
Adding comms solutions to 
your IT services portfolio
The link between including unified communications technology 
in your portfolio and strengthening your business.



Introduction

Less than half of IT service providers 
currently offer voice, collaboration tools 
or mobile services.

Not only could this limit earning potential 
and the ability to land new clients, it can 
also increase the risk that customers will 
defect to a competitor who is able to offer a 
broader portfolio of services.

Unified communications are essential to 
modern business operations – so why aren’t 
more IT MSPs expanding their offering?

When questioned by CRN Magazine, IT 
service providers specified four key 
reasons:

1. Lack of customer demand

2. Overcrowded marketplace

3. Technical complexities

4. Lack of profitability

Every one of these reasons is perfectly valid 
– particularly if their core offering suffers.

But it is possible to overcome each one of 
these problems and supply your customers 
with the comms services they need.
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Solving issues of customer demand

According to the same CRN Magazine 
survey, nearly 50% of IT service providers 
perceive there to be little or no demand for 
comms services.

In fact, they believe this is the most 
common reason that many IT VARs don’t 
currently offer unified communications and 
supporting solutions such as connectivity.

Experience and market trends show that 
this is unlikely to be the case however, 
every business relies on some form of 
communications platform(s) to carry out 
their day-to-day operations.

Existing clients

It is more likely that customers are unaware 
of the various options available, so choose 
to maintain existing systems until forced 
to change by circumstances outside their 
control.

And, because most IT MSPs do not have 
an offering to promote, they don’t raise the 
issue with their clients.
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The solution?

First, partner with a vendor who has a 
wide product breadth. Gamma has a broad 
range of options that complement your 
own services and help clients integrate 
communications into their wider IT strategy.

Second, start having these conversations 
with your clients and you’ll quickly discover 
that there is opportunity - and that helping 
your customers to improve and consolidate 
their setup will strengthen the relationship.

Solving issues of customer demand The solution

“Start having these 
conversations with 
your clients and you’ll 
quickly discover that 
there is opportunity.”

Page 4



Comms providers are neither rare nor hard 
to find. With so many competing products 
and services on the market, it’s little surprise 
that your customers cannot find what they 
want.

The sheer amount of noise being generated 
makes it similarly hard to identify products 
that would “fit” alongside your portfolio.

For the best chance of success, it’s 
important to consider how you - and your 
partner - will differentiate your offering 
and generate business with both new and 
existing clients.

Opportunity generation

Being heard in an overcrowded marketplace
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The solution?

Identify a partner who is large enough to 
help you stand out, and who has a strong 
offering to satisfy the unique needs of your 
customers.

They should also offer marketing and sales 
support to enable you in turn to ‘cut through 
the noise’ when it comes to promoting their 
offerings.

Gamma already manage 60% of the UK’s I.P. 
voice traffic, alongside an extensive portfolio 
of other connectivity and mobile comms 
services.

Being heard in an overcrowded marketplace

Using our extensive experience, Gamma 
actively helps partners to design and 
manage effective marketing campaigns that 
help raise awareness of your new comms 
capabilities.
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Gamma already manage 

60%
of the UK's I.P voice 
traffic, alongside an 
extensive portfolio of other 
connectivity and mobile 
comms services.
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As businesses have adjusted to the remote 
working model, the importance of unified 
communications has become ever clearer.

However, the technical complexities 
of integration are significant (or 
insurmountable) for inexperienced VARs.

Even more experienced resellers need 
support when implementing new solutions, 
designing new communications processes 
for their clients that are effective and align 
with the latest working practices.

Simple implementation

Reducing technical complexities
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Reducing technical complexities The solution

Gamma partners can 
expand their connectivity 
without building an 
in-house comms team, 
which will help to reduce 
the cost of managing 
your client relationships 
without compromising 
them - it'll also help to 
boost your profits.

The solution?

Select a comms partner who has a 
compelling, complimentary product lineup 
and the resources to fully integrate their 
solution(s) with your clients’ IT systems.

Gamma works alongside your technical 
team to design and implement solutions 
which maximise return from IT and comms 
investment, as well as helping clients 
achieve their strategic goals.

Page 9



Historically, selling and supporting voice 
services has been a dark art which many IT 
VARs view as a significant barrier to offering 
the service.  

Of those IT service providers who do 
offer voice or some form of unified 
communications, do it because their 
customers have asked them to do it.  The 
operational overheads of calculating and 
billing customers along with the inherent 
risks of non-paying customers eat into 
potential profits every month. 

Business Support

VAR’s are also rightly concerned about the 
upfront and ongoing costs of managing and 
supporting telecoms technology for the 
implemented solutions. 

Maintaining a dedicated comms team in 
house is costly and possibly over-kill. 

But trying to cope without specialists will 
likely result in a degradation of the service 
offered to clients and increase the cost of 
operations

Maximising profitability
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Maximising profitability The solution

The solution?

Gamma offer a comprehensive service that 
takes away the need to have in house voice 
specialists.  That dramatically simplifies the 
management of customer acquisition and in 
life support and reduces the administrative 
over heads so that you can focus on your 
core business and maintaining your strong 
customer relationships.

By relying on an expert unified 
communications partner you also reduce 
the risk of billing mistakes that damage the 
client relationship and remove any potential 
credit risk completely. 

Gamma offers a complete tailored 
experience that includes, Marketing and 
lead generation, sales opportunity creation 
and management through to complete 
provisioning, billing and in-life support – 
which reduces the burden on your in house 
team 

All of which helps to maximise the 
profitability of our relationship without 
compromising the quality of service your 
clients receive
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Take the next step
Convergence of IT and unified comms is 
the future – and those IT VARs who do not 
add compatible solutions to their portfolio 
are likely to struggle.
There are genuine barriers to entry, but 
Gamma is here to help.
To learn more about partnering with 
Gamma and how we can help you and your 
customers business please give us a call.
Or, if you’re ready to take the next step 
take a look at our Joining Gamma’s Partner 
Programme guide.
dealer@gamma.co.uk


