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Key Issues

1. Developing an overall approach to UC

2. Understanding where and how mobility fits into 
UC plans and architectures. 

3. How should enterprises develop a UC road 
map?



Different "Approaches" to UC

Email & Collaboration
Based Approach

Email & Collaboration
Based Approach

UC PortfolioUC Portfolio

Tightly Bundled UCTightly Bundled UC

Telephony CentricTelephony Centric
Extends IP-PBX and Unified 
Messaging functionality with 
one-number, mobile phones, 
soft-phones, and flexible UM 
access. Examples: Avaya, 
Cisco, AVST & most IP-PBX 
vendors

Very full and integrated UC suite built into 
a media server. Lacks email and some 
PBX functionality. Examples: Nortel 5100, 
Siemens OpenScape, InIn CIC. 

Multiple products integrated 
into a broad portfolio. Based 
on strong lead products and 
partners for other areas. 
Examples: Microsoft OCS, 
IBM UC2, Cisco UC. 

Extends Email and web-collaboration with 
IM, Presence and a unified client: Microsoft 
Exchange & LCS, IBM Notes & Sametime.
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Technology
Trigger
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Enlightenment

Plateau of
Productivity

Blended Premise -ServicesBlended Premise -Services
Complete UC suite that can be on 
premise or network based, or both. 
Seamless blending of enterprise & 
cloud. Examples: ATT-Interwise; 
Cisco-Webex. 
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On-demand;
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Critical Capabilities for
Unified Communications

Table 2.  Product Rating on Critical Capabilities

Ratings and summary scores range from greater than 1.0 to 5.0:

1 = Poor: most or all defined requirements not achieved
2 = Fair: some requirements not achieved
3 = Good: meets requirements
4 = Excellent: meets or exceeds some requirements
5 = Outstanding: significantly exceeds requirements

Mobility, Collaboration, and Contact Centers. These are additional areas that have 
important relationships with UC platforms. However enterprise needs vary enormously 
in these areas. Enterprises should define their own requirements in these areas and 
then evaluate each product’s ability for each of the eight critical areas.

From Critical Capabilities for Unified Communications; Sept 2008; B. Elliot. 
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+ Carrier base has potential.
- Lacks US market entry.

Vendor Trend
from 07

Comment

+ Global position and products.
- Multiple products, not well known.

+ Broad and comprehensive suite.
- Lacks client and some UC areas.

+ Strong voice products & mkt.
- Lacks breadth & partnerships.

+ Product and partnership breadth.
- Lacking entry to key buying groups 

+ Strong software application portfolio.
- Unclear strategy and product direction

+ Mobile telephony integration.
- Lacks product and marketing depth.

+ Gores increases available funds.
- Must re-establish themselves.

+ Improved portfolio depth & breadth.
- Poor marketing and sales direction

+ Broad features in all-in-one bundle.
- Not well known in many markets.

+ Leading products in key areas.
- Lacks credibility in real-time. 

+ VoIP telephony. Msft integrations. 
- Lacks portfolio and market breadth. 

+ Broad features in all-in-one bundle.
- Not well known in many markets.

As Of September 5, 2008
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Evolution of Mobility in Enterprise Voice 
Communications
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Mobile UC Technology Evolving Along Three Paths: 
Device, Enterprise and Network Solutions

DeviceDeviceNetworkNetwork

EnterpriseEnterprise

MSO

Remote
Office

Enterprise
Phones

Cellular
WAN

LAN

IP PBX
Call Router

Wired WAN

Cellular
WAN

MSO

Cellular
WiFi

Phone

WLAN

IP PBX
Call Router

Wired WAN

No Call Continuity

Between WiFi and 

Cellular Network

Cellular
WAN

Enterprise Network

Hosted PBX

MSO

Network Service Provider

LAN

Mobility Server

Or Managed PBX

Call Continuity

Between WiFi and 

Cellular Network

IMS-based services

Over SIP

These are Mobile UC services

hosted and sold by the

network operator.

These are Mobile UC services bought from 
large enterprise application and 

Infrastructure providers and 
Managed by the enterprise.

These are standalone

Mobile UC products from small vendors

and managed by the enterprise



Wireless solutions are applied separately (& 
sometimes synergistically) to all areas of UC

Voice

Conferencing

Messaging

IM Presence

Clients

CEBP

IT Architecture

One number; profile/preference-based call routing; 
Remote support for tier 3; 

Mobile hand-held video as video conference participants;
Smartphone controls for conferencing.
Wireless email; SMS; Pro-active contact/ notifications 
based on preference (email, SMS, voice).
Wireless-presence; Wireless location-based service 
integration; IM/presence display on wireless device

Wireless application gateways; form/power/display 
factors; muli-band w/hand-off

Wireless applications & Application Gateways (MAG);
Field-service

Common infrastructure (portals, directories, tools);
Leveraged investments, skills, partnerships.



A Wireless strategy is executed at all the 
layers of a communications architecture

MPLS, VPNsWANGSM
trunks

Wireless
Operator

WiFi
Hotspots

In-building
WiFi- LAN

Genera questions: 
- In-building
- On-campus
- Roaming (where)
- Nomadic
- who gets what & why

Firewall; Gateways
Routers; SwitchesLAN

Carrier/ WAN

LAN 

Comms Server

Comms Apps

Business Apps 
(CEBP)

Device

Directory; IM Server, SIP/Proxy server; PBX; 
Presence Aggregation; ID management; Conf MCUs

Email/Vmail/UM; soft-routing & personal assistant; 
calendars; contact centers; Conf-admin

ERP; CRM; SCM; Verticals (healthcare; Gov, 
Travel); Horizontal ( HR, Sales, FS) 

SW: (thick, thin/web, dash); HW:  w/wless (xband); 
OS (fixed;mobile); App independent gateways
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Key Issues

• What will be the key UC technology trends 
through 2012?

• Which UC solutions will deliver the greatest 
value to enterprises? 

• How should enterprises develop a UC 
roadmap?



Wireless - how do we get there: 
build, buy or evolve?

20% of Enterprises

1- to-2-Year Duration

Less than 20% of enterprises will a have a specific business case to build 
or buy a total FMC environment.

PBX IP-PBX

Cell Cell-Fi

Ubiquitous Wi-Fi

80% of Enterprises

7- to-10+ Year Duration

All others will do FMC as part of a regular technology refresh, creating
mixed environments.

PBX
IP-PBX

Cell Cell and Cell-Fi

Good Wi-Fi



Developing a UC Road Map

Voice

Confer-
encing

IM/
Presence

Messaging

Clients

Apps.

Mobile

Fixed

Softphone

Web

Audio

Video

Rich Presence

IM

Prstnt. Chat

Unif. Msg.

E-Mail

Voice Mail

Thin-Web

Thick

Mobile

Contact Ctr.
Collaboration

CEBP

A B C D E Evaluate current products & plans:
ü Current inventory: Products, partners, 

business owners, stakeholders, plans.
ü Develop a communication "vision" to drive 

the business case. Evaluate your network 
and application infrastructure. 

Identify strategic partners & road map:
ü Evaluate your partner's product directions, 

their integration options & plans. 
ü Fit your plan to vendor's plans, and their 

plans for interoperating with each other …
ü Select partners, define road maps, 

migrations, contracts, & start evaluations 
& trials.

Continuously:
ü Re-evaluate partners & incrementally 

expand function and rollout.. 
ü Adapt and evolve wireless plans as 

applications & technology evolves. 
ü Use roles to define requirements. 
ü Organizational issues will be challenging.
ü Evaluate how UC can produce 

transformational change.

Strategic Partners:



Applying the vendor influence curve to UC
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Advantage to Vendor

“Market is a commodity.
I buy on price.”

I understand my business and technical requirements
in major areas of IT and choose a key/strategic vendor
for major initiatives that best meet those requirements.

“I have a primary vendor partner 
and consider my partner to be
the primary influencer..”

Current UC Investments

“I consider a number of tactical 
vendors when defining a solution.”

“My vendor is my only
trusted advisor. I never
look at alternatives.”

EmaiilVmail

Audio-
conferencing

Video-
conferencing

Web
conferencingConferencing:

Voice / telecom:

Messaging:

IM/Presence:

CEBP tools:  
Clients:

UMsging
IM-enterpriseIM-public

DT-clientsMobile-clients

IP-PBXSoft-phones



Business Imperative Action Plan
Today: Prepare the Mobile UC Roadmap
ü Develop a common vision for communications that includes mobility
ü Fit communications to your business application & Web architecture 

direction. Also fit to your fixed and mobile network plans.
ü Create a UC center of excellence (COE); include CEBP & mobility.
ü Identify wireless opportunities in each UC area:

ü Voice, conferencing, messaging, IM, clients, CEBP.
The next 18 months: Select partners & execute
ü Execute your migration & partnering plan as a continuous process. 
ü Consolidate your suppliers and vendors. 
ü Point solutions are ok, because mobile solutions will evolve rapidly.
ü Look for synergy between areas (device, infrastructure, servers, etc)
Two to three years: Continuous improvement of communications
ü Use early CEBP and mobility experiences to identify next steps.
ü Re-evaluate wireless plans regularly.
ü strategic vendor relations — eliminate nonperformers. 

Communications-enable your businesses: Lead rather than react.


