
ln the latest in a series
of opinion pieces, Matt
Townend from lsland
Telecom Consulting
examines the market
and where the next
areas of growth are
going to come from.

Matt Townend

am writing this piece atter having yet another
conversati0n with a friend 0f mine whO is the
[,4anaging Director 0f a mid-sized rese]ler. He

was saying not 0nly are the margins being
constantly squeezed 0n the traditi0nal fixed and
m0bile voice business he has been inv0lved in
for years but he a s0 has to deal with the totally
unpredictable behaviour 0f some 0f his
traditional supplers.

The mobile operator he has been using has
changed their c0mmissi0n structures and their
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approach t0 the channel 3 times in the ast 15
months. As for the fixed and data side of the
business, it gets n0 better there with players
merging and in some cases pu l ing completely
out of the channel.

Although his hardware suppliers have been a
little more consistent, points 0f marg n hav€
been eroded over a period of t ime.

His question t0 me was'How shOuld lfocus
my bLsiness to ensure I can grow and sLrv ve '1
the future?"

S0 before he can afford t0 tocus 0n new
innovations and potentially new areas 0l
business he needs a solid base f0r i is elrsting
business. The behavi0ur from carriers as
described above is bizarre; have they n0t heard
the argest groMh Opporlunrtv is in the S[,4E
market in the UK. The only way I can see t0
reach that goal is through a sOlid ndirect
sraregy.

The first thing a reseller can do is t0 l00k in
detail al therr current sJppre's. Lxamine their
contractual c0mmitments w th suppliers
ensuring their c0mmitments to you mean they
cannot pLrll the plug 0n the business q!lckly and
w Lh0ul penaltv Also t 'v t0 bLrld a partnership
and get top level inslght into their g0{o-market
srraregy.

S0me 0f the carriers are l00king to rationalise
their channel, t0 serve 0nly certaln partners with
a significant base. S0 you may well need t0
either consider acquisit ion 0f other bases. '
leverage yOur buying powers by work ng with
0ther similar sized 0rganisations.

The last six months has seen sign ficant
acqL Siti0l activity both in i le kadrtional v0ice
and network integration space with new larger
p ayers arriving. We have seen Azz!rri purchase
a number of players only t0 be bought up
themselves by lrish firm Calyx, which has also
acquired Matrix. Redstone have also been 0n
the acquisitiOn path with Xpert and then
Symphony. This consolidation is g0ing to 0nly
increase pace in the c0ming 12 months.

once you have secured as best as you can
your existing base revenues the question is
where the next large revenue and margin
0pp0rtunity is going to come from. lwould pick a
focussed technical soluti0n area or vertical
segment t0 d€vel0p - ideally a natural step from
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y0ur existing bLsiness and exper ence. I have
chosen a couple 0f areas as an example where I
think there are going t0 be signif cant groMh.

It 's clear that the UK w0rk force is requiring more
flexible w0rking cOnditions from its emp oyers.
The requirement and necessity to work in an
office 9-5 [ronday to Friday, is n0 longer as
prevalent as before. This is beifg driven b0th by
social. technol0gical and supply and demand
facl0's. Already over 604 0l the UK Dusiness
population work from h0me regularly 0r
permanertly and thrs,s 0nly sel t0 Inc.ease In
coming years.

This change is oflering opporturities t0 the
reseller both in voice and data seruices. For
example the requjremert to offer intellgert voce
routing, and contact centre services is rising, as
employees are not at a fixed l0cati0n. C0mpanies
such as Teleware and opal akeady offer a very
established range 0f services in these areas, with a
g0od value and marg n propOsiti0n for the Channel.

Als0 we are seeing the gr0wth n mobile and
h0me user services with the need t0 prov de
business brOadband and VPN services, as well as
mobile data and appllcations

As a partner, pltting tOgether a c ear f exibie
w0rking proposit 0n is ceftainiy af area where
we are gOing t0 see both gr0wth and margin.

Another area where mOst ana ysts are predicting
strOng growth is that of security and disaster
recovery. This s an area that is growing last but
is ofter not addressed well by vendors 0r
rese lers. As we see the rise 0f Centrex te ephony
services and hosted applications the ab ity t0
011er affordable Disaster Recovery serv ces t0
c0mpanies, is widening bey0nd the nitial niche
sel 0l customers.

I think the key oppodun ty is going t0 be how
you sell services, applications and the skil ls 0f
your business. The core transpon elements wil l
all be based 0n lP and wil l c0ntinue t0 be under
margrn and revenue pressure.

However the g00d news is the speed 0f
lnnovation is 0nly going t0 incfease, which
means if you can deve 0p new services, partner
with applicati0n vend0rs and sell y0ur own
expert se b0th in terms of integration,
imp ementation and as a s0!rce 0f trusted
strategy advice. YOu may find that y0ur business
migrates into being a people and consultancy led
business in the future.
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