
Choosing a partner to satisfy 
customer demand for UC
What IT MSPs should look for when expanding their 
service portfolio



Introduction

Enabling seamless communication and collaboration 
across multiple channels will be vital to your customers' 
future success.

This presents an opportunity to forward-thinking IT providers 
who are willing to expand their service portfolio to include 
Unified Communications (UC) platforms and services.

Supporting a forward-thinking comms strategy is important 
when it comes to maintaining and strengthening existing 
customer relationships.

With the right technology partner, you can supply customers 
with a future-proof platform that helps grow their businesses.

So what should you be looking for in an ideal partner?
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Reliable telecoms and data connections

Connectivity is the backbone of 
communications, so your ideal partner 
will be able to provide flexible, reliable 
connections to support your customers' 
business.

Connectivity requirements will vary between 
clients, but you should take into account the 
changing nature of their businesses; remote 
working is increasingly important, so you 
need to consider how best to enable agility 
and make voice and data communications 
available everywhere.

What should you be looking for in an ideal partner?

To diversify and expand your portfolio, you 
will need access to:

• Business-grade SIP trunks for reliable VoIP 
calling

• Scalable, flexible WAN networking to link 
multiple sites and remote offices reliably

• Business-grade mobile services for 
maximum productivity in the field

Choosing a prospective partner who can 
offer all three connection types will greatly 
simplify the sales and account management 
process in the future.
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An extensive technology line-up

Effective unified communications rely on 
several technologies. Again, the specific 
requirements will vary between customers – 
but you need to consider their future needs 
alongside immediate demands.

Among your considerations should be:

• Unified Communications tools that 
bring voice, video, instant messaging 
and collaboration into a single interface - 
enabling employees to be fully productive 
any place, any time using any device.

• Collaboration tools that allow people to 
work on files, data and communicate in 
real-time remotely.

What should you be looking for in an ideal partner?

• Innovative solutions to improve 
communications and reduce costs, such 
as interconnecting Microsoft Teams with 
existing VoIP telephony.

• A selection of call routing options so 
that clients can build advanced handling 
workflows to suit the needs of their 
customers within the constraints of their 
own business.

• Security defence options to protect 
communications and systems from cyber 
threats or malware.
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Your ideal partner will be active 
in scoping requirements and 
developing solutions that will 
help your customers achieve 
their strategic goals and build a 
platform capable of sustaining 
future growth and changing 
operating models.
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Multi-level partner programs

What should you be looking for in an ideal partner?

For many IT service providers, 
communications will be a niche portfolio 
offering – at least initially.

As such, they don’t need to be part of a 
program that expects them to sell thousands 
of SIP trunks and subscriptions annually.

For most, an entry-level program that allows 
them to start selling small installations is 
best.

If demand from customers increases over 
time, you can then move up a partnership 
tier to take advantage of additional benefits 
as required.

As you consider the partner programs each 
technology provider is offering you, equally 
don’t settle for less than you need.

A good entry-level program should still 
provide you with support, guidance and 
tools to help you deliver the communications 
capabilities your customers need.
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Proactive assistance with sales

What should you be looking for in an ideal partner?

A good partner does more than simply 
supply hardware and connectivity. They 
will actively work alongside you to close 
deals and deliver the solutions that your 
customers demand.

Ideally you are looking for:

• Training materials to ensure your team 
properly understand the technologies 
on offer and how they apply to your 
customers’ needs.

• Assistance with marketing campaigns 
to promote the unified communications 
offerings in your portfolio 

• Tools to capture leads and track progress 
along the sales funnel.

• Assistance from product specialists to 
design comms solutions, plan installation 
and to generate quotes for clients.

Your customers expect any comms solutions 
you provide to be similarly excellent to your 
IT services – so your choice of partner is 
critical.
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Simplifying post-install operations and admin

What should you be looking for in an ideal partner?

After initial installation, telephony systems 
come with added overheads – customers 
will need to be billed regularly for calls for 
instance.

For many IT service providers, these costs 
and the relative complexity of billing are a 
powerful disincentive for adding comms to 
their portfolio.

Your ideal partner will stay involved after 
installation has been completed to help 
maintain a suitable quality of service to each 
customer.

Once a deployment has received sign-off, 
your ideal partner will continue to:

• Provide support and guidance to keep 
customer communications working, and to 
resolve issues as and when required.

• Identify complimentary technologies and 
services that will help customers extract 
additional value from their investments.

• Provide billing services to your clients, 
reducing your own administrative 
overheads.
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The point of an 
effective partnership 
is to expand your 
service portfolio 
without significantly 
increasing your 
costs.
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Who are Gamma?
Gamma is the UK’s largest SIP trunking provider 
with 60% of all IP voice going through our network.
Over time we have evolved to become a leading 
provider of Unified Communications as a Service 
(UCaaS) to organisations in the UK.
Serving SMEs, large businesses and the public 
sector, more than 1,000 UK channel partners rely 
on Gamma to extend and expand their portfolios.
By adding communications to their offering, 
partners can position themselves as 
comprehensive providers, helping to control 
customers’ costs and increase profits.
What is involved in becoming a Gamma Partner? 
You can learn more in our eGuide ‘Joining 
Gamma’s partner programme’.

dealer@gamma.co.uk


