufacturing costs
• And many more negative effects

The product decision is the second most important decision in 
the outsource process.

Outsourcing Choice

Find an outsource organization that will meet your needs. 
There are many organizations that can provide outsourcing 
services but all can do it well. Check the following when look-
ing for your outsource service organization.

• Cost
• Inventory
• Order Requirements
• Provisioning capabilities
• Support capabilities

The cost for the service will range from $4 to $10 a unit. 
This can be significant based on your approach to the 
market. When compared to internal staff, the cost is quite 
low. Many outsource organizations will have to place orders 
with the manufacturer prior to your shipments. Make sure a 
sufficient inventory is available for the products you select. 
Outsource companies will tend to work better with one 
manufacturer. You may have to select the outsource organi-
zation based on product alone.

Order requirements can cause problems. Your organization 
may have to order 100 at a time. Make sure to identify any 
order lead times that may interfere with the delivery process 
to your customer. Your product cost may also be based on vol-
ume. Negotiate the best deal for your volume and make sure to 
renegotiate when you volume increases.

Lastly, make sure that the outsource provider will be able to 
provision the equipment properly and provide you the neces-
sary shipping reports. Check their online support for ease of use. 
Make sure you have direct access to their order management and 
support organizations.  IT

Don Witt is President of cyLogistics (www.cylogistics.com).

By: Don Witt

The Channel Perspective
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SoundBite Communications Introduces 
New Business Partner Program
SoundBite Communications, a provider 
of on-demand, integrated multi-channel 
communications solutions, announced a 
new Business Partner Program that facili-
tates resellers, solution providers, original 
equipment manufacturers (OEMs) and 
international distributors to offer their 
clients SoundBite’s proactive (outbound) 
customer communications solutions. 

According to a recent survey, “Proactive 
Customer Communications Promote 
Closer Customer Connections: Market 
Growth Driven by New Services in Cus-
tomer Care” by Forrester Consulting, which 
was conducted on behalf of SoundBite, 221 
senior-level communications decision mak-
ers revealed that 75 percent of organizations 
surveyed plan to increase their proactive 
(outbound) customer communications over 
the next two to three years.  

SoundBite’s Business Partner Program is 
specially designed to address the unique 
competencies and needs of organizations 
that are intending to resell, deliver and 
support company’s technology.
www.soundbite.com

www.tmcnet.com/2763.1

Westcon to Distribute RedSky  
E911 Solutions
Westcon Group, an IT distributor spe-
cializing in networking technology, has 
signed a new distribution agreement with 
RedSky Technologies, a provider of enter-
prise E911 solutions and services. Under 
the terms of the deal, Westcon will dis-
tribute two of RedSky’s high-performance 
E911 software solutions, E911 Manager 
and E911 Anywhere. These solutions are 
now available for purchase through West-
con Group North America. In addition, 
RedSky is also participating in Westcon’s 
ConvergencePoint program. 

E911 Manager is a enterprise-wide 
server-based E911 solution that works 
within Avaya, Cisco and Nortel networking 
environments. RedSky’s E911 Anywhere 
Hosted solution provides E911 functional-
ity to small- and medium-sized businesses 
(SMBs) through a monthly service plan.   
www.westcongroup.com

www.redskytech.com

www.tmcnet.com/2764.1

Stripe 21 Looking to Help Resellers
Stripe 21 has launched a new converged IP 
services business for wholesalers, resellers 
and dealers. The company is ensuring that 
it has a portfolio that is not only cost effec-
tive but also of a very high quality. This is 
being done mainly to attract resellers dur-
ing the current economic downturn.

As soon as resellers and wholesalers have 
registered with the company website, 
they will be offered a place in Stripe 21’s 
monthly, one day training course. This 
free training course will help to intro-
duce the products and online manage-
ment portal of the company. The online 
management portal will enable resellers 
to securely access their client accounts 
in order to place orders, track delivery 
and to check on past and present work 
in progress across their customer base. 
Stripe 21 has the technical infrastructure 
and reseller management tools that are 
required to maximize the benefits of 
both resellers and end users.
www.stripe21.com

www.tmcnet.com/2765.1

Tech Data’s SMARTattach Simplifies 
Ordering Process for Cisco Services
Making it easier for resellers to add Cisco 
SMARTnet services to Cisco hardware 
purchases made through its website, Tech 
Data Corporation reportedly has unveiled 
SMARTattach, an online tool.

Tech Data says SMARTattach helps the 
resellers browse, select and attach SMART-
net service agreements at the same time. 
Apart from saving precious time, it also 
allows resellers to accurately quote and 
purchase Cisco solutions covered by the 
manufacturer’s technical support services. 

In addition to removing tedious steps from 
the ordering process, the SMARTattach also 
gets rid of creating Cisco SCC quotes. The 
company now expects there will be more 
resellers who will come up to order Cisco 
SMARTnet services as the whole process is 
considerably simplified now. For those who 
are investing in new e-business tools like 
SMARTattach or the Cisco Solutions Cen-
ter at Tech Data, this is a huge advantage, 
claims the company. 
www.techdata.com

www.cisco.com

www.tmcnet.com/2766.1

CosmoCom, HP Deliver Unified Con-
tact Center and Media Platform
A recent global reseller agreement between 
CosmoCom and HP will provide enter-
prises and telecom service providers with a 
unified contact center and media platform. 

CosmoCall Universe will be integrated 
and sold with HP OpenCall Media 
Platform and the partners expect the 
integrated solution will help companies 
reduce costs and time-to-market as 
their contact centers handle customer 
inquiries through live operations and 
automated voice response systems. As a 
global reseller of CosmoCom’s Cosmo-
Call Universe (CCU), an all-Internet 
Protocol (IP) contact center platform, 
HP will enable its direct sales force 
and its channel partners to resell CCU 
worldwide integrated with the HP 
OpenCall Media Platform (HP OCMP).
www.hp.com

www.cosmocom.com

www.tmcnet.com/2767.1

Cyclone Technology: Resellers Need 
To Lay Firm Foundations Before Mov-
ing Into Managed Services
Cyclone Technology says that resell-
ers looking to move into the growing 
market for managed and hosted services 
need to make sure that they do the job 
properly. Cyclone Technology, devel-
oper of the netPrefect infrastructure 
management system, says that resellers 
looking to move into the potentially 
lucrative managed services marketplace 
will need to take careful steps to ensure 
that they have the right systems and 
processes in place in order to meet cus-
tomer expectations and avoid unaccept-
able periods of downtime.

According to an Ovum study release 
last year, the global market for managed 
services will experience a compound an-
nual growth rate of 18 percent over the 
next four years and be worth $66 billion 
by 2012. With organizations of all sizes 
clamping down on capital expenditure 
and looking to reduce on-going opera-
tional costs as well, many are expected 
to adopt managed services for a variety 
of IT functions such as hosting security, 
service desk and network management.
www.cyclone-technology.com
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Talking with John Gaillard, VP of Sales & Business 
Development, Catalyst Telecom

Catalyst Telecom (www.catalysttelecom.com) is a value-added distribu-
tor of voice, video and data equipment to resellers. Catalyst is a sales 
unit of ScanSource (www.scansource.com), itself a leading interna-

tional distributor of specialty technology products, providing distribution 
sales and value-added services to resellers in specialty technology markets.

By: Richard “Zippy” Grigonis

Catalyst is the place to go for Avaya com-
munications solutions. They’re said to be the 
only distributor offering Avaya’s full product 
line, along with Polycom’s video products, 
Extreme Networks’ data networking equip-
ment and Juniper Networks’ networking 
and security applications. Catalyst’s value-
added service offerings regarding these and 
other products include making sure that 
resellers get the education, training, technical 
support and financial services assistance they 
need to successfully grow their businesses or 
add new technologies to their portfolio.

We recently spoke with Catalyst Telecom’s 
John Gaillard, Vice President of Sales and 
Business Development, to see how the 
company was faring in the new world of 
convergence and unified communications.

Gaillard joined ScanSource in 2000 as a 
Business Development Manager within the 
Catalyst Telecom sales unit, responsible for 
recruitment of new business and growth 
of existing partners. He first took on his 
present job description in December 2003. 
When ScanSource Security was formed in 
October 2004, Gaillard was named Presi-
dent with responsibility for establishing the 
business unit, developing the business plan, 
and providing strategic direction for the 
company. He returned to Catalyst Telecom 
in 2008 to again take the reins as VP of 
Sales and Business Development. Gaillard 
graduated from Clemson University, with a 
B.S. in Financial Management, then served 
as an Air Defense Artillery Officer in the 
U.S. Army. Leaving the Army in 1990, 
he worked for Duke Energy as Manager, 
Market Development, a role in which he 
developed and implemented the strategic 
marketing and sales plan for key alliance 
relationships. Gaillard left Duke Energy 
in 1996 to work for General Wholesale 
Distributors where he managed the sales, 
marketing, technical support and logistics 
functions for a geographic region.

RG: What differentiates Catalyst Tele-
com from the rest of ScanSource?

JG: We’re one of two communications-
focused divisions of ScanSource. Our main 
product line has been Avaya, one of the 
market leaders in converged communica-
tions. Going all the way to when they were 
Lucent Technologies, we’ve been a Lucent/
Avaya distributor for ten years. We’ve seen 
all of the changes that have been gone on 
over the years, from TDM-based tele-
phony to IP telephony, and now of course 
the term everyone is using is unified com-
munications. Things keep evolving. There 
has been a definite dynamic environment 
over the last 10 years and there’s been 
many changes with the types of customers 
we sell to, the competencies we need to 
have internally to be able to support those 
technologies, and the resellers and what 
they need to do to be successful.

OOne thing we’ve always tried to do is, 
from the vendor side, understand what the 
solutions are that they’ve trying to sell, and 
then take that to the our channel partners 
and say, ‘What do we need to provide that 
manufacturers are not providing, to help you 
be successful selling these solutions?’ So we’ve 
evolved too in that, if you look back five 
or six years, Avaya was the preponderance 
of our business — and it still occupies the 
majority of our business — but we are much 
more a converged distributor today than we 
were five or six years ago. By that I mean 
we offer the network switches to go along 
with the unified communications solutions, 
the security appliances through Juniper and 
Sonic Wall, and we have wireless technol-
ogy from Aruba, Meru and Bluesocket to 
allow our resellers to expand a voice or data 
network. So we’ve had to evolve ourselves as 
a distributor in the offerings that we carry 
so that we can effectively sell a complete, 
converged solution to our customers. The 
changes have been quite dramatic over the 

past few years, and yet I think we’re uniquely 
positioned as a distributor in the industry to 
be able to successfully take it all in stride.

The core of all this is being able to under-
stand the Avaya solution very, very deeply, 
and understand all of the pieces that go 
together to make that solution work. And 
then we’ve added a portfolio around the 
Avaya solution that we think is best-in-
class and we’ve had a lot of success with 
our customers, teaching them through 
education and training how to sell and 
position that total ‘converged’, if you will, 
unified communications solution.

There’s definitely more to this business 
than just selling a piece of hardware. 
We’re selling integrated solutions, whole 
environments, not just a box.

RG: Does this force you to become more 
of a ‘one-stop shop’? Did you have to take 
on many additional professional services?

JG: That’s what we’ve chosen to do, though 
I believe that nobody will ever be a compete 
‘one stop shop’ as you say. But we definitely 
wanted to offer what we believe to be a 
complete solution, so if customers chose 
the types of functional components that 
we carry, that we would make sure that 
we carried the best-in-class to complete a 
converged solution. So yes, convergence has 
changed our philosophy on product sets 
and what we need to be able to carry.

RG: There’s been quite some competi-
tion between Cisco and Avaya.
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JG: Yes, they’ve both got good solutions, 
but we’ve been with Avaya for a long time, 
so we want to see them succeed, obviously.

RG: Has this all become a major part of 
your sales?

JG: Oh yes. It’s a growing part of the busi-
ness. We have seen very good sales growth 
regarding our converged platforms and 
although our current economic times are 
challenging in terms of technology spending 
by customers, we’re very optimistic about 
2009. We believe that many of the products 
we sell are essentially efficiency tools as 
well. So if a company can use technology 
to extend their workforce or to make their 
workforce more efficient, or potentially 
allow their workforce to be mobile and not 
force them to be in the office to be in full 
communication with them, well, that helps 
them save money. We think that a lot of 
what we sell allows us the opportunity to 
provide return on investment for the end 
user. So we hope that that creates an oppor-
tunity for us, even in a bad economic time.

RG: It’s as if you’re not just a distributor, 
but a bunch of ‘super consultants’.

JG: I’m not sure ‘super consultant’ would 
be accurate, but we certainly act in a con-
sultative role at times with our partners. 
Many times they come to us and ask, ‘I’ve 
been carrying a voice solution for quite 
a while, but what do I need to offer now 
to round out my portfolio?’. We’re always 
ready to offer the proper suggestions.

RG: Many companies are interested in 
unified communications, but surprisingly 
few companies have worked out a clear 
migration path to install it. Selling it must 
be a lot more difficult than selling a box 
that performs one set of related functions.

JG: It is. Every organization knows where 
they want to go technology-wise, but many 
of them don’t know how to get there. 
One thing we do with our manufacturing 
partners is to advise them about how they 
should be communicating with their own 
channel partners to ensure that the dealers 

do understand the path from Point A to 
Point B. That’s not as easy as it sounds, be-
came many times it takes multiple vendors 
to complete that unified communications 
solution, and sometimes that’s the role that 
we end up playing. We can bring all of the 
pieces together for the reseller. We do some 
roadshows. We stage our big conference 
every year for our partners, and one of the 
things we do at that event is to show them, 
through training and education, how they 
can pull all of the pieces together.

RG: Do you do system integration too?

JG: We have an integration center at our 
warehouse facility in Southhaven, Mis-
sissippi, where we’re able to burn testing, 
software loading, inserting IP addresses on 
the switches, though we can also do remote 
programming of the switches, and various 
things. When we ship, it’s a solution ready 
to install, so it cuts down on the imple-
mentation time, relieving the partner, and 
improving their cash flow, since they can 
now turn their project around quickly.
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Take Action Now

It is getting tough out there, as the news 
keeps repeating ad nauseum.

Businesses are laying off and closing. If you 
can maneuver in this environment, then op-

portunity awaits. No I haven’t been drinking. Let’s examine things.

Layoffs means companies have to be more efficient and more 
productive with less. What does that mean? Technology needs to be 
applied and work. Budgets for travel are slashed, but people still have 
to connect/communicate. Legislation is in place forcing IT teams to 
work harder. The message is that Unified Communications can save 
you. So can Telepresence, Video/web/audio conferencing, hosted 
email, SAAS, VoIP/Hosted PBX, and that over-used term “managed 
services”. If the IT staff is short-handed, but still has to do data stor-
age, email archiving, and other DR/BC and regulatory processes — 
it can be outsourced. And you can sell it. Gartner just did a paper on 
Hosted Email which spells out the Return on Investment for using 
Hosted Email. IBM Lotus, Microsoft Office, and Google Apps are 
looking for VAR’s. What’s a VAR? An agent that stepped up.

At a VAR Kick-Off meeting, Cisco emphasized touching the 
customer. The box got them into the client with switch and router 
sales. Now the trick is to upsell the out-dated boxes and to add 
security modules to as many sales as possible. That’s the Upsell. 

After security, comes VoIP and Collaboration (Webex, Web 2.0, 
UC). Cisco has designed the sales road map for its VAR Channel.

Do you have a road map, sales flow chart or other process in 
place to help your agents move from selling transactional services 
like DSL, cell phones, POTS, PRI, Integrated T1 to complex 
sales like Hosted PBX, Metro Ethernet, and Managed Services 
like firewall, backup, intrusion detection, DDOS Defense and 
SAAS? Remember, SAAS is the bucket that Hosted PBX, Secure 
Email, and Hosted Exchange fall in. To become a rainmaker, 
you must make a fundamental shift in thinking from: “How can 
I close this sale?” to “How can I create a relationship that will 
benefit the customer and my company in the long run?”

There is a lot of buzz about recasting and renewing. Should agents 
be paid? Should carriers grab that renewal? This would not be an is-
sue at all if you owned the relationship with the customer. By owned 
I mean that you are providing the client with enough added value 
that he wouldn’t want to go direct to the carrier. I always explained 
that I was the Outsourced Telecom Provisioning department. I am 
the go-to guy for any questions about telecom (and by extension 
IT). Don’t you want to be in that position?  IT

Peter Radizeski is head of RAD-INFO, Inc., a consulting agency 
specializing in the telecom industry.

By: Peter Radizeski

On Rad’s Radar
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The Best of Both Worlds: Hybrid Hosting for VoIP

Having matured and increased in complexity, IP telephony 
(IPT) is now subject to the same operational scrutiny as other 
enterprise applications. As a result, many now consider IPT a 
“non-core” asset and are seeking new ways to operate it cost-
effectively without consuming vital IT resources.

Hosted Voice over Internet (VoIP) has traditionally been one 
ways. However, for large and medium size companies with sophis-
ticated communication needs, a completely hosted solution may 
not meet some fundamental requirements, such as custom Day 
2 operational and architectural support. These organizations also 
usually have class-1 or class-2 data centers, so hosted IPT unneces-
sarily dilutes the return on their data center investment.

An alternative approach is “hybrid hosting.” With hybrid 
hosting, the organization still hosts its own infrastructure 
but outsources Day 2 support. Hybrid hosting off-loads 
routine and non-strategic work to a specialist company, but 
keeps the company’s IT staff involved for better customiza-
tion and control. It usually has better cost structure and 
ROI. And it enables the IT organization to focus on sup-
porting the core business and on adapting IPT, which can 
unify multiple modes of communication, to best meet the 
business needs of their company.

To determine the right hosting solution for your organization, 
ask the following:

• What architectural support will be required? This depends on 
the complexity of the environment and the potential complex-
ity of users’ communication needs. Organizations with a high 
percentage of mobile or high-skill workers communication-
driven workforce management (such as contact centers) need 
ongoing and specialized architectural support.

• What operational support is required? To determine this, 
unbundle the work done by your teams and classify it into 
categories. Categories can include various activities such 
as physical hosting of equipment, monitoring, incident 
resolution, local support, user support, logical Moves, Adds 
and Changes (MACS), physical MACS, capacity planning, 
network evolution, etc.

Answering these questions will put you in an excellent position 
to request specific services and to evaluate potential solutions 
and vendors.  IT

Gus Bekdash is a Managing Consultant at Forsythe (www.
forsythe.com).

By: Gus Bekdash

Integrator’s Corner

By: Richard “Zippy” Grigonis

On the opening day of ITEXPO East 2009 
in Miami, TelcoBridges (www.telcobridges.
com) unveiled the Tmedia TMG800, their 
newest media gateway, which soon garnered 

a Best of Show Award in the “Best Onsite Product Launch” cat-
egory. Unlike its larger, high-density brethren,. the Tmedia TMG 
6400 and TMG3200 (the latter having recently received one of 
our 2008 Internet Telephony Product-of-the-Year awards), the 
Tmedia TMG800 brings carrier-grade features to service providers 
with lower-density requirements, such as supporting remote loca-
tions, or quickly delivering value-added/hosted services. 

Though similar in design to the TMG3200 Media Gateway, the 
smaller, cost effective TMG800 targets low-to-medium density 
locations where economies of scale don’t warrant large configura-
tions. The TMG800 provides capacity from one to eight T1/
E1/J1 interfaces (up to 256 universal VoIP channels). As service 
uptake increases, the capabilities of the 1U-high (1.75-inch) form 
factor TMG800 can be extended with expansion cards for VoIP 
and software license upgrades for each additional T1/E1/J1 port.

With IVR, signaling and media support for SIP, SS7, and ISDN 
networks, the Tmedia TMG800 routes and bridges PSTN and SIP-

based calls seamlessly, providing any-to-any switching. Installation 
and configuration has been simplified for the quick introduction 
of new telephony services, including differentiating services such 
as SIP trunking, transcoding, VoIP peering and hosted services for 
FAX and IP-PBX. Complete with the Toolpack OAM web-based 
GUI for simple configurations, the Tmedia TMG800 houses an 
on-board Linux CPU to run custom applications, thus eliminating 
the need for an additional external host or other devices.

Furthermore, to celebrate Tmedia’s 2008 Internet Telephony 
Product of Year Award and the introduction of the TMG800, 
TelcoBridges announces the “TDM-for-Free “ program, a sort 
of “buy-one-port-and-get-one-free” deal.  

TelcoBridges customers number among the world’s largest opera-
tors in over 45 countries, so they should snap up the TMG800 
for immediate use. TelcoBridges equipment can be found in the 
world’s mobile value-added services, location-based services, video 
calling applications, network monitoring, media gateways, switch-
ing, IVR, unified communications solutions, and more.  IT

Richard Grigonis is Executive Editor of TMC’s IP Communi-
cations Group.

Nitty Gritty

From ITEXPO: Telco Bridges’ Tmedia TMG800
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Minimize Customer Support Costs with a Task-Oriented  
Self-Service Approach

Telecommunications service providers must 
continually balance the task of satisfying 
their customers’ support needs with the cost 

of providing such support. While end customers have traditionally 
relied upon vehicles such as “calling customer support” or “visiting 
web-based support,” advancements in CRM technologies have 
enabled the development of scalable, web-based self-service mod-
els that address a customer’s needs in a much more cost-effective 
and manageable manner. The model that I feel works best in most 
situations is what I call a “Task-Oriented Portal”.

The Task-Oriented Portal

The task-oriented model assumes the customer is seeking 
assistance with a specific issue or need. The array of “issues” 
or “tasks” presented with this model is relatively finite with 
each containing a path towards a solution. For example, in the 
telecommunications space, some common tasks include:

1. How can I activate my service?
2. How can I add an additional telephone number to my service?
3. How can I forward calls to a different number?
4. How can I change my credit card information?
5. How can I change my billing address?

6. How can I see my call detail records?
7. How much am I paying for calls to a particular interna-
tional destination?
8. How can I understand my monthly phone bill?

As many telecommunications service providers will notice, 
these typical questions are often the reason for support calls to 
customer service departments. If customers are given the tools 
to take care of these predictable issues themselves, live support 
agents can be better utilized for other truly complicated tasks.

A 360-Degree View

In addition to routine account procedures and changes, customers 
often call support agents with questions like “what services have I 
signed up for, how much am I paying for each of them and what 
features are available for these services,” to name a few. Enhancing 
your task-oriented self-service portal with a 360-degree-view of 
each customer’s account will help further reduce support interac-
tions and the associated costs.  IT 

Ramprakash (“Ram”) Narayanaswamy is Vice President of Engi-
neering at 8x8, Inc. (www.8x8.com).

By: Ram Narayanaswamy

Service Provider Insights
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ICT Industry Addresses Climate Change

Nokia Siemens was the first vendor to 
market a multi-standard base station 
that is software upgradable from GSM 

to EDGE, WCDMA to HSPA and HSPA to LTE. It’s also 
modular, lightweight, and consumes around 70 percent less 
energy than traditional designs, which eliminates the need for 
air conditioning. This early lead will only last so long, but over 
200 operators have implemented “Flexi” base stations, so the 
company has staked out a significant position in the market.

OK. So much for the company’s bragging rights. How do these 
features translate into green benefits?

Operators have thousands of base stations and they are deploy-
ing next-generation systems in order to be ready for LTE, which 
is a high-speed, low-latency technology. The market wants LTE, 
evidenced by the fact that more than eighteen operators have an-
nounced LTE deployment plans, despite the economic climate. 
And Verizon has brought its launch forward from 2010 to 2009.

Thousands of base stations would normally consume a lot of 
energy, but what is more significant is the fact that being en-
ergy efficient enabled a lightweight, compact design. Flexi base 
stations can be carried to rooftops by a service technician: nor-
mally heavy-duty cranes or other machinery would be needed. 
The savings for countrywide rooftop installations are therefore 
huge. This also means that base stations can be close to the 
rooftop antennas, which minimizes feeder loss, so less energy is 
wasted. In addition it allows one radio module to feed all three 
sectors of a typical antenna site and the fact that the radio 
module can serve multiple standards (GSM, WCDMA and 
LTE) means that the 3:1 comparison rises to 6:1 or even 9:1.

Nokia Siemens is not a recent convert to green technology. The 
design of the Flexi base station started in 2005 and it revolves 
around chip set developments: Moore’s on-going law. We can 
therefore expect further enhancements in future. The use of 
advanced chips also enables increased spectral efficiency by 
transmitting more bits in a given time and stopping transmis-
sion during pauses. The ability to make remote software up-
grades to boost capacity as and when it’s needed and to make 
air interface upgrades eliminates the need to transport and 
replace hardware. This feature will make significant medium- 
and long-term savings: Nokia Siemens says that it will reduce 
the number of site visits over the life cycle by 15 percent.

Backhauling the Traffic
Multi-standard base stations will push up the volume of 
network traffic and this is particularly true when upgrading 

to LTE. This air interface has a peak download rate of 172.8 
Mbps and a peak upload rate of 86.4 Mbps. Operators need 
to migrate to LTE because the mobile world is driven by 
broadband multimedia services and enabled by high-speed 
access. The industry foresees capacity increases by orders of 
magnitude and regular backhaul TDM solutions at these levels 
are impractical for cost reasons. A new architecture is therefore 
needed to decouple cost from capacity and it is enabled by the 
adoption of Carrier Ethernet (CE). 

CE is a very cost-effective transport mechanism and therefore 
it has green credentials, particularly when the layer 1 medium 
is fiber. However, intelligent next-gen base stations in combi-
nation with flat architecture of next-gen networks also allows 
backhaul communications to be optimized and this will enable 
a significant reduction in the energy requirements of radio ac-
cess networks (RANs).

Intelligent Base Stations
Right now the RAN architecture is one-to-many: each base 
station communicates with a Radio Network Controller 
(RNC). The exact number of base stations supported by each 
RNC is a function of the amount of traffic in the network and 
the performance objectives of the operator, but a typical figure 
is a few hundred base stations. RNCs perform radio resource 
management, radio congestion control, and allocation of radio 
resources for new calls. Additionally, they make all the deci-
sions regarding radio mobility management.

As well as minimizing weight and size, and allowing new air 
interfaces to be implemented via remote software down-
loads, the advanced chip sets such as those employed in 
Flexi base stations also allow most of the functionality of 
the RNC to be moved to the base station. This allows the 
base stations to make intelligent handover decisions and 
thereby communicate with each other directly, i.e. peer-to-
peer instead of one-to-many.

The reduced role of the RNC opens up new options for 
backhaul, such as full meshing of base stations, or at least 
localized partial meshing of adjacent base stations for the 
handover. In some next generation network architectures, 
the RNC may not exist or it is not in the subscriber’s data 
path. This development reduces the operator’s RAN CapEx 
and it also simplifies network implementation. When the 
network becomes capacity constrained there is no longer 
a need to deploy RNCs for capacity purposes. Addition-
ally, there can be transport savings related to the simplified 
transport topology of a flat network.  IT

By: Bob Emmerson
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Nextiva Launches inTALK Business 
VoIP Service
Nextiva, a business VoIP solutions 
provider, recently launched a new home 
Voice over IP (VoIP) service, called Nextiva 
inTALK. Created specifically for the small 
or home business, Nextiva inTALK pro-
vides unlimited calling services and comes 
with a free adapter. Nextiva inTalk features 
include 3-way calling, visual voicemail, call 
routing, custom caller ID, do not disturb, 
online control, and call hold. The Nextiva 
inTALK Business Plan provides the small 
or home business with the lowest cost 
unlimited local and long distance with 
business class VoIP digital voice quality.
www.nextiva.com

www.tmcnet.com/2729.1

IBM, Avaya and Kapsch Enhance Cus-
tomer Service with Web 2.0 Technologies
IBM announced it has teamed up with 
communications technology provider, 
Avaya and Austrian communications 
specialist for fixed and mobile network 
operators, Kapsch CarrierCom AG.

Under the terms of this new deal, IBM will 
utilize Web 2.0 technologies to enhance its 
customer service, increase its offerings and 
facilitate richer interaction with phones. 
The company hopes to achieve all of this 
while also applying more computing intel-
ligence to improve the telco industry.

Avaya and Kapsch CarrierCom are cur-
rently testing mashups, or situational 
applications from IBM, in order to come 
up with a software solution that uses 
a variety of enterprise and Web-based 
data. This will put better information 
into the hands of both customers and 
service personnel, enabling new real-time 
services to meet consumer demands.
www.ibm.com

www.avaya.com

www.kapsch.net

www.tmcnet.com/2730.1

GIPS Signs Voice Conferencing Deal 
with Citrix
Global IP Solutions (GIPS), an innova-
tive provider of IP multimedia processing 
solutions, and Citrix Online, a division 
of Citrix Systems, recently announced an 
OEM license and distribution agreement. 

Under the terms of the new deal, GIPS 
will provide integrated VoIP and PSTN 
audio conferencing to Citrix’s GoToMeet-
ing and GoToWebinar. 

GIPS technology, a combination of 
VoIP, phone and Web conferencing that 
enables online meetings and Web events 
of all sizes, is designed to enable Citrix to 
enhance its ability to provide simple, true 
one-click meetings. Citrix GoToMeeting 
and Citrix GoToWebinar include GIPS 
Voice ConferenceEngine and VoiceEngine 
to guarantee the best user experience pos-
sible. Based on GIPS’ patented technology, 
GIPS Voice ConferenceEngine is robust 
software that controls all aspects of audio 
mixing and processing in a conference or 
collaboration environment. 
www.gipscorp.com

www.citrix.com

www.tmcnet.com/2728.1

LifeSize Reports Record Growth, Cites 
Growth in HD Video Conferencing

LifeSize Communications, a global 
provider of high-definition (HD) video 
communications reported record sales in 
the second half of 2008 and experienced 
close to 150 percent growth for the full 
year. With an increasing amount of com-
panies, governments and organizations 
turning to HD video conferencing and 
telepresence solutions to reduce travel 
expenses, increase worker productivity 
and improve business performance. 

“We are pleased with our industry-leading 
growth and believe that the opportunity 
for HD video to deliver value has never 
been greater,” said Craig Malloy, CEO, 
LifeSize Communications. “Because the 
benefits of HD video are so clear, com-
pelling and measurable, many LifeSize 
customers are accelerating their video 
communication system deployments.” 

LifeSize expanded its organization by more 
than 70 percent last year, continuing to 

hire new staff members through Q4. 
www.lifesize.com

www.tmcnet.com/2731.1

UTOPY’s Speech Analytics Enhance Cus-
tomer Experiences Around the World
UTOPY, a provider of customer intel-
ligence and performance optimization 
solutions powered by speech analytics, 
is making it possible for businesses to 
optimize their contact center’s performance 
and sales using speech analytics solutions. 
The popularity of their SpeechMiner solu-
tion in markets across the globe allows cus-
tomers in a number of industries and with 
a number of languages, to use the solution 
to analyze and process 10s of thousands of 
customer calls in their contact centers. 

Using speech analytics, companies can gain 
insight into why customers are calling them, 
how they feel about them or their competi-
tors as well find tips to reducing call volumes, 
areas where cross sell and up sell opportuni-
ties exist, and how to reduce the number of 
call transfers needed. The company offers 
support for over 45 languages, and contact 
centers in Europe, Asia, and the Americas are 
all making use of their solution to improve 
performance and customer experiences.  
www.utopy.com

www.tmcnet.com/2732.1

Five9 Releases Latest Version of On-
Demand Call Center Software
Five9 Inc. has announced the release of its 
latest Virtual Call Center Suite, version 7.1. 
The latest version includes a number of 
newly enhanced features as well as an all new 
workforce management offering and is pro-
vided to users as Software-as-a-Service as well 
as bringing Cloud Computing to the call 
center space. According to the company, they 
first entered the cloud computing market for 
call centers in 2001 and have since continued 
to deliver SMBs with the ability to access the 
technology and applications they need to 
succeed — quickly and affordably. 

Along with new reason codes, supervi-
sor whisper coaching and barge-in, and 
improved intraday reporting, the release also 
features an all new Workforce Management 
solution, which helps call centers better 
forecast volumes, schedule their agents and 
monitor performance so services can are 
streamlined and optimized. 
www.five9.com
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RAD Unveils Megaplex 4100

RAD Data Communications has 
unveiled a unique ‘all-in-one’ cross-
generation platform for both legacy and 
next generation networks that delivers 
any service over any infrastructure.

Version 2.0 of the modular Megaplex-4100, 
the company’s modular central site solu-
tion for its widely deployed Multiservice 
Access Platform (MAP) and copper and 
fiber Last Mile products, aggregates both 
next generation Ethernet services over legacy 
networks and legacy services over packet 
switched networks (PSNs). The Megaplex-
4100 can terminate Ethernet traffic carried 
over the widest possible variety of transport 
media, including E1/T1, fiber, IDSL, and 
SHDSL or, using virtual concatenation, 
STM-1/OC-3 lines. In addition, apart from 
handling high-speed traffic, the versatile 
Megaplex-4100 also functions as a cross con-
nect for low-speed data and analog voice.
www.rad.com

www.tmcnet.com/2735.1

Eyeball’s Messenger SDK and  
IM Server Powering Romanian  
Service Provider
Romanian telecommunications service 
provider Media Sat has launched that 
country’s first instant messaging and VoIP 
service using Eyeball’s Messenger SDK and 
IM Server. The service, called Alonia, inte-
grates instant messaging, voice calls, video 
conferencing, and file transfer capabilities. 
The service is designed to allow subscribers 
to receive a phone number in the Media 
Sat network in order to make and receive 
calls from fixed and mobile phones.

Eyeball Networks has integrated its feature-
rich Eyeball Messenger SDK into the service 
for an overall VoIP, video telephony, instant 
messaging and presence. In conjunction 
with the Eyeball technology, Alonia is SIP- 
and XMPP-compliant and interoperates 
with Yahoo!, AOL, MSN, and Google sup-

ported by peer-to-peer media delivery.
www.eyeball.com

www.tmcnet.com/2736.1

Nortel to Discontinue WiMAX Business
Nortel announced that it has decided to 
discontinue its mobile WiMAX business 
and end its joint agreement with Alvarion 
Ltd. This decision will reportedly have no 
impact on Nortel’s other solutions, will 
allow Nortel to narrow its focus, better 
manage its investments and strengthen its 
broader carrier business to better position 
itself for long-term competitiveness. 

Nortel plans to work with Alvarion to 
transition its mobile WiMAX customers 
to help ensure that ongoing support com-
mitments are met without interruption. 

“We are taking rapid action to narrow our 
strategic focus to areas where we can drive 
maximum return on investment. We will 
work closely with Alvarion to transition our 
mobile WiMAX customers to them and 
assure customers that they will continue to 
benefit from leading-edge technology and 
high-quality service,” said Richard Lowe, 
president of carrier networks, Nortel.

www.tmcnet.com/2740.1

Broadvox AudioCodes Partner on SIP 
Trunking Offer

A new offering from SIP Trunking pro-
vider Broadvox, in partnership with VoIP 
technology specialist AudioCodes, enables 
companies to keep their current PBXs in 
place while leveraging the cost savings and 
benefits associated with SIP Trunking. 
AudioCodes and Broadvox announced 
that Broadvox will now offer SIP Trunking 
to the large number of businesses that still 
use TDM PBXs, by virtue of deploying 
AudioCodes’ Mediant 1000 Media Gate-
way. Broadvox has certified the Mediant 
1000 Media Gateway as interoperable with 
Broadvox GO! SIP Trunking products.

The Mediant 1000 MSBG or multi-
service business gateway is designed to 
provide converged Voice & Data services 
for Broadvox customers at wire speed. In 
this application, the AudioCodes gate-

way converts the Broadvox SIP Trunking 
services to TDM telephone line interfaces 
including T1/E1, CAS, PRI-ISDN, BRI-
ISDN, analog FXS and FXO.
www.broadvox.com

www.audiocodes.com

www.tmcnet.com/2737.1

NuVox Launches SIP Trunking Services
Communications provider NuVox has 
announced the availability of SIP Trunking 
to its Southeast and Midwest customers. 
As SIP Trunking has expanded in recent 
years, helping businesses establish more ef-
ficient bandwidth — along with enhanced 
voice and data connections to the Web, 
PSTN, and private MPLS data networking 
services — companies like NuVox have 
been rolling out services to regions of the 
country previously ill equipped to handle 
the growing technology.

NuVox SIP Trunking is compatible 
with a variety of premise-based IP PBX 
systems including Cisco, Avaya Ingate, 
and Digium to date. The service features 
Quality of Service (QoS) solutions to meet 
the requirements of customers, and offers 
a Service Level Agreement (SLA) that 
guarantees against jitter, latency and packet 
loss, according to the company.
www.nuvox.com

www.tmcnet.com/2738.1

Datatronics Deploys NewNet CT SS7 
and SIGTRAN Signaling Platform
Datatronics, a VAR and System Integrator 
supplier of solutions for the fixed and wire-
less market, and NewNet CT, a provider of 
signaling and messaging solutions for wire-
less, IP, and wireline networks , announced 
that they have deployed the NewNet CT 
Distributed7 Signaling Platform in several 
operators in Latin America to provide 
prepaid and postpaid services.

The system calculates the cost of the services 
in real-time and enables subscribers access 
to services based on the subscriber’s account 
balance. The systems are deployed on the 
NewNet CT Distributed7 framework, 
which integrates the applications to the 
network signaling path using SS7 or SIG-
TRAN, allowing exchange of data for service 
charging and decide for permission for access 
to services like voice, SMS or USSD. 
www.datatronics.com 
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i2Telecom’s MyGlobalTalk Goes  
Symbian S60
i2Telecom International, Inc., announced 
their service is now available for the Symbi-
an S60 operating system. Symbian is widely 
used in many mobile phone devices built by 
Nokia, Samsung, and other mobile phone 
manufacturers. According to i2Telecom’s 
Chairman and Chief Executive Officer Paul 
Arena, users can save on international and 
long-distance calls by downloading the ap-
plication for MyGlobalTalk.

“Our latest version of MyGlobalTalk will 
provide Nokia’s Symbian Phone custom-
ers with a first-rate calling experience 
at a fraction of the cost of traditional 
long-distance calls,” said Arena. “We 
are pleased with initial sign-up rates for 
the application, and we are offering 20 
minutes of free calling for new My-
GlobalTalk customers that download the 
application from the MOSH Web site.”

According to Arena, the platform helps cut 
rates on calls, in most cases down to two to 
three cents per minute via their carriers’ cel-
lular voice networks anywhere in the world.
www.i2telecom.com

www.tmcnet.com/2742.1

Redline Lands FCC Approval for 
Infrastructure Additions

As WiMAX and broadband wireless 
infrastructure continues to grow the 
demand for products that help deliver 
the service continues to evolve. Red-
line Communications Inc., recently 
announced the Federal Communica-
tions Commission (FCC) has approved 
its MAX+ AN-80i product to delivery 
of carrier-grade long-range connec-
tions of up to 48 Mbps within the 3.65 
GHz frequency band regulations in the 
United States. 

“With the FCC approval of the MAX+ 
AN-80i, wireless operators across the 
United States now have an ideal solution for 
establishing long-range wireless connec-
tions in the 3.65 GHz band, which is being 
used by many operators for deployment of 
WiMAX networks,” said Kevin Suitor, vice 
president of Marketing at Redline.

The introduction of the MAX+ AN-80i 
to this market is expected to give opera-
tors more flexibility to offer complemen-
tary services under the same umbrella.

www.tmcnet.com/2743.1

Joost Gaining Ground Among iPhone, 
iPod Touch Users
As further evidence of its in-
creasing popularity among iP-
hone and iPod touch users and 
the rise in IPTV services, Joost 
announced its free app has 
been downloaded more than 
one million times from Apple’s 

App Store. 
Launched into the app 
store last November, the 
Joost app was created by 
the founders of Skype and 
Kazaa, Niklas Zennstrom 
and Janus Friis.

The Joost app enables 
iPhone and iPod touch 

users to watch thousands of hours of 
anime, comedy, drama, movies, music, 
documentaries, sci-fi and sports over 
their Wi-Fi connections. For the past 
two years, Joost used peer-to-peer TV 
technology to distribute content to their 
Mozilla-based desktop player. At the end 
of 2008, it switched to a Flash-based 
Web player instead. A new version of the 
Joost application was released earlier this 
month to give users enhanced usability 
and stability for a more streamlined 
interface and better overall performance.
www.joost.com

www.tmcnet.com/2745.1

Branded RingBackTones: The Next 
Big Thing in Mobile Advertising?
The Istanbul, Turkey-based mobile phone 
operator, Turkcell proudly announced its 
RingBackTone (RBT) advertising platform 
now has more than 200,000 members who 
have taken advantage of the media chan-
nel to promote services and create brand 
recognition. Launched in May 2008, this 
loyalty program enables Turkcell members 
to select advertising content and let their 
callers listen to a branded RingBackTone 
instead of a regular ring tone.  

The program works by giving mobile users 
an incentive to join. Once they become a 
Turkcell subscriber, they can win airtime 
or credit depending on the amount of time 
their callers listen to their RBT advertise-
ment tone. According to the company, the 
average Tone & Win subscriber wins 65 
units / 20 minutes monthly, but this num-
ber can reach up to 150 units / 40 minutes 
for subscribers whose incoming voice call 
traffic is above average. 
www.turkcell.com.tr/en

www.tmcnet.com/2744.1

ABI Research: 79% of Respondents 
View Netbooks as “Secondary” Devices

In November 2008 ABI Research carried 
out a survey of more than 1,000 adult 
consumers in the United States, aimed 
at identifying their attitudes to netbooks 
and mobile Internet devices (MIDs). 
The results are summarized in a Research 
Brief that provides critical insights into 
consumer perceptions of these products.

Among many other results, the re-
search found that only 11% would use 
a netbook as their primary computer, 
while a massive 79% view netbooks as a 
secondary device to be used in addition 
to a laptop or desktop computer.

According to principal analyst Philip 
Solis, “While their low price does cause 
some consumers to view netbooks as a 
replacement for a laptop given the current 
economic conditions, the majority view a 
netbook as being a secondary device.”
www.abiresearch.com
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www.tmcnet.com/2748.1

Avotus and AOTMP Cite Best  
Practices for Call Accounting in a 
VoIP Environment
Avotus has released a new report titled 
“Migrating to VoIP? Don’t Forget Call 
Accounting,” which gives useful insight 
into Call Accounting (Usage Management), 
particularly its value in a VoIP environment.

“Migrating to VoIP? Don’t Forget Call Ac-
counting,” informs the reader how call ac-
counting in a VoIP environment provides 
added benefits in contrast to call account-
ing in a standard TDM environment.

According to Tim Colwell, vice president 
of Knowledge Operations for AOTMP, call 
accounting is fast becoming a very valuable 
tool for enterprises that want to optimize 
control over their telecom environment. 
Colwell noted that this research explores a 
variety of benefits available independent of 
the type of voice technology present.
www.avotus.com

www.tmcnet.com/2749.1

Veramark’s Telecom Expense Manage-
ment Solution Now Avaya Compliant

Veramark Technologies, a provider of 
telecom expense management (TEM) so-
lutions, announced that its VeraSMART 
Communications Management Suite is 
now compliant with Internet Protocol 
(IP) telephony solutions from Avaya, a 
provider of business communications ap-
plications, systems and services.

VeraSMART is compliance-tested by Ava-
ya for compatibility with Avaya’s Com-
munication Manager 5.1. Compliance 
with Avaya’s telephony solutions allows 

Veramark to meet the telecom expense 
management needs of companies that use 
Avaya Communication Manager 5.1.

“By participating in Avaya’s compliance 
testing program and committing to open 
standards, development partners like Vera-
mark are helping businesses get more out of 
their network investment,” said Eric Ross-
man, vice president, developer relations and 
technical alliances, Avaya, in a statement. 
www.veramark.com

www.avaya.com

www.tmcnet.com/2750.1

Razorsight to Automate Network Cost 
Management Functions for NTS
Provider of triple-play services NTS 
Communications reportedly has selected 
Razorsight to automate its network cost 
management functions and provide 
related analytic capabilities.

With Razorsight’s solution, NTS hopes to 
realize the blend of internal staff and systems 
to achieve the “maximum” Network Cost 
Score, according to Razorsight officials.

Razorsight provides on-demand financial 
business intelligence solutions for commu-
nications, media and entertainment compa-
nies. The company’s Network Cost Score is 
a formula to benchmark how communica-
tions service providers balance the blend of 
internal staff costs, systems, and third-party 
providers to obtain low network costs.
www.ntscom.com

www.razorsight.com

www.tmcnet.com/2751.1

Cricket Talks Sales Performance with 
Callidus Software
Callidus Software Inc., the provider of 
Sales Performance Management (SPM), 
announced that Cricket Communica-
tions implemented Callidus On-De-
mand to manage sales performance and 
incentive compensation programs for 
its direct and indirect sales channels. 

According to Joe Miller, director of finance 
for customer and channel operations at 
Cricket Communications, “Callidus On-
Demand has provided our company with 
the ability to process payments accurately 
and quickly, supporting the needs of our 
business and external distribution partners.” 

Cricket Communications uses Callidus 
On-Demand for its dealers, dealer account 
managers and the company’s compensa-
tion team in the United States. Callidus 
On-Demand is a sales performance man-
agement on-demand solution that provides 
flexibility, security and scalability. 
www.callidussoftware.com

www.tmcnet.com/2752.1

Sitel Earns $30 Million, Three-Year 
Contract for BPO Services
Sitel reportedly has been selected by a global 
travel management company to provide 
business process outsourcing services. Of-
ficials from Sitel said they were selected by 
the new client for their ability to standardize 
operations, improve processes and increase 
efficiencies across five international brands. 

The contract is worth about $30 mil-
lion, over three years.

Sitel officials said that under the deal, 
300 company associates in India, Mo-
rocco, Singapore and the Philippines 
would work toward providing compre-
hensive customer support of the online 
client’s reservations, business-to-business, 
customer care, sales, services and back-
office operations. Officials said that the 
company’s turnkey solution would pro-
vide global coverage of English, French, 
and Mandarin customer care and sales.
www.sitel.com

www.tmcnet.com/2753.1

Acquisition of InterNoded Expands Tan-
goe into Mobile Device Management
Tangoe Inc., a provider of enterprise 
communications lifecycle manage-
ment software and technology-enabled 
services, announced that it acquired 
InterNoded, Inc., a Waltham, Massa-
chusetts-based provider of mobile device 
management solutions.  

The acquisition is expected to bring 
Orange, Connecticut-based Tangoe’s 
global enterprise clients additional value, 
by enabling greater visibility and control 
of smartphone devices. Also, existing 
InterNoded customers will now be able to 
access a comprehensive array of solutions 
that span the entire lifecycle of both fixed 
and mobile communications, analysts say.
www.tangoe.com
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RG: You have two principal products 
that can analyze software?

MK: We have products and services that 
analyze an enterprise’s software ‘portfolio’ 
of product code, and we can detect open 
source and other third-party software that 
has gone into that portfolio, library, or 
product. We automatically identify the 
licensing and copyright obligations for 
various stretches of code and check them 
against the policies that an organization 
has established. If we see a violation, we 
flag it. Basically, we get involved during 
any transaction where the ownership of 
intellectual property must be established, 
whether you’re trying to license your 
product, or sell it, when you have to 
provide IP indemnity ‘background checks’, 
or are trying to co-develop something 
with a partner, or if a merger and acquisi-
tion is occurring with your company and 
everything is being vetted. So, any time 
you want to exactly know what code you 
have in your product or organization, and 
any obligations associated with it, we have 
solutions that provide such capability. 
These can work either in real time as you’re 
developing the program and are bringing 
in bits and pieces of code, or they can be 
run in a broad analysis mode, examining 
what you’ve already developed, or what 
you have in your library of useful subrou-

tines. We then generate a detailed report. 

RG: You have an interesting bulk analyzer 
that can methodically examine everything.

MK: Yes, our Enterprise IP Analyzer is 
a software application that you run and 
point to a directory, or part of the reposi-
tory of code that you want to analyze. Our 
app goes through every file there and it 
tries to find out any similarity between a 
file and any open source code available in 
the public domain, or any proprietary code 
that can be identified from the signatures 
in our database. The Analyzer looks for the 
signatures and generates a report of all the 
open source projects detected and all of 
the licensing associated with whatever code 
you have in that directory. You can specify 
that you don’t want any code in your 
project having GPL [GNU General Public 
License] licensing obligations, for example, 
and our solution flags anything originally 
done under GPL. That’s our bulk analyzer.

RG: And what about real-time analysis?

MK: As I said, we also offer a real-time 
analyzer, called IP Assistant. It’s an Eclipse 
plug-in on the development platform that sits 
in the background. As developers work on 
their software, they may bring in a piece of 
code that’s a cut-and-paste from something 

on the web, or from another file somebody 
has carried in on a USB memory stick, or 
somebody’s library of routines on a CD. In 
any case, the IP Assistant runs unobtrusively 
in the background while the developer works 
away, and any time it ‘sees’ an external con-
tent entering the programming workspace, 
it springs into action. First it logs it as, say, a 
C file that came from location X and it went 
into this file at a certain time under the aus-
pices of a certain person. Then it analyzes the 
code and attempts to identify the nature of 
the content via a number of techniques. We 
consult databases of code signatures we’ve ac-
cumulated over the years. We probably have 
a signature of every example of open source 
in our database, as well as those for much 
commercial proprietary code. Our program 
looks for ‘footprints’ in the file such as ‘Copy-
right by’ and it will look at the URL from 
which it came and try to glean something 
from that. Any information the program 
discovers is also logged in real time. We then 
check it against the policies that the project 
manager or administrator has established.

So with our products, developers know 
exactly what they have in their organiza-
tion and in a particular software project in 
terms of the intellectual property attributes 
of all the code.  IT 

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

Talking with Mahshad Koohgoli,  
CEO, Protecode

By: Richard “Zippy” Grigonis

Protecode’s (www.protecode.com) unique products examine a software 
developer’s project and automatically detect, log, identify and do pedigree-
tagging of software content, then they report on associated intellectual 

property and licensing attributes and compliance against an organization’s poli-
cies, thus establishing intellectual property ownership and creating a software Bill 
of Materials (BoM). Cisco could sure have used Protecode’s technology prior to 
the discovery that some open source code had crept into some of their products’ 
Linux-based software, thus triggering a lawsuit filed by the Free Software Founda-
tion (FSF). Yours Truly recently sat down to discuss the situation with Protocode’s 
CEO, Dr. Mahshad Koohgoli, a serial entrepreneur whose current mission is to 
bring safe software development practices to the tech world.
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Switchvox 4.0 Unveiled
Digium intro-
duced the latest 
version of its 
Switchvox SMB 
IP PBX, version 
4.0, an Asterisk-
based phone system designed for small 
to medium sized businesses (SMBs). At 
the core of this new release is the system’s 
ability to be “Web-aware”, integrating with 
web and back office applications. Switch-
vox SMB 4.0 adds numerous unified com-
munications capabilities, including support 
for fax, chat and video calling.

There are many new and improved 
features to be found in Switchvox SMB 
4.0. The solution now enables faxing, 
which was previously not available. Video 
calling enables end users to deploy video 
phones based on industry standard codecs 
(H.263, H.264). Switchvox now supports 
instant messaging, by virtue of a private 
chat server that uses the widely deployed, 
open XMPP protocol. Users can take ad-
vantage of a provided chat client, or they 
are free to use their favorite XMPP-based 
client. Another key element of this release 
is the ability to see user presence and 
call status details across multiple peered 
Switchvox IP PBXs. 

Switchvox SMB 4.0 is available free of 
charge to customers with current Switch-
vox deployments. For new customers, 
pricing for Switchvox SMB starts at 
$3,390 for a 10-user system, including 
hardware, software, a one-year subscrip-
tion and warranty. The solution will 
be available from Digium and partners 
beginning on March 3, 2009.
www.digium.com

www.tmcnet.com/2756.1

Digium, Braxtel Communications An-
nounce Software Partnership
Digium recently announced that Braxtel has 
become a Digium Software Partner. As a 
partner, Braxtel will be able to offer its open 
source Contact Q contact center solution to 
small- to mid-sized businesses (SMBs) via 
Digium’s extensive base of channel partners.

Nick Thwaites, CEO of Braxtel Com-
munications, said: “We are excited about 
the partnership with Digium because 

we’ve been working with traditional PBX 
vendors for many years, but feel that the 

Asterisk  platform is not just the future, 
but the present. Braxtel believes that 
Contact Q will be successful within the 
Digium channel, not just because of the 
quality of the code, but also because our 
12 years of experience helps us under-
stand what the channel really requires 
from a contact center supplier, including 
pre-sales assistance, installation support 
and true 24-hour maintenance with 
proven service-level agreements.”

Contact Q contact center software was 
created by Braxtel by building on experi-
ence gained from developing its Fluency 
Communications Suite.
www.digium.com

www.braxtel.com

www.tmcnet.com/2757.1

Presence Technology Tapped as  
Digium Partner
Digium recently announced the addition 
of Barcelona-based Presence Technology to 
its portfolio of so-called Solutions Partners. 
Digium has a multi-tiered partnership 
program that features partners who interface 
with Digium at different levels. For example 
there are Interoperability Partners, which 
manufacture standalone products that inter-
face with Asterisk through a standards-based 
interface such as SIP; Software Partners 
whose products or services interface to 
standard (unmodified) Asterisk and Asterisk 
Business Edition using pre-defined software 
interfaces, such as the Asterisk Manager 
Interface (AMI), Asterisk Gateway Interface 
(AGI) and others, Training Providers, who 
offer classes and related training services for 
Asterisk; and Service Providers who market 
telephony services for use with Asterisk, 
such as SIP trunking, IAX trunking, PSTN, 
or other telephony services.

Solutions Partners build “whole products” 
which incorporate Asterisk as an integral 
part of the product. These offerings may 
be targeted at specific vertical industries, 
niche markets, or special applications. Pres-
ence Technology has developed OpenGate, 
a complete contact center solution based 
on Asterisk Business Edition.
www.presenceco.com

www.digium.com

www.tmcnet.com/2758.1

Red Hat Announces the Global Avail-
ability of Red Hat Enterprise Linux 5.3
Red Hat Inc. has stated that the new 
Red Hat Enterprise Linux 5.3 is now 
available globally along with features for 
virtualization performance and next-gen-
eration Java and processor support. Ac-
cording to the company, customers who 
are already using Enterprise Linux 5 will 
receive the Red Hat Enterprise Linux 5.3 
update, which is available for immediate 
download from Red Hat Network. 

The update consists of upgrades for in-
creased virtualization scalability, expanded 
hardware platform support and incorpo-
ration of OpenJDK Java technologies. 
According to officials, Red Hat Enterprise 
Linux 5.3 delivers exceptional perfor-
mance with the new Core i7 processor, 
and also supports features such as the 
power management and hyper-threading. 
www.redhat.com

www.tmcnet.com/2759.1

Elastix Appliance Now Interoperable 
With Sangoma VoIP Cards

Sangoma Technologies Corporation has 
announced the interoperability between its 
VoIP card line and Elastix’s entry-level ap-
pliance, the Elastix ELX-025, designed as a 
Linux-based open source PBX appliance.

The VoIP cards are also now interoperable 
with Elastix’s newer LCD-driven ELX-
3000. The idea behind making Elastix Ap-
pliance interoperable with the VoIP cards is 
to engender more suitable and stable means 
for small businesses, SOHOs, enterprise 
and contact center customers to employ the 
technology deeper into the market.

The open source PBX appliance software 
supports Sangoma cards as an interface to 
the PSTN via analog and digital ports, ac-
cording to the company, while Elastix com-
bines tools available for Asterisk-based PBXs, 
and adds its own set of utilities to allow for 
the creation of third-party modules, making 
it a strong choice for open source VoIP.
www.sangoma.com
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Polycom got into the telepresence game 
in May 2006, and as of March 2009 has 
installed over 40,000 such systems, not 
to mention over 750,000 conventional 
videoconferencing systems. Aside from the 
business world, they’ve done very well in the 
GEM (Government, Education and Medi-
cal) markets. Polycom offers such popular 
systems as their initial RealPresence Experi-
ence (RPX) portfolio that can accommo-
date up to 28 people per conference room, 
and which introduced Polycom’s term 
“immersive telepresence” to distinguish it 
from ordinary videoconferencing. More 
recently they’ve offered the Telepresence 
Experience High Definition (TPX HD) 
306M system, initially priced one-third 
lower (US$199,000) than a comparable 
offering from Cisco (the TelePresence 3000, 
at US$300,000). The TPX is designed for 
more intimate meetings of up to six users 
per room. It uses three 60-inch HD plasma 
displays, videoconferencing equipment, 
cameras and an high-fidelity stereo system. 
The configuration includes a conference 
table, 360-degree ceiling microphones and a 
touch-screen control system.

For medium-sized conference rooms, 
Polycom offers the HDX videoconferenc-
ing line, such as its two-display 8000 series 
(US$13,999). There’s also an HDX 4000 
executive desktop system and the HDX 
9000 for large meeting rooms and class-
rooms. The 8000’s internal MCU supports 

up to four participants in a single confer-
ence in HD with stereo audio.

Behind the glamor, Polycom offers their 
Distributed Media Application™ (DMA) 
7000, a network-based application that 
manages and distributes multipoint video 
calls within an enterprise network environ-
ment. The Polycom DMA 7000 unifies the 
enterprise visual communication infrastruc-
ture, improving the efficiency, reliability and 
performance of video calls, making it easier 
and less expensive for any organization 
to deliver on-demand video conferencing 
services to employees. Deployed on applica-
tion servers, the DMA 7000 application 
manages and distributes video calls via reli-
able and scalable techniques across multiple 
Polycom RMX 2000 media servers, which 
are video conferencing “bridges” that join 
multiple sites in the same meeting, connect 
users on different networks and optimize 
the call experience between video endpoints 
with different capabilities. This distributed 
network design allows enterprises to con-
nect and utilize main and branch office 
infrastructure systems together as part of a 
single, seamless solution.

The DMA 7000 thus enables a distributed 
network that provides both redundancy and 
scalability. There is no single point of failure. 
As for scalability, you can increase the overall 
size of your resources by adding additional 
RMX media servers, or by adding greater 

capacity modules to existing RMX media 
servers, increasing the virtual pool of ports 
available across your organization.

Cisco TelePresence

Cisco Systems entered telepresence arena 
in October 2006 with Cisco TelePres-
ence. It sports 1080p video, spatial audio 
and its TelePresence Manager integrates 
with groupware, so that you can quickly 
schedule meetings with your existing 
Microsoft Exchange deployment.

As an entry level system for small office/
conference rooms (or a personal big shot 
executive model), the Cisco TelePresence 
System 500 sports a complete telepres-
ence configuration in a small form fac-
tor. It has a single 37-inch LCD 1080p 
display, camera, and sound system.

The Cisco TelePresence System 1000 
features a single 1080p flat panel display, 
and has a list price of US$59,000. Mov-
ing up the scale, the Cisco TelePresence 
System 3000 enters the kind of high-end 
telepresence system that has so captured 
the imagination, featuring three 1080p 
flat panel displays. The system can ac-
commodate special tables, microphones, 
speakers, cameras, and lighting. 
Cisco’s newest model, The CTS-3200, adds 
a second row of tables to the CTS-3000 lay-
out so that up to 18 people can participate 
in a single TelePresence room. The system 

Telepresence Strategies  
and Solutions

By Richard “Zippy” Grigonis

Telepresence sits at the end of the evolutionary process for video and 
teleconferencing systems, and it’s now slowly being incorporated 
into larger unified communications frameworks. Technologically, 

telepresence has finally emerged from the world of science fiction; economi-
cally, organizations of all sorts realize that once one gets past the initial cost 
of installing such super high-end teleconference “environments” along with 
their broadband connections, they actually do save money (air travel, rented 
cars, meals, hotel rooms) and time (“instant travel” to collaborate, speeds up 
decision processes). You can even buy it as a managed service from AT&T 
(based on Cisco equipment) or, acting as an individual or group, rent out a 
public Cisco TelePresence room.

Feature Story

Cisco’s TelePresence 3000 with its 1080p 
flat panel displays.
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uses 65-inch displays and has a high fidelity, 
spatially optimized audio system.

The Cisco TelePresence solution portfolio 
continues to expand via such innovations 
as intercompany communications, call 
encryption integrated into the Cisco Uni-
fied Communications system, “one button 
to push” capabilities using Lotus Notes 
and expanded multi-point capabilities with 
support for up to 96 participants.
Moreover, the Cisco TelePresence 
Multipont Switch (CTMS) enables from 
3 sites up to 48 sites to connect in any 
combination. Multiple switches can even 
be deployed for additional capacity. Best 
of all, the CTMS interoperates with 
legacy video conferencing systems.

Even individuals can now rent a public 
Cisco TelePresence room in your area on 
an hourly or daily basis. You must schedule 
it at least 24 hours in advance between two 
locations (soon multiple locations). Suites 
and hourly fees are available for up to 2 
(US$299), 6 (US$499), or 18 (US$899) 
people. The minimum time you can reserve 
is 30 minutes, with 15-minute increments 
beyond that. Just visit www.cisco.com/pub-
lictelepresence and click “Book a meeting”.

Helping Hands from Dimension Data

At Dimension Data, Mark Zerbe, Vice 
President for Converged Communications, 
says, “There’s a difference between desktop 
videoconferencing and room-sized telepres-
ence systems. They’re related to each other, 
of course, but sometimes people use the 
terms interchangeably. As for Dimension 
Data, we’re a Cisco Global ATP Partner, 
which means we’re certified in the ability to 
plan, deploy and support telepresence-type 
solutions on a global basis for Cisco. We’re 
seeing a lot of interest in telepresence and, 
candidly, we’re having a lot of success in 
deploying large-scale telepresence solutions 

for large global clients. The big benefit of 
telepresence for big global enterprise clients 
is improved collaboration and reduced cost. 
I think of it as the best answer to a corporate 
jet. With telepresence, you can get a lot of 
people together in a very efficient manner 
and while it’s not quite as good as being 
there, it’s a whole lot better than anything 
else that has ever existed, since it leverages 
visual immersion technology.”

“We see large corporate clients start with 
three or four endpoints and shortly there-
after they decide such things as, ‘Are we 
going to scale to 15 or 20 endpoints to pull 
together our manufacturing plants and key 
regional headquarters around the world?’ 
So it tends to start as a high-level executive 
tool and then moves down the corporate 
pyramid to mid-management. But it usually 
doesn’t make it down to the rank-and-file. 
That’s where the desktop video devices 
begin to take over, once the teleconferencing 
bug bites an organization and they just get 
so hooked on the video that they want to 
take it out to the desktop. There are many 
telepresence products out there, but I think 
Cisco really tipped the market with their so-
lution, and that drove tremendous interest. 
In fact, if you look at the whole videocon-
ferencing market, you can see a doubling or 
tripling in its annual growth rate after Cisco 

entered the market with 
telepresence.”

Hewlett-Packard’s 
Halo

The HP Halo Col-
laboration Studio was 
designed by Dream-
Works Animation SKG 
in partnership with 
HP. It’s a global, fully 
managed end-to-end 

solution that runs on a 45 Mbps private 
network designed specifically for video 
collaboration, called HVEN (Halo Video 
Exchange Network). 

The Halo Collaboration Studio offers 
multipoint capabilities, and cameras with 
3-axis control operation that automatically 
adjust for pleasing eye contact. Over the 
HVEN HD channel one can share presenta-
tions, video or CAD images from your 
laptop computer. You can view hard copy 
documents or handheld objects via an HD 
overhead object camera capable of handling 
1280x960 pixels or 720HD, with a maxi-

mum zoom of 64x. The dedicated collabora-
tion channel includes an HD collaboration 
screen and proprietary software. Multimedia 
materials can be shared such as DVDs or 
audio presentations in full stereo sound.

TANDBERG has developed software 
which integrates HD video with 
Microsoft OCS. They formed an al-
liance with Hewlett-Packard to make 
their respective telepresence and video 
conferencing portfolios interoperable. 
TANDBERG’s systems can operate 
on the HP HVEN network, which is 
a secure, high-bandwidth, full duplex, 
worldwide fiber optic network.

And now, HP and TANDBERG have 
recently announced the HP Halo Video 
Collaboration Service that will be avail-
able for the full range of TANDBERG 
conferencing systems, including TAND-
BERG Total Telepresence offerings.  

The HP Halo Video Collaboration Service 
provides management and support from 
HP, including technical support, directory 
management and auto meeting initiation. 
Interestingly, the service also includes the ca-
pability to connect to other videoconferenc-
ing solutions, both on and off of the Halo 
Video Exchange Network, enabling custom-
ers to collaborate even more effectively with 
colleagues, partners, vendors and suppliers.

The HP Halo Video Collaboration 
Service, which complements the HP Halo 
Telepresence Solutions portfolio, will be 
available for customer installations in the 
first half of 2009. As part of it, HP will 
resell TANDBERG telepresence and high-
definition visual communication products 
to enterprise customers who also purchase 
HP Halo managed service offerings. 
TANDBERG will provide the HP Halo 
Video Collaboration Service as an option 
for its global customer base. HP will keep 
making and selling its current line of 
telepresence hardware solutions, and will 
continue R&D work on future telepres-
ence products and services.

Life-Sized Meetings with LifeSize

LifeSize Communications has certainly lived 
up to its name, selling a top-notch telepres-
ence system for the enterprise and such 
verticals as education, the public sector and 
healthcare. Their LifeSize Conference 200 
solution is a classic telepresence solution, 
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The HP Halo, designed with DreamWorks Animation SKG
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Feature Story

complete with a fully immersive experience: Full HD – standards-
based 1080p/30fps and 720p/60fps. You can share documents and 
data in full motion, high definition with 720p/30fps dual streams. 
Users can choose between telepresence mode and video conferencing 
mode - providing the flexibility to create a telepresence experience or 
to use the full functionality of a LifeSize Room, including embedded 
MCU with transcoding, to connect up to six people on-demand. 
With built-in AMX panel software, calling can be done with one-
button dialing.

The smaller LifeSize Room 200 provides 1280x720 pixels at 30fps 
video resolution. Interestingly, they can achieve HD resolution with 
just 1 Mbps, and they can reach DVD quality at 512 Kbps and 
Cable TV quality at 384 Kbps. LifeSize Room includes embedded 
4-way CP (Continuous Presence) and 6-way VAS (Voice-Activated 
Switching) HD multipoint capabilities to connect multiple partici-
pants. A single person in a small office might try LifeSize Express, a 
more affordable, user-friendly, HD system.

The cost effective LifeSize Team 200 gives you True HD video 
quality and 720p/30fps video. Supporting dual high definition 
displays and cameras, LifeSize Team 200 includes dual micro-
phones and digital I/O. There’s also an embedded multi-point 
control unit (MCU). The slightly smaller LifeSize Team MP is, 
as its name implies, a system for team projects and the sharing 
of multimedia. LifeSize Team MP is based on an embedded HD 
multipoint bridge. Four callers can be viewed simultaneously 
without external equipment, advanced scheduling, or a techni-
cian. LifeSize even offers one of the most sophisticated phone 
systems on the market, the LifeSize Phone, which has 16 always-
on microphones that deliver 2X the room coverage and 10X 
lower distortion from HVAC and projector noise.

And now, LifeSize offers a new generation of web-based video-
conference software. LifeSize Control is an all-in-one, software 
platform for the complete management of multi-vendor videocom 
environments. LifeSize Control can integrate into an enterprise IT 
environment, transforming video communications into a natural 
extension to your network. LifeSize Control allows administrators 
to manage the entire video infrastructure at-a-glance. A supervi-
sor can discover, monitor and manage video devices and set up 
workflow to cell phones or email for troubleshooting and problem 
resolution. The LifeSize Control’s Smart Scheduler and Exchange 
integration enables end-users to schedule meeting resources as 
they normally would, with the smart Scheduler taking care of the 
details, allocating the necessary video resources.

The Control’s graphical reporting features ease the tracking of 
usage and performance of service level agreements. The Control’s 
report subscription services keeps administrators informed wher-
ever they are by emailing them PDF reports.

Show-and-Tell with Teliris

Said to be the most widely-deployed telepresence solution in the 
pharmaceutical, banking/financial and media sectors, Teliris early 
on enhanced the teleconferencing experience in their VirtuaLive 
system via large, non-glare screens using “Hyperion” technology that 

minimizes the gap between screens to what’s said to be the smallest in 
the industry, and matching up the “eye lines” of parties in both con-
ference rooms. Teliris even analyzes and configures your company’s 
conference room for optimal performance, calculating distances for 
sound to travel and the resulting time delays so that video and audio 
will be perfectly synced.

Teliris’ immersive room systems are modular and scalable. They’ve 
also done a remarkable job developing and deploying “multi-touch 
surface computing” devices. For example, their Teliris InterACT 
TouchTable™ and Teliris InterACT TouchWall™ enables content 
such as documents, videos, presentations and CAD renderings to be 
displayed at 1080p resolution, shared and modified by participants 
situated anywhere in the world. What’s so interesting is that the 
intelligence interface has “gesture recognition” software that sees what 
you’re doing and reacts appropriately to your natural, intuitive hand 
gestures. Hence, no need for user training. The TouchTable effort-
lessly integrates into standard Teliris Telepresence conference tables, 
and you can place the tables next to each other to create larger table 
spaces. As for the TouchWall, it’s an astonishing 110-inch diagonal 
vertical multi-touch segment wall, based on a similar gesture recogni-
tion system. You can also assemble additional segments to form a 
truly enormous conferencing wall if you like. 

In a similar vein, the Teliris InterACT Easel™ is the telepres-
ence equivalent of a flipchart/whiteboard. Any number of users 
from around the world can create, share and edit content in 
real time on it.

The old cliché has finally come true – the future is now.  IT 

Richard Grigonis is Executive Editor of TMC’s IP Communica-
tions Group.
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Cisco Systems, Inc.
Website: http://www.cisco.com

RATINGS (0 — 5)
Installation: 5 GUI: 5
Documentation: not tested Usability: 5
Features: 5 Overall: A

Unified communications is all the rage these days, especially when 
businesses are looking to optimize productivity and reduce costs. 
But what really is “unified communications”? You might be sur-
prised at the different answers you’d get from various people. Many 
would simply say it is voice, video, email, and data (web) collabora-
tion with some business processes or rules applied. At a high-level 
this is an accurate assessment, but not all implementations of 
unified communications are the same nor do they all encompass 
the same communication mediums. Further, some UC systems 
only work with fellow co-workers and therefore are an island onto 
themselves when dealing with customers who cannot participate in 
the unified communications platform for collaborative meetings.

Cisco Unified MeetingPlace 7.0 is a true premise-based unified 
communications platform which can handle voice (PSTN & VoIP), 
video, data /web collaboration, and even wireless mobility capabili-
ties for when you are out of the office. It’s worth noting that Unified 
MeetingPlace delivers its voice/video/web collaboration functionality 
as part of the Cisco Unified Communications suite. Other Cisco 
Unified Communications offerings actually deliver the IP telephony 
and wireless capabilities for MeetingPlace. Nevertheless, Cisco’s 
extensive Unified Communications suite is very modularized and 
designed to be integrated with other components very easily to meet 
customer’s needs, Cisco Unified MeetingPlace 7.0 supports hosted 

on-
demand 
meetings with outside 
customers via its new WebEx integra-
tion. (Note: Cisco acquired WebEx in March 2007.)

Users can choose to deploy the Cisco Unified MeetingPlace solution 
as a standalone on-premises voice, video, and web conferencing 
solution or they can choose to integrate it with Cisco WebEx web 
conferencing services. Combining them grants you the cost savings 
advantages of on-premises voice conferencing with the productivity 
benefits of on-demand web conferencing delivered over the re-
nowned Cisco WebEx MediaTone global network. With the Cisco 
Unified MeetingPlace conferencing integrated with Cisco WebEx 
web conferencing, a presenter can initiate integrated voice and web 
conference recordings directly from the Cisco WebEx interface.

In fact, Cisco has brought together Unified Meeting Place with 
WebEx to offer combined and integrated meeting setup, atten-
dance, in-meeting controls, and single sign-in capabilities (via 
LDAP). Thus, you have the choice of using the Unified Meet-
ingPlace appliance or WebEx’s hosted infrastructure (MediaTone 
network) to host meetings with employees and outside customers. 
Both offer similar functionality in terms of collaboration, voice, 
and video features. Unified MeetingPlace leverages Flash for the 
meeting while WebEx uses a downloadable client that is installed. 
Cisco leverages industry-standard protocols to enable meeting 
attendance from just about any phone, video application or end-
point. Due to its use of Flash, you can access web meetings from 
multiple platforms without downloading any software.

TMC Labs went to Cisco’s local offices in Norwalk, CT to check out 
Unified Meeting Place 7.0 using Cisco’s “live” deployed solution on 
their corporate network. We thought it was better to see this in action 
on a live system in use than a lab setup with just a few demo users and 
we were looking forward to checking out the new WebEx integration.

We should mention that in the prior version, Unified Meet-
ingPlace 6.0, Cisco used T1/E1 cards for PSTN (landline) 
termination, as well as IP (H.323 or SIP) support. In MP 7.0 
it is optimized for SIP and uses a protocol converter for other 
IP protocols (H.323). With its optimized SIP support it can 
connect to external SIP gateways and in turn can connect to 
the PSTN. Modularizing the PSTN connectivity was a smart 
move, especially with the plethora of inexpensive SIP gateways 
on the market. This will also enable inexpensive hosted SIP 

Review of Cisco Unified Meeting-
Place 7.0 with WebEx Integration 

By Tom Keating

Figure 1. Cisco Unified Personal Communicator client

Editors Choice Award
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trunks to help further reduce costs. Also new in MP 7.0 is the 
ability to record the video portion of a meeting.

We should point out that one key advantage MeetingPlace has over 
competitor Microsoft’s Office Communication Server (OCS) 2007 
is that Unified MeetingPlace combines voice and video capabilities 
on a single appliance, while OCS 2007 requires a separate Edge 
Server, A/V (Audio/Video) server, and a third-party MCU (Media 
Control Unit) for communicating with standard SIP or H.323-
based video conferencing endpoints often used in conference rooms 
– and many desktop video solutions use H.323 or SIP. Thus, Cisco 
has a single appliance versus three for OCS 2007, which means 
fewer servers to purchase and maintain and certainly improves 
Cisco’s TCO. Unlike Cisco, Microsoft doesn’t support H.323 end-
points, which are still prevalent in conference rooms. Furthermore, 
Microsoft uses their own proprietary audio and video codecs, hence 
the need for an MCU in OCS deployments to do the translation.

Cisco claims their single appliance scales to 1,500 concurrent audio, 
1,000 web, and 300 video users in any combination. Comparative-
ly, Microsoft OCS 2007 scales to 250 participants per meeting/serv-
er. One last comparison of note is that whereas meeting recordings 
for Unified MeetingPlace are done on the server, OCS recordings 
are done client-side. Some IT administrators would prefer a central-
ized and secure location for conference recordings.

While testing Unified MeetingPlace, one of its nice usability 
features is that it recognizes a user’s phone number and auto-
matically connects users to their meetings without the need for 
entering a meeting ID. It supports seamless Outlook integration 
for scheduling voice, video, and web meetings, as well as Lotus 
Sametime. While in a conference with the proper permissions, 
you can mute a participant, mute all participants, perform a roll-
call, and even move participants into a breakout session for an ad 
hoc private conference. Moderators can also lock a meeting and 
prerecord a meeting message for participants to hear before enter-
ing the meeting. Moreover, a reservation-less option allows you to 

conduct meetings with a personal meeting ID without the need 
for scheduling. (See Figure 1, which shows the participant panel 
within the Unified MeetingPlace Web conferencing interface and 
the powerful meeting controls.)

Cisco Unified MeetingPlace supports multiple ways of initiat-
ing meetings. Meeting organizers can setup voice, video, and 
web resources through a web interface, the phone via touch-
tone, as well as via Microsoft Outlook or IBM Lotus Notes 
calendar. In Outlook we saw a MeetingPlace tab within the 
Calendar which enabled easy configuration of meeting settings. 
New to MP 7.0 is a drop-down box to select which conferenc-
ing provider to use — either MeetingPlace or WebEx (See 
Figure 2). Video setup gives you the ability to reserve a video 
endpoint resource, which will automatically connect when 
the meeting starts. Cisco Unified MeetingPlace can dial out to 
your voice or video endpoint or you can dial into your meet-
ing. As previously mentioned the system will automatically 
recognize the phone numbers of users with a profile and with 
the simple push of one number to accept, they are automati-
cally joined to their meeting when they dial in without the 
need for a meeting ID. This is also critical when on a cell 
phone and you get disconnected. You can more quickly re-join 
the conference.

The usability of MeetingPlace is excellent, with support for 
chat, web conferencing, video, and more all from the single 
unified interface, as seen in Figure 3. Further, Cisco Unified 
MeetingPlace conferencing supports voice, video, and web 
conference recording. A recording can be initiated both from 
the phone or web interface. You can play back synchronized 
web and audio sessions through web browsers or synchronized 
audio and video (MPEG4) recordings through Apple Quick-
Time. Audio-only recordings are available in multiple formats, 
including WAV, MPEG Layer 3 (MP3), and Windows Media.

Web conferencing is very powerful. Meeting participants 
can share PowerPoint presentations, graphics files, and Flash 
using just a web browser. Unlike some web conferencing 

Figure 2. MeetingPlace tab within Outlook for quick 
meeting setup

Figure 3. Voice, Video, and Web Collaboration Session
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solutions which convert Powerpoint slides and ‘strip’ the 
animations, animations are preserved in Unified Meeting-
Place. Multiple presenters can share notes or chat amongst 
themselves without the notes being seen by other participants 
in the meeting. It also features your typical application or 
desktop sharing capabilities, with the ability to pass control. 
Notably, shared content automatically resizes to the viewer’s 
desktop resolution. You can also annotate shared applica-
tions, presentations, and multiple whiteboards. Another nice 
feature is the ability for presenters to respond to audience-
submitted questions, with the ability to respond to privately 
to the individual or the entire group. Finally, participants can 
vote on questions and give feedback.

Cisco has taken a very open and standards-based approach. 
Not only does Cisco Unified MeetingPlace allow you to 
initiate meetings from IM and communications clients 
such as Cisco Unified Personal Communicator, but it also 
supports Lotus Sametime, Microsoft Office Communica-
tor, and Jabber Messenger clients. This cross-IM capability 
enhances collaboration because you can view a person’s 
presence/availability and easily have them join a conference. 
Additionally, Cisco Unified Personal Communicator (See 
Figure 4) can be used to initiate a Unified MeetingPlace 
Web conference, but not to control it.

Cisco Unified MeetingPlace supports a wide range of 
video compression standards, codecs, continuous-pres-
ence features, and video resolutions. For audio, it sup-
ports G.711, G.722, G.729ab, and Internet Low Bitrate 
Codec (iLBC) audio compression. For video it supports 
standards-based video endpoints (H.323, SIP, H.320, 
and Skinny Client Control Protocol [SCCP]), with video 
codecs that include H.261, H.263, and H.264. Video 
can go as high as 2 Mbps of bandwidth per port with full 
transcoding and transrating allowing any endpoint can 
connect to any conference, at any supported bitrate, with 
any supported video codec. Cisco Unified MeetingPlace 
automatically implements video transcoding and connec-
tion-speed transrating enabling users to connect with their 
preferred codec and connection speed. According to Cisco, 
“The encoder-per-port hardware architecture significantly 
reduces planning, provisioning, and scheduling require-
ments by eliminating the need to define or limit the bit 
rates, video formats, and conference features that video 
conferencing endpoints and conference participants can 
use.” Importantly, the platform supports quality of service 
(QoS) by leveraging Differentiated Services (DiffServ).

From a system administration point overview you can perform 
user provisioning, user authorization, system configuration, li-
censing, and more. Administrators can view billing reports and 
examine meeting and participant details. It supports SNMP 
with alarms with the ability to outdial to a phone or pager. 
Additionally, Simple Object Access Protocol (SOAP)-based 
Application Programming Interface (API) for external applica-
tion integrations is available.

Conclusion

With single sign-on authentication (LDAP & Windows 
Authentication) you can very quickly join a conference with a 
single click without having to enter a password. Importantly, 
you can cluster Cisco Unified MeetingPlace 7.0 servers for 
system scaling, load balancing, and failover. It also supports 
encrypted webpages and web conferencing traffic using SSL for 
secure communications.

We really liked the use of Flash which enabled strong cross-
platform support, including Windows, Mac, Linux, and So-
laris, thus making this UC solution all-encompassing. Further, 
with its integrated voice, video, and powerful web collabora-
tion, it truly is a “unified communications” experience. We also 
genuinely liked the usability of Cisco Unified MeetingPlace 
7.0 and its powerful in-meeting controls, which truly made 
collaboration a breeze. TMC Labs believes that Cisco Unified 
MeetingPlace 7.0 is the benchmark by which all unified com-
munications solutions should be measured.  IT

Tom Keating is CTO of TMC and Executive Technology Editor 
for TMC Labs.

Pricing: 40 concurrent user licenses (750 
users), audio conferencing, includes ap-
plication server software and media server 
hardware for voice conferencing — $79,999 
($2000/concurrent user)

100 concurrent user licenses (2000 users), 
audio conferencing, includes application 
server software and media server hardware 
for voice conferencing — $127,999 ($1280/
concurrent user)

In both sample pricing scenarios, it also in-
cludes 6 concurrent web and 6 concurrent 
video licenses (customer needs to purchase 
video blade to use video licenses)

Note: As seen by the two example prices 
the concurrent user price comes down 
quickly as the system size grows.

Additionally, the customer would also need 
to purchase a $12,000 Cisco Media Conver-
gence Servers, which is a standard server 
running Linux
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For example, one great change in the viewing habits of many 
British viewers has resulted from the introduction of the BBC’s 
“catchup” service, the iPlayer, which enables users at their comput-
ers to view over the Internet many BBC broadcasts that appeared 
over the previous seven days. Indeed, the BBC has begun showing 
all of its programs live over the Internet via streaming, which 
causes a problem in a country where people must buy a license to 
watch broadcasts on their TVs (in the U.S. we don’t pay a license 
because broadcasting is supported by advertising). 25.3 million 
households pay the television license which supplies the BBC with 
operating capital of £3.37 billion. (About one in 20 households 
are deadbeats or manages to evade detection that they have a TV.) 
To watch BBC programs on their computers, the British viewers 
would still need to buy a license, but this is considered by most 
experts to be more difficult to enforce with computers than TVs.

Since its launch on Christmas Day 2007, some or all BBC pro-
grams have been watched 250 million times. One repercussion 
is that home broadband aficionados of the iPlayer and the new 
Internet streaming service have been advised that download-
ing/streaming large numbers of videos over the network may 
quickly exceed their ISPs’ download limits.

Level 3 Communications is a major network operator that has 
evolved beyond the simple transport of video. Level 3 offers 
video broadcast transport services through it’s Vyvx solution 
but also delivers live streaming and on-demand Internet based 
videos in High Definition (HD).

As an example, at the 2008 Democratic National Convention 
Level 3 provided an end-to-end single source solution for every as-
pect of the DNC’s video transport needs: Vyvx broadcast services, 
Content Delivery Network, transport services and video signal 
encoding to enable the first worldwide Internet audience to watch 
the convention via live High Definition HD streaming. Level 3 
handles video service delivery for many major national broadcasts 
including the upcoming Superbowl and the Oscars. 

Later, Level 3 delivered live television broadcast video and 
online streaming of Barack Obama’s presidential inauguration 

ceremony for Sky News on January 20, 2009. It was the first 
live simulcast for Level 3 in Europe and the largest one-day 
spike in global Internet network traffic for Level 3.

Nuts and Bolts

The increased use of mobile broadband services, such as streaming 
live television, managed content and Internet video brings quality 
and backhaul issues to the fore. It suddenly becomes important for a 
provider to monitor each customer’s network access and allow sub-
scribers to specify a customized amount of bandwidth to meet their 
specific needs. One company that can help in this regard is Comptel.

Olivier Suard, Marketing Director at Comptel, says, “We’re seeing 
increased movement toward deploying video services, mostly on 
fixed broadband, by companies such as BT and France Telecom. 
They’re beginning to offer video and TV services. They’re trying 
to compete against the traditional cable operators, and they now 
have the infrastructure to do so. It’s no longer a matter of when 
we deploy video services, it’s happening right now. We had an 
interesting case in 2007 involving the European soccer tourna-
ment in Belgium. Basically every country bids for the rights to 
broadcast these events. Belgium’s telecom operator, Belgacom, 
won the broadcast rights. Belgium is a specific area where cable is 
fairly strong because the country is very small and densely popu-
lated, so Belgacom for the last few years has deployed fiber-to-the-
home [FTTH]. Belgacom is one of the most advanced operators 
from that point of view. They’re literally competing against the 
media companies now, so it’s an interesting case of an incumbent 
telecom operator actually winning the rights to a major event. It 
shows that the technological ‘shift’ is really happening.”

“In the case of Belgacom we at Comptel supplied the network 
inventory solution that helped them plan to deploy their fiber-to-
the-home solution,” says Suard. “By fiber-to-the-home I mean to 
the home but also to businesses. So, Belgium is a country that’s 
really ahead of the curve in some ways, mostly due to the geography. 
And in the U.S. there are operators such as Verizon which is bring-
ing fiber to the home. These operators are going to become media 
companies and compete with the Time Warners of the world or the 

Delivering Video Services

By Richard “Zippy” Grigonis

The world loves video. Even though the Internet 
and wireless services were not originally designed 
to carry what is essentially multimedia, network 

operators, carriers and service providers the world over are 
revitalizing their infrastructure to deliver massive amounts 
of rock-solid bandwidth to satisfy customers hungry for 
video-related services.
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Rupert Murdoch SKY network. The only way the operators can 
win is if they have a similar level of infrastructure and when they do 
they’ll begin to win some of these content purchases. They become 
exclusive providers of the latest TV series or whatever.”

“We also see that mobile broadband is rapidly gaining ground, 
certainly in Europe, but mostly in Asia,” says Suard. “In Europe quite 
a few mobile operators offer USB dongle-like key devices that you 
plug into your laptop and you get a 3G communication link. They’re 
eating into a lot of the WiFi-type of service providers, because it’s just 
so convenient – it can be based on a pay-as-you-go or prepaid model. 
You can buy 50 Euros or dollars of time for your dongle and then you 
can surf the net for as long as you can afford to. That’s becoming a re-
ally successful phenomenon. Even just looking around at airports and 
places like that, the number of people who have these USB dongle-
like thing hanging off of their laptops is quite incredible.”

“We see perhaps the most innovation in Asia,’ says Suard. “This leads 
me to a SmarTone story. It’s a company or ‘associate’ that’s partly 
owned by Vodafone. They launched a mobile broadband offering 
in 2006. In 2007 they moved to HSPA and then launched. Now 
SmarTone Vodafone is based in Hong Kong, so they do have some 
advantages in that they cover a densely populated area, so their in-
frastructure can reach a very large population. What they do is quite 
exciting – they offer 14.5 Mbps download speed and 2 Mbps upload 
speed. That’s continuous wireless coverage, both indoors and outside, 
all over Hong Kong. So they have a huge advantage of the cable 
guys, because 14.5 megabits per second is a decent bandwidth. On 
top of this broadband they’re offering services such as something they 
call FoneTV, which consists of live TV and handpicked programs 
in high-definition wide format on mobile devices. [SmarTone’s 
FoneTV starts at HK$18 a month and for starters provides access 
to 12 channels including BBC, CNN, CNBC, Bloomberg TV and 
Cartoon Network.] So imagine watching TV on the move. You can 
watch in the underground [subway] because Hong Kong has signals 
covering the metro stations. You can watch the video on the bus or at 
home. They even include something called i-console which enables 
simultaneous TV viewing for channel selection and interactive 
features. [The i-Console works just like a TV remote. Just click and 
instantly watch the show of your choice - no missing part of the pro-
gram because of a long loading time. You can even use it interactively 
to buy music and place bets – in Hong Kong, naturally.]”

“Internet mobile gives you the true Internet experience on 
mobile devices,” says Suard. “That includes full Internet video 
services live on the mobile. It’s as if you are running your laptop 
and you can do everything that you can do on a laptop. And 
then SmarTone has a sort of wireless fixed-line service. This is 
where your home phone experience becomes wireless. It includes 
a Skype-like application where you can make free Internet calls 
without a PC. So it’s quite literally taking broadband and mak-
ing it fully mobile. It’s a very exciting prospect. There are opera-
tors in the world talking about doing similar things, but very few 
have actually delivered such services the way SmarTone has.”

From Billions to Trillions (of Bits)

ECI Telecom supplies the networking infrastructure for carrier 

and service provider networks worldwide. From tier-1 national 
network operators to city carriers, ECI’s equipment is the 
platform for key applications including business services, voice, 
video and wireless backhaul.

Ron Levin, Associate Vice President, Product Marketing, says, “At 
ECI we supply the networking part of the IPTV value chain. We 
deal with the networks from the customer premises all the way 
to the metro core. We are not a full IP vendor. We don’t provide 
middleware, conditional access, DRMs, head-ends or video servers. 
We do provide the networking part which includes, aside from 
access side – CPE modem, residential gateways, DSLAMs [Digital 
Subscriber Line Access Multiplexers] and MSANs [Multi Service 
Access Nodes] and OLTs [Optical Line Terminals] up further into 
the network with MSPPs [MultiService Provisioning Platforms] 
which are transport platforms that can provide SDH [Synchronous 
Digital Hierarchy] networking, optical capabilities such as WDM 
[Wavelength Division Multiplexing] and ROADM [Reconfigu-
rable Optical Add/Drop Multiplexer] capabilities as well as Carrier 
Ethernet capabilities. Also, for the transport part of the network, we 
provide our CESRs [Carrier Ethernet Switch/Routers] which are 
pure Carrier Ethernet devices, which are also integrated with optics.  

Levin continues, “Within all of these offerings, in speaking about 
video delivery, what we try to provide is, first of all, a very high 
capacity, so looking across all of our platforms, we offer pretty 
much a market-leading platform in terms of throughput capacity. 
On the access node, on the MSAN, we’re talking about 800 Gbps 
switching capability, with a multiple 10 Gbps uplinks and mul-
tiple 10 Gbps downlinks, which can really support a high-capacity 
fiber-to-the-home [FTTH] deployment. Looking back into the 
transport networks, we’re talking about 10 Gbps and 40 Gbps con-
nections via optical gear and about 1 and 10 Gbps links up to a full 
capacity of 1 Terabit on our CESR platforms. Capacity is the first 
prerequisite when you want to provide video services. But that’s not 
enough, obviously, so on top of the capacity itself we also provide 
across all of our platforms the network intelligence needed to deliver 
video. One example is our multicast capabilities or IGMP [Internet 
Group Management Protocol] capabilities, which exist in all of our 
platforms. This enables a video delivery solution to do hierarchical 
or optimal multicasting and really duplicate the video stream at 
any point in the network, according to the demand and optimize 
bandwidth usage. So all of our platforms have IGMP snooping and 
IGMP proxy capabilities.”

“Next comes Quality of Service [QoS],” says Levin. “Again across 
all of these platforms are very flexible and very granular QoS ca-
pabilities to really enable our customers to define exactly the type 
of QoS they need for their video delivery service, and also to do 
it dynamically, ‘on-the-fly’, again, to optimally support the video 
services. Incidentally, we develop in general multi-technology 
networking products. That enables our customers to evolve their 
respective networks at their own pace into something that can 
handle the services they want to offer. So if an operator is starting 
to roll out an IPTV service and they need to reach the customers 
and deliver 25 Mbps of bandwidth to them to allow a few streams 
of video plus some voice and high-speed Internet, they obviously 
don’t have a 100 percent IPTV take-up rate from Day One. So 
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what our equipment allows them to do is to start the deployments 
with perhaps lower speed connections to most of the subscribers 
and then because of our multi-service and multi-technology, they 
can actually upgrade the technology as they need to. Take an ac-
cess node in a neighborhood for example. If you have a 10 percent 
take-up rate for IPTV you can provide ADSL services as ADSL+ 
at about 8, 10 or 12 Mbps guaranteed for the whole neighbor-
hood, but for specific customers who are paying for IPTV, we can 
let you use VDSL to provide the greater bandwidth. And you can 
grow that number of users, because we let you mix-and-match 
any technology on our multi-service access node. You can replace 
ADSL with VDSL. The same thing goes for GPON [Gigabit Pas-
sive Optical Network] or Ethernet fiber access in the future.”

“The same rationale and design principles also applies to our 
transport platforms that can support multiple technologies 
and multiple rate interfaces, and these platforms can adapt 
and grow as customers,” says Levin. “For example, one of the 
biggest migrations taking place in the transport network is 
migration from TDM, SDH or SONET-based technologies to 
Carrier Ethernet. One of the biggest drivers for this transition 

is video distribution. Looking forward, Carrier Ethernet, from 
a total cost of ownership perspective, is the most cost-effective 
technology for transport networks. But you don’t want to go 
to a full carrier Ethernet solution from Day One, because it 
involves spending a lot of money up front. With our multi-
service and multi-technology equipment we can actually allow 
the customer to migrate or evolve at their own pace.”  IT

Richard Grigonis is Executive Editor of TMC’s IP Communica-
tions Group.
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Many VoIP providers that originally delved 
into the consumer space are now target-
ing the more dependable and lucrative 
business world. One VoIP provider that 
has successfully taken the business segment 
by storm is 8x8, the folks who bring you 
the Packet8 services. Perhaps their most 
impressive offering is the Packet8 Virtual 
Office hosted PBX service, which offers 
advanced PBX functions along with local 
and long distance calling from a single 
service provider. Companies can instantly 
enjoy seamless business communications 
whether they operate from a single location 
or from a combination of centralized head-
quarters and remote satellite and home 
offices. Packet8 / 8x8 also offers advanced 
call/contact center services.

Even if you have a big investment in your 
current equipment and phone numbers, 
Packet8 lets you use your already installed 
data connections to do unlimited calling 
between your sites using a combination 
of Packet8’s service and Microsoft’s clever 
little on-premise phone system box called 
Response Point. By using direct IP trunking 
connections over any broadband Internet 
connection instead of jumping calls in and 
out of the PSTN, Response Point customers 
using Packet8 services automatically enjoy 
unlimited free calls to and from any other 
Packet8 subscriber worldwide along with 
the option to combine Packet8 on-premise 
and hosted solutions for multiple locations.

Larger, more traditional network operators 
are also attempting to win over businesses 
with VoIP services, though nimbly making 
changes in response to market forces is less 
difficult for a Packet8 than something the 
size of Verizon Communications, which 
terminated its short-lived VoiceWing IP 
Internet phone service for consumers as 
of March 31, 2009. Apparently, Verizon 
partly feared that VoiceWing would cut 
into its more lucrative landline business, 
and it also wanted to create revenue-
generating services — such as digital voice 
service — to run over its huge fiber optic 
network build-out that’s currently used for 
FiOS TV and broadband Internet access.

However, Verizon does offer Verizon 
Hosted IP Centrex, a Broadsoft PBX-pow-
ered descendant of the old MCI Advantage 
hosted VoIP service. Telecom managers 
should like its desktop web browser inter-
face to quickly handle such tasks as Moves, 
Adds, Changes and Deletes (MACDs) 
along with network applications. Hosted 
IP Centrex can be used to establish a 
new location or replace a old PBX, key 
or TDM-based central exchange system. 
This complete turnkey solution package 
includes design, installation and ongoing 
maintenance and is intended for locations 
with 5 to 325 employees.

“One-man band” SOHO operations may 
find the Verizon Hub intriguing, which will 

be released on February 1, 2009. The Veri-
zon Hub is a sophisticated though inexpen-
sive ($200 and $35 a month for unlimited 
calling/messaging in the U.S.) touch screen 
home/SOHO communications system 
that both replaces landline telephones and 
can be a wireless service accessory. The 
Verizon Hub can call upon any broadband 
connection to connect to the Internet and 
provide VoIP-based telephony services. Its 
seven-inch touchscreen display — vaguely 
reminiscent of the old ADSI (Analog Dis-
play Services Interface) phones — offers a 
sort of super personal information manager, 
with calendars, weather, maps, directions, 
traffic, movie times and messaging.

Qwest Communications International is 
also maneuvering in the hosted VoIP space 
for businesses. Their OneFlex Hosted VoIP 
service lets you make place and receive calls, 
while at the same time enabling you to 
check voice messages online, filter incoming 
calls, quickly add new employees to the sys-
tem and more. Calls are made using a One-
Flex phone connected to the Internet. VoIP 
services are connected using a separately 
purchased Qwest iQ Networking Internet 
Port (for Dedicated Internet Access).

Hosted, Managed, or Totally  
On-Premise VoIP?

Unlike premise-based systems that 
charge “per-active” port fees, hosted 

Alternatives for the Enterprise: 
Hosted VoIP

By Richard “Zippy” Grigonis

W hereas on-premise IP PBXs are becoming the provenance of 
those large enterprises having financial resources necessary to buy 
or lease equipment and maintain it with a knowledgeable (and 

expensive) staff, hosted and managed VoIP systems have become the mainstay 
of Small and Medium-Sized Businesses (SMBs). The smaller the business, 
the more “hosted” the VoIP system, mostly because of the reduced Total Cost 
of Ownership (TCO) thanks to the negligible upfront investment and low 
monthly service fees associated with hosted solutions. Hosted VoIP is already 
used by over 11 million SMBs, according to a 2008 Dell’Oro Group report, 
and they’ve predicted that 35 million SMBs will adopt it by 2010. 
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systems can expand one line at a time 
and are therefore subject to cost-effective 
per-seat licenses, charged only for those 
actually configured for use.

There is also an interesting middle ground 
of “managed services” wherein IP equip-
ment can exist on the company premises 
(or in a tenant’s building) if necessary, but 
it’s taken care of by the service provider. It 
conserves the provider’s office space and 
distributes much of the call control pro-
cessing around to the customer locations. 
Even though the equipment may not be 
situated right inside the service provider’s 
facilities, network surveillance and remote 
fault monitoring and various forms of 
remote reporting and service management 
can keep the provider on top of things and 
maintain both high availability and QoS.

Some managed plans are quite flexible, since 
businesses often find that what they want to 
“outsource” is simply the day-to-day distrac-
tions of administering a complex communi-
cations environment. In the case of Avaya’s 
Remote Managed Services for IP Telephony, 
the service ensures that a company’s IP-
telephony applications, platforms and un-
derlying data network are working together 
and companies can choose the amount 
of operational responsibility they want to 
farm out to Avaya. Remote monitoring 
and management of applications is done 
via Simple Network Management Protocol 
(SNMP), real-time access of platform and 
network data is maintained as are “health 
checks” and network-wide voice statistics. 
(There are hourly updates of service outage 
events.) Avaya can deal with the receipt of 
and response to off-board alarms for all sup-
ported Avaya PBXs.

Similar flexibility can occur at the other 
end of the business model — instead of 
offering VoIP services directly to small 
businesses, Speakeasy sells through its 
channel. Despite the additional layer of 
the channel, customers still enjoy the 
expediency of working with a single sup-
plier, simple pricing, a single bill and the 
ease of doing business with a single sup-
port person. The highest voice quality is 
maintained by keeping voice calls off of 
the public Internet and instead utilizing 

various Speakeasy Points of Presence that 
serve over 120 metropolitan markets 
around the U.S.

The same kind of master agents that 
served as middlemen between carriers and 
customers in the old TDM days are also 
at work in the new convergence market. 
For example, Concierge Communications 
offers businesses products and com-
munication services from over 30 of the 
nations top communications companies.

The Right Hardware Makes it Easy

When serving huge number of users in a 
hosted or managed environment, a provider 
naturally wants to use equipment and 
software that will reduce as much as possible 
the number of truck rolls to a customer site.

For example, take Momentum of Birming-
ham, Alabama, a provider of private label 
digital voice service to operators throughout 
the U.S., who in 2008 introduced a line 
of business digital voice products with 
advanced packaged feature sets targeting 
those regional cable operators and munici-
palities focused on serving SMBs. These 
digital voice products allow cable operators 
to offer 1 to 12 line integrated access and 
hosted IP PBX services in order to address 
the market’s current lack of functional, cost-
effective, streamlined business solutions for 
SMBs. The solution’s key features include 
music on hold, auto-attendant, 8xx remote 
retrieve voicemail, standalone extensions 
as seats, call pickup, voicemail to email, 
multiple hunt groups and call logs

Momentum’s business product suite 
is built on a BroadSoft platform and 
can either work with a customer’s 
existing PBX/key system or use the IP 
PBX product with Polycom or existing 
phones. The feature set enables opera-
tors to easily rollout, train, sell and 
support the new product to SMBs at 
competitive rates with less complexity 
than many of the other options in the 
market. The service includes a friendly 
feature console that allows operators, 
office administrators and end-users the 
ability to quickly adjust the enhanced 
feature settings as needed.

From VoIP to Telepresence

The hosting and managed scene in the 
world of convergence is growing in size 
and scope every day. Looking toward a 
time when VoIP calls will be challenged 
by frequent Telepresence teleconferenc-
ing calls of extremely high video and 
sound quality, AT&T in 2008 enhanced 
its Cisco-based AT&T Telepresence 
service solution to include multipoint, 
intercompany connectivity. Organiza-
tions can now extend Cisco TelePresence 
multipoint meetings beyond the enter-
prise boundary to help enable meetings 
with customers, suppliers and partners 
using the AT&T Business Exchange.

The AT&T Telepresence Solution 
combines the “in-person” experience 
of Telepresence with the simplicity of 
a phone call, along with an interest-
ing “meet me” feature guarded with 
a secure PIN code that simplifies 
intercompany calling. And now, Cisco 
TelePresence Multipoint can bring 
many conference rooms together in 
a single meeting, enabling a large 
number of dispersed people to sit 
“face to face” in a single virtual meet-
ing room, without any performance 
degradation, thus obviating the need 
for expensive business travel.  IT

Richard Grigonis is Executive Editor of 
TMC’s IP Communications Group.
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One of the early great names in what became known as the 
IP PBX field was Interactive Intelligence of Indianapolis, 
which produced the Enterprice Interaction Center (EIC), 
at the time the most famous Windows NT/Pentium CPU-
based “all-in-one” communications server for enterprises 
and call centers. EIC could tie together multiple loca-
tions with its facilities for remote administration, network 
management, supervision, and reporting. Its software-
based unified messaging system even then allowed users to 
retrieve email messages, voicemail messages and faxes from 
desktop email applications, over the Internet, or from any 
touchtone phone.

Today, the descendant of Interactive Intelligence’s original EIC 
is still going strong, now one of the world’s most advanced IP 
communications systems. EIC now takes the form of a pre-
integrated IP PBX application suite and phone system built to 
provide VoIP and SIP (Session Initiation Protocol) functional-
ity to mid-sized businesses (100 to about 1,500 users) right 
out of the box. It quickly integrates with Microsoft solutions 
including Exchange Server and Outlook, Dynamics CRM 
and GP, and products from the Windows Server System and 
Windows Mobile portfolio.

The EIC platform has been given so many multi-channel com-
munications capabilities favorable to contact centers that you 
can either use it for smaller “casual” contact centers, or you 
can step up to their higher-end VoIP-based Customer Interac-
tion Center (CIC) for midsize to large organizations staffed 
with up to 15,000+ users. CIC also has some features that the 
EIC doesn’t, such as an “Interaction Designer” tool for full 
customizability, blended dialing, knowledge management and 
workforce management.

Not Too Big, Not Too Small

In recent years, many vendors have sought out what’s thought 
to be the most accessible and “juiciest” segment of the market: 
Small and Medium-sized Businesses (SMBs). Every vendor has 
anxiously staked a claim here, and there have been a few more 
than the usual number of duel-to-the-death matches between 
Cisco and Avaya in their respective wooing of this segment. 
The trick here is to bring big-box functionality to smaller com-
panies, and even bring mobile users into the fold. That’s why 
Avaya brought forth its IP Office IP phone system for home 
offices, standalone businesses, and networked branch and head 
offices for SMBs. Furthermore, IP Office software brings uni-
fied communications to small and midsize businesses. Its Avaya 
one-X™ Mobile Client for Small Business and Mobile Call 
Control can give road warriors the same sophisticated commu-
nications capabilities available in the office.

Even more impressively, Cisco has spent $100 million in 
an initiative starting in 2008 whereby, among other things, 
Cisco has created the Cisco Small Business Technology Group 
(SBTG) to develop technologies focused on six areas identi-
fied as top priorities by small businesses for enabling business 
growth: connectivity, security, remote access, productivity, 
customer interaction and customer support. Cisco’s Small 
Business portfolio will focus on businesses with fewer than 100 
employees, and the SBTG will develop strategy and facilitate 
collaboration across Cisco’s existing business units to create 
solutions for businesses with 100 to 250 employees

Another company leading the way in terms of functionality 
and cost effectiveness in the SMB market is Allworx and its 
IP PBX system. Allworx has managed to develop and squeeze 

Alternatives for the Enterprise: 
Premises-Based IP PBXs

By Richard “Zippy” Grigonis

The IP PBX was originally the “UnPBX,” a PC on 
a LAN (and connecting to a WAN), functioning 
as a general communications server. “UnPBX” 

was a term invented in the 1990s by Ed Margulies, who 
came up with the criteria used to define them. All com-
munications servers supported switching, whether circuit 
or packet-based, done by a card that plugged into the PC 
or some other extension unit. Even back then, applica-
tions for performing auto-attendant, email, voicemail, 
fax, Internet access and other multimedia applications 
could be added to the communications server, thus obvi-
ating the need for separate servers for each application. 
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an advanced communication environment into a little box 
to serve organizations having 1 to 150 or so users. Allworx 
integrates a sophisticated 6x, 
10x or 24x phone system, a 
full-bodied data network, and 
software tools. Allworx has 
scads of features such as call/
contact center applications, 
multi-branch office support, 
plug-and-play remote IP 
phones, and unified commu-
nications functions such as a 
“follow-me-anywhere” capabil-
ity and the ability to route calls 
to multiple phones or external 
and mobile phones. Allworx 
can function and give you the 
“look and feel” of a key system 
or PBX, and a renowned, gen-
erous feature set to match.  

Of course, the least expen-
sive approach to setting up a 
quick phone system is to take 
an open source telephony 
software route. And in the 
world of open source phone 
system software, all roads 
lead to (or from) Digium and 
its famous Asterisk software. 
You can either download the 
software and “roll your own” 
system with a PC and some 
Digium I/O cards, or you can 
make a small investment in 
Digium’s Switchvox family of 
VoIP phone systems for me-
dium, small and very small 
(SOHO) businesses.

SIP Trunking Sizzles

Now that SIP is becoming 
the call control standard for 
IP PBXs and VoIP phones, IP 
PBX systems can now better 
live up to their reputation of 
saving money via “SIP trunk-
ing” services offered by an ITSP 
(Internet Telephony Service 
Provider). SIP trunking enables 
direct VoIP calls through the 
Internet and across the country 
(or across the world) between 

IP PBXs, thus avoiding any call paths that lead to gateways into 
the old and more expensive circuit-switched PSTN. 

Feature Story

Your UC plans don’t have to go
down

with

the

With Cypress Communications’ managed solution, you can bail out your 
UC initiative (without the capital expense), implement it in 2009 and even 
put more money back in your IT budget. To learn more about how to 
plant Cypress at your office visit www.cypresscom.net/bailout.

3Get money back
for your telecom 
equipment.1Spend less

on your
communications. 2 Get more with 

hosted unified 
communications.

© 2008-2009 Cypress Communications, Inc. The Cypress Communications logo is a registered trademark of Cypress Communications, Inc.

It’s as easy as 1-2-3 under a Cypress:

economy.

BAIL OUT YOUR

UNIFIEDCOMMUNICATIONS
INITIATIVE

Table of Contents  •  Ad Index
GoTo: GoTo:

http://www.tmcnet.com/snapshots/snapshots.aspx?Company=Allworx
http://www.tmcnet.com/snapshots/snapshots.aspx?Company=Allworx
http://www.itmag.com
http://www.tmcnet.com/redir?u=1003184


Project1:Layout 1 1/22/2009 6:04 PM Page 1

http://colocation.tmcnet.com


60    INTERNET TELEPHONY®   March 2009 Subscribe FREE online at www.itmag.com60    INTERNET TELEPHONY®   March 2009 Subscribe FREE online at www.itmag.com

Feature Story

Avaya
www.avaya.com

Cisco Systems
www.cisco.com

Digium 
www.digium.com

Interactive Intelligence 
www.inin.com

MegaPath
www.megapath.com

snom
www.snom.com

The following companies were mentioned in this article:

Paul Marra is VP of Business Development of Megapath, a 
provider of managed IP communications services in North 
America, including broadband connectivity, Virtual Private 
Networks (VPNs), VoIP and security technologies. Over 
22,000 businesses of all sizes securely communicate between 
their headquarters, branch offices, retail locations, mobile 
workers, and business partners using MegaPath’s managed IP 
data, voice and security services.

“We often connect IP PBXs together via SIP trunking,” 
says Marra. “It’s different than our traditional trunking in 
the SIP trunking space, mainly because we have to work 
on compatibility and we’ve worked with 15 manufactur-
ers to achieve interoperability with all of the equipment. 
Because we’re in the SIP trunking space instead of the 
hosted space, obviously all of the opportunities that we 
see out there right now are going to be tailor-fitted to the 
products we sell.”

“Interestingly, we’ve seen a big uptick in SIP trunking right 
now,” says Marra. “It’s been a bit of a learning curve for the 
IP staff of many of these companies, but the costs have come 
down. We’ve worked with Grandstream and for a small, 
remote location they offer a turnkey PBX in the $500 price 
range. Now that IP PBXs have become so cost-effective, we’re 
definitely seeing a huge jump in SIP trunking between them. 
It’s literally our fastest growing service. Everything we do is 
over our private network, which is a little different than what 
some providers do.”

SIP Phones for SIP IP PBXs

snom technology AG develops and makes VoIP telephones and 
related equipment based on the ubiquitous SIP (Session Initia-
tion Protocol), the world’s most popular call control protocol 
for IP Communications. Imbued with plug and play integra-
tion capability and universal compatibility with any SIP-based 
telephony platform, smom’s high-quality, customizable phones 
are software-centric, so users can easily download updates and 

new features. They distribute their devices through a network 
of authorized reseller partners in Europe, South America, Asia-
Pac, Africa and Australia.

Mike Storella, Director of Business Development at snom, 
says, “We are a worldwide brand of VoIP phones. We’ve 
very much independent as to what VoIP server a company 
uses for their phone system. We work with many IP PBX 
partners, and we do a lot of interoperability testing with 
the open source telephony software community. At the 
same time, we also work with Epygi Technologies, Ob-
jectworld and SIP. We get many calls from, for example, 
people who are Avaya dealers and who want to hook up 
our phones. In one instance ShoreTel was testing our 
DECT phones for use with their system. We’re very strong 
in the premises-based market and we’ve been doing a great 
deal of VAR recruitment. We’re into good education and 
training of the VAR community, because as much as VoIP 
has gone ‘mainstream’, there still needs to be some under-
standing of how it works.”

“Lately, some distributors are actually bundling our snom 
phones with an Epygi solution and even a SIP trunk 
service,” says Storella. “If you remember the old telephony 
business, the local or ‘feet on the street’ VAR never got 
involved in the actual telephony lines, so to speak. So I be-
lieve this is a very new and different kind of situation. It’s 
almost like a combination of having the ITSPs get into a 
partnership with the local VAR and the distributor is actu-
ally helping that along. And at the very high end, anybody 
who does any type of VoIP in this market is saving a ton 
of money. The estimates are 30 to 70 percent.”

Premises-Based IP PBXs Still Have a Future

Many companies prefer the total control they can achieve 
by having an IP PBX on the premises and under their 
purview. Some companies fear to have voice or data 
transmission placed under the care of those outside of the 
corporate boundaries, as occurs in hosted services scenari-
os. Whatever the case, IP PBXs will be a denizen of many 
offices well into the next decade.  IT

Richard Grigonis is Executive Editor of TMC’s IP Communica-
tions Group.

Many companies prefer 
the total control they can 
achieve by having an  
IP PBX on the premises  
and under their purview.
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Integrated Marketplace

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

VoIP Is Alive and Well

I’ve just returned from ITEXPO East 2009, which was held 
in Miami Beach, February 2–4. One of the trends that 
emerged at the show is that the VoIP industry is indeed 

alive and well. The show was well attended by people looking 
for solutions, the Exhibit Hall was full of vendors who were 
only too happy to speak to the attendees, the meeting rooms 
were full, the conference sessions were well attended, and all in 
all the show served as a barometer for the industry.

The day before ITEXPO, I read an article in a major daily newspaper 
that essentially said that in a difficult economy, people tend to look for 
certain things, namely: comfort food, such as soup; escapism, either 
by going to the movies or having the movies come to them (Netflix, 
etc…); and technologies that help save them money. Wow, I thought. 
I’m on my way to an IP Communications event and here’s an article 
that says people are interested in technologies that save money. I 
should have known then that the show would be a success.

A number of industry pundits — analysts and bloggers alike — 
attended ITEXPO, and I’ve selected some of their comments that 
underscore the fact that VoIP is not dead, and a primary reason for 
this is the desire in the marketplace to seek out and deploy solutions 
that can help save them money while driving efficiency.

The VoIP industry is not dying. It’s alive, growing and those in-
volved with it continue to impress me with what they are achieving.

In speaking with over 100 of the most influential people in the 
VoIP industry, the economy has had an effect on their busi-
nesses — in most cases a positive one. Someone even told me 
their customer base tripled from November to January — oh 
and they’ve been in business for a few years.

Yes, it isn’t great for everyone. But it’s not bad for everyone 
either. There are still droves of paying customers looking to 
increase efficiency, make their operations more efficient and 
say some money in the process. The environment at the 
show was proof of this.

– Garrett Smith, Smith on VoIP blog

VoIP is far from dead and judging by the crowds and the rooms 
that were full of people the rumors of its death are far from over.

– Andy Abramson, Industry blogger

The session halls and exhibit floor offered standing room only 
during opening day at ITEXPO East 2009, in Miami Beach, 
FL. With many innovative products, solutions, and services 
being discussed and displayed, it is clear that all forms of IP te-
lephony and convergence communications are alive and well.

Through attending many of the first-day sessions at 
Digium|Asterisk World co-located at IT Expo, industry 

executives, VARs, and solution providers alike are making 
the compelling case that open-source solutions provide op-
portunities for significant ROI. 

While the perils of the new economy have hit businesses 
hard across virtually every industry, IT decision makers and 
business owners can take comfort in the fact that “afford-
able innovation” is truly possible. With this affordable in-
novation comes the excitement and “buzz” that surrounded 
the conference on Monday. SMB owners to large enterprise 
IT directors excitedly took notes as they witnessed revo-
lutionary ways to improve their technology ROI, while 
adding new and exciting features as well.

– Matthew Nickash, Considering Convergence blog

…channel partners are more eager than ever for applica-
tions and business solutions that make immediate impact 
in the form of ROI because their traditional product lines 
— communications platforms and phones — are not driv-
ing the same rate of sales as before.

End users need solutions to real problems around customer 
retention, business protection and cost reduction. Chan-
nel partners and VARs are a sharp bunch; they want to sell 
what customers want.

So I am excited about our present opportunities.
– Brian Spencer, president of OAISYS and a TMCnet blogger

I believe that if ITEXPO East 2009 can be considered a ba-
rometer of how the VoIP industry is faring, than it’s certainly 
not a stretch to say that the industry is far from dead. In fact 
I would say the industry is positioned well for success, even 
through this turbulent economic time.  IT
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Say hello to the new voice of VoIP SIP telephony—TeleMatrix’s new 
full feature IP550, basic IP100 and 3300TRM-IP trimline telephones.

Based on over 20 years of hospitality industry experience, the new 
TeleMatrix IP telephones are destined to be enterprise favorites. 
Designed with good looks, priced extremely competitively, easy to 
handle, and built to last—That’s TeleMatrix.

Give us a call to be a part of what’s next.

Call for your sample and talk to one of our experienced Regional 
Sales Directors.

1.800.462.9446 / info@telematrixusa.com / or go to ‘Click to 
Chat’ on the web site www.telematrixusa.com 

Q1 2009 Introductory Pricing on the 
IP550 and 3300TRM-IP Sets

© TeleMatrix Inc., 2009    TeleMatrix™  is trademarked. TouchLite® is a registered trademark.    U.S. Patent No. 6556663, D448011

Smart looks, smart move. That’s TeleMatrix.
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