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allows users to expand 
the functionality of the 
system by installing other 
applications (think Lync, 
WebEx, softphone clients, 
DropBox, etc.).  This is 
a trend we expect to 
continue within the video 
conferencing space — 
on Windows-based and 
Android-based solutions.  

Cisco showed us the 
virtualized version of its 
infrastructure.  Today’s 
news is that the TP 

server is now virtualized, which means that all of Cisco’s 
infrastructure products can now run within a virtualized 
environment.  The company tells us the number of 
connections supported depends on the video resolution 
in use.  A single server with 10 hyper-threaded cores can 
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InfoComm 2013 Part Deux

Back in the early days, 
one could not walk the 
InfoComm hall without 
bumping into people 
with whom you were 
doing business. Today 
there are new and 
younger faces working 
the booths, the show 
is too big to fit in a 
“cozy” venue, and the 
networking happens 
nonetheless — especially 
at the Crestron party (still 
going strong after so 
many years).

For anyone keeping 
track, this was my 24th 
InfoComm.  My first 
was back in 1990, and 
unless I’m mistaken, 
I don’t believe I’ve 
missed a single year.  
The show has grown 
massively over the 
years.  Back in the 
early days, one could 

not walk the hall without bumping into people with 
whom you were doing business.  Today there are new 
and younger faces working the booths, the show is too 
big to fit in a “cozy” venue, and the networking happens 
nonetheless — especially at the Crestron party (still 
going strong after so many years — thanks for 
the ongoing hospitality).  

This week’s write-up amplifies and builds upon 
Andrew’s and Alan’s coverage in Volume 14, 
Issue 14, and is written more or less in order 
of my booth visits.  Visits with Acano and 
Pexip were already covered last issue, and we 
have just published a new note for research 
subscribers that contains our analysis.  

Clary Icon stepped us through an impressive 
demonstration of its OneScreen solution: an 
interactive whiteboard that includes video 
conferencing capabilities and is sold via AV 
and VC resellers.  While Alan covered this 
offering in the last issue, let me note that Clary Icon 
has bundled the Avistar video conferencing software 
within its solution.  And I think the fact that OneScreen 
runs on Windows 7 is worth pondering in terms of its 
implications.  The use of an open operating system 

Ira M. Weinstein, iweinstein@wainhouse.com
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both of which are now at software version 3.0.  Key 
enhancements include improved SVC and high profile 
performance and enhancements in content sharing.  
Polycom also mentioned that many customers will 
qualify for a no-cost migration from CMA-Desktop to 
RealPresence Desktop.  The real news at the booth was 
the company’s demo of the virtualized RealPresence 
platform including the virtual version of the RMX 
video bridge.  The not-yet-available solution leverages 
VMware and includes a Polycom management layer that 
automatically spins-up additional RMX instances based 
on remaining port capacity (not just on network capacity 
or CPU thresholds as supported natively by VMware).  
Polycom has also enhanced its rich media content engine 
by making it easier to install, streamlining the workflow, 
and increasing the capacity of the RSS 4000 capture 
station by 50% to 40 recordings at 720p video resolution.

During our meeting at 
the AVI-SPL booth, we 
learned some additional details behind the AVI-SPL / 
Pexip partnership.  Pexip offers a distributed, software-
based video bridging solution we wrote about in the last 
Bulletin.  AVI-SPL is using Pexip’s technology to power 
its new meet-me video bridging service.  Apparently 
AVI-SPL has been working with Pexip for six months 
to make this happen, and the service will be generally 
available by the end of July.  Key customer features 
include a free Virtual Meeting Room (VMR) for all users 
and flexible deployment options including full cloud, 
private cloud, or on-premises.  AVI-SPL also briefed WR 
on its newly released Symphony Proxy.  Symphony is the 
company’s video conferencing management engine that 
AVI-SPL acquired when it purchased Iformata in January 
2012.  The new proxy is software that runs on a server 
(dedicated or virtual) and acts as the onsite element of 
the AVI-SPL management system, providing users with 
access to Symphony and AVI-SPL access to the customer’s 
environment without the need for secure tunnels or 
dedicated network connections.  We have been calling for 
this type of “onsite pod” deployment for more than five 
years, so we’re glad to see this finally come to fruition.

Longstanding video managed service provider AGT 
stepped us through its new strategy focused on 
enabling video conferencing service providers.  Basically, 
AGT’s platform allows service providers, resellers, and 
integrators to become video managed service providers 
either by deploying AGT’s technology or reselling a 
branded version of AGT’s service.  The company has 
signed five key partners for this service in the last six 

support 6 x 1080p connections, 12 x 720p connections, 
24 x 480p connections, or 48 x 360p connections.  To 
implement the Cisco Virtual TP Server, customers need 
to buy the server and purchase licenses per screen.  
Other noteworthy items include the launch of H.264 SVC 
support on all hardware including interoperability with 
Lync (via VCS).  Cisco also is working on expanding its 
APIs with the goal of creating an ecosystem of partners 
developing applications that leverage Cisco video 
conferencing technology (see our iRobot coverage last 
issue).  We heard this same message from Avaya at its 
recent analyst event.

Andrew wrote about conferencing bridge vendor 
Compunetix in the last issue, but I’d like to add that I got 
to see a demo of its centralized management engine, 
which allows operators and administrators to manage 
both audio and video bridges from within a single UI.  
I appreciate how this interface focuses on managing 
the conference versus managing the technology in 
use.  These capabilities will surely help the company’s 
service provider customers that are struggling to manage 
multi-modal meetings.  Compunetix also demoed the 
ability to manage video endpoints from Aver within the 
same management UI.  Finally, the company demoed its 
WebRTC-to-H.264 gateway.  According to the company, 
“the WebRTC gateway is not a sellable product today.  It 
was developed as a proof of principle.  Our real goal is to 
bring this natively into the Evergreen video bridge.”

I spent time at the Haivision booth discussing the 
company’s cloud offerings.  WR research subscribers 
can see Steve Vonder Haar’s recently released company 
profile on Haivision for a more detailed discussion, but 
suffice it to say Haivision has successfully morphed from a 
hardware-only company to an end-to-end video content 
provider offering a mix of product and service offerings to 
cover content capture, management, and distribution.  

ZTE discussed with us the 
company’s products and go-to-
market strategy.  Today, ZTE offers 
a range of hardware video systems, 
MCUs, and soft clients for Windows and iOS.  Apparently 
the Mac version is due to be released this month.  The 
company also showed a video system supporting H.265 
and providing a 720p / 30 experience at only 256 kbps.  
This system is expected to ship in January 2014.    

Our visit to the Polycom booth included demos of 
RealPresence Mobile and RealPresence Desktop — 

PAGE 2Volume 14 Issue #15 / 09-July-13

http://cp.wainhouse.com/content/haivision-network-video
http://cp.wainhouse.com/content/haivision-network-video


a few tablet strokes, I found myself cruising around the 
facility and remotely observing the many exhibits.  Unlike 
some robotic VC systems, Ava is “autonomous.”  When 
first installed, the robot must be driven around manually 
to enable it to learn the space.  Then the user can edit 
the map, add restricted (keep out) areas, mark low speed 
zones, etc.  Once “trained,” the system has the ability to 
go from place to place as required based on its video 
meeting schedule.  The system is even smart enough to 
know that it can’t handle back-to-back meetings because 
of the time it takes to travel between locations.  One 
wrinkle in the iRobot story, however, is the price tag: $2K 
to $2.5K / month per system via a 3-year lease.  Whether 
this is reasonable or not depends on the application.  
Either way — our experience was very positive.

I also learned about a range of enhancements to Tely Labs’ 
TelyHD offering, including integration with a range of 
USB speakerphones including devices from Jabra (OEM 
version), ClearOne, and Polycom; native SIP interop; 
and NAT / firewall traversal.  In addition, the company 
announced support for a centrally managed phone 
book and the ability for a user to manage his Blue Jeans 
Network virtual meeting room from within the Tely UI.  In 
addition, the company’s cloud bridging offering is now 
standards-based supporting H.264 and G.722.1 at 16 
kHz.  The company also described several pending deals 
that could include thousands of endpoints.  The “huddle 
room” VC category clearly is taking off.

months, and reports having a strong pipeline for the new 
service.  Side note — AGT’s platform has been available 
for many years, but traditionally offered a compromised 
experience (lower resolution) in favor of low cost.  This is 
no longer the case, as the solution now supports 720p 
resolution (at the same low price points).

Day two, WR attended the Crestron press event.  As a 
Crestron alumnus, I am always interested in seeing what 
the team from north Jersey is up to.  The first presentation 
focused on the Crestron RL — a Lync-based room 
video conferencing system.  According to the Crestron 
presenter, RL is the “only Lync room system that links 
to the rest of the meeting room.”   He also explained 
that Crestron Fusion tracks the call quality and number 
of participants in each meeting (based on the people 
included in the Outlook invite).  Crestron also demoed its 
AirMedia offering — a wireless presentation system that 
lets meeting participants walk into a meeting room and 
easily present from their laptop, tablet, or smartphone.  At 
a list price of $1,600, AirMedia is a cost-effective addition 
well suited for small conference rooms.  At this time, 
however, AirMedia does not traverse the firewall, so only 
users on a corporate network can view the content.

I spent a few minutes using the iRobot Ava system.  
Based on a Cisco EX60 video system, Ava is one of a 
handful of robotic video systems that allow users to be 
virtually present in remote locations.  During this demo, 
I took a tour of iRobot’s technology museum.  With just 

Introducing one of the WR Bulletin Sponsors

WebShare Software enables companies to cost-effectively “own” their web 

conferencing software — including all of the features delivered through far 

more expensive usage-based models.  Global companies spend millions on web 

conferencing services annually; WebShare delivers simple-to-use web conferencing 

infinitely more affordably — with no limitation in terms of sophisticated functionality. 

WebShare offers a fully-brandable web conferencing experience to support internal 

and external meetings.  Sold directly and through telecommunication agents and 

consultants, WebShare offers a lucrative partner program with a short sales cycle.  

To learn more, visit www.websharesoftware.com or call +1 805.845.8906

The WR Bulletin would like you to join us 
in thanking our sponsors:

Get your company’s name & link here! Contact Sales.

The fine print: Sponsorship of the WR Bulletin in no way implies that 
our sponsors endorse the opinions expressed in the WRB. Nor does it 

imply that the Bulletin endorses their products or services. 
We remain an equal opportunity critic.
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We met software 
encoder / 
decoder 
development 
company 
Ittiam.  This 
260-employee 
company 
headquartered 
in Bangalore is 
one of the best 
kept secrets in 
the conferencing 
industry.  While 
we’re not 
permitted to 
name names, 
the fact is that Ittiam’s code can be found in many of the 
leading video conferencing solutions.  Ittiam partners 
with leading chip makers and creates ready-to-integrate 
software that drives those chips.  Conferencing and 
communications vendors then integrate the Ittiam code 
into their offerings and enjoy shortened development 
times and other benefits.

At the StarLeaf booth, we saw a demo of the GT Mini 
video system: a $1,500 unit that includes codec, HD 
webcam, StarLeaf phone / controller, and microphone.  
For those needing a PTZ camera and second screen, 
the price increases to $5K.  StarLeaf users can conduct 
multipoint calls using the company’s cloud bridging 
service (a part of the overall StarLeaf calling service).  
StarLeaf also explained that it has changed the pricing of 
its desktop calling service from $39 / month / user to $99 
/ month for 3 concurrent calls.  In addition, the company 
discussed its pending WebRTC client which is intended 
to allow guests to participate in StarLeaf video sessions 
without the need to download and install a software 
client.

We participated in a demo of LifeSize’s Icon product, 
a high performance HD video system with an 
MSRP starting at $2,999.  According to company 
representatives, the Icon has become the model for 
the company’s product line moving forward thanks 
to its strong ease of use, exceptional user experience, 
and cost effectiveness.  However, we spent most of our 
time hearing about the company’s UVC platform — the 
company’s virtualized video conferencing infrastructure 
solution.  According to LifeSize, the UVC platform has 

To ensure that we tested each of the robot VC systems 
on the show floor, we gave the Beam solution a trial run.  
The Beam device includes a robot chassis controlled via 
a downloadable software client, an Intel PC, a Logitech 
HD camera, and support for both Wi-Fi and 4G networks.  
Unlike the iRobot offering described above, this unit is 
100% user controlled.  In addition, the Beam unit allows 
users to drive into other objects like walls (we tested 
this several times and it was quite a bit of fun) and can 
work indoors or out — assuming network connectivity is 
available.  The system provides 8 hours of battery life and 
has a list price of US $16K, which includes installation and 
support.  The charging station costs another US $4K.

We had a sit-down with Blue 
Jeans Network (BJN) CEO Krish 
Ramakrishnan and discussed 
the trends that BJN sees in the industry.  As a leading 
hosted video bridging provider, BJN has access to a 
variety of data points that highlight how people are using 
video conferencing.  For example, an average BJN video 

meeting includes 4.5 
participants consisting 
of 1 or 2 desktop VC 
users, 1 or 2 room 
system users, and 1 or 
2 audio participants.  
In addition, BJN is 
seeing more personal-
only meetings, 
including only desktop 
users or a mixture of 
desktop and mobile 
users.  The company 
reports that more than 
half of the connections 
to its service leverage 

its free browser client, and Skype connections represent 
only 10% of its volume today.  This is a major shift from 
just a year ago.

Our visit to the Avaya / Radvision booth focused around 
one key theme — the Radvision team is now fully 
integrated into Avaya.  The organizational integration is 
complete, and the Avaya channel now has access to the 
full range of Radvision (now Avaya) video conferencing 
solutions.  In addition, product integration between the 
Avaya Aura and Radvision product lines continues to 
move forward.  

An average BJN video 
meeting includes 4.5 
participants consisting 
of 1 or 2 desktop VC 
users, 1 or 2 room 
system users, and 1 or 
2 audio participants.  In 
addition, BJN is seeing 
more personal-only 
meetings, including 
only desktop users or a 
mixture of desktop and 
mobile users.
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key features, including a free 4-port video bridge (9-way 
is an additional cost), the ability to record more than 100 
hours of video calling from within the video system itself, 
and support for streaming right out of the box.  Basically, 
the ClearOne angle is that, “Sometimes you don’t need 
servers and extensive infrastructure to give users an 
exceptional video conferencing experience.”  Given the 
hype around video infrastructure today, this “do more 
with your endpoints angle” is an interesting approach.

While walking the show floor, we sat in on a demo of the 
Videxio offering that was being given to an executive of 
a leading video conferencing reseller.  While we’ve seen 
many demos of this offering and have used the service 
quite often, we continue to be impressed by the ability 
to define a company account and then let the users 
themselves create their own user accounts and register 
their own endpoints.  The Videxio engine alleviates 
most of the support and account management burden 
associated with running a video conferencing calling 
service.  

Evogh provided us a demo 
of its Linux-based video 
conferencing infrastructure 
offering (mostly a bridging platform) that enables service 
providers to offer cost-effective, highly scalable hosted 
video bridging.  The company calls each instance of its 
offering a USHI (Unlimited Self Hosted Instance), and each 
USHI supports 100 high definition video connections 
(assumes the software is running on an 8-core machine 
with 8 GB of memory).  The Evogh offering supports 
connections from Windows, Mac, Linux, iOS, and Android 
clients, and H.323 and SIP systems.  While the platform 
supports up to 1080p, users can define the call quality 
required on a per-meeting basis.  Evogh can be deployed 
on the customer’s premise (CPE), in the cloud, or in a 
hybrid model, and the licensing model allows customers 
to decide how they want to use their connection licenses.  
For example, a $30K annual fee provides APIs plus 100 
port licenses that can be deployed on a single server 
or across multiple servers (e.g., 30 ports on server 1, 
50 on server 2, and 20 on server 3).  While the Evogh 
staff at InfoComm did not provide technical details, 
we believe that the Evogh solution leverages media 
routing (simulcasting) to avoid the processor burden of 
transcoding.  The Evogh solution is available through a 
network of channel partners, and will be on display, along 
with products and services from Blue Jeans Network, Tely 
Labs, Altia Systems, ZTE, and many others at next week’s 
Wainhouse Research Summit in Santa Clara.  

been extremely well received by customers — especially 
IT professionals who are very comfortable deploying 
VMware solutions.

This year Revolabs showed us the new Executive Elite, 
a wireless microphone solution designed for enterprise 
applications.  Executive Elite supports installations 

as small as four 
microphones through 
large installs with 
hundreds of mics.  Key 
features include newly 
designed mics with 
12-hour talk times, 
a newly released 
gooseneck microphone, 
and support for both 
wireless and wired 
operating modes.  In 
addition, the Executive 
Elite is AMX- and 
Crestron-control 
system friendly, can 
be managed via a web 
portal, and offers an 
optional wall mounted 
antenna connected 
using CAT-6 cable 
and powered over 
Ethernet (PoE).  Wireless 

conference room audio continues to become better and 
easier to deploy over the years.

Sony gave WR a hands-on demonstration of several 
new endpoints, including the PCS-XG100S, which we’ve 
written about in past issues of the Bulletin.  The XG100S 
starts at a list price of US $8,999 (codec only), and the 
optional 9-way MCU adds an additional $6K.  The XG100S 
also offers optional ISDN support.  We find it interesting 
that Sony demoed the XG100S with one of its consumer 
camcorders.  Although Sony offers a range of high 
performance PTZ cameras, the company explained that 
many users do not require PTZ capability.  

According to company representatives, “ClearOne has 
finally entered the video conferencing space.”  For those 
of you who don’t recall, ClearOne acquired the VCON 
video conferencing business in January of 2012.  This 
year felt like the coming-out party for the new ClearOne 
video conferencing portfolio.  We are familiar with the 
VCON video conferencing line and appreciate some of its 

Revolabs Gooseneck Version of 
Executive Elite

Revolabs Executive Elite
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Gold Advanced Express

Partner Branded Partner Branded KBZ ZCloud Branded

Partner Delivered KBZ Delivered KBZ Delivered

Powered by Videxio Powered by Videxio Powered by Videxio

ZCloud is actually a white label of the Videxio service, 
but KBZ will be using Videxio’s API toolkit to customize 
around the KBZ branding.  Smaller partners will simply 
resell ZCloud.  Other partners can resell the KBZ service 
but will have KBZ private label for them with the resellers 
branding.  And finally, those partners who believe the 
future volume will justify additional upfront investment 
(and therefore lower operating costs) can opt for the Gold 
service available from KBZ or Videxio itself.

So while Videxio has numerous competitors that offer 
a video calling service, too few technology vendors are 
focused on the key customer control and revenue opti-
mization concerns of the channels.  The combination of a 
high-quality video service combined with a savvy channel 
partner strategy (customers are still comfortable dealing 
with video systems integrators for video conferencing) like 
that of Videxio / KBZ has the potential to open the video 
floodgates.  Now any reseller, no matter how large or small 
and not just the AT&Ts, BTs, and DTs of the world, can 
offer a “Skype with business-quality and interoperability” 
subscription with a rich set of features and functions.  And 
with SIP URI calling, every end user can appear to have 
his own branded service.  This is a great way to appear to 
be part of the 21st century.  For example, you can call me 
on video at andrewwd@wainhouse.com or better yet, call 
Karl at Karl.Hantho@videxio.com. 

News in Brief
• Mersive and Image Design Technology (IDT) have 

announced that IDT will be a distribution partner 
for Mersive in Australia and New Zealand.  IDT 
has representatives in Sydney, Melbourne, Perth, 
Brisbane, and in Auckland, NZ.

• Two weeks ago Ricoh Americas Corporation and 
Vidyo announced general availability of a business-
class video conferencing device that integrates voice, 
video and data sharing (based on Vidyo’s H.264 SVC).  
The P3000 Unified Communication System is a por-
table, self-contained video conferencing system that 
comes in a thin, lightweight (1.6 inches / 40 mm.), 
notebook-sized package containing camera, micro-
phone, speaker, network connectivity, and a push-

Finally, we thank the IMCCA for inviting WR to attend its 
conferencing track at the event and allowing our team to 
use its meeting space during the event — they too will be 
joining us in Santa Clara next week.

KBZ and Videxio Cloud 
Services Partnership  
Andrew W. Davis, andrewwd@wainhouse.com 

Oslo-based video calling services startup Videxio has 
signed a deal with KBZ, a heavy-weight distributor of 
Cisco’s visual collaboration and UC products.  Under 
this deal Videxio’s over-the-top video collaboration 
service will be the engine behind KBZ’s ZCloud service 
and available to KBZ resellers.  While video subscription 
services like Videxio have received lots of press attention 
for their features, functions, network compatibility, 
interoperability, and pricing, the details behind this 
particular news item are interesting for their insights into 
the go-to-market complexities.  Videxio’s North American 
President Karl Hantho has put together an offering 
with KBZ that underscores the multitude of needs and 
capabilities in the video channel partner community.

What Andrew Thinks:  

What you can see from my diagram is that 1) Videxio 
sells only through partners; 2) one or two tiers separate 
Videxio from the customer; and 3) at least three different 
branding options are available, depending on the level of 
investment the channel partner is willing or able to make.  
The ultimate service, however, is likely to be identical in 
all cases.

Videxio and its Channels

KBZ

Authorized
Reseller

Customers
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button console.  MSRP 
is $2,200 USD, plus a 
monthly subscription 
fee to a cloud service.  
In another Vidyo-re-
lated announcement, 
Mitel announced it 
has partnered with 
Vidyo to integrate the 
latter’s HD video and 
telepresence solutions across Mitel’s entire line of UCC 
products — and as part of Mitel’s MiCloud as a Ser-
vice in the U.S.  And in an announcement specifically 
from Mitel, the company has announced it intends to 
acquire prairieFyre Software Inc., a privately-held 
global provider of contact center, business analytics, 
and workforce optimization software and services. The 
net cash cost to Mitel for the acquisition of prairieFyre 
is approximately $20 million.

• Brother has introduced OmniJoin Web Conferencing 
in a Box, which includes an HD webcam, compact 
USB speakerphone, and four months of the OmniJoin 
basic web conferencing service.

• Avizia introduced at InfoComm (in the Cisco booth) 
its new Educator solution.  The Avizia Educator is 
a controller-and-software solution that lets users 
manage all the devices in a video conferencing room 
— including video codecs and cameras, document 
cameras, projectors, projector screens and displays — 
using an app on an iPad or, in the future, other mobile 
devices.  The Educator bundle includes the Educator 
Controller, the Cisco C90 codec, and the Educator app 
(free download).  

• Dialogic has introduced its PowerMedia XMS 2.1, 
a software media server designed to help deliver 
Web Real-Time Communication (WebRTC) to the 
marketplace.  PowerMedia XMS 2.1 is built to provide 
a platform for network operators and application 
developers that will enable click-to-communicate 
sessions, as well as offering WebRTC connectivity to 
an IP media subsystem (IMS) infrastructure.  

• XConnect, which focuses on Federation-based next 
generation interconnection and registry services, 
announced that it has secured $10 million of equity 
funding from Young Associates, as well as existing 
investor Crescent Group. This cash injection is 
targeted to enable XConnect to grow its portfolio of 
products and services, expand its customer base, and 
enter new markets.

• Brazil is getting to be a hot market.  VisionsConnected 
and Solutione have announced an exclusive strategic 
alliance for delivering cloud-based managed 
video and UC services in Brazil and Latin America.  
VisionsConnected’s global 24 x 7 x 365 Video Network 
Operation Center (VNOC) will be expanded by 
Solutione locally from Sao Paulo, Brazil. 

• Rebranding is occurring all over the place.  Rimage 
is changing its name to Qumu, which it acquired 
some two years ago.  The name change will occur 
Q3 of this year.  And Applied Global Technologies 
— celebrating 20 years in 
business and about which 
Ira wrote in his InfoComm 
piece — has a new look. 

People & Places 
Know someone in the industry who changed jobs?  Jump 
into a new role yourself?  Email us at wrb@wainhouse.
com to share the good news.

• AVI-SPL, Andy Hite, 
Sales Director – 
Denver; Jeff Abee, 
Sales Manager – 
Dallas 

• Panopto, Sean 
Gorman, COO

• ScanSource, Mike 
Ferney, President, 
Worldwide 
Communications 
and Services; Rich 
Long, President of 
ScanSource Catalyst 
and Communications, 
North America; Scott 
Benbenek, Sr. VP 
Worldwide Operations 
and Integration 
Support; Andrea 
Meade, CIO and EVP 
Corporate Development; Glen “Buck” 
Baker, President, Worldwide Barcode 
and Security

Jeff Abee,  
AVI-SPL

Rich Long, 
ScanSource

Scott Benbenek, 
ScanSource

Andrea Meade, 
ScanSource

Mike Ferney, 
ScanSource

Andy Hite,
AVI-SPL

Sean Gorman, 
Panopto

Ricoh P3000
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SILVER SPONSORSGOLD SPONSORS

REGISTER NOW u

Added to next week’s UC&C Summit: some talks that could change 
how you do business.  Don’t believe us?  Better come to see if we’re 
right.  You’ve got one week in which to register.  Hear how end users, 
vendors, and service providers alike are dealing with collaboration 
deployment challenges while driving adoption and most important, 
discovering ROI and new applications.  Hear: 

•   Greg Simpson, Senior VP, Career Transition Practice Leader with Lee 
Hecht Harrison, describe how the world’s largest outplacement 
firm works with both customers and internal groups to integrate 
collaboration technologies into business processes.  

•   Mike Merit, VP Customer Success with Kontiki, explain how to make a 
“CEO Channel” a first priority in your UC&C strategy.  

•   Dr. Pamela Lloyd and John Barnhardt of Alaska’s largest telco, GCI, 
explain their business model, strategies, and future plans in response 
to the profound technological disruption they see taking place in the 
video conferencing market space.  

•   Eric Vidal, Director of Product Marketing, InterCall and Doug Arthur, 
Engagement Manager, Cisco Systems, take a look at adoption best 
practices and the impact of BYOD.  

•   The Truth-in-the-Room Test. When one of our end users told us “I 
love the panels, let me join this!” we knew we have a winner, with John 
Burton of HSBC, Anthony Knezevic of The University of British 
Columbia, and others evaluating and responding to what they hear  
during the event.  

16-17 JULY 2013 • CALIFORNIA

More Voices at the  
UC&C Summit

EMERGING TECHNOLOGIES SHOWCASE

Dr. Pamela Lloyd, 
GCI

Mike Merit, 
Kontiki

Greg Simpson, 
Lee Hecht 
Harrison

John Barnhardt, 
GCI

Eric Vidal, 
InterCall

John Burton, 
HSBC

Anthony Knezevic, 
The University of 
British Columbia

Doug Arthur, 
Cisco Systems

It’s not too late to join us — review the full agenda and register at www.wainhouse.com/
sc2013.  Subscribers to our On Demand subscription services receive a 20% discount off 
the registration fee.  To get your event discount code, click here to send an email to WR 
Client Services.  And if you are joining us, note that a few hotel rooms remain available.   
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1) Our Vidtel MeetMe Service delivers any-to-any video 
conferencing in the cloud.  MeetMe seamlessly bridges 
traditional SIP and H.323 hardware endpoints, SIP soft 
clients like Cisco Jabber, WebRTC-based browsers, and 
consumer applications like Google Talk and Skype.  2) 
For customers that already have their own conferencing 
bridges, we offer the Vidtel Gateway Service.  This service 
complements a customer’s existing bridge by adding 
any-to-any capability — so you can take a bridge that 
only supports H.323 or SIP, and extend that bridge so 
it can now support participants using WebRTC, Skype, 
Google Talk, and more.  3) And finally, our Vidtel Connect 
Service is a video dial tone service.  Vidtel Connect allows 
your company to add point-to-point video dialing and 
features on all of your video devices.  We provide unique 
email-like addresses based on SIP URI (can be either an 
email address or e.164 phone number), NAT and firewall 
traversal – everything you need to make your video 
device act like a UC endpoint. 

WR:  What specific problems does Vidtel solve?

SW:  One specific problem we solve is interoperability.  
If you think about it, the interoperability problem with 
video has gotten worse, not better, in the last five years 
or so.  A few years ago, all video bridges were based on 
H.323 and available from a handful of vendors; now, 
people use video with SIP, WebRTC, Skype, Google, and 
an endless supply of new standards emerging (SVC, VP8, 
VP9, H.265 etc.).  In addition, many new entrants are 
taking different approaches.  So interoperability is more 
challenging than ever.  Vidtel solves that with our any-to-
any capability.

We also solve the cost and complexity challenge 
facing customers because we provide a cloud service.  
Businesses don’t have to buy and manage hardware; 
they don’t have to keep up with standards and 
interoperability.  They don’t need to invest in a huge IT 
team.  They’re getting service in a cloud (OpEx) model, 
not a CapEx model.  And for our channel partners, we’re 
making it easy to enter the cloud services market.  We 
are 100% channel focused, meaning that we do not sell 

Ira recently caught 
up with Vidtel’s Scott 
Wharton – and also 
spent some time with 
Vidtel and its partners 
at the Vidtel team 

dinner at InfoComm.  Scott here brings us up to speed 
with Vidtel since we last spoke with him.  

WR:  So what exactly does Vidtel offer? Is Vidtel a 
bridging service, a managed service, a calling service, or 
something else?

SW:  Vidtel is a service provider that delivers any-to-any 
video conferencing with a cloud-based solution.  We’ve 
been a market pioneer: as far as we’re concerned, we 
were the first to market with cloud-based any-to-any 
video technology.

WR:  Sorry to interrupt, but you say you were the first 
to market with, and I quote, “cloud-based any-to-any 
video technology.”  This is a great sound bite, but can you 
explain what that really means?    

SW:  Sure.  We launched the company in 2008 with a 
vision of providing “any-to-any” video conferencing.  At 
the time, enterprise video was primarily H.323-based and 
focused on internal calling.  At the other extreme, there 
were a number of consumer-grade video services that 
were proprietary.  We were the first to deliver a service 
that supported not only enterprise-grade solutions 
(H.323 and SIP) for B2B calling, but also consumer video.  

We were the first to offer Skype and Google Talk 
gateways that worked purely from the network (at the 
time, people did not even use the world cloud!) — with 
no CapEX investment or technology to manage.  Others 
have followed our lead since then, and today it’s obvious 
that this is what the market wants.  At that time, however, 
we were the first to announce and deliver such a solution.  

OK — Now back to the original question about what we 
do.  Specifically, we offer three main services.   

1:1 Scott Wharton, CEO, Vidtel
Ira M. Weinstein, iweinstein@wainhouse.com 
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directly to end user customers.  Our offering and business 
model allows our channel partners to quickly bring a 
compelling cloud video service to market, without having 
to buy and build one themselves.

WR:  What do you believe differentiates Vidtel and its 
offerings from the other 50+ video service providers 
reaching out to enterprise customers today?

SW:  We’ve built and own 
all of our own technology.  
We don’t use any hardware 
from traditional vendors.  
This has concrete benefits 
for our partners: it means 
we’re always current with 
interoperability and new 
features since we don’t 
need to go back to vendors 
to update our service.  This 
is how we’ve been able to 
provide true, native any-to-
any interoperability, and 
be first to market with new 
technology like WebRTC.

We also have a dramatically 
lower cost than others in 
the market.  This is partly 
because our technology is 
home-grown, and partly 
because our channel-based 
go-to-market strategy means 
that we don’t have large sales 
and marketing expenses.  As 
a result, we can have much 
lower price points, and allow our partners to have really 
compelling market offers.   We have market offers that 
no one else has.  Our Gateway service, for example, 
which allows customers to add any-to-any to an existing 
videoconferencing bridge — this is something no one 
else on the market has.

Finally, our channel focus differentiates us.  While some 
of our competitors sell both directly to end-users and via 
channel partners, we sell only via the channel.  This allows 
our channel partners to deliver their own service, under 
their brand, without worrying about competing against 
their technology partner.

WR:  Are there other reasons you leverage your own 
technology and R&D vs. using commercial off-the-shelf 
(COTS) solutions?  

SW:  We took this approach because we felt it was 
important for us to control our own destiny.  We did not 
want to be in a position where we were dependent on 
an external vendor to get the features and functionality 

we needed (not to mention fixing the 
endless number of interoperability issues 
out in the market).  I think the wisdom 
of that decision has been demonstrated: 
we’ve been able to provide true, native, 
any-to-any interoperability, even with 
newer standards like WebRTC, long 
before the rest of the market.

We also believed that the market needed 
a dramatically lower cost structure 
then was possible from the prevailing 
software solutions.  Because our solution 
is all software and cloud-based, we 
have dramatically lower costs than the 
traditional players and can pass those 
savings on to the end users and our 
channel partners to make more money.

Additionally, we saw this dichotomy 
where consumer solutions did not offer 
the quality and reliability expected in 
the business market, and enterprise 
solutions were both expensive and 
brittle with many single points of failure.   
Because of our service provider heritage, 
we wanted to build something from 
the ground up that had carrier-grade 

reliability and scalability, borrowing many of the positive 
attributes from the voice world, but optimized for the 
unique circumstances of video conferencing.

WR:  What trends are you seeing in the industry that are 
impacting your offering and your roadmap?   

SW:  WebRTC is a clear shift — the ability to make any 
browser a video endpoint will have a major impact on the 
accessibility of video conferencing, and this will prompt 
significant innovation and imagination about what a 
video endpoint can look like.  But WebRTC certainly isn’t 
going to replace legacy equipment, so the ability to 
interwork between WebRTC and legacy solutions will be 

We saw this dichotomy 
where consumer 
solutions did not offer 
the quality and reliability 
expected in the business 
market, and enterprise 
solutions were both 
expensive and brittle 
with many single points 
of failure.  Because of 
our service provider 
heritage, we wanted to 
build something from 
the ground up that had 
carrier-grade reliability 
and scalability.
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extremely important for enterprise video conferencing 
customers.  A second trend that is driving our business is 
the proliferation of new video endpoints at very low price 
points.  This is opening up video to new markets that 
have previously been cost-excluded.

We also see a cultural shift for the market looking for 
“Skype+”.  People have tried Skype at home and like it, 
but are looking around for something better and more 
reliable for the business market.  They don’t know what 
that solution is, but they know it’s got to be better than 
Skype — even if they have to pay a little bit for quality 
and customer support.  Hence the Skype+ category.  
Finally, there’s much greater acceptance of cloud delivery 
for business services and business communications.  Just 
a few years ago, there was a significant fear factor about 
outsourcing business applications to the cloud; now 

we’re seeing cloud services as an accepted and preferable 
business strategy.

WR:  Where will Vidtel be a year from now?

SW:  It’s a year of growth for us: Vidtel has over 100 
partners worldwide, and one of our primary focus areas 
is to help these partners sell their Vidtel-powered (but 
partner-branded) video services.  During the past year, 
we’ve been laying the groundwork to launch these 
partners in the market.  Over the next year, as each of 
them expands, we expect to continue to grow rapidly 
given the leverage of our channel model.   We also 
expect to become a partner of choice for those in the 
market looking for a cloud-based video conferencing 
solution that nicely aligns with their goals and needs vs. 
threatening and competing with them.

New Studies from Wainhouse Research
For information on WR  studies and subscriptions, visit www.wainhouse.com or contact sales@wainhouse.com

4Distance Education & e-Learning

Market Forecast – Worldwide Total Addressable Market – Higher Education Classrooms and Offices 2013
Market Review for Learning Spaces and Offices in Tertiary and Post-Secondary / Non-Tertiary Education
This total addressable market study covers the worldwide classroom and educator office market for buyers of collaborative educational technologies in 
higher education and post-secondary / non-tertiary educational markets. This industry-first exercise estimates total numbers of offices as well as learning 
spaces by three categories: standard classrooms, lecture halls, and auditoria. It also assesses numbers of classrooms and offices by region and sub-region.

Vendor Profile – Haivision Network Video
Haivision Network Video provides a wide range of video encoders, content management solutions and network distribution capabilities. Its introduction 
of a hosted streaming video service in 2013 marks a strategically significant expansion for the company into the competitive field of supplying integrated 
enterprise streaming platforms, moving beyond the company’s historic focus on targeted solutions addressing specific points in the corporate video 
workflow. This profile briefly discusses Haivision’s place in educational markets, highlights the company’s diverse product line, provides details on the 
company’s current go-to-market strategy, and analyzes Haivision’s positioning and prospects for selling enterprise streaming platforms. 

4Group Video Conferencing

Vendor Profile – Pexip and Acano
Pexip and Acano are two startups in the collaboration space with a similar heritage, but different strategies for their first products.  This document 
compares and contrasts the two new first offerings and outlines the challenges each company is facing.  Pexip Infinity, dubbed a Distributed Conferenc-
ing System (a new product nomenclature) by the company, is actually a virtual server-based video bridge with well understood functionality. Acano 
coSpaces, on the other hand, is a combination of a team workspace and a real-time conferencing server that fits clearly into no current product segment. 

Research Note – Avaya 2013 Analyst Event
News and views from Avaya’s annual analyst conference
Wainhouse Research analysts Ira Weinstein and Bill Haskins attended the Avaya Industry Analyst Summit in Orlando, FL in early June 2013. This event, 
which was co-located with the International Avaya Users Group (IAUG) annual conference, attracted ~ 20 industry analysts from around the world.

4Streaming & Webcasting

Vendor Profile – Livestream
Hosted platform for live webcasting expands into appliances
Livestream, one of the pioneers in offering a cloud-based platform for live webcasting, in the past year has introduced a line of video-switching equip-
ment with the aim of expanding its beachhead in the enterprise market. This report highlights the company’s suite of hosted and hardware-based prod-
uct offerings. It also provides insight on the company’s strategy for expanding its presence in the corporate sector and its aspirations for forging viable 
partnerships with resellers focused on the enterprise. 
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Vendor Profile – Haivision Network Video
Haivision Network Video provides a wide range of video encoders, content management solutions and network distribution capabilities. Its introduction 
of a hosted streaming video service in 2013 marks a strategically significant expansion for the company into the competitive field of supplying integrated 
enterprise streaming platforms, moving beyond the company’s historic focus on targeted solutions addressing specific points in the corporate video 
workflow. This profile highlights the company’s diverse product line, provides details on the company’s current go-to-market strategy and analyzes Haivi-
sion’s positioning and prospects for selling enterprise streaming platforms. 

4Personal & Web-Based Conferencing

Market Forecast – 2013 Asia Pacific Web Conferencing Services Market Sizing & 5-Year Forecast
Market Sizing & 5-Year Forecast of Asia Pacific Web Conferencing Services Markets
This in-depth study is intended to provide a description of the current state of the local Asia Pacific web conferencing markets, assess current trends, iden-
tify risks and opportunities, and provide assistance on market approach, services and prices. Current market data and analysis and forecast information is 
included in this study.

Market Forecast – 2013 North American Web Conferencing Services Market Sizing & 5-Year Forecast
Market Sizing & 5-Year Forecast of US & Canadian Web Conferencing Services Markets
This in-depth study is intended to provide a description of the current state of the local North American web conferencing markets, assess current trends, 
identify risks and opportunities, and provide assistance on market approach, services and prices. Current market data and analysis and forecast informa-
tion is included in this study. 

4Unified Communications

Research Note – Avaya 2013 Analyst Event
News and views from Avaya’s annual analyst conference
Wainhouse Research analysts Ira Weinstein and Bill Haskins attended the Avaya Industry Analyst Summit in Orlando, FL in early June 2013. This event, 
which was co-located with the International Avaya Users Group (IAUG) annual conference, attracted ~ 20 industry analysts from around the world.

Provider Reviews – 2013 North American UCaaS Vendor Reviews
Offers insight into how each UCaaS provider approaches the market, what distinguishes them, and in which partnerships and relationships they are 
engaged.

4Audio Conferencing

Market Forecast – 2013 Asia Pacific Audio Conferencing Services Market Sizing & 5-Year Forecast
This in-depth study is intended to provide a description of the current state of the local Asia Pacific audio conferencing markets, assess current trends, 
identify risks and opportunities, and provide assistance on market approach, services and prices. Current market data and analysis and forecast informa-
tion is included in this study.

Market Forecast – 2013 North American Audio Conferencing Services Market Sizing & 5-Year Forecast
This in-depth study is intended to provide a description of the current state of the local North American audio conferencing markets, assess current 
trends, identify risks and opportunities, and provide assistance on market approach, services and prices. Current market data and analysis and forecast 
information is included in this study.
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