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Fog Lifting on
Virtual Clouds 
Yes I think you would agree, if I had a nickel for every time the 
word “cloud” appeared in any conferencing and collaboration 
vendor’s press release or road map presentation, I wouldn’t 
have to be writing this newsletter.  Cloud services, cloud 
computing, and virtualization have become the most 
bandied about terms since ‘web based.’  Just as we don’t hear 
about videoconferencing anymore, everything from web 
cams to tablets to three-screen studios is now “telepresence,” 
we don’t have computing or collaboration services anymore, 
we have instead “cloud computing” and “cloud-based 
services.”  

So, after being hit by four “cloud-centric” announcements in 
the past two weeks, I thought I’d take a step back and try to 
see through the marketing fog.

Cloud Computing:  According to a US National 
Institute of Standards and Technology definition published 
in October 2009, “Cloud computing is a model for enabling 
convenient, on-demand network access to a shared pool 
of configurable computing resources that can be rapidly 
provisioned and released with minimal management effort 
or service provider interaction.”  One of the best known 
examples today is the Amazon Elastic Compute Cloud known 
as Amazon EC2.  As you can imagine, the use of a public 
cloud means customers won’t be buying hardware, may 
not even be buying software, but instead will be paying for 

services as they are delivered.  Some have described cloud 
computing as moving to the utility model (like electricity, 
water, etc.) where you basically don’t pay anything up front, 
but pay for usage, and most important, don’t generally worry 
about capacity - the service is just there when you need it 
(assuming earthquakes, tornados, snowstorms, brownouts, 
and so forth aren’t an issue).  

Today’s cloud computing services are designed to scale up 
and down, on demand, and to allocate resources across 
an array of pre-constructed building blocks provided by 
the service provider - these blocks are generally known as 
“servers” and may be physical or virtual.  Also note:  a cloud 
computing resource could be a private or public cloud.

While the above definition is pretty clear and specific, the 
term “cloud computing” has been bastardized to the point 
that today is refers to anything that involves delivering 
hosted services over the Internet.  We used to call these just 
“hosted services” and they were 1) sold on a usage basis, 2)  
required no up-front hardware purchase, 3) managed totally 
by the service provider, and 4) generally were elastic.  The 
classic case was your hosted audio conferencing service.

According to a definition published by TechTarget, cloud 
computing has three categories:

• Infrastructure as a service (Iaas) provides virtual server 
instances (think Amazon).  

• Platform as a service (Paas) is a set of software and 
product development tools hosted in the cloud.  
Developers can create applications on the provider’s 
platform (think Google Apps).  

• Software as a service (SaaS) includes hardware, software, 
applications, and a user interface (think SalesForce).

Virtualization:  This is a totally different animal.  
Hardware virtualization involves creating a virtual machine 
that acts like a real computer with an operating system, 
memory, disk and an application.  The software that creates a 
virtual machine on the host hardware is called a hypervisor.  

The original x86 was designed to run a single OS and a 
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single application , leaving most machines underutilized.  
With today’s high performance CPU semiconductors, host 
computers are capable of running many virtual machines 
- which is where the efficiency and cost savings come in.  
In general, virtual machines today are compatible with all 
standard x86 computers; are totally isolated from other 
VMs running on the host; and run independently of the 
underlying physical hardware.  As you can imagine, your own 
IT department may be running virtual servers in your data 
center, or you might be using virtual servers somewhere in 
the cloud! 

Virtual Desktop:  In a Virtual Desktop Infrastructure 
(VDI) environment, an information worker uses a local device 
to access a remotely hosted “PC” running his operating 
system and applications,  The VDI user accesses his centrally-
located virtual machine (VM) which is actually running 
remotely on a server farm.  VDI faces special problems when 
it comes to real-time voice and video communications, but 
at least two vendors, Cisco and Avistar, have announced 
solutions for this computing strategy.  VDI has been covered 
in more depth in two Research Notes published by WR earlier 
in 2011.

With all that as a background, let’s look at recent events.

Vidyo Goes Virtual
Vidyo became the first company to announce 
videoconferencing infrastructure to be delivered on a virtual 
machine.  Because Vidyo’s videoconferencing client and 
video router, which also doubles as an MCU, are software 
based and run on x86 platforms (and others), Vidyo was 
well suited to institute a virtual solution.  I had a demo of 
the alpha version of the virtualization (see photo) and have 
to admit that the performance was stellar.  This session was 
actually running somewhere in the amazon cloud, so the 
demo covered both virtualization and cloud computing.  
Hat’s off to Vidyo here.

 

Here’s What I Think.  If you think about where this could 
go, combining Vidyo’s scalable video coding, their overall 
VidyoRouter-based architecture, and software virtualization 
with cloud, you have a capability that enables service 
providers (using their own cloud or a public cloud)  to offer 
unlimited multipoint scalability together with the other 
attributes (latency, rate matching, device support) in Vidyo’s 
arsenal.  In WR’s first report on SVC, published in November 
2009, our contributing consultant Seymour Friedel analyzed 
how x86 SVC solutions like Vidyo’s running on Amazon’s 
EC2 would drop the cost of a 50-way multipoint call by a 
factor of 10x. All you need is an endpoint software license. 
Combine this with no upfront infrastructure cost, little or no 
internal management requirements, decent performance, 
and you can see how video could go mainstream with cloud 
solutions.  

Blue Jeans Adds to
Virtual Service
If Vidyo is an example of software virtualization, Blue Jeans 
Network is the penultimate service virtualization.  Think of 
Blue Jeans as that meet-me-bridge (MCU) in the sky that 
enables a single videoconference to include H.323, Skype, 
Google, and PSTN audio callers.  Now the company has 
added Lync endpoints and will be the first service provider to 
demo Skype to Lync connections.  

We believe that the Blue Jeans service and technology is 
based on industry-standard hardware (x86) and a Unix 
platform, giving the development team an edge in two 
directions.  1) they can develop new interoperability 
capabilities very fast as evidenced by their performance to 
date; 2) the bridge is easily deployed on public and private 
clouds and can support an elastic capability model.
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Blue Jeans is a cloud-based service being offered directly as 
well as through some channel partners and service providers.  
As we went to press, Deutsche Telekom announced general 
availability of its VideoMeet service based on Blue Jeans. DT’s 
service is being offered at first in UK, Germany, and Austria; 
expansion elsewhere will be limited more by marketing and 
sales requirements than the technology.  

Here’s What I Think.  For many people, BJN represents 
the ultimate service and utility, since there could be 
absolutely nothing to buy up front, not even a client license 
if you are using Skype, and next to nothing if you are using 
Lync already.  For enterprises looking for B2B and B2C video 
communications, this has huge possibilities.  BJN customers 
might choose to federate with BJN and tell their partners 
to federate there also.  Who knows, stranger things have 
happened.  

Nefsis is Virtual
Nefsis announced a virtual architecture 
behind the company’s cloud-based 
video and collaboration tools.  Nefsis’ 
solution is based on virtualization and 

cloud computing technology according 
to the company’s own definitions.  Nefsis (once known as 
WiredRed) is a full-featured software-only application that 
uses a cloud-based architecture for load balancing, fail-over 
redundancy, and automated scalability but it is not cloud-
based computing based on the strict definition.  The solution 
supports both desktop and room videoconferencing 
systems.  The virtualization really refers to virtual conference 
rooms which the cloud service then determines on which 
server the meeting should be hosted. Like BlueJeans, Nefsis 
has multiple servers distributed in the Internet cloud.  Under 
the hood, the video coding for the desktop is proprietary 
and uses elements of scalable video coding to achieve some 
operating efficiencies.  

Avistar Goes Virtual
While being the first company 
to announce a VDI solution for 
videoconferencing (January 
2011), Avistar more recently 

demonstrated a virtualized all-software (tautology?) 
multiparty MCU (more tautology) at a Citrix customer event 
in Barcelona. Based on the same architecture as the Avistar 
C3 Integrator for Citrix solution, the Avistar C3 Conference 
solution is designed to provide a scalable, open and 
standards-based multiparty videoconferencing experience 
that can be fully virtualized within industry leading platforms 
such as Citrix XenServer.  

Polycom’s Cloud Strategy
Polycom’s Andy Miller, Mike Kourey, and Sudhakar 
Ramakrishna hosted an annual investor meeting November 
7.  WR attended the online session.  Like many in the old 
crowd, we’re finding we need a decoder ring to understand 
the Polycom marketing blitz.  Videoconferencing is no longer 
video, it is now UC.  Polycom’s consortium partners are now 
part of an ecosystem.  And Polycom’s video infrastructure 
product line, which morphed into the UC Intelligent 
Core over a year ago, has morphed again to the Polycom 
RealPresence Platform and is delivered from the cloud.  

When you get beyond the 
nomenclature, however, 
you find some cohesive 
and forward-looking 

strategy elements here.  Fundamentally it looks like Polycom 
is fighting a two-front war.  One the Western front they have 
“their biggest competitor” who is likely to provide an end-
to-end unified communications, video, collaboration, and 
network solution.  Polycom’s alliance with Microsoft, the 
UCIF, the OVCC and others appears focused on blunting this 
attack.  Count how many times they say open, interoperable, 
and standards-based.  

On the much feared Eastern front, Polycom faces a small 
army of startups like Vidyo, Blue Jeans, and Nefsis - and 
the advent of HD-quality video in web conferencing with 
Citrix Online’s HDFaces leading the charge.  These forces 
could change the collaboration and videoconferencing 
game entirely, making the current industry leaders look like 
dinosaurs in short order.  The eastern front would appear to 
be where Polycom’s cloud strategy is aimed.  As they say - the 
best defense is a good offense.  The first step is to separate 
hardware from software - hence it appears that Polycom’s 
infrastructure strategy, encapsulated in RealPresence, is to 
separate form from function, move as much as possible to 
software, and let that software run on multiple platforms.  
The second step would be to allow Polycom customers 
to offer RealPresence software as a cloud service.  A third 
step, which has clearly not been missed by Polycom’s 
management team, is to integrate RealPresence with social 
and web services.

Here’s What I Think:  When videoconferencing 
demand explodes, it will be at the personal level - laptops, 
tablets, smartphones - not in the room systems market 
where Polycom currently derives the vast majority of 
its revenues.  So, the future is likely to revolve around 
infrastructure products and services and cloud-based 
delivery models.  And future videoconferencing clients will 
be free or near-free.  Polycom knows this, and management 
appears to be gearing up for the next set of challenges.  
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News in Brief
• SPIRIT DSP announced today that Huawei has extended 

its license with SPIRIT for wideband Mobile VoIP (voice 
over IP) and video calling.  Huawei has licensed SPIRIT’s 
TeamSpirit Voice&Video Engine Mobile.    

• Pittsburgh-based RoData, stymied by the failure of 
the local professional baseball team, announced its 
certification as a member of Cisco’s inaugural “AV 
Integrators Accreditation System”, a unique search engine 
provided by Cisco.com to highlight the preferred Cisco 
accredited integrators around the globe.

• Surprise:  Stampede, the distributor that acquired 
Spire Global this year, has been named  the exclusive 
distributor of the Sony videoconferencing line in Canada.  
Stampede has also introduced a Sony videoconferencing 
leasing program starting at about $100/month.

• MeetingZone has “joined forces” with Unified 
Communications Sweden AB.  This apparently is a 
phrase borrowed from the Tudor times in 16th century 
England.  Today we would likely say “acquired.”

• Providea and Regis are now offering public telepresence 
rooms to their customer bases.  This is a multiyear 
agreement announced last summer whereby Providea 
provides ClearVideo Conferencing Services, Managed 
Video Services, 24/7 Help Desk Support and connection 
to Providea’s Universal Connectivity platform to support 
Regus’ HD video conferencing systems at locations across 
the US and Canada.

8x8 Enables AT&T
Mobile Users
8x8 has developed and operates a VoIP service dubbed 
AT&T Call International for AT&T smartphone customers who 
wish to make calls from the US to international numbers.  
For calling back home while traveling in Europe, customers 
can use the app when connected over WiFi.  The free app 
(Android Market, BlackBerry AppWorld) provides step-by-
step instructions to establish an AT&T Call International 
account. Once established, customers can immediately 
make international calls through the app by either dialing 
directly or by accessing their existing contacts list. All calls are 
billed directly to the customer’s credit card.  An interesting 
development for AT&T wireless customers, but as Brent 
Kelly points out, 8x8 just created the app, it doesn’t get 
the recurring long distance revenue as far as we know.  In 
addition, Skype’s app for mobile devices costs ½ of AT&T’s 
plan, and Vonage has an app where you can use your phone 
(any phone) to call at Vonage’s rates. Calls to many land lines 
in Europe are free.  In any case, you still use your mobile 
plan minutes for all of the above.  Indeed, we live in very 
interesting times in the communications space.

Wainhouse Research 
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Coming to Amsterdam
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Details   |   Register
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WRB:  So what’s new at The Whitlock Group? 

JP:  Well, firstly the name. Our new brand identity hit this year, and we dropped 
“the” and “group” to become just Whitlock. We have a bold new website, www.
whitlock.com, and a new tag line “Share it with the World”. 

WRB: What exactly are you sharing with the World?

JP:  Well the “it” refers to our customers’ ideas, knowledge and conversations and 
pretty much anything that can be presented in a digital media format. We are now 
in a “visual” world where customers want to see, touch and interact in real-time. 
We can no longer just sell kit and leave our customers to figure it out on their own; 
the rate of technology change is just too rapid. Our role is evolving to be that of 
advisor, planner, implementer and service provider. So, I guess that’s new for us, 
and our industry too. 

WRB:   Tell me more, how exactly have you changed, what are you doing this 
year, you weren’t doing last?

JP:  Well for starters we’re growing three times faster than we did last year, 
so whatever it is, customers are buying it. In essence, we have become less 
transactional and more relationship focused. Whereas previously we might be 
asked to quote for a project, do the work and then move on to the next project, 
we are now involved at the concept and design phase with the customer and their 
consultant, we recommend standards, design technology and service integration, 
deployment, training, on-site managed services, remote management and life-
cycle maintenance. We are going broader and deeper with our customers than 
ever before and not only nationally but globally too.

WRB:  Oh yes, we discussed the Global Presence Alliance (GPA) after it was 
formed back in 2008, how’s it going?

JP:  It’s been an amazing journey, and we’ve only just seen the tip of the iceberg. 
We helped to form the GPA with Impact in the UK because our customers were 
desperate for someone to help drive standards and global service delivery for 

One on One with 
Julian Phillips, 
VP at AV Integrator 
Whitlock.
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Introducing one of the WR Bulletin Sponsors
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AV. We now have 16 members covering most of the major 
business hubs around the World and have been signing global 
contracts with major brand names in energy, technology, 
banking and pharmaceuticals. 

Although the GPA is an organization of independent AV 
integrators around the World, it’s incredible to see what 
happens when we collaborate to deliver solutions for our 
customers. We have also developed unique software AVSM 
(Audio Visual Service Manager), which provides global 
ticketing, service dispatch, asset management and integration 
into RoomView and RMS, this is the kind of thing that 
differentiates us from our competitors and delivers new value 
to our customers.

WRB:  So what about AV/IT convergence, are we there yet?

JP:  You know I recently attended the InfoComm 100 event in 
September in sunny Portland, where the major theme was 
AV / IT convergence and we were asking exactly the same 
question. Guess what? We all agreed that it’s been and gone. 
Our customers don’t talk to us about AV, VTC, IT, Unified 
Communications and networks anymore, they don’t put us 
into buckets; what they want to know is this: do we understand 
their business and their challenges, and can we help them 
to move forward faster and more efficiently than their 
competitors. They trust us to deliver on our promises and stick 
with them in good times and bad. If we come up trumps on 
those questions, they expect us to figure out the technology 
and make sure it works on their network and deliver service at 
fair value. So, is that convergence?  I guess it is.

WRB:  What’s with this Cisco Preferred Solutions Provider 
mumbo jumbo award? 

JP:  Our AV integration focus and existing commitment to 
industry best practices helped us accelerate the on-boarding 
process with the new Cisco program, although the Cisco 
requirements were no small task.  The Preferred Solution 
Provider is the highest attainable level for the CDN program 
and Cisco required strict compliance.  When you combine this 
Preferred Solution Provider status along with our existing Cisco 
TelePresence Masters ATP and Digital Media Suite credentials, 
it provides a compelling value proposition for customers who 
demand innovation, quality and the highest levels of technical 
support for a full solution.     

WRB:  Why is AV integration important to TelePresence 
customers?
 
JP:  We are frequently asked to supply AV integration to 
complement a Telepresence deployment.  Our customers 
tell us that they want global solutions, quality, and support 
standards for all AV technologies, not just videoconferencing 
and TelePresence.  We serve as trusted advisors to help 
customers select the right global communications strategy, 
brand standards, products, and services to support their 
unique set of requirements. 

WRB:   I’m confused.  Are you talking about AV integration 
in the non-telepresence rooms?  Seems the telepresence 
suites from Cisco and Polycom are pretty complete and 
require you to put them together on-site.  This sounds 
more like “assembly” than integration.  What am I missing?

JP:  Andrew – you’re not missing anything.  The point that 
I was trying to make is that customers want us to deliver a 
services and a customer experience and ensure that all of their 
technology delivers value. So yes, the high-end Telepresence 
suites tend to be self-contained units, both a lot of the portfolio 
from both Polycom and Cisco needs to be integrated into 
large board rooms, specialist collaboration spaces etc…and 
that requires AV integration. It’s the reason why we are an 
approved ATX provider by Polycom and were certified by Cisco 
as the first ATP Master to be accredited for AV integration. 
Our customers want a solution and service provider that can 
do it all, and this where we add value over and above an IT / 
Telecoms provider who just sells VC and Telepresence units.

WRB:  What does Whitlock see as the top trends in the AV 
industry?

JP:  Everything visual, everything mobile, lots of things 
cloud, more things as services, speed of change and the 
rapid maturing of this wonderful industry. Some technology 
specifics are the obvious ones mentioned above: TelePresence 
and videoconferencing, networked digital media and control 
systems.

WRB:  So what keeps you up at night?

JP:  Well as you know, I moved my family over from the UK to 
Philadelphia and joined the executive team at Whitlock a year 
ago, and despite all that change, I sleep very soundly at night. 
But on occasions, I will bolt upright at 3.00am in the morning 
worried about how we can grow our infrastructure quickly 
enough and hire the best people we can fast enough. When 
I was at Dell in the early 90’s, I remember Michael Dell being 
asked by a journalist, “what’s going to stop Dell from growing 
as fast as it is?” and he said, “Infrastructure and people.” We’re no 
Dell, but it’s the same story. The one thing I don’t worry about 
is opportunity, there’s plenty of that out there right now, and 
given what’s going on in the global economy right now, that’s 
truly fantastic.
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