
CUSTOMER BENEFITS OF CLOUD 

Hosted UC refers to a communication system that uses Voice over 
IP to provide a Cloud-based phone system and messaging 
systems for businesses. Often this service is provided by a 
network service provider as part of an overall network solution. 
This type of solution provides a customer with the ultimate in 
�exibility as access to “seats” are typically purchased on a monthly 
basis and can scale up and down as needed. The hosted 
infrastructure required to provide UC functions (chat, presence, 
etc.) resides in the data center of your service provider. Your IP 
connection to the cloud allows users to access that functionality. 
Back-end infrastructure is all bundled for a monthly fee.

Customers also enjoy the �exibility of the actual dial tone access 
being provided by the provider in a scalable fashion as well. 
Customers also are out of the phone system management 
business, and the uptime and investment in keeping the solution 
running stays with the Hosted provider.

Enterprise features are available for even small-scale customers, 
giving them the ability to purchase advanced solutions like 
contact center typically on a one o� basis. Providers work hard at 
delivering Hosted VOIP as reliable as possible, allowing a 
customer to scale to meet demand. 

LISTEN FOR THESE COMMENTS:

QUESTIONS TO ASK:
1. Are you looking for a cost-e�ective way to manage your communications?

2. Are you looking for a dependable cloud UC vendor with advanced features?

3. Are you looking for the �exibility to communicate and work from anywhere securely? 

4. Do you have a disaster avoidance plan in place today?

5. Would it be bene�cial to have a system where any employee can easily and securely 

self-manage its features without needing management or IT support?

6. Do you have multiple locations or looking to add locations in the future?

7. Are you looking to add call center solutions in the future?

8. Do you need your communications platform to integrate with your CRM?

9. What type of collaboration tools do you use?

• Need a highly adaptable multi-location solution.

• Our current PBX solution is too complex and requires on-site expertise and 
maintenance.

• We are exploring moving our communications system to the "cloud" with minimal 

effort and downtime.

• We are frustrated with our current provider.

• We are moving or opening new locations and need to scale quickly.

• We have a remote workforce.

• We want a solution that is mobile friendly.

• We have a critical infrastructure; the service always needs to work.

• We are worried about redundancy.

• We need the service turned up ASAP.

• We’d like our services to integrate with our CRM or office 365 products.

HOSTED UC
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In the CANDID Back Office, partners can go to a customer record, and in the 

Quote section, there is a D (for data) and a V (for voice). Click on the voice 

option to go to step two where you will select Hosted VoIP. There are a few 

big questions you would want to ask a customer first before shopping for 

providers, including number of seats, hosted or hybrid solution, CRM 

integrations, call center functionality, government or school district, platform, 

international DIDs, and contract term. Once you answer these questions, you 

can �lter the results to get the best �t for your client. 

SEARCH HOSTED UC WITH CANDID QUOTE

• Centralized management and administration.

• Rapid expansion of services to remote locations.

• Enablement of BYOD.

• E�cient use of budget including lower barrier to entry, better 

budget planning, and e�cient use of IT sta�ng.

• Application diversity. 

CASE STUDIES

ZK Research shows that, on average, 83% of IT budgets are used to "keep the 

lights on," meaning only 17% of the budget is used for strategic initiatives. 

Rather than asking for a bigger budget, the easier way to increase the amount of 

money dedicated to strategic initiatives is to shrink that 83% by using products 

and services that improve the operational e�ciency of IT. That’s what a hosted 

UC solution can do. Here are the top reasons why:
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SECURITY

Cyber criminals are constantly employing new tools and strategies 
to infiltrate businesses — making it no longer a question of if, but 
when systems will be breached.
That’s why it is so important to understand the security landscape, 
develop a strategy and engage the right suppliers to help you 
implement or strengthen your customer’s security posture. Doing 
so will help minimize the impact of any security event on their 
business. After all, the faster you can help them detect and eject a 
threat, the less damage it can do to their organization, and the 
more you will be the hero.

QUESTIONS TO CONSIDER:

• What are your biggest security concerns and does the staff 
have the budget and expertise to address them? 

• Have you recently done any type of security review on your 
people, processes, or technology? 

• Have you adopted any cloud-based applications and if so, do 
you know what risks that has created? 

• Does your organization limit information system access to 
authorized users, processes, or devices?

• Do you have a contingency plan in case of an emergency or 
disaster?

• Do you limit physical access to systems, equipment, and 
operating environments to only authorized individuals?

PRODUCTS 

PEOPLE

W           hat level of security knowledge/awaremenss is needed by 
the general workforce?

How is the general level of security knowledge and awareness 
being measured? 

What training should be put in place ÿr the general workforce?

•       

•

•

D           oes the fireway include modern functions, such as application 
awareness and network intrusion detection? 

Is anti-virus installed on all endpoint devices? 

What cloud-based security options are available? 

What functions (e.g., remote wipe, data encryption, etc.,) 
should be enabled on mobile devices?

How is data being managed, classiÿed and tracked?

What is in place to track any compliance requirements?

•       

•

•

•

•

•



www.candid.solutions

PROCESS
What process is in place for risk management?

Have the costs for security breaches been calculated, including 
        r          eputation cost? 

What steps are taken in the event of a security breach?

What is the business continuity/disaster recovery plan?

Are security assessments being conducted to identify potential 
problem areas?

•

•

•

POLICY
Which departments and/or individuals should be involved in 
deciding security policy?

How is the security policy communicated?

How is buy-in among the general workforce conÿrmed?

What are the penalties for policy violations?

•

•

•

•

A services company with over 50 locations was in need of security 
auditing. The company had grown over the years and that, combined 
with employee turnover, brought multiple solutions which had bolted 
on over the years. Adding to that, they held credit card data and 
personally identiÿable information, which put them under the 
governance of many regulations like Sarbanes Oxley and PCI-DSS. After 
helping the customer with a network redesign, it became apparent that 
customer information was being shared when and where it shouldn’t. 
This company didn’t want to be the next Target or Home Depot, so they 
solicited our partner’s help to design a solution. We brought in a 
provider that can do full scope auditing, pen testing and gap analysis. 
Initially, it was to be a two to three-month engagement, but after their 
initial social engineering and auditing e° orts had been successful, it 
became apparent to the organization that there was much work that 
was still needed.

The partner in this case study was selling connectivity services when 
they asked the question, "What is your current security posture?" This 
one question created multiple opportunities. The partner is seen as a 
hero because they helped the customer become compliant with all the 
required regulating bodies and become less vulnerable to a cyber 
attack. 

•

•

LISTEN FOR THESE COMMENTS
I’m looking to make a major migration to AWS, but I’m considering 
a hybrid cloud instead. Should I be worried about security?

I’m trying to virtualize my equipment and get it into a public or 
private cloud, how do I secure it? 

How do I get better visibility into the performance and security of 
my environment

•

•

•



Vern Fonk began acquiring small insurance agencies and moving them 
under Vern  Fonk’s brand. After several acquisitions, they implemented 
Hosted VoIP and Virtual Desktop services across all of their agencies. 
Vern Fonk was a perfect candidate for cloud solutions because they 
needed:

• Scalable service for future growth
• Easy collaboration between their agencies 
• Centralized support to manage their network
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The original cloud service implementation went well, but Vern Fonk soon began 
experiencing issues. Due to internet connectivity challenges, calls were dropped 
and Virtual Desktop performance was inconsistent. Because Vern Fonk had moved 
several of their core business applications to the cloud, the stability of their 
internet connections had taken on a whole new level of importance to their 
business. Internet degradation or downtime had become the equivalent of a 
power outage, with employees unable to perform core job functions.

With this understanding, Vern Fonk took what they believed to be the natural next 
step by installing backup connections and failover routers.

Unfortunately, the additional internet connections and failover routers didn’t 
address all of their performance issues. The failover routers were capable of failing 
over only when their primary cable connection went down completely. Typically, 
those connections were not failing completely, but instead encountering 
signi�cant packet loss, latency, jitter, and throughput issues. Because the 
connections were not down completely (and thus the routers would not failover), 
Vern Fonk’s employees continued to experience poor VoIP call quality and Virtual 
Desktop sessions. When their cable connections did fail completely and the 
failover router moved tra�c to the backup connection, the failover process 
required a new IP address, resulting in dropped VoIP calls at the time of the 
failover.

Over the �rst three months, Vern Fonk experienced 26 hours of downtime and 
estimated that the performance issues caused them to lose $88,000 in revenue 
and expenses.

Vern Fonk implemented the right overall strategy for their business by migrating to 
scalable cloud applications. Their problem was that their cloud strategy failed to 
incorporate a su�ciently robust highway to the cloud, resulting in cloud 
applications that were not performing as intended. SD-WAN’s Multipath internet 
Optimization service immediately �xed their cloud problem. Vern Fonk added 
SD-WAN to each location to automatically mitigate their VoIP and Virtual Desktop 
issues and improve service performance. Over the following three months, SDWAN 
mitigated 3,122 issues lasting 1,718 hours across all of Vern Fonk’s ISP circuits.

Vern Fonk made the right strategic decisions for their business. They chose a 
cloud strategy for VoIP and Virtual Desktop so they could easily scale their 
business and realize e�ciencies across all of their agencies. They deployed two 
internet connections per site for redundancy. And they worked with excellent 
service providers to implement the solution.

Vern Fonk couldn’t realize the full value of their strategy because they were 
experiencing problems with their cloud connectivity. SD-WAN closed the �nal 
gap for them by building a more robust internet platform, which is key to a 
successful VoIP/cloud deployment. After SD-WAN enabled Vern Fonk’s service to 
�nally work as intended, they could once again focus their attention on 
protecting their clients.

www.candid.solutions
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MOBILITY

A TEAM OF MOBILITY EXPERTS WORKING FOR YOU

CANDID offers a full back-office team who have worked for all of 
the major carriers. We offer white-glove support from start to finish 
on every opportunity including technical resources such as free 
engineering support, sourcing, and procurement in addition to 
working with TEM providers to process quotes and orders. Let our 
team assist with quotes, coverage checks, orders, and customizable 
projects and solutions that cover the mobility spectrum in the 
marketplace today. Other services include customer invoice review, 
wireless portal set up (including setting up a voicemail box), and 
MACD and help desk support. Compensation structures can be 
customized depending on the level of CANDID involvement.

MOBILITY PRODUCT SETS

•  Sourcing and procurement of handsets, tablets/iPads, M2M, IoT an
accessories for AT&T, Verizon, Sprint and T-Mobile

•  A full suite of applications for device, policy, users, inventory an
expense/optimization management

•  Managed and professional services for application management, hel
desk, procurement, MACD, and optimization

SELL INTO VERTICALS WITH SPECIALIZED APPS

Healthcare
TigerText: The leader in secure 
messaging for healthcare. It o˜ers 
hospital networks, healthcare 
organizations, and private practices a 
secure communication method to 
comply with HIPAA, HITECH and other 
industry standards. TigerText is used to 
accelerate internal communications 
and care coordination, providing secure 
communication in real-time. 
Administrators, clinicians, and sta˜ can 
more rapidly address patient needs and 
drive toward better outcomes.

Law Enforcement/Public Safety
Visual Labs: a Mobile solution used by 
police and security personnel focusing 
on body camera solutions with an 
emphasis on situational awareness.

Construction
BusyBusy: Automated time and GPS 
enabled labor tracking, job costing and 
documentation app. BusyBusy provides 
real-time information that makes 
companies more e°cient, productive 
and proÿtable.

Manufacturing/Logistics/Retail
Scandit: Mobile app and web service as 
a cost-e˜ective and feature-rich 
replacement option for legacy barcode 
scanners. Cloud-based enterprise 
mobility and data capture platform 
designed to streamline manufacturing 
and logistics operations.

Push To Talk Solutions
ESChat: Designed for government and 
business enterprise use, ESChat 
includes a rich feature set supporting 
the needs of the serious workforce.
Zello: Walkie-talkie app for instant, 
radio-style talk on any Wi-Fi or data 
plan.
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DISCOVERY QUESTIONS

• Do you have or desire to have any of the following devices?
Tablets, Smartphones, Hotspots/USB sticks, Machine 2 Machine - like Kiosks, 
Digital Signage, Tracking inventory?

• Are devices purchased outright? Subsidized?

• Do they have a set schedule for device upgrades?

• Does the customer have specific apps that are running on these devices 
today?

• Do all the facilities tend to have Wi-Fi? Some of the carriers offer Wi-Fi 
calling capabilities nationwide which can be a great feature when in remote 
parts of office facilities where the signal can be impacted.

• Do any of the users travel outside the USA? Are there any international 
requirements?

• How much data is needed per line or for overall lines? The carriers can 
provide High Speed data for each individual line or pool the data across all 
lines.

• How much data does the average user consumes today on a monthly basis? 
If you are unsure, we would be glad to assist in reviewing some current 
invoices.

• How do you handle Cost Allocation today?

• How do you handle end user requests?

• Describe your long-term corporate initiatives to control the mobility 
environment and get costs under control.

• What is your overall management process today with your mobility 
environment?

• Who handles reviewing the invoices to ensure accuracy and compare back 
to contracted rates?

• What would you like to see for your mobility environment from a manage-
ment perspective?

• Are there any issues with the day to day management of your mobility 
environment?

• Would the lines be Corporate Liable (Billed to the corporate account)?
Or combination of Corporate Liable and Individual Liable (Billed to the 
User)?

• Is there a speciÿc platform & brand that they prefer to use? Ex. Apple(iOS), 
Samsung (Android), Microsoft, Google

• What types of service plans are current users on? When does the contract 
expire?

• Do you have accurate reporting on your wireless today? 
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CLOUD COMPUTE AND STORE

CUSTOMER BENEFITS OF CLOUD 

Simply put, cloud computing is computing based on the 
internet. In the past, people would run applications or 
programs from software downloaded on a physical computer 
or server in their building. Now cloud computing allows people 
access to the same kinds of applications through the internet.  
Cloud Storage is a service where data is remotely maintained, 
managed, and backed up. The service allows the users to store 
files online so that they can access them from any location via 
the internet.

CLOUD COMPUTING 

CHALLENGE 
Looking for a cloud provider to help manage your cloud 
services with 100% uptime and 24x7x365 support.

Questions to consider:

• What is your current Disaster Recovery and Business 

Continuity plan?

• Do you want to implement BYOD?

• Does your organization have compliance requirements?

• What is your current backup solution?

• What applications are you running today?

LISTEN FOR THESE COMMENTS:
• We have limited IT resources or capital

• We need to implement a DR plan

• We are heavily reliant on our data

• We are rapidly growing

• We run applications on physical or virtual servers
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CASE STUDY

How Travis Perkins put cloud at the heart of its five-year roadmap 
– and reaped dividends

In 2013, building and construction firm Travis Perkins developed a five-year roadmap for 
its IT. Technology would be a ‘key enabler of strategic change’ rather than a support 
function, with investments amounting to more than double the IT budget, enhancing 
infrastructure and getting to grips with open source and cloud architecture in the 
process.

Four years into the plan, things seem to be going swimmingly. The IT budget has been 
duly doubled, and the company’s self-service portal supports 30,000 staff.

The key to Travis Perkins’ success has been changing the IT service management (ITSM) 
environment from a firefighting fast’ approach to focus on cloud-based technology and 
a ‘fail less’ outlook. This has come using ServiceNow from UK-based IT solutions provider 
Fruition Partners.

“The previous approach was mostly a result of having a spread of legacy solutions in 
place and no unified way to manage them,” Wendy Collison, Travis Perkins project 
manager for service development, told CloudTech. “Now, we are creating greater 
integration and e˛cienc y across the business by harnessing multi-channel transactional 
support, re-engineering and upgrading legacy systems to provide enhanced 
infrastructure to provide fix solutions quicker.”

In July 2014, the service delivery team launched SolveIT, the first iteration of a 
self-service website. To begin with, the portal was focused on IT support, which helped 
users log IT incidents and track progress, as well as provide information so users could ÿx 
issues themselves.

Today, it is now accessible to all 30,000 employees across the Travis Perkins group, with 
10 percent of all incidents and service requests going through the portal. This is 
described by the company as a “good achievement”, considering the fact that many 
workers in stores and warehouses who are less likely to use the portal through their job 
role. The company also reports a more than 20 percent reduction in incidents, and 
quicker root cause analysis.

“It took a while to gain momentum as for some colleagues in branch and store locations 
they didn’t notice any significant changes to working methods,” added Collison. “But 
through further updates and enhancements with ServiceNow, colleagues are seeing a 
real difference to the updates and information they receive, they are better informed 
and service teams have more time to concentrate on delivering better services, and 
anticipating problems before they happen.”

Ultimately, the goal is to ‘move fully to a services-based organization based around a 
service catalog, detailing all the business services the organization provides along with 
associated costs and commitments. One such development in the pipeline is putting 
together an online branded clothing store for Travis Perkins staff, with employees being 
able to select uniform, schedule delivery, and organize returns via an automated 
system.

“The first step was to create a successful product catalog enabling colleagues to 
purchase devices from our self-service portal, such as phones, laptops and printers,” said 
Collison. “Moving forward, we aim to create a full-service catalog where businesses will 
be able to purchase readily available solutions such as websites, business analytics, and 
customer relationship solutions.”

This shows there are still a couple of steps to go for Travis Perkins – but the journey 
already undertaken gives a glimpse of how a long-term cloud plan, properly executed, 
can reap the rewards.
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DISCOVERY QUESTIONS

• Describe your long-term corporate initiatives to control the mobility environment 
and get costs under control.

• What is your overall management process today with your mobility environment?

• Who handles reviewing the invoices to ensure accuracy and compare back to 
contracted rates?

• What would you like to see for your mobility environment from a manage-ment 
perspective?

• Are there any issues with the day to day management of your mobility environment?

• Would the lines be Corporate Liable (Billed to the corporate account)?
Or combination of Corporate Liable and Individual Liable (Billed to the User)?

• Is there a specific platform & brand that they prefer to use? Ex. Apple(iOS), Samsung 
(Android), Microsoft, Google

• What types of service plans are current users on? When does the contract expire?

• Do you have accurate reporting on your wireless today? 

• Do you have or desire to have any of the following devices?
Tablets, Smartphones, Hotspots/USB sticks, Machine 2 Machine - like Kiosks, Digital 
Signage, Tracking inventory?

• Are devices purchased outright? Subsidized?

• Do they have a set schedule for device upgrades?

• Does the customer have specific apps that are running on these devices today?

• Do all the facilities tend to have Wi-Fi? Some of the carriers offer Wi-Fi calling 
capabilities nationwide which can be a great feature when in remote parts of office 
facilities where the signal can be impacted.

• Do any of the users travel outside the USA? Are there any international requirements?

• How much data is needed per line or for overall lines? The carriers can provide High 
Speed data for each individual line or pool the data across all lines.

• How much data does the average user consumes today on a monthly basis? If you are 
unsure, we would be glad to assist in reviewing some current invoices.

• How do you handle Cost Allocation today?

• How do you handle end user requests?
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