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Hardware proves hard-wearing

Industry onlookers
examine whether VARs
can continue to thrive
on Kit sales amid the
cloud hype

Sam Trendall

1 don'l wanl 1o do business willy
thse whets cdon't make o prolal, be
cause they can’™l give the st serv-
said best-s=elling US author
Richard Bach.

This might seem like a sound phi-
losophy, bul how much service do
o really have (o provide oorurn a
healthy profit? A mft of recently e
leased Teseanch has shown that the
miarket for core comms hardware —
mollers. swiiches and IM8%s — 12 1m
ricle health.

You seemingly canned o five man
wies without some incusiry Figure
espousing the virtwes of cloud-based
o hosted models. But, with =0 much
D Llyiie ol e shelves, do oodtims
WAKS really need o overhaul their
business models W gmew Their Lop
and botiom lines?

Figures from Infenetics Kesearch
show that the FRX and unified com-
mnikcarans (U0 markel saw glohal
revenues in 2000 egrow almost #ighi
rer cent annually B $8.3bn
(E5.16bn), and the world's tao top
Mk vendors — Avayn and Cisos —
Il e poyred] " oSt reveniee mErowih
in 20107, with Avaya narrowly top
pang the vendor league table.

Diane Myers, directing analyst bor

ol and M5 at Infonetics, said; “The
enterprise telephony and UC marke
s experiencire 4 sk, steady recoy-
ery. Leading the recovery 18 Uie move
I TOM 1o [P acress all regions.”

1,

Johin Masmey, munaging director of

commes VAR Actimax, asseried thai
hiested voice will take off one day,
bar that encd-mser appetite is skl ek
i Marring remdin healthy on FREX
harchware, he added

“We are really, really busy just sell-
ing nomal relephony solutions.” he
sald. “"Mamly II' relephony — these
are quite complex and converged
technodogees — amd people are still
Buving a lot of onsile solulions.
Hosted and cloud solutions are a
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Qualsty nevar goas aul of slyle: AL

good story, bul | do not wthink the
markel uptake 15 there It s like The
Emperor’s Kew Chodfuwes,™

Jonathan Greenwood, UK mana
ging director of [P phone maker
Lnom. argued that hardware resell-
ers will always have extra margin
apporiunities, a5 even low-end plug-
and-play technologies reguLine some
degree of wrapsaround support,
Smiall businesses, which offen have
lirtle aF no in-house T experirse, aTe
abso more likely 10 take A punt an
emerging lechnologies, mving the
channel additional services sales,
said Gresnwood

“The 1 o 10 extension market is ex-
remely price compelitve and there
i & Dl ranee of solwdons on oller,
However, this avallabaliny does oot
necessarily mean thal businesses can
upgricle their phone systems them
sehves,” he said, “"Out-ofthe-box solu-
tions come with noe help or suppomn.®

Fecenl Teenires [iofm 10 i Chal
The aulE-and-bolis nepwoarking mar-
ket performed equally well last year,
{Flobal sales of routers rose 17.8 per
oenl in 2010, wiille switch revenue
e 2] per cent. Yyorkhwide enter-
prise Ethernel switch sales in (4
grew 134 per cenl annually Lo
5. 3%bm, amdd Full-vesr revenus sioogd
At 521.1bn

The carvier switch and roualer mar-
ke dled empeved a dellar 2000, accor-
ding o numbsern [fom Infonelics.
Globial sales rase 20,5 per cent to
$12.8ba, with marke leaders Cisco,
Alcatel-Lucent and Juniper all endoy-
imgE impressive revenue growth

Tony Butler, chiel technology olli
cer al thind-party services provider
Intact Integrated Services, agresd that
end users are buying maore kit, But,
A8 CUslomers begin looking o ool-
lapse their supply chain. resellers
will meed 1o odler “an end-to-encd
solufion”, he sanl

“The challenge here is not whether
a client will buy more comms equip-
meent, they willl, the challengs is who
will they buy i from,” sald Budler.
“There s a place lor core comums in
the market as all this new advancesl
technology has 1o zil on something.
But clients do not want 1w have
start working between two providers
If' @ reseller doe: not stan olfering
addirional advanced technnl oy solu-
tions, they are in danger of losing
market share,”

Mark Kacary, director of distrbutor-
cum-technology-incubater Cirrus,
clazmexd that “the demuse of hard-
ware sales and services has been lope-
sl all noo gquickly ™. He added that,
whatever their vitues, cloud and

managed servioes were not neghit lor
ceflaan veriicals.

“Businesses that rely on hardwane
manulaciurers’ level of innovalion
and on spesd, such as gaming com
panies and banks, and rely on high-
level security, such as governmeni
and military. will tend 10 opt lor
hardwar: 1o provide the kighesr by
els of perfformance.” he said

But foe Mayhew, chief technology
aflicer ol Calbvxy Managed Services,
pned the ranks of those claiming
VAER= that do nol move some of their
busimess towarnds managed services
revenue streams will inevitably Fall
behind, Price is no longer the be-all
and end-all lor customers, he amued.

“Cumently. there s sl a very lanse
rmarkel Lor rowers and switches,” he
said, “Bul PEX siles will undooh
iy decTemse 4 voboe mawes inlo the
clond. Suppliers such as Mitel are
now beginning to s=e the benefit of
virtualising thetr platforms.

“Hesellers wall hepin o strieede il
they ame dependent upon hardwane
sales = cusbomers are nomy ned solely
loking for lonw prices. They ook at
hoaw easy the tramsiciomn will b and
the ellect thas will have on their basi-
ness fumckom.”
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