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Finding an IP medium

Acquisitions may be the emfsw data andice YARs facing fitilty sellitig telephory, writesédth Humphays

r those of y ou who
can remember that far
ack, the take-up of IP
telephony (IPT) is a
reminder of the Y ear of
the LAN in the 1980s. T here are
signs that IP T is r eady to enter
the mainstream, butitistak ingits
time. The Year of the LAN
extended itself to the Dec ade of
the LAN . Let us hope IP T does-
net take that lon g.

What is the uptake of IPT in

the channel?

EuroLAN Resaurch inter viewed
a panel of reselers, VARs and
systems integrators to find ou t
whether voice reselers had
embraced IPT mor e than data
reselers. The average annual
turnover of the 50 r eselers inter-
viewed was £11m, and on aer-
age they employed 61 stdf.

The results, summarised in
figure 1, underline EuroLANes
belief that v oice reselers earn a
greater portion of their r evenue
from IP T. T his is due to v arious
factors. First, they adopt it mor e
readily than data V ARs because
they are seen as ofeering an eas-
ier route to IPT. Second, their
installed base is, consdously or
not, buying IP-enabled systems
and is ready to mi grate to *IP
everyw heres. This contr asts with
data reselerss fear of mov ing to
the Old W orld of telephon y and
having to le arn tr aditional v oice
skills before movingto IP T.

The call-centre spedalist is
seling twice as many IPT sys-
tems as the voice reseler because
cdl centre and contact manage-
ment app lications are ideal con-
verged solutions.

It is estimated that about
three-quarters of IPT sales are
hybrids w ith tr aditional PBXs,
and not pu re IP systems. This
reinforces the position of the
voice reseler, because hybrids
require traditional v oice skills.

The ¥ar of theAN edended
itself to the Decade of the
LAN. Let us hopeTloesh
take that long.

Which vendors are data

resellers sellin@

Unsurprisin gly, the pictu re for
data reselers reflects the mark et
dominance of Cisco, w ith ov er
half the firms inter viewed nam-
ing Cisco as their lead IPT ven-
dor. Avaya and N ortel N etworks
shared second place, with 3Com
a surprisin gly distant thir d.

Voice resellers sell Aaya IPT

In ar eversal of the above, figure
3 shows that the v oice reselers
inter viewed focus on A vaya and
depend far less on Cisco.

The surprise w as the poor r ep-
resentation of Mitel and Siemens,
but closer analysis showed them
often ranked as a second choice.
This may indic ate a lack of
completenes in the solu tions,
although both firms partner
to achieve total solutions
Mitel w ith H ewlett-Packard and
Foundr y/Siemens with Enter asys.

Is partnering the key?

Since few v oice reselers have
any knowledge of data /IP and
few data reselers understand
how to handle v oice calls, it is
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now su ggested by vendors and
consultants that partnershi ps are
the way forward. EuroLAN
believes acquisitions are more
likely and that v oice reselers in
particul ar are good targets.

(omputer
ResellerNews

After expressing these views a
couple of years ago we were
gratified to le arn of a | arge net-
work integrator heeding the
advice and acquiring not one,
but two voice reselers.

Conclusion
Analy st figures often state unre-
alistically |arge shipments for
IPT, but these include IP-r eady
PBXs and switches, notj ustpure
IP systems. There is a crossover
of IP-based systems and tradi-
tional PBX sy stems described by
Avaya chief executive Don
Peterson in his | atest financial
conference call. *Our telephony
business is at an inf lection point
based on this belief,Z he said.
But there are factors within
the channel that may prevent
this cr ossover from happenin g:
The difference in margin that
voice products generate com-
pared with data pr oducts. A
recent US survey found that
Avaya offers discounts of abou t
40 per cent, compared with
Cisco Call Managerss 20 per cent.
The crossover to IP T thr eatens
to squeeze the voice reseler.
Voice reselers will lose out to
data reselers unless they can
provide high-end consultancy
services to bolster the loss of
margin on con verged products.
The SME market has caught
the attention of the t wo large
vendors that fe atured heavily in
these results; Avaya launched its
Small and Medium Busines s
Solutions di vision and Cisco has
a renewed focus this y ear. But
this mark et demands value, and
requires solutions. T hese solu-
tions are often scaled-down ver-
sions of enterprise pr oducts. No
market needs call centres and
customer relationship manage-
ment mor e than SMEs, but the
perception is that smal | firms
suit large call centres in indus-
trial buildin gs. A solu tion spe-
cific to this mark et is needed.
See tice and Bta, pag 20

Keith Humphreysis managing
consultant at EolrAN Reseach.
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