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The Wainhouse Research Bulletin 

ONLINE NEWS AND VIEWS ON VISUAL COLLABORATION AND RICH MEDIA COMMUNICATIONS 

This is it!!!  Our 44th and last newsletter for 2002, our third year of 
publication (all back issues are available on our web site).  We’re 
resting our weary fingers, letting our keyboards cool off, and 
conferencing away the holiday season with family, friends, and 
colleagues.  Happy holidays to all of you.  Please take 45 seconds to 
fill out our survey on the WRB itself.  And finally – one more thank 
you from WR and the WRB readers to our 20 corporate sponsors.    
As always, please feel free to forward this newsletter to your colleagues.  SUBSCRIBE NOW!  
IT’S FREE! To be added to our automated email distribution list, simply visit 
www.wainhouse.com/bulletin.   Andrew W. Davis, andrewwd@wainhouse.com 
 

New Gateway from RADVISION 

As the world shifts slowly but inexorably towards IP, 
Gateways are going to play a crucial role in the future 
of voice and video communications – enabling service 
providers and enterprises to make the transition in a 
smooth fashion, and providing that ISDN connection 
when you just can’t get there over IP for any one of a 
dozen reasons.  So, I think the upcoming news from 
RADVISION of a dramatically enhanced gateway 
could be particularly significant for the industry. 

My sources tell me that RADVISION will be 
announcing a new release (probably dubbed 2.0) of its 
gateway software, running on the RADVISION ViaIP 
400 and ViaIP 100 platforms, that will focus on 
enhanced manageability, reliability, and quality of 
service.  The new software will be based on 
RADVISION’s H.323 version 4 stack. 

New manageability features and functions will include 
support for automatic fallback from IP to ISDN when 
bandwidth is lacking to set up a call over the IP; load 
balancing among multiple gateways (the RADVISION 
architecture is well suited for distributed functionality) 
through communication with a central gatekeeper, 
based on H.323 RAI/RAC standard mechanism (this 
will increase the call completion rate); and traffic load 
balancing for T1 PRI lines among multiple gateways.  
Intelligent management will be aided by a full suite of 

SNMP traps, statistics, call monitoring, and resource 
utilization indicators. 

New reliability enhancements include call down 
speeding upon failure of an ISDN B-channel during 
call setup and mid call - rather than call termination  
(we believe the RADVISION downspeeding is 
supported by only TANDBERG now, but Polycom 
support will follow); automatic unregistration of a 
gateway from a gatekeeper during ISDN network 
problems and re-registration upon recovery of ISDN 
connectivity.  Security levels are configurable.  

Call quality improvements include enhanced variable 
delay packet handling, enabling high call quality in 
unreliable IP environments; support for TANDBERG’s 
Duo video; support for H.263 + and H.263++ and for 
the wideband G.722.1 audio codec (7 kHz) as well as 
for multiple video modes - VGA, XVGA, SVGA, SIF, 
4SIF, 4CIF and 16CIF. 

Do You Read the WRB ??????? 
I guess if you’re reading this message, you’re reading 
the WRB.  But how, why, and when?  Please take 45 
seconds to fill out our simple 9-question, multiple 
choice survey.  It’s our first attempt at customer 
satisfaction – your opportunity to tell us how to make 
the WRB even better.  Click here to tell us what you 
think (or visit www.wainhouse.com/survey) 

http://www.wainhouse.com/survey
http://www.wainhouse.com/bulletin
mailto:andrewwd@wainhouse.com
http://www.wainhouse.com/survey
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New Recording Service from Global Crossing 
Conferencing 
Global Crossing has added Ready-Access Record to its 
on-demand audio conferencing service. The new 
service enables users to automatically record audio 
conferences on demand through any touch-tone 
telephone without reservations or special equipment.  
Users can than access a comprehensive web-based 
archive management system to play back, store, and 
share the recorded files.  The service also enables users 
to broadcast pre-recorded messages and to download 
and save recordings to Intranet sites or personal 
computers.    

Polycom Enhances WebOffice 
Polycom has announced a series of enhancements to 
WebOffice, the company’s web conferencing software 
application available as a product, not a service.  
Polycom WebOffice provides a web-based virtual 
office that enables users to conduct online meetings, or 
to share documents, applications or desktops in a 
secure, interactive environment using their web 
browser.  WebOffice is now available on a Java-based 
server architecture that enables larger voice, video and 
data conferences (up to 120 participants) with 
increased meeting control.  WebOffice is also an 
integrated part of The Polycom Office, a solution for 
converged voice, video, data and web collaboration. 

Linktivity Announces Hosted ASP Solution 
Linktivity, a division of SpartaCom Technologies 
which up till now has been in the web conferencing 
software products business, has now entered the 
services business by providing a hosted solution aimed 
at small to mid-sized companies. The company’s 
current software products include WebDemo, a web-
based, real-time conferencing-and-collaboration tool, 
and WebInteractive, a real-time tool that gives support 
and sales professionals an efficient way to sell, manage 
and resolve online support requirements for PCs. 
 

Got a question? Got an answer? 

Got a unique point of view? 

Take a minute & contribute 

The Wainhouse Research Web Forums  

See you there 

Beginning immediately, users can log on to 
www.linktivity.com to set-up their hosted solution, 
which allows 3-5 concurrent users per meeting or 
presentation.  Additionally, users can sign up on a 
simple month-to-month basis.   

Macromedia Flash Communication Server 
MX 
Buried as a component of their larger Macromedia 
Director MX announcement, Macromedia has 
introduced a communication server product which, 
when coupled with a web browser and Macromedia’s 
standard Flash 6.0 plug in, forms a thin client video 
conferencing system.  Our sources tell us the server 
software goes for about $35,000 server and includes 
audio, video, a built in MCU (multipoint control unit), 
text chat, polling, whiteboards, message boards, and 
more.   

The Macromedia Flash Communication Server MX is 
a communications platform or toolkit for developers to 
build web-based applications – it is not intended to be a 
finished product for end users to install and use – we 
believe to know about at least one new web 
conferencing company that has built their offering on 
this platform.  Also, the product does not appear to be 
standards-compliant; which is an increasing trend in 
the thin client space where interoperability or 
preservation of investment is not a major concern. 

What AndyN Thinks 

If you believe desktop videoconferencing is all about 
making videoconferencing a feature that will ride on 
other applications, this technology might be just the 
ticket.  Plenty of technology-savvy web developers are 
fluent in developing Flash applications.  And talk about 
ubiquity: Macromedia claims the Flash plug-in is 
installed on 474 million browsers and is the most 
popular browser add-on – exceeding RealPlayer and 
others. We do have quality concerns as we have not 
seen the product in action and latency performance in 
this product has the potential of once again giving the 
technology a black eye in front of the masses. 
Concerns aside, this move by Macromedia is very 
interesting. 

We’d love to hear your thoughts about or insights into 
this product via email or the WR Forum. 

! WR Forum: Macromedia Flash Communication Server MX 

 

http://www.wainhouse.com/cgi-bin/ubbcgi/Ultimate.cgi
http://www.linktivity.com/
http://www.macromedia.com/software/flashcom
mailto:editor@wainhouse.com
http://www.wainhouse.com/ubb/Forum2/HTML/000042.html
http://www.wainhouse.com/ubb/Forum2/HTML/000042.html
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Sonexis Delivers ConferenceManager 2.0 
As promised in mid-October, Sonexis has released 
version 2.0 of its premises-based audio and web 
conferencing platform.  ConferenceManager 2.0 takes 
square aim at service provider services, enticing 
enterprises to bring the functionality in house instead.   
The new software release includes the addition of 
features like a combined audio and web user interface 
for scheduling and managing both audio and web 
conferences, a port availability search engine to 
identify port utilization and capacity, a visual redesign 
of the user interface, as well as new account 
authentication procedures that make the system more 
secure.  Pricing begins at about $1000 per port for 
audio and web capabilities. 

People & Places 
First Virtual Communications, Truman Cole, CFO, 
replacing Timothy Rogers; Frank Kaplan, VP 
Worldwide Sales. 

VTEL, Jerry Heucke, regional sales manager, 
Western region, Gregory Kurowski, regional sales 
manager, Eastern region. 

Conference Plus, Peter Kosich, senior manager of 
marketing and product development. 

IPhysicianNet, Richard Bleil, President and COO. 

TANDBERG, Brad Johnston, President of the 
Americas. 

Aspelle, Marty Falaro President. 

Laszlo Systems, Barry James Folsom, President and 
CEO.    

 

Wheeling & Dealing 
Wire One is gaining traction in the legal community, 
announcing that six of the nations largest law firms are 
now Glowpoint customers, accounting for 38 circuits. 

Raindance Communications has signed an agreement 
to add web conferencing capabilities to Verizon's 
voice conferencing services.  

Video integration specialist, CityIS has acquired the 
assets of Indivisual Communications Ltd from the 
liquidators for an undisclosed sum.    

Ezenia! is teaming up with Chiliad to combine 
Chiliad’s real-time knowledge search, discovery, and 
content analysis engine with Ezenia!’s collaboration 
platform. 

RADVISION has opened an office in Sao Paolo, 
Brazil, the company’s first South American office.  
The event was celebrated with a seminar on video over 
IP, attended by over 300 conferencing professionals 
(see story below).  

In the framework of the Italian Development 
Cooperation programs in China, the Ministry of Health 
of China has selected Aethra as its video 
communication systems provider.   

The National Association of Realtors has selected 
Conference Plus (CPI) as a new Realtor VIP Alliance 
Program partner. 

The Wainhouse Research Bulletin would like you to 
join us in thanking our 2002 sponsors 
who help keep distribution of the WRB free: 

Aethra 
Compunetix 

Forgent 
Gentner 
InView 
MVC 

RADVISION 
Sony  

TANDBERG 
ViCALL 

AT&T Conferencing 
First Virtual Communications 
Global Crossing Conferencing 
Global Scheduling Solutions 

Magicsoft 
Polycom 

Ridgeway 
Spectel 

V-SPAN 
VTEL 

The fine print: Sponsorship of the WR Bulletin in no way 
implies that our sponsors endorse the opinions expressed in the 
Bulletin.  Nor does it imply that the Bulletin endorses their 
products or services. We remain an equal opportunity critic. 

Quiz of the Week 

 
Can you name this product? 

http://www.wainhouse.com/redirect/redirect.cfm?page=www.aethra.com
http://www.wainhouse.com/redirect/redirect.cfm?page=www.compunetix.com
http://www.wainhouse.com/redirect/redirect.cfm?page=www.forgent.com
http://www.wainhouse.com/redirect/redirect.cfm?page=www.gentner.com
http://www.wainhouse.com/redirect/redirect.cfm?page=www.inview.net
http://www.wainhouse.com/redirect/redirect.cfm?page=www.mvc-ag.com
http://www.wainhouse.com/redirect/redirect.cfm?page=www.radvision.com
http://www.wainhouse.com/redirect/redirect.cfm?page=www.sony.com/videoconference
http://www.wainhouse.com/redirect/redirect.cfm?page=www.tandberg.net
http://www.wainhouse.com/redirect/redirect.cfm?page=www.vicall.com
http://www.wainhouse.com/redirect/redirect.cfm?page=www.att.com/virtualmeetings
http://www.wainhouse.com/redirect/redirect.cfm?page=www.fvc.com
http://www.wainhouse.com/redirect/redirect.cfm?page=www.globalcrossing.com/conferencing
http://www.wainhouse.com/redirect/redirect.cfm?page=www.globalscheduling.com
http://www.wainhouse.com/redirect/redirect.cfm?page=www.magicsoft.com
http://www.wainhouse.com/redirect/redirect.cfm?page=www.polycom.com
http://www.wainhouse.com/redirect/redirect.cfm?page=www.ridgeway-sys.com
http://www.wainhouse.com/redirect/redirect.cfm?page=www.spectel.com
http://www.wainhouse.com/redirect/redirect.cfm?page=www.vspan.com
http://www.wainhouse.com/redirect/redirect.cfm?page=www.vtel.com
http://www.wainhouse.com/bulletin/sponsorship.html
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IP Unity Corp. announced that Telverse 
Communications has selected the company’s carrier 
grade media server platform and its conferencing and 
messaging applications to provide business 
communications services across the United States. 

Wave Three Software  and Ridgeway Systems have 
announced the integration of Ridgeway’s network 
boundary traversal solution with Wave Three’s Session 
Collaboration Software suite.  Session combines voice 
over IP and video over IP with application and media 
sharing in a desktop environment under Windows 
2000/XP and Mac OSX.  The software itself, which is 
not standards based, runs over standard networks, 
including the Internet.  Ridgeway’s products solve the 
NAT and firewall issues common in most real-time 
communications over IP situations. 

Ubiquity announced that France Telecom’s R&D 
laboratory has selected its Applications Services 
Broker 3.0 platform for the development of Web-based 
telecommunications at the proof-of-concept stage. This 
architecture will be used to develop a variety of 
wireless models for mobile Internet access and 
conferencing, IP multimedia (voice and video), 
telephony, events notification, presence and instant 
messaging.  

Trip Report: 
Video Samba in Brazil 
Brent Kelly, bkelly@wainhouse.com 

Brazil is an emerging and enthusiastic video 
conferencing market as evidenced by the over 300 
people that attended a Wainhouse Research / 
RADVISION seminar on Implementing IP 
Videoconferencing - December 10th at the São Paulo 
World Trade Center. Co-sponsored by TANDBERG 
and SONY and presented by WR Sr. Analyst and 
Consultant Brent Kelly (in English with simultaneous 
Portuguese translation), this event continued the 
tradition that RADVSION and Wainhouse Research 
established earlier this year in the US of presenting 
highly educational, non-commercial seminars about IP 
videoconferencing.  

RADVISION sponsored the seminar in Brazil because 
the bridge market in Brazil alone will likely develop 
into a multimillion market, and RADVISION has 
established an office in São Paulo to capture a 
significant portion of this business. TANDBERG has 
been servicing Latin America out of Norway, but WR 
anticipates that the company will shortly rework its 

Latin American approach. SONY already has 
approximately eight sales people located in Brazil, with 
two focused entirely on videoconferencing. Aethra also 
has eight people in Brazil supporting their products at 
customers like Pirelli, Michelin, and other Italian-based 
companies. Talk on the street indicates that the Italian 
government finances Aethra’s videoconferencing 
systems to some companies in Brazil. 

 
On the road again:  

WR Sr. Analyst Brent Kelly caught live In São Paulo 

Brazilian telecom companies have created a significant 
broadband infrastructure, however, like their US and 
European counterparts, the customers have not come as 
rapidly as anticipated. Surprisingly, the infrastructure 
(i.e. fiber) in Brazil s large cities rivals or is better than 
that found in many major cities in the U.S. and Europe. 
While Brazil’s telecom industry is facing its own 
recession along with a currency devaluation, the 
telecom meltdown is no where near what it is has been 
in the U.S. 

One on One with Craig Malloy 

In the past eight years, few people have had a stronger 
influence on the shape of the videoconferencing 
industry than Craig Malloy, who until most recently, 
was General Manager of Polycom’s video division.  
Craig joined Polycom in January 1998 when Polycom 
acquired ViaVideo, a company that Craig helped found 
in September 1996.  This acquisition was instrumental 
in catapulting Polycom’s video revenues from zero to 
over $200 million in record time, in the process taking 
Polycom to the number one market position, wiping 
out several competitors along the way, and establishing 
the set-top videoconferencing product category as the 
market mainstream.  Before ViaVideo, Craig worked at 
VTEL for two years, and before that, it doesn’t count.  
We had a chance to chat with Craig recently from his 
sunnyside Austin, Texas family room, where he was 
recovering from his recent goodbye party. 

mailto:bkelly@wainhouse.com
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Craig Malloy and friend on the shores of Austin’s Lake Travis 

contemplating the future of video communications. 

WRB:  So.  Why did you leave Polycom.? 

CM:  It was time for me to go.  I was too contrarian, 
too outspoken to survive inside Polycom.  I was still in 
an entrepreneurial mode, which didn’t work well in the 
large company Polycom had become.  It just wasn’t a 
good job fit anymore. 

WRB:  Were you fired? 

CM:  No.  But CEO Bob Hagerty told me he wanted 
someone else to run the video division.  Since I wasn’t 
interested in another job inside Polycom, I decided to 
leave. 

WRB:  Before we get on to some questions about the 
industry, tell me, as the manager of a video division, 
did you use videoconferencing, and do you think you 
will continue to use it in your next endeavor? 

CM:  Every technology has its application.  At 
Polycom, I reported remotely to my boss, and I 
managed others remotely.  I attended many team 
meetings in California, Massachusetts, Texas, and 
Thailand. Videoconferencing was a crucial 
communications tool for me.  If video is high quality, 
easy-to-use, and reliable, it can be a mission critical 
tool.  This doesn’t say that video will be everywhere, 
or will replace all of a manager’s voice calls, but in 
many cases it is the most appropriate enterprise tool.  If 
it makes sense, I’ll continue to use videoconferencing 
at work. 

One thing I’d like to see more of, and I know you’ve 
written about this in the past, is the involvement of the 
consumer broadband players – cable modem and DSL 
service companies – to make remote family interaction 

over video more accessible, reliable, and easier to use.  
I’d like to have my mother in California see my kids 
here in Texas using her cable modem service for 
example. 

WRB:  OK, what do you think is right and what is 
wrong with this industry today? 

CM:  I think it’s important to recognize the vast strides 
the industry has made in the past 3-4 years – we have 
seen impressive gains in reliability and quality of audio 
and video.  Users who are still videoconferencing with 
older equipment in many cases are simply not aware of 
how good the experience can be.  Another example is 
the use of VGA inputs on today’s systems – this is a 
vast improvement over the older T.120 approach that 
many people found unworkable in practice.  Now you 
can walk into a room and plug in your laptop and start 
showing documents, which is a big step up from simple 
talking-heads conferences. 

Of course, more still needs to be done.  Quite frankly, I 
think we still have a ways to go on the price-
performance curve.  We need real TV quality audio 
and video combined with POTS quality reliability.   

One of the things that’s troubling, though, is the 
possibility that the leading industry incumbents are 
facing the Innovator’s Dilemma – listening to their 
customers and in danger of missing the next wave – the 
disruptive product or technology that will take over.  
The industry went through a period of rapid 
advancement a few years ago, and now seems to be in 
somewhat of a stall.  When we enter the next phase of 
advancement, it isn’t clear whether today’s leaders will 
continue to lead. 

Another issue with the industry today is that there 
doesn’t seem to be a good distribution methodology for 
products with this level of complexity and pricing.  We 
still have many small fragmented resellers who are 
undercapitalized, confused by a highly complex 
product line, and therefore unable to really deliver end 
user customer satisfaction.  There are some good ones, 
however; good business who really add value to their 
customers.  That’s the exception rather than the rule.   

WRB:  How do you see the competitive landscape 
today? 

CM:  For starters, TANDBERG has done an 
impressive job over the past 18 months.  They started 
out going where Polycom was not.  We were focused 
on set tops for the enterprise; they went after EDU and 
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government with higher end installed systems and  
worked on establishing integrator and consultant 
partnerships.  For a while, there wasn’t too much head-
to-head competition, but now both Polycom and 
TANDBERG are going after the same accounts and the 
competition is fierce. 

On the product side, TANDBERG has done a 
masterful job.  They are completely focused on group 
videoconferencing systems; they can put all their 
human and financial and organizational resources into 
one focused product and marketing effort.  I think this 
is a winning strategy.  TANDBERG now has a single 
architecture, both hardware and software, that because 
they can focus their R&D on this single subject, is now 
beating Polycom in terms of its capabilities.  It will be 
hard for Polycom to catch up because Polycom has 
three main areas of focus – phones, bridges, and 
endpoints, as well as several minor areas of focus – 
web conferencing, voice over IP, DSL access devices.  
Even worse, in the single area of group 
videoconferencing systems, the company’s resources 
are split across two architectures – ViewStation and 
iPower.  This division of effort and broadening of 
focus can only work when the company is of a large 
scale – General Electric can do it, but not Polycom.  
Polycom needs to be more focused. 

WRB:  Can you give me a specific example of where 
the TANDBERG system is beating the Polycom 
system in terms of capabilities?? 

CM:  I think a simple scheduling tool integrated with 
Microsoft Outlook is a much needed capability, and 
TANDBERG seems to be doing a nice job of 
incrementing its capabilities each successive software 
release.   Additionally, they have beaten Polycom to 
the punch on some key areas of encryption and 
security.   Because they have only one architecture, it 
makes it quite a bit easier to implement it across all of 
their products.   Their video and audio keep getting 
better every few months as well.  

WRB:  Speaking of two architectures.  Were you 
opposed to Polycom’s acquisition of PictureTel? 

CM:  I thought at the time it was the right thing to do.  
We gained quite a bit of engineering talent and some 
good IP, a larger service organization and some key 
customer and channel relationships.   In retrospect, I 
believe it was a big mistake, created a stronger 
TANDBERG and destroyed a lot of shareholder value 
because of the difficulty of integrating two large 
organizations in a very competitive industry.   

 
Craig Malloy (rear row, center)  

surrounded by the ViewStation faithful. 

WRB:  Where do you think the industry will be in 3-5 
years? 

CM:  I see two possible scenarios.  In the first, it’s 
PictureTel vs. VTEL all over again, a repeat of the late 
1990s.  Two competitors not willing to cannibalize 
their own business, focused on a series of incremental 
innovations, and therefore ripe to be taken over by a 
newcomer.  Another possibility, and both possibilities  
could happen, is a rapid adoption of videoconferencing 
through a disruptive advance in digital imaging, 
continuous improvement in CPU horsepower and 
memory pricing, and the rapid acceptance of 
broadband IP networks. 

WRB:  What about group systems and room systems? 

CM:  On the desktop, I think the software codec has to 
be the long term winner.  But it’s not clear to me who 
makes money in this case, or how.  And I don’t really 
see Microsoft dominating here either, conferencing is 
simply not their core competence.  For the room 
systems future, I still believe it lies with the appliance 
architecture.  The open PC architecture, in my opinion, 
lost a lot of its incremental value with the development 
of the VGA input for appliances.  The appliance is 
simply easier to use and more reliable, and always will 
be. 

WRB:  Polycom’s strategy today seems to be focused 
on the Polycom Office.  What is your take on this? 

CM:  I think Office is a good umbrella marketing 
strategy.  But some of the elements are unrelated in the 
minds of the customers. 



The Wainhouse Research Bulletin Page-7  Vol. 3 #44,December 17, 2002 

WRB.  If the items are unrelated, I would argue that 
Polycom Office is NOT a good umbrella marketing 
strategy. 

CM:  Well, Office makes sense for video.  Some of the 
other elements, like web conferencing and audio 
conferencing make the sales and marketing job very 
difficult.  For video, you need to bring together group 
systems, desktop systems, management software, 
bridging, scheduling, etc.  These all need to work 
together, and to work well, and that’s what Office is 
really all about. 

WRB:  Well Office is a big bite to chew.  Can 
Polycom do it, and what is the effect on TANDBERG? 

CM:  Office is going to be very difficult for Polycom 
because they are integrating different technologies 
from different sources – some of which were acquired, 
like the Web Office solution.  No one said it was going 
to be easy, or simple.  TANDBERG may have an 
advantage here with their single focus, and an 
organization that is aligned along functional lines, not 
divisional lines, which streamlines decision making 
and which keeps everyone more focused. 

On the other hand, I believe TANDBERG watches 
Polycom intently.  I remember about 18 months ago 
when TANDBERG released a new version of its 
software, I think it was called B2, they copied a lot of 
our user interface, but they even went a step beyond.  
Our ViewStation software had an Easter Egg (hidden 
feature or function) buried inside – it was a “snake” 
game; well TANDBERG even copied that, but the 
funny thing was that  their snake game was better than 
Polycom’s.  They execute beautifully. 

WRB:  Do you think TANDBERG’s strategy of 
focusing on just room video systems is a long-term 
strategy for success? 

CM:  Well, if you look at the history of business, the 
focused company almost always wins in its defined 
market.  They know what they are good at, and where 
they have no chance to add value, either because 
industry economics are bad,  or the company has no 
specific expertise.  The hard part, and what defines 
great business leaders from average ones is defining 
your core competency as a business and growing 
within that. Growth outside your franchise is valueless.  

WRB:  In your view, is the PictureTel merger working 
for Polycom? 

CM:  We acquired a world-class engineering team in 
the Andover operation.  Simply great talent.  Polycom 
is moving forward to choose the best-of-the-best 
features and functions and put those into future 
products.  I don’t think Polycom suffers from parochial 
interests, but more from honest differences of technical 
opinion.  It will take some time to sort out the technical 
details, but you will see more common development 
projects taking place.  Yes, I think the merger is 
working, but slowly.  The people are really integrated 
today.  One issue for me is whether the open PC 
architecture will win out over time – this is of course 
the great debate inside Polycom and inside the 
industry; it remains to be seen.  For the time being, 
though, Polycom is saddled with two group 
architectures to develop and support. 

One by-product of the merger – again I think it is 
something you have written about – is that the 
combination of Polycom and PictureTel established 
TANDBERG as the clear number two player in the 
industry.  And every buyer wants there to be a strong 
#2. I think the merger energized TANDBERG, and 
they have capitalized on it brilliantly.    

WRB:  What’s next for Craig Malloy?  Staying in the 
industry?   

CM:  I’m going to chill out for a while, spend time 
with my fiancé, ride my bike, take my kids to school, 
catch up with old friends.  I’ve already  had a few calls 
from VC’s about some ideas.  Video communications 
is what I know best, but I think my skills are not 
industry specific.   I’ve got too much energy to sit on 
my butt for the next 40 years.  Besides, I can only hit 
so many golf balls into the woods before that gets old.    

One more thing:  I’d like to say my many thanks to the 
ViaVideo founders and my team in Austin for making 
the ViewStation an out-of-the-park home run.  Not 
many of those come along, and y'all should be very 
proud of what you have accomplished. 

WRB:  Are there any Polycom trade secrets or 
unannounced future product development plans you’d 
like to share with the readers. 

CM:  Not really. 

! WR Forum: One on One with Craig Malloy 
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