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Frost & Sullivan’s Global Research Platform 

Frost & Sullivan is in its 50th year in business with a global research organization of 1,800 

analysts and consultants who monitor more than 300 industries and 250,000 companies. 

The company’s research philosophy originates with the CEO’s 360-Degree Perspective™, 

which serves as the foundation of its TEAM Research™ methodology. This unique approach 

enables us to determine how best-in-class companies worldwide manage growth, 

innovation and leadership. Based on the findings of this Best Practices research, Frost & 

Sullivan is proud to present the 2012 Global Market Share Leadership Award in 

Videoconferencing Infrastructure to Cisco. 

Significance of the Market Share Leadership Award 

Key Industry Challenges Addressed by Increased Market Share 

Videoconferencing continues to garner the limelight in the enterprise unified 

communications and collaboration (UCC) markets. As the foundation to support many 

enterprise video applications, the videoconferencing infrastructure market is seeing robust 

growth. However, market expansion and maturity present a number of challenges to 

vendors vying to increase and defend their market shares. More specifically, startups, 

evolving technologies, and new business models are reshaping the landscape to pose 

challenges for established market leaders.    

Due to its growth, the videoconferencing infrastructure market is perceived as a fertile 

opportunity for an increasingly diverse cast of competitors. New entrants are positioning 

themselves as compelling alternatives to the established market-share leaders. These 

companies are putting pressure on leading vendors to continually innovate in order to 

protect their installed customers and channel ecosystems. 

The pace of research and development (R&D) activity has accelerated and has resulted in 

a vast array of options that aim to effectively address broad as well as specialized 

requirements of different customers. Advancements in software-based infrastructure 

components, bandwidth optimization, and improved multi-vendor interoperability are 

enabling participants to penetrate new market segments. Established vendors, therefore, 

must remain at the forefront of R&D in order to deliver innovative solutions that satisfy 

diverse customer demands and allow them to capitalize on new opportunities.      

Both new and existing competitors are leveraging technology advancement to launch new 

business models. Software-based solutions, virtualization, and cloud services promise to 

help lower the barriers to videoconferencing adoption and expand the addressable market. 

Videoconferencing infrastructure vendors are now competing against services-based 
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solutions, yet they are also likely to benefit from increased infrastructure sales to service 

providers.       

A market-share leadership position puts a vendor in a favorable position to address 

oncoming challenges and to capture emerging opportunities. Market-share leadership 

means that a vendor has amassed a customer base and a partner ecosystem that provides 

the resources and reach needed to successfully compete. Market-share leadership 

validates the effectiveness of a vendor’s strategic technology development, as well as 

sales and services initiatives to not only survive, but to thrive and grow.         

Impact of  Market Share Leadership Award on Key Stakeholders 

The Market Share Leadership Award is a prestigious recognition of Cisco’s 

accomplishments in the Global Videoconferencing Infrastructure Market. An unbiased, 

third-party recognition can provide a profound impact in enhancing the brand value and 

accelerating Cisco’s growth. As captured in Chart 1 below, by researching, ranking, and 

recognizing those who deliver excellence and best practices in their respective endeavors, 

Frost & Sullivan hopes to inspire, influence, and impact three specific constituencies: 

• Investors 

  Investors and shareholders always welcome unbiased and impartial third-party 

recognition. Similarly, prospective investors and shareholders are drawn to 

companies with a well-established reputation for excellence. Unbiased validation is 

the best and most credible way to showcase an organization worthy of investment. 

• Customers 

  Third-party industry recognition has been proven to be the most effective way to 

assure customers that they are partnering with an organization that is leading in its 

field.   

• Employees 

  This Award represents the creativity and dedication of Cisco’s executive team and 

employees. Such public recognition can boost morale and inspire your team to 

continue its best-in-class pursuit of a continued market-share leadership position 

for Cisco. 
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Chart 1: Best Practices Leverage for Growth Acceleration  

 
 

Best Practice Award Analysis for Cisco 

The Frost & Sullivan Award for Market Share Leadership is presented to the company that 

has demonstrated excellence in capturing the highest market share within its industry.  

The Award recognizes the company's leadership position within the industry in terms of 

revenues or units, as specified. 

Cisco’s Performance in the Global Videoconferencing Infrastructure Market 

The global videoconferencing infrastructure market experienced peak year-over-year 

growth in 2010. Factors such as the globalization of business and the need to reduce the 

cost and disruption of travel, while enriching real-time collaboration are contributing to 

continued growth. In 2011, the total global videoconferencing infrastructure market 

experienced revenue growth of 26.9 percent and reached revenues of $746 million.  

In the overall healthy 2011 market, most vendors increased their revenues compared to 

2010. However, several top competitors saw their market shares decline year-over-year.  

Cisco was among the best performers. It seized on its 2010 momentum and carried it 

through 2011. In 2011, Cisco outpaced the market with 32.9 percent year-over-year 

revenue growth and increased its global share of the market from 48.5 percent in 2010 to 

50.8 percent in 2011, in terms of total revenues.   
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Key Performance Drivers for Cisco 

A number of factors contributed to Cisco’s success in the 2011 global videoconferencing 

infrastructure market. Among the key factors are Cisco’s ability to prove the value of a 

true end-to-end collaboration portfolio; its leadership in both the core MCU and other 

videoconferencing infrastructure segments of the market; its ability to successfully expand 

the role of video in the enterprise; and the continuous evolution of its videoconferencing 

solutions portfolio.   

Factor 1:  Proving the Value of a True End-to-End Collaboration Portfolio 

Cisco offers the broadest and deepest enterprise UCC portfolios in the industry. In 

contrast to most of its competitors, Cisco is equipped to address opportunities across an 

enterprise’s entire network infrastructure—from core switching and routing, to security, 

call control, management, multimedia user applications, servers, endpoints, and more. 

Cisco has made significant achievements in taking videoconferencing and telepresence to 

the next level through integration with the Unified Communications Manager platform. 

Cisco is the only vendor in the market providing an integrated end-to-end collaboration 

solution from instant messaging (IM) all the way up to three-screen immersive 

telepresence.   

The company has effectively leveraged its position as the perennial market-share leader in 

enterprise data networking to capture opportunities in other parts of the enterprise 

network. Many customers believe strongly in the benefits inherent to an end-to-end 

single-source architecture, including the value propositions of enhanced control, security, 

management, product sourcing and service support. This belief and Cisco’s extensive 

portfolio open ready opportunities for the vendor to help customers streamline and 

enhance their networks and solutions. Today, Cisco is the market-share leader or among 

the leaders in a host of enterprise communications categories, including enterprise 

telephony systems and endpoints, contact center, web conferencing, as well as 

videoconferencing infrastructure and endpoints.  

Cisco does not act solely as a single-source provider of end-to-end solutions. The 

company has invested heavily to enable interoperability and compatibility of its products 

with those from third parties by utilizing an open standards approach to its solutions 

development. This empowers customers to build best-of-breed solutions to meet their own 

priorities and objectives. From a Tandberg heritage, many Cisco videoconferencing 

infrastructure components have a strong track record of multi-vendor interoperability. To 

protect customer investments and enable best-of-breed solutions, Cisco supports open 

standards such as H.323, H.264, and SIP, and is actively involved with numerous 

standards bodies, such as the ITU and IETF. The company continues to invest heavily in 

the Telepresence Interoperability Protocol (TIP) (created by Cisco and subsequently 

turned over to independent standards bodies), which facilitates multi-party immersive 

videoconference sessions among multi-vendor systems. Cisco TelePresence solutions 
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support point-to-point calling between multi-vendor endpoints, while Cisco TelePresence 

Server and TMS facilitate multipoint calls between HD and SD standards-based endpoints.  

Factor 2:  Leadership in MCU and Other Videoconferencing Infrastructure 

Segments  

Cisco’s strategy is paying off in the total global videoconferencing infrastructure market, in 

which the company generated 50.8 percent of total 2011 revenues, and gained leadership 

in both product sectors: MCU products and non-MCU products. 

Revenues from MCU (also known as multiparty conferencing) product sales generate the 

lion’s share of total market revenues. The majority of global market share in this product 

segment is highly concentrated among several top-tier vendors. Cisco is the clear leader 

of all competitors with 45.6 percent market share of the global MCU segment in terms of 

revenues. Because the MCU is a cornerstone of videoconferencing systems, Cisco’s 

dominance indicates that a near-majority of customers choose Cisco technology as the 

foundation of their videoconferencing solutions.   

Other videoconferencing infrastructure products include session control, gateways, 

gatekeepers, NAT/firewall traversal, recording/streaming, management and scheduling 

software, and an intelligent conference placement and optimum resource utilization 

offering.  The non-MCU product segment is an area which provides customers with great 

flexibility in terms of customizing and adding value to their MCU investments. In 2011, 

Cisco owned 64.2 percent of the global non-MCU market share in terms of revenues. 

Market share in the non-MCU segment is a strong indication that Cisco has been highly 

successful in its transition from a product-oriented approach to a more solutions-centric 

approach focused on developing and marketing comprehensive solutions.  

Factor 3:  Expanding the Role of Video   

In recent years, Cisco has devoted significant investments to evaluating the existing and 

potential use cases for videoconferencing. Cisco’s mantra of pervasive video is evident in 

the company’s positioning of videoconferencing as an application that can facilitate richer 

and more meaningful interactions for a variety of use cases.  

Cisco now offers a full range of endpoints and infrastructure components suited for 

businesses of any size and industry. Additionally, Cisco, has committed to fostering 

interoperability among immersive telepresence systems, room systems, executive and 

desktop endpoints as well as mobile clients. The overall strategy is that customers should 

provide a variety of videoconferencing solutions for different business purposes, user roles 

and preferences, and environments. As customers deploy video endpoints more 

pervasively throughout their organizations they require videoconferencing infrastructure 

expansion and enhancements to support it.  
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These activities, coupled with Cisco’s ability to address demands such as BYOD and 

mobility that are shifting the paradigms of the market, played a key part in helping Cisco 

achieve quarter-over-quarter revenue growth throughout calendar 2011. 

Factor 4: Continued Solutions Evolution 

Cisco, the clear global market-share leader in 2010, did not rest on its laurels in 2011.  

The company introduced a steady flow of new videoconferencing products in order to meet 

current and emerging customer demands from the low to the high end of the market. 

Among others, new products include Cisco TelePresence Conductor, MCU 5300, VCS 

Virtualized Application, Jabber Video for TelePresence, the MX endpoint series, SX20  

Quick Set, VX Tactical and VX Clinical Assistant, next-generation telepresence systems 

such as the TX9000 series, and WebEx Telepresence.  

The company is also investing heavily to simplify and tie its vast UCC portfolio more 

closely together. An important milestone in this effort is unified call control for Unified 

Communications Manager and TelePresence Video Communication Server (VCS). The 

capability will streamline the sales, deployment, and ongoing support process for 

customers able to utilize the Cisco IP telephony platform to control voice and video 

communications.  

TelePresence Conductor also demonstrates progress in tying Cisco’s portfolio closer 

together to facilitate multi-party videoconference sessions across transcoded, switched 

and web-based conferencing resources.  

Overall, the continued advancement of Cisco’s videoconferencing solutions prove that the 

company is listening to customers and is delivering flexible, robust solutions to 

accommodate their diverse and constantly changing requirements. 

Conclusion 

The global videoconferencing infrastructure market is growing at a blistering pace. New 

opportunities and advancing technology are reshaping the market and intensifying 

competition. In this environment, established leaders are challenged to find differentiation 

and increase their market share. Cisco has risen to the occasion to claim an undisputed 

ranking as the global videoconferencing infrastructure market-share leader.  

The CEO 360-Degree Perspective
TM 

- Visionary Platform for Growth 

Strategies  

The CEO 360-Degree Perspective™ model provides a clear illustration of the complex 

business universe in which CEOs and their management teams live today. It represents 

the foundation of Frost & Sullivan's global research organization and provides the basis on 

which companies can gain a visionary and strategic understanding of the market. The CEO 



 

BEST PRACTICES RESEARCH 

© 2012 Frost & Sullivan 8 “We Accelerate Growth” 

360-Degree Perspective™ is also a “must-have” requirement for the identification and 

analysis of best-practice performance by industry leaders.  

The CEO 360-Degree Perspective™ model enables our clients to gain a comprehensive, 

action-oriented understanding of market evolution and its implications for their companies’ 

growth strategies. As illustrated in Chart 5 below, the following six-step process outlines 

how our researchers and consultants embed the CEO 360-Degree Perspective™ into their 

analyses and recommendations.   

Chart 2: CEO's 360-Degree Perspective™  Model  
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Critical Importance of TEAM Research 

Frost & Sullivan’s TEAM Research methodology represents the analytical rigor of our 

research process. It offers a 360-degree view of industry challenges, trends, and issues by 

integrating all seven of Frost & Sullivan's research methodologies. Our experience has 

shown over the years that companies too often make important growth decisions based on 

a narrow understanding of their environment, leading to errors of both omission and 

commission. Frost & Sullivan contends that successful growth strategies are founded on a 

thorough understanding of market, technical, economic, financial, customer, best 

practices, and demographic analyses. In that vein, the letters T, E, A and M reflect our 

core technical, economic, applied (financial and best practices) and market analyses. The 

integration of these research disciplines into the TEAM Research methodology provides an 

evaluation platform for benchmarking industry players and for creating high-potential 

growth strategies for our clients.  

Chart 3: Benchmarking Performance with TEAM Research 

 

About Frost & Sullivan 

Frost & Sullivan, the Growth Partnership Company, enables clients to accelerate growth 

and achieve best-in-class positions in growth, innovation and leadership. The company's 

Growth Partnership Service provides the CEO and the CEO's Growth Team with disciplined 

research and best-practice models to drive the generation, evaluation and implementation 

of powerful growth strategies. Frost & Sullivan leverages 50 years of experience in 

partnering with Global 1000 companies, emerging businesses and the investment 

community from more than 40 offices on six continents. To join our Growth Partnership, 

please visit http://www.frost.com. 


