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As business communications markets experience 

disruption, IPC is positioned to take a leadership role.
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I t seems like it was long ago in a galaxy far, 
far away that voice, email, instant messaging 
and video conferencing were totally discon-
nected applications. However, it’s really only 
been within the past decade or so that busi-

ness communications have emerged from the dark side 
with the help of IP-based platforms that synchronize 
these tools.

However, there’s now a dizzying array of solutions 
that are available in both onsite and cloud-based de-
ployment models. Vendors are touting their ability to 
integrate their systems with leading cloud applications. 
Others offer to deliver everything through the cloud as a 
service. Solutions are offered by traditional telecom car-
riers, technology vendors, service providers and hosting 
companies. Additionally, recent market consolidation 
is creating uncertainty about vendor relationships and 
product availability.

Naturally, customers are confused, and wondering 
what to do next. Sales agents and solution providers 
are equally perplexed. Everyone is looking for a partner 
who can cut through the fog with Jedi-like clarity and 
present fl exible options to meet their business require-
ments.

IPC is positioned to be a formidable force in the 
business communications universe.

We have built a portfolio of solutions that encom-
passes the breadth of communication technologies and 
services available today. We have honed our expertise 
in both onsite and cloud-based platforms, as well as 
connectivity options and SD-WAN. No matter which 
option the customer chooses, we can handle the design, 
provisioning, implementation and long-term support.

We are here to support you as you navigate this 
changing landscape. IPC has the fi nancial strength, 
partnerships and technical acumen to help you win the 
communication wars.

Rapid innovation 
and industry 
consolidation are 
disrupting the IP 
communications 
universe.
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A ges ago, alchemists discovered that 
they could combine two soft metals — 
tin and copper — to produce bronze, 
a hard metal. This is one of the earliest 
examples of synergy, defi ned as the in-

teraction of two or more elements to produce an effect 
greater than the sum of their individual capabilities.

Others simply explain synergy as an extra “magic” 
that occurs from the combination of two forces. That 
pretty well describes the enhanced portfolio of prod-
ucts and services resulting from Mitel’s recent acquisi-
tion of ShoreTel.

The deal creates an entity with global sales of $1.3 
billion, including $263 million in revenue for cloud-
based Unifi ed-Communications-as-a-Service (UCaaS) 
offerings. The combined company becomes the No. 2 
player in the UCaaS market, representing 16 percent 
of the worldwide installed base. ShoreTel’s technolo-
gy gives Mitel the basis for accelerated growth in the 
UCaaS space, and provides the cloud-based solutions 
customers increasingly demand.

Organizations that have invested in ShoreTel 
equipment may be wondering what this deal means 
to their UC and collaboration strategies. The experts 

Merger of Mitel and ShoreTel creates a stronger 
entity with an advanced technology strategy.

Better Together
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at IPC believe that it’s good news for customers, creating an 
entity with the fi nancial strength and technology roadmap to 
deliver substantial value.

“We don’t expect much if anything to change in terms 
of ShoreTel’s technology,” said Jeff Andrews, Executive Vice 
President, IPC. “The ShoreTel Connect platform, which pro-
vides a single software code base and unifi ed experience 
across cloud, on-premises and hybrid deployments, has been 
well received in the industry. We believe that Mitel will build 
upon ShoreTel’s technology, and leverage ShoreTel’s solutions 
to strengthen its ability to deliver cloud-based services to cus-
tomers with existing on-premises and hybrid platforms.

Commonsense Move
The merger announcement didn’t come as much of a sur-

prise to industry analysts. Mitel has acquired fi ve other com-
panies since 2013, and even made a bid for ShoreTel back in 
2014.  Although that offer was rejected by ShoreTel’s board, 
it was really only a matter of time before ShoreTel was ac-
quired. 

Furthermore, the Voice over IP (VoIP), UC and collabo-
ration markets have been consolidating rapidly as technology 
has shifted from traditional PBXs to VoIP platforms to the 
cloud. Organizations are looking for end-to-end solutions 
that give them the fl exibility and scale to support mobile 
workers and remote locations. Larger global vendors are bet-
ter positioned to meet those demands.

“The communications market used to be more fragment-
ed when all PBXs were deployed on-premises and telecom ser-
vices were regionalized,” Andrews said. “Now it’s coalescing 
around a few players with the ability to deliver a high-quality 
cloud experience with state-of-the-art communication and 
collaboration tools. We believe that the ShoreTel and Mitel 
combination is well-positioned to take a leadership role in 
this market.”

Andrews notes that Mitel only sells through channel part-
ners such as IPC. This provides customers with a local rela-
tionship backed by a global service provider.

“As a ShoreTel Circle of Excellence Winner and the No. 
2 ShoreTel partner in the U.S., IPC has the expertise and ex-
perience to design, implement and maintain Mitel and Shore-
Tel solutions,” Andrews said. “In addition, Mitel has given us 

every assurance that it will continue to invest in and support 
ShoreTel’s products.”

Finding Synergies
That’s not to say that Mitel won’t look for synergies 

across the two companies’ product lines. The company has 
said that it will consolidate solutions portfolios in a way that 
maximizes customers’ existing investments and leverages the 
best capabilities of ShoreTel and Mitel offerings.

“Any customers that have deployed ShoreTel or Mitel 
solutions will be protected from forklift upgrades while cap-
italizing on the increased investments of the combined com-
pany,” said Andrews. “The two companies have complemen-
tary technology platforms, and a shared focus on cloud-based 
solutions and next-generation applications.” 

Analysts say ShoreTel’s multitenant cloud solutions will 
allow Mitel to cloud-enable customers with existing on-prem-
ises deployments.

 “Mitel has always had a larger scale with an interna-
tional customer base, but ShoreTel has always had the better 
technology,” said Andrews. “Together, they allow us to deliver 
the market’s best solutions to an even broader range of cus-
tomers — from small businesses to enterprise organizations.”

Mitel has a proven track record of success integrating ac-
quired companies and sees opportunities to reduce costs by 
$60 million annually. Over the next two years, Mitel plans to 
implement supply chain effi ciencies, eliminate redundancies 
and overlapping programs, streamline infrastructure and op-
erations, and optimize R&D.

The combined company, which will be headquartered 
in Ottawa, Canada, and operate as Mitel, will have approx-
imately 4,200 employees and 3,200 channel partners. Both 
Mitel and ShoreTel are committed to providing continued 
support and an attractive technology roadmap for both cus-
tomers and partners.

“We are excited to become a Mitel partner, and offer 
an expanded, industry-leading portfolio of communications 
and collaboration solutions backed by IPC’s expertise,” An-
drews said. “ShoreTel’s solutions strengthen Mitel’s ability 
to provide enterprise-class solutions, whether cloud-based, 
on-premises or in mixed deployments. IPC’s experienced team 
stands ready to deliver these solutions to customers.”

“As a ShoreTel Circle of Excellence Winner and the No. 2 ShoreTel 
partner in the U.S., IPC has the expertise and experience to design, 

implement and maintain Mitel and ShoreTel solutions.”
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S oftware-defi ned WAN (SD-WAN) technology 
is changing the way organizations interconnect 
multiple sites and connect to the Internet, ac-
cording to a new report from Gartner. The re-
search fi rm predicts 57 percent annual growth 

in the SD-WAN market through 2020, as organizations look 
for ways to reduce WAN costs while meeting ever-increasing 
bandwidth demands.

However, Gartner’s report notes that there are a number 
of different approaches to SD-WAN, each with different fea-
tures and price points. Many vendors that offer traditional 
routing, WAN optimization, WAN virtualization and security 
solutions have added SD-WAN capabilities to their products. 
Because these products weren’t designed for SD-WAN, Gart-
ner warns that organizations should evaluate them carefully 
before committing to a particular vendor.

So-called “pure play” SD-WAN products were built from 
the ground up to deliver SD-WAN capabilities. However, 
Gartner notes that their feature sets vary widely, again mak-
ing it diffi cult to choose the right solution.

“Interestingly, all of these products do have one thing in 
common — they don’t support functions such as IP telepho-

ny,” said Jeff Andrews, Executive Vice President, IPC. “Appar-
ently, the SD-WAN vendors Gartner evaluated didn’t consider 
the prevalence of IP telephony and unifi ed communications 
platforms, or how the quality of the WAN connection impacts 
voice calls and video conferencing.

“It’s too bad Gartner didn’t evaluate InSpeed Networks. 
InSpeed Quality Service is the only SD-WAN solution de-
signed to ensure high-quality business communications.”

The Value of SD-WAN
The typical SD-WAN solution uses software-defi ned net-

working principles and WAN aggregation to enable reliable 
and secure connectivity over broadband Internet links. A cen-
tralized controller makes routing decisions based upon poli-
cies defi ned for various types of WAN traffi c and the avail-
ability of any given connection. This enables organizations to 
reduce their reliance on multiprotocol label switching (MPLS) 
services, which are much more expensive than broadband.

“Large enterprises have traditionally connected their 
branch locations to headquarters via MPLS, funneling all In-
ternet access through those pipes,” Andrews said. “They did 

SD-WAN
and the

UC Connection

Only one SD-WAN solution — InSpeed Quality Service — was built
from the ground up to deliver high-quality unifi ed communications.
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that because MPLS provides guaranteed Quality of Service, 
whereas the Internet is inherently unreliable.

“It was a costly and complex setup from the get-go, but 
worked well enough when Internet access was largely limited 
to web browsing and email. Now, with the rapid growth of 
IP telephony and cloud-based applications, organizations are 
having to continually increase the bandwidth of their MPLS 
links.”

SD-WAN uses encrypted “tunnels,” or virtual private net-
works (VPNs), to protect data as it crosses the Internet and 
to establish secure site-to-site connectivity. Some SD-WAN 
solutions also include advanced threat detection and preven-
tion features. Taken as a whole, SD-WAN better supports 
today’s Internet access models by centralizing management, 
enhancing security and consolidating the number of devices 
at branch locations.

“InSpeed does all those things, while also prioritizing 
voice, video conferencing and other interactive applications,” 
said Andrews. “It also has a number of other features that 
make it especially attractive to small and midsize businesses.”

High-Quality and Cost-Effi cient
Many SD-WAN solutions approximate the reliability of 

MPLS by aggregating multiple broadband Internet links in an 
active-active confi guration. Because all connections are active 
simultaneously, traffi c can be routed over the best connection 
available. Or, organizations can retain their MPLS service and 
add one or more Internet connections to handle some of the 
traffi c.

However, smaller businesses may have just one Internet 
connection. Adding a second service is going to increase their 
WAN costs, not lower them. And, depending upon the loca-
tion, a second Internet option may not even be available.

“InSpeed provides high-quality connectivity without the 
need to overprovision bandwidth — which doesn’t really solve 
the problem anyway,” Andrews said. “InSpeed ensures a great 
unifi ed communications experience over any broadband In-
ternet connection, which means you can implement it in all of 
your locations and even use it for employees who work from 
home. If you want to add a second Internet connection for 
redundancy, you can certainly do that, but it’s not required.”

InSpeed is also very simple to use. When the InSpeed ap-
pliance is plugged in, it automatically creates a secure connec-
tion to the InSpeed cloud and starts prioritizing traffi c. There’s 
no need for complex confi gurations or policy defi nitions. 

“The Gartner report notes that it’s important to consider 
the architecture of the SD-WAN solution when selecting a ven-
dor,” said Andrews. “InSpeed’s patented technology provides 
all the best features of SD-WAN in a cost-effi cient, easy-to-
manage solution that optimizes your interactive applications.”
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A  – Product alerts cloud opera  ons when there’s an 
issue.  InSpeed no  fi es customer of the issue, not vice-versa 
as network providers operate today.  InSpeed alerts on 
performance failure of applica  ons.

AUTONOMOUS – Product confi gures and operates without 
manual eff ort.

DOWNSTREAM – Product manages downstream traffi  c 
from the cloud – priori  zing and elimina  ng conges  on.

DYNAMIC – Product performs real  me, passive bandwidth 
determina  on and network loading according to current 
bandwidth.

FAIR VIDEO – If not enough bandwidth to fi t all voice and 
videoconferencing, video por  on will be slowed while 
preserving voice.  This enables smart videoconferencing to 
detect reduced throughput and uses intelligent algorithms 
to provide just enough movement for viewer to con  nue to 
believe video is live, preserving videoconference quality.

HANDS FREE – Product is Hands Free with no manual 
management controls.

PARSIMONIOUS – Product squeezes the most out of the 
bandwidth and does not require overprovisioning to meet 
requirements.  Requires secondary WAN only for business 
con  nuity.

RESPONSIBLE – if an applica  on is not performing 
properly, it’s up to the customer to fi x vs. InSpeed where 
InSpeed is con  nuously fi xing.  The InSpeed service no  fi es 
Opera  ons when there’s performance problem that can’t 
be fi xed – ISP failure, power down, etc.  In the case of a data 
center failure, InSpeed moves the customer to another data 
center in moments, at a touch of a bu  on.

VISUAL TRIAGE – Product’s management interface is not 
merely squiggly charts.  Products provide simple, graphic 
tools for customer and cloud opera  ons to determine the 
issue.

  INSPEED UNIQUE FEATURE DEFINITIONS

Others did not make the compe   ve list due to one or more of the following reasons – low market awareness, not a True SD WAN vendor, or not an SMB vendor. These included  128 Networks, Accelera  on Systems, 
Cato Networks, Certes Networks, Citrix CloudBridge, CloudVelox, Converged Access, Cradlepoint, Disbursive Technologies, Ecessa, Elfi q, Exinda, Fat Pipe, Glue Networks, Ipenema, LiveQos, Multapplied Networks, Nokia, 
Nuage, Ocedo, Pica8, Peplink, Per  no, Procera, Riverbed, Sonus, Starfl ow, Talari, Teridon, Versa Networks, Virtela, and XRoads Networks.

SD-WAN aims to reduce the cost and complexity of wide-area networks by using software to 
automate the management of physical network links. To date, however, there has been signifi cant 
market confusion about what various SD-WAN products actually off er. Th e following charts compare 
the capabilities of some of the leading off erings.

SD-WAN Solu  ons

SPECIAL REPORT
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OVERPROVISIONED – Extra bandwidth is required to 
meet performance requirements.  Unless a product has a 
mechanism for real  me bandwidth computa  on, the only 
way to assure performance and quality is to provision extra 
bandwidth at extra cost.  Requiring an addi  onal WAN link 
for performance is a form of overprovisioning.

SPRAY AND PRAY – If a product has no awareness of 
the WANs available capacity, it is blindly sending packets 
without any assurance that they’re being received on the 
far end, dubbed Spray and Pray.  Spray and Pray is very 
damaging to UDP interac  ve session, i.e., voice and video-
conferencing.

COMPLEX –  Product is complex to deploy, manage, or be 
u  lized.

SECURE – Product off ers enterprise-grade security.

CLOUDY – Product off ers a site to cloud service on the Pub-
lic Internet.  Cau  on:  Vendors confuse loca  ng termina  on 
in a private data center with the Public Cloud.  Loca  ng in 
the Public Cloud provides the customer transparent cloud 
termina  on on the customer’s behalf, as contrasted with 

the customer specifi cally deploying termina  on in every 
data center where needed.

DECONGESTS – TCP algorithms are greedy and will saturate 
a network connec  on if not constrained.  Today’s Public 
Internet connec  ons tend to become congested and slow, 
a condi  on known as Buff erbloat.  Smart algorithms decon-
gest a network and eliminate Buff erbloat.

LOW LATENCY – Voice and videoconferencing quality are 
nega  vely aff ected as latency increases.  Products designed 
for voice support strive to maintain low latency.  InSpeed 
maintains minimum latency for voice and videoconfer-
encing and warns the customer when an ISP fails to keep 
latency below 100ms.  Some compe  tor’s method is to 
send the packet down mul  ple links as well as adding error 
correc  on.  Both preserve the stream but add hundreds of 
milliseconds of latency, which adversely aff ects voice and 
video quality.

REPLACES MPLS – Product can meet MPLS performance 
parameters, which allows the product to replace MPLS cir-
cuits.  Elimina  ng MPLS is a signifi cant cost savings as well 
providing a reduc  on in network complexity.  Some vendors 

off er Hybrid networks – keeping MPLS and augmen  ng with 
an addi  onal network connec  on.  Cost is increased by the 
addi  onal connec  on accompanied by the complexity of 
se   ng policy for which network is used when.

TRUE SD WAN – SD-WAN is defi ned as 1) an overlay on an 
exis  ng IP network, 2) using simple, centralized control, 3) 
to provide network performance and rou  ng 4) in a cloud 
environment.  Some compe  tors pre-date SD-WAN technol-
ogy with new web pages, others are not cloud-based, while 
others are legacy routers and a few are policy-based routers 
on steroids.

VOICE – Product provides specifi c treatments for voice 
quality, site to site and site to cloud, including videoconfer-
encing.

SOLUTION – Product solves customer pain points, vs. of-
fering a toolkit – where the product requires IT to navigate 
hundreds of se   ngs to confi gure the product.  The onus 
for performance and quality is on IT vs. InSpeed which just 
makes it work.

SMB – Appropriate price, features, and complexity for SMB 
customers.

  COMMON FEATURE DEFINITIONS

SD-WAN Solu  ons

SPECIAL REPORT



Finally, unified communications
solutions that are truly unified.

Through our FastSpectrum off ering, IPC Technologies assembles 
business applications and collaboration tools from the world’s most 
respected technology providers to deliver unifi ed communications 

solutions that help you become more agile, productive and profi table.

www.ipctech.com     l     877-9-IPCTEK (877-947-2835)
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October 27 
Richmond, VA

IPC Technologies Building

November 8 
Washington DC

Willard Intercontinental Hotel

November 15 
Ponte Vedra Beach, FL 

TPC Sawgrass Clubhouse

Program Schedule

11 am to 1 pm:   2018 Mitel/ShoreTel On-Premises or Cloud
    SIP & SD-WAN overview (with lunch)

1 pm to 1:45 pm:  2018 Mitel/ShoreTel & Five9
    Contact Center as a Service (CCaaS)

1:45 pm to 2 pm:   IoT (Internet of Things)
    Propel GPS and Aware 360

2 pm:    Conclusion

For registration or 

additional information, go to              

www.ipctech.com/events 

or contact Jeff  Andrews by 

phone at 804-622-7233 or 

904-671-0087 or by email at 

jandrews@ipctech.com.

SEMINAR SCHEDULE

https://www.ipctech.com/events
mailto: jandrews@ipctech.com

