PROSYS GETS GREEN LIGHT TO SELL CISCO TELEPRESENCE 

Prosys is starting to sell Cisco TelePresence Meeting solution after successfully fulfilling the training requirements in January.

TelePresence Meeting solution is a new category of Cisco products creating live “face-to-face” meeting experiences over an IP network and allows users to interact and collaborate in new ways.

The technology combines the industry’s first ultra-high definition 1080p video with audio and creates an experience where participants feel like they are in the same room although they are in another location.

According to Cisco, TelePresence allows participants to truly experience the subtleties and nuances delivered by body language, eye contact and facial gestures that make up more than 60 percent of communications.

“Cisco TelePresence is really a complete virtual meeting,” said Michael Hritz, Cisco business development manager for Prosys.  “It is video conferencing at its best using ultra-high definition making the users experience so real like the person is right in front of you.”

Over the last several months, Prosys employees in a variety of areas including sales, engineering and business development learned how to sell, deploy and support the revolutionary technology.

With the training complete, Prosys achieved TelePresence Commercial Partner status from Cisco allowing sales reps to start offering the line to customers a few weeks ago.

“As a Cisco TelePresence ATP partner, Prosys has made an investment in the sales, technical, and lifecycle services capabilities that our customers need to help them successfully deploy complete solutions,” said Richard McLeod, director of unified communications for worldwide channels at Cisco.

Prosys employees fulfilled the training requirements through Cisco’s TelePresence Commercial Partner Program, which is part of the supplier’s go-to-market strategy for emerging technologies.    

The program is designed to give channel partners all the knowledge, skills and services they need to be successful selling the line.

Prosys is targeting a wide range of customers with TelePresence from medium size businesses up to the enterprise market.

“Video is the next big thing taking off in the IT industry and a major push is on this year to get companies to upgrade their networks to handle these emerging technologies,” explained Hritz.  

To help the sales teams, Prosys has ordered TelePresence demo gear and will deploy it across the company so sales reps can show customers exactly how the technology works.

Hritz believes more and more companies are seeing the value of video and that could open up huge opportunities for Prosys.

“TelePresence is a cost effective way to do business,” noted Hritz. “With companies trying to save money on travel costs, TelePresence is a great alternative.  It is a powerful tool giving that person to person feel without having to take to the skies.” 

Learn more about Cisco TelePresence solutions by visiting http://www.cisco.com/en/US/products/ps7060/index.html.

