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ZTE Adopts StarLeaf’s Service Provider Platform

In what could turn out to be 
a huge win for both ZTE and 
StarLeaf, ZTE has launched a 
video conferencing as a service 
(VCaaS) offering targeting 
small-to-medium enterprises 
(SMEs) across China.  Under this 
revenue-sharing agreement, ZTE 
will bring StarLeaf’s endpoint 
products and services to market 
under the StarMeeting brand, 
targeting China’s 14 million small 
businesses.  This is a 100% white 
label arrangement that has been 
in operation since the Chinese 
New Year.  100% of the branding 
is ZTE while 100% of the platform is off-the-shelf StarLeaf 
translated to the Chinese language.  Through the 
deployment of the StarLeaf Service Provider Platform 

in ZTE data centers, ZTE has a 
fully-localized video collaboration 
solution that enables ZTE to 
offer its own brand of video 
conferencing services alongside 
a range of tightly integrated 

video endpoints for meeting rooms, executive desktops 
and mobile users.  ZTE’s customers will benefit from a 
powerful solution that also allows them to collaborate 
with their partners, suppliers and customers no matter 
what video equipment they use.

What Andrew thinks:  1) ZTE clearly thinks there is a 
huge opportunity for VCaaS in China.  The company 
has formed its own “Cloud Services” subsidiary to go 
after the SME market with this offering.  2) This is a huge 
endorsement for StarLeaf, validating the company’s 
interoperability, ease-of-use, functionality, and scalability.  

Andrew W. Davis, andrewwd@wainhouse.com  

3)  ZTE Cloud will 
be selling private-
labeled or rebranded, 
standards-based 
StarLeaf hardware (the 
StarLeaf name will 
not appear) alongside 
the standards-based 
video conferencing 
endpoints that are 
made by ZTE’s video 
conferencing business 
unit.  You can only 
imagine the internal 
debate that preceded 
this decision, unless 
of course the left hand at ZTE didn’t know what the right 
hand was doing.  We’ve seen this before in companies a 
lot smaller than ZTE.

ZTE StarMeeting Service
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What Dave thinks:  It appears Cisco reflected deeply 
during the 15 months since announcing this line, as the 
new DX units are much less phone than tablet, yet remain 
wired.  We note that Cisco completely discarded the 600 
nomenclature. 

I like that Cisco is taking some initiative to redesign the 
desktop phone. The hard phone versus softphone debate 
misses the point. Softphones offer more functionality, 
but not because they are soft — it’s because the hard 
phone continues to be based on a 70-year-old design. In 
other words, it’s time to reinvent the hard phone. There’s 
nothing inherently wrong with an optimized physical 
device, but it hasn’t kept up. 

The DX650 was a decent pass. It used a familiar telephone 
form factor, but included a 7-inch, 1080 touch display, HD 
camera, an extensible OS, and specialized apps to bring 
it all together.  The two new models, the DX80 (23” HD 
touch display) and DX70 (14” HD touch display) create a 
new category of immersive desktop “unphones.” I take 
responsibility (credit or blame) for the term unphones. 
Cisco touts these units as a phone replacement, but few 
will ever call them a phone — including the folks at Cisco. 

Unlike the DX650, which includes a handset, these new 
devices ship without handsets, which seems somewhat 
limiting — speakerphones are not the most practical 
desktop devices. Cisco positions the new endpoints 
as a solution for desktop clutter, and provided at Cisco 
Live! a “before and after” visual. The single DX80 with 
a Bluetooth keyboard replaced a PC, USB camera, 
headset, separate phone, and mobile charging station. 
That’s a big post-PC leap. Assuming you can get rid 
of a PC and work only on an Android desktop, then 
it is indeed intriguing for a small segment of the 
population. If you really want to eliminate desktop 
clutter, the soft client on a touch-screen PC is more 
versatile (and arguably cheaper). 

So the clutter argument is weak. Those who buy these 
will likely add keyboards and handsets / headsets anyway. 
However, these devices have merit. They offer added 
flexibility over the EX 90 with Android 4.1. These devices 
can run a variety of applications — potentially even 
WebRTC applications. The large screen is compelling — 
the larger the better. It seems every new generation of 
device (smartphone, tablet, television, PC screen) gets 
larger displays — so let’s just go to 23 inches and be done 
with it.   Another nice feature, generally long overdue, is 

Cisco Live! Update
New Cisco Desktop “Phones?”
Dave Michels, dmichels@wainhouse.com 

Last week at Cisco Live! 2014 the company introduced 
two new desktop collaboration devices (aka phones), 
the DX70 and DX80 units.  The Android-based DX70 
and DX80 are part of the DX600 series of phones, first 
introduced in March 2013 and touted as a new “series” 
of collaborative endpoints. The only endpoint at the 
time the “series” was introduced was the DX650, a hybrid 
between wired video phone and tablet.  It took 15 
months, but new DX endpoints have arrived.

Don’t call these new endpoints phones — and most 
won’t — as they don’t have handsets — in theory you 
might use a Bluetooth headset.  I’m not sure if it is best 
to describe them as large corded tablets or small wired 
displays. They include 1080p HD video with integrated 
Android business applications and web browsing; VPN 
services for remote workers and teleworkers; access to 

Cisco and third-party cloud applications and services 
(WebEx and Jabber are integrated); and support for both 
wired and Wi-Fi connectivity.  One new feature available 
only on the DX80 model is Intelligent Audio, a feature 
meant to reduce or eliminate distracting background 
noise (be it the barking dog in your home office or 
talkative coworkers in an adjacent workspace).  This 
capability leverages four digital mics mounted in two 
arrays.  Additionally, both devices come equipped with 
Cisco’s recently announced Intelligent Proximity, so you 
can “pair” your DX with your mobile phone and have 
access to your personal contacts and call history, as well 
as move calls that are in progress – similar to how you 
might transfer a call from your mobile phone to your car.
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New Cisco Collaboration Meeting Room  
for WebEx
Bill Haskins, bhaskins@wainhouse.com 

Cisco announced its new Collaboration Meeting Room 
(CMR) at Cisco Live, and we spent some quality time 
with the product team getting a live demo.  CMRs are 
an addition to WebEx — in other words, users must 
have a WebEx account first, and then will have the 
option of adding a personal CMR.  Administrators will 
be able to add CMRs for their users via the WebEx admin 
console.  Cisco CMR enables choice between on premises 
deployment, cloud consumption from the WebEx Cloud, 
or the ability to mix the two in a hybrid model.

CMRs can be persistent or scheduled — so you can have a 
standing meeting room available for users to drop into, or 
you can create a scheduled CMR specific to an individual 
meeting.  The WebEx productivity tools and Outlook 
Add-In are used to add your join-information to a CMR-
enabled meeting.

What Bill thinks:  Technically, the infrastructure 
supporting the CMR experience isn’t really new — it’s 
a combination of the WebEx-enabled telepresence 
equipment with a little secret sauce to allow WebEx 
to handle the provisioning and administration.  Cisco 

the USB port on the phone. This can be used as a power 
source for charging personal devices as well as a headset 
jack. 

Cisco is proud of the speakers and microphones that 
are built-into the DX80 — the “Intelligent Audio” we 
mentioned earlier.  It is optimized for the person sitting 
in front of it — and supposedly ignores background 
noise. I’m not sure what happens if the speaker moves off 
mark.  And both endpoints also feature Cisco Proximity, 
which was introduced on the DX650.  (This should not be 
confused with the Proximity capabilities Cisco recently 
introduced on the SX Telepresence systems, which 
uses ultrasound, not Bluetooth).  Both of Cisco’s audio 
approaches are reasonably innovative, but the Bluetooth 
angle is not an exclusive feature of Cisco products. 

I like Cisco’s initiative with these devices, but I don’t think 
they will be a hit. They may be an attractive value in the 
world of Telepresence, but at $3,990 and $2,750 they are 
pretty steep, particularly compared to a PC or Android 
tablet with Jabber or other video-enabled client.  Hard 
phones can have a long term future, and this type of 
reinvention is what is necessary. I am more partial to the 
idea of the DX650 next to my PC than these new models 
replacing my PC. However, if you can replace the PC with 
an Android desktop, these are winners. 
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Audio Technologies

Audio Technologies

Introducing one of the WR Bulletin Sponsors

Based in southern California, Phoenix Audio Technologies is a 
world leader in real-time audio communication solutions. We’re 

driven to provide top quality, crystal clear, full-duplex audio 
for Voice over IP (VoIP), web conferencing, distance learning, 

and video conferencing applications. Phoenix is on the leading 
edge in developing innovative products such as microphones, 

speakerphones, conference phones, PCI products, and other audio 
accessories that improve the performance of existing conferencing 

devices.  Our technologies can increase productivity by enabling 
people to communicate freely and naturally in the workplace. 

Learn more at www.phnxaudio.com
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basically took its Cisco Telepresence Server and a few 
other elements and placed them in the WebEx cloud, 
offering CMRs as an opex-based service.  CMR customers 
also need some form of call control to use the CMR 
service, which could be Cisco Unified Communications 
Manager or a compliant 3rd-party solution. 

A CMR supports up to 500 WebEx clients and 25 video 
endpoints all in the same meeting.  This service currently 
will provide interoperability between WebEx video 
endpoints, Cisco Telepresence rooms, and standard video 
rooms.  Perhaps most interestingly, Cisco announced that 
the service — scheduled for release in the second half of 
2014 — will support Lync endpoints later this year.
Cisco also answered a key question we had coming 
into Cisco Live: “isn’t this going to alienate any service 
provider who has invested in their own Cisco-based video 
infrastructure today?”  The answer we received was, as 
expected, a resounding “No!”— but for reasons other 
than we had anticipated.  First, the addition of CMRs gives 
any service provider selling WebEx today an immediate 
incremental opportunity to sell video as a service.  This 
will be pure upside for a number of WebEx resellers 
who don’t currently have a hosted video solution.  In 
addition, a service provider who has invested in Cisco’s 
Telepresence Server today can always provide the same 
WebEx Enabled Telepresence experience by integrating 
its bridges with the WebEx cloud, as can be done today.  
Cisco reinforced that the bridging elements can live on 
the customer premises, in a service provider’s data center, 
or in the WebEx data center.  

News in Brief
• More out of Cisco Live!: Cisco will use Dimension 

Data’s Managed Cloud Platform and SaaS solutions 
to deliver a suite of mid-market-centric cloud services 
to its customers and resellers.  Dimension Data 
and Cisco will partner to deliver an infrastructure-
as-a-service (IaaS) solution that will be packaged 
with Cisco technology and software-as-a-services 
(SaaS) applications, including Microsoft SQL Server 
and SharePoint.  The Cisco validated and branded 
solutions will be sold by Cisco and its channel 
partners.  Dimension Data’s global cloud service is 
available via 10 Managed Cloud Platforms around 
the world, with plans to expand to 13 locations by 
September 2014.  As a Cisco Intercloud partner, 
Dimension Data will evolve its Managed Cloud 
Platform to embrace Cisco’s Application Centric 

Infrastructure (ACI) and Intercloud Fabric — the 
building blocks of the Cisco Cloud architecture. (In 
March of this year, Cisco announced plans to build 
the world’s largest global Intercloud together with 
its partners to address customer requirements for 
a globally distributed, highly secure cloud platform 
capable of meeting the robust demands of the 
Internet of Everything.)  That’s a mouthful.

• Haivision announced this week the latest version 
of Calypso, a multisource media recording and 
distribution platform designed to capture and share 
video content in real-time. This latest release features 
more ways to share, search, and discover video with 
simple distribution to Internet audiences, optimized 
metadata search, and new integration capability with 
third-party control systems.  Users can now export 
videos directly to Haivision Video Cloud’s Video 
Content Management System (VCMS), and more 
easily manage, publish, and distribute content to 
viewers online. New advanced search functionality 
enables users to easily customize metadata by 
creating categories and tags to ensure that video 
is easily and quickly discoverable. With a command 
line API, organizations can create custom recordings 
and streaming workflows through industry standard 
control systems such as Crestron, AMX, or custom 
designed applications.  The new release also features 

video editing capabilities, where users can trim 
out important segments through mark in/mark 
out editing directly from a browser interface. Asset 
import / export functionality enables users to import 
video from third-party editors and export .mp4 
or .ts files into third-party media workflows, while 
preserving metadata.  The capabilities are designed 
for learning and assessment, consultative diagnosis, 
and skills improvement in medical, enterprise and 
educational environments. 
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• Last week Applied Global Technologies announced 
that Marco has introduced Marco Managed Video 
(MMV) — a cloud-based video collaboration service 
powered by AGT’s Video-as-a-Service platform.  MMV 
connects HD conference systems, desktops, web 
browsers, and mobile devices in a single conference. 
Marco is a provider of voice, data, video, and 
print solutions, and will be marketing MMV to its 
customers via a simple monthly fee. MMV is available 
as a desktop video client as well as a mobile video 
application in Apple iTunes and Google Play. 

• Here it is: the LIfesize Cloud.  Lifesize has rebranded 
and also introduced the Lifesize Cloud, a service 
featuring the same user interface on all devices: 
laptops, mobile, and conference rooms.  Included are 

1) unlimited guest capability to 
connect with individuals outside 
of your organization; 2) up to 

25-way calls in HD video and audio for every user 
and virtual meeting room; 3) a variety of subscription 
plans for teams of all sizes and budgets; and 4) the 
ability to instantly initiate a meeting at any time 
with a click of a button.  Annual subscription plans 
start at $25 per user per month, and you can add a 
Lifesize Icon kit including Lifesize Camera S, Lifesize 
Digital Micpod, and 1080p resolution plus 3 years 
of Assurance Maintenance Services (AMS) for as low 
as $149 per month.  With Craig Malloy back from his 
Bloomfire jaunt, we are guessing you can expect 
some very aggressive online and SOHO marketing 
out of Lifesize.  Their avowed goal: deliver business-
class video collaboration without taxing enterprise 
budget or IT resources.

• Cloud video service provider Videxio announced 
last week enhanced capabilities for Microsoft Lync 
users. These advancements make it easier for Lync 
users to collaborate from anywhere, with anyone 
and on any device, including standards-based 
video conferencing devices and browser-based 
video (and non-Lync users).  Videxio says that all 
participants will experience full HD audio and video 
quality, content sharing from the device of their 
choice, and connection with up to 80 participants 
that can be inside or outside their organization. The 
enhancements are available to Videxio subscribers as 
of announcement.

• SBR Health, a health-IT company based in 
Cambridge, MA, has been contracted by Partners 

HealthCare to expand Partners’ clinical care delivery 
virtually into the cloud.  Partners has incorporated 
SBR’s Virtual Visits platform into multiple practice 
areas including Cardiology, Neurology, Psychiatry, 
Cancer, and Primary Care to provide patients with a 
high-quality and personalized care experience as an 
alternative option to in-person visits for follow up 
care.

• AMX hit the news last week when A/V powerhouse 
The Harman Group announced it is buying the 
Richardson, Texas-based, conference room, A/V 
mini-powerhouse for $365 million.  This is big news. 
Industry insiders are familiar with a number of 
Harman brands including AKG, Harman Kardon, 
Infinity, JBL, Revel, Lexicon, and Mark Levinson.  AMX 
has been in the video conferencing space since dirt 
was invented — room controllers ‘r us could have been 
its motto.  This acquisition combines AMX’s enterprise 
automation and technology management tools with 
Harman’s consumer, automotive, and professional 
equipment markets.  HARMAN has a workforce of 
15,200 people across the Americas, Europe, and Asia 
and reported sales of $5.1 billion for the last twelve 
months ended March 31, 2014.  AMX employs more 
than 600 people across its operations in 19 locations 
worldwide.  AMX will be integrated into HARMAN’s 
Professional division.

• Google has released a plug-in for Google Apps users 
who also use Microsoft Outlook, allowing them to 
use Google Hangouts to do a video conference call 
from within Outlook. Users can now initiate or join a 
Google Hangouts call directly within Outlook’s mail or 
calendar functionality if they also have a Google Apps 
account.  Works with Chromebox too, of course. 

• Verizon Wireless said it will use the rollout of its 
voice-over-LTE (VoLTE) service later this year to also 
add video calling and improved HD Voice calling. 
The service, which delivers voice and video over the 
mobile carrier’s high-speed data network, requires 
compatible smartphones — the first of which will go 
on sale later this year. Others like AT&T, Sprint, and 
T-Mobile all are introducing various combinations 
of VoLTE services that include either HD Voice or 
new video services — much of this is occurring on a 
regional basis and requiring app downloads from the 
carriers.

• Do you suffer Collaboration Fatigue?  Take a peek at 
what WR’s Bill Haskins has to say on the topic.
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Another Take on the Cloud 
– Cloud Control

While we continue to parse the meaning of “the cloud,” 
which is already getting pushback as a term because 
of its all-encompassing lack of actual definition, it’s 
worth remembering how some of this looks to “average” 
consumers and even enterprise technology buyers.  
Credit goes to Jen Sorenson (permission to reprint 
granted to WR) for providing a different take on the cloud 
in a well-publicized cartoon that has appeared on the 
Daily Kos and elsewhere. With all due respect to Adobe, 
which is not a not-for-profit, of course.

People & Places
 Know someone in the industry who changed jobs?  
Jump into a new role yourself as vendor, end user, or 
channel partner?  Email us at wrb@wainhouse.com to 
share the good news.

• Applied Global Technologies, Paul Brennan, 
Director of Federal Sales

• Arkadin, H.R. Shiever, Managing Director, Online 
Business

• Avaya, Amy Fliegelman Olli, senior vice president 
and general counsel, and Andy Cunningham, Chief 
Marketing Officer

• myVRM, Ken Scaturro, President

• Support.com, Elizabeth Cholawsky, CEO

• Yorktel, Greg Douglas, Executive Vice President of 
Sales 
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WR Bulletin Readers  
Speak Out
This month we fielded our annual survey of video confer-
encing customers.  This year we added four open-ended 
questions about market perceptions.  Survey participants 
(end users only) were asked to provide us in an unaided 
fashion the names of the vendors they believe are lead-
ers in different categories.  We make no claims other than 
that these responses reflect the opinions of our readers 
who completed the survey.  The complete survey docu-
ments are available on www.wainhouse.com.
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Greenberg

SILVER SPONSORS E M E R G I N G
T E C H N O LO G I E S

S H O W C A S E

GOLD SPONSORS

Early Bird Special
Register before 7th June 2014 and save $100 off of 
registration costs.

Already a WR subscriber?
If your organization is already a subscriber to WR On 
Demand services, you will receive a 20% discount off 

the registration fee.  To get your WR Event discount 
code, send an email to WR Client Services.

Hyatt Regency rooms are available for Wainhouse 
Research UC&C Summit attendees at a special rate 
of $209 per night.  To obtain this rate, book your 
room on-line before 23-June using this special hotel 
reservation link.

}   Alan D. Greenberg, Wainhouse Research — 
Collaboration and Education: Do Google and 
Blackboard and SMART End the Discussion?

}   Bill Haskins, Wainhouse Research —  Microsoft vs. 
Cisco: The UC Gloves are Off

}   Andy Nilssen, Wainhouse Research — The Web 
Conferencing Industry: Market Implosion or 
Explosion?

}   Steve Vonder Haar, Wainhouse Research — Death 
by UC: Re-Considering Streaming in the Enterprise

}   Ira M. Weinstein, 
Wainhouse 
Research — The 
Cloud of Confusion 
around Video 
Conferencing as a 
Service

Cloud video conferencing & calling

And — in something totally new 
and different, our keynote will be 
all eight analysts, on-stage, for a no-
holds-barred, data-driven, interactive 
discussion about the industry today.  

UC&C
WAINHOUSE RESEARCH

SUMMIT 2014

REGISTER NOW u

See Agenda u

15-16 JULY 2013 • CALIFORNIA

And Then There Were Eight 
Analysts at the Wainhouse Research  

UC&C Summit
Wainhouse Research is planning another great UC&C Summit in Santa Clara 
July 15-16, 2014.  We plan to cover every corner of the industry, from video 
in the cloud to video and UC, from surprises out of Microsoft and Cisco to web 
conferencing and streaming and UC.  But you better hurry — the Early Bird 
discounts of $100 off of vendor or end user pricing ends on June 7!
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Steve Cogliano, 
SPS

Mark Litchford, 
EarthLink 
Business

Christina Johnston, 
Jack in the 

Box, Inc.

Mike Taylor, 
SPS

Andrew W. Davis, 
Wainhouse Research

June 12, 2014  •  11:30 AM ET

FREE REGISTRATION

Unified Communications, Telephony,  
and the Collaboration Dilemma:   
an Interactive Video Discussion

While UC&C solutions lead to improved produc-
tivity, cost savings, and business continuity, the 
challenge becomes clear when looking at how 
to integrate all the applications to make them 
work together seamlessly. It can be a confusing 
mess.  So, where do you start? And how do you 
build an open, integrated collaboration archi-
tecture that works with both new and legacy 
technologies?  

Join us for a video webcast on June 12, 2014 
and learn from your peers!

In this video-enabled roundtable discussion, 
panelists from SPS, EarthLink, and Jack in the 
Box will discuss their approaches to defining their 
respective UC&C strategies, leveraging advanced 
applications to deliver a quality customer experi-
ence, and share lessons learned, best practices, 
and accrued benefits.

Moderator: 
}   Andrew Davis, Sr. Analyst & Partner, Wainhouse 

Research

SPS Panelists:
}   Mike Taylor, Chief Technology Officer, SPS
}    Steve Cogliano, Senior Director, Video & 

Collaboration Solutions, SPS

Guest Panelists:
}    Mark Litchford, Sr. Infrastructure Engineer, 

EarthLink Business
}   Christina Johnston, Telecommunications Manager, 

Jack in the Box, Inc.

MODERATOR SPS PANELISTS GUEST PANELISTS

AN INNOVATE! WEBINAR
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1:1 Julian Phillips, Executive Vice President, 
Whitlock
Andrew W. Davis

WR:  OK, I want to get right to the point, but first, in 35 
seconds or less, tell the readers what is Whitlock.  

JP:  Whitlock is a global audiovisual solutions, unified 
communications and managed services provider.  We 
are focused on serving enterprise customers seeking to 
consolidate, simplify and standardize a wide range of 
audiovisual applications within their existing IT services 
framework. 

WR:  Let’s focus for a minute on v-Concert, since VCaaS is 
so much on peoples’ minds these days.  In 45 seconds or 
less, what is v-Concert?

JP:  Whitlock v-Concert is the most recent addition 
to Whitlock’s v-Series of managed and cloud-based 
services.  Whitlock’s cloud services are controlled from 
our Audiovisual Network Operations Center (AVNOC) 
in Dallas, Texas, with global PoPs and “follow the sun” 
services and support.

WR:  I’ll come back to cloud in a minute, but first, back to 
v-Concert.

JP:  v-Concert is what you would call “video conferencing 
as a service.”  v-Concert is powered by Videxio, 
with Whitlock delivering the customer relationship 
management, first line support, billing, reporting and 
analytics. With the Videxio VCaaS engine, Whitlock is able 
to integrate existing video managed services together 
with “self-serve” cloud services under a single services 
plan.

WR:  And exactly who should care about this? 

JP:  This approach is ideal for organizations wishing 
to leverage their existing investment in on-premises 
infrastructure, while providing an infinitely scalable and 
affordable solution for their rapidly expanding huddle 
room, unified communications and mobile video user 
base.

WR:  What exactly do you mean by cloud?

JP:  We see a lot of liberty being taken by service 
providers using the word “cloud” to be a service managed 
outside of the customer’s firewall.  One of many reasons 
we are building our VCaaS offering with Videxio is that 
they provide the coverage with their global QOS network 
that includes multiple data centers around the world.   
That’s a true cloud offering designed around the needs of 
video.

WR:  Ok for now.  Maybe this will make more sense when 
I understand how v-Concert fits in with the rest of the 
Whitlock portfolio of services?

JP:  The background is important here.  We looked around 
a few years ago and concluded it didn’t make sense 
for Whitlock to build its own data centers and invest in 
infrastructure to support services accessed over a private 
or public network. There was and continues to be excess 
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capacity in the market and too 
many established vendors.  
Our strategy is to leverage our 
strength with a comprehensive 
top quality services portfolio, 
combined with client access 
and technical expertise inside 
Whitlock.  Hence, we launched 
Whitlock’s “attended” managed 
services, including v-Presence 
and v-Telepresence, where 
the back end is provided by 
BCS Global but Whitlock 
provides live monitoring 
and concierge services.  
Moving forward, v-Concert is 
principally provisioned under 
a self-service model offering 
Virtual Meeting Rooms (VMRs) 
for subscribed room systems, 
unified communications clients 
such as Microsoft Lync or 
mobile users — and the back end is provided by Videxio. 

WR:  How long has Whitlock been offering a VCaaS 
service to its customers and what makes v-Concert 
different?

JP:   We have been offering v-Presence and 
v-Telepresence for three years; v-Concert came on-
stream in the last six months. With customers starting to 
deploy Unified Communications widely, there has been a 
continuing trend amongst customers not to expand their 
existing on-premises infrastructure to meet demand and 
look to either new disruptive virtualized technologies 
such as Pexip or to cloud platforms such as Videxio. The 
reality is a hybrid approach and this is why Videxio fits our 
strategy so well; we can provide a single service plan to 
manage on premises and cloud services so that the end-
user never knows the difference.

WR:  Hybrid?

JP:  Yes, as an example we resell Pexip software for on-
prem and we can provide VCaaS via Videxio where the 
customer’s users are running on Pexip in the Videxio 
cloud.  This preserves the experience and Whitlock can 
make the experience transparent. Whitlock also has a 
strong partnership with Polycom and we’re integrating 
hybrid solutions on their platform too.

WR:  Did you look at white-label 
options for VCaaS?  What made 
you decide to take the path you 
took?

JP:  Yes we did. Because of 
confidentiality agreements, I 
won’t name the other platforms 
we did not choose, but I will give 
some details of the criteria we 
used when we selected Videxio.  
The short list includes technical 
effectiveness; provisioning 
engine; platform support; billing 
engine; reporting engine; tiered 
support model; pricing engine; 
sales & marketing programs; 
management  team; and the 
service provider’s long-term 
viability. 

WR:  How does v-Concert fit into 
your competitive environment?  Who are your major 
competitors here, or is v-Concert really just sold to 
existing Whitlock customers

JP:  Central to Whitlock’s business strategy is our RAD 
model (Retention, Acquisition and Development) for 
enterprise customers; therefore every new solution and 
service we launch requires a RAD plan. We have a plan on 
how v-Concert will help us acquire new customers – we 
don’t tend to sell v-Concert standalone, but as part of 
a suite of services.  Development of existing customers 
is more than 70% of our focus — migrating them from 
traditional models, or helping them to expand their 
unified communications with v-Concert. Finally we don’t 
want our retention customers to drift away to the services 
such as Blue Jeans Network, so v-Concert provides a 
valuable retention tool to keep customers under a single, 
accountable service agreement with Whitlock.

There are a number of good quality competitors out 
there. We probably come across Blue Jeans most 
frequently, but we offer something different. Our core 
focus for customer acquisition and development is 
to displace traditional high touch, high priced, labor 
intensive service models with self-serve, simple to use, 
well supported v-Concert VMRs under a single enterprise 
service plan. Because of who we are and our customer 
base, it is also likely we will come up against AVI-SPL, so 

Moving forward, 
v-Concert is principally 
provisioned under 
a self-service model 
offering Virtual Meeting 
Rooms (VMRs) for 
subscribed room 
systems, unified 
communications clients 
such as Microsoft Lync 
or mobile users — 
and the back end is 
provided by Videxio. 
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Conferencing &
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customers have to decide whether they would prefer to 
go to a Symphony or a Concert!

WR:  Isn’t it true though, that while Whitlock decided 
to reduce risk by going with Videxio on the back end, 
AVI-SPL took a different direction and between build 
and acquire, created its own service that theoretically 
provides AVI-SPL with higher gross margins but at higher 
risk.  Should the customers care?

JP: Give me flexibility and agility over sunken investment 
in a legacy platform any day. Customers want value, 
speed of deployment, interoperability and flexible billing 
and we have what we need to meet those requirements. 
If our customers want something more or different, our 
model allows us to meet those requirements without 
writing down any of our investments. Customers only 
care when you fail to deliver value and great service.

WR:  Blue Jeans doesn’t provide streaming or managed 
services.  Are they really a competitor?

JP:  We don’t consider Blue Jeans as a direct competitor, 
because our approach and value is different. However, 
some of our existing customers have existing contracts 
with Blue Jeans, when they could be using v-Concert now 
instead, so we’ll let our customers decide what’s best for 
them moving forward.

WR:  What are your future plans around VCaaS?

JP: Well, firstly we have to grow what we already have.  
Cloud services are currently less than 25% of our overall 
managed services revenues, but by far the fastest 
growing by a factor of 5 X. 
 
We are focused on how we can drive v-Concert along 
with our growth in Unified Communications. Whitlock 
recently achieved Microsoft Gold Communications 

Partner status and has a growing number of Lync 
engineers and consultants engaged in significant Lync 
2013 deployments; we see v-Concert as a natural partner 
for our emerging Microsoft practice and our core Cisco 
UC business too.

WR:  Anything more specific?

JP:  Yes, I already mentioned the two engines behind 
our managed and cloud services.  We are launching a 
v-Stream solution mid-year 2014 that will use the same 
model by leveraging the expertise of the Haivision cloud.

WR:  What would you tell to an experienced video 
conferencing user, say a large enterprise, about 
v-Concert?

JP:  Think about segmenting your video services 
moving forward. Ring-fence your existing on-premises 
infrastructure to support existing meeting rooms that 
require specialist call building and high-touch support 
whilst developing a VMR strategy for everything else, 
whether it be small huddle spaces, desktop UC or mobile 
clients. We can give every user across your enterprise 
their own VMR with a flexible enterprise billing plan 
which will rapidly improve the end user experience and 
reduce your costs in scaling, managing and maintaining 
your own tin.

WR:  What would you say about v-Concert to someone 
who has not yet invested in video conferencing?

JP:  Deploy a robust, proven and supportable UC client 
such as MS Lync 2013. Deploy a cloud-based video 
solution which will provide all the quality, security, 
interoperability, scalability and agility you will ever need 
and come to Whitlock to deliver that all under a single 
service plan with a predictable monthly bill and great 
support.
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