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1. Overview 
1.1. Unify hosted a two-day analyst and consultant outreach event in January 2016 with about 40 

attendees. This was the first such event since the fall of 2014 which occured soon after the 

current leadership team started.  

1.2. During the event Atos completed its previously 

announced acquisition of Unify (see photo). 

1.3. Unify offers two major solution families: OpenScape 

and UC portfolio and Circuit a Workstream 

Communications and Collaboration (WCC) service.  

2. Updated Messaging  
2.1. Unify’s vision remains focused on improving and 

facilitating collaboration between people and their devices and applications.  

2.2. Unify has significantly consolidated and downsized its operations. The company is now pure-

channel in 50 countries. The channel business grew 20 percent, and 25 percent of partners have 

achieved top-levels of certification.  

2.3. In North America, Unify conducted weeded and fed its channel network from 75 to 55, then back 

to 75 partners.  

2.4. Other aspects of Unify’s transformation include an increased focus on Enterprise License 

Agreements and the creation of a global services organization.  

2.5. Key to Unify’s GTM is a vertical strategy which includes specialized solutions, field expertise, and 

targeted marketing. Targeted verticals were expanded from three to five: public sector/higher 

education; financial services; manufacturing/automotive; and now healthcare and 

energy/utilities. 

3. Atos  
3.1. Eric Groll, Atos EVP Global Management Services, introduced Atos a highly acquisitive systems 

integrator. Based in France, Atos reported $12B in annual revenue, and has about 95k (with Unify 

about 100k) employees across 72 countries.  

3.2. Atos recently renewed and expanded an IT outsourcing agreement with Siemens AG (its largest 

shareholder) through 2021. The scope includes Managed Services, Application Management, 

Systems Integration, and the digitization of multiple Siemens business divisions. Reminder: Unify 

was spun-out of Siemens AG in 2008.  

3.3. Atos provides IT services in cybersecurity, managed services, outsourcing, big data, and cloud.  

3.4. Atos/Unify becomes a rare SI/Technology Vendor combination that offers both outsourced 

managed and professional IT services, SaaS, and its own communications platform.  
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3.5. Atos intends to keep Unify’s product business a separate division (Unify Software and Platforms) 

as it did with its 2014 acquisition of Groupe Bull. The Unify direct sales teams and managed 

services including Circuit will merge into Atos’ existing $6.3B managed services business.  

3.6. Atos has grown quickly via acquisitions. Since 2008, revenue has doubled, operating margin 

tripled, workforce doubled, and market cap sextupled. 

3.7. Atos’ revenue comes primarily from Europe, specifically Germany. Atos is debt free.  

3.8. Although Circuit richly integrates with OpenScape (onsite or hosted), Circuit also supports a 

generic SIP connector to integrate with any SIP-based PBX or UC system.  

3.9. Atos and Unify expect no major changes to products, channels, or roadmaps.  

4. Opinion 
4.1. Unify has reported mostly bad news over the past few years including declining revenues, 

organizational consolidation, and layoffs. However, Unify presented evidence that suggests it 

turned the corner financially and is now building momentum. For example revenue up, opex 

down, increased enterprise wins, and a growing channel. Unify claims to have maintained its net 

promoter score during the transition.  

4.2. Atos is more about services than products. This portends well for Circuit, but casts doubt over 

OpenScape. The key will be to develop OpenScape into a path to new collaborative services and 

integrated workflows. Unify indicated that 60% of its $1.2B revenue is from services. 

4.3. In addition to Circuit, Unify brings to Atos expertise in channel.  

4.4. There’s been significant concern about the large headcount reductions at Unify. Dean Douglas 

presented that the results are in-line with competitive benchmarks.  

4.5. The new Unify is more reliant on channels and providers, has an inside sales team, a renewed 

focus on verticals, and prioritizes services.  

4.6. The enterprise communications landscape is rapidly changing from product to service and from 

telephony oriented to emerging solutions without telephony such as Slack, Atlassian, Facebook, 

and Twitter. Atos, an SI and now also a manufacturer, further blurs boundaries.  

4.7. Key to emerging collaborative platforms such as a Circuit is their role and attractiveness as a dev 

platform. Slack is the leader here, and Cisco is relying on Tropo to boost Spark. This is a chicken-

egg problem as developers go where the users are. Atos may be able to tip the scale in its favor 

with a large internal deployment and influence with large accounts.  

4.8. Most competitive collaborative services are available under a freemium license. Unify added this 

in Q4-15 making the service now available under four different models or rates.  

4.9. Circuit has benefited from significant improvements including softphone, Outlook integration, 

broader browser support, Android client, Labs, and an improved developer program. 

4.10. When Dean Douglas joined as CEO, he brought an entourage of prior executive colleagues from 

Westcon and IBM. It seems likely that Douglas will soon leave which could significantly disrupt 

the executive suite and momentum. Regardless, new owners will likely implement changes.  

4.11. There is some risk associated with any merger, but it is not particularly high in this case. Atos has 

proven experience with acquisitions, the two companies are familiar with each other, and both 

companies have a shared German heritage with direct links to Siemens AG.  

4.12. Bottom line: Unify is back, and the acquisition by Atos appears to be good for Unify customers 

and its technologies and products (esp. Circuit).  


