
Connected 
Workplace 
Transformation:
Are you reAdy? 



Connected Workplace Transformation: Are you ready? 2Ingram Micro

For mAny AustrAliAns, work is now A behAviour And 
not A plAce, so ingrAm micro helps you integrAte 
cloud solutions to drive greAter vAlue For your 
customers – And you.

worked outside a designated office half 
the week (48% for Australia)1.

Today, a cosmos of point business 
technologies in the cloud boost 
productivity, slash costs, amplify 
talent, exalt customers, and transform 
operations for the flexible, ‘Connected 
Workplace’. 

The challenge for trusted advisers 
is to bundle a dizzying array of 
technologies that span collaboration, 
voice, storage, security and other so 
on into a cogent solution to deliver 
the biggest bang for their customer’s 
buck. Savvy partners will leap from 
recommending disparate technologies 
to weave their own intellectual property 
(IP) that meshes solutions with secure 
and managed delivery into repeatable 
products that become just another 
item in their inventory on top of their 
unique value-add, business insights 
and consulting.

To narrow alternatives and 

Smash ‘four walls and 
firewalls’ to ignite a Connected 
Workplace in your customer’s 
business revolution

Although flexible work has grown 
with the spread of powerful mobile 
devices and broadband, it’s only 
recently that joined-up and secure 
services gifted remote workers equal 
presence and ‘touch’ with those 
constrained inside the four walls and 

firewalls of their employer’s premises. 
So great and fast is the shift to remote 
working, that a global survey of 20,000 
businesspeople by flexible workspace 
provider Regus found more than half 

a global survey of 20,000 
businesspeople found 
more than half worked 
outside a designated 
office half the week

1 The workplace revolution: A picture of flexible working, Regus (2017)
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deliver quality advice to its partners’ 
customers, distributor Ingram Micro 
Australia ran workshops in May 2018 
with five vendors that enable a reseller-
partner to compose a compelling 
value solution for business customers 
seeking the benefits of the Connected 
Workplace. These five solutions are: 
•	Dropbox for Business 
•	Microsoft 365 Business 
•	Net Connect by Northbridge 

Secure
•	ConnectWise 
•	National Broadband Network

 
Knitting it together is Ingram Micro 
Australia’s cloud orchestration and 
billing offerings: Cloud Marketplace 
(SMB reseller portal), and CloudBlue 

– a hyperscale cloud platform for 
managed service providers (MSPs), 
telcos, big value-added resellers and 
distributors to automate high-volume 
opportunities.

Building the Connected Workplace 
is a ‘burning platform’ for any 
Australian business and you, their 
trusted adviser, are well placed 
to guide them on their business 
transformation journey. 

In its report on what the 2030 
workforce would look like, global 
management consultant McKinsey & 
Co found that technology influenced 
value creation so deeply that no 
sector, enterprise or worker would 
be unscathed. Most notably for our 
Connected Workplace discussion, 
McKinsey found that “like-minded 
workers [would] gravitate towards each 
other, aided by technology, sparking 
bubbles of innovation”2.

The Connected Workplace creates 
value chains, attracts the smartest 
talent, and will detonate an explosion 
in intellectual property for you, your 
customers and your mutual business 
valuations.

When will you schedule a 
Connected Workplace discussion with 
your customers?

innovAtion obstAcles 
thAt could kill your 
business

According to PwC’s Digital IQ 
Survey3, thriving businesses 
grasp technology and upskill their 
workforces to be “digitally agile”. 
But many business owners report 
barriers to digital innovation that 
threaten their existence, such as:
•	 63% lack skilled teams
•	 61% use outdated or obsolete 

technology 
•	 59% lack new data & 

technology integration
•	 42% have slow or inflexible 

processes
•	 35% Poor collaboration between 

business & IT

likeminded workers 
gravitate towards each 
other, sparking bubbles 
of innovation

2  Workforce of the future: The competing forces shaping 2030, McKinsey & Co (2017) 
3  Digital IQ Report 2017, PwC, p.19 at www.pwc.com/us/en/advisory-services/digital-iq/assets/pwc-digital-iq-report.pdf
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Simply Awesome way to hit 
cloud platform perfection 

ingrAm micro’s cloudblue plAtForm tAkes 
elite pArtners to the next level while cloud 
mArketplAce grows rApidly As AustrAliA’s vArs 
shiFt up to more sophisticAted customer services.

With the launch of CloudBlue, our 
partners have a clear choice of 
platform with end-to-end commerce 
capabilities cut to fit their business 
models and growth trajectories. 

CloudBlue, is a new independent 
software business at Ingram Micro 
and is the result of a $US500 million 
investment in engineering, technology 
and acquisitions over the past five 
years. It includes intellectual property 
and expertise from six acquisitions, 
including Odin, Ensim and Parallels. 
CloudBlue is dedicated to providing a 
world-class cloud commerce platform 
for managed service providers (MSPs), 
telcos, big value-added resellers (VARs) 
and other distributors. CloudBlue 
powers the Ingram Micro Cloud 
Marketplace, and cloud commerce 
operations for more than 200 of the 
world’s foremost service providers.

CloudBlue enables service 
providers to automate, aggregate and 
monetise their own cloud and digital 
services plus those from third parties. 
Independent software vendors can also 
to take their offerings to market almost 
instantly across the entire multi-service 
provider ecosystem with our industry-
leading cloud commerce and anything-
as-a-service (XaaS) platform.

National Cloud Sales Manager 
Aroon Wadvani says CloudBlue is a 
‘hyperscale’, one-stop shop for elite 
partners to create sophisticated value 
offerings for their customers. 

“CloudBlue is the ultimate platform 
for the very biggest Australian 
partners—that top 1 per cent—
who want to build a bespoke cloud 
commerce business aggregating 

Ingram Micro’s portfolio with their own 
digital services.,” Wadvani says.

The magic of CloudBlue is in what 
we call, APS Connect or Application 
Packaging Standard – Ingram 
Micro’s proprietary way to simplify 
how services interact so you can 
bundle vendors’ offerings in a snap. 
And there are more than 20 pre-
integrated solutions from the likes of 
Microsoft, Dropbox, and Northbridge 
Secure to choose from and which 
allow integration with professional 
services automation platforms such as 
ConnectWise.

“We’re past digital transformation; 
now we’re at hyperscale,” Ingram 
Micro Cloud’s global Chief Technology 
Officer and Senior Vice President, 
David Wippich, told delegates to our 
2018 Cloud Summit. 

“We have to support any path 
to market for our [partners]. And I 
have to think about supporting 100 
million seats, billions of accounts and 
subscriptions — that’s where we talk 
about hyperscale. What happens when 
we launch IoT [internet of things] and 
need to power that and all the devices 
that are connected and all of those 
subscriptions and revenue for our 
partners?”

And in a significant endorsement 
of the CloudBlue platform, Microsoft 
has entered into a unique strategic 
partnership where our partners will 
‘co-sell’ CloudBlue to new service 
providers joining Microsoft’s Cloud 
Solution Provider (CSP) program, and 
the CloudBlue platform will run on 
Microsoft Azure.

which cloud For me?

If you’re a heavy-hitting, 
sophisticated cloud operator with 
a high volume of cloud business 
keen to offer your own platform on 
which to innovate and transact, 
then CloudBlue is for you. While 
Cloud Marketplace is for everyone 
else happy to buy and configure 
services on Ingram Micro’s 
market-leading platform.

At each stage, Ingram 
Micro is here to speed your 

cloud evolution. Whether 
it’s technical enablement 
for those starting to build 
out, introducing VARs to 

exciting new vendors such 
as Northbridge Secure and 

its NetConnect thin-client 
solution as they broaden 
their portfolio, or getting  

their feet wet in IaaS as they 
dive deep — we are there 
every step of the journey.

Aroon wAdvAni

ingrAm micro cloud
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cloud marketplace positions for 
growth as vArs go wide and deep
And while CloudBlue is an exciting 
platform for Australia’s biggest 
partners, we expect Cloud Marketplace 
to grow markedly over the next year, 
building on its  30 quarters of double-
digit growth that now has 27 million 
seats under management in more than 
47 countries.

Cloud demands our partners 
shift to recurring revenues through 
subscriptions, which is jarring for many 
of you but it’s now software vendors’ 
dominant business model. And there’s 
no going back. The good news is that 
most subscriptions will renew unless 
your customer cancels. So the better 
you look after your customers and the 
more services you sell, the higher your 
monthly recurring revenue and more 
prosperous your business.

We invested $US400 million 
on cloud technologies including 
Marketplace to give you an easy way 
to discover, sell, manage and bill 
exciting services in a thrilling new way 
to grow your business at hyperspeed. 
Advantages of Marketplace over 
traditional models are:
•	 Fully automated 
•	Annual and monthly subscriptions
•	Pick your own billing date
•	Price protected for 12 months
•	Manage customers and 

subscriptions through a portal
•	Send white-labelled notifications 

including renewals and invoices
•	Pay terms invoices on credit card 

(inc Amex) with no fees
•	Global strategy — as you expand, 

our platform is there with you
•	 Technical and sales training, 

webinars, boot camps and events.
And we did all this because we love 
our partners, and we think you’re 
awesome.

so we created a path to 
prosperity for you we call our 
‘Awesomeness roadmap’
This is a clear continuum to greater 
volume of sales and increasing 
sustainability based on a structured 
and stepwise Build > Breadth > Depth 
> Scale model. 

Nearly two-thirds (60 per cent) of 
our reseller-partners are in the first, 
Build stage of their cloud journey: 
assembling processes, services and 
skills to serve their customers. They 
may offer a simple cloud bundle of an 
office productivity suite, storage and a 
cybersecurity point solution. Services 
are provisioned manually and stepped 
up and down over e-mail at customer 
request.

But over the next year or so, we 
expect many partners to step up to the 
Breadth phase where about 30 per 
cent now automate their processes 
to increase volume transactions 
that boost their monthly recurring 
revenues. Together, we’ll use digital 
marketing to pump more leads into 
their pipelines, cross-sell and offer far 
more cloud services like backup and 
restore, collaboration, and workplace 
management for deeper and richer 
engagements with their customers and 
a healthier bottom line.

For the 9 per cent of VARs and 
MSPs powering ahead with their 
cloud strategies, the Depth phase 
enables them also to offer a hybrid IT 
services catalogue that weaves cloud 
into managed services, consulting 
and other activities such as traditional 
infrastructure. They dug deep into 
our Cloud Marketplace to bring their 
customers dozens of offerings such 
as the often overlooked infrastructure-
as-a-service (IaaS) on platforms like 
Microsoft Azure. And while they’re 
doing great cloud business, they’re just 
a step away from perfection at Scale, 
the elite 1 per cent of our partners 
who are CloudBlue candidates, 
providing customer self-service and an 
outsourced catalogue in addition to the 
Breadth traits.

“We’ll do what it takes to make you 
succeed: write LinkedIn blog posts 
to validate your customer credibility 
as thought leaders, train and certify 
your people, introduce you to partners 
who will help you grow, provide leads 
and help you run your marketing 
campaigns,” says Wadvani. “Whatever 
you need, just ask; chances are we 
have a solution to help us grow the 
opportunity together.”

hyperscAle 

Think millions of seats, billions 
of sensors (like in the ‘Internet 
of Things’ or IoT) and petabytes 
of data from which to capture, 
store, analyse and derive business 
insight from possibly trillions of 
transactions. Now do it in real-
time. That’s hyperscale.

get started today 
Have an expert discuss how Ingram Micro Cloud can transform your business. 
Contact our dedicated cloud team at imcloudau@ingrammicro.com

BUILD 
Manual Provisioning
Reactive – Opportunistic
1-3 Cloud Offerings
60%

BREADTH 
Digital Marketing
Automated Provisioning
Cross-Selling
4-10 Cloud Offerings
30%

DEPTH
Hybrid Catalog
Integrated Digital Marketing
Automated Provisioning
Cross-Selling
10+ Cloud Offerings + IaaS
9%

SCALE
Self-Service
Outsourced Catalog
Integrated Digital Marketing
Automated Provisioning
Cross-Selling
10+ Cloud Offerings + IaaS
1%

the cloud 
Awesomeness 
roAdmAp

ingrAm micro cloud
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Microsoft 365 Business –  
The secure choice to transform 
your customers’ businesses

combining oFFice 365, device mAnAgement, cyber 
security, ArtiFiciAl intelligence, microsoFt 
365 business provides unpArAllelled vAlue And 
trAnsFormAtionAl possibilities For smbs.

Being a small business owner in 
Australia is complex enough so 
Microsoft created Microsoft 365 
Business, a powerful and secure, 
cloud-based system that hides IT 
to enable you and your clients to 
concentrate on economic growth, 
worker productivity and serving 
customers.

Microsoft 365 Business enables 
small to mid-sized businesses 
(SMBs) to securely run and grow their 
operations with artificial intelligence-
enhanced productivity tools (Office 
365), device management and 
advanced cybersecurity across 
Windows PCs, Android and iOS 
devices. As a trusted adviser and 
technology-business partner, you 
manage the subscription service for 
your customers through a simple 
console so they stay on top of 
everything as you help them grow.

As a core enabler of a Connected 
Workplace strategy, Microsoft 365 
Business is attractive for Australia’s 
99.5 per cent of Australian businesses 
that employ fewer than 200 people and 
the 98 per cent with annual turnover 
of less than $2 million4, which lack 
resources to employ dedicated IT staff 
yet must still grow their operations and 
reach new customers.

All the apps you know and love 
get better all the time
At the core of its Connected Workplace 
offering is Office 365, the familiar 
productivity suite with every user’s 
favourite applications – Word, Excel 
and PowerPoint alongside OneNote, 
Publisher, and Access for databases. 
As part of Office 365 Business 
Premium, it also has online services 
Exchange (e-mail), OneDrive (1TB 
storage), Skype for Business (voice and 
collaboration), Teams (collaboration), 
and SharePoint (content management). 
Business apps such as Bookings 
(online appointment scheduling), 
StaffHub (employee roster assignment), 
Outlook Customer Manager 
(relationship manager) bundle new 
ways to manage common operations. 
Microsoft continually updates its 
applications with features such as 
artificial intelligence to automate tasks 
(PowerPoint Designer or Excel Insights) 
and visualisation (3D in PowerPoint 
or Mixed Reality) so customers have 
the latest technologies to make their 
businesses thrive.

win with microsoFt 
teAms

Microsoft Teams has the 
collaboration features distributed 
and high-performance teams 
need to keep in touch and stay 
productive. 
•	Chat – A private or group chat 

that’s persistent and threaded 
keeps everyone in the know; 
share files and author content 
together

•	Online meetings – Meet 
virtually as a team, live-stream, 
or set up a conference call 
on desktop, mobile, or Skype 
Room Systems with HD video

•	Phone system & calling plans 
– Forget clumsy and expensive, 
proprietary PABXs; call using 
phone, PC, Mac and mobile

•	Communicate across devices 
– Cross-sell with certified 
devices from Microsoft’s partner 
ecosystem 

•	App integration – Easy access 
to built-in Office 365 SharePoint, 
OneNote, Power BI, Planner and 
more

•	Tailor your workspace – 
Integrate third-party (or your 
own) apps to create unique 
value

•	Enterprise trusted system – 
End-to-end security, control and 
compliance. 

4  Counts of Australian Businesses 8165.0 (released 20/2/2018), Australian Bureau of Statistics.   
www.abs.gov.au/ausstats/abs@.nsf/mf/8165.0

microsoFt 365 business
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real-time user collaboration and 
co-authoring a snap in office 365 
apps
Today’s business is often mobile and 
done in front of customers outside of 
a formal, physical office environment. 
Work teams are more often virtual 
and composed of contractors, 
freelancers and other contingent staff, 
or workgroups that coalesce around a 
project with help from outside talent. To 
create a truly Connected Workplace, 
they need secure anywhere, any 
time access to business resources, 
documents and each other to be 
productive. Gone are the days of 
volleying Word attachments on email 
and wondering which was the latest 
version. Microsoft 365 Business’s 
Office apps are collaborative by default, 
with real-time editing and updating that 
is secure to protect trade secrets and 
customer data. 

Always-on security and simplified 
it management across devices 
ensures compliance
Recognising that a profitable and 
vibrant Connected Workplace is a 
secure business, Microsoft wraps 
layers of cybersecurity, trust and 
compliance around Microsoft 365 
Business that are continually updated 
yet simple to use and all but invisible 
to the end user. The ability to use 
Office 365 applications such as 
Word and Excel across devices 
including iOS and Android demands a 
standardised, consistent approach to 
compliance and device management. 
Microsoft 365 Business has cross-
platform security and simplified device 
management and administration 
through a single console.

Nicolas Charritton, Microsoft 
Australia Senior Product Marketing 
Manager, says the biggest challenge 

whAt’s in microsoFt 
365 business?  

•	Office 365 – Updated to the 
latest versions of Word, Excel, 
PowerPoint, and more

•	Email and calendar – Connect 
with customers and colleagues 
using Outlook and Exchange

•	File storage – Manage your 
files from anywhere on 1TB of 
storage

•	Data protection – Secure 
business data on personal and 
company devices

•	Safest Windows – Upgrade to 
Windows 10 Pro from Windows 
7, 8 and 8.1 Pro

•	Cyberthreat protection 
– Guard against unsafe 
attachments, suspicious links 
and malware

•	Administration & deployment 
– Manage new PCs and devices 
faster and more easily than ever

•	Dependability & support – 
Enjoy 99.9% uptime guaranteed 
and 24x7 online and phone 
support.

not your dAddy’s clippy: microsoFt 365 business 
smArt tools mAke light work oF complicAted 
tAsks

Microsoft 365 Business benefits in many ways from rapidly improving 
machine learning and artificial intelligence that understands how you work 
and steps up to offer an insight or suggestion when you need it most.

“We’re leveraging machine learning and artificial intelligence to make 
the product better every day,” says Charritton.

While Windows users are familiar with AI in speech-recognition 
platform, Cortana, Bing search, and Windows Hello authentication, 
features such as Morph and Designer to speed PowerPoint creation will 
become more widespread (debuted in Office 365 and Office 2016). And 
in Excel, Insights highlights patterns to ease exploration and analysis by 
spotting trends, outliers and visualisations to reveal fresh perspectives on 
data. 

Importantly for value-added resellers, machine learning is now an 
integration service you can offer to customers with its addition to Windows 
10. It empowers developers to deploy trained, machine learning models in 
their apps on Windows devices. This opens opportunities for cost-effectively 
deriving deeper, real-time insights from disparate data sources across 
Microsoft devices such as PCs, servers, HoloLens and in the data centre.

microsoFt 365 business
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for SMBs transforming their IT 
infrastructure to deliver a Connected 
Workplace experience to their workers 
is keeping it secure while boosting 
productivity. 

“Of all cyber attacks, 43 per cent 
target SMBs5, and six in 10 go out of 
business within six months6 so security 
has to be top of mind for everyone,” 
Charritton says. “There are 300,000 
pieces of malicious software released 
every day and if you don’t keep up with 
the latest technology and updates, 
you’re definitely exposed.”

Microsoft 365 Business’s built-
in cybersecurity elements such as 
Windows Defender Antivirus updates 
and Bitlocker enforcement (data 
encryption), multi-factor authentication 
(to confirm users’ identity before 
accessing sensitive data), copy-paste 
restriction of business information 
into personal apps and remote wipe 
of business files from lost or stolen 
devices, gives SMBs peace of mind 
their infrastructure is secure, he says.

The April 2018 update to Microsoft 
365 Business added advanced 
security features and mobile device 

management. It had email and 
attachment scanning (protect against 
phishing), device protection against 
ransomware, and rules to restrict 
who can read, reply or forward 
emails. Also included were document 
labelling (restrict access to confidential 
information) and data loss prevention 
tips to warn users before they expose 
sensitive information and breach 
policies. 

Microsoft Intune added mobile 
device management across platforms 
and way to deploy the solution in 
a hybrid environment where users’ 
identities synch across on-premises 
infrastructure and the cloud.

powerful productivity bonuses 
from smb ‘business in a box’ 
integrated solution
The ability to work with colleagues 
irrespective of their physical location 
or preferred device type or platform 
turbocharges productivity in the 
Connected Workplace, Charritton says. 
Now, the focus is on the work and not 
on whether someone is in the office or 
using a particular device.

5  Small Business Trends, Cyber security statistics: Numbers small businesses need to know, 3/1/17, at  
smallbiztrends.com/2017/01/cyber-security-statistics-small-business.html 
6  ibid

Of all cyberattacks, 43% 
target SMBs, and six in 10 

go out of business within six 
months so security has to 

be top of mind for everyone. 
There are 300,000 pieces of 
malicious software released 

every day and if you don’t 
keep up with the latest 

technology and updates, 
you’re definitely exposed.

nicolAs chArritton

microsoFt 365 business
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“We know that by 2022, Millennials 
will be 50 per cent of the workforce 
and how they prefer to work is also 
different to previous generations,” he 
says. “They bounce ideas off each 
other and have a collective approach 
to idea generation, so we need tools 
in the workplace that enable this 
collaboration and ensure they can 
access files wherever they are, at any 
moment and on any device.”

Microsoft 365 Business provides 
an equally exciting experience 
whether the user is on a Windows 
10 PC, Apple iOS or Google Android 
mobile device, Charritton says. 
That’s important because 75 per 
cent of workers say their employers 
don’t give them access to the 
latest technology to do their job 
efficiently7, and 40 per cent would 
quit their jobs over poor workplace 
technology8. “Millennials are used 
to the latest technology … or they 
won’t feel part of the change.”

Microsoft 365 Business has 
what SMBs need to kickstart their 
Connected Workplace, simplify internal 
processes and better serve their 
customers while remaining secure and 
compliant, he says.

“Microsoft 365 Business is a 
’business in a box’ for SMBs”. 

7  The Staples Business Advantage Workplace Index : 
Measuring Workplace Trends and Work Culture, 2016 
8  US Future-Ready Workforce Study, 2016

microsoFt 365 business scores A slAm-dunk For 
bAsketbAll AustrAliA

Concerns over a fragmented organisational culture and ability to respond 
to crisis spurred shift to workplace-as-a-service

While most of Basketball Australia’s 40 staff are split between its 
Melbourne and Canberra offices, the $15-million-a-year non-profit may 
field as many as 11 teams around the world at any time. For a national 
organisation responsible for managing the sport, this presents a significant 
challenge to creating a cohesive culture and managing the contingency 
risks of players in far-flung places. 

Basketball Australia alighted on Microsoft 365 Business to strengthen 
ties between staff and ensure they securely accessed data at any time no 
matter where they were on the planet. Microsoft 365 Business had the 
best mix of productivity, collaboration and device management.

“We want our people to focus their time on getting more people to play 
our sport and improving their performance,” said Basketball Australia CEO 
Anthony Moore. “When I speak to our people—whether they’re office-
based or part of the high-performance team—the word we kept coming 
back to was: ‘connection’.” 

And when things go pear-shaped, if something were to go wrong on 
an away trip, management needs to know communication systems will 
facilitate remote crisis-management.

Looking ahead, Basketball Australia is tracking the collaboration 
between Microsoft Australia and Cricket Australia using machine learning 
and data analytics, collecting vast amounts of player data to gauge form 
and fitness to guide strategy and team selection.

microsoFt 365 business
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Dropbox is now more 
than file sharing

the Friendly cloud service you know so well Adds 
pAper, showcAse And smArt sync to become the 
go-to distributed collAborAtion plAtForm For the 
connected worker.

For 10 years, Dropbox helped 
consumers store and share files in 
the cloud. Known for its free service 
that attracted one in two Australians, 
Dropbox is a leader in trusted, storage-
as-a-service that makes the Connected 
Workplace a reality.

Indeed, according to global 
workplace provider, Regus, Dropbox 
was the most popular cloud service on 
its network, used by 63 per cent of its 
customers (Google Drive was second 
at 50% followed by videoconferencing 
at 40%). Regus also reported that 71 
per cent of Australian business people 
had used Dropbox in the previous 
month9.  

Dropbox is now a collaboration-as-
a-service for workers in the Connected 
Workplace. With exciting new features 
such as Paper, Showcase and Smart 
Sync, federated teams of employees 
and remote contractors get more 
done, more efficiently and effectively, 
says Dropbox A/NZ Partner Manager 
Brock Fisher.

“Australian SMBs buying Dropbox 
Business are enormously reliant on 
external parties,” says Fisher. “So we 
see a connected workplace as a much 
broader network of people, including 
external contractors who collaborate 
with as little friction as possible.”

A great advantage of Dropbox 

Business is workers probably already 
use it at home, which speeds adoption 
and eases change management. 
Online travel site Expedia moved 
its 18,000 employees to Dropbox 
Business in just two weeks because 
staff had it at home and its outside 
agencies were on the platform.

Fisher says it is common to see 
up to 50 external workers access a 
Dropbox Business customers’ files.

“With Dropbox Business, the 
subscribing company takes ownership 
of the team so employees have the 
tools for internal collaboration. The 
Connected Workplace empowers 
employees to enjoy the freedom they 
had working outside the firewall but for 
their internal collaborations.”

dropbox paper ignites real-time 
editing and sharing in the cloud
Document revisions are the bane of 
group work. On traditional workflows, 
they are emailed as attachments 
sporting ever more confusing 
filenames, so just knowing which was 
the latest version was hit and miss. 

Dropbox Paper solves this 
versioning riddle by opening a blank 
slate on which collaborators write side-
by-side in real time — whether they’re 
in the same room or separated by a 
dozen time zones.

9  The Workplace Revolution: A picture of flexible working, Regus (2017).  
www.regus.com.au/work-australia/the-workplace-revolution

Dropbox is now a 
collaboration-as-a-

service for workers in the 
Connected Workplace. 

With exciting new features 
such as Paper, Showcase 

and Smart Sync, federated 
teams of employees and 

remote contractors get 
more done, more efficiently 

and effectively.

brock Fisher

dropbox
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A document in Paper starts with a 
few words on a white screen and soon 
takes on a life of its own as invited 
collaborators add rich media such as 
images and video. No central project 
manager chases, collates, curates, 
edits, rewrites and designs — the 
document emerges organically before 
collaborators’ gaze.

Although teams flock to Paper for 

brainstorming because it imposes no 
strictures on their creativity, they stick 
with it through to completion because 
it keeps them effortlessly on track.

And Paper attracts many of 
Dropbox’s 500,000 global developers. 
Independent software partners such as 
Sketch, Trello, Slack and even Google 
(which has its own Docs platform) 
coexist in a user’s workspace by just 
pasting a link.

showcase guarantees creatives 
always put their best foot forward
Away from the structured messiness of 
brainstorming exercises, there is a time 
to show off your best work. Whether 
that’s for a new-business pitch, to 
impress a client or to demonstrate 
capability.

Legacy techniques such as paper 
portfolios, websites, PowerPoints or 
custom solutions could cost thousands 
of dollars and take a long time, which 
could miss a hot opportunity. And 
just e-mailing random files risked 
brand damage, relinquished control 
over intellectual property and was 
unprofessional.

Showcase erases those constraints 
by enabling anyone to tell a compelling 
story with a clear flow. Starting again 
with a clean slate, a quick step through 
its template process empowers the 
user to add brand logos, headline, 
descriptions and images stored 
on Dropbox to make an attractive 
package before sharing it with a click. 
Creators can track who saw their 
document and gather feedback for 
their next phase. Later, they can tweak 
the presentation and recipients are 
alerted to the new version.

Fisher says improving customer 
interaction is a low-hanging fruit for 
brands: “Showcase is about saying, 
‘This is my best work and I now want 
you to see it’. All it needs is dragging 
and dropping and Dropbox creates a 
finished version.”

dropbox stAts  

•	 500M+ registered users 
worldwide

•	 300K+ business teams

•	 500K+ developers building on 
the DBX Platform 

10  The social economy: Unlocking value and productivity 
through social technologies (2012), Exhibit 20 (p.47), 
McKinsey Global Institute

ben & Jerry’s 

dropbox A/nZ helps us ice cream maker lick its communications 
problem. no rocky road as dropbox paper scoops quick wins for 
us ice-cream kings’ expansion
Ben & Jerry’s prides itself on its social conscience and business ethics. 
That includes providing clear, timely and accurate information to 
franchisees to ease their business journey and help them be profitable. 
But a challenge was cutting the number of channels so that partner 
communication flowed as well as a scoop of salted caramel left in the 
Aussie summer sun. 

Dropbox A/NZ proved the value of Paper’s collaboration by showing 
Ben & Jerry’s US team how to employ information best practices to the 
opening of a new ‘scoop shop’ Down Under. And it relieved the burden 
on the Australian team because they no longer needed to repeatedly 
communicate over e-mail or phone to offices half a world away.

Dropbox created a common information workspace so there’s little 
need to email attachments between parties. Ben & Jerry’s now does its 
planning, tasks assignments, follow-ups and so on directly in the same 
Paper document. 

Ben & Jerry’s corporate team now use Paper to outline how a 
franchisee prepares three months ahead of their store opening. They 
assign tasks (@mentions) with inline images, click check boxes to track 
achievements, attach files in Dropbox’s cloud and write notes to each 
other. Once, they would have used e-mail with ever-branching chains of 
re-versioned file attachments and an ambiguous information architecture. 
Dropbox Paper now averts the chaos of e-mail so everyone is always on 
the same page.

dropbox
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smart sync ensures customer 
devices always have enough local 
storage for their most important 
files
And while it’s called ‘cloud’ storage, 
the reality is files are kept locally to 
boost useability — which is painful 
when cloud storage outstrips local 
devices, so time is wasted just draining 
the trashcan.

But Dropbox Smart Sync lets the 
user keep their files in the cloud, 
preview on their local device, and keep 
the two in synch. Frequent files are 
stored in the cloud and locally while 
others stay in the cloud alone.

It’s especially powerful for 
connected workplaces in creative, 
healthcare and construction sectors 
where hefty files are the norm.

“And with our new AutoCAD 
integration, people can save and 
synch from their desktop, which is an 
enormous productivity boost and time 
saver,” says Dropbox A/NZ Distribution 
Lead Ewan Reid. “That’s why so many 
construction companies have moved 
to Dropbox.” 

Built is a $1.3 billion a year11 
Australian construction company that 
streamlined its operations on Dropbox. 
Over four years, Built saw its weekly 
tender response rate rise from one 
or two to 15, while liberating workers 
to comment on its documents sped 
organisational decision-making.

Partners can be seen to transform 
customer operations by speeding 
time to value, corralling their data 
repositories and mobilising them for 
connected workers, says Reid.

“Add streamlined business 
processes, compliance and privacy to 
Dropbox’s name recognition, and it’s 
a real door opener for partners,” says 
Reid.

The Dropbox Academy program 
offers you a one-stop portal for earning 
rewards, accessing sales tools & 
training activities that ensures not only 
success for your customers, but also 
for YOU.

Through a variety of programs you 
can learn and earn points, from training 
webinars, sales claimed and more. 

learn, earn & win! 
Join Dropbox Academy today

11  Built, About Us, www.built.com.au/about-us

And with our new 
AutoCAD integration, 
people can save and 

synch from their desktop, 
which is an enormous 
productivity boost and 
time saver. That’s why 
so many construction 

companies have moved 
to Dropbox.

ewAn reid

dropbox
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Hip-pocket verve:  
Secret Windows desktop 
in your pants

A smArtphone thAt’s Also your pc? AustrAliAn 
soFtwAre gives locAl resellers complete shAre oF 
their customers’ wAllets.

Today, the typical Aussie will use 
a smartphone, PC and tablet to 
get through their workday but how 
productive they could be if they only 
needed a phone?

That’s the promise Australian vendor 
Northbridge Secure holds out with 
its NetConnect software to turn any 
smartphone into a virtual PC – add a 
keyboard, monitor and mouse (KVM) 
and it springs to life as a full Microsoft 
Windows desktop. NetConnect 
users securely access their Microsoft 
Windows environment, applications 
and files on any modern PC, Mac, 
Chromebook, iOS or Android device. 
No data is stored on the user’s end 
point. And because users can pick up 
where they left off on another device, 
their productivity is enhanced.

NetConnect, a self-hosted next-
generation secure remote access 
solution, creates an ‘air gap’ between 
the user device and their corporate 
environment. There’s no complex data 
or application migration to get started. 
No data is stored in the phone without 
an administrator’s permission or in the 
cloud. And it needs no clumsy virtual 
private network, pesky passwords or 
awkward remote desktop to secure its 
operation.

samsung: one phone to rule them 
all
And while all it needs is a HTML5 web 
browser or the NetConnect secure 
mobile app for complete device and 
worker freedom, Northbridge Secure 
CEO Michael Harte says the Aussie 

innovator is focusing on Samsung’s 
DeX — a ‘desktop extension’ 
KVM dock for a Samsung Galaxy 
smartphone.

“Samsung has perfected its DeX 
solution,” Harte says. “We extended 
it with our software to enable 
customers to access their standard 
work environment like Office 365 but 
from their Samsung phone. I don’t 
even own a PC and my only phone 
is the Samsung in my DeX on which 
I do all my work.”

Harte says the mix of 
NetConnect on Samsung DeX 
emboldens reseller-partners to 
spark up customer conversations 
about shifting to the Connected 
Workplace. 

“The PC-centric work environment 
is long gone; it moved to our mobiles 
and tablets.”

Unified communications gets a new 
spin with the NetConnect/Samsung 
solution – calls now hand over between 
handset and a PC soft phone when the 
device docks.

“Everyone talks about unified 
communications but they’re trying 
to combine the work phone with a 
compute environment. Trouble is, 
most of us use our mobile phone in 
preference to anything else.”

Harte doesn’t suggest customers 
turf their mobile devices fleets or 
impose employee BYOD restrictions 
— NetConnect works almost as well 
on Google and Apple iDevices (over 
HDMI), just without the DeX dock 
convenience. It even runs on Intel’s 

Samsung has perfected 
its DeX solution. We 
extended it with our 
software to enable 

customers to access 
their standard work 

environment like Office 
365 but from their 

Samsung phone. I don’t 
even own a PC and 

my only phone is the 
Samsung in my DeX on 
which I do all my work.”

michAel hArte

netconnect
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small-form NUC and an Android 
stick — low-cost retail point-of-sale 
solutions. 

“The work with Samsung on DeX 
opened a unique solution by collapsing 
the Windows world of the desktop with 
the mobile world that pervades the rest 
of our lives.”

integration and revenue streams 
for msps
Partners will tend to install the 
NetConnect software on the 
customer’s infrastructure (on-premises 
or data centre), or host on their own 
systems, Harte says. 

Although it’s not an on-demand 
cloud service, NetConnect can sit 
on Microsoft Azure or AWS — which 
opens a door to managed services 
providers (MSPs).

“It needs professional services 
provided around it because it’s not a 
self-serve environment,” he says. 

Revenue streams for a fully 
integrated NetConnect/DeX solution 
are:

•	Professional services
•	Hosting & managed services 
•	Microsoft & NetConnect licences
•	 Telco services & subscriptions
•	Smartphone & tablets resale
•	Office space consulting, redesign 

and fit-out. 
And now value-added resellers (VARs) 
can provide business-consulting 
services. 

“The technology covers the BYOD, 
work-from-home and casual workers 
in a fell swoop. And it supports adding 
nbn™ services for when the devices 
are docked to access virtual desktops 
and so on, so there’s another revenue 
stream.

“Traditional resellers have cherry-
picked items in an office, whether that’s 
the PABX (telephone switchboard), 
networking, or Microsoft applications 
but with our solution you’re now 
playing on the Microsoft as well as the 
carriage sides of the equations and 
everything in between.

“That gives partners the total share 
of their customers’ wallets.”

partner program
Aimed at VARs and MSPs, 

Northbridge Secure’s partner 
program has many benefits 
including training resources, 
certifications, sales support and 
rewards. The three partner levels 
are:
•	Reseller – Sign partner 

agreement to access partner 
portal, deal-registration price 
protection, sales & technical 
online training. Discounted 
NetConnect licences for internal 
partner use.

•	Preferred – Achieve sales 
target and a staff member 
completes sales and technical 
NetConnect certifications to get 
lead-generation, enhanced sales 
support, account manager, 
priority support.

•	Alliance – Achieve sales 
target and have at least two 
staff complete NetConnect 
certifications to access 
marketing development funds.

netconnect FAQ

NetConnect is a new concept and so it’s likely your customers will have 
questions. Here’s what to tell them:

Q. Why use NetConnect when there are free VPNs and remote 
desktops?
A. VPNs expose your network to compromised end-user devices. 
NetConnect protects your data by acting as an ‘air gap’ between the 
device and your network. And remote desktops are cumbersome; 
NetConnect’s attractive interface is a great user experience.

Q. Will I lose corporate data if a user loses their mobile device? 
A. No. Data is never stored on the device without the administrator’s 
permission so you have total control over what leaves the corporate 
environment.

Q. Do I have to go public cloud to deploy NetConnect?
A. NetConnect isn’t a cloud service (although it can be installed in a cloud 
provider’s environment or as a hybrid deployment). It is often deployed on-
premises giving you complete control over your infrastructure.

Q. How well does NetConnect scale?
A. It scales from one to thousands of users (sweet spot 20~300 users).

Need more answers? Contact your Ingram Micro account manager for 
more help or to schedule a call with NetConnect to discuss how you can 
bring the Connected Workplace to your customers.

netconnect
5
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lock down cybersecurity and free 
the connected worker
It’s a truism in IT that convenience is 
at the cost of security. But Harte says 
NetConnect’s unique architecture 
enables the best of both worlds 
— ultimate security (no on-device 
information) with maximum reach, 
flexibility and mobility because it is 
accessed anywhere and in several form 
factors. He expects it to be influential 
on highly regulated customers such as 
those in healthcare, accountancy and 
financial services, and law firms.

“Maintaining clumsy VPNs and 
multiple device passwords – those 
disappear. With NetConnect, the 
customers’ data never leaves where 
the business wants it to be because 
all you see on the device is a 
representation of the data.”

He says that securing the perimeter 
of a typical Australian mid-sized 
corporate with branch offices is “like 
securing Australia’s coastline — there 
are so many ingress and egress 
points”.

”With this solution, you just worry 
about securing the data centre; 
it makes maintaining the security 
requirements we need to stay 
compliant these days much more 
achievable.”

NetConnect is a solution that’s time 
has come, he says. 

“The world is changing; everyone 
has a mobile phone and they carry it 
with them all the time.

“We don’t have to sell a thin client to 
someone, they already have it in their 
pocket.”

Head over to Cloud Marketplace or contact your account manager to arrange 
a free trial of the revolutionary NetConnect product. Northbridge Secure is 
also running a NetConnect & Samsung DeX bundle offer which includes a 
discounted Samsung smartphone, a discounted NetConnect annual license 
and a free Samsung DeX Pad - for more information see here.

netconnect/samsung 
dex killer features for the 
connected workplace
•	Next-generation secure remote 

access solution
•	Device freedom – Works on 

PCs, Macs, Chromebooks, iOS 
and Android devices

•	Access corporate data over 
HTML5 web browser or secure 
mobile app

•	Self-hosted – No VPN or public 
cloud

•	No data or application migration
•	No data stored on device
•	Workspace and experience 

follows the user between 
devices for maximum 
productivity

•	Physical or virtual gateway 
‘air gap’ between device and 
corporate environment.

netconnect
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Bulk up, run fast and 
grab the money
iF you hAven’t beeFed 
up your service menu 
For the connected 
workplAce opportunity, 
connectwise sAys 
you’re leAving cAsh 
on the tAble And your 
customers in the lurch.

A paradox of digital transformation 
is that Australian resellers may be 
soon leaving their technology partners 
behind.

While a few reseller partners cling 
to project and break-fix technology 
delivery, the bigger danger for 
sustainability of the Australian ICT 
channel is not enough partners are 
expanding the range of services 
already available on their suppliers’ 
cloud portal ‘pick lists’ or service 
menus.

The typical Australian value-added 
reseller (VAR) that is in its ‘Build’ phase 
provides fewer than three anything-
as-a-service (XaaS) cloud offerings 

to its average customer. Australian 
managed service providers (MSPs) do 
slightly better with five offerings but 
this is still well behind the 14 services 
that international MSPs provide their 
customers, according to ConnectWise 
research.

The risk is that VARs and MSPs 
may let mistaken loyalty to existing 
customers who aren’t digitally 
transforming for the Connected 
Workplace derail their own shift to 
cloud and services. 

“Putting it politely, if customers 
aren’t following your lead and 
recommendations, you may need to 
find different customers — and that 
means cranking up your marketing 
engine,” says Lalle. 

“Ask yourself: How many more 
solutions I can drive? There’s much 
more depth and breadth possible to 
manage those services and provide 
more to the customer.” 

If channel partners lack skills to 
offer complex services—such as 
at the intersections of physical and 
cyber security or the internet of things 
(IoT) and big data—Lalle advises 
they scope the opportunity to hire 
talent as needed. But in many cases, 
partners must first establish a rock-
solid professional service automation 
platform for growth, he says. 

“It’s one thing to say you can own 
and do all those services but you need 
the toolset and capability to deliver. 
Lead with services and bridge your 
own skills gaps to deliver what your 
customer really needs to thrive — even 
if you don’t have these capabilities yet. 
You may need to re-evaluate your client 
relationship but don’t let your customer 
fall behind on their Connected 
Workplace journey.”

connectwise
6
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land ’n’ expand conversations 
spur customer transformation & 
pump your pipeline
ConnectWise identifies 15 different 
services VARs can add to their 
offerings based on their individual areas 
of expertise and products they already 
sell to grow their menu from familiar 
offerings such as copy and print, office 
and line-of-business applications, to 
network infrastructure and on-site 
computing. Lalle suggests partners 
explore how to spread out within their 
customers’ businesses by adding 
adjacent areas such as:
•	Cybersecurity
•	Physical security
•	 IoT
•	Audio-visual
•	Collaboration
•	Disaster recovery
•	Cloud
•	Application development
•	Business intelligence
•	Artificial intelligence

“Take the example of an accounting 
firm where you’re providing some 
managed services but maybe you can 
add security or a disaster recovery 
solution,” Lalle says. 

“Would they like to offer their 
accountants the chance to work out 
of the office, from a client site or at 
home? Perhaps they, like you, want to 
provide higher-order advisory services 
to their clients? Maybe add unified 
communications and cloud storage 
to their service menu so they can 
collaborate over business and tax 
planning.” 

“Just start a discussion to see 
where it leads, and address your own 
gaps so you can deliver what they 
need.“

As VARs and MSPs grow their 
service offerings, they’ll feel pressure 
to add management layers, staff and 
processes. Automated processes that 
handle repetitive, low-value work such 
as service on boarding, billing and 
remote monitoring keep a lid on head 
count and liberate the business to 
provide higher-value services.

Working inside a solution such as 
ConnectWise also opens the door 
to innovation through its application 
programming interfaces (APIs) that 
enable choice of platform coordination, 
Lalle says. Although ConnectWise has 
a comprehensive suite of tools to help 
its partners manage, run and grow their 

businesses including Sell (quoting) and 
Automate (remote monitoring), partners 
are free to assemble their own solution.

“We’re about freedom of choice,” 
Lalle says. “Our APIs at the heart of 
our ecosystem so partners can plug 
in what they want to ConnectWise 
Manage” including their own solutions 
they may develop for bespoke 
purposes.

A hand up: connectwise shows 
what true channel partnership 
looks like
ConnectWise invests in activities to 
help its partners grow that extend 
beyond what a typical software 
business provides.

This includes the 2018 acquisition 
of the successful Heartland Technology 
Group (HTG), a global peer group and 
coaching organisation, crystallising a 
10-year relationship between the two 
ICT companies. HTG’s Australian ICT 
partners—many on fast-growth lists—
hold it in high regard for its emphasis 
on personal growth, leadership traits 
and legacy transformation. 

ConnectWise University trains 
partners on the product, presents 
videos and a discussion forum for 
information exchange and peer advice. 

“We teach VARs and MSPs how 
to fish through strategic webinars 
on mergers and acquisitions, culture 
and performance, hiring, sales plans, 
compensation models and many more 
business-management issues,” says 
Lalle.  “We do a lot of stuff to help 
people outside of just selling software 
to help people run their business.”

A big part of that coaching is to 
prepare for the shock of moving from 
break-fix and project work—or low-
volume cloud—to an integrated, high-
volume and automated system that 
goes deep and wide at scale into XaaS 
service provision, he says.

“It’s up to the VAR or MSP how they 
want to approach the market. You have 
to prepare for a change in culture and 
mentality. Your salespeople must be 
competent to deliver value in the sales 
cycle you’re moving towards so they 
can sell the intangibles like the need for 
safety and security,” Lalle says.

“There will be a lump in revenues 
and sales and some discomfort as 
you shift to cloud, so you have to be 
prepared for that. But we’re all on that 
journey together with you.”

the connectwise ecosystem
A key part of filling the gaps in your 
services and solutions is relying on 
the expansive ecosystem offered 
by ConnectWise. 
•	ConnectWise Manage – Your 

core business management 
platform with help desk, 
agreements, account 
management, sales & marketing, 
procurement, reporting, time 
tracking & billing. 

•	ConnectWise Automate – 
Simplify business operations 
and improve yield without 
adding staff through a remote 
management and monitoring 
tool that discovers, manages, 
patches and monitors.

•	ConnectWise Sell – Save time, 
reduce errors and streamline 
your quote to order process 
by creating quick, professional 
& personalized proposals in 
minutes.

•	ConnectWise Unite – Bill, 
monitor and manage customer 
cloud environments. 

•	ConnectWise Control – 
Remote support on flexible 
and scalable plans, secured by 
AES-256 crypto and plugs into 
Freshdesk, Google Analytics, 
Passportal, Slack, Zendesk, and 
Zopim.

It’s one thing to say you 
can own and do all those 
services but you need the 

toolset and capability to 
deliver. Lead with services 
and bridge your own skills 
gaps to deliver what your 
customer really needs to 

thrive — even if you don’t 
have these capabilities yet. 

gregg lAlle

connectwise
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nbn™ broadband access 
network a ‘sticky’ option 
for an end-to-end 
Connected Workplace 

AustrAliA’s nAtionAl broAdbAnd network oFFers 
A once-in-A-liFetime opportunity to spArk new 
business discussions And AttrAct customers.

Although Australians have enjoyed 
broadband for 20 years, high costs, 
sluggish speeds and patchwork 
services offered poor value and 
hobbled cloud services, especially for 
value-conscious small and medium 
businesses (SMBs).

But with the National Broadband 
Network (nbn™) available to 6,654,654 
homes and businesses across 
Australia, nbn™ Co says it has turned 
a corner. And with 834,000 businesses 
in contention and able to access 
the nbn™, now is the best time in a 
generation to win new business and 
transform existing clients’ operations 
for the Connected Workplace.

Not since telecommunications 
industry deregulation and Telstra’s 
privatisation in 1997 have more 
businesses been at a decision point 
where they must choose a provider. 
And those organisations on copper 
and ISDN services (“special services”, 
in nbn™ parlance) are on a ‘burning 
platform’ with no time to lose because 
they are set to be disconnected from 
November12. 

Providing telco services was once 
a costly and complex proposal for all 
but the biggest and most dedicated 
channel partners. But today, with the 

spread of over-the-top services such 
as teleconferencing and VoIP, pick-
and-choose cloud application portals 
like those from Ingram Micro Australia, 
and businesses’ thirst for superfast 
internet there’s no excuse for our 
partners to delay offering nbn™ and 
telco options to their customers.

Indeed, the success of the cloud 
and XaaS consumption services you 
offer greatly depend on the internet 
connection at your customer’s 
premises – so shouldn’t you have 
a hand in delivering the very best 
possible service, end to end, rather 
than leave it to the telco to shift blame 
on to you?

partnership with ict ‘trusted 
adviser’ channel essential to smb 
nbn™ adoption
nbn™ Co is the network designer, 
builder and wholesaler that maintains 
and assures the Layer-2 access 
network for retail service providers 
to supply to their end-customers. 
Although nbn™ is arguably this 
century’s greatest enabler for rapid 
business growth and success of 
Australia’s 2.24 million businesses13 
it relies on partners—like you—to 
innovate with applications, products 

the next great Aussie dream: 
“New technology and a new 
accessibility to technology driven 
largely through the roll out of 
the nbn™ network, is designed 
to liberate workers from the 
confines of working nine-to-five 
and working from dedicated 
workplaces. Work and workers in 
the future will demand ever-greater 
levels of technology-induced 
flexibility. Perhaps an addendum 
to the great Australian dream of 
home ownership might be the 
ideal of working when and where 
it suits individual workers. And this 
is on top of the new jobs that are 
anticipated to be facilitated by the 
new and evolving technology.”  
– Bernard Salt, Super Connected 
Jobs: Understanding Australia’s 
Future Workforce, nbn™ Co (2015) 

12 Disconnection dates vary and not all Special Services will be disconnected – whether a service will be disconnected, 
and the timing of disconnection will depend on factors including the type of Special Service, when the nbn™ broadband 
access network is available, which nbn™ access technology is available and whether Telstra has issued a BAU product exit 
in respect of a Special Service. To find out if your services will be affected, and applicable disconnection dates, contact 
your current phone or internet service provider. https://www.nbnco.com.au/business/special-services.html 
13  Counts of Australian Businesses 8165.0 (released 20/2/2018), Australian Bureau of Statistics  
www.abs.gov.au/ausstats/abs@.nsf/mf/8165.0

nbn™
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and services to achieve its potential. 
As nbn™ Co has grown and 

matured it has recognised the value 
of Australia’s ICT channel and has 
employed former executives from 
Australia’s distribution leaders to 
craft its reseller program. Central 
to its partner value proposition is a 
commitment to education, training and 
enablement of its ICT channel partners, 
says nbn™ Co General Manager 
Business Channels Keith Masterton.

nbn™ Co recognises that 
businesses often require a different 
level of service to manage complex 
business technology demands such as 
EFTPOS, banking ATM networks, fire 
and alarm systems, he says. 

“Which is why we’ve been 
developing custom products and 
services to make the transition to the 
new broadband network as smooth as 
possible,” Masterton says. “In April, we 
launched a channel partner program 
for the ICT industry that has training 
and accreditation for technology 
providers, business consultants and 
value-added resellers (VARs).” 

This enables them to educate 
business customers about how to 
connect to the nbn™ and inform 
them on applications to support their 
business over fast broadband.

 “The big picture is, we’re not here 
saying to the channel, ‘Come and help 

us sell broadband’. Rather, it’s come 
and help us enable business with your 
technology stacks that your customers 
need to transform,” he says. 

 “We’re enabling the ICT channel 
as broadly as possible to help their 
customers do business better. The 
Connected Workplace is a big part 
of that revolution and we seek to give 
them the foundation for advanced 
collaboration, two-way video (e.g. 
videoconferencing), file-sharing and 
provide other high-quality experiences 
to serve their customers better and 
reach new business opportunities.”

Masterton says the ICT channel 
“sweet spot” is from 20–199 seats: 
“That’s where we want to do as much 
enablement as we can”. 

nbn™ Co collaborates with vendors 
and distributors including Ingram 
Micro Australia to help partners access 
education and training to establish 
nbn™ capabilities. This includes an 
‘nbn™ 101’ online course of four 
learning modules with assessment 
for certification that covers network 
fundamentals, rollout processes, 
special services, and identifying 
appropriate solutions – “especially 
what does ‘business grade’ mean”, 
Masterton says.

Businesses that are accredited 
can promote themselves with nbn™ 
business accredited adviser logos and 
collateral. “It’s important the channel 
understands that the engagement we 
set up is not a ‘reseller’ engagement 
– it’s an ‘adviser’ engagement, so our 
partners are their customers’ trusted 
business advisers. We want to support 
those conversations with customers so 
they get the right advice.”

An area where ICT partners can 
swoop in as heroes for their customers 
is explaining special services such 
as ISDN and alarm systems that rely 
on the copper network. nbn™ Co 
can help partners identify when their 
customers will be disconnected to aid 
their business migration to the nbn™, 
Masterton says.

nbn™ trAFFic clAss cheAt sheet

Always know the best traffic class (TC) for the intended application:

TC-1 – Highest priority at a committed information rate or ‘CIR’ (so 
you know what your customer will get) to deliver the best service for 
uninterruptible applications such as business-grade voice.

TC-2 – A symmetrical service ideal for two-way interactive applications 
sensitive to latency such as business collaboration and videoconferencing; 
delivered at a guaranteed information rate.

TC-4 – May be unsuitable for all business users (depending on their 
needs). A “best efforts” class  more suited to home users and basic 
internet tasks such as email and web browsing at asymmetrical speeds.

As nbn™ Co has grown 
and matured it has 

recognised the value of 
Australia’s ICT channel 

and has employed 
former executives from 

Australia’s distribution 
leaders to craft its reseller 

program. Central to its 
partner value proposition 

is a commitment to 
education, training and 

enablement of its ICT 
channel partners.

keith mAsterton
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business-grade services – know 
what to offer and to whom
nbn™ Co has had great success in 
reducing its network congestion, which 
it felled in April 2018 to 18 minutes a 
week from more than seven hours the 
year ago. It has worked with its retail 
service providers to help them and their 
customers understand the network 
traffic types that constrain application 
performance.

“It’s especially important that our 
partners understand that the headline 
speeds don’t dictate the ultimate 
service,” Masterton says. “The solution 
should be appropriate for the business 
customer’s needs” and account for 
overall quality of service including 
priority, latency, jitter and other 
important aspects.

The good news is there’s much 
low-hanging fruit in a sector ripe 
for disruption for two decades. An 
Analysys Mason study found that 
Australia, a country with just three 
dominant telco providers, was seeing 
higher churn rates than previously: 
“This suggests that competitors are 
starting to gain ground14”. This is 
fertile soil to seed a fully managed 
and secure, end-to-end Connected 
Workplace solution with one hand to 
shake.

But that said, Australians tend not to 
leave their telco on a whim, so trusted 
business advisers that offer end-to-end 
solutions and great customer service 
are in striking distance to provide 
“sticky” products that keep them 
coming back for more, Masterton says.

Sign up via Ingram Micro to the nbn™ ICT channel partner program 
today. To learn more contact your Ingram representative or click here

14  Enterprise telecoms survey: Operators must do more to overcome customer dissatisfaction, Analysys Mason (June 
2017) by Terry van Staden, www.analysysmason.com/Research/Content/Comments/Enterprise-survey-satisfaction-
RDMZ0-REN01-REN02/ 
15  source: nbn™ Co 
16  nbn™ Co CEO Bill Morrow at Senate Estimates, May 2018 – www.nbnco.com.au/blog/the-nbn-project/notes-from-
senate-estimates-may-2018-update.html 
17  nbn™ Co April 2018 update – www1.nbnco.com.au/corporate-information/about-nbn-co/updates/dashboard-april.html 
18  Connecting Australia, AlphaBeta research report for nbn™ Co, p.14 – www.connectingaustralia.com.au/pdf/
Connecting_Australia_Report.pdf 
19  ibid, p.8 
20  ibid, p.12 
21  ibid, p.14

stAts  

•	 6.6 Million – premises can now 
order a service15.

•	 3.9 Million – homes and 
businesses with active nbn™ 
service16 (1.7 million connected 
in past year17)

•	More than 400,000 – 
businesses connected

•	 $1.24 Billion GDP impact 
(estimated)18 

•	 2x average annual business 
growth – in nbn™ served areas19

•	Top 10 globally – for internet 
connections from 17th today 
(predicted)20

•	 2900 new jobs – associated 
from nbn™ access (31,000 by 
2021, predicted)21
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