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Where’s Broadbando?

Remember the 
“Where’s Waldo?” 
books? To jog your 
memory, they’re the 

ones that challenge “readers” to find a 
lanky, bespectacled kid in a red-striped 
shirt amongst a busy page of images.

Well, a similar search for broadband is on, 
but here’s the twist: Unlike the Where’s 
Waldo books, the FCC keeps changing 
instructions about what to look for.

You see, the FCC recently was calling 
broadband anything 200kbps and above, 
which as we probably can all agree is ri-
diculously low. So the commission revised 
that upward to define broadband as start-
ing at 4mbps downstream and 1mbps up-
stream. Good news, right? Well, maybe. 
But there are few problems with this new 
definition, as well as of the FCC’s timing 
in making this pronouncement.

First, the commission upped the broadband 
ante within its latest broadband deployment 
report, which it made public in July, that 
said “…between 14 and 24 million Ameri-
cans still lack access to broadband, and the 
immediate prospects for deployment to 
them are bleak.” Whether or not this was 
the FCC’s true intention, heightening the 
broadband bar at this particular point in 
time looks as if it could be an effort to gin 
up the country’s digital divide.

As TMCnet’s Gary Kim recently wrote, 
redefining broadband also creates some 
new questions and problems given inter-
national telecom bodies have for years 
defined 1.5mbps and above as broad-
band, 1.5mbps to 64kbps as wideband, 
and 64kbps and below as narrowband.

Indeed, with this new broadband defini-
tion, he notes, “we now have a set of 
data collection practices and definitions 
that instantly make all third-generation 
wireless broadband networks, and all 
small business T1 services, ‘not broad-
band,’ by definition.” And that could be a 
major business factor if wireless providers 
are, for example, not allowed to bid for 
universal service funds, which require a 
4mbps threshold, he continues.

To the commission’s credit, however, it is 
attempting to adapt to the ever-changing 

environment that is communications tech-
nology, and it seems to working diligently 
to fix some significant problems with past 
broadband accounting, as FCC Com-
missioner Michael J. Copps notes in the 
following quote. 

“At last – a section 706 Report where broad-
band is really broadband, where zip codes 
are not surrogates for subscribers, and where 
the documented failure to connect millions 
upon millions of Americans disproves 
previous FCC findings that broadband is 
being reasonably and timely deployed. I am 
pleased to support the Broadband Deploy-
ment Report that we issue today.  
 
“By relying on an inadequate and un-
refined approach to data collection for 
the previous five reports, the commis-
sion seriously defaulted on its statutory 
responsibility. Going down the same 
old path here would have done a further 
injustice to this country’s reinvigorated 
commitment to broadband. In early 
data collection exercises, the commission 
used information from service providers 
that simply reported on which zip codes 
had at least one subscriber to broadband 
service at a speed of 200 kbps or higher. 
I still fail to see how anyone ever viewed 
this approach as indicative of anything 
useful. The false impression left by that 
approach was that everyone in a zip 
code was fully connected to high-speed 
broadband when all we really knew was 
that one person or business somewhere – 
perhaps on the very fringe of a zip code 
– subscribed to a minimum-speed service. 
That told us nothing about the extent to 
which broadband was available within a 
zip code or the quality of that service. …

“Good data is a prerequisite to good 
policy choices. The five preceding 
reports lacked such data and the 
results were … poor policy choices. 
This is even clearer now than it was 
at the time of those reports, given 
the depth of data we that has been 
mined as part of the lengthy, fact-
driven process that resulted in the 
National Broadband Plan, including 
input collected from the newly-
revised FCC Form 477 requiring 
providers to report broadband sub-
scribership by Census Tract instead 
of zip code.”   IT
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Publisher’s Outlook

Support for Net Neutrality 
Wanes in Tech Community

I just came across an 
article worthy of pass-
ing along from the 
Technology Libera-

tion Front, a group focused on helping to 
reduce the amount of regulation imposed 
on the Internet and technology. The excel-
lent article, titled “Amazon.com Switches 
Sides on Net Neutrality,” focuses on how 
tech companies that once supported net 
neutrality are scared to death of being 
caught in the crosshairs of an administra-
tion gone wild with overregulation.

The article begins by discussing how 
Amazon’s Paul Misener has for all practi-
cal purposes switched sides on the net 
neutrality issue as discussed in an edito-
rial for CNET. Some of the points in the 
post have to do with net neutrality being 
a solution in need of a problem. However, 
the most accurate point in the column has 
to do with how uncertainty surrounding 
the administration’s net neutrality talk is 
reducing investment. 

In fact, many business owners and leaders 
tell me the fear of new regulations, gen-
eral uncertainty and increased taxation is 
keeping them from buying homes, hiring 
and investing. To put it succinctly, if you 
are out of work, blame those in power 
and be sure to consider your future job 
prospects whenever you vote.

Here are salient excerpts of the above-
mentioned piece:
Along with Amazon, Microsoft, Expedia, 
Yahoo! and Sony also have backed off from 
one-time hard-line support. Just last Oc-
tober, [Amazon] CEO Jeff Bezos co-signed 
an Open Internet Coalition letter support-
ing regulation. 

Back in 2006, Misener himself was warn-
ing about the potential of ISP abuse of their 
networks to throttle Internet discourse.

Even Google, which has been funding the 
Open Internet Coalition, has been sending 
mixed messages on the regulation for more 
than a year.

What changed? Well, the FCC Chairman 
Julius Genachowski’s plan to reclassify 
broadband Internet service as a regulated 
“telecommunications service,” all for the 
sake of pushing a network neutrality 

agenda, is shaking the entire U.S. Internet 
industry to its senses. For companies like 
Amazon, when the FCC’s power was 
circumscribed around carriers, network 
neutrality was “regulation for thee, but 
not for me.” It’s significant that Misener 
raises the issue of investor uncertainty, an 
ISP talking point that network neutrality 
proponents have in the past pooh-poohed.

Reclassification would give the FCC broad 
discretionary powers over the entire supply 
chain for broadband services. And if the 
FCC can regulate ISP business models, 
which is essentially what net neutrality 
is all about, who says it won’t, under its 
new self-styled mandate to regulate all 
things broadband … start regulating other 
Internet business models as well? Given 
the Obama administration’s immense 
appetite for regulatory adventurism and 
its willingness to use (and arguably abuse) 
discretionary executive branch powers to 
get around Congress, it could be that many 
companies that once thought themselves 
outside Washington’s regulatory purview 
are now rethinking their desire to ride the 
president’s industrial policy tiger.

Using the same reasoning applied to ISPs 
and their network technology, regulatory 
zealots have started talking about “search 
neutrality” in the context of Google and 
its search algorithms. Apple’s exclusive 
iPhone arrangement with AT&T draws 
regular fire. Amazon’s Kindle is pro-
prietary to Amazon – you can’t use the 
e-book reader for books purchased from 
other online retailers (although I under-
stand Kindle will read PDF documents). 
Who’s to say the FCC won’t demand 
e-book neutrality?

I am just as concerned as anyone else 
in the industry about the government 
taking control of the Internet in a way 
that could kill innovation. I voiced my 
concerns last April when I wrote about 
how an FCC ruling could inject politics 
into news delivery. 

Call me a born-again skeptic; I’ve 
discovered religion, and that religion 
is that multi-thousand page bills that 
politicians pass before they read are 
potentially harmful. Let’s hope the In-
ternet isn’t the next successful conquest 
of the new nanny state.   IT
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Entertainment Vertical Drives Colocation Demand

By Paula Bernier

This Month’s Focus: Entertainment

The growth of online video and music is driving 
demand for colocation space in data centers. 
That’s the word from Brad Hokamp, chief mar-

keting officer at Telx.

Hokamp says Telx has had a lot of success in the online video 
streaming space with companies like Hibernia Media, which is a 
content manager for broadband media, and Justin.tv. Telx also has 
a relatively new presence in Los Angeles, and is starting to make 
some progress there with movie studios, he adds. Hokamp goes 
on to say that the company is also keen on the gaming category, 
explaining that gaming has some heavy compute requirements, 
and Telx can help house the gear to address that.

Hibernia is co-located in the Telx 60 Hudson location  
in New York, which Hokamp says is one of the Telx facilities 
offering customers highly reliable, secure data center environ-
ments with direct fiber connectivity to all other tenants.

Justin.tv, an online community for people to broadcast, watch 
and interact with live video, is at Telx’s facility at 200 Paul Ave. 
in San Francisco.

“The Internet is the newest publishing house for content pro-
duced worldwide, and consumers expect a high-quality experience 
every time they interact with online media technologies,” says 
Michael Siebel, CEO of Justin.tv. “As the top live online [com-
munity], with some of the most engaged users who are watching 
streaming video, we must continue to give our customers the most 
valuable experience possible with minimal viewing disruption. By 
co-locating our servers with Telx, we have the ability to connect 
directly to the widest number of carriers available in the market 
today and ensure maximum uptime for our service.”    IT

http://tmcnet.com/34651.1

DreamWorks Casts Cerelink for Cloud Computing
Cerelink Inc., a New Mexico Cloud Computing company, and 
DreamWorks Animation SKG Inc. have signed a multi-year 
agreement involving the use of on-demand, elastic cloud comput-
ing to render DreamWorks Animation motion picture projects. 
Cerelink has deployed a significant number of computer servers in 
New Mexico to meet DreamWorks’ demand for computer-gener-
ated imagery rendering. The effort is expected to create one of the 
largest cloud computing arrays for motion picture production in 
the world, according to James Ellington, CEO of Cerelink.
www.cerelink.com

http://tmcnet.com/34657.1

Disney Acquires Playdom, Tapulous
The Walt Disney Co. has agreed to acquire Playdom Inc., one of 
the leading companies in the fast-growing business of online social 
gaming. Playdom titles like Social City, Sorority Life, Market 
Street and Bola, engage an estimated 42 million active players each 
month. In other news, The Walt Disney Co. has acquired music-
related video game developer Tapulous Inc., which develops games 
for Apple Inc.’s iPhone and iPad devices. Tapulous has 30 million 
reported users and is most famously known for the top-selling 
Apple App Store download game Tap Tap Revenge.
www.disney.com
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Consumers and businesses who want to 
ride on the broadband superhighway hit a 
major pothole on July 1. 

Despite all the efforts of the Obama administration to promote 
and expand access to broadband services, AT&T is using its 
market dominance to raise arbitrarily the already exorbitant rates 
that other carriers – such as other communications providers and 
wireless companies – must pay for special access services used to 
ensure that their customers can benefit from broadband services.  
And as these rates increase, so will the bills of consumers and small 
businesses, which will have to bear the brunt of AT&T’s actions.

AT&T’s decision to raise the rates for these special access services 
demonstrates its market power, both in terms of its ability to raise 
the rates and the timing of its decision. In 2006, when AT&T 
merged with BellSouth, it promised to lower these rates for three 
and one half years in order to gain approval of the deal. However, 
confident that it would still have market power when that time ex-
pired, AT&T simultaneously put in place a mechanism that would 
allow it to increase the rates to the higher level on July 1, 2010.

The reason that AT&T and other incumbents are free to charge 
such high rates for this service is because the FCC has granted 
them price flexibility in certain areas where the commission pre-
dicted competition would form and subsequently drive the rates 
toward a more reasonable cost-based level. Unfortunately those 
levels of competition have not been achieved. In fact, incum-
bent telcos generally have used their granted pricing flexibility to 
increase significantly these rates, demonstrating the rates are not 
being impacted by competition and are not reflective of costs.  

While the extent of the price increases varies by region, COMP-
TEL has calculated that some of AT&T’s July 1 price increases are 
well over 30 percent. It is a definite sign of a market failure when 
AT&T can predict three years in advance that it can raise its rates in, 
ironically, what it alleges to be a competitive market. 

The lack of competitive alternatives and the absence of regulatory 
action on incumbent carriers, like AT&T, will continue to have a 
significant trickle-down effect on the ability of consumers – and 
more specifically small businesses – to access and afford broadband 
services. Subsequently, this will have a negative impact on the ability 
to create new jobs that are needed to spur future economic growth.

The increase in these special access costs will not only hinder 
competitive carriers’ ability to expand and offer new innova-
tive services, consumers and businesses will bear the brunt of 
AT&T’s action as they try to afford broadband services at a time 
when the stagnant economy is causing everyone to tighten their 
belts. The higher cost of underlying broadband infrastructure 
is now being passed on to end users, many of which are small 
businesses already struggling to pay other increasing bills. In fact, 

telecom costs are already a significant portion of small busi-
nesses’ expenses, which spend on average four times more per 
employee for communications services than larger enterprises. 
The increasing cost of telecom services ultimately limits the 
number of jobs that can be created by these businesses, which 
many are relying on to spur future economic growth.

The impact on job growth is multi-fold, when considering hir-
ing trends at the incumbent carriers.  Even while AT&T was 
required to lower temporarily its special access rates, its 2009 
cash from operations and free cash flow were the company’s 
best ever annual totals. Yet, despite these windfalls, the com-
pany shed tens of thousands of jobs.  

A recent study by COMPTEL shows that competitive local 
telephone companies provide nearly 20 percent more jobs per 
revenue dollar than incumbents. Additionally, since most com-
petitors focus on serving small and mid-sized business custom-
ers, it stands to reason that as competition creates new services 
and greater cost savings for the end user, they will be able to 
afford to hire more employees. 

Swift action by the FCC could virtually eliminate the problems 
faced by consumers and businesses resulting from the incum-
bents’ continuing abuse of their market power. The FCC has 
had ample opportunity to take a fresh look at its pricing rules to 
address this market failure, but has failed to do so. By revamp-
ing its rules to ensure that rates are just and reasonable, the FCC 
could have another means for ensuring widespread broadband 
access and providing further incentives for job growth, economic 
development and innovation in the U.S.    IT

Jerry James is CEO of COMPTEL (www.comptel.org), the lead-
ing industry association representing competitive communica-
tions service providers and their supplier partners, and has more 
than 30 years experience in various aspects of the competitive 
communications industry.

Guest Room

Special Access: A Pothole on the Broadband Superhighway

By Jerry James

COMPTEL has 
calculated that some 
of AT&T’s July 1 price 

increases are well
over 30 percent.

Table of Contents  •  Ad Index
GoTo: GoTo:

http://www.tmcnet.com/snapshots/snapshots.aspx?Company=BellSouth
http://www.tmcnet.com/snapshots/snapshots.aspx?Company=COMPTEL
http://www.tmcnet.com/snapshots/snapshots.aspx?Company=COMPTEL
http://www.itmag.com
http://www.comptel.org


http://www.tmcnet.com/redir?u=1003810


10    INTERNET TELEPHONY®  September 2010 Subscribe FREE online at www.itmag.com

Tandberg Movi Review

One of the major driving forces behind video-
conferencing is its ability to enable collabora-
tive meetings across distances with multiple 
participants, so having multiple high-tech vid-

eoconferencing boardrooms can be cost prohibitive. Further, many 
employees work from home all or part of the week or travel, which 
would make attendance at a fixed videoconferencing boardroom 
impossible. Tandberg, now part of Cisco, aims to solve this problem 
by combining mobility and video, hence the name Movi, a new of-
fering that enables high-definition 720p, 30fps video when used in 
conjunction with Cisco’s Tandberg PrecisionHD USB camera.

Tandberg sent me the PrecisionHD USB camera to test along 
with Movi for the best experience, though any HD USB cam-
era would work as well. 

Movi is standards compliant and is interoperable with H.323 
and SIP endpoints enabling connectivity with other Movi 
users, personal desktop video, conference rooms and telepres-
ence systems. When utilizing standards-compliant multipoint 
control units, Movi allows you to connect simultaneously 
with multiple users on different devices. To use Movi you 
need Cisco’s Tandberg Management Suite (v12.1 or later) and 
Cisco’s Tandberg Video Communication Server (VCS v.4.1) 
(MCU) or later. Rather than deploying and setting these up, 
for my testing purposes, my Movi client was configured to log 
on to Tandberg’s VCS MCU located across the Internet.

I launched the Movi application, and it told me I needed 
Open GL 1.2 video drivers. I won’t get into a DirectX vs. 
OpenGL debate here, except to point out that Open GL has 
better performance and is cross-platform, unlike DirectX. The 
downside is that not all graphic card vendors update or include 
the latest Open GL drivers.

Fortunately, my nVidia GeForce 7300 LE card had Open GL 
1.2 drivers available. After installing the driver, I relaunched 
Movi and then clicked the local video icon to see myself. This 
wasn’t quite full-screen mode, since when I went full-screen and 
then used my screen capture utility, all I got was a white back-
ground. This is due to the way Open GL optimizes the video 
output by bypassing certain elements of the operating system to 
improve performance. Thus, I had to keep it in windowed mode 
and make the window as large as I could to capture the image.

I’d like to see a snapshot utility built into Movi for doing 
screen grabs in windowed or full-screen mode without relying 
on a third-party app. Similarly, I’d like to see a way of kicking 
off a recording for future playback.

After logging in I made a call to Tandberg’s (now Cisco’s) Jean-
nie McPherson. The video quality was superb and supports up 
to 8mbps throughput.

During the video call, I was using the PrecisionHD cam-
era’s built-in microphone along with my desktop speakers, 
so I wasn’t wearing a headset and yet there was no echo or 
speaker feedback.

For my next test, Jeannie and I participated in a multi-party 
(three-way) videoconference with another Tandberg em-
ployee, Mike Roussey. I was using Movi, while Jeannie was 
using a Tandberg 1700 and Mike was using Movi from his 
home office. Once again, the audio and the video quality 
were superb. In this videoconference session, which I really 
should call a telepresence session, Mike shared a PowerPoint 
presentation, which I was able to see in addition to the two 
video feeds of Jeannie and Mike.

Movi allows you to select and share content and presenta-
tions with any standards-compliant video device, so it isn’t 
strictly other Movi clients or the various Tandberg video 
telepresence solutions.

Importantly, the new Multiway technology enables Movi 
users to initiate ad hoc multiparty telepresence calls with 
other standards-compliant devices. What’s cool about this 
technology is that you can start with a two-party telepres-
ence call using direct peer-to-peer communication with 
no MCU required and then convert to a multi-party (>=3 
people) telepresence session with a MCU. Since MCU 
resources are limited, this ensures the MCU isn’t used for 
two-party calls, but seamlessly converts to an MCU call 
on the fly (using VCS) if needed.

Depending on the quantity purchased, Movi licenses range 
from $30 per license to $120. The $30 per license cost in-
cludes a pack of 2,000 licenses, the $120 per license option is a 
25 pack of licenses.

The key factor is as the Movi name itself suggests: It enables 
mobile video for an increasingly mobile workforce. Tand-
berg’s Movi leverages the power of the PC and the Internet 
to bring powerful HD video and telepresence capabilities 
to the mobile workforce. The ability to participate in a HD 
video telepresence session wherever you go will be a huge 
selling point for the Movi product. As the founder of TMC 
Labs I’ve tested many products in telecom/datacom over the 
years, and I can say unequivocally this is one of the finest 
products I’ve tested.    IT

Tom Keating is the chief technology officer and vice president of 
TMC, the parent company of INTERNET TELEPHONY maga-
zine. He also runs TMC Labs.

The above is an excerpt of Tom’s full review. To see the full review, along with 

video clips, see: http://tmcnet.com/35044.1

Testing with Tom

By Tom Keating
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IPTV – An Evolutionary Dead End

IPTV  is big business today, but even as 
IPTV penetration grows, the path to its 
ultimate demise is increasingly clear.  

Unlike the more general term Internet TV, IPTV refers to the telco 
service that delivers TV over dedicated bandwidth on a telco-sup-
plied broadband Internet connection. IPTV was late to the game, 
arriving only after cable operators’ triple play services (TV, phone 
and Internet) began to gain traction and impact fixed line telephony 
revenues, but IPTV is booming now. Cable vs. telco competition 
has matured – they both offer triple play, they both advertise TV 
channels and bundle pricing, and they both deluge prospects with 
nearly identical mailers.  Indeed in my area (Comcast vs. Verizon), 
the almost weekly mailers even have similar color schemes!

Unfortunately, the telcos are scrambling to become just like cable 
companies as the whole business is about to collapse. Given a 
choice, consumers will abandon the historic TV walled gardens 
in favor of competitive access to diverse content – what you want, 
when you want it. The open Internet is the platform for bypassing 
legacy distribution channels. It’s already fostered change in numer-
ous industries, not the least of which is music. Now changes are 
beginning to appear in TV as content producers get direct connec-
tions to viewers. Many PC-based video approaches are available like 
Hulu, Joost and Miro. Of course, these don’t match the TV experi-
ence, but Internet content on television sets is coming rapidly.

Apple launched one of the earliest entries, the Apple TV. 
Several other companies have jumped in, like Roku, TiVo and 
Boxee, and Google is known to be working on a Google TV.  
Meanwhile, newer TV sets are being delivered with Ethernet or 
Wi-Fi Internet connections built-in.

On the content side, large libraries of movie content are becom-
ing available for free, for purchase from Apple and others, as 
pay-per-view from players like Amazon or as part of subscrip-
tion services like Netflix. The major U.S. TV networks have all 
embraced some sort of streaming of TV episodes. They still vary 
as to when episodes become available, but the direct connection 
from content producer to viewer has been established.

Remember, it only took a few years for the mobile market 
to crack wide open after the introduction of Apple’s iPhone, 
then Google’s Android and competing application stores.  
Now all smartphones provide open Internet access while 
wireless operators concentrate on network performance. 
Expect the same transition for the TV industry as cable 
TV and telcos’ IPTV services get dropped in favor of open 
Internet TV. Fixed broadband service providers, i.e. the cable 
and telco operators, will need to focus on the performance of 
their Internet services, not on their IPTV channels.    IT

Brough Turner is CTO of BigBroadband.net (www.bigbroadband.net).

Next Wave Redux

By Brough Turner

In September most resellers are focused 
on closing sales for the third quarter. 
However, this is also the critical time for 
finalizing fourth quarter sales and end-
of-year programs. Was 2010 a successful 

year? The last quarter can be the deciding factor. It also pres-
ents a challenge to sales professionals due to the many holidays 
including Christmas, Hanukkah and Kwanzaa, plus Thanks-
giving in North America, so careful planning is essential.  

The quarter also presents some advantages. Budgets always determine 
a customer’s ranking on your prospect list; but now, a dwindling 
budget can actually justify a higher position. A good example was a 
government organization I contacted this past June. Some money 
remained in the organization’s budget but it would vanish at the end 
of their fiscal year on June 30.  There were only a few days remaining. 
I generated a quick quote for two of our product bundles with flexible 
architectures to “place mark” the purchase. The remaining budget 
dollars were now officially allocated, and the installation could be 
scheduled at the customer’s convenience the following fiscal year.

Back in July I attended ShoreTel’s Champion Conference in 
California. At reseller events like this I ask a lot of questions to get 
the reseller read on the market. Many resellers have adjusted to the 
difficult economic climate by implementing sales tactics that can 
also be adapted as part of an EOY campaign. Tactics like mining 
your customer base for opportunities to sell new features such 
as FoIP or switching out legacy desk phones are great. Expand-
ing VoIP capacity or offering long-term support agreements at a 
discount are also programs that fit limited EOY budgets.

The key to a successful campaign will be planning and 
implementation. Begin by analyzing your customer base for 
opportunities and configure product bundles that fit limited 
EOY budgets. Structure staff schedules to make full use of the 
non-holiday selling periods. Lastly, do not hesitate to place 
management and non-sales personnel in a supporting role for 
your sales team.  Hurry - the end is near.    IT

Max Schroeder is senior vice president of FaxCore Inc.  
(www.faxcore.com).

By Max Schroeder

A Reseller Educational Series   

The End is Near (the End of 2010, That Is)

Enterprise View
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By Alan Murphy

Virtualization Reality 

Virtualization Changed Servers, But Not the Network

I’ll be the first to admit that I’m slightly 
surprised at how fast server and plat-
form virtualization has become the new 
computing standard in the data center. 

My surprise is not rooted in the features and benefits of server 
virtualization – those are crystal clear. What surprises me is 
the manner in which virtualization technologies factor in the 
networking fabric – or rather, don’t factor in the network-
ing fabric – of the rest of the data center. How is it that any 
technology can revolutionize the data center without factoring 
in the network?

Having spent the majority of my professional career worry-
ing about packets, I’m admittedly biased in my consideration 
of the network as the most important component of any data 
center (beyond power). We build data centers to host services, 
and we require the network to deliver those services to user and 
other services inside and outside of the data center. We live and 
breathe based on the network; this is more true today than ever 
before with residential and mobile broadband. Renting DVDs 
by mail is cool, but streaming movie content directly to my 
TV is really cool, thanks to the network. And yet virtualization 
platforms have a long history of commoditizing the network. 
From the very first production-ready virtual platforms, the 
network has been something that is plugged into, something 
that is accessed and used, rather than managed appropriately as 
an entire solution.

Historically the separation of servers and the network worked 
for two reasons: one, the network was a physical entity that had 
to be manually accessed with a cable (the servers were the last 
stop in the network chain), and two, the physical servers didn’t 
move, and if they did, someone picked them up and moved the 
cable with them (see separation item No. 1, repeat). Virtualiza-
tion changes the relationship between servers and the network 
because it does away with both of these constraints. We no 
longer have to plug in each server to the network and allocate a 
port and VLAN on the switch. In fact we really only have to do 
this once, when we connect our physical server hosting all our 
virtual machines. And now servers move. Servers move all the 
time across the network, from one physical host to another, from 
one network to another, autonomously on their own. In essence, 
they’re virtually unplugging and re-plugging themselves into the 
network many times per day. They need to become part of the 
network rather than just a user of network resources.

Despite this revolution in the mobility of servers, virtual 
platforms still consume network resources in the same way 
physical servers always have. We haven’t seen the revolution of 
virtualization in the network like we’ve seen with virtualiza-
tion in the server world. At best we’re just now starting to see 
a more intelligent system of network resource utilization by 
virtual platforms in distributed virtual switching from vendors 
like VMware, Microsoft, and even Cisco, but even that mini-

revolution is a change to more readily adapt virtual servers to 
the network. Distributed virtual switching doesn’t fundamen-
tally change the way packets cross the wire, it simply changes 
how those virtual wires talk to each other.

Even today when I add a new virtual machine or cluster to my 
virtual platform, I need to tell the platform how to talk to the 
network. There’s no real method available to me (yet) to treat 
the virtual platform and the network as one management unit. 
I can’t provision the network as-needed to match my Just In 
Time computing model.

This is where my surprise in virtualization adoption comes from. 
Current virtualization platforms are restricted by the network – 
they are trying to play in an existing game, but they should be 
creating a new sport. To some degree the network is dictating 
what we can do with virtualization in the data center rather than 
the other way around. And why? We didn’t let a silly little thing 
like physical CPUs keep us from moving running servers from 
one CPU to another, on a different physical device.
 
From a very simplistic point of view, I don’t quite under-
stand why virtualization of the network – changing how the 
network is fundamentally managed and provisioned in real-
time – hasn’t kept pace with the virtualization of servers. For a 
network person (again invoking my bias), carving up packets 
on the wire, and even the wire itself, is so much easier than 
carving up physical resources like CPU and RAM. Is the prob-
lem as trivial as none of the networking vendors have taken 
that leap yet to redefine how data traverses the network? Are 
we simply waiting for a network vendor to step up and start 
slicing and dicing data on the wire on par with what we’ve seen 
from VMware, Microsoft, and Citrix for data on the bus?    IT

Alan Murphy is technical marketing manager of management and 
virtualization solutions with F5 Networks (www.f5.com).

From the very first production-

ready virtual platforms, the 

network has been something 

that is plugged into, something 

that is accessed and used, rather 

than managed appropriately as 

an entire solution.
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UC Unplugged

Top Three Objections to Unified Communications and 
How to Overcome Them

By Mike Sheridan

Unified communications deployments are 
on the rise, with compelling data on re-
sulting productivity benefits and operating 

efficiencies. But within some organizations, executive or de-
partmental objections may be holding back implementations. 

If your company is locked in a holding pattern, the answers 
to three of the most common objections to deploying a UC 
strategy may be just what you need to gain consensus.

“How will I get users to adopt the technology?”
The rate of unified communications adoption drives UC 
return on investment. So, it’s critical to create an adoption 
path that eliminates the burden users often associate with new 
technology and provides opportunities for users to embrace 
easily UC and quickly see productivity benefits.  

A pilot deployment designed to help an organization un-
derstand user requirements is a key step in a well-planned 
strategy. A good pilot plan helps prepare employees, and 
also helps to create evangelists who often quickly reach 
an “aha moment” that makes them wonder how they ever 
lived without UC capabilities. For companies that may 
not want to implement the full UC stack initially, start-
ing with instant messaging and presence can be a founda-
tion that allows users the ability to get acquainted with 
the technology.  Initial and ongoing training, through the 
likes of manuals, tip sheets or online training, also are 
vital in driving user adoption.  

“This technology is new and unfamiliar. I’m not sure 
I’m willing to make a change.”
Many companies already have deployed unified communica-
tions solutions and are enjoying significant employee produc-
tivity and business process improvement benefits. Some are 
even planning to extend UC and collaboration capabilities 
beyond their own employees and enterprise to collaborate with 
their vendors and customers.  

For new implementations, a voice pilot is a great way for 
organizations to gain working knowledge of the capabilities 
and features, as well as the business process, productivity and 
investment benefits.

“I already have technology investments, like a 
recently deployed PBX. Why move to UC?”
Unified communications is not an all or nothing propo-
sition. But not all vendors deliver an open standards 
solution that integrates easily with incumbent technology. 
UC vendors with open platforms are not tied to any one 
specific voice infrastructure and don’t require organiza-
tions that implement their solutions to replace existing 

voice technologies initially. Existing voice infrastructure 
components, such as PBXs, can be integrated with non-
proprietary UC solutions and continue to be utilized until 
fully depreciated or until the end of lifecycle. 

The key is to have a well planned implementation that lever-
ages existing technology investments, while adopting the UC 
components that make the most sense for your organization in 
the near term. Additional capabilities can be deployed as part 
of a longer term roadmap for seamless integration among ap-
plications in the future.

For some companies, it’s about specific capabilities. UC is a 
key advantage for companies with remote or highly dis-
persed workforces. Organizations can much more easily and 
cost effectively service and empower the mobile, home or 
small office worker through UC telephony than traditional 
modes. Companies that do choose to replace their PBXs 
with an initial deployment  also can eliminate significant 
costs of Web conferencing services and audio conferencing 
bridges that PBX users incur. Often, the cost savings from 
these services alone pay for a full deployment in a matter of 
a couple of months.

Like any new and unfamiliar territory, it’s only natural to 
be hesitant to make the leap forward. The important les-
son here is that unified communications is paving the way 
for the future, and the capabilities and functionality are 
here to stay.    IT

Mike Sheridan is  executive vice president of worldwide sales with 
Aspect (www.aspect.com).

If your company is locked 
in a holding pattern, the 
answers to three of the 

most common objections 
to deploying a UC strategy 
may be just what you need 

to gain consensus.
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Ask the SIP Trunk Expert

IP Communications and the Gulf Disaster

By David Byrd

As we reflect on the disaster unleashed by 
British Petroleum in the Gulf of Mexico, I 
wondered about the role of IP communi-
cations in the event. Certainly, the reason 

that I can see the oil gushing out of the earth is because of 
the Internet. Most of what I read about the tragedy comes via 
Internet news sites and other IP sources. But, what role on a 
daily basis does the technology play?

I would be surprised if smartphones were not in use by BP, its 
contractors, volunteers, state and local officials to schedule daily 
work activity, document where the oil is approaching shore or 
creating havoc on various forms of wildlife. Moreover, given BP’s 
size and financial resources, I am certain that the company em-
ploys unified communications to support its daily business prac-
tices and processes. The company probably uses Skype to make 
international calls between the U.S. and the U.K. BP employees 
certainly will find it easier to use e-mails and IM to contact each 
other and provide updates as to their progress or lack thereof. 
And I am sure that when escalation is required, transitioning 
from an e-mail to IM to VoIP is not uncommon.

The role of IP communications in this case is broad based. 
It is supporting the delivery of information to interested 
parties such as me. It is supporting the role of those re-
sponsible for the cleanup, such as BP, its contractors and 
volunteers. Finally, it is supporting the financial needs 
of businesses and people who are facing closure and the 
loss of their jobs. Today, IP communications is applied in 
nearly every aspect of our lives.

As the industry pushes the concepts and value proposi-
tions associated with VoIP and SIP trunking, I would be 
remiss if I did not remind all of you that we use this data-
centric technology to accomplish an incredible number of 
tasks every day. Internet protocol is not a solution, but it 
enables numerous applications, services, products and pro-
cesses. At some point, the final solution to shutting off the 
spill will probably be an action initiated by a command 
sent over using IP.   IT

David Byrd is vice president of marketing and sales at Broadvox 
(www.broadvox.com).

Are Your E911 Vendors Participating in NG911 
Standards Development?

As the National Emergency Number As-
sociation continues to lead the way toward 

the replacement of our existing national emergency communi-
cations network with a new IP-based network called NG911, 
organizations that operate multi-line telephone systems are 
being advised to make sure the vendors they work with today 
to manage their E911 location information and route 911 calls 
are participating in the process and embracing the new next-
generation standards.

NENA is particularly encouraging government organizations 
and their consultants to add questions related to participation 
in the Industry Collaboration Event, or ICE, process to any 
RFI or RFP they develop. The recently completed ICE 2 event 
is the latest example of the process in action as 19 vendors, 
including RedSky, came together to participate in interoper-
ability testing to ensure their products, developed with the new 
NG911 standards, actually work together as intended.

This testing is a critical part of the standards development 
process and offers the best way to ensure that E911 solutions 

purchased by enterprise, education and government organiza-
tions perform as advertised when implemented. 

Beyond NENA’s recommendation, I always advise organi-
zations in the process of making a decision on an enter-
prise E911 solution to ask their vendor for details on how 
their solution is designed to meet the emerging NG911 
technical specification, commonly referred to as i3. Probe 
their understanding of these standards or face the risk 
of investing in a solution that might become obsolete or 
require expensive modifications when the new standards 
are implemented.

This same advice holds true for organizations that choose a 
provider offering E911 as a service via a cloud-based solution.  

The next ICE event is scheduled to take place in the fourth quarter 
this year. Make sure your E911 vendors are participating.   IT

Nick Maier is senior vice president of RedSky Technologies 
(www.redskyE911.com).

E911 Watch

By Nick Maier
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Is Your Physical Infrastructure
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Needs of Your Data Center?

As consolidation, virtualization and automation become

more widely adopted to increase data center efficiency 

and agility, the elements of power, cooling, resource 

utilization, and transmission speed become a very 

important part of the processes to operate data centers. 

This makes physical infrastructure management tools, in

conjunction with existing system software management

tools, critical to support the changing needs of your 

data center.

Panduit’s Physical Infrastructure Manager™ (PIM™) 

Software Platform and intelligent PanView iQ™ (PV Q™)

System Hardware work together to provide continuous,

local and remote visibility of data center connectivity, 

power usage, and environment thresholds within a data

center...in real-time. 

This end-to-end, physical to logical view of the network

enables complete data center infrastructure management

to minimize downtime, improve overall infrastructure 

agility, and reduce costs.
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Public discussion of HD voice has been high 
on opinion and low on hard evidence. But 
earlier this year Skype, which has the biggest 
wideband-enabled voice network in the world, 
released some real-world numbers showing 

that phone calls last longer when the sound quality is better.

The numbers are based on hundreds of thousands of Skype 
calls made between November 2009 and January 2010, both 
voice only and video calls. The experiment recorded the dura-
tion of the call, the codec, the available bandwidth, and the 
caller’s opinion of the sound quality on a scale of zero to five. 
The sound quality opinion was gathered by a pop-up question 
after the call. Since this is Skype, and the majority of the calls 
were video calls, I assume the calls were mainly personal.

The lowest quality calls used the G.729 codec, and the highest qual-
ity calls used the super wideband mode of Skype’s SILK codec.

The big takeaway is that there is a roughly linear 
relationship between perceived audio quality and length  
of call, ranging from an average of 22 minutes at an 

average sound quality of 3.4, up to 31 minutes at a sound 
quality of 3.9.

This is a huge difference, and the size of the sample makes the 
result practically incontrovertible. For service providers that bill by 
the minute, improving sound quality would lead directly to higher 
revenues. This may be part of the motivation behind Orange’s 
move to deploy wideband audio on its wireless networks.

But for subscribers the lessons are a little more subtle. Is it better to 
spend more time on the phone? On a business call you don’t want 
to waste time, so one might think it desirable to aim for a shorter 
call. I hypothesize that the calls are longer because higher quality au-
dio is less fatiguing. Audio processing takes massive computational 
power. When one is trying to follow a poorly-audible conversation 
it taxes those unconscious parts of the brain that do audio process-
ing. If this is so, then there is a clear benefit to HD voice on business 
calls: better comprehension and less fatigue will lead to better results 
and perhaps less time wasted on the phone.    IT

Michael Stanford has been an entrepreneur and strategist in VoIP 
for more than a decade. (Visit his blog at www.wirevolution.com.)

By Michael Stanford

Return on Investment for HD Voice

Packet Voice Over Wireless

The Unified Data Center Fabric is Ready 
Do You Have a Migration Strategy?

Through recent tech-
nology developments, 
broad manufacture 

support and ratification of protocols by 
standards bodies, it is clear now that we 
can consolidate our data and storage area 
networks into one unified data center fabric. 
Savings come from the ability to transport 
fibre channel traffic over new networking 
components that support lossless Ethernet. 
This functionality, fibre channel over Eth-
ernet, means that enterprises can halve their 
SAN and network infrastructure costs by 
combining SAN and LAN functions into 
one network.

Components such as network switches, 
server adapters and cabling are consolidated; 
this also results in a significant decrease in 
space, power and cooling costs.

Has your organization developed a migra-
tion strategy for unified data center fabrics?

If you haven’t because you think the tech-
nology is too risky, be aware that FCOE 
uses the same fibre channel storage technol-
ogy you currently use. With the standards 
completed and all manufacturers supporting 
the technology in a wholesale fashion, now 
is a good time to understand its economics 
and develop a risk adverse migration plan.

You may also think that your server manu-
facturer doesn’t support FCOE at this 
time. But chances are good that they do. 
Brocade, Cisco, Dell, Emulex, HP, IBM, 
Intel, QLogic and Sun recognize FCOE’s 
major potential. Developing a migration 
strategy now will help your organization 
sift through the current vendor jockeying 
and provide the proper context for your 
organization’s migration plan.

Some organizations are also grappling 
with which infrastructure group should be 

chartered to own the planning. However, 
unified data center fabrics provide the op-
portunity for your infrastructure groups to 
collaborate in a way that benefits them all. 
Server, network and SAN personnel must 
coordinate to arrive at the architecture plan 
that best suits your organization. Be cogni-
zant that biases may be present; delegation 
of this project should be given to someone 
who can rise above these biases.

There’s also that argument that you’re plan-
ning to plan, but just haven’t had the time to 
start. Begin with the financial modeling. A 
basic financial model that includes a migra-
tion strategy can be developed in about three 
months. Major infrastructure purchases now 
may preclude your ability to migrate to a 
unified data center fabric in the future.   IT

Ron Jackson is a network product manager 
at Forsythe (www.forsythe.com).

Integrator’s Corner

By Ron Jackson
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By Hunter Newby

VoIP Peering – The Rise of the Enterprise Session Border Controller

In this ever-evolving industry, VoIP 
peering has gone from non-existence and 
then existence, but complete obscurity to 

understood and applied, but not widely publicized. All of that 
is now changing with not only the introduction, but also the 
expansion of session border controllers for the enterprise. 

These SBCs are special because of their feature set catering to busi-
ness users with high-class needs, but no engineering staff on hand to 
work full time on the issues. In addition, they mark a turning point 
in the positioning of VoIP peering from being a carrier-implement-
ed function to something geared toward the enterprise itself.

Leading the way with this new direction is AudioCodes. As a 
recent announcement stated the company is, “Addressing the 
demand for integrated security and connectivity for SIP trunk-
ing services for small, medium and large enterprises.” This is 
quite a statement. It projects that there is in fact demand for 
SIP trunking across all business sizes and, more importantly, 
they are all becoming VoIP peering-enabled. As this happens 
the inevitable is set in motion – enterprise VoIP peering.

These SBCs help to resolve many of the issues that plague all im-
plementations, but none being more difficult to overcome than 
establishing a standard. Through AudioCodes’ success it will, in 
essence, be creating its own distributed VoIP peering platform. 
If an enterprise can establish a SIP trunk to a VoIP carrier, then 
why couldn’t it do the same with another enterprise?

Although it all sounds glorious, SIP trunking can become very 
tedious when one network operator must deal with a dozen or 
more other networks. There are not really many people with the 
dedicated function of VoIP peering coordinator within an enter-
prise, but these people do exist on a full-time basis within carriers. 
Their overhead can be sustained since carriers are in the business 
of making money from the network. In an enterprise, no matter 
how vital communications systems are, they are an expense. 

Haim Melamed, director of corporate and channel marketing 
at AudioCodes, had this to say about VoIP peering and Audio-
Codes’ enterprise offering: “AudioCodes sees VoIP peering as an 
important trend in the VoIP space, allowing more efficient and 
cost-effective communications. Our media gateways, multi-ser-
vice business gateways and enterprise session controllers support 
the easy configuration of connections to multiple PSTN as well 
as SIP trunking providers, as well as direct VoIP peering between 
enterprises. The new E-SBC line makes it easier to securely and 
transparently connect to anybody you want to peer with. As SIP 
trunking becomes more and more popular within enterprises 
worldwide, VoIP peering is also becoming a real option.”

On the other hand, the flat and/or very low tariffs of national, and 
in some cases international, calls via PSTN and SIP trunking service 

providers make the efforts of configuring and securing direct VoIP 
peering between enterprises redundant for many IT managers. One 
must remember that direct VoIP peering between enterprises cannot 
scale to connect to everybody. It is a viable solution for connecting 
to other enterprises that are connected to your business. When the 
call volume is very high, and the business relationship is very close, 
one can benefit from direct VoIP peering. In all other cases, enter-
prises tend to use the service providers for their calls.

A good example of a very successful VoIP peering environment 
is Microsoft OCS. With Microsoft OCS it is very easy to peer 
(federate) with other enterprises. AudioCodes products enable 
something very similar. 

How, then, do the enterprise users take full advantage of SIP 
trunking capabilities for VoIP peering on a multi-lateral basis? In 
the same way the carriers do today – through an ENUM registry. 

The ENUM registry is a central repository of the endpoint iden-
tifiers, in this case transposed telephone numbers that look like 
IP addresses, and it allows for the look-up of an endpoint for the 
establishment of a SIP session. There are a few very well- known 
ENUM registries in the world, and they are well served by the 
advances made by companies such as AudioCodes, as the two 
components almost function optimally as one on a certain level. 
This seems to be a missing piece of the puzzle. The piece exists; 
it just does not seem to be in this particular box.

Perhaps AudioCodes should make its enterprise users aware of 
ENUM and ENUM registries so as to facilitate their peering with 
each other. Maybe AudioCodes should introduce its enterprise 
customers to each other through its own hosted ENUM registry. 
It could be a sort of enterprise social network that allows businesses 
to link with each other if they have a cause to do so – reducing the 
phone bill. That would probably drive an even greater adoption rate 
and accelerate the evolutionary process of TDM to IP for voice.   IT

Hunter Newby is CEO of Allied Fiber (www.alliedfiber.com).

VoIPeering 

E-SBCs mark a turning point 

in the positioning of VoIP 

peering from being a carrier-

implemented function to 

something geared toward 

the enterprise itself.
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My name is Edward Lee and I run a small business. It’s a big deal to me. And 

having a successful business means being able to do business more 

efficiently than your competition. You have to think faster, act faster, and 

respond faster. You have to communicate faster. 

That’s why NetVanta UC is such a powerful tool for 

my business. 

With the Find Me/Follow Me feature from 

NetVanta UC, I never worry about 

missing a call or an opportunity 

for new business.  Even at the 

airport, waiting for a flight, I can 

have messages sent directly 

to my cell phone. I can see a 

faxed purchase order and 

immediately send it to my 

contracts department via email. I can do 

this all before my flight takes off – just as 

easily as if I was sitting at my desk in the 

office. NetVanta UC ensures that I not only 

run my business but I grow my business – and 

that’s a big deal.

My NetVanta® UC Story.

EN918A041510IT

E
d

w
ar

d
 L

ee
 is

 a
 p

ro
m

o
ti

o
n

al
 r

ep
re

se
n

ta
ti

o
n

. A
ct

u
al

 c
as

e 
st

u
d

ie
s 

av
ai

la
b

le
 a

t 
ad

tr
an

.c
o

m
/U

C
_D

O
C

Visit us on:

Discover ADTRAN’s Big Deal for Small Business and get a complete VoIP 
communications system with NetVanta UC for less than $99 a month.* 
 
Find your Big Deal at www.adtran.com/UC_SMB

*Includes NetVanta 7100 with UC. Based on lease price of $3,695 or $98.88 per month with approved credit. Some restrictions may apply. 

http://www.adtran.com/UC_SMB*Includes
http://www.tmcnet.com/redir?u=1003812
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Special Focus

Video is everywhere, whether you’re looking at the home, the 
office or the mobile device.

Telcos in recent years have looked to home video services, often 
based on IPTV technology, as a way to complete their product 
bundles and counterbalance some of their losses on the residential 
wireline side. Meanwhile, the cable companies and DBS outfits have 
expanded their video offerings and capabilities on various fronts. 

Video is also moving in new directions as both over-the-top and 
traditional service providers introduce services that offer more 
flexible video experiences, such as the ability to view content from 
a wider range of devices and locations. That sometimes involves 
video platforms and services that support mobile video. Indeed, 
mobile video is the fastest growing segment in the cellular arena.

And while the role of video is certainly growing in many of our 
personal lives, it’s also expanding on the business front. Ac-
cording to Steve Vonder Haar, research director and founder 
of Interactive Media Strategies, despite the dampening effects 
of the recession in recent months, spending on business video 
equipment and services expanded at a 15 percent rate in 2009, 
reaching $531 million for the year.

In light of the growing focus on video/IPTV services and products, 
INTERNET TELEPHONY is proud to announce the winners 
of its IPTV Excellence Awards. This year’s award recipients include 
Harmonic, for its Harmonic ProStream 4000; Vantrix, for the Van-
trix Media Broadcaster; and VBrick Systems Inc. for the VBrick En-
terprise Media System. Below is a brief description of each product.

The Harmonic ProStream 4000
The ProStream 4000 multi-screen transcoder from Harmonic 
offers real-time transcoding of MPEG-2 and MPEG-4 AVC 
content for applications such as Internet TV, 3G/4G mo-
bile TV and broadcast mobile TV services. It is capable of 
transcoding as many as 16 channels simultaneously while 
maintaining excellent video quality. 

The ProStream 4000’s all-IP architecture enables seamless, 
low-cost integration into existing head-end gear. And its flex-
ible software allows for easy future codec upgrades. 

Other features of the solution include its high-performance, 
high-reliability Flash memory-based server architecture; high 
density; interoperability with a wide range of streaming serv-
ers, cell phones, PC media players and IP-based set-top boxes; 
support for Apple HTTP live streaming for iPhone 3.0, and 
Microsoft live smooth streaming for Silverlight; the ability to 
transcode any HD input into 720P/60fps video outputs; and 
integration into the MediaPrism Convergence suite.

The Vantrix Media Broadcaster
The Vantrix Media Broadcaster adapts the bit rates and 
formats of video and audio streams to enable wireless service 
providers to reach the greatest number of end user devices and 
address changing network conditions. 

The product supports such applications as video streaming, 
mobile TV and radio, video and audio on demand, video 
sharing, user-generated content, video alerts, video telephony, 
video surveillance, and video ad insertion.

Vantrix Media Broadcaster is a bundled solution of two individual 
products that can be offered separately and integrated within a 
media delivery chain. One of those products is the Vantrix Stream 
Optimizer, a live media adaptation engine that performs ingestion 
of live streaming content, adaptation based on device capability 
and network congestion, and packaging for streaming by a stream-
ing server. The other product is the Vantrix Media Streamer, a 
high-performance streaming engine that ingests pre-encoded 
media, can do packet duplication if necessary, and supports SBRA 
(3gpp compliant static bit rate adaptation) and streaming.

The VBrick Enterprise Media System
The VBrick Enterprise Media System is an IP video commu-
nications platform that provides the user interface, scheduling 
and administrative control, as well as a media management 
engine that guarantees a top drawer video experience.

The solution includes an end user viewing portal, rich-media 
presentation delivery, a broadcast and recording scheduler, 
an interactive channel guide, an intelligent video networking 
engine, and system administration. 

The VEMS platform tightly integrates into the IBM Lotus 
Sametime Unified Communications and Collaboration suite, 
providing instant access to live and on-demand IP video 
content from the Sametime client. That means Sametime users 
now have convenient access to live TV channels, allowing key 
employees to monitor selected commercial TV channels and 
to tune in to local broadcasts such as a CEO address, training 
program, regulatory compliance training, and more.    IT

TMC’s INTERNET TELEPHONY Congratulates 
IPTV Excellence Awards Winners

By Paula Bernier
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Internet Security Outfit Seeks Channel Partners

By Paula Bernier

Give us some history on 
BitDefender. When and how did the 
company get started?
Alston: BitDefender was founded in 
2001 in Bucharest, Romania. The 
company made its entrance [into] 
the international market by opening 
offices in Germany, Spain (2003), 
U.S. (2004) and the U.K. (2006) 
and continues to expand globally 
by strengthening its position with a 
series of strategic partnerships and 
entrance into the Asian market. At 
the end of 2007, BitDefender received 
an investment to support its global 
expansion and advance its leadership 
position in the anti-virus software 
and data security industry. The 
investment group is part Romanian, 
part American, and it has substantial 
investment experience in the region 
and in the IT sector.

What exactly does BitDefender  
sell to whom?
Alston: BitDefender sells client-side 
business security products that protect 
an organization’s most critical busi-
ness assets – from the gateway to the 
network core. These products are avail-
able to small, medium and enterprise 
businesses and offer advanced anti-
malware technology with easy deploy-
ment, automatic updates, and near 
zero management.

BitDefender recently announced a 
new channel program. What kind of 
channel partners are you looking for?
Alston: BitDefender is currently 
recruiting new partners that have a 
track record selling security solutions, 
have strong technical resources, and 
are available to participate in techni-

cal and sales training. BitDefender 
offers co-marketing programs, lead 
assignment, 100 percent margin 
on the first BitDefender sale (up to 
200 nodes), and free over the phone 
technical support for installations 
and maintenance. On the product 
side, for our channel partners we 
offer a variety of individual offerings 
and business solution suites that can 
be tailored to individual customer 
networks to offer protection for 
multiple platforms and services at a 
more cost effective price. 

How do commissions work?
Alston: BitDefender’s OnTarget 
partner program has three levels of 
partnership: gold, silver and bronze. 
The qualifications for each level 
vary according to monthly sales, 
annual sales commitment, and sales 
and engineer committed resources. 
The partners at a gold level benefit 
from 40 percent to 60 percent sales 
margin, account manager assigned 
to partner, 3 percent coop funds, 
access to BitDefender University, and 
free training. The silver level partner 
enjoys similar benefits but lower 
percent margins (35 to 45 percent) 
and coop funds (2 percent). And the 
bronze partner receives 30 percent 
sales margins and an assigned  
account manager.
 
How does BitDefender differentiate 
itself from the competition?
Alston: BitDefender has three unique 
features that separate its security 
products from the rest of the market. 
B-Have is a heuristic analyzer in every 
BitDefender product that creates a 
virtual environment in which pieces  

 

of code can be run in a contained envi-
ronment. Based on the behavior of the 
code, BitDefender can determine if it 
constitutes a threat. This technology of-
fers additional protection from emerging 
threats and gives BitDefender the highest 
detection rate in the current market.
BitDefender’s Management Console 
is totally parameter driven and allows 
the product to be configured to com-
ply with any given security policy an 
organization might require. 
[Additionally,] BitDefender’s product 
has one of the lightest footprints in the 
market. Unlike most of its competitors, 
it requires minimal resources even when 
scanning or updating. If for any reason 
you need to restrict the use of system 
resources even further, the product 
provides functionalities that allow you 
to define the level of resources it should 
use. In other words, in an environ-
ment with limited hardware, you might 
prefer that the security solution takes a 
little longer to perform a task but uses 
less resources.    IT

BitDefender, which provides Internet security solutions, recently intro-
duced a new channel program. INTERNET TELEPHONY inter-
viewed Keith Alston, channel sales director for North America at the 

company, about it.

BitDefender's Keith Alston
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So You Want to Be an Agent

With rampant layoffs at telecom compa-
nies, many former employees are opening 
up telecom agencies. There’s little barrier 
to entry. Job hunting seems challenging 

today. Being an agent looks easy and lucrative.

One thing to remember is that channel managers deal with the 
successful agents more often than the unsuccessful ones. My 
guess is that for every three agents, only one is successful. And 
by that I mean making sales monthly.

I get phone calls from former mortgage brokers who now want 
to be agents. “It’s kind of the same thing, right?” 

It is if you are going to be a Bell-head selling on price. Sign up with 
a few master agents and start that quote machine pumping away. 
Even then, you will find that being an agent means being like a 
shark; that is, being constantly moving. ABC: always be closing. 

Agents today have to know a lot about what we are selling, 
especially as the services migrate to all IP. When it was all 

TDM replacement services, maybe anyone could have made 
a living as an agent. But it’s more challenging today with 
declining telecom spending, a mix of service offerings and a 
plethora of competitors.

There’s also the issue of what do you sell, from what carrier, 
and to whom? In other words, what’s your plan? When 
I started in 1999, a niche target was picked to match a 
specific set of services to that niche. I have had to evolve 
since then to stay relevant to my client base. Today, vertical 
marketing still works, but picking the service and carrier is 
daunting for anyone, especially for VoIP services. 

The answer for some is to pick a good master agency, 
which can teach the ropes. Today, with social networks,  
a newbie can get referrals for masters, carriers, and  
service offerings. With TCA, the agent will soon be able to 
get certified.    IT
 
Peter Radizeski is head of telecom consulting agency RAD-
INFO Inc. (http://rad-info.net/).

By Peter Radizeski

On Rad’s Radar

http://tmcnet.com/34413.1

Reseller Graybar Gets STAR Power
Graybar Electric Company Inc. has 
joined the Fujitsu Strategic Authorized 
Reseller, or STAR, program. Graybar 
has almost 240 distribution facilities. 
With these, the company offers distri-
bution proficiency for Fujitsu FLASH-
WAVE optical networking solutions 
and professional services. 
http://us.fujitsu.com/telecom

www.graybar.com

http://tmcnet.com/34414.1

Momentum Launches Offering for 
VoIP Resellers
A provider of private label digital 
voice service to cable operators and 
municipalities across the United 
States called Momentum has launched 
a full service operations support 
service and managed services offer-
ing for the VoIP reseller marketplace. 
The company’s new solution includes 
Web-based software that can provi-
sion, manage and monitor all services 
related to cable modem deployments. 
The network management services 

include a 24/7 help desk and network 
operations center support.
www.momentumwholesale.com

http://tmcnet.com/34415.1

South African VAR Gets to AvePoint
An IT custom software development 
and consultancy services provider in 
South Africa called 3fifteen has become 
a value-added reseller of AvePoint solu-
tions. AvePoint provides infrastructure 
management software solutions for 
Microsoft SharePoint. The company’s 
DocAve Software Platform offers more 
than 25 independently deployable 
modules for SharePoint data protection, 
administration, compliance, migration, 
reporting and storage optimization.
www.avepoint.com

www.3fifteen.co.za

http://tmcnet.com/34416.1

ACT, AB&T Stay Hitched
ACT Conferencing has extended 
its contract with AB&T Telecom, a 
national telecommunications master 
agent headquartered in Gaithersburg, 

Md. AB&T works with 500-plus 
value-added resellers, agents and 
consultants across the U.S. to deliver 
voice, data, SaaS , Internet and wire-
less network solutions to business and 
government customers. The company 
is launching a series of education and 
training initiatives to enable AB&T 
reseller partners to even more ef-
ficiently offer ACT Conferencing 
services to their customers.
www.abttelecom.com

www.actconferencing.com

http://tmcnet.com/34417.1

Round Table Invites Master  
Agent Participation
Cloud Services Round Table, a project 
that provides broadcasts, podcasts, 
and supporting materials related 
to cloud services, announced that 
Limitless Technology, a Florida-based 
master agent brokerage for technology 
products and services in communica-
tions, joined them as a new member. 
www.cloudroundtable.com

www.limitlesstechnology.com
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UC Will Play an Integral Role in Enterprise Mobility

The desire for better enterprise mobility 
is often cited as a core driver for unified 
communications deployments. As the needs 

for greater productivity and access to information increase, 
companies are leveraging mobility strategies to make employees 
and business communications more efficient. Mobile unified 
communications is the next step toward enterprise mobility, im-
proving communications for a continually changing workforce.
 
The North American workforce is quickly changing into a 
labor pool of knowledge workers –people who contribute to the 
bottom line by consuming, managing and processing informa-
tion from various sources. As the marketplace continues a global 
expansion, more workers will spend more time away from their 
desks – whether in the building or on the road – yet still need 
to communicate in real time, anytime, from any location. To 
improve employee productivity, companies will need to equip 
workers with the mobile technology that keeps them connected 
to the people and information they need at all times.

Mobile UC is the next step in the evolution of business com-
munications. With wireless technology becoming more secure 
and reliable over the past decade, enterprises are more confi-
dent about extending UC beyond the desktop. With mobile 
UC, users can consolidate and control multiple methods of 
communication from a single application that provides a simi-
lar experience on both fixed and mobile networks and devices.

A few short years ago, the idea of mobile UC faced numerous 
barriers. Smartphones, for example, were capable of running many 
of the day-to-day applications on which employees have come to 
depend. Many of them, however, had then and still have today 
closed models that are not compatible with multiple operating 
systems, requiring vendors to develop against numerous models. 
However, with the introduction of the iPhone and Android-based 
touch-screen devices, the mobile Web has exploded in popularity. 
Mobile UC and collaboration over the Web is now a viable option 
as mobile UC apps are already available from numerous vendors. Of 
course, users still are limited to the reliability of the carrier network, 
but this should improve as operators continue to invest in networks.

With this progression, companies can do more to move their 
business mobility initiatives forward. Begin by adopting a 
standards-based, open architecture, communications platform. 
With many elements surrounding enterprise mobility still yet 
to be determined, an open architecture puts the enterprise in 
a position to better respond to however things may shake out. 
Open architecture solutions can be easily integrated into other 
systems. They also allow companies to use standards-based 
components to design a solution that specifically meets their 
needs now and as new options become available in the future.

With new technologies and applications emerging at an unprec-
edented rate, it is imperative to partner with solutions providers 
that are expertly versed in integration. While the solution itself is 
obviously important, enterprises get more value from manufactur-

ers and solution providers that are capable of bringing together 
a number of disparate UC, telephony and wireless components. 
The best system integrators will have a team of engineers and 
technicians with a proven ability to create a single, end-to-end 
solution customized for a company’s specific environment.

While the manufacturer or solution developer is obviously impor-
tant, system integrators should have a team of experienced engineers 
and technicians capable of bringing a number of disparate UC, 
telephony and wireless solutions together for a single, end-to-end 
solution. The best integrators have expertise in both interoperability 
and in use of APIs and toolkits to customize new mobile UC solu-
tions for a company’s specific environment. They also have custom-
ers who can vouch for their experience, and the financial stability to 
ensure they will be around now and in the future. 

Not all mobile corporate users are the same; and an effective 
mobile UC strategy recognizes diverse needs. Since effective 
communications is a prerequisite to business-process efficiency, 
consult with customers on a mobility strategy that focuses on 
employees based on their specific role within a specific business 
process. By analyzing and profiling employees at a more indi-
vidual level, companies implement the mobile solutions that 
best meet the needs of both the organization and its workforce.

As the concept of work becomes more of an activity vs. a place, 
companies are motivated to make mobility an integral piece 
of its technology strategy. Unified communications will be a 
key ingredient to improving mobility within the enterprise. 
Companies can take a number of measures to better prepare 
now and as enterprise mobility evolves over time.    IT

Jay Krauser is general manager and senior technology strategist for 
NEC Corp. of America (www.necam.com).

By Jay Krauser

The Channel Perspective

Mobile UC and 
collaboration over 
the Web is now a 

viable option as 
mobile UC apps are 

already available from 
numerous vendors.
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http://tmcnet.com/34426.1

OAISYS Reconstructs Experiences

When done correctly with the right tools 
you can recreate virtual experiences such 
as on 911 calls and customer complaints. 
Those features, along with associating exten-
sion information and account codes to calls 
and ShoreTel integration, are in the new, 
version 6.2, release of OAISYS’ Talkument 
and Tracer software solutions, which are 
now available for early-adopter field trials. 
www.oaisys.com

http://tmcnet.com/34427.1

ICUNOW Enables Free Video,  
Web Conferencing
AdriaComm LLC has launched online 
meeting software, ICUNOW, which is 
available for free to end users who want 
to utilize the Internet for videoconfer-
encing and web conferencing, but find 
Skype limited in its offering and taxing 
of computer resources. ICUNOW can be 
used to conduct meetings with a limitless 
number of users. It also delivers multi-
polling voice and application sharing. 
www.adriacomm.com

http://tmcnet.com/34412.1

Damaka Extends Mobile UC&C  
to BlackBerry
Mobile unified communications and 
collaboration provider Damaka has an-
nounced the launch of its UCC product 
suite for BlackBerry devices. The solution 
enables laptop users and BlackBerry users 
to share PowerPoint applications across the 
different platforms. Without an additional 
boost like Damaka, BlackBerry can only 
do “certain basic things,” according to the 
firm, which says its new app makes it easier 
to share both PowerPoint and other data-
intensive enterprise applications. 
www.damaka.com

http://tmcnet.com/34424.1

Toshiba Partners with TELoIP
TELoIP Inc., a wholly-
owned Canadian Technology 
Company, has announced the 
certification of interoperability 
of its SIP trunking services 
with Toshiba’s Strata CIX 
40/100/200/670/1200 IP busi-
ness communication systems.
www.teloip.com

www.toshiba.com

http://tmcnet.com/34425.1

8x8 Reports 1Q Results
Posting its fifth consecutive profitable 
quarter, business communications pro-
vider 8x8 Inc. announced its financial 
operating results for the first quarter 
of fiscal 2010, which ended June 30. 
Company officials said total revenue for the 
first quarter of fiscal 2011 was $16.8 million, 
compared to $15.9 million for the previ-
ous quarter and $15.6 million for the same 
period of fiscal 2010, an increase of 6 percent 
sequentially and 8 percent year over year. 8x8 
ended the quarter with a total of $18.1 mil-
lion in cash and cash equivalents. 
www.8x8.com

http://tmcnet.com/34428.1

BT, Polycom Enhance OCS Offer
Partners BT and Polycom Inc. have en-
hanced their suite of end-to-end, enterprise-
class services and solutions based on current 
and future releases of Microsoft Office 
Communications Server technologies. At 
Microsoft’s Worldwide Partner Conference 
2010, the companies announced a range 
of solutions building on BT’s established 
“UC Ready” networked IT, voice and 
professional services for implementations 
of Microsoft UC technologies designed to 
be deployed on scale and on a global basis. 
Likewise, Polycom profiled for the first time 
several enhanced capabilities of its new CX 
IP phones via native integration with Mi-
crosoft Communicator “14,” Polycom’s new 
CX IP phones deliver a more affordable, 
rich unified communications experience.
www.bt.com/aboutbt

www.polycom.com

http://tmcnet.com/34430.1

Alert Logic Awakened at Internap
Internap, an Internet products and services 
company, has announced it will enhance its 

managed hosting portfolio with Alert Logic’s 
comprehensive cloud-based security services. 
Alert Logic says its patented solutions are the 
smartest choice for over-regulated businesses 
with underfunded IT departments charged 
with securing networks and ensuring compli-
ance. Alert Logic’s cloud-powered managed 
solutions combine intrusion protection, 
vulnerability assessment, log management 
and 24/7 threat surveillance. 
www.alertlogic.com

www.internap.com

http://tmcnet.com/34429.1

Telstra to Sell Mitel Down Under
Mitel, a global provider of unified commu-
nications software solutions, has announced 
a direct partnership with Australian tele-
communications and information services 
company Telstra to deliver Mitel portfolio 

of unified communications solutions to Tel-
stra customers in the region. The products 
covered under the agreement include Mitel’s 
line of software, applications and hardware 
offerings. As Mitel’s first Premiere Solution 
Provider in Australia, Telstra is now able 
to bundle Mitel offerings to customers via 
both direct and indirect channel options, 
the company said.
www.mitel.com

www.telstra.com.au
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Social Web Meetings Offered by GC

Global Crossing has launched Web Meeting 11, which it says 
can significantly increase participant interaction, event record-
ings and promotion through direct interfaces with social media 
Web sites like Facebook and Twitter. For more on this kind 
of service, see the story at the above link and/or the July cover 
story of INTERNET TELEPHONY, which can be accessed at 
http://tmcnet.com/34440.1

http://tmcnet.com/34434.1

Google Launches Broadband Site
Back in February, the search engine giant Google announced its 
plans to build “experimental, ultra-high speed broadband net-
works.”  And, according to Google officials, over the past few 
months the company has received and reviewed nearly 1,100 group 
responses, in addition to nearly 200,000 responses about the project 
from individuals in the U.S. Now Google has launched a site called 
Google Fiber for Communities, where users can learn more about 
fiber networks and keep up-to-date on Google’s project. 
www.google.com

http://tmcnet.com/34435.1

Report Notes Slowing FiOS Subscriber Growth
Verizon Communications, in reporting its financial results, re-
cently noted that in the second quarter it continued to add FiOS 
customers, reporting 196,000 net FiOS Internet and 174,000 
net FiOS TV customer additions in the quarter. But a story on 
The Wall Street Journal’s online site says that despite these gains, 
the growth rate for the much-vaunted fiber-to-the-home-based 
services has slowed significantly from the same quarter in 2009, 
when Verizon added 300,000 FiOS TV users. The company has 
recently made some bold moves in what seems to be an effort to 
jumpstart the flagging growth in FiOS subscribership by imple-
menting a no-fee clause for canceling service.
www.verizon.com

http://tmcnet.com/34436.1

Pace to Buy 2Wire 
Residential gateway outfit Pace plans to buy 2Wire Inc. in 
a $475 million deal. 2Wire, which plays in the same space, 

claims the No. 1 position in this category relative to the 
U.S. telco arena. 2Wire, which was founded in 1998 by 
former members of PictureTel and Polycom, serves such 
top-tier customers as AT&T, Bell Canada, BT, EMBARQ, 
SingTel and Telmex. The supplier is currently owned by 
a consortium of AT&T, Alcatel-Lucent, Oak Investment 
Partners and Telmex.
www.2wire.com

www.pace.com

http://tmcnet.com/34438.1

One Communications to Sell FiberNet to NTELOS
NTELOS Holdings Corp., a provider of wireless and 
wireline communications services in Virginia and West 
Virginia, has inked a purchase agreement to acquire One 
Communications Corp.’s FiberNet business. The FiberNet 
fiber optic network of approximately 3,500 route miles 
covers West Virginia and extends into surrounding areas 
in Kentucky, Maryland, Ohio, Pennsylvania and Virginia. 
FiberNet offers retail voice and data services, transport 
and IP-based services that are suitable for regional retail 
and wholesale business customers.
www.ntelos.com

www.onecommunications.com

Each NEWS snippet is more in-depth on our Web site. 
Point your browser to the URL above the story you wish to read.
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http://tmcnet.com/34404.1

Accenture Compares Wireless Trends
Usage and spending on mobile hand-
sets among consumers around the 
world vary significantly by country, 
according to Accenture. Japanese 
consumers historically have been 
early adopters of wireless technolo-
gies for texting, e-mailing, music and 
games, but with the overall economy 
stagnating and the nation’s popula-
tion already heavily equipped with 
consumer electronics, the country’s 
consumers rank low in terms of the 
percentage of the population that has 
bought or plans to buy mobile hand-
sets in the next year. Chinese respon-
dents tend to take more advantage of 
technology available in mobile devices 
than those in other countries. And 
while U.S. respondents’ use of Web-
enabled mobile devices has nearly 
quadrupled in the past two years, it 
trails Chinese and Malaysian use.
www.accenture.com

http://tmcnet.com/34406.1

Sprint Sleeve Could Give iPod Touch 
More iPhone-Like Functionality
Sprint may have fallen out of the 
spotlight in recent years, but when it 
comes to wireless communications, 

the company still has a few tricks 
up its sleeve. Indeed, the company 
has a new product, manufactured 
by ZTE, called the Sprint Peel that 
promises to bring 3G connectivity to 
the Apple iPod Touch. It offers con-
nectivity to the Sprint EV-DO Rev. 
0 3G network, effectively working 
as a portable Wi-Fi hotspot, for the 
iPod Touch, which is not specifically 
positioned and marketed around that 
network or for that purpose. 
www.sprint.com

http://tmcnet.com/34407.1

Frost & Sullivan Sees Good  
Potential in LBS
Wireless carriers have a multi-billion 
dollar opportunity in the consumer 
location-based services sector, accord-
ing to Frost & Sullivan. The firm’s 
2010 North American Consumer 
Location-based Services Market – The 
Wireless Carrier Opportunity report 
finds that the wireless carrier-gener-
ated segment of the North American 
consumer LBS market amounted to 
on-deck application software revenues 
of approximately $718 million in 
2009 and forecasts this to reach $1.58 
billion in 2015.
www.frost.com

http://tmcnet.com/34408.1

Juniper Say Mobile App Store Market 
Needs Scale
Market research and consulting firm 
Juniper Research has released a report 
called A World of Apps, which notes 
that as network operators and vendors 
increasingly deploy their own dedi-
cated app stores, the annual number 
of consumer-oriented handset down-
loads is expected to rise from less than 
2.6 billion in 2009 to more than 25 
billion in 2015.
www.juniperresearch.com

http://tmcnet.com/34409.1

Earthcom Signs Deal with  
Pennington & Associates
O2 Secure Wireless Inc., a com-
pany managing numerous wireless 
tower facilities both in the U.S. and 
abroad, announced that the company’s 
subsidiary, Earthcom Service Inc., 
has entered into a contractual service 
agreement with Pennington & Associ-
ates Inc., a general contractor, to pro-
vide support in the construction and 
management of the communications 
switch, node and monitoring efficien-
cies of cell site performance.
www.earthcom.us

www.penningtonassociates.com

As more customers purchase and activate smartphones, and social 
networking proliferates, some cellular network operators are moving 
to build micro and pico cell sites to handle the onslaught of traffic. 
That’s the word from Actelis, which sells Ethernet over copper gear.

Traditionally, mobile networks have been designed to handle 
1,000 to 1,200 users per cell site. However, now smartphones 
and social networking have changed dramatically the amount 
of type of traffic on wireless networks, says Joe Manuele, senior 
vice president of worldwide sales and customer service. As 
a result, over the next three years, the number of cell sites is 
expected to grow by 25 percent. And many of those cell sites 
will be smaller ones (like pico cells, which cover 5 to 100 users) 
that serve fewer customers at a greater diversity of locations.

Given that cell sites are going into such places as malls and other 
existing locations that are served by copper but may not be 

reached by fiber, says Manuele, Ethernet over copper connectivity 
is an obvious match. He adds EoC is also a good solution for this 
application given social networking has made cellular traffic more 
symmetrical, which Ethernet over copper is able to address.

While data and video traffic are creating new loads on the 
network, voice remains an important component of cellular 
service for many customers and their providers. And, of course, 
voice has very specific latency and jitter requirements which, 
if not effectively managed, can result in voice quality issues. 
Responding to this reality, Actelis in release 7.1 of its product 
made some upgrades to address those requirements.

Actelis has not yet publicly announced any of its mobile back-
haul deals, which Manuele says are mostly with large carriers. 
However, it’s working closely with one major carrier and may 
release information on that deployment this month.    IT

Ethernet Over Copper Addresses New Mobile 
Backhaul Requirements

By Paula Bernier
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http://tmcnet.com/34577.1

Volubill, TMC Launch Policy Management Community
The policy management 
community, sponsored 
by Volubill, has been 
launched as the newest 
addition to the TMCnet 
community program. 
Effective policy management is increasingly important considering 
the exponential growth in mobile data traffic and customer expecta-
tions. Policy management solutions enable operators to maximize 
revenues, eliminate revenue leakage and deter fraud while still de-
livering a personalized service experience. Policy management tools 
can manage network traffic based on subscriber- and service-centric 
usage policies and quotas, offer real-time granular charging for ser-
vices to help customers avoid bill shock, and increase transparency 
between operator and subscriber, and enable service providers to dif-
ferentiate themselves through segmentation and service innovation.
www.volubill.com

http://tmcnet.com/34575.1

Express 1 Unveils Profit Plus Program
Express 1, a company that uses technology as an enabler not only 
to reduce expenses but to help businesses improve efficiencies and 
even expand operations, has launched the Profit Plus Program. 
The company claims it helps businesses to save money on their 
top three expenses, which include freight, parcel and telecom. 
The parcel vertical is a partnership with the United States Postal 
Service to provide their Overnight and Priority 2-3 Day small 
package services. The telecom vertical allows Express 1 to act as 
a premier master agent and indirect sales organization with the 
world’s largest tier 1 telecommunications carriers as well as many 
regional carriers and wholesale providers. 
www.express1.com

http://tmcnet.com/34576.1

Kony Offers Help with Mobile Wallet Apps
Many companies are struggling to create mWallet application 
strategies that will best take advantage of this year’s holiday 
shopping season. John Stewart, vice president of technical 
services for Kony Solutions Inc., explains that by working with 
an experienced vendor most companies could launch a mobile 
wallet application within months. Kony offers a mobile appli-
cation platform with Write Once, Run Everywhere technology.
www.konysolutions.com

http://tmcnet.com/34579.1

Telesoft White Paper Offers TEM Advice
A new white paper released by Telesoft highlights three key ways 
organizations can simplify TEM, deliver expected savings on time, 
and achieve better results. By replacing time-consuming, faulty 
manual processes, TEM automates increasingly complex functions, 
such as telecom invoice management and call accounting. The 
white paper says that maintaining data integrity must be a top prior-
ity for any TEM program. And failing to track the actual results and 
savings TEM solutions deliver is a major pitfall. 
www.telesoft.com

http://tmcnet.com/34578.1

CyberShift Helps Companies Manage Expenses 

With a proliferation of ancillary fees, hidden costs and overall rising 
prices associated with travel, many business travelers return with 
complex receipts charting expenses that may not be aligned with cor-
porate expense policies. Without a full-service approach to expense 
processing, travel managers and finance administrators are left with 
the arduous task of determining which costs are aligned with their 
organizations expense guidelines. But CyberShift is helping organiza-
tions optimize employee spend and alleviate time consuming and 
tedious tasks associated with expense report management processes.
www.cybershift.com
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If your company uses the Sun Microsystems OpenSSO 
platform and has felt abandoned as it waited for an up-
grade to release 8 that never came, help is on the way. 

An upstart called ForgeRock, manned by some of the staff 
that led the OpenSSO charge at Sun, now offers a variety 
of solutions based on the open source solution.

ForgeRock, which was founded in February and has former 
Sun Microsystems’ executives Lasse Andresen (the new com-
pany’s CEO), Simon Phipps (chief strategy officer) and Her-
mann Svoren (director of global sales) – along with Terry Joyce 
(director of engineering) – at the helm, recently introduced 
OpenAM, an updated identity management solution based on 
the highly-scalable and widely used OpenSSO.

“What an authentication system does – imagine that you’re going 
to create a Web store, and you sell shoes and books and music in 
your Web store,” Phipps explains. “Each of the Web stores that 
sell those things will actually be a separate application because 
when you sell music you’ve got to provision downloads, when 
you sell books you’ve got to give page previews, and when you sell 
shoes you have to have some sort of sizing guide with photos. 

“So the stores for those are quite different applications, and it 
doesn’t make any sense to have a user log-in for each application 
because to the user you want to look like you’re a single store,” 
he continues. “So you have a fourth module that is called the au-
thentication module. And your users log in to the authentication 
module, and their Web browser is given some credentials and then 
each of your stores ask the Web browser for those credentials and 
check in with the authentication manager behind the scenes over 
on the enterprise bus to check that the credentials are correct and 
to get the user details. That concept is highly transferable to many 
kinds of cloud, large enterprise or distributed applications…”

OpenAM is just one of the solutions ForgeRock offers as part of 
its I³ Open Platform architecture. ForgeRock also offers Ope-
nESB, an enterprise service bus that integrates applications with 
the authentication module; OpenDS, an LDAP directory that 
can store the details of all users entitled to log in to the system; 
OpenIDM, an ID information management system; and some 
other, more specialized, applications like OpenFM, for facilities 
management. (The applications are all written either in or for a 
development environment that uses Java Enterprise Edition.)

“Each of those components I just named for you all started life 
as products of Sun Microsystems,” says Phipps. “While I was at 
Sun Microsystems I was responsible for making them be open 
source. There are quite a lot of customers who are running a ver-
sion of OpenSSO, called OpenSSO version 8. A lot of the larger 
customers around the world are using that version, and they’ve 
been stranded on that version for rather a long time because there 

hasn’t been an update, and it doesn’t look like there’s going to be 
an update now that Oracle has purchased Sun.”

As a result, ForgeRock moved to take over that code base, 
renamed it OpenAM, fixed the bugs in OpenSSO 8, and added 
to it. New with OpenAM are fine-grained authentication so users 
can do authentication and permission for particular behaviors 
and give different users different capabilities in the system; and a 
range of performance enhancements and improved cross-platform 
behavior to smooth the upgrade path from OpenSSO 8. 

Other major changes include:
•   The embedded configuration store now utilizes the 

OpenDS 2.3 engine.
•   Significant development work has been done in the federa-

tion implementaton, with enhanced IdP Proxy support. 
(When configured as a SAML2 IdP Proxy, OpenAM 9.5 has 
the ability to present a list of IdPs that can fulfill the authen-
tication request, enabling users to interactively select their 
preferred IdP. The OpenAM implementaton is based on the 
OASIS commitee draft, which supports the representations 
of levels of assurance of the remote IdPs.)

•   All issues that were reported fixed in any of the updates to 
the Sun Enterprise version, and not in the OpenSSO release, 
have been addressed. (This is very significant for custom-
ers that are currently using OpenSSO Enterprise 8, with 
updates or patches from Sun, and now want to move up to 
OpenAM because they are now able to easily migrate to the 
ForgeRock platform, according to ForgeRock.)

“This is great news for a whole lot of people, including quite a lot of 
telecoms customers,” says Phipps, estimating that a low four-figure 
number of companies today use OpenAM or its predecessors.

ForgeRock, a full-service ISV, has built a business around such 
customers, to whom it aims to sell subscriptions to OpenAM 
“and those entitle the customer a rapid guaranteed response 
to problem reports on the service level agreements that fit the 
stage of deployment of the use of OpenAM.”    IT

Adrift with OpenSSO?

ForgeRock Picks Up Where Sun Left Off

By Paula Bernier

ForgeRock now offers 

a variety of solutions 

based on the OpenSSO 

open source solution.
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Gemini Releases Hibari as Open Source
Gemini Mobile Technologies has an-
nounced that it will release Hibari – 
meaning cloud bird in Japanese – as open 
source. A database optimized for highly 
available storage of massive data, Hibari 
can be used in cloud computing applica-
tions such as Web mail, social network-
ing services, and other services requiring 
storage of terabytes and petabytes of new 
daily data. Hibari is developed in Erlang, 
and is released under the Apache license. 
www.geminimobile.com

http://tmcnet.com/34457.1

LiMO, GNOME Get Together
With the objective of collaborating 
closely on open source innovation, LiMo 
Foundation and GNOME Foundation 
have entered into a partnership. LiMo 
Foundation will now work as a mem-
ber of GNOME Foundation’s advisory 
board and GNOME Foundation will 
become an industry liaison partner for 
LiMo Foundation. A natural formaliza-
tion founded upon the significant use of 
GNOME Mobile software components 
within Release 2 and Release 3 of the 
LiMo PlatformTM, is represented by this 
development. A group of mobile industry 
leaders, using high quality open source 
technologies, including multiple com-
ponents from GNOME Mobile project 
such as Glib, GTK+, D-Bus, GStreamer 
and BlueZ, among others, collaboratively 
developed the LiMo Platform, a Linux 
based mobile device platform.
http://foundation.gnome.org

www.limofoundation.org

http://tmcnet.com/34458.1

Symbian Foundation, PhoneGap Partner
In an effort to simplify cross-platform 
mobile application development, Symbian 
Foundation, a provider of open source 
smartphone platform, and PhoneGap 
mobile application development frame-
work provider Nitobi together announced 
new open source collaboration. The new 
open source collaboration was realized by 
integrating Symbian’s Web application 
development tools and Nitobi’s PhoneGap 
framework. With the help of the new open 
source collaboration, mobile developers 
can easily make app store-ready applica-
tions for all major mobile platforms.
www.nitobi.com

www.symbian.org

http://tmcnet.com/34448.1

Red Hat, Mellanox Team to  
Reduce Latency
Red Hat Inc. and Mellanox Technologies 
Ltd. have announced they are able to deliv-
er a 42 percent reduction in latency. They 
have achieved a throughput up to 1.2 
million acknowledged messages per second 
with latencies in 10-microsecond range. 
Red Hat Enterprise MRG incorporates 
the first open messaging standard, AMQP. 
ConnectX-2 adapters from Mellanox 
deliver up to 40gbps throughput across 
PCI Express 2.0 host bus, with transaction 
latency as low as 1 microsecond. 
www.redhat.com

www.mellanox.com

http://tmcnet.com/34447.1

OW2, OpenStack Join Forces
The OW2 Consortium has announced 
its intention to collaborate with the newly 
launched OpenStack community to create 
open source middleware compatible with 
OpenStack. The two organizations share 
the vision for truly open and interoperable 
cloud computing architecture. A broad-
scale community effort, the OW2 Open 
Source Cloudware Initiative (OSC Initia-
tive) is developing an integrated portfolio 
of open source components for cloud 
computing. This OW2 initiative will help 
cloud users to build and manage self-sizing 
distributed applications on elastic and 
virtualized execution environments.
www.ow2.org

http://tmcnet.com/34446.1

Digium Announces Speakers  
for AstriCon 2010
Digium, which created Asterisk, the 
most widely used open source telephony 
software, announced that AstriCon 
2010, the seventh annual conference and 
exhibition devoted to the open source 
Asterisk platform, is quickly taking form 
with a number of well-known speak-
ers on a range of technical and business 
topics confirmed. That includes Sandro 
Gauci, the author of “SIPVicious,” one 
of the most popular brute-force attack 
test kit systems for SIP platforms; Jim 
Kerr, senior director at Orbitz World-
wide; Simon Perreault, a consultant at 
Viagenie; Russell Bryant, who leads the 
open source Asterisk development at 
Digium; and Jim Van Meggelen, one of 
the co-authors of the book, “Asterisk: 
The Future of Telephony”. AstriCon will 

be held just outside Washington, D.C., 
from Oct. 26-28, 2010, at the Gaylord 
National Resort and Convention Center. 
www.digium.com

http://tmcnet.com/34444.1

Sugar 6 Certified for Parallels  
APS Format
SugarCRM, the specialist in open source 
CRM software, and Parallels, a provider of 
virtualization, automation and cloud en-
ablement software, have jointly announced 
that Sugar 6, the latest version of Sugar-
CRM’s open source CRM platform, has 
been successfully certified to run in Parallels’ 
Application Packaging Standard format. 
This development means that enterprises 
that are part of Parallels’ partner network are 
now able to bring cloud-enabled CRM to 
their customers worldwide. APS is rapidly 
becoming the global standard platform to 
bring Web applications to the cloud. 
www.sugarcrm.com

http://tmcnet.com/34443.1

vtiger Unveils Cloud-Based Version of 
vtiger CRM On Demand
vtiger, a provider of open source 
customer relationship management solu-
tions, has introduced the cloud-based 
version of its popular tool: vtiger CRM 
On Demand. Officials with vtiger said 
that vtiger is a true open source solution, 
providing the benefits of the cloud while 
allowing clients to customize or extend 
their own unique versions. 
http://vtiger.com/

http://tmcnet.com/34433.1

Vyatta Makes Emaginers the First 
Master Agent in Japan
Officials at Vyatta say there is growing 
interest in its open networking solutions 
in Asia. The company delivers a software-
based, open source, network operating 
system that is portable to standard x86 
hardware as well as to a common virtual-
ization and cloud computing platform. 
To move on this opportunity, Vyatta 
announced it has signed a reseller agree-
ment with Japanese systems integrator 
Entertainment Imaginers, aka Emagin-
ers. With this agreement, Emaginers 
becomes the first authorized Vyatta mas-
ter agent in Japan and is supporting the 
newly formed Vyatta Japan User Group.
http://emaginers.com

www.vyatta.com
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Broadvox is known as a SIP trunking services special-
ist. The company caters both to carriers and small 
and medium enterprises in the U.S. and Canada. But 

now the company, which has an eye on expanding its pen-
etration in enterprise accounts, is broadening its portfolio to 
include cloud-based services liked hosted IP PBX, which it 
sees as complementary to SIP trunking. 

Embracing the Cloud
“We’re focusing our product development … on everything in 
the cloud,” says Broadvox CEO, President and founder Andre 
Temnorod. “We’re about to roll out a virtual and hosted PBX 
product. We will also have hosted Microsoft Exchange and 
several other hosted e-mail systems. And we’d like to bundle it 
together with our SIP trunking product.”

Given the market already has seen a plentiful supply of hosted PBX 
solutions, Broadvox intends to differentiate its offer based on the 
way it packages, prices and supports the services, says Temnorod.

“The majority of providers out there – and you’re right, the 
product has been around for quite some time – the way they’re 
pricing their product, it’s per seat with the included voice call-
ing regardless of how many calls your entire domain can make 
at any given time,” he says. “We separate voice and hosted 
PBX, we take the voice out of each seat….” 

That, Temnorod says, gives customers the flexibility to vary 
how many calls they can make in and out of the PBX. David 
Byrd, Broadvox’s vice president of marketing and sales, says 
separating the pricing of communications usage from per seat 
licenses reduces overall costs by around 50 percent.

“If you take as an example a current PBX deployment: You pay 
for the PBX, for the phones, and then you also pay for a certain 
number of PSTN trunks,” Temnorod explains. “We try to emu-
late the same model, so this way when the customer is making 
the decision to move from a traditional PSTN PRI/PBX model 
into the hosted model they can still calculate their savings – how 
much they’re going to save on a monthly basis for moving their 
on-premises-based PBX to a hosted platform, and how much 
they’re going to save by moving their PRIs into the SIP trunks.

“So, basically, our product is a combination of pure hosted 
PBX without voice, and virtual SIP trunking that will handle 
VoIP,” he says. “That will help customers to figure the savings 
better, and it’s more flexible.”

Broadvox intends to introduce the hosted/virtual PBX services 
this fall. Hosted Exchange and other hosted mail solutions 

from Broadvox are expected to launch starting in the fourth 
quarter, Temnorod tells INTERNET TELEPHONY.

Positioning for Growth
Those services, paired with Broadvox’s SIP trunking services, 
which Temnorod says come with strong engineering support, 
could help the company further expand its penetration in 
enterprise accounts.

Indeed, businesses’ interest in hosted voice and related services is clear.

Service provider revenue from residential/SOHO and business VoIP 
services increased 20 percent between 2008 and 2009 to $41.6 
billion. IP connectivity services are the fastest growing segment, 
followed by hosted VoIP and unified communication services and 
managed IP PBX services, according to Infonetics Research.

“From our IP PBX survey, it appears that businesses are increasingly 
embracing a hosted services model, as their capacity needs will depend 
on how robust the economic recovery is, and hosted services allow 
them to more easily ramp their capacity needs up and down without a 
huge cash layout for equipment,” says Matthias Machowinski, direct-
ing analyst for enterprise voice and data at Infonetics Research. 

As reported recently on TMCnet, Diane Myers, directing analyst for 
service provider VoIP and IMS at Infonetics Research, says there was 

Broadvox Expands into Hosted Services
Offers Unique Twist on Its Pricing Strategy

Cover Story

By Paula Bernier

Broadvox CEO, President and Founder 
Andre Temnorod
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an increase in business VoIP service revenue 
growth in late 2009 and service providers 
are reporting increasing interest in hosted 
VoIP services across all sizes of businesses.

“We expect this trend to continue as more 
companies turn to hosted services for 
their voice needs, with business VoIP ser-
vices making up almost a third of all VoIP 
service revenue by 2014,” says Myers.

Expanding SIP Trunking
But although many organizations have 
deployed VoIP on their premises, they still 
use legacy technologies to connect to the 
PSTN, with T1 lines the most commonly 
used trunking service today, according 
to Infonetics. However, SIP trunk use is 
growing, and by 2012 will be the second 
most commonly deployed trunking ser-
vice, according to Infonetics forecasts.

“I believe that going into the future 
SIP trunking will have a big portion of 
the market, anywhere from 40 to 50 
percent,” says Temnorod. “There are 
still a lot of companies who would like 
to use on-premises equipment, and 
they’re simply not going to go for a 
hosted solution.”

He says that includes customers using 
open source IP PBXs and companies with 
the budgets and know how to purchase 
and operate brand-name PBXs from com-
panies such as Avaya, Mitel and Panasonic. 

Delivering Certification & Support 
“We’ve certified will all these guys,” says 
Temnorod. “Broadvox has the most 
certified SIP trunks in the industry.”

In addition to its broad slate of services 
and certifications, Broadvox is also 
unique in the support it offers to cus-
tomers, Temnorod goes on to say.

“Everybody knows that VoIP is 50 
percent about savings,” he says, “and ev-
erybody knows that if you go with VoIP 
you’re going to save. 

“With Broadvox you can save more,” he 
continues. “I don’t want to pitch us as some 
sort of a cheap services provider; we are not 
the cheapest in market. But we will give cus-
tomers better price and performance when 
you compare it to the big guys.”

Part of the Broadvox value proposition 
has to do with engineering expertise.

“When a customer is going through 
a turn-up process, in a lot of cases 
with VoIP things don’t work from 
the get-go,” he explains. “It requires 
engineers to get involved and do 
things like packet captures, trying 
to figure out a customer set up, how 
the customer is sending us packets, 
what type of information they have 
inside of those packets. Our engineers 
have been at this for many years, and 
they’re capable of helping custom-
ers with difficult problems. I’ve seen 
other providers simply give up; we do 
not give up on our customers.”    IT

More About the Company

In 2001: Broadvox enters the telecommunications market, beginning as a 
small provider of VoIP services to other carriers. 

In 2003: The company begins offering SIP origination and termination. 

In 2007: Broadvox sets out to expand its network capacity by more than 50 
percent. It also  launches its retail SIP trunking business.

In 2008: The network expansion is completed in February, with new Sonus plat-
forms deployed Dallas, Los Angeles and New York City. The sales of Broadvox 
GO! SIP Trunking, which the company now reports is growing at double digits 
every quarter, begins after the company adds numerous master agents and inde-
pendent agents to its VAR Partner Program. 

In 2010: Broadvox is approaching 1,000 members in its VAR program, and a 
nationwide group of channel directors and managers to support partner sales ef-
forts in every region of the country. The company has nearly 100 employees and 
has been adding personnel every month. More than 3,000 businesses will enjoy 
the benefits of SIP trunking as provided by Broadvox before the end of the year. 
And this year Broadvox adds hosted IP PBX and hosted e-mail to its service mix.

Temnorod
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Fabricio Martinez, service product man-
agement director for AIRCOM, a global 
company that specializes in network plan-
ning and optimization and OSS solutions 
for mobile operators, indicates that makes 
perfect sense given the traffic to justify a 
move to LTE simply does not yet exist. 

As a result, he says, carriers that have an 
embedded base of GSM/UMTS technol-
ogy can first move from current HSPA 
technology to what’s known as HSPA+. 
Taking this incremental path to 4G, he 
says, will allow wireless service providers to 
invest just a third (not including the cost 
of spectrum, if you still need that) of what 
it would cost them to jump right to LTE.

“What we are saying is that even though 
you will need the capacity [of LTE] in the 
future, it would be like buying a whole 
train to transport goods from one point 
to another and have the train pretty much 
empty,” says Martinez, noting that given 
most broadband cellular networks today 
deliver between 3.6mbps and 7.2mbps, 
the move to 21mbps-based LTE would be 
a two-and-a-half to three-times increase.

Martinez adds that the cost per new 
subscriber on a cellular network is typi-
cally in the $75 to $100 range. That cost 
is about $450 for HSPA+ networks, and 
a smaller $350 for LTE networks. The 
catch, he explains, is that this last figure 
is based on the assumption that the LTE 
network is working at full capacity.

“The benefits you get from LTE will 
come when you build up the traffic that 
LTE has been designed for,” he says.

Before we go any further with this 
discussion, let’s sort through the alphabet 

soup of air interfaces and what kind of 
bandwidth each can deliver. Companies 
like AT&T and T-Mobile launched 
their 3G strategies about 10 years with 
the introduction of UMTS networks, 
which initially delivered 1mbps to 2mbps 
downstream speeds and about 384kbps 
upstream. Around the 2006 time frame 
HSPA came into vogue; it started out of-
fering 1.8mbps or 3.6mbps downstream 
and kept the upstream at 384kbps. HSPA 
in the last two to three years expanded 
to support up to 3.6mbps upstream and 
14.4mbps downstream. And HSPA+ 
delivers 21mbps to 84mbps downstream 
and 5.6mbps upstream, says Martinez.

“One of the key findings that we 
are presenting is when you go above 
21mbps, because of the different changes 
you need to make in the network you 

will probably be doing what is needed 
to go into LTE. And LTE starts around 
42mbps, 100mbps,” he says.

While HSPA+ will move a carrier more 
incrementally toward the much-vaunted 
evolved packet core, which is a key com-
ponent of the LTE architecture, Marti-
nez adds, it is still moving that service 
provider in the right direction.

So who is deploying HSPA+? Well, 
AT&T expects to. T-Mobile recently 
did. And several carriers in Asia and 
Europe have as well. In all, Martinez 
says, we’ve seen 110 deployments of 
HSPA+ worldwide.

Of course, not everybody is running 
to HSPA+. In fact, for some wireless 
operators like Verizon, it’s not an option, 
given they are coming from a CDMA 
background, says Martinez. That means 
they’ll have to advance straight to LTE.

However, he concludes, in this day 
and age in which funding new capital 
projects can be a hard sell, taking the 
incremental approach seems to make 
sense to many companies.    IT

An Incremental Approach to LTE 

Why and When HSPA+ Makes Sense

By Paula BernierBy Paula Bernier

If you’re a regular reader of INTERNET TELEPHONY, you may remember 
a March piece I did about how, while there’s a ton of talk about LTE and 4G, 
many wireless service providers expect to invest in 3G for at least a little bit 

longer. Specifically, the article talked about how AT&T had announced Alcatel-
Lucent and Ericsson as its 4G suppliers, yet stipulated that the 3G equipment it 
received by those vendors this year would have to be software-convertible to LTE. 
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By Sean Corey

Patent pools can simplify licensing, while 
reducing aggregate royalties and lowering 
transaction costs, by offering a single license 
to a broad portfolio of essential patents held 
by different companies. This can reduce 
IP risk and encourage the use of patented 
technologies by making overall IP costs 
more predictable and transparent. With 
many companies holding significant LTE 
IP positions, an LTE patent pool will make 
it much easier for parties throughout the 
LTE ecosystem to license essential patents 
through a streamlined method, on fair, 
reasonable, and non-discriminatory terms.

About Patent Pools
Patent pools bring together patent hold-
ers who agree to offer a single license for a 
group of patents that are essential to imple-
ment a given technology. This makes patent 
licensing faster, more transparent and more 
predictable than negotiating individual 
licenses. Pools also provide patent owners 
with a method to monetize their essential 
patents without incurring the costs and risks 
associated with independent licensing (and 
without selling the patents).

Patent pools are generally managed by 
third-party licensing firms that do not own 
patents. These independent firms adminis-
ter licensing programs, collect licensing fees 
and disburse royalties to patent pool mem-
bers, offering a centralized, one-stop shop to 
licensors and licensees, and supporting the 
faster adoption of new technologies.

Typically, it can take one to two years to 
create a patent pool, with an objective of 
pooling as many essential patents as possible, 
and making it easy for licensors to legally and 
properly license everything they need, in a 
single transaction. This way, patent pooling 
helps accelerate adoption of LTE and other 
mobile phone technology standards, and 

attracts a broader range of companies, such as 
consumer electronics makers and embedded 
device manufacturers.

The largest pools are often organized 
early in a technology adoption cycle; 
otherwise, too much intellectual prop-
erty may become entangled in singular 
licensing agreements between compa-
nies, as has happened with 3G.

Pro-competitive Effects
When organized as described above, 
patent pools reduce aggregate royal-
ties by establishing a single royalty rate 
for participating companies’ patents. 
According to economic theory, a pool’s 
rate will be lower than the rates of 
separately negotiated licenses. Well-
organized patent pools also clear 
blocking patents that could otherwise 
prevent competitive entry into a field. 
These pools reduce transaction and 
administrative costs for both patent 
owners and licensees, and increase the 
overall efficiency of IP licensing. And 
they promote RAND (reasonable and 
non-discriminatory) licensing terms 
and conditions by establishing a stan-
dard portfolio license, and engaging an 
independent licensing administrator

Economic Theory
In the absence of a patent pool, each 
essential patent owner has a blocking po-
sition, akin to a monopoly, over the pat-
ented technology. Acting independently, 
each owner might seek to maximize its 
profits by obtaining a royalty rate deter-
mined as if it were the only gatekeeper to 
the technology. For technologies incor-
porating the essential patents of several 
owners, this approach (although the 
most rational for each owner) will result 
in much higher aggregate royalties.

The problem of multiple patent burdens 
is often referred to as royalty stacking or 
a Cournot stack, following the work of 
French economist Augustin Cournot in the 
mid-19th century.

Economic experts have demonstrated that 
patent pools offer a means of avoiding royal-
ty stacking for the benefit of patent owners, 
licensees, and consumers, because a pool 
license allows participating patent owners to 
coordinate and establish a royalty rate based 
on their single collective blocking position.

Enforcement and Compliance
A patent pool with a mechanism to 
enforce its portfolio is more compelling for 
both patent owner and licensee, given that 
leaving enforcement to individual patent 
owners means that those with the strongest 
patents may not participate in the pool 
(which in turn makes major potential 
licensees less likely to take a pool license).

To address these issues and promote rap-
id early adoption of LTE, a wide variety 
of global vendors and service providers 
have been participating in several efforts 
to create an LTE patent pool. An LTE 
patent pool will make it much easier for 
LTE product and system manufacturers 
and service providers to license essential 
patents, through a streamlined method, 
on fair, reasonable, and non-discrimina-
tory terms.   IT

Sean Corey is IP counsel for Sisvel US 
(www.sisvel.com).

Licensing intellectual property is a complex process, particularly when it 
comes to patents essential to expansive mobile telecommunications tech-
nology standards. Diverse licensing practices can create confusion among 

technology users, and patent litigation can be so expensive, time consuming and 
unpredictable that the mere possibility of patent infringement claims can delay or 
deter adoption of new and innovative technologies.

A Dip in the Pool 

LTE Patent Pool Could Advance 4G

Sisvel US's 
Sean Corey
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The good news is that while online breaches 
are becoming more sophisticated, there was 
a decline in the overall number of them in 
2010. That’s according to a new Verizon 
study, which it put together in collaboration 
with the U.S. Secret Service.

The study attributes the decline in part to 
“law enforcement’s effectiveness in captur-
ing criminals,” and cites the arrest of Albert 
Gonzalez, who pleaded guilty to helping run 
a global ring that stole hundreds of millions 
of payment card numbers and was sentenced 
last year to 20 years in prison. Some reports 
indicate this was the biggest such fraud in 
history. It involved the use of SQL injection 
techniques to create malware backdoors and 
packet sniffing to enable the theft and sale of 
more than 170 million credit card and ATM 
numbers from 2005 and 2007.

Nonetheless, a new report out of the Govern-
ment Accountability Office criticizes federal 
agencies for their lack of top-level leadership 
and a “clear vision” on U.S. cybersecurity.

In any case, one thing upon which we all 
can agree is that cybersecurity remains a 
significant problem that – like any crime 
– can never be completely eliminated. 
But the likelihood of security breaches 
can be reduced significantly with the 
right tools and processes.

Minding the Store
The fact that more retail locations – and 
for that matter, more locations of all types 
in all verticals – now use wireless technol-
ogy is making these businesses even more 
susceptible to security breaches. Not only 
do retailers and hotels often use wireless 
LANs to enable point-of-sale, scanning 
and even payroll applications for their 
own internal use, many restaurants, coffee 
shops, hotels and stores now offer free Wi-
Fi. While that connectivity may encourage 

customers to spend more time in the stores 
or select a given hotel, it can also be an 
open invitation to hackers.

Probably the most well-known breach in 
the retail space involves TJX Companies 
Inc., says Patrick Bedwell, vice president 
of product marketing at Fortinet, which 
sells unified threat management solu-
tions to service providers and businesses. 
That case involved the handiwork of two 
guys who sat outside various TJX stores 
and used long-range antenna and au-
thentication codes to capture credit and 
debit card information, he explains.

A 2007 Computerworld story reports that 
the case of TJX, which owns such brands 
as Bob’s Stores, Marshalls and TJ Maxx, 
involved the theft of 45.6 million credit 
and debit card numbers over a period of 

more than 18 months. In addition, the 
piece states, personal data provided in 
connection with the return of merchan-
dise without receipts by about 451,000 
individuals in 2003 was stolen.

This case exemplifies how wireless network-
ing can open up a business to security threats, 
and how those trying to breach the systems 
don’t even have to walk into the business to 
get into the network, says Bedwell.

That said, Bedwell suggests retailers and other 
organizations that use wireless LAN technol-
ogy need to implement a set of best practices 
around securing those networks. That should 
include vulnerability management scanning 
to detect rogue access points, make sure 
devices use encryption and are fully patched 
so no unauthorized applications are running 
on those devices, and more. He adds that it’s 
also important to align security procedures 
between an organization’s wireless and wire-
line networks so there’s greater control of the 
applications and their authorization to lessen 
the chance of malicious content making its 
way onto the system.

Securing Wireless Endpoints
As wireless devices like smartphones play 

By Paula Bernier

What’s New in Security
New Data, Wireless Threats and the Virtualization Angle

W hen it comes to online security breaches, the hits just keep com-
ing. Whether we’re talking about financial firms, hotels, retailers 
or the government, no one is safe from those who want to get 

into their computer systems. And while hacking started out as a hobbyist’s 
game, often involving relatively small numbers of hackers and losses, today 
hacking is an organized, worldwide, often large-scale, business.
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a larger part in our lives and enable the download and use of more 
applications from multiple sources, securing these mobile endpoints 
is also an issue of growing importance, notes Jacob Greenblatt, chief 
strategist at Discretix, which supplies embedded security solutions 
to manufacturers of chipsets. Discretix’s mobile security solutions 
currently protect millions of handsets, flash memory cards/drives, 
and smartphones with such features as secure boot and more.

“Discretix solutions are deployed in devices from HTC, Sony-
Ericsson, Acer, Lenovo, Sharp, Motorola and Fujitsu,” says 
Greenblatt. “Although I cannot comment on specific models, 
I can say that our solutions are deployed across Android, Sym-
bian and Windows Mobile.”

As user adoption of mobile banking and other financial ap-
plications flourishes, the role of security on smartphones will 
become even more important. That point was highlighted 
recently when it was reported that Citigroup found a flaw with 
its iPhone mobile enterprise application.

A story by The New York Times noted that: “Mobile banking 
is a popular and fast-growing activity on smartphones. The Citi 
Mobile app, currently the eleventh most popular app in the 

finance category of Apple’s App Store, allows customers to check 
balances, transfer funds and pay bills. The glitch highlights the 
security challenges that are emerging as cell phones grow more 
sophisticated and consumers increasingly use them to organize 
their lives. John Hering, chief executive of mobile security pro-
vider Lookout, said his company is discovering more apps that 
could inadvertently expose or leak personal information, such as 
location information and phone numbers.”

Security & Virtualization
As wireless traffic goes through the roof, enterprise customers 
and network operators are being forced to optimize their net-
work and data center assets, says Jim Freeze, chief marketing 
officer of Crossbeam  Systems, which sells a blade-based secu-
rity platform. One way they’re doing that is via virtualization, 
which enables them to have less idle server resources, he notes. 

However, as noted in a white paper by Crossbeam: “Virtualization 
of the data center is provoking fundamental questions about the 
proper place of network security services in this new scheme.”

Freeze says most companies want to be able to take advantage of 
virtualization, but there’s not a lot of uptake for related security so-
lutions because enterprises don’t know how to apply virtualization 
for security. However, in the above-noted white paper, Crossbeam 
describes how one of its customers, a pharmaceutical company, 
uses its platform to run security applications across all its applica-
tion servers across separate physical servers. This setup, which is 
just one of many possible architectures, can allow company to run 
a firewall, an IPS and other security functionality on one platform, 
and to implement different security rules on a flow by flow basis.

With the influx of virtualization implementations, it should 
come as no surprise that Infonetics Research is projecting that 
the “nascent virtual security appliance market is primed for 
tremendous growth over the next 5 years.

“The drivers for this market are strong, and include the in-
creasing volume and variety of security threats, the rapid adop-
tion of server virtualization, new security challenges presented 
by virtualization, such as inter-virtual machine threats, and the 
availability of purpose-built solutions for securing virtualized 
server environments,” explains Jeff Wilson, principal analyst 
for security at Infonetics Research.   IT

Key Findings of the 2010 Verizon Data 
Breach Report

The above-mentioned report, which Verizon did in collabora-
tion with the U.S. Secret Service, has found that breaches of elec-
tronic records last year involved more insider threats, greater use 
of social engineering and the continued strong involvement of 
organized criminal groups. But the overall number of breaches 
investigated last year declined from the total for the previous 
year. Below are some of the key takeaways of the study.

Most data breaches investigated were caused by 
external sources. 
Sixty-nine percent of breaches resulted from these sources, 
while only 11 percent were linked to business partners.  For-
ty-nine percent were caused by insiders, which is an increase 
over previous report findings, due in part to an expanded 
dataset and the types of cases studied by the Secret Service.

Many breaches involved privilege misuse. 
Forty-eight percent of breaches were attributed to users 
who, for malicious purposes, abused their right to ac-
cess corporate information. An additional 40 percent of 
breaches were the result of hacking, while 28 percent were 
due to social tactics and 14 percent to physical attacks.

Commonalities continue across breaches.
As in previous years, nearly all data was breached from servers 
and online applications. Eighty-five percent of the breaches 
were not considered highly difficult, and 87 percent of victims 
had evidence of the breach in their log files, yet missed it. 

Meeting PCI-DSS compliance is still critically important.
Seventy-nine percent of victims subject to the PCI-DSS 
standard hadn’t achieved compliance prior to the breach.   
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W hile businesses have been online since the 
mid-1990s, the recent recession has forced 
companies to become more aware of the 

return on investment they receive from their online busi-
ness. In an effort to increase efficiencies, companies are 
evaluating how the Internet can help them attract, retain 
and grow customer relationships. At the same time, 
nearly ubiquitous wireless connectivity has arrived in the 
world at large, bringing with it a new hyper-connected 
environment. Expectations of always-on connectivity 
come not only from employees, but customers, partners 
and prospects as well.

For enterprise communications, the game has changed. The 
traditional structure of business communications has been 
disrupted by new levels of mobile connectivity, and companies 
must adjust.  According to Gartner’s Diane Morello, “dozens, 
possibly hundreds of people and parties will have the power to 
influence company direction, services, products and reputa-
tion in the hyper-connected enterprise. They will do so nearly 
randomly, across global markets, outside official channels and 
through a nearly infinite web.”  

Expectations for online functionality in the enterprise environ-
ment also have evolved. It is no longer acceptable to launch 
a static website now that video and interactive applications 
populate the Internet. Rich media adds complexity for enter-
prise IT to manage and support.  

Fortunately, new challenges have given rise to new solutions 
for the enterprise. Content delivery networks initially were 
created to accelerate website page loads, but the industry has 
grown and evolved beyond just delivery. The new value-added 
CDNs have a lot to offer today’s hyper-connected enterprise. 

Mobility in the Enterprise
Hyper-connected employees, customers and prospects are 
highly mobile individuals, but the mobile devices they use 
often vary widely. Beyond the BlackBerry, these consumers are 
now carrying everything from the latest iPhone, to the Droid, 
Kin, Incredible, and even new tablet devices like the iPad. The 
market fragments further as each manufacturer and carrier 
updates and upgrades software for the spectrum of hardware 
available. The key challenge in the enterprise is to develop a 
strategy that reaches individuals no matter what device they 
choose, or how their software is configured.

CDNs have experience with fragmentation. What trans-
pired first across desktop browsers and operating systems 

is now taking place in the mobile arena, and effective 
delivery partners are managing the fragmentation with 
automated transcoding technology. New solutions allow 
companies to provide source material that can then be 
processed for automatic formatting and delivery to any 
mobile device. This enables seamless information exchange 
no matter where users are based.

For example, a consulting company can share important HR 
information such as video training or corporate updates with 
a staff member that works off-site at a client site, no matter 
what connected device that individual is using. This efficiency 
enables the enterprise to develop a consistent workflow that 
ensures the off-site workforce receives the same, timely com-
munications as the on-site workforce.

The Hyper-connected Application & Enterprise 2.0
Enterprise applications are changing as on-demand software 
increasingly gains acceptance. The recession has breathed new 
life into the on-demand software as a service, or SaaS, market. 
According to Gartner Group, 95 percent of organizations plan 
to maintain or increase their use of SaaS in 2010. This comes 
as more on-demand offerings enter the market from leaders 
like Google, Microsoft and Salesforce.com.  

On-demand software also has matured, with developers adding 
sophisticated features like decision tools and analytics that were 
only present in enterprise-class, on-premises software of the 
past. New mobile interfaces mean that users can leverage on-
demand software from anywhere. Finally, integration hurdles 
from earlier on-demand offerings have eased.

By David Reisfeld

The Hyper-Connected Enterprise 

CDNs Go Beyond Web Acceleration

Limelight's David Reisfeld
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Social networking applications have demonstrated the on-demand 
opportunity. Enterprises have taken advantage of social networking 
applications like Facebook and Twitter in marketing and customer 
service. According to Burson-Marsteller, 65 of the largest 100 
international companies have active accounts on Twitter, and 54 of 
those same companies have Facebook accounts. These applications, 
delivered on demand, offer new opportunities for enterprises and 
are increasing comfort levels with alternative communication tools.

The social networking opportunity is making inroads in select areas 
of marketing and customer service. More than half of Fortune 100 
companies use Twitter for customer service, according to the study 
by public relations firm Burson-Marsteller. For example, many 
companies like Comcast monitor Twitter for customer service issues 
and respond almost immediately to issues, offering troubleshooting 
advice and even setting up customer service appointments.  

Gartner predicts that by 2014, social networking services will 
replace e-mail as the primary vehicle for interpersonal communi-
cations for 20 percent of business users. While the jury is still out 
on this prediction, Yankee Group’s Zeus Kerravala agrees, saying 
“more and more workers will shift their work habits so that the 
social networking interface will be the first place they go in the 
morning and the thing that’s continually checked all day long.” 

Social networking naturally lends itself to growing mobile audi-
ences, increasing the reach of the social networks themselves. 
According to a recent Forrester Research study, the use of mobile 
phones to access social networks doubled from 5 percent in the 
first quarter of 2009, to 10 percent in the third quarter of 2009.

Even video in the enterprise has evolved beyond simple video 
conferencing as companies actively create video assets such as 
marketing videos for sales, and employee training videos to 
improve engagement and retention.  

All of these elements combine to create a very new IT environ-
ment for the enterprise. They also create an opportunity for con-
tent delivery networks in the new hyper-connected enterprise. 

Evolution in Content Delivery
Content delivery has changed dramatically in the last decade. 
In the Internet’s early days, bits and bytes travelled long, inef-
ficient paths to desktop PCs. Now, we’ve moved to a new era 
where intelligent networks make online delivery faster, secure 
and more predictable across the globe. Much of the Internet’s 
traffic has been consolidated as well. A study by Arbor Net-
works, the University of Michigan and Merit Network deter-
mined that 30 large companies – hyper-giants like Facebook, 
Google, Microsoft and Limelight Networks – generate and 
consume a disproportionate 30 percent of all Internet traffic.  

With the evolution of content delivery has come an evolution in 
content delivery networks. The best of today’s CDNs dynamically 
adapt network transport based on ever-changing, real-world condi-
tions. This is necessary over an increasingly crowded Internet. New 
software intelligence enables delivery experts to monitor network 
activity and adjust paths quickly to prioritize delivery based on 
conditions in the broadband pipes. Further, some delivery routes 
have now been devised to avoid the public Internet entirely until the 
last mile. These advances make it possible to support greater user 
mobility, online interactivity, and use of rich media. 

CDNs Enabling the Cloud
The latest variable in the content delivery equation is cloud com-
puting. As enterprises look for both scale and efficiency, turning to 
the cloud is an appealing option. However, the one big caveat with 
cloud computing, by definition, is that it relies on the Internet for 
service delivery. A company can’t take advantage of the cloud if it’s 
not accessible. It doesn’t matter if the cloud is public or private. If 
it’s not available, the cloud doesn’t work.

What does all this mean for CDNs? The CDN market is evolv-
ing rapidly to support the cloud. CDNs are uniquely positioned 
to provide the underlying on-demand infrastructure and soft-
ware platforms to enable enterprise-class cloud computing.

The Internet is valuable because of its global reach, but it has 
distinct limitations. To get around these limitations, there are 
three things an effective CDN partner should provide at the 
network level. First, quality-assured Internet delivery requires 
massive storage centers around the world. These storage centers 
are used to cache content close to users. Second, a CDN provider 
must connect with a huge number of access networks at multiple 
locations worldwide. This requires agreements with Internet 
service providers to connect CDN-operated server clusters to their 
broadband networks. Third, a CDN partner should provide an 
alternative delivery mechanism for content and applications when 
the Internet and edge servers aren’t enough.

Today’s CDNs are becoming key partners in maintaining uptime 
for an on-demand environment, from the infrastructure all the 
way up the stack through the delivery platform to the software 
applications. CDNs offer the operational capacity for cloud services 
throughout the entire on-demand architecture. Now that company 
communications and online activities have evolved, requiring skills, 
tools and architectures beyond the scope and budget of enterprises 
in the past, CDNs are stepping in to make up the difference. CDNs 
have evolved to offer a wide range of services, along with the scale 
necessary to support the hyper-connected enterprise.    IT

David Reisfeld is general manager enterprise solutions for Lime-
light Networks (www.limelightnetworks.com).

Many companies monitor Twitter for customer  
service issues, offering troubleshooting advice  

and even setting up  appointments.
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Making Unified Communications Work

Nearly every business has put some 
thought into a unified communications 
strategy by now – even if unknowingly, by 
considering implementation of different 

communications features to help enhance their collaboration or 
mobile capabilities.  We already understand that each company 
has a different idea of what unified communications means, and 
what pieces it wants to integrate into its communications system.

But, therein lies the major impediment to unified communica-
tions truly becoming mainstream.

Of course, there are a number of all-inclusive UC suites available – 
but they are often costly, and either have more features than busi-
nesses need or they don’t have the right combination of features. 
What’s more, many of them don’t fully interoperate with other 
products, even at the most fundamental levels, making integration 
into existing communications environments challenging.

It’s the familiar best-of-suite versus best-of-breed argument. 
Recently, much of the focus has shifted to multi-vendor imple-
mentations. Part of it is because businesses are implementing 
capabilities at different times, as needs evolve or as budgets al-
low. But, it’s also a function of simply getting the greatest ROI 
– businesses must ensure they are paying for only the technol-
ogy that will help them achieve their business goals, while also 
ensuring they maximize on their prior technology investments, 
which often means incremental implementation.

“All of the parts of unified communications didn’t happen 
at the same time – businesses are getting different pieces at 
different times,” explains Jeff Rodman, Polycom co-founder 
and CTO. “This means their investments end up on dif-
ferent depreciation cycles and the rip-and-replace strategy 
doesn’t really work well, because they need to be able to 
bring in tools as needed.”

A key contributor to the growth of UC, and also a func-
tion of cost-saving measures at businesses globally, is the 
rapid rise of SIP Trunking, which has helped drive the 
adoption of SIP-based devices and services, a natural pre-
decessor to unified communications.

“There is a natural connection between SIP Trunking and 
unified communications,” explains Ingate President Steve 
Johnson. “SIP Trunking is simply the catalyst for getting 
to [UC capabilities], which some people might describe as 
the Holy Grail.”

Indeed, there are many vendors who would agree that uni-
fied communications represents the latest Holy Grail but, in 
order for that vision to truly materialize, the ideal of a single 
standard – and the fundamental idea behind the SIP standard 

– must be achieved, eliminating interoperability issues between 
different UC components.

“You need some agreement on standards when you want to 
have different platforms that work together,” says Rodman.

That’s exactly what Polycom and the other founding mem-
bers of the Unified Communications Interoperability Forum 
(UCIF) have in mind: To understand and prioritize the most 
important parts of UC solutions, create templates, agree on 
standards for each form of communication, and develop a 
verification program that includes conformance testing.

What’s important to note is the Forum – which is also 
seeking to strengthen ties with the SIP Forum – has not set 
out to create new standards, but to help the industry reach 
agreement of which standards should be implemented for 
various forms of communication, making interop more 
feasible and easier to accomplish.

If you look at not only the founding members of the UCIF, 
but the entire membership, which, at press time, totals 27 
companies, the list is a varied as the definitions of UC itself. 
It includes network equipment manufacturers, conferencing 
providers, UC platform vendors, chip manufacturers, and 
more – representatives of all of the various constituencies 
whose collaborative efforts are required to fulfill Rodman’s 
suggestion that, in three to five years, the world will have 
stopped looking at UC thinking it will work, and will in-
stead simply expect it to work as they have their traditional 
PSTN lines all these years.

Having already held several meetings to initiate its plans, 
the Forum will host its first all-member event in conjunc-
tion with ITEXPO West in Los Angeles, October 4-6, 2010. 
The meeting will not only bring together Forum members, 
but will also allow it to promote its mission to the thou-
sands of ITEXPO attendees and, more importantly, to the 
vendors represented at ITEXPO and its collocated events, 
most of whom should have a vested interest in helping the 
UCIF achieve success in overcoming the many obstacles 
inherent in a multi-vendor implementation.

Without question, the speed with which vendors have brought 
their UC solutions to market is already benefitting many busi-
nesses, but that same pace, with its inherent lack of true stan-
dardization and interop, has also created a need for a single, 
industry-wide entity to embrace the challenge.

“The ideal time to start this would have been a year or two 
ago, as we’re already paving dirt roads that are crisscrossing. 
But better now than a year from now,” acknowledges Rodman, 
who is also a UCIF Founding Board member.   IT

By Erik Linask
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