
Benchmarking Future 
Growth Potential 

0000-00 

Fros t  Radarϰ:  
Nor th  Amer ican  
Hosted  IP  
Te lephony  and 
UCaaS Marke t  

Global Information and 
Communication Technologies 
Research Team at  
Frost & Sullivan 

K515-64  

November 2020 



Contents 

Section Slide Number 

The Strategic Imperative 6 

CǊƻǎǘ wŀŘŀǊϰΥ bƻǊǘƘ !ƳŜǊƛŎŀƴ Hosted IP Telephony and UCaaS Market 11 

Companies to Action 18 

Å 8x8 19 

Å AT&T 20 

Å Bell Canada 21 

Å bvoip 22 

Å CallTower 23 

Å CBTS 24 

Å Cisco 25 

Å Comcast 26 

Å CoreDial 27 

Å Dialpad 28 

Å Evolve IP 29 

K515-64 2 



Contents (continued) 

Section Slide Number 

Å Fuze 30 

Å Intermedia 31 

Å Intrado 32 

Å LogMeIn 33 

Å Lumen 34 

Å Microsoft 35 

Å Mitel 36 

Å Momentum Telecom 37 

Å NetFortris 38 

Å Nextiva 39 

Å NWN 40 

Å Ooma 41 

Å RingCentral 42 

Å Star2Star 43 

Å TPx Communications 44 

Å Verizon 45 

K515-64 3 



Contents (continued) 

Section Slide Number 

Å Vonage 46 

Å Windstream 47 

Å Zoom 48 

Strategic Insights 49 

Impacts on Key Industry Participants 51 

Å Significance of Being on the Frost Radarϰ 52 

Å Leadership - /9hΩǎ DǊƻǿǘƘ ¢ŜŀƳ  53 

Å Investors 54 

Å Customers 55 

Å Board of Directors 56 

¢ƘŜ CǊƻǎǘ wŀŘŀǊϰ !ƴŀƭȅǘƛŎǎ 57 

K515-64 

Author: Elka Popova 

4 



5 

Strategic Imperative 
and Growth  
Environment 

5 



The Strategic Imperative 

ÅNorth American businesses and public-sector organizations are facing heightened challenges as 

COVID-19 quarantines and other lifestyle changes affect the way workers perform their job tasks and 

interact with co-workers, customers and partners. The unprecedented rise in remote work, supply-

chain disruption, customer demand volatility and elevated employee and customer safety concerns 

brought to light the need to update business continuity programs and accelerate business process 

automation. 

ÅDigital technologies, including cloud communications solutions, have captured the spotlight in this 

time of crisis. To help customers more quickly enable businesses continuity by deploying flexible cloud 

services, many hosted Internet Protocol (IP) telephony and unified communications as a service 

(UCaaS) providers launched free trials and extended payment terms during the quarantines in the 

Spring of 2020. Cloud-based video meetings, team collaboration, phone system and UCaaS have 

provided much-needed tools for remote knowledge and task workers, as well as certain frontliners, 

such as doctors, nurses and teachers, to stay connected with both their internal teams and external 

parties, including customers, patients, students, suppliers and distributors. 

ÅAt the time this study is publishing, the global pandemic is already experiencing a second wave, which 

means that most businesses will be unable to resume normal operations for the foreseeable future. 

Continued remote work for a high proportion of workers, staggered shifts for those working on the 

premises and strict workplace safety protocols will dictate the need for further workflow digitization 

and leverage of cloud services to maintain business operations. 

K515-64 

Source: Frost & Sullivan 
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The Strategic Imperative (continued) 

K515-64 

ÅWith the initial state of panic now over, it is time for business leaders and information technology (IT) 

ŀƴŘ ǘŜƭŜŎƻƳ ŘŜŎƛǎƛƻƴ ƳŀƪŜǊǎ ǘƻ ǎǘǊŀǘŜƎƛȊŜ ŀōƻǳǘ ǘƘŜƛǊ ŎƻƳǇŀƴƛŜǎΩ ŘƛƎƛǘŀƭ ǘǊŀƴǎŦƻǊƳŀǘƛƻƴ ŀƴŘ ǘƘŜ 

importance of moving mission-critical software workloads to the cloud. A holistic approach that aligns 

IT and telecom investments with specific business objectives, including any necessary business model 

adjustments due to new market requirements, are needed to ensure long-term success. 

ÅCommunications and collaboration solutions represent the lifeblood of any organization and have 

become even more critical today as employees need to physically distance from each other, as well as 

customers and other external parties. Adopting cloud communications and collaboration solutions can 

provide an organization with the agility to promptly respond to ever-shifting market conditions and 

internal company mandates.  

ÅWhen selecting a hosted IP telephony and UCaaS solution businesses must take into account key 

factors such as reliability, security, scalability and extensibility in addition to functionality and price. 

Provider vision, technology roadmap, financial viability and customer support capabilities are also 

critical to future-proof communications investments. 

ÅCollaboration-centric, mobile-ready solutions based on open-standards platforms offering flexible 

application programing interfaces (APIs) can provide greater value to businesses supporting a 

substantial number of remote, mobile and hybrid workers, as well as those looking to optimize 

workflows with integrated communications and collaboration services. 

Source: Frost & Sullivan 
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The Growth Environment 

K515-64 

ÅThe North American hosted IP telephony and UCaaS market has been on a steady growth trajectory 
for the past two decades. The global pandemic is likely to have a net positive impact on market growth 
in the long term as many businesses accelerate their digital transformation strategies and embrace 
cloud services as the key pillar of enhanced business continuity programs.  

Å In the near term, UCaaS solutions are likely to see pockets of rapid growth in certain customer 
segments and verticals. However, cloud migration, as well as overall digital technology investments, 
may be hampered by the global economic recession, pervasive workforce reduction and rampant 
business failure, particularly among small businesses in the US. New user and customer acquisitions 
are likely to offset installed base churn and delayed new projects for the majority of service providers 
and thus for the market as a whole. 

ÅService providers leveraging modern cloud architectures and with the ability to deliver services over 
public broadband, on any connected device and network, are likely to better capitalize on growing 
demand for hosted IP telephony and UCaaS than providers relying on managed circuits, premises-
based infrastructure (e.g., session border controllers (SBCs)) and desktop devices. 

ÅThe market has been bifurcated for years with some businesses looking to replicate traditional private 
branch exchange (PBX) feature sets in their cloud phone system solutions and others seeking to adopt 
more modern, collaboration-centric users experiences. The rise in remote work and increased demand 
for mobile-ready solutions, as well as the extensive adoption of video meetings and team messaging 
solutions, are likely to create pull-through for cloud calling services that are part of broader 
collaboration suites regardless of the robustness of the feature set. 

Source: Frost & Sullivan 
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The Growth Environment (continued) 

K515-64 

ÅGoing forward, providers with broader cloud services suites are likely to experience faster growth than 

those selling point solutions. Integrated cloud collaboration suites such as Microsoft 365, Google 

Workspace and Cisco Webex will gain traction as businesses seek to deliver more compelling user 

experiences whereby users can use a single pane of glass to access a variety of modalities including, 

voice, video, team messaging, SMS and more.  

ÅHighly diversified provider portfoliosτincluding communications, contact center, productivity, 

connectivity and other services also enable one-stop shopping for businesses, which helps consolidate 

ǾŜƴŘƻǊ ǊŜƭŀǘƛƻƴǎƘƛǇǎ ŀƴŘ ǎǘǊŜŀƳƭƛƴŜ ǘƘŜ ǘŜŎƘƴƻƭƻƎȅ ŜǾƻƭǳǘƛƻƴ ǊƻŀŘƳŀǇ ŦƻǊ ǘƘŜ ƻǊƎŀƴƛȊŀǘƛƻƴΩǎ ŜƴǘƛǊŜ 

digital fabric. 

ÅAnother trend is also emergingτcertain providers have unbundled the cloud applications from the 

connectivity and calling plans to provide greater flexibility for customers. The majority of small and 

medium-size businesses (SMB) continue to prefer all-inclusive service bundles that comprise the full 

communications and collaboration feature set, as well as a session initiation protocol (SIP) trunk with 

unlimited domestic calling.  

ÅHowever, large organizations are often bound by existing contracts and/or have the ability to negotiate 

highly economical connectivity services prices with their telecom providers and therefore prefer to 

bring their own SIP trunks. Service providers pursuing rapid international expansion must also provide 

this option to businesses in locations where the provider does not have a local exchange carrier status. 

Source: Frost & Sullivan 
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The Growth Environment (continued) 
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ÅA growing variety of deployment optionsτin terms of tiered feature packages, connectivity, endpoints 

and moreτwill drive wider adoption across the entire spectrum of North American businesses. 

Maturing connectivity technologiesτincluding public broadband, SD WAN, LTE and 5Gτand 

innovative cloud architectures based on containerization and micro-services will accelerate adoption, 

as well as improve customer satisfaction and reduce churn. 

Å Improving service reliability, security and compliance will further solidify UCaaS appeal and drive 

penetration among businesses and organizations with more stringent service performance 

requirements that have so far hesitated to adopt cloud services. 

ÅThe next phase of industry evolution will be marked by the rise of programmable communications, 

which will enable deeper, more flexible integration of communications and collaboration features into 

business, productivity, vertical and other third-party software. This enables businesses to leverage 

communications for more tangible operational efficiencies and productivity enhancement by 

automating routine workflows, reducing opportunities for human error, streamlining mission-critical 

businesses and improving the user experience. 

ÅFlexible APIs and communications platforms as a service (CPaaS) will enable unprecedented 

customization of technology deployments to address specific and unique use cases. Programmability 

will also enable UCaaS providers to expand their reach beyond the carpeted office and deliver greater 

value to the relatively untapped frontline worker segment and tailor solutions for different verticals. 

Source: Frost & Sullivan 
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¢ƘŜ CǊƻǎǘ wŀŘŀǊϰΥ bƻǊǘƘ !ƳŜǊƛŎŀƴ IƻǎǘŜŘ Lt ¢ŜƭŜǇƘƻƴȅ 
and UCaaS Market (continued) 

K515-64 

Å In a field of more than 120 North American industry participants, Frost & Sullivan independently 

plotted 30 growth and innovation leaders ƛƴ ǘƘƛǎ CǊƻǎǘ wŀŘŀǊϰ ŀƴŀƭȅǎƛǎΦ  

ÅParameters assessed in the analysis included: 

o Innovation Scalability 

o Research and Development 

o Product Portfolio 

o Mega Trends Leverage 

o Customer Alignment 

o Growth PipelineTM 

o Vision and Strategy 

o Sales and Marketing 

ÅFrost & Sullivan studies related to this independent analysis: 

ÅGrowth Opportunities in the North American Hosted IP telephony and UCaaS Market, Forecast to 2026 

ÅFrost RadarTM, European Hosted IP Telephony and UCaaS Market 

Source: Frost & Sullivan 
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Frost RadarϰΥ /ƻƳǇŜǘƛǘƛǾŜ Environment 

K515-64 

ÅThe North American hosted IP telephony and UCaaS market remains highly fragmented despite 
ongoing mergers and acquisitions. New product launches by a variety of technology developers, as 
well as increasing popularity of wholesale services and private-label UCaaS offerings are likely to 
perpetuate market fragmentation in the foreseeable future. 

ÅKey success factors in the North American hosted IP telephony and UCaaS market include: 

o Completeness of UCaaS portfolio, including a robust cloud PBX feature set, mobility, and advanced 
collaboration capabilities such as video meetings, group chat and team spaces 

o Flexible solution packaging and pricing 

o Open, scalable and extensible cloud platform 

o Excellent service quality, reliability, security and compliance 

o Compelling channel programs  

o International presence 

o Strong brand recognition 

o Digital customer journey for SMB 

o Robust implementation, onboarding, customization, integration and solution lifecycle services 

ÅFrost & Sullivan tracks more than 120 service providers hosting their own proprietary platforms or 
solutions delivered by third-party technology developers. Of those, 30 providers have been selected 
for their growth and innovation leadership, notable accomplishments in the past year and prospects 
for success based on their technology development roadmaps and effective go-to-market strategies. 

Source: Frost & Sullivan 
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CǊƻǎǘ wŀŘŀǊϰΥ /ƻƳǇŜǘƛǘƛǾŜ 9ƴǾƛǊƻƴƳŜƴǘ (continued) 

More specifically, Frost & Sullivan has evaluated market participants based on a pre-determined set of growth and 
innovation criteria, as follows: 

 

 

Å GI1: MARKET SHARE (PREVIOUS 4 YEARS) 
Based on installed user data from 2016 to 2019. 

Å GI2: INSTALLED USER GROWTH (PREVIOUS 4 YEARS)  
Based on installed user data from 2016 to 2019. 

Å GI3: GROWTH PIPELINETM 

o New billable UCaaS features or services  
o CCaaS 
o Integrations, APIs and CPaaS  
o New geographies  
o New customer segments (e.g., frontline workers) 

Å GI4: VISION AND STRATEGY 
o Seen as a visionary (aligned with mega trends ) 
o Speed to market with new features  
o Creative packaging and pricing 
o Security, reliability, quality, compliance   
o Execution aligned with vision/profitability 

Å GI5: SALES AND MARKETING  
o Targeted and creative marketing 
o Effective sales-oriented culture 
o Knowledgeable customer support, sales, billing staff   
o Robust channel   
o Creative partnerships 

G1: High performers on this criterion have maintained 
leading market shares in the past 4 years. 

G2: High performers on this criterion have maintained 
higher-than-average growth rates in the past 4 years. 

G3: High performers on this criterion leverage a robust, 
self-sustaining growth pipelineTM system with strong 
investment in emerging markets and products, driving 
more than 50% of growth from 'adjacent' and 'blue sky' 
(new products for new markets) opportunities. 

G4: High performers on this criterion have become a 
benchmark in the industry for their dynamic vision, as 
well as their strategy and execution excellence; they 
have demonstrated their ability to continually scale 
their business, diversify their offerings, and grow their 
revenues well above industry average rates. 

G5: High performers on this criterion have implemented 
leading technology platforms (CRM and marketing 
software) and seamlessly integrated sales and 
marketing to strengthen brand and drive demand 
generation, with initiatives contributing to more than 
half their growth in the last 4 years. 

K515-64 

Source: Frost & Sullivan 
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CǊƻǎǘ wŀŘŀǊϰΥ /ƻƳǇŜǘƛǘƛǾŜ Environment (continued) 

Å II1: INNOVATION SCALABILITY 

o Cloud architecture, micro services  

o Agile product development  

o Nimble organization, innovative culture 

o Innovation/ideation processes in place  

o Co-creation with customers and partners 

Å II2: RESEARCH AND DEVELOPMENT 

o Size of R&D budget/R&D budget as % of revenue 

o Clear focus (by customer segment, vertical)  

o Clear differentiation 

o Consistent roadmap  

o Proprietary vs. 3rd-party UC stack 

Å II3: PRODUCT PORTFOLIO 

o Robust PBX 

o Robust/differentiated mobility 

o Robust video/web conferencing (extra credit for 
proprietary solutions)        

o Team collaboration 

o CCaaS (extra credit for proprietary omni-channel 
solutions)  

o APIs and integrations  

o Tangential services: connectivity, MPLS, SD WAN, 
broadband, mobile network 

II1: High performers on this criterion are leaders in 
innovation, with world-class innovation processes that 
have helped them gain a much wider client base 
globally and strong revenue growth across core, 
adjacent and greenfield markets. 
 

 

II2: High performers on this criterion have been clear 
leaders in total R&D investment, with a well-established 
technology strategy/roadmap and a robust 
measurement system to confirm R&D effectiveness. 
 
 
II3: High performers on this criterion leverage their 
tremendous breadth of products to maximize revenues 
across the entire market, and demonstrate relentless 
focus in maintaining overall product leadership. 

K515-64 

Source: Frost & Sullivan 
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CǊƻǎǘ wŀŘŀǊϰΥ /ƻƳǇŜǘƛǘƛǾŜ Environment (continued) 

Å II4: MEGA TRENDS LEVERAGE 

o First/early to market with: mobility, integrated 
UCaaS+CCaaS, team collaboration user interface, 
CPaaS and flexible APIs 

o Innovate in the IoT/machine to human space   

o Leverage of AI/AR/VR 

o Focus on frontline workers 

o Possess broad/strong vertical focus 

Å II5: CUSTOMER ALIGNMENT 

o Conduct CSAT surveys with a feedback mechanism 

o Integrate customer feedback into R&D 

o Beta test with customers  

o Track net promoter scores (NPS)  

o Co-create and co-innovate with customers 

II4: High performers on this criterion are genuine 
leaders in proactively leveraging mega trends to 
develop both new products and new business 
models, and are renowned for their visionary, long-
term strategic outlook. 

 

 

 

 

II5: High performers on this criterion lead in 
customer alignmentτexecute CSAT surveys with 
feedback mechanisms, integrate customer feedback 
into R&D/product development/sales strategies 
through a formal process, beta test offerings with 
customers, and track net promoter scores (NPS). 

 

 

K515-64 

Source: Frost & Sullivan 
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8x8 

Å8x8 accelerated growth rates 
in 2019 and 2020 to date.  

Å8x8 has the potential to 
boost growth through new 
partnerships, such as those 
with ScanSource, Virgin 
Media and Poly. 

ÅCreative packaging and 
pricing, such as 8x8 X Series 
(UCaaS + CCaaS) and 8x8 
Express (an e-commerce 
platform) can also expand 
opportunities. 

ÅThe dramatic increase in 
remote working due to 
COVID-19 and the launch of 
a standalone video meetings 
solution may help drive 
growth in the near term. 

Å8x8 supports users in 168 
countries, provides unlimited 
dial plans in 47 countries, 
and numbers in 120+ 
countries, enabling it to tap 
into the MNC customer 
segment. 

 

Å8x8 holds one of the most 
comprehensive cloud 
communications portfolios in 
the market. It also leverages 
a proprietary platform that 
enables it to innovate faster 
and more cost-effectively 
than most other providers 
using third-party platforms.  

Å8x8 delivers greater value 
than most competitors with 
its X Series bundles of UC 
and contact center. The 
various functionalities in X 
Series leverage a single core 
foundation, a common data 
store,and shared services 
such as ML/AI-based quality 
management, speech and 
sentiment analytics, 
recordings, CDRs, storage, 
security, APIs, and 
compliance across both 
contact center agents and 
UCaaS users. 

Å8x8 has assembled 
proprietary technologies 
that will enable it to remain 
at the forefront of 
innovation going forward.  

ÅSignificant improvements in 
its go-to-market strategy 
will help accelerate growth. 

ÅRecently introduced 8x8 
Voice for Microsoft Teams, 
provides an enterprise-
grade integration with 
Microsoft Teams and brings 
local numbers, dial plans, 
integrations with third-party 
apps, analytics and native 
contact center capabilities, 
ŀƴŘ ǿƛƭƭ ŜȄǇŀƴŘ уȄуΩǎ 
addressable market. 

ÅCPaaS and flexible APIs 
enable 8x8 to provide 
vertically-tailored solutions, 
differentiate and tap into 
new customer segments.  

Å8x8 is a U.S-based pioneer in 
the VoIP space. Through a 
series of acquisitions, 8x8 
has greatly expanded both 
its services portfolio and its 
global presence.  

ÅFor more than a decade, 8x8 
has ranked among the top 4 
North American UCaaS 
providers in terms of both 
revenue and installed users.  

ÅOn Frost RadarTM, 8x8 is a 
leader in terms of innovation 
with one of the highest 
scores among providers due 
to its robust feature set and 
adjacent capabilities, such as 
video, CCaaS and CPaaS.  

ÅKey future success drivers for 
8x8 include improved 
channel presence, greater 
traction upmarket, and 
ability to leverage its 
platform to address unique 
use cases. 

Cwh{¢ w!5!wϰ 
LOCATION 

GROWTH INNOVATION FROST PERSPECTIVE 

K515-64 
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AT&T 

ÅAT&T established presence in 
the North American hosted 
services market with its Cisco 
HCS-based UCaaS offering and 
some legacy BroadSoft 
technology-based solutions. It 
is likely to see accelerated 
growth leveraging 
Office@Hand and Webex 
Calling with AT&T. 

ÅNotably, AT&T manages the 
ǿƻǊƭŘΩǎ ƭŀǊƎŜǎǘ /ƛǎŎƻ 
HCS+Webex deployment with 
hundreds of thousands of 
seats in 180+ countries. 

ÅDirect Routing services for 
Microsoft Teams can help 
ŜȄǇŀƴŘ !¢ϧ¢Ωǎ ŀŘŘǊŜǎǎŀōƭŜ 
market among businesses 
choosing the Microsoft Teams 
user experience combined 
with robust voice calling 
capabilities. 

ÅCPaaS based on Ribbon Kandy 
(now part of American Virtual 
Cloud Technologies) can 
enable AT&T to address 
unique customer use cases. 

 

 

 

 

ÅAT&T is dependent upon third-
party vendors for call control 
platforms, but has 
demonstrated innovation in 
the areas of user experience, 
flexible PSTN options, hybrid 
architectures, and integrations 
with third-party solutions. 

ÅAT&T complements its hosted 
services portfolio with contact 
center and conferencing 
solutions, VoIP and SIP 
trunking services, voice and 
data connectivity, networking, 
security, and a plethora of 
value-added services. 

Å!¢ϧ¢Ωǎ ŜȄǇŜǊƛŜƴŎŜ ŀƴŘ 
expertise in network services 
management and delivery 
ensures greater service quality 
and reliability. 

ÅAT&T Concierge Services 
provide customer value during 
implementation and the 
solution lifecycle. 

 

 

ÅAT&T can leverage its broad 
range of hosted IP telephony, 
UCaaS and contact center 
offerings to meet the diverse 
needs of different 
businesses, from SMBs to 
large enterprises. 

ÅAT&T can leverage its vast 
consulting services portfolio 
to assist businesses with 
their digital transformation 
projects. 

ÅAT&T must clearly 
differentiate its various 
offerings to help prospects 
easily identify the best 
solutions for their specific 
needs. It may need to 
further rationalize its hosted 
services portfolio. 

ÅAT&T can leverage its 
specialized sales team and 
UC experts, as well as 
RAMPτits Rapid Adoption 
Marketing Programτto 
accelerate growth. 

ÅAT&T is among the top  
North American hosted IP 
telephony providers and is 
leveraging its significant 
technology and market 
expertise to grow in other 
regions. 

ÅAT&T faces the challenging 
task of managing a highly 
diverse and evolving hosted 
solutions portfolio, including 
its flagship offerings: Cisco 
HCS-based UCaaS, Cisco 
Webex Calling with AT&T, a 
global, feature-rich solution 
for enterprise customers and 
Office@Hand (based on 
RingCentral), an over-the-top 
solution catering to both 
deskbound and mobile SMB 
and mid-size businesses. 

ÅAT&T is seeing growing 
adoption of its hosted 
solutions and is one of Cisco 
ŀƴŘ aƛŎǊƻǎƻŦǘΩǎ ƭŀǊƎŜǎǘ 
partners globally. 

 

 

Cwh{¢ w!5!wϰ 
LOCATION 

GROWTH INNOVATION FROST PERSPECTIVE 
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Bell Canada 

Cwh{¢ w!5!wϰ 
LOCATION 

GROWTH INNOVATION FROST PERSPECTIVE 

Å.Ŝƭƭ /ŀƴŀŘŀΩǎ flagship Bell 
Total Connect offering has 
seen considerable success 
since its launch. Initially 
based on /ƛǎŎƻΩǎ BroadWorks 
platform, Bell Total Connect 
has evolved into a full UC 
offer, with Calling (Cisco 
BroadWorks), Teams and 
Meetings (Cisco Webex), all 
integrated within a single 
client for the best possible 
user experience. 

ÅOwing to the acquisitions of 
Bell Alliant and MTS, Bell 
Canada also offers hosted 
solutions based on Cisco HCS 
and Ribbon platforms. 

ÅBell Canada is the Canadian 
hosted IP telephony market 
share leader. Its strong brand 
and existing customer 
relationships have 
contributed considerably to 
the success of Bell Total 
Connect. 

 

ÅBell /ŀƴŀŘŀΩǎ ƘƻǎǘŜŘ Lt 
telephony installed base and 
revenues have grown 
steadily at or above industry 
average growth rates over 
the past few years. 

Å.Ŝƭƭ /ŀƴŀŘŀΩǎ ŜȄǘŜƴǎƛǾŜ 
geographic reach throughout 
Canada enables it to 
effectively support 
organizations with multiple 
distributed sites. 

Å¢ƘŜ ǇǊƻǾƛŘŜǊΩǎ ƭŀǊƎŜ ǇŀǊǘƴŜǊ 
network delivers local 
support as well as additional 
services, which enables Bell 
Canada to effectively serve 
customers of varying sizes 
and geographic locations. 

Å.Ŝƭƭ /ŀƴŀŘŀΩǎ ƛƴŘǳǎǘǊȅ-
leading network ensures 
superior service quality, 
security, and reliability, 
which drives high customer 
loyalty. 

 

 

 

ÅBell Canada solutions are 
supported by Cisco for core 
platform functionality, and 
the provider demonstrates 
innovation leadership in 
network technologies and 
additional services. Bell 
/ŀƴŀŘŀΩǎ ǎǘǊƻƴƎ ǇŀǊǘƴŜǊǎƘƛǇ 
with Cisco also enables it to 
influence the ǾŜƴŘƻǊΩǎ 
technology roadmap. 

ÅBell Canada will be the first 
service provider globally to 
integrate BroadWorks with 
Cisco Webex Teams and 
Meetings, giving customers 
market-leading collaboration 
and endpoints, along with a 
carrier-grade voice 
experienceτall delivered 
and supported by Bell. 

Å.Ŝƭƭ /ŀƴŀŘŀΩǎ ŘƛǾŜǊǎŜ ǇǊƻŘǳŎǘ 
and services portfolio allows 
it to bundle Bell Total 
Connect with other IT and 
communications solutions.  

ÅBell Canada must leverage its 
large customer base and 
reseller channel to grow its 
hosted VoIP business faster. 

ÅIt must promote mobility 
capabilities more actively to 
gain traction among 
businesses with mobile 
users. It must also use recent 
solution upgrades (e.g. 
advanced meetings and 
collaboration) to compete 
effectively against 
entrepreneurial competitors. 

ÅBell Canada must capitalize 
on its strong relationship 
with Cisco to continue 
ƛƴŦƭǳŜƴŎƛƴƎ ǘƘŜ ǾŜƴŘƻǊΩǎ 
roadmap and thus promptly 
address customer needs and 
differentiate from 
competitors.  

ÅIntensifying competition will 
require a more aggressive 
approach from Bell Canada 
to maintain leadership. 

K515-64 
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bvoip 

GROWTH INNOVATION FROST PERSPECTIVE 

ÅKey success factors for bvoip 
include leverage of industry-
leading proprietary and 
third-party technologies 
along with a partner-centric 
go-to-market strategy. 

ÅōǾƻƛǇΩǎ feature-rich platform 
provides differentiated 
capabilities and highly 
economical scalability. 

Åbvoip stands out among 
competitors with its unique 
partner-centric business 
model; consistent 
development capability; 
feature-rich, cost-effective 
solutions; differentiated skill 
set; and strong commitment 
to innovation and customer 
value. 

ÅA unique licensing model 
based on lines (concurrent 
call paths) enables high 
margins for bvoip and its 
resellers. bvoip also offers a 
per user model, giving 
partners their choice in the 
competitive marketplace. 

 

Åbvoip is one of North 
!ƳŜǊƛŎŀΩǎ ƭŜŀŘƛƴƎ ǇǊƻǾƛŘŜǊǎ 
of hosted IP telephony and 
UCaaS solutions. bvoip has 
experienced rapid growth in 
the past five years and has 
secured a spot among the 
top North American hosted 
IP telephony providers in 
terms of installed users.  

ÅbǾƻƛǇΩǎ large reseller network 
and strong partner 
enablement capabilities 
(e.g., critical event alerting 
engine, automated 
deployment, centralized 
toolset for partner access) 
drive rapid growth.  

ÅWith a strong background as 
an IT services provider and a 
keen focus on innovation, 
bvoip is well positioned to 
enable local interconnects 
and various IT shops to 
diversify their portfolios and 
tap into new growth 
opportunities. 

 

 

Åbvoip is disrupting the market 
with a uniquely-designed 
partner-focused solution that 
offers the simplicity and cost 
efficiency of multi-tenant 
platforms as well as the security 
and customization benefits of 
multi-instance platforms. 

Åbvoip has extended its entire 
platform into Microsoft Teams 
Voice adding Contact Center 
features, CRM integration, 
Progressive Dialer and multi-
tenant management for its 
partners. 

ÅTo ensure partner success, 
bvoip has developed toolsets 
and integrations to various SaaS 
applications and premises-
based software that streamline 
partner interactions with 
customers through automated 
ticket creation, call routing, task 
creation schedules, and 
integration with CRM, ERP, and 
professional services 
automation (PSA) systems. 

Åbvoip will benefit from 
growing demand for 
inexpensive, secure and 
feature-rich solutions, as 
well as growing reseller need 
for hosting partners that 
enable private-label 
offerings.  

Åbvoip can leverage unique 
capabilities ƻǿƛƴƎ ǘƻ ƛǘΩǎ IT 
service provider background 
to augment the value chain 
with specific skills and 
expertise that most other 
hosted IP telephony 
providers do not possess, 
and to address unique use 
cases and compete more 
effectively. 

Åbvoip can further expand 
internationally to capitalize 
on broader growth 
opportunities and better 
serve multinational 
customers. 
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CallTower 

ÅCallTower provisions, 
integrates and manages 
cloud solutions based on 
industry-leading 
technologies such as Cisco 
UCM and HCS, native 
Microsoft Teams Direct 
Routing, hosted Skype for 
Business, Microsoft 365, and 
Zoom-powered CT Cloud 
Meeting. 

ÅCallTower adds value and 
differentiates through multi-
vendor solution integration 
and other services (e.g., 
WAN acceleration via CT 
Cloud Boost, Enterprise 
Contact Center, CRM 
Integration, SMS Text, UC 
Analytics), as well as the 
ability to serve as a one-stop-
shop to businesses for 
multiple communications 
and productivity tools, which 
will positively affect its ability 
to attract and retain 
customers in the future. 

ÅIn 2018, CallTower expanded 
its customer base, as well as 
enhanced its portfolio with 
CT Cloud, a highly scalable 
and cost-effective multi-
tenant UCaaS solution. 

ÅWith CT Cloud CallTower 
effectively addresses SMB 
needs, which will help 
accelerate growth and 
scalability going forward. 

ÅAbility to voice-enable 
Microsoft 365 with native 
Microsoft Teams Direct 
Routing and a hosted Skype 
for Business provides a 
reliable option to businesses 
looking for a hosted voice 
environment and opens new 
growth opportunities for 
CallTower among the rapidly-
expanding Microsoft Teams 
customer base.  

ÅCallTower leverages SIP 
trunking to enable hybrid 
cloud + on-premises 
solutions. 

 

 

 

ÅComprehensive CallTower 
cloud solutions portfolio 
addresses diverse client needs 
and delivers complete end-to-
end, turnkey solutions for 
customers. 

ÅAdvanced provisioning and 
management platform for 
centralized management of all 
solutions delivers compelling 
value to businesses managing 
multi-vendor environments. 

ÅRobust integration capabilities 
via CT Cloud Unite, including 
40 off-the-shelf integrations 
with popular third-party apps, 
enables CallTower to deliver 
custom-tailored solutions. 

ÅCallTower is also the only 
provider that can voice-enable 
Microsoft 365 GCC High 
organizations and add value to 
government contractors 
looking to fully utilize their 
Microsoft Teams client. 

 

ÅCallTower can improve margins 
and grow the business through 
partnerships, including 
wholesale resellers.  

ÅCallTower must expand 
internationally to capture new 
opportunities. 

ÅWith its diverse portfolio, 
CallTower can also upsell and 
cross-sell to its installed 
customer base, as well as 
attract new customers of 
varying sizes. 

ÅCallTower can continue 
expanding among small, 
medium and large businesses 
using its diverse portfolio. 

ÅCallTower can capitalize on 
multimedia conferencing, 
email, team spaces and 
productivity services to serve 
as a single-source provider to 
businesses, and differentiate 
from UCaaS providers with less 
robust portfolios. 
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