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Summary: The 2014 Aragon Research Globe™ for web and video conferencing examines 18 
major providers in the market. Emerging use cases make real-time collaboration a strategic 
imperative that requires proper planning and execution.   
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Real-Time Collaboration Converges 

Today’s most important trend in the real-time collaboration market, particularly for web and video 
conferencing, is a change in focus, from just celebrating the technology to enabling and supporting 
real use cases in real business processes. Technical speeds and feeds, while needed to meet 
procurement requirements, are becoming less important than the positive outcomes that business 
leaders want from their technology purchases.  

In that vein, more and more buyers of real-time collaboration are managers from nontechnical line-of-
business units. While IT is not out of the loop, business requirements and outcomes are increasingly 
driving technology acquisitions. This gives rise to new players and solutions that are challenging the 
status quo in the traditional unified communication and collaboration (UCC) market. 

The current market for web and video conferencing is marked by the rise of mobile messaging and 
collaboration offerings, spurred by consumer use of these tools. In addition, real-time collaboration is 
being integrated into existing business applications, and also merging with social into the contextual 
fabric of business processes. Collaboration providers that fail to support business process and 
application integration will miss this wave and be left behind.  

The Continued Convergence Of Web And Video Conferencing 

Front and center is the ever-tighter synergy between web and video conferencing. No longer can 
companies look at these capabilities separately. All the providers in this Globe offer both web and 
video conferencing. Traditional web conference vendors now combine desktop and mobile web 
conferences with video. Similarly, traditional room-based video conference providers also offer web 
conferences, with screen and application sharing. VoIP is also included as part and parcel of these 
offerings.  

Many emerging cloud-based collaboration service providers now offer lower-priced software-based 
video conferencing rooms that require a minimal equipment investment. Google has gotten into this 
space with Hangouts and Chrome. Fuze and others also offer video room systems, including Lifesize 
and Vidyo, although much of their business is more of an infrastructure play.  

Mobility and the cloud are democratizing who can provide web and video services, and also who can 
access them, from anywhere on any device. The multitude of providers now emerging is driving a 
race to the bottom in pricing. Lower-cost solutions now have substantial capabilities, and basic web 
conferencing features are now essentially table stakes.  

Digitizing the Conference Room 

As offices become more open, the need for collaborative spaces is growing. We see a fivefold 
growth in video-enabled conference rooms from 2015-2020.  

Prediction: By YE 2020, 50% of conference rooms will be video-enabled. 
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The Four Building Blocks of Collaborative Interaction 

Four core elements comprise the basic building blocks of collaborative business interaction: text, 
voice, video, and web conferencing. Each of these is incomplete by itself, but they interact to support 
communication and facilitate collaboration.  

Today, cloud and mobile form a virtuous circle to consolidate and democratize access to these real-
time collaboration tools. Cloud-based services integrate multiple modes of human interaction with 
diverse technologies that were once separate market domains. At the same time, ubiquitous wireless 
connectivity lets people participate from wherever they are, using mobile devices that increasingly 
match the power and scope of on-premises systems. 

Some cloud-based products that started as basic chat or web conference clients are becoming UCC 
offerings. Indeed, most UCC clients evolved from basic IM into launching pads for all kinds of 
collaboration modes. The functional cross-pollination at the heart of this ongoing convergence is 
intimately connected with mobility, which gathers all the building blocks of collaborative interaction 
into user-friendly multimodal interfaces. 

As cloud and mobile enable the convergence of collaboration technologies, it creates an opportunity 
for “contextualness.” Contextual collaboration has been the Holy Grail for years, but proprietary 
vendor islands of technology have been a hindrance. The cloud as a point of integration for 
collaborative technologies could be a unifying point to enable people to collaborate within the 
context of their business processes and the associated content that is relevant. 

Outcome-Based Collaboration and Video Enabled Business Applications 

Web and videoconferencing providers have to support business use cases and specific business 
outcomes. Their video capabilities have to enable specific applications with video. Purchasing 
decisions have to focus on the business outcomes the technology will support. For example, what 
outcomes will sales and marketing want from collaboration tools? In sales, sales communication has 
emerged as a required part of sales enablement strategies. Collaborative interactions between sales 
colleagues and externally with prospects and customers is a given and requires real-time tools such 
as web and video conferencing in many situations. 
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Aragon Research Globe Overview 

The Aragon Research Globe graphically represents our analysis of a specific market and its 
component vendors. We use a rigorous analysis of each vendor using three dimensions that enable 
comparative evaluation of the participants in a given market. 

The Aragon Research Globe looks beyond size and market share, which often dominate this type of 
analysis, and instead uses those as comparative factors in evaluating providers’ product-oriented 
capabilities. Positioning in the Aragon Research Globe will reflect how complete a provider’s future 
strategy is, relative to their performance in fulfilling that strategy in the market. 

A further differentiating factor is the global market reach of each vendor. This allows all vendors with 
similar strategy and performance to be compared regardless of their size and market share. It will 
improve recognition of providers with a comprehensive strategy and strong performance but limited 
or targeted global penetration, which will be compared more directly to others with similar 
perspectives. 

Dimensions of Analysis 

The following parameters are tracked in this analysis:  

Strategy reflects the degree to which a vendor has the market understanding and strategic intent 
that are at the forefront of market direction. That includes providing the capabilities that customers 
want in the current offering and recognizing where the market is headed. The strategy evaluation 
includes: 

• Product 

• Product strategy 

• Market understanding and how well product roadmaps reflect that understanding 

• Marketing 

• Management team, including time in the job and understanding of the market 

Performance represents a vendor’s effectiveness in executing its defined strategy. This includes 
selling and supporting the defined product offering or service. The performance evaluation includes: 

• Awareness: Market awareness of the firm and its product. 

• Customer experience: Feedback on the product, installs, upgrades and overall satisfaction. 

• Viability: Financial viability of the provider as measured by financial statements. 

• Pricing and Packaging: Is the offering priced and packaged competitively? 

• Product: The mix of features tied to the frequency and quality of releases and updates.  

• R&D: Investment in research and development as evidenced by overall architecture. 

Reach is a measure of the global capability that a vendor can deliver. Reach can have one of three 
values: national, international or global. Being able to offer products and services in one of the 
following three regions is the third dimension of the Globe analysis: 
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• Americas (North America and Latin America) 

• EMEA (Europe, Middle East and Africa) 

• APAC (Asia Pacific: including but not limited to Australia, China, India, Japan, Korea, Russia, 
Singapore, etc.) 

The market reach evaluation includes: 

• Sales and support offices worldwide 

• Time zone and location of support centers 

• Support for languages 

• References in respective hemispheres 

• Data center locations  

The Four Corners of the Globe 

The Aragon Research Globe is segmented into four sectors, representing high and low on both the 
strategy and performance dimensions. When the analysis is complete, each vendor will be in one of 
four groups: leaders, contenders, innovators or specialists. We define these as follows: 

• Leaders have comprehensive strategies that align with industry direction and market demand, 
and perform effectively against those strategies. 

• Contenders have strong performance, but with more limited or less complete strategies. Their 
performance positions them well to challenge for leadership by expanding their strategic focus. 

• Innovators have strong strategic understanding and objectives, but have yet to perform 
effectively across all elements of their strategy. 

• Specialists fulfill their strategy well, but have a narrower or more targeted emphasis with regard 
to overall industry and user expectations. Specialists may excel in a certain market or vertical 
application. 

Inclusion Criteria 

This Globe looks at the overlapping categories of web, video conferencing and unified communication 
and collaboration. It will help clients navigate the intersection of web, video meetings and UCC to 
look at the overall set of capabilities that support critical business use cases. 

The inclusion criteria for this Aragon Research Globe are: 

• Revenue: A minimum of $7 million in primary revenue for web and videoconferencing, or $15 
million in revenue in a related market, such as collaboration or UCC. 

• Shipping product: Product must be announced and available. 

• Customer references: Vendors must provide customer references in each region where they do 
business.  

• Support for web conferencing or video conferencing. 

• Support for mobile devices.  
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The Aragon Research Globe™ for Web and Video Conferencing, 2014 
(As of 12/18/2014) 

 

 Figure 1: The Aragon Research Globe™ for Web and Video Conferencing, 2014 
 
  



!
!
! !

© 2014 Aragon Research Inc. and or its affiliates. All rights reserved.  Page 7 

 

Workplace Service RESEARCH NOTE 
Number: 2014-53 
December 18, 2014 
 

Leaders 
 

Adobe  

Adobe was one of the pioneers in dedicated breakout rooms for web conferencing. Adobe on the 
whole has been positioning itself traditionally towards creative professionals and now towards digital 
marketing professionals. Its expansive portfolio of offerings includes innovative analytics. However, 
Its Adobe Connect offering for web conferencing needs to be more integrated into the overall Adobe 
portfolio. There is some integration now for learning with Adobe Connect and the Adobe Experience 
Manager platform. 

Adobe Connect offers customization and branding options so organizations can make it their own 
with flexible options for tweaking. It boasts a wealth of customers from various verticals with greater 
penetration in government and education.  

Strengths Challenges 
• Video quality on mobile devices 
• Persistent breakout meeting rooms 
• Integration with Adobe Marketing Cloud 
• Hosting meetings with video from mobile devices 

• Leveraging fuller integration with the rest of the 
Adobe ecosystem 

 
 
 
 
 
 
 
 
 
 
 

Cisco  

In 2014, Cisco updated its conferencing portfolio with new enhancements to its flagship cloud 
offering, WebEx and new offerings in its conferencing line, including immersive TelePresence. WebEx 
now has a new interface with enhanced VoIP capabilities. 

Cisco is now offering its CMR service, which is essentially its video bridging conferencing service. 
Additionally, Cisco supports a myriad of use cases from training to real-time team collaboration to 
marketing webinars. Cisco has made substantial progress in offering an integrated portfolio so that 
users can connect to each other seamlessly. Cisco’s recent move to simplify the products and how 
they work together is resonating well with buyers. 

Strengths Challenges 

• Cisco and WebEx brands 
• Video on mobile devices 
• Support for multiple use cases 

• Multiple brands can make it complex for 
enterprises to understand full offerings 
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Citrix   

Citrix replaced most of its senior leadership team in 2013 and also directly in its collaboration 
division. It remains a popular choice for SMBs that need to collaborate online, via its GoToMeeting, 
GoToWebinar and GoToTraining products. These are known for ease of use, and with added 
features like video with HD Faces, they put Citrix in a good position for cloud-based real-time 
desktop and mobile web and video conferencing.  

Trying to round out its collaboration portfolio, Citrix added instant messaging, audio and video 
chat to its Podio social workplace collaboration platform, branding it Podio Chat. This gives Citrix 
some basic UCC capabilities. Citrix still has to work on deeper integration between Podio and its 
GoToMeeting web conferencing products. It also needs better integration with enterprise UCC 
offerings such as Microsoft Lync (which is being rebranded Skype for Business). We are seeing 
less focus on the Podio offering from a messaging perspective and less direction or guidance on 
its roadmap. 

Strengths Challenges 

• Freemium and online purchase offerings 
• Meeting and webinar scheduling 
• Phone bridge integration 

• Lacks integration with enterprise UCC offerings 

 
 
 
 
 
 
 
 

Lifesize  

In May of this year, Lifesize launched its Lifesize Cloud service, offering real-time video in the cloud, 
which lets enterprise users collaborate with people outside the organization regardless of what video 
platform they use. Lifesize also provides video infrastructure to other platforms alongside providing 
integration between disparate video systems. 

Its new flexible deployment options include on-premises, cloud and hybrid. Lifesize supports various 
vertical solutions and use cases from manufacturing to healthcare. We believe video enabled 
business applications are the way forward and Lifesize is focused on these emerging VEBA use 
cases. 

Strengths Challenges 

• Efforts to video-enable vertical applications and 
solutions 

• Ability to integrate disparate systems 
• Deployment options 
• Video quality 

• Disseminating a compelling message about the 
capabilities of Lifesize Cloud 
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Polycom   

Polycom remains one of the largest conferencing providers and in 2014 has been expanding and 
updating its video conferencing portfolio, including its flagship RealPresence Immersive Studio 
telepresence offering. Its new RealPresence Cloud video offering supports multiple endpoints 
including PCs, Macs and tablets. Polycom has done extensive work in verticals, such as 
telemedicine, where it has enabled tight integration with Apple iPad tablets for patients.  

Polycom has also become known as the key vendor to partner with for video collaboration with 
Microsoft Lync. Its RealConnect solution is a second-generation offering that connects with existing 
Lync deployments for group video.  

Strengths Challenges 

• High-quality video 
• Real Presence 
• Support for open standards 

• Leveraging capabilities from recent acquisitions 

 
 
 
 
 
 
 
 
 
 
 
 
 
 

Vidyo  

Vidyo has been the engine and infrastructure behind several video offerings including enterprise UCC 
and web conferencing products and the video chat function in Nintendo Wii. This enables Vidyo to 
play a connective-tissue role and be an integration point for video collaboration services via its 
VidyoWorks development platform. It also positions Vidyo as an innovator in enterprise real-time 
collaboration. 

This strategy places Vidyo at the heart of a lot of enterprise and consumer video experiences from an 
infrastructure perspective. Vidyo is focused on building its video ecosystem of partners and providing 
the infrastructure that will video-enable business applications. We’re seeing Vidyo get traction in 
video-enabling healthcare applications and financial services for B2C initiatives. 

Strengths Challenges 

• HD video quality with low multipoint latency 
• Flexible deployment options 
• APIs 
• Dynamically adapts video streams individually for 

each participant 

• Limited brand and market awareness due to 
infrastructure strategy 
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Contenders 
 

AT&T   

AT&T, while reselling conferencing services from providers such as Cisco, also develops and markets 
its own AT&T Connect offering that supports unified web, video and audio conferencing capabilities. 
AT&T has a history of supporting converged web and video conferencing for enterprises. 

Being a service provider, AT&T offers customers a single invoice and point of contact for web, audio, 
video and networking needs. A complete cloud, on-premises and hybrid conferencing options are 
supported.  

Strengths Challenges 

• Brand awareness 
• AT&T global network and services expertise 
• Converged conferencing 

• Competing with conferencing products AT&T resells 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

IBM   

IBM, a pioneer in real-time collaboration, has branded its collaboration assets under the Connections 
umbrella. This includes its IBM Connections Meetings Cloud and collaboration offerings such as IM 
and presence. 

Most of IBM’s focus on web conferencing has been via its IBM Connections Social Cloud integrated 
offering, which allows for easy scheduling of meetings. IBM Connections Social Cloud provides 
email, web meetings, documents and IM along with overall social collaboration. Its native mobile 
support includes iOS, Android and BlackBerry and delivers a solid mobile experience. Also, 
Blackberry provides support for IBM Sametime presence and IM via Blackberry Messenger. 

Strengths Challenges 

• Sametime brand 
• Multiple cloud deployment options, including 

SaaS, on-premises and hybrid 

• Messaging its broader portfolio outside of current 
IBM customers 

• Focus on video 

  



!
!
! !

© 2014 Aragon Research Inc. and or its affiliates. All rights reserved.  Page 11 

 

Workplace Service RESEARCH NOTE 
Number: 2014-53 
December 18, 2014 
 

Microsoft   
Microsoft is in the midst of a brand change and transformation. In 2015, it will rename Lync “Skype 
for Business.” Lync has evolved into a platform that is enhanced by multiple integrations with 
partners, such as Polycom for video. Lync excels at point-to-point messaging, but still depends on 
partners for larger meetings. Video calling from Lync to Skype is now available. Also Microsoft 
announced earlier this year that additional scalability would be coming to Lync Online meetings. The 
change to Skype for Business will include: 
• Improved connectivity between Lync and Skype, including the ability to access the Skype user directory 

and video conferencing interoperability 
• Simplified user interface operations, including one click to transfer 
• Skype's call monitor window, which allows you to monitor a call while in other applications 

Microsoft still depends on partners for group video and for room systems, via its Video 
Interoperability Program that stresses integrations with multiple partners. With the shift to Skype for 
Business, some enterprises will want to be reassured that security is still front and center and that 
Skype for Business still has the secure enterprise-grade Lync Server infrastructure and does not 
contain consumer-grade Skype technology that could open up vulnerabilities.  

Strengths Challenges 

• Microsoft brand 
• Partner ecosystem  
• HD video quality on point-to-point calls 

• Dependence on partners for multipoint video 

 
 
 
 
 
 

Unify   
Unify’s OpenScape is its flagship product for converged web and video conferencing, supporting 
desktop and mobile devices. The OpenScape offering provides integration with existing applications 
with carrier grade scalability for communications and collaboration in the largest organizations.  

In October 2014, Unify officially released Circuit as a communication and collaboration platform that 
aggregates voice, video, screen sharing, messaging and file sharing in a single interface. Circuit has 
also impacted the latest design of Unify’s UCC product, OpenScape. Circuit is built on WebRTC and 
supports voice and video from a browser, PC or mobile device. Along with its core OpenScape 
product, Unify now offers Circuit as a SaaS application with basic per-user licensing starting at 
$14.95. This is a good starting point for enterprises wanting rich communication and collaboration 
capabilities that go across multiple devices. With its existing enterprise penetration with OpenScape, 
Unify will have to define the upgrade roadmap for existing users.  

Strengths Challenges 

• UCC expertise with OpenScape 
• Ease of deployment and use 
• Vertical industry solutions 

• Messaging around integration of Circuit 
• Gaining enterprise traction in the saturated 

North American market 
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Innovators  
 

Avaya   

Avaya Aura Power Suite is a UC solution that provides audio, video and web conferencing. It 
includes a core suite inclusive of mobility and support for content sharing and browser access with 
firewall traversal for voice, video and content. 

 Avaya’s Scopia product (from its Radvision acquisition) has been integrated into the Avaya Aura 
platform. Avaya also bought Persony Web Conferencing, which now underlies the web conferencing 
capability of Avaya Aura Conferencing.  

Avaya Communicator is an integrated, multimodal user experience that makes it easy to collaborate 
across Apple iPads and iPhones, Android devices, and Microsoft Windows.  

Strengths Challenges 

• High quality video 
• Highly reliable telephony and UC 
• Support for open standards 
• Partner network 

• Messaging and awareness around its full suite of 
offerings 

 
 
 
 
 
 
 
 
 
 

Blue Jeans Network   

Blue Jeans has gained a lot of mindshare as an affordable cloud-based videoconferencing option. Its 
cloud approach enables an enterprise to link disparate video systems together. Blue Jeans can 
combine traditional business-grade videoconferencing systems from Cisco, Polycom and LifeSize 
with UC clients such as Microsoft Lync and Cisco Jabber. 

Being a cloud-only offering limits Blue Jeans’ penetration in accounts that require on-premises or 
dedicated hybrid deployment models.  Blue Jeans was one of the first to bring an HD browser 
connection option for video, to a mixed multipoint video environment. Because it can integrate with 
both soft clients and physical systems, Blue Jeans could be seen as the key enabler in a multi-
vendor environment.  

Strengths Challenges 

• Broad range of third-party solutions 
• Lower cost cloud option 
• HD video and content sharing 

• Deployment options, besides cloud 
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Fuze  
Fuze has been busy expanding its customer base, and now counts over 600,000 users of its 
products. Fuze is one of the smaller, more flexible vendors disrupting the status quo in real-time 
collaboration. With its new brand and lower-cost options, Fuze is challenging the larger UCC players. 
It has appeared increasingly frequently on shortlists next to larger competitors such as Cisco and 
Microsoft for web and desktop video conferencing. 

Fuze supports voice, with quality VoIP, video, screen sharing, content collaboration and text-based 
group and private chat. Fuze also integrates with office productivity, communication and content 
tools such as Outlook, Lync and Box. Its strategy is to cover all the user engagement and interaction 
touch points. Fuze will need to focus on messaging around business outcomes and be equally 
proficient at speaking to IT and business leaders.  

Strengths Challenges 

• Video Rooms offering 
• HD video 
• Content sharing 
• Video conferencing integration options 

• Awareness outside of US 

 
 
 
 

Google  
In July 2014, Google announced that Hangouts now has the same terms of service as other Apps for 
Work products like Gmail and Drive. Also, Apps For Work users will no longer need a Google+ 
account to use Hangouts. While Google has emerged within enterprises because of strong 
penetration by Gmail, part of Apps For Work, it lacked a serious real-time or UCC product. The move 
to unite its collaboration functions under Hangouts was critical to making it more of an enterprise 
provider.  

Hangouts is still not a full UCC offering compared to Microsoft Lync, but Google has made several 
ecosystem investments around it. The company recently announced partnerships with third-party 
providers, including Blue Jeans and Vidyo. Blue Jeans will enable cloud-based interoperability 
between legacy H.323 and SIP-based videoconferencing room systems with Hangouts and 
Chromebox for meetings as well as PSTN dial-in. Vidyo will also enable interoperability with legacy 
room systems but will offer it both as on-premises and cloud. The Vidyo partnership also goes a step 
further and offers interoperability with Lync.  

Apps For Work users without Google+ accounts are able to use the Screenshare and Chat apps 
within Hangouts for now. They are not able to use Hangouts On Air, which we believe would be a 
great application for use cases such as marketing communications. 

Strengths Challenges 

• Enterprise penetration with Google Apps for Work 
• Partner ecosystem, including interoperability with 

SIP and H.323 systems via partners 
• Ease of use 

• Limitations for Apps For Work users not being 
able to use Hangouts On Air 
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Saba   

Saba has gone through a rebranding and refocus of its go-to-market strategy with a core focus on 
talent management, embedding both web conferencing and social collaboration, in conjunction with 
predictive analytics for recommending training, content, and expertise, throughout their talent 
management applications. Its web conferencing platform, Saba Meeting, is popular with universities, 
governments and enterprises around the world, primarily as a virtual classroom. Saba is now 
leveraging its Saba Meeting technology to support video recruiting as part of its Saba Cloud. 

Saba’s real-time cloud is global and has been serving clients in the US, Europe and APAC for years. 
One strength of Saba Classroom is its VoIP/video capability, which works well in low-bandwidth 
environments.   

Strengths Challenges 

• Virtual classroom 
• Predictive analytics 
• Real-time cloud and recording support with 

playback on mobile 
• H.264 SVC video optimized for low bandwidth 

• Awareness outside of corporate learning  
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Specialists 
 

Biba  

Biba’s mobile-first business application for real-time communications between users is disruptive to 
traditional UCC offerings. The Biba solution is free and delivers conference calls and messages 
across company boundaries on multiple devices. It supports group messaging with some levels of 
persistence. Group video chat is also supported for visual collaboration. 

The Biba presence feature lets users see each other’s free/busy status and when they will be 
available based on calendar integration. This is unique because IM and presence vendors don’t 
usually allow you to see availability for the full day ahead. That look-ahead feature by itself can 
potentially improve collaboration. 

Strengths Challenges 

• Mobile-first design 
• Low cost 

• Limited experience as an enterprise provider 

 
 
 
 
 
 
 
 
 
 

Huawei  

Headquartered in China, Huawei is a very large global company. Its penetration in North America has 
been limited. Huawei’s largest business is its carrier segment, which accounts for 70% of its overall 
business, but its consumer and enterprise businesses are also thriving. Huawei has more than 20 
years in the communications field and has developed multiple technologies for converged voice, 
data, video and service flow. Its UCC and real-time portfolio includes its traditional UC and 
telephony products along with multimedia conferencing.  

While spanning the full gamut of real-time collaboration, Huawei offers specific cross-vertical 
industry expertise. Huawei’s roadmap will leverage WebRTC more. Its partnership with and future 
implementation of WeChat, the largest mobile messaging network after WhatsApp, is an innovative 
move to break from traditional UCC paradigms. WeChat’s capabilities will first appear in contact 
center solutions. This is a good step for Huawei to capitalize and invest in the mobile messaging 
trend. Huawei competitors should watch this very closely. 

Strengths Challenges 

• Global network 
• Ecosystem 
• Vertical solutions 

• Market awareness in North America 
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PGi  

PGi, a global provider of collaboration software and services, develops and markets its own 
GlobalMeet and iMeet web conferencing solutions. It has also released iMeetLive, which supports 
webinars and webcasts for up to 10,000 people. In December 2013, PGi acquired Via-Vox Limited, a 
UK-based conferencing and collaboration service provider trading under the name Powwownow. 
This gives PGi further reach and penetration in Europe to Powwownow’s 240,000 users. More 
recently PGi acquired Central Desktop, a cloud-based team collaboration and project management 
platform, supplementing PGi’s real-time collaboration solutions with an asynchronous workspace 
environment.  

The challenge for PGi is to provide guidance for users about its separate and overlapping 
collaboration offerings. PGi will also be challenged in messaging its integration with other real-time 
infrastructure products. 

Strengths Challenges 

• Service provider expertise 
• Global Market reach 
• GlobalMeet brand 

• Overlapping real-time offerings 
• Integration with enterprise UCC systems 
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• Make procurement decisions about web and videoconferencing around business use cases that 
support specific business outcomes. 

• Require detailed roadmaps from providers that match your company’s technology and business 
direction. 

• Evaluate providers in this Globe on the best fit for your organization, not just their position. 

Bottom Line 

Real-time collaboration capabilities like web and video conferencing have converged, driven by cloud 
and mobility. Enterprise planners responsible for UCC or real-time collaboration infrastructure should 
not make real-time collaboration decisions in a vacuum. Look at overall direction for voice, web, 
video, social networks and content. The focus has to be on business outcomes as enterprises go 
through complete digital business transformation. 

 


