Don’t Lose Sight of the Big Picture

This week was Cisco’s Partner Summit in New Orleans.  Although I was not there in person; Cisco did a nice job in providing the content of that summit in a virtual format at the following location:  www.cisco.com/go/virtualsummit.  I viewed the Kick-Off presentation to see if I can get behind Cisco’s vision of collaboration, because I need to understand and believe the vision in order help our customers do the same.  

It may be serendipity, but IPLogic is uniquely positioned to propose Cisco’s strategy to our customers because we have the ability to deliver this vision; but to do this we need to understand the “big picture”.  John Chambers, in his presentation, focused how Cisco has time-after-time been able to anticipate and set the emerging trends of the industry.  This time the trend is the almost exponential adoption of video that will result in 90% of bandwidth traffic consisting of video.  But why does this prognostication make sense?

Recently, I participated in a UC focused presentation to one of our higher education customers and heard one of the most timely and well-thought out presentations in the history of my time here at IPLogic.  The presentation was delivered by Scott Lawrence, Product Sales Specialist for Cisco, and I want to share some slides with you that convinced me that “Collaboration” was not just a banal, marketing term but a concept with substance.
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It was a moment of clarity – there it is -- the big picture and the value behind the investment into Cisco’s collaboration architecture.  This is the reason to invest in the Cisco UC solution – nix that, not a solution but a scalable foundation.  All of these pieces work together to give the customer the ability to work with others, inside and outside the company, to achieve an intellectual endeavor.  The soundness of Cisco’s strategy was compelling.
A Solution vs. an Investment
After the meeting with the college, Rebecca Rathbun, one of IPLogic’s newest sales team member, and I had discussed relevance of this presentation.  “This is something what my customers need in a strategy and that gives them a way to judge the merits of a solution,” she said to me.  That echoed my sentiments exactly.  Previously, I saw UC only as a solution to replace aging PBX’s but didn’t understand the value behind the UC architecture and that it was more than just converting a PBX to an IP-based solution.  This approach to changing the architecture for telephony was as groundbreaking as going from a mainframe to a client-server model.
  However, it was challenging at times to convey the concept to customers with 20 year-old PBXs, out of warrantee and support, of this paradigm shift because it required a whole new approach to owning, supporting and even purchasing an entrenched telephony solution.  Deals were sometimes lost due to price and incumbency because the roadmap to the vision was so new.  So we focused on helping the customer see their aging PBX as an opportunity to invest in an architecture that can drive innovation and growth in their organization.  
A key shift in the decision making process has helped to facilitate acceptance of new technology and drive the requirements that IT needs to meet.  That is to tightly integrate end-user adoption into technology planning by collaborating with the people who will ultimately determine the value of the technology implementation.  Involving the appropriate people in the business requirements definition and decision-making process, such as end-users and business unit leaders, is key to helping our clients to see the realizing the return on their technology investment – shifting the conversation from cost the cost of the solution to the gains from the investment.
Step 1:  The Network and IPT





The foundation continues to be the network, but this network is going to have to evolve and become more intelligent and more available.  Then there was convergence – delivering voice and data on a single wire.  It is information to transform voice to incorporate applications.





Step 2:  UC Envelops IPT





Then Unified Communications incorporates IPT and extends it beyond the phone to allow you to locate the people you need to interact with, whether they’re in the office or on the road.  It incorporates video and applications and allows information to flow to devices you want it to go to in rich media format.  Improving the communication and productivity within the organization





Step 3:  Collaboration





Collaboration extends UC borders to outside the company and takes productivity to mobile devices.  Webex and the TANDBERG acquisition expands the communication ability to bring inter-company communications close through video and collaboration medium to heighten the experience and to allow real-time information sharing.








