MicroScope
March 2015

Indispensable channel analysis 						

microscope.co.uk

FILL YOUR CLOUD TOOLBOX
AND PUT IT TO GOOD USE

GEORGEJMCLITTLE/FOTOLIA

PLUS:
◆ QUAD PLAY THE SUPPLIERS’ HOLY GRAIL
◆ BUSINESS GAINS FROM POLITICAL GAMES

◆

THE MONTH IN IT ◆ OPINION ◆ LETTERS ◆ FIVE-MINUTE INTERVIEW ◆

the month in the channel
Global server market grows in
2014, report IDC and Gartner

Competition for skilled IT staff to
rise as more opportunities open up

There is cautious optimism among
industry watchers after both IDC and
Gartner reported growth in the global
server market last year. IDC put global
revenue for the fourth quarter of 2014
at $14.5bn, representing 1.9% yearon-year growth, while total revenue
for the year was $50.9bn, a 2.3% rise
on 2013. Gartner reported revenue
growth of 2.2% for the fourth quarter
of 2014, with overall revenue for the
year growing by 0.8%.

Problems recruiting skilled staff are
likely to increase as the employment options for those with the right
credentials are set to expand further,
according to specialist IT recruiter
Robert Half Technology. Research
by the firm revealed that 36% of UK
firms are planning to expand their IT
workforce in the first half of 2015 to
help support projects and initiatives
created to foster and support growth.

Claranet sounds alarm over the
innovation failings of MSPs
Managed service providers (MSPs)
risk disappointing their customers
if they fail to support innovation
plans and should work more closely
with users to ensure they can deliver
value, according to research from
Claranet. The study found as many
as half of UK organisations were not
meeting expectations from users
that had hoped they would be getting expert advice from people who
were innovators.

Cisco shares rally above $30
A flurry of product launches at
Mobile World Congress this month
saw Cisco stocks rally above $30 for
the first time since 2007. The networking kingpin launched the USC
8000 small cell base station as part
of a collaboration with SpiderCloud.
The 4G/Wi-Fi system is to be sold
through channel partners, with
Vodafone being the first to offer the
USC 8000 to its enterprise customers.

Big Blue spending big bucks
on emerging business areas
IBM expects nearly half of its revenue
to come from emerging businesses
such as cloud, analytics, security and
mobile by 2018. At its annual investor meeting in New York, executives
said that by 2018 they expect $40bn
in annual revenue to come from highgrowth areas such as cloud and security, shifting IBM away from its reliance on non-renewable tin. Cloud,
analytics, mobile, social and security
software currently represent approximately $25bn of IBM revenue.

SMEs turning away from credit
Despite rejection from banks and
traditional sources of credit, SMEs
still need to be encouraged to consider alternative forms of finance.
According to the latest BDRC
Continental SME Finance Monitor,
almost half of small firms (43%)
are now classed as permanent
non-borrowers with no plans to use
external finance, and only 37% of the
SME population used some sort of
funding last year.
Daily channel news at MicroScope.co.uk

Microsoft Windows XP market
share continues to increase
Nearly 14 years on from its initial release, Microsoft Windows XP has increased
its market share for the second month in a row.
According to figures from NetMarketShare, the Microsoft operating system
(OS) had a 29.53% share of the market in February, up from 29.3% in January.
In December, the figure was 28.98%, showing that despite Microsoft’s best
efforts, the legacy OS isn’t ready to retire just yet.
Microsoft ended extended support for XP in April 2014 and did everything in
its power to convince users that Windows 8 was a viable upgrade. But
consumers and businesses alike have continued to shun the touch-friendly
operating system in favour of older operating systems. In fact, the most recent
figures suggest that Windows 7 and Windows XP hold a combined market
share of 76.84%, while Windows 8 and 8.1 account for just 10.68%.
All eyes will now be on Windows 10, which is due to launch in the second
half of 2015. Microsoft recently announced that all Windows 7 and Windows 8
users would be entitled to a free upgrade to the latest OS. But whether or not
the company can persuade XP loyalists to defect remains to be seen.

HP to acquire Aruba Networks
Hewlett-Packard is to acquire wireless networking company Aruba Networks
for $2.7bn. The cash deal of $24.67 per share is expected to close in the
second half of HP’s fiscal 2015.
Aruba shares shot up by 35% after Bloomberg reported that discussions
were taking place.
“Enterprises are facing a
mobile-first world and are
looking for solutions that help
them transition legacy investments to the new style of IT,”
said HP CEO Meg Whitman
(pictured).
“By combining Aruba’s
world-class wireless mobility
solutions with HP’s leading
switching portfolio, HP will offer
the simplest, most secure
networking solutions to help
enterprises easily deploy
next-generation mobile
networks,” she added.
HP’s acquisition of Aruba
represents the largest deal since
it bought Autonomy, which saw
an $8.8bn write-down for the
California-based company
followed by an inquiry by the US
Justice Department.

BSA makes link between pirated
software and malware infection
The software industry has worked
hard to provide users with reasons
not to use illegal software, ranging
from the use of pirated discs to fund
terrorism to the risk of malware being
packaged with the application. A
report from the Business Software
Alliance (BSA) has added weight
to that second point, showing that
countries with high levels of unlicensed software also have increased
cases of malware.

Low-cost notebooks continue
to fuel PC market growth
The UK continues to be a strong market for desktop PCs and laptops, with
2015 starting in the same vein as 2014
as unit shipments remain in double
figures. The latest numbers from
analyst house Context revealed that
the UK delivered 19.1% year-on-year
growth in PC shipments in January
and 20.1% growth in the fourth quarter of 2014, with the channel noticing
a positive Christmas hangover of lowcost consumer notebooks.

Channel businesses losing sight
of worker safety, Daisy study finds
Nearly half of channel businesses
have insufficient measures in place
to protect staff when working alone,
according to research by Daisy
Group. The study found that despite
an employer’s legal obligation to
protect staff, 25% never checked
the welfare of lone workers and just
one in eight staff were aware of their
responsibility to inform others of
their whereabouts.

MXC Capital wins Calyx Managed
Services auction with £9m bid
MXC Capital announced that it has
acquired managed services provider
Calyx Managed Services from private
equity firm Better Capital. Multiple
bidders were involved in a “competitive auction process”, with MXC’s
offer of £9m beating the competition.
The deal relates specifically to the
managed services component of the
Calyx Group and does not include
the software provider portion of the
business, m-hance. ■
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BILLY MACINNES OPINION

Are you ready to plug IBM apps could divorce
the resources gap?
hardware forever

L

ast month Claranet released research that
indicated managed service providers were
seen as potential partners that could help
deliver innovation as well as hosted services.
With the decline in resources in IT departments
customers were increasingly hoping their services
partner could also provide access to a source of
expertise about how their business should develop.
Sadly the research found many were not in a position to do that and, as a result, were leaving customers disappointed, undermining their positions as
trusted advisors.
This issue takes a look at the current opportunities
around cloud and, as Amro Gebreel finds out, there
are plenty of ways a channel player can approach
the topic.
There are opportunities in infrastructure, security
and device management and the appetite from the
customer continues to grow, making it easier to
generate more sales.

Some in the channel are preparing
for the day when the CMO has a
bigger IT budget than the IT director
But just selling a cloud package is not enough and
Claranet’s findings suggest those buying hosted services want much more from a partner, with advice on
where they should innovate and what sort of decisions they should start thinking about now, to make
sure they are technologically in the right place.
The pressure on the channel to be more than just
an IT supplier will only increase as the people ordering from them start to come from lines of business
with less of a grasp on IT.
Some in the channel are already preparing for the
day when the CMO has a bigger IT budget than the
CIO – and making sure the demands of those customers can be satisfied is going to be one of the
keys to success.
When someone buys a cloud service, they expect
it to come from someone who has a firm grip on the
market and is able to provide expert advice about
just where the next wave of innovation can come
from. Fail to do that and the customer will ultimately
go elsewhere. ■
If you would like details of forthcoming themes
running in the MicroScope ezine, wish to share your
reaction to this one, or make any other contribution,
email squicke@techtarget.com.
Daily channel news at MicroScope.co.uk
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HILE writing an article on the IBM/Apple
MobileFirst alliance
for the next issue of
MicroScope, the fanciful notion
occurred to me that, if this deal is
successful, it could represent the start
of a significant shift in the way IBM
does business in the years to come.
The mobile aspect of the deal, in
enabling IBM to develop made-forenterprise apps for iOS devices with
cloud services that exploit IBM’s big
data and analytics capabilities, could
be an important consideration for
many organisations in the future.
But in IBM using Apple’s iOS platform to deliver mobile apps, it could
reinforce the message that the company’s future direction is based on
delivering apps that use its big data
and analytics capabilities, rather than
the hardware platform they run on.
IBM has made no secret of its
ambitions in cloud, analytics, mobile,
social and security software. It
recently announced plans to invest
$4bn into these “strategic imperatives” to help increase revenues from
$25bn today to $40bn in 2018 .
At first, I thought that, having sold
off its PC and x86 server businesses,
it might make sense (if the Apple
deal works) for IBM to do something
similar for desktops and servers, by
developing apps and providing the
hardware the customer required – be
it Lenovo, Dell or HP. But, unlike the
mobile space, many enterprises
already have PCs and servers
installed, so IBM might not need to
sell and support the hardware, unless
the customer asked for it.
The other thing about the Apple
deal is that IBM is delivering apps for
a hardware and operating system
platform manufactured and supported by a single vendor with complete control over the process. The
same cannot be said for PCs.
However, writing and delivering
made-for-enterprise apps, that exploit
big data and analytics capabilities at
a desktop or server level, might not
require IBM to have much, if any,
involvement with the on-premise
hardware at all.
Quocirca analyst Clive Longbottom
believes IBM’s platform of the future
will be a “morphing of Softlayer to
become a Power/x86 platform with
mainframe capabilities”. He says
that, if a customer needs on-premise

IBM MobileFirst apps for iOS: A major
shift towards big data and analytics
capabilities would render the hardware
platform irrelevant
equipment, IBM will try to sell it
Power-based gear. If it has to be x86,
it will use Lenovo but, “as time goes
on, I believe it will just use whatever
the customer wants (as GBS and GTS
do at the moment in many cases, providing Dell or HP servers if the
money is OK)”.
Will the same thing eventually
happen at the mobile level? What
will IBM do on the mobile platform if
customers ask for MobileFirst type
apps on Android? According to IBM
Global Business Services, vice-president & global leader, Banking and
Financial Markets Center of
Competence, Pablo Suarez, any
jointly developed capabilities as a
result of the MobileFirst for iOS alliance are “limited to IBM MobileFirst
for iOS solutions”.
But he adds that the vendor “will
continue to build multi-platform
function and support developers
with capabilities like Bluemix [its
cloud platform-as-a-service], IBM
MobileFirst Protect and tools like
Cloudant [database as a service]. IBM
will integrate for other devices at the
request of individual clients”.
That’s all well and good but it
sounds a tad ad hoc, compared to the
MobileFirst for iOS initiative. If the
IBM/Apple alliance is successful in
its objectives, the iOS platform could
well gain a significant advantage over
Android and Windows at the enterprise level. Not that Longbottom is
convinced, suggesting the alliance
will “just wither on the vine as the
market goes ‘meh’”.
But even if he’s right, the
MobileFirst alliance will have served
its purpose in demonstrating IBM’s
capability to develop apps that harness its big data, analytics and cloud
capabilities and deliver them to a
mobile platform. ■
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CONSUMER TELECOMS

Quad play the suppliers’ holy grail –
regardless of customer proposition
Telcos are pre-occupied with bundling consumer services – but can they make it work? Sean McGrath reports

A

s the telecoms market
undergoes a period of rapid
change, all the major players are briskly realigning
their strategies to ensure they aren’t
left behind; and the buzzword of the
moment is undoubtedly “quad play”.
Offering TV, broadband, fixed
line and mobile services all under
one roof, quad play is apparently
what we have always wanted; we
just never knew it. From the user
perspective, it simplifies billing and
could reduce costs. From the service
provider’s perspective, it’s all about
customer retention and what better
way to retain customers than to give
them everything they want? That’s
the official party line at least; the reality is that quad play is a by-product
of an evolving landscape.

ISTOCK

Supplier profiles
BT, which already has a successful
triple play platform (TV, broadband
and fixed line), is undoubtedly the
biggest agitator in this war. Should
the deal with EE go ahead, BT would
have an automatic chokehold on all
four pillars of technology. Not only
will it own the UK’s (current) largest mobile network, but will have
a robust television package and the
largest number of broadband and
fixed line subscribers in the country.
This prospect is causing unease
among the competition. Sky, which
also runs a successful triple play
business, is now in talks to form a
partnership with O2 to create a virtual mobile arm of the business. Talks
are currently underway between
Three and O2 and, if that deal goes
ahead, that network will overtake EE
as the largest in the country. All of a
sudden, Sky is a contender for quad
play champion.
Virgin Media was one of the first to
get its four ducks lined up and remains
a potent force in the quad play market.

“You need it,” they told us
during the 3D TV wars a few
years ago. The only problem
was, we didn’t need it

The company has figured out the secret
formula when it comes to bundling
services. Somewhere in the region of
65% of its customers use at least three
of its products; a statistic its rivals have
yet to match.
Vodafone is one of the largest
mobile service providers on the
planet and has been beating the drum
of converged services for over a decade – in enterprise circles at least. It
already runs successful quad play
platforms on the continent but has
been cautious to act on its home turf.
However, it seems high on the agenda

If the prospect of handling three bills
is simply too much to bear, quad play
will be an undisputed success
Daily channel news at MicroScope.co.uk

for CEO Vittorio Colao and it now
looks inevitable that the mobile service provider will have a go at fourplay later this year.
And then there is TalkTalk. While
many might dismiss the budget
broadband provider as a serious contender, TalkTalk is one of the select
few that has had its eye of the quad
play prize for some time. The provider had a deal with Vodafone,
which it ditched last year in favour of
O2. Combined with its YouView TV
platform and the recent acquisition of
Tesco’s BlinkBox, TalkTalk has positioned itself to take a decent chunk of
the pie. This is reflected in its quarterly results, which show total revenue for the quarter up 4.2%, year on
year, to £449m.
But do we really need it?
The big question behind all this jostling and vying for position is – why?

Is there a genuine customer proposition behind the quad play race or is
everyone doing it simply because the
other guy is doing it?
The whole scenario is reminiscent
of the 3D wars in television a few
years ago. All of a sudden, a TV was
no good if it didn’t include the latest
in 3D technology and all of the vendors jumped on the bandwagon.
“You need it,” they told us. The only
problem was, we didn’t need it. We
didn’t even want it. It made our
heads hurt.
If the prospect of handling three
separate bills is simply too much for
modern society to bear, quad play
will be an undisputed success.
But the reality is that the future
of quad play depends on whether
or not the marketing engines can
sell the dream to us – and, with so
much invested in quad, they probably will succeed. ■
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the cloud pitch

Fill your cloud
toolbox and put
it to good use
Amro Gebreel finds out what opportunities
cloud technology presents for resellers
and where their efforts would be best
placed to support business growth

I

t would be easy to switch off
when people start talking about
cloud. The subject is not only
worn out, but is one that means
so many different things to so many
people. As a result of that jaded confusion, there is a danger that some
of the potential opportunities cloud
presents could be missed.
MicroScope garnered opinions
from across the channel about what
cloud technology could offer resellers this year and where efforts would
be best placed for those looking to
grow their businesses. The good
news is that there are plenty of suggestions, and with Microsoft
Windows Server 2003 support ending in July, it is a good time to encourage those running on traditional setups to look at a hosted alternative.
Pave the way for SMEs
“The next 12 months will be the
prime time for resellers to step up
and dominate the SME market, taking
Daily channel news at MicroScope.co.uk

an increased share of SME customer
telecoms and IT services. This year
will hold continued growth in cloud
products and services, supported by a
further drive to a more mobile-centric
working approach and sustained
rapid growth and requirement for
data connectivity solutions,” says
Graham Harris, product director for
cloud at Daisy Wholesale.
“Hosted desktop will be an important product for us next year, as we
see the idea of virtualisation move

from server level to desktop and storage. Even more so with the looming
deadline of Server 2003 and
Windows XP retirement, channel
partners will find themselves in an
ideal position to guide SMEs away
from traditional infrastructure to a
virtual hosted desktop environment.
As more and more businesses opt to
move away from traditional IT, I
believe channel partners are in the
best possible position to offer a virtualised solution,” he adds.

“As businesses opt to move away
from traditional IT, channel partners
are in the best possible position to
offer a virtualised solution”
Graham Harris, Daisy Wholesale

As well as using Windows Server
2003’s demise as a starting point, the
ongoing challenges of managing
diverse devices and making sure the
network – whether on-site, hybrid or
hosted – is fully secure present further opportunities.
Management of systems
Ashley Leonard, president and CEO
at Verismic, says the channel community, particularly managed service
providers (MSPs), need to arm themselves with a simple, cloud-based
systems management tool.
“PCs and laptops are not going
away, despite the rush to adopt tablets and smart devices. PCs and laptops need managing, monitoring,
patching and licensing. Windows 10
will likely create a flurry of upgrade
work, application compatibility testing and roll-out,” he says.
“MSPs need a systems management tool that combines the cloud
with agentless end-device setup, so
MARCH 2015 | 5

the cloud pitch
The Windows Server 2003 opportunity
With support for Windows Server 2003 winding down in July, the time is right for resellers to pitch an alternative. Nick
East (pictured), CEO of Zynstra, believes the end of support for Server 2003 and Small Business Server 2003 will be
one of the biggest opportunities for the channel this year.
Recent surveys suggest approximately 35-68% of the UK’s small and medium-sized enterprises (SMEs) are still
dependent on the operating systems somewhere in their business.
“While some think that the end-of-support will drive SMEs to the pure cloud model, that is not the whole story.
Research we conducted with the Cloud Industry Forum last year found that cloud adoption among SMEs had risen
to around 75% penetration, and a hybrid model of cloud services mixed with on-premise IT has become the
firm preference.
“Resellers have a vital role to play in a company’s decision to adopt the cloud. They are the consultants who can tailor
a service to match the SME clients’ needs and ensure they have a successful upgrade path to cloud-based services.
This is especially so for companies which are migrating from Server 2003.
“But resellers can also promote hybrid IT as a means to ensure they can generate a steady stream of recurring
revenue for themselves. Predictable subscription-based revenues are undoubtedly an attractive prospect,” he adds.
“This approach will accelerate in 2015, driven largely by end customers demanding more IT-as-a-service solutions.
Those resellers which are ready and able to capitalise on this opportunity will emerge as the winners in 2015.”

they don’t need to deploy and maintain another piece of software at
every customer site and on every
PC,” he says.
Elsewhere, the focus is on security,
with Francois Daumard, AVG’s vicepresident of global channel sales,
keen to stress the need to deal with
the challenges of securing mobile
devices, cloud-based apps and the
growing number of objects that are
connecting to the internet and corporate network as part of an internet of
things (IoT) movement.
“Competition in the cloud space is
intensifying. Shrinking margins in
non-IT segments, such as VoIP/office
copier/print services, are driving new
players into offering managed IT services. To stand out from the crowd,
resellers have to treat every customer
differently according to their business needs rather than force them to
pick from a limited range of cookiecutter services,” says Daumard.
“Another factor affecting resellers
this year is the fact that average customer sizes are falling as SMEs seek
to take advantage of cloud applications to deliver more affordable services. Management technology is also
getting simpler. Cloud-based service
platforms are emerging that allow
everything to be managed remotely,
eliminating any need to have your
own advanced remote administration
or complex scripting tools on-site,”
he adds.
“Successful resellers will be those
that change their approach. This
means not leading with IT solutions,
but instead solving customers’ overall business pain points. Break-fix/
annual renewals are out, tailor-made
retainer packages are in,” says
Daumard.
One of the biggest security challenges for the IT department is living
in a world with widening frontiers.
The advice from Werner Thalmeier, a
Daily channel news at MicroScope.co.uk

security expert at Radware, is to carefully go with that trend, but to work
with the best partners to ensure the
best result.
Cloud-based comms
There should also be some opportunities in the unified communications space as the growing mobile
workforce drives demand for more
collaboration tools.
“More and more they will want
these solutions, such as Microsoft
Lync and Cisco WebEx, delivered
from the cloud and paid for on a revenue basis due to the flexibility, agility and budgeting advantages this can
offer,” says Andy Clark, channel
director at MeetingZone.
“For resellers, this provides a differentiated way of securing long-term

revenues and building closer and
sustainable relationships with customers, through which to provide
additional services,” he adds.
Tony Martino, managing director of
Tollring, highlights an increasing
demand for call management applications for hosted and cloud telephony
that are easy to deploy and offer the
same level of analytics and overall
functionality as on-premise systems.
There is also big demand for call
management apps on mobile devices.
“We are also seeing a significant
increase in enquiries from customers
reviewing business processes and
existing communications strategies
as they consider migrating to cloudbased offerings,” he says. “We see the
evolution and availability of business
intelligence solutions, with the same

level of functionality that is present
in on-premise offerings, as one of the
key factors behind the adoption of
cloud telephony services. The impact
of cloud technology has been disruptive, creating a major shift in the
industry away from complexity and
towards business value.”
The other advantage of the cloud is
the flexibility it provides some of the
smaller companies looking to punch
above their weight.
“With services now available in
the cloud, gone are the days when
such systems were deployed solely
in large enterprises. This means these
products are now accessible not just
to large corporates, but to a huge SME
market,” says Martino.
“Cost-effective call recording,
together with innovation in call

“To stand out from the crowd,
resellers have to treat every
customer differently
according to their business
needs rather than force them
to pick from a limited range of
cookie-cutter services”
Francois Daumard, AVG
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management solutions with unified
communications and customer relationship [CRM] integration, has
meant this market is now taking
advantage of powerful cloud solutions that deliver real business intelligence. Resellers now have the
opportunity to sell a ‘solution’ that
every business can benefit from and
deliver a return on their telecoms
investment,” he adds.
Advice and support
Ultimately, the cloud will grow
this year because of the focus of
the vendor community on driving their technology in that area.
Gillian Crewdson, channel director
at Mimecast, points to the increasing
focus on Microsoft Office 365 as an
ideal barometer for the channel.
“We know many businesses are
still hesitant to deploy Office 365 due
to ongoing compliance and security
concerns. Others are taking the
plunge, but quietly admit they are not
entirely confident they have appropriate resiliency in place,” she says.
“For Office 365 deployments to
grow, the channel has an important
role to play in educating customers
on how best to remove complete reliance on Microsoft or any other single
vendor. Many resellers were traditionally concerned about the impact
the cloud would have on their businesses,” adds Crewdson.
“Resellers have had to adapt to
new revenue models and invest in
technical resources as they grow their
services business. This investment is
paying off as most organisations need
a great deal of advice and support to
deploy a new platform like Office
365,” she says.
Cloud is the future
Tony Smith, sales director for the
indirect channel at Unify, speaks for
many when he describes the cloud
as something that is here to stay and
is permeating more of our day-to-day
lives with each passing month.

“With telephony services
now available in the cloud,
gone are the days when such
systems were deployed solely
in large enterprises. These
products are now accessible
to a huge SME market”
Tony Martino, Tollring

“From a reseller perspective, it’s
incredibly important to have a finger on the pulse of the latest and
greatest cloud technologies. Regular

health checks and updating of the
enterprise’s cloud strategy will be
essential in helping resellers’ clients
to avoid expensive mistakes or

“Resellers should aim to be perceived
as strategic business advisors by the
c-suite, helping clients take advantage
of cloud technologies in a way that
suits their business processes”
Scott Holmes, Colt

The changing conversation
Scott Holmes, cloud services sales director at Colt, has been talking to businesses in the channel. Here, he shares his
thoughts about how cloud is changing the channel landscape.
“The role of a typical reseller is evolving as we face a digital transformation. To fulfil the needs of customers in this new
world, which entails bring your own device, shadow IT and the internet of things, resellers need to adapt if they are going
to remain competitive,” says Holmes.
“The focus has shifted from what cloud technologies companies should deploy to how they can use this technology
to transform their IT and unlock capabilities that will further drive profit. Technology needs to be viewed as an enabler for
business change,” he adds.
“Channel businesses should start ensuring that they are involved in business decision planning meetings held by
their customers, to not only understand their customers’ businesses, but also to be able to provide IT strategy roadmaps that help meet business objectives.
“The aim is to be perceived as strategic business advisors by the c-suite, helping companies take advantage of cloud
technologies in the best way that suits their business processes,” he concludes.

Daily channel news at MicroScope.co.uk

missed market opportunities, as the
market is moving at such an incredible rate,” he says.
Smith believes this year is about
enabling flexibility and delivering
collaboration into the modern day
workplace while still maintaining
reliability. The world is in transition
and, although ‘cloud’ is a concept
that has been doing the rounds for
the past few years, there are still
plenty only just embarking on their
hosted journey and lots of support
that the channel needs to deliver.
The year ahead will provide
opportunities in unified communications, management and security, and
could change long-established desktop tools in favour of something
hosted or virtual.
But there will still be a need for the
reseller to consider the political and
cultural side of a sale. Cloud can be
seen as threatening not just because it
is a new way of doing things but also
because it poses a threat to the status
quo. Successful channel players will
need to be able to provide support
to customers scared of the future as
well as delivering top notch products
and services.
No one can doubt that the cloud is
here to stay and will provide opportunities for the channel. The rest of
2015 and beyond promises growth
for those that position themselves to
deliver tried and tested cloud services and support. ■
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the cloud pitch

election preview

Business gains from political games
JOHNNY GREIG/ISTOCK/THINKSTOCK

Adam Bernstein summarises the pledges so far of the main political parties that will affect businesses

I

n a remarkable first, soon after
attaining power the coalition
government changed the landscape for the calling of general
elections with the passing of the
Fixed Term Parliament Act 2011.
Under the old regime, the calling
of an election was generally in the
gift, so to speak, of the prime minister, subject to a maximum term of five
years. However, the new act specifies
that a general election be held on the
first Thursday of May, every five
years – unless there’s a motion of ‘no
confidence’ in the government or
two- thirds of seats in the Commons
agree a motion for an election.
What does this all mean? Not only
has the prime minister lost a key element of power, but the public will
now face even longer campaigns and,
just as importantly, can diarize the
next election – Thursday 7 May 2020.
While the policies of each party
will become more visible as election
day gets closer, the water will become
Daily channel news at MicroScope.co.uk

more muddied as the rhetoric rises.
The parties differ in their approach to
publicising their policies – in fact
they could be described as reluctant
to codify their thoughts. So how are
they trying to win the business vote?
Europe and further afield
According to the Conservative Party,
the EU is heading in a different direction to that the UK signed up to. It
sees the single market as valuable but
European interference excessive.

The party plans to renegotiate the
UK’s relationship with Europe and
would offer the UK population an
in/out referendum in 2017. Further,
the Conservatives plan to prevent
benefit tourism, tighten the rules for
migrants, seek greater control of justice and home affairs, and renegotiate the UK’s financial contribution
to Europe. Plus, of course, it wants
to keep the pound.
The Labour Party wants no more
powers transferred to Europe

According to the Conservative Party,
the EU is heading in a different direction
to that which the UK signed up to. It
sees the single market as valuable but
European interference excessive

without an in/out referendum,
reform of the EU and reform of the
free movement of individuals.
Immigration would be controlled,
with 1,000 new border staff and the
counting of visitors both in and out.
Illegal immigration could, according to Labour, be controlled by
re-instating fingerprint checks at
Calais and closing down Student
Visitor visa loopholes.
A Labour government would ban
recruitment agencies from only
hiring overseas, ensure that EU
migrants earn an entitlement to
benefits and would require public
sector workers in public-facing roles
to speak English.
The Liberal Democrat Party
believes the UK should stay in the
EU because it says more than three
million jobs are linked to trade with
the EU. It also claims that being in
Europe helps the UK when negotiating non-EU trade deals. However, it
wants further cuts to the EU budget
MARCH 2015 | 8
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election preview
and bureaucracy while seeking open
borders for “highly skilled, entrepreneurial people”.
The UK economy and tax
Turning to the UK economy next,
the Conservative Party points to past
achievements and plans to continue
the £2,000 reduction on employee
national insurance for all businesses
and would further abolish national
insurance on jobs for those under 21
and, from April 2016, apprentices.
The party would keep corporation
tax at 20%, the 100% annual investment allowance for capital purchases
to £500,000 until the end of 2015 and
the (doubled) small business rate
relief until April 2016.
The Labour Party says it wants
the budget to be run in surplus and
aims to do this by further reducing
tax avoidance, introducing a “mansion tax” on houses valued over
£2m, and restoring the 50p rate of
tax for those earning over £150,000.
Lower earners would benefit from
the re-introduction of a 10p starting
rate of tax. Labour wants a levy on
payday lenders, with the funds raised
going to low-cost alternatives such as
credit unions.
Also being part of the government
means the Liberal Democrat Party
can part-claim to have cut corporation tax from 28% to 21% (20% for
small businesses with profits up to
£300,000) and helped save businesses £2,000 on their national insurance bills via the Employment
Allowance. But going forward, the
Liberal Democrats want further
reforms to business tax, including
business rates, which they see as a
disproportionate burden on smaller
businesses. Personal tax allowances
would be raised to at least £12,500.
Recent revenue-related announcements from the Liberal Democrats
include an increase to taxes on the
better-off to raise £8bn and some
£16bn in spending cuts. Tax
increases would include aligning
capital gains tax – charged on profits
from home and property sales –
more closely with income tax. A
“high-value property levy” – formerly called a “mansion tax” –
would raise up to £1.5bn and moves
against tax avoidance would be
expected to save £6bn.

Employment and SMEs
The Conservative Party, being part
of the governing coalition, has the
advantage of being able to talk about
its government record. It has set up
the British Business Bank with a
claimed £4bn of backing and plans
to keep the Funding for Lending
scheme to further incentivise bank
lending to businesses.
The party also plans to treble the
number of startup business loans to
75,000 by the end of the next parliament. The scheme would have
£130m backing.
Apprenticeships are referred to by
the Conservative Party as it claims
two million more apprenticeships
were created in this parliament. If reelected, the party would make it easier for businesses to take on apprentices by abolishing national
insurance contributions for apprentices under 25 and offering £1,500
grants to those taking on apprentices.
Under the Conservatives, employment law burdens would be further
reduced for employers, together with
more trade union reform. Proposals
include requiring 50% membership

Following coalition government policy,
the Liberal Democrats want to complete
the roll-out of high-speed broadband,
to reach over 99% of the UK
Daily channel news at MicroScope.co.uk

The Labour Party plans to help
businesses through cuts in business
rates for 1.5 million small firms, and
wants more vocational education and
new technical degrees
turnout in ballots before strikes can
go ahead, ending the ban on taking
on agency workers where employees
strike and ensuring minimum standards of service for public bodies.
The Labour Party plans to help
businesses through cuts in business
rates for 1.5 million small firms, followed by a rates freeze. The party
says it would set up a Small Business
Administration to work across government to support SMEs, and would
also create a British Investment Bank
and a network of regional banks to
work at a local level. It also wants at
least two new challenger banks on
the high street.
Labour, too, backs apprenticeships and wants more vocational
education, new technical degrees
and would give employers more
control over the design of apprenticeships. Going further, Labour wants
to abolish zero-hours contracts and
give employees who have consistently worked regular hours the right
to receive a fixed-hours contract
automatically.

The party would increase the
national minimum wage to £8 an hour
by the end of the next Parliament (in
2020), while increasing fines for
employers which fail to pay the minimum wage and give local authorities a
role in enforcement.
Labour would abolish a loophole
that allows firms to pay agency
workers less than permanent staff.
Listed companies would be forced
to report on whether they pay the
living wage and large companies
would have to publish their gender
pay gap. At the same time, the law
against maternity discrimination
would be strengthened and the party
would double paid paternity leave
from two to four weeks while
increasing the rate of statutory pay
by £120 to £260 per week.
An “Industrial Strategy” is part
of Liberal Democrat Party policy to
help sectors key to UK international
trade, listed as motor vehicles, aerospace, low-carbon energy, chemicals and the creative industries. It
would continue to back the Regional
MARCH 2015 | 9
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Whose policies will secure the most votes in the forthcoming election?

Conservative Party leader
David Cameron’s?

Growth Fund, which it claims “has
already delivered 573,000 jobs
and £1.8bn of private investment”.
The Liberal Democrats would ring
fence the science funding budget up
to 2016.
The party is pro-apprenticeship
and wants an expansion of advanced
apprenticeships that offer vocational
education on a par with academic
qualifications. Part of this means
extending the Apprenticeship Grant
for Employers for the remainder of
the next parliament.
Also, following coalition government policy, it wants to complete the
roll-out of high-speed broadband, to
reach over 99% of the UK.
The Liberal Democrat Party says
that if it came into power it would
introduce a new offence for firms that
fail to act to prevent economic crime
such as corporate tax evasion.
Energy supply and prices
Energy – and its associated (generally) rising costs – is close to the
hearts of businesses, which is why
the Conservative Party says it wants
to lower the UK’s carbon emissions,
but also wants to end public subsidies for planned onshore wind

Liberal Democrats Party leader
Nick Clegg’s?

farms. The removal of subsidies
shouldn’t, say the Conservatives,
lead to rising energy bills.
At the same time, the party wants
to improve competition in the energy
market while maintaining a good mix
of energy sources. Governmentbacked Ofgem has referred the gas
and electricity markets to the
Competition and Markets Authority
over alleged anti-competitive pricing.
The Conservatives say the government also has measures in place,
such as capacity auctions and proposals for new generation facilities,
that it reckons would make energy
supply more secure.
Another plank in Conservative
policy is an emphasis on fracking
and greater tax breaks for the oil and
gas industry to counter the fall in the
price of oil.
In terms of energy, the Labour
Party is planning to freeze energy
bills (both domestically and for
businesses) until 2017, and would
reform the market to increase
competition and introduce simple
tariffs. Typical savings claimed by
Labour for the average business is
around £1,800 per year.
Under Labour, Ofgem would be

Under Labour, Ofgem would be
replaced by a new regulator with the
power to force energy companies to
cut their prices where there is
evidence of overcharging
Daily channel news at MicroScope.co.uk

Labour Party leader
Ed Miliband’s?

Policies publicised
by each party are
designed to
appeal to voters at
all levels of society
replaced by a new regulator with the
power to force energy companies to
cut their prices where there is evidence of overcharging. The party
wants to set a firm 2030 “decarbonisation” target for electricity and
would also enhance the Green
Investment Bank.
The Liberal Democrat Party is keen
on low-carbon energy sources and
claims its reforms to the electricity
market while in government have
created the world’s first low-carbon
electricity market that would stimulate up to 250,000 green jobs across
the UK by 2020. The party notes an
“infrastructure pipeline for energy”
of £275bn up to 2020/21.
Transport investment
Conservative Party policy on transport appears to revolve around a
number of elements, including
£200m that councils can bid for to
fix potholes, pushing forward the
HS2 rail project and overall spending cuts of 9.3%.
A Changing Britain document
from the Labour Party majors on
passenger transport issues and
details plans to cap annual rail
fare increases, allow public sector

?

Could another party, such as the
Green Party or Ukip, creep in?

operators to take on lines, devolve
regional transport decision-making to
create single networks, while making
cycling safer and more accessible.
Liberal Democrat Party policy on
transport also supports HS2 and
investment in the traditional rail network and roads – quoting the £15bn
the party has helped push through
while in government. As a party, it
would invest in major transport
improvements and infrastructure to
create a “northern economic corridor” in northern England.
Test of endurance
The fighting of elections is an art for
those on the inside. To voters, however, it is a periodic turn-off which,
despite it’s importance to our wellbeing, is something that has to be
endured rather than enjoyed.
Even so, clearly the policies as
publicised by each party are designed
to appeal to voters at all levels and in
all strata of society. Yet what can be
believed, what is economic and what
is likely to be enacted is another matter entirely.
While only time will tell what colour government we will wake up to
on 8 May, one thing is certain – we’re
in for a bumpy, and quite possibly
expensive, ride. ■

more online
› Conservatives
› Green Party
› Labour
› Liberal Democrats
› Ukip
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The internet of things: Chaos at first,
but utility will bring standards later
Disruptive technologies are rarely easy to start with, but their value sees them through to maturity, writes Robb Green

T

he internet of things will
change our lives. Extracting
data from daily experiences
and interpreting it will add
value to our lives. Your fridge won’t
just be a fridge, it’ll know when
you’re running out of milk and order
more. You’ll be able to control your
washing machine from your phone
while you’re out. Your oven will text
you when your romantic dinner’s
ready and let your lights know they
should dim.
The implications for business are
substantial. We’ve already seen huge
growth in companies like Facebook
and Google that rely almost completely on data; the internet of things
will allow businesses to know more
than ever about their customers and
market to them in new ways through
completely new channels.
Its recent popularity, however, is all
about convergence. Many consumers
now have smartphones and wireless
networks, and use them in combination to control aspects of their home.
Up until recently that’s been all about
entertainment – Apple TV, Sonos,
games consoles. It was only a matter
of time until that same thinking was
applied to domestic drudgery;
advances in user experience thinking
and ever-cheaper technology are
finally making it feel useful and
achievable to the average person.
High-profile products such as the
Nest smoke alarm (acquired by
Google last year for $3.2bn) are creating a buzz around the internet of
things that’s driving more innovation
and persuading big, traditional businesses to take notice. Three noteworthy smart lighting systems launched
in the second half of 2014; by the end
of this year there will be at least 10
and they’ll be half the price.
For manufacturers, the opportunities are simple – you design a product that makes people’s lives easier,

Consumers will feel the value of the internet of things, which in turn will create demand and standards, and drive down costs
and they’re more likely to buy it. Big
companies need to create ecosystems
around their products – for example,
creating smarter connections
between my Samsung smartwatch,
Samsung fridge and Samsung TV.
Brand loyalty built on utility will be
more powerful than brand loyalty
built on emotional connection.
The challenge for retailers
For retailers on the other hand, things
are more complicated, but it’s still
about utility. How do you integrate
with all these systems to make your
customers’ lives easier?
There are some obvious angles – a
supermarket linking up with your
fridge to create time-based subscriptions around your favourite products,
so two pints of milk just magically
show up every week, for example. It
will become vital to establish these
connections and extract as much data
from them as possible.

We’re still in that exciting innovation
phase, where smart people are doing
crazy stuff just to see what happens
Daily channel news at MicroScope.co.uk

For a while the internet of things
will be like mobile phones in the late
1990s – bafflingly inconsistent and
frustratingly inscrutable. This is emergent technology, so there aren’t really
any standards around it, and that’ll
make it very difficult to integrate into
existing business processes. When
you build a website you have to support maybe seven different browsers;
once you throw 15 washing machines
and 43 ovens into the mix, implementation costs will be a real issue.
We’ll see that settle down over
time, as conventions coalesce around
devices but, for the early adopters,
it’ll be expensive and difficult. It
already is – smart lighting systems
are coming to market, but the bulbs
cost over £40. Partly because they
can change colour, which is cool but
useless and almost certainly not
worth the money.
The internet of things is one of the
final pieces in the digital puzzle,
changing the internet from a thing
that people use sometimes into a
thing that just exists. To oversimplify
massively, it’s a new way of collecting data which is then stored in the
cloud, interpreted into something
users interact with through their
phones, and then shared socially
because it’s really cool.

The technology matures
Once everyone’s using it, it won’t be
the internet of things any more, it’ll
just be the internet, with all the same
rules and regulations.
Standards will appear around
accessibility, but these will probably
be mostly voluntary, as they are at the
moment. Somebody will probably do
something awful with all the data
they’ve been saving up (like when
Facebook did that weirdly
Machiavellian psychological experiment last year), which will cause a
brief controversy, but it’s hard to see
how any kind of legislation would be
able to keep up with technology
that’s evolving so quickly.
Over the next year or so, we will see
more devices, more connectivity and
more buzz. We’re still in that really
exciting innovation phase at the
moment, where loads of smart people
are doing crazy stuff just to see what
happens. That’ll change over the next
year or so, as more established business get in on the act and all the innovators get acquired. It’ll all get more
normal and less interesting, but also
quite a bit more useful – and that can’t
be a bad thing. ■
Robb Green is creative director at
IT services supplier Rockpool Digital.
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UK CCTV industry at a crucial tipping point
James Hill, electronic security sales manager, NG Bailey

If your business or local authority is one of those to have benefitted from decades of government-funded CCTV
deployments, you now have a tough question to answer. How much of your budget, if any, can you afford to spend to
keep the public and your customers safe from crime?
This question has come about since the government announced plans to withdraw financial support for CCTV
surveillance in public areas. This means that unless we want to live in an environment where crime can go easily
undetected, businesses and local authorities need to find funding and a CCTV strategy with a much better return on
investment. If they choose not to invest in a CCTV system, organisations face a rise in insurance costs to safeguard
employees and the public.
Taking all this into account, businesses are left with no other choice than to use CCTV as a business tool beyond
security. Fortunately, CCTV camera systems are migrating to IP networks, thereby increasing their versatility.
IP-CCTV can integrate with vital systems, such as physical access and site floodlighting, creating an automated and
centralised system that increases both the safety of personnel and the security of a site’s assets. It can also integrate
with other control systems, such as lighting, heating, air-conditioning and machine fault monitoring. As a result,
businesses have the potential to save thousands of pounds a year on energy bills and reduce their carbon footprint.
However, the need for security is still paramount, and any notion that the era of CCTV is coming to an end should be
viewed with absolute caution, as without it we’re all vulnerable to a long list of criminal offences.

Be honest, are you wooing the
channel? If not, it’s time to start
Aidan Simister, director of sales, Intermedia

When it comes to forging relationships with the channel, vendors are
simply not doing enough. It’s not just
about selling products. An organisation needs to put solid foundations in
place to grow seamlessly through the
channel, as it is often the most direct
route to its desired market.
This means taking the time to
‘woo’ them, understand what aspects
of a vendor partnership are important
to channel partners and show how

much you want to build a solid working relationship with them.
In reality, vendors that fail to put in
the initial leg work will suffer. The
vendor landscape is becoming
increasingly competitive and each
has their own new challenges and
opportunities, only further accentuating the need to add value to their
channel partnerships.
The sooner this is realised, the
quicker these relationships can
flourish. If vendors don’t woo the
channel now, the chances are their
competitors will.

“Cloud-based video conferencing can
allow employees to work in London
without making the daily commute”
Nigel Tyler, Blue Jeans
Daily channel news at MicroScope.co.uk

Video conferencing can offer
workers best of both worlds
Nigel Tyler, head of channel sales, Blue Jeans

London is and always will be the
heart of British business. With vast
amounts to offer, it is home to some
of the world’s most recognisable
brands, as well as the most interesting startups.
The problem, however, lies with
transport. This isn’t a new issue, of
course – train prices have risen yearon-year for the best part of a decade
and strikes are now a regular occurrence, meaning the service is either
poor or, at best, sporadic. As a result,
some workers are being forced out of
the capital, so you have to wonder
how long it will be until businesses
also fail to see the appeal.
But technology has developed significantly over the past five years,
giving people more freedom. They
can now get more from their working
day, logging on from the train to claw
back an hour or two, which then
allows them to leave their desks
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either on time or, better still, earlier
than normal.
However, while businesses are
adopting certain bring-your-owndevice (BYOD) technologies, most
have yet to realise the benefits of
video conferencing, as historically it
has been used only by the elite few as
a day-to-day solution.
Cloud-based video conferencing is
increasing in popularity as it provides a clear and effective form of
communication for businesses, especially when working in different
offices or countries. If more were to
use it in the office, at home or even
on the go, not only would overheads
be lowered, but it would allow
employees to be more flexible and
open doors to new ways of working –
giving employees the benefits of
working in London without the hassle of making the daily commute. ■
› Send your letters and comments
to squicke@techtarget.com
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FIVE-MINUTE INTERVIEW

Taisha Betz Veeam
MicroScope puts its questions to Taisha Betz, UK channel manager for Veeam

Tell us what you do for a living
I am the head of channel for Veeam
Software UK and Ireland. Veeam sells
100% through its channel partners,
in all customer segments. I ensure
there is support, training and opportunity for all.
Why are you the right person for
this job?
From my first real job to this one, the
channel has been a part of each role,
and I love the variety and community.
What gets you up in the morning?
My dog usually.
Who helped
you get to
where you
are today?
My husband provides
the best advice
– even though
I don’t always
want to listen.

GLOBALP/THINKSTOCK

What is the
best or worst
business
advice you have
received and
from whom?
Best: Never forget
how to do things
yourself. Worst:
You should learn to
play golf.
What advice would
you give to someone
starting out in IT
today?
Be confident in your
ability to learn. It’s not that
hard, but do learn.
What does the next
five years hold for the
channel?
Change, change and
more change.
Tell us something most
people don’t know
about you
Even I think I have an odd
accent after 15 years of
living here.
Daily channel news at MicroScope.co.uk

What goal do you have to achieve
before you die, and why?
Hold a proper conversation in Russian.
I have a degree in it, apparently.
What is the best book you have
ever read?
The Map of Love by Ahdaf Soueif.
And the worst film you’ve ever seen?
Anything too bloody.
What are your Desert Island MP3s?
Rolling in the Deep by Adele, Time to
Say Goodbye by Andrea Bocelli, and
Annie’s Song by Anne Murray.
What temptation can you not resist?
Crisps – of all kinds.
What was your first car and how
does it compare with what you
drive now?
A Ford F100 white truck – as old as I
was. I thank my dad for it.
Who would you least like to be stuck
in a lift with? Why, what did they do?
A few old boyfriends. Enough said.
If you could be any animal for a day,
what would you be and why?
A giraffe – what a view.
If you could represent Great Britain
(or your home country) at one event
in the Olympics, which would you
choose and why?
Athletics – I loved to run as a kid.
If you were facing awesome peril
and impossible odds, which real
or fictional person would you most
want on your side and why?
My husband, he is a proven hero
already to live with me.
And finally, a grizzly bear and a
silverback gorilla are getting ready
for a no-holds-barred rumble. Who is
your money on and why?
A grizzly bear, because they are
Canadian of course. ■

“If I could be any animal for a day,
I would be a giraffe – what a view”

› Click here to read more
five-minute interviews online
› Mark Gibson, Bloxx
Believes in mixing experience with new
ideas, breaking conventions and norms
when approaching projects.
› Simon Worsfold, Fujitsu
The best business advice he’s received
is to understand your competitors and
customers as well as you understand
yourself.
› Stephen Bedford, Cognisec
His advice for anyone starting out in IT
would be to never stand still, be inquisitive
and keep it simple.
› Rami Houbby, NConnect
The worst advice he received was to
underspend when starting up a business
so as not to run out of money – resulting in
underfinancing, which led to the failure of
the startup.
› Pete Rawden, NetApp
Is a big fan of the Jack Reacher series by
Lee Child.
› Sally Reade, Tintri
Has lived in nine different countries (so far!),
and has loved experiencing such different
cultures, from the US to Japan.
› Melih Abdulhayoglu, Comodo
You know that padlock at the bottom of
your screen when you make a purchase
online? That was him.
› Paul Lockley, PernixData
Has a great view of what makes everyone
tick in a sales cycle and is passionate about
success (he hates losing).
› Nick East, Zynstra
Predicts a great deal of change for the
channel in the coming years, with further
and quickening transition from a pure boxshifting towards a subscription-oriented
service model where the channel delivers
value and expert advice.
› John Sheard, Realex Payments
His advice to anyone starting out today in
IT is to know your stuff and find a niche.
If you can understand your industry and
product in finite detail you will have the
great foundations to succeed. If you do it
in a niche area you’ll find your services in
great demand.
› Rob Darby, Comms-care
Would love to attend the Boxing Day test
match at the Melbourne Cricket Ground
in Australia.
› Mark Armstrong, Progress Software
Often makes rugby metaphors when
speaking about business, pointing out that
rugby is the epitome of how a team should
be, where working together is critical.
› Will O’Brien, Oracle
Has been riding road bikes and mountain
bikes for 20 years, week in week out, rain
or shine.
› Pat Nice, Reconnix
Would hate to be stuck in a lift with Gordon
Brown, Derren Brown or Robert Mugabe.
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