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Teliris Resurfaces
After nearly 2 1/2 years of silence, Teliris has emerged from its cone of silence 
with four separate announcements that take the telepresence pioneer in a new 
direction.

1. Teliris StartPoint is the new entry level product.  Essentially a codec appliance and a camera, the customer adds an HDMI display to get a 
nice room videoconferencing system.  As you recall, Teliris systems are based on an SVC codec; the company claims StartPoint is compatible 
with all Teliris solutions and interoperates with any standards-based traditional videoconferencing system.  The system comes with end-to-
end managed services, which presumably includes the gateway services.  Pricing was not announced.

2. The company’s managed services are now available for third party devices.  This is important since many Teliris customers have room 
and executive systems from other vendors.  Essentially, the cloud service provides device monitoring and management as well as 
interoperability.

3.  Teliris @nywhere is an SVC-based software client for the PC or Macintosh delivered via a per-seat license model.
4. A channel partner program - a dramatic break from the past where Teliris sold direct.

Here’s What I Think: 
Teliris has been in the “telepresence experience” game longer than just about 
anyone else.  The key elements in the company’s historical product strategy included 
multi-screen systems, flexible deployments with as many screens as you needed to 
accomplish your goals, and a comprehensive managed service that performed the 
kind of monitoring and management that nobody has yet duplicated.  In mid-2009 
the company took a daring step and shifted its technology 100%, moving from an 
MPEG hardware codec to an SVC software codec foundation based on technology 
from Vidyo   With all that innovation, and with direct sales people to educate the 
customers, it is surprising to some that the company was run over by the Cisco 

juggernaut.  In the past year or so, a new, non-megalomaniac management team has been brought in to re-invigorate the company.  These 
announcements are a great start.  The questions remain, however, whether there is room for a small company in the videoconferencing/
telepresence market and whether any top-tier channel partners are looking to take on a new video supplier, especially one with its own 
managed services offering.
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Conferencing &  Collaboration Upcoming Events

30-31 Jan 2012
Amsterdam

WR Collaboration Summit

17-18 April 2012
Brussels

WR CSP Spring Summit 2012

17-18 July 2012 
Philadelphia

WR Collaboration Summit

En Pointe Intros Collaboration 
Solution as a Service
California-based en Pointe Technologies, a huge channel partner for 
Microsoft and HP, has introduced its En Pointe Collaboration Solution 
(ECS), a comprehensive unified communications solution based almost 
exclusively on Cisco technology for voice, video, web, IM, Presence, and 
mobility.  ECS is powered by Cisco’s Hosted Collaboration Solution (HCS) 
which was introduced earlier this year but adds a dash here and there of 
En Pointe-created features and enhancements such as audio conferencing, 
Lync integration, and call center capabilities.  ECS can also integrate 
to an existing PBX if the customer requires.  This is an entirely service-
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oriented offering - the customer pays a monthly subscription fee per user - and the fee includes all endpoint hardware.  All of the 
infrastructure components are deployed in the cloud.  This is not your typical collaboration cloud or managed service however, ECS is 
not multi-tenant, it is multi-customer.  Each customer gets his own dedicated hardware AND a dedicated private cloud (MPLS network 
connections possible with multiple providers).  Security is not an issue.  Pricing generally ranges from $35 to $65 per month according 
to the ECS folks.

Here’s What I Think: 
The features and functions and benefits of such a unified communications solution are getting more clear each quarter.  And while 
many hosted solutions will be based on Microsoft, IBM, and Cisco technology, this business model should have some great appeal to 
both large and small enterprises.  No CapEx; no ugly rack mounted heat generators in the wiring closet; flexible choice from a wide 
range of audio and video endpoints, etc.  This is really a next generation managed service.  We suspect that while En Pointe might be 
the first in North America to jump on the HCS bandwagon, those carriers we all know and love are likely to follow suit.  Whether they 
can compete with En Points price points and service levels remains to be seen.

Polycom Acquires ViVu
For an undisclosed amount of cash, Polycom has acquired ViVu, developer of Java and Flash-based video collaboration software that 
can be embedded into enterprise, social, and vertical industry web applications and provide HD video.  Up till now, ViVu has been 
brought to market as a subscription service.  The client-server SIP -based application allows participants to attend meetings via a web 
browser, but the meeting host must use ViVu’s client software.  ViVu supports up to 8 participants in a meeting via multi-streams; no 
MCU is required.  According to Polycom, the acquisition bolsters the company’s RealPresence software strategy.  Stranger things have 
happened. 

Q3 Financials
Shiny Numbers Fail to Mask Polycom Q3 Disappointment

Polycom Revenues ($M) Polycom Revenues ($M)

Polycom Revenues by Geography Polycom Revenues by Type ($M)
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Polycom reported impressive double digit growth in revenues ($379M) and profits ($29.7M in operating income) on a year-over-year basis, 
but the share price tanked by about 25% the next day.   Almost enough to make CEO Andy Miller and CFO Mike Kourey want to occupy 

Wall Street.  So, you have to ask yourself, since when is 23% 
annual revenue growth a bad thing?  The answer sits somewhere 
between 1) when the Street expects or you’ve promised more 
than 23%; 2) when the growth relies on acquisitions (HP Halo 
assumed to contribute $10-$12M in products and services) and 
not organic results; 3) when group videoconferencing hardware, 
the mainstay of the revenue stream, shows anemic sequential 
growth in both enterprise and North America segments.  If there 
is a silver lining in the table above, it is in infrastructure - a product 
line likely to grow along with personal software, mobility, and 
web-based collaboration solutions.  

Meanwhile, the financial literati are all questioning whether 
1) the market for video hardware has peaked and software 
solutions are coming to the forefront; 2)  the whole UC initiative 
is seen as discretionary by customers in tough times; 3) the 

videoconferencing market is doing fine but Polycom’s execution is lacking and new management (recently installed) might fix it; 4) top 
management has lost its credibility; or 5) Polycom is losing market share to the behemoth from the holy city of San Jose.  See us again next 
quarter.

Avistar Q3
Avistar reported revenues of $3.9 million, compared to $2.2 million in the same quarter one year earlier.  Net income was a positive  $493K 
vs. a loss of $1.5 million in Q3-2010.  Things continue to look up for this long-struggling videoconferencing company signed a license 
and OEM agreement with Citrix to provide software to enhance delivery of audio and video through Citrix’s virtualization solutions.  This 
agreement is likely to have dramatic short term positive impact on Avistar’s financials.

Glowpoint Q3
Glowpoint reported total revenues for the third quarter at $6.829 million, down slightly from $6.944 a year earlier. Cloud-based managed 
video service (MVS) revenues for the quarter were $3.16 million, an increase of 20% over the same period last year.  Network revenues for 
the quarter were $3.28 million, a decrease of 18% over the same period last year. 

Polycom Q3 Results
Q3/10 Q2/11 Q3/11 Q/Q Y/Y

UCGroup $201 $237 $247 4.2% 22.9%

UCPersonal $62 $69 $71 2.9% 14.5%

Infra $46 $60 $61 1.7% 32.6%

Total $309 $366 $379 3.6% 22.7%

AMER $169 $189 $197 4.1% 16.3%

EMEA $75 $89 $92 3.0% 23.0%

APAC $64 $87 $90 3.3% 40.8%

Products $256 $302 $302 0.3% 18.4%

Services $53 $64 $77 19.3% 45.6%
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Introducing one of the  
WR Bulletin Sponsors

Take control of your videoconferencing 
network.
VQ provides Conference Manager Software that boosts 
productivity in video operations. Our service enables 
operators to manage large volumes of calls from a single screen. Simple user 
tools allow self-service scheduling, automated call launching, and reporting.  
VQ Conference Manager means MCU’s from multiple manufacturers can be 
integrated to work together and managed centrally. A powerful API allows the 
creation of custom solutions.  Whether you are a Service Provider or an Enterprise 
running a large video estate come join our global installed base.

See how VQ Conference Manager can improve your video operations.

www.vqcomms.com

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

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

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.

http://www.vqcomms.com
http://bluejeans.com/
mailto:sfargo@wainhouse.com
http://clk.atdmt.com/UNY/go/283447275/direct/01/
http://www.vaddio.com/
http://www.appliedglobal.com/
http://www.haedenbridge.com/en
http://www.vtel.com
http://bluejeans.com/
http://www.vqcomms.com
http://www.video-furn.com/
http://www.vqcomms.com
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News in Brief
Sony Europe’s Image Sensing Solutions division has announced 
four new pan/tilt/zoom camera modules, adding significantly 
to its EVI product range. The new line up incorporates two HD 
(1080p/30fps) and two SD models to give greater flexibility on cost, 
storage and bandwidth options. 

AGT has launched Mobile Pathway, a “protocol” to 
enable users to connect desktops, smartphones, 
and tablets to an industry-standard MCU.  Mobile 
Pathway uses already open standard secure web 
ports to provide true video mobility for desktops, smartphones, 
and tablets.  Because Mobile Pathway leverages already open 
ports-- no additional IT resources or hardware is needed.  According 
to AGT, this is really a Platform as a Service (Paas) and provides the 
virtual scalability of ports needed in hyper-growth environments.  
PaaS can be delivered as CPE or via colocation.  The company’s 
solution also provides backwards compatibility to those antique 
H.323 and H.320 devices.

ConnectSolutions, reportedly the #1 managed services provider 
for Adobe Connect, has released UC3, a new end-to-end UC 
solution for large enterprise and government agencies. The new 
platform delivers Connect, Lync and other UC applications in 
ways that are tailored to meet a client’s specific needs. As a result, 
organizations can now choose the best tools for a particular job 
or department.  ConnectSolutions unifies the various applications 
through integrations and a centralized control center. This creates 
a truly unified experience for large numbers of employees working 
globally in remote locations.  The private cloud solution complies 
with FISMA (NIST) government security requirements and meets 
other industry-specific standards.

8x8 announced a new web portal to their PBX in the sky.  The 
new UI is designed to streamline subscribers customization and 
management of their 8x8 services.    

• Dimension Data, David Danto, Principal Consultant for 
Collaboration, Multimedia, and Video 

• IBM, Virginia M. Rometty, President and CEO 
• AGT, Bob Wood, EVP Global Sales & Marketing, Mike Brewington, 

EVP Enterprise Sales
• Visual Acuity, Damian Andrews, Lead Consultant
• Projectdesign, Stein Ramsli, Regional Director, Russia and CIS
• Polycom, Gavin Douglas, Regional Sales Manager for Queensland
• Haivision, Leo Bull, VP Americas, Chris Colt, Director of Digital 

Signage Sales
• Tata Communications, Neil Lewis, Sr. Product Manager

People & Places

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

4EDU Subscription
Company Profile: Desire2Learn
Desire2Learn purchased Captual and its ePresence web casting 
product in Spring of 2011 in the hopes of adding a real-time lecture 
capture capability to its product line.   This profile examines D2L’s 
Learning Suite and Capture Station, and how the latter may or may 
not add to its competitive positioning.

Company Profile: Echo360
Echo360 is a provider of multiplatform publishing solutions for 
delivering web, mobile, IPTV, and user-generated video.

4Web Collaboration Practice
Research Note – Integrating Web Conferencing into the Sales & 
Marketing Automation Process
While web conferencing has already revolutionized sales and 
marketing, the opportunity has emerged to take the marriage to 
the next level. The advent of SaaS-based CRM solutions (Salesforce.
com) and the complementary emergence of marketing automation 
systems (Eloqua, Marketo) have created the perfect opportunity 
to embed web conferencing deeply into the sales and marketing 
automation process.

4Unified Communications Practice
Company Profile: Microsoft
Microsoft has invested billions of dollars in developing hosted services. 
In the UC space, the company initially offered Microsoft Online 
Services, which has been replaced by Office 365.

Company Profile: Telstra
Telstra, the incumbent telecommunications provider in Australia, 
has several hosted and managed unified communications solution 
offerings.
 
Hosted / Managed Unified Communications Services Market 
Forecasts 2011: Asia Pacific, World-Wide
In-depth assessments of hosted and managed unified 
communications services markets including state of the market, 
current trends, risks and opportunities, and insights into market 
approach, services, and prices.
 
Comparison Matrix: Hosted / Managed Unified Communications 
Services Providers 2011
Contains detailed information on unified communications solution 
provider offerings.

4Visual Communications Practice
Company Profile - Logitech / LifeSize & Videoconferencing
Company profile providing information and insight into LifeSize’s 
entrance into and impact on the videoconferencing space

Company Profile - Polycom & Videoconferencing
Company profile providing information and insight into Polycom’s 
activities within the space including its series of acquisitions, product 
offerings, recent happenings, and current challenges

http://wrplatinum.com/Content.aspx?CID=13483
http://wrplatinum.com/Content.aspx?CID=13484
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WRB:  Some of us have run into Grandstream at a few trade shows.  Briefly, what is 
the company about?

DL:  Grandstream is a designer and manufacturer that offers innovative IP voice and video 
communications products for the enterprise/SMB and residential markets. The product 
portfolios that we provide include IP phones, video phones, IAD/gateway, and IP video 
surveillance cameras with built-in SIP/VoIP capability. 

WRB:  What is your go-to-market strategy for voice and video phones?  Is it the same 
for both?

DL:  Our IP phones primarily target the enterprise/SMB market while the video phones 
target both the corporate and residential market. We sell these products through 
distribution channels as well as broadband telephone service providers. 

WRB:  The videophone market today is just emerging.   How do you think 
videophones will fare compared to software solutions running on tablets, 
smartphones, and computers?

DL:  Yes, the video phone market is still pretty green. Compared to software solutions 
running on tablets, smartphones and computers, which would be a partially competing 
technologies, desktop video phones will have their position and value in the market 
and will likely co-exist with video soft phones. From a user experience perspective, not 
everyone likes to use headsets or USB speakerphones that are required by video soft 
phones. Many people still prefer the convenience and privacy of picking up a handset 
to conduct a video call. It may also be a challenge to find and manage a solid video soft 
phone that will work consistently well across a variety of different mobile devices and 
with various PBX platforms. On the other hand, however, once they mature, I tend to think 
video soft phones may put some pressure on the high end segment of video phones 
market (e.g., those priced above $400+ retail) in the not distant future. 

WRB:  Do you think the videophone market will be mostly consumer or mostly 
business users?

DL:  I think it will be both. We are seeing increased use of desktop videoconferencing in 
the corporate market. We also see promising opportunities with service providers in some 
countries who are offering video calling services to their consumer subscribers. Many 
consumers are also buying our Skype-certified video phones through online distribution 
channels to conduct Skype calls with their friends and family. 

WRB:  Your website has lots of videophones.  What is the primary distinction 
between them; is it screen size or is it more?

DL:  The products vary in screen sizes, functionality, and price point, ranging from 4.3” TFT 
LCD to 5” analog LCD to 7” touch screen TFT LCD; from a pure and simple video phone 
for just making video calls to some powerful multimedia phones with integrated Web 
content and applications (such as music/video streaming, social networking, messaging, 
Skype, etc.).  Prices range from sub-$200 to $350. 

WRB:  Can you tell us anything about the videophone trials that have taken place in 
China in recent times?

DL:  Sure. We have been closely involved in a number of video phone trials in a few 
provinces with the top three carriers in China - China Telecom, China Mobile, China 
Unicom - since last year. The carriers are using the trials to collect feedback and study their 
service models. Their strategies seem to vary, with some focusing on residential markets 
while others are more interested in corporate users.  Some are conducting rounds of rigid 
certification testing with a phased plan for regional and national roll-out while others 
are taking a limited-trial-before-big-move approach. As of now, the top three carriers 

One on One with 
Grandstream CEO 
David Li
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have generally embraced IMS technology and at least two of them have completed or partially completed the migration to IMS 
infrastructure. The next step would be phased deployment of multimedia endpoints and integration of various service offerings (such 
as video telephony, advertisements, multimedia information service, entertainment, etc.) over the IMS platform. Video phone sales 
have helped fuel our high double-digit annual growth in China and we are very excited about the market opportunities there. 

WRB:  Voice and video over IP are huge potential markets for the future.  What do you think are Grandstream’s major 
challenges ahead.

DL:  The biggest challenge for me is to figure out how to grow much faster amid continued changes in the market. Technology is 
changing rapidly these days and so are people’s demands.  A key challenge for us is not just to keep up with but also try to foresee 
those changes (especially with what’s happening in the Internet space) and come up with innovative solutions in a timely fashion. 
Sometimes we are forced to disrupt our traditional way of thinking about product design and marketing and even the underlying 
business models.  Another challenge for us is, as always, execution. It is critical for us to stay focused while trying to grow beyond 
previous business boundaries. 

Summit in Boston Gathers the CSP Elite


