
www.comms-dealer.com40  COMMS DEALER  MARCH 2020

Confession: I love 
the telco industry 
and I love the telco 
channel. Our industry 

is a brilliant place for the 
restless mind. No time for 
boredom. Here, a career 
requires constant reinvention. 
I started off in PBX 25 years 
ago, then got involved in 
DECT which took me in the 
early days into Microwave 
and Wi-Fi, which led to 
structured cabling, LANs 
and WANs. Convergence 
fell upon us and we started 
‘muxing’, bringing telco 
and IP networks together 
to save money on calls 
around the world. This tech 
was the precursor for the 
big IP revolution that now 
brings us all the wonders 
of UC, omni-channel, 
Teams, G Suite and bots.

And the channel? For me it is 
an incredible force for good 
and an essential feature in 
the UK landscape. We are 
a cohort of entrepreneurial 
businesses formed to go 
where the Tier 1 telcos and 
vendors can’t. We help small 
and medium sized businesses 
to connect to the Internet, to 
talk, to text, to message, to 
collaborate. And we make all 
of this work for customers, 
securely and reliably. That’s 
a pretty important job.

In 2020, the pace of change 
shows no sign of letting 
up. I can’t see one area of 
telco immune to disruption. 
The PSTN switch off, 5G, 
FTTP, Microsoft, Amazon, 
and Google – all incredible 
innovations motivating 
our customers to throw 
away the old and make 

buying decisions for the 
new. And, as befits our 
fabulous peer group, I don’t 
see telco resellers ‘doing 
the ostrich’, heads in the 
sand, clinging on to ‘legacy’ 
revenues in the hope that 
customers don’t notice. I 
see a community motivated 
by change, diversifying and 
reskilling, capitalising on the 
disruption, capturing growth. 

There’s plenty of evidence 
to back this up. Data from 
strategic advisory firm Larato 
shows how in the last four 
years the percentage of 
resellers in the UK identifying 
as telco has shrunk from 30 
per cent to 10 per cent. The 
rest haven’t disappeared – 
they have changed – with 28 
per cent of all resellers now 
identifying as ICT resellers, 
up from 15 per cent over the 
same period. They’ve skilled 
up, organically and through 
M&A, equipping themselves 
to continue to earn the 
right to take customers on 
their technology journey 
– PBX to UC, ISDN to SIP, 
copper to fibre, and taking 
a bite out of IT resellers’ 
pie while they are at it.

Pie threat warning! Please 
watch out for IT resellers. You 
see, IT resellers need to do 
something. They have a big 
problem. Although operating 
in what they seem to view as 
a far more attractive market 
than the dull, untechnical 
world of telco, on average 
IT resellers make a lot 
less money than we do. 
According to Megabuyte, 
the average EBITDA margin 
of an IT reseller ranges from 
2-7 per cent. Telco resellers 
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transformation experience 
without embracing the 
change and skilling up for the 
future. It’s our job to educate 
and enable the channel. 

You will already know all 
about the opportunities 
in telco - the PSTN switch 
off, 5G, the fibre roll out 
and the Microsoft/Google 
opportunity. What you may 
not be thinking about is 
the wider telco opportunity 
stimulated by IT projects. In 
medium sized businesses, 
customers need resellers 
to bring them converged 
solutions. For example, 
behind the big trends of 
re-platforming into hybrid 
cloud comes a need to 
restructure networks to 
cater for the new demands 
of cloud traffic. That’s 
telecoms, right there. And 
don’t get me started on 
SD-WAN, IoT, Edge…

And in the UK’s five million 
SMBs we are seeing strong 
demand for more mobile, 
more fibre and more cloud 
technologies. Start-ups are 
no longer building their 
businesses on premises. 
They’re gunning straight 
for the cloud, creating 
virtual, agile operations. 
Comms resellers have a huge 
opportunity to provide them 
with a one-stop-shop for 
all their IT and telco needs, 
allowing them to consume 
their technology in one 
easy to manage monthly 
subscription. So come on, 
my telco friends. Let’s step 
up and sort this out. It’s our 
pie. It’s tasty, it’s steaming, 
it’s hot, and there really is no 
need to share.  n

to IT resellers. Microsoft 
and Google aren’t helping, 
spending their dragon eggs 
to advertise their latest UC 
and collaboration wares on 
primetime TV. No surprise 
then that IT resellers are 
getting a sniff. Let’s hope not 
too many of them notice. 

We’re passionate about 
helping our partners to grab 
the amazing, unprecedented 
opportunity ahead of us with 
both hands, embracing the 
convergence of telecoms 
and IT. I find it hard to see 
how you can help your 
customers and provide 
a truly valuable digital 

manage 11-12 per cent. 
Telco resellers also average 
more than 90 per cent 
recurring revenue, whereas 
IT resellers struggle (if they 
are lucky) into the low 30 
per cent region. All of this 
is making it hard to make 
money running an IT practice. 

Appetising market
IT resellers are on the hunt 
for a new feast, and our telco 
market is a very tasty looking 
pie. It’s a massive, profitable 
market, worth £10 billion a 
year. And because of all the 
disruption and convergence, 
it is starting to look more and 
more like a market accessible 
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