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both GoToMeeting and Citrix ShareFile, as well as 
integrations with Evernote, Google Drive, Microsoft 
SkyDrive and SugarSync.  This list expands a group that 
previously included Box, Dropbox, and Google Docs, 
and thus Citrix can defend the claim that the service 
now supports all major cloud file and document sharing 
services.  As the company put it in its PR, this is “further 
empowering distributed and mobile teams to work and 
collaborate more effectively and socially in the new 
Cloud Era.”  Podio will maintain a presence in its home 
city, Copenhagen, as well as in San Francisco — but who 
cares; it’s all about the work, not the office.

Besides the Podio-related announcements, 
videoconferencing vendor Avistar announced and 
demonstrated at Synergy its virtual visual conferencing 
solution that runs within a Citrix XenServer environment 
and on Microsoft Lync.  The Avistar solution supports 
both room-based H.264 and Microsoft Lync-based 
RT media streams, enabling clients and partners to 
design a scalable, economical interoperability strategy 

Almost 7,000 vendors and users (and a few analysts, 
including WR) attended the Citrix Synergy event two 
weeks ago in San Francisco, where Citrix made almost a 
dozen announcements. Citrix has been busy enhancing 
its virtualization / cloud computing offerings and 
collaboration services — and appears to be uniting more 
seamlessly what at one time appeared (to the outside 
eye) to be two somewhat disparate organizations.  As 
CEO Mark Templeton put it in his keynote, “the exceptions 
of the PC era are the new assumptions of the cloud era 
— ” in essence flipping places with prior assumptions.  
Those former assumptions that related to provisioning 
technology for knowledge workers (wired, premises-
based, monolithic, and needing suites of applications) 
have been replaced by a new set of assumptions: workers 
need “mobility, the personal, wireless, cloud, microcentric 
tech, and app stores.”  To that end we’re seeing more 
collaboration capabilities landing within the hands of 
the virtualization folks, and an even greater focus on the 
cloud on the collaborative side of the house.  

Focusing on specific announcements, on May 9 Citrix 
unveiled its recently-acquired team-based collaboration 
platform, Citrix Podio.  The freemium-modeled Podio is a 
cloud service that supports individuals and teams getting 
work done in a social setting, built around the concept 
of user-built, “shareable” apps that add structure and 
activity streams to any type of work and collaboration.  
The workspace is the core of the Podio work platform, 
and in the sample workspace shown here, one can move 
between activity stream, a message inbox, contacts who 
share a particular workspace, a calendar, and a task list.  

Podio co-founder / CEO Tommy Ahlers showed off the 
service during Templeton’s keynote, announcing what 
was an essential initial move, Podio integration with 
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between their conference 
room video solutions and 
their RT endpoints. This is 
achieved by seamlessly and 
simultaneously processing 
media streams between 
H.264 and RT endpoints. In 
addition to these processing 
capabilities, the Avistar 
solution enhances the Lync 
user experience by providing continuous presence, multi-
party layouts within the client itself.

Finally, in more recent news today, Citrix has announced 
it is going “upmarket” with a white glove webcasting 
service called GoToWebinar Premier Event.  This service 
supports large-scale web events that need to exceed 
GoToWebinar’s maximum of 1,000 attendees, with 
support for browser-based events delivered to up to 
20,000 attendees. The service includes attendant support, 
streaming audio and video with optional telephony 
integration, recording and distribution (storage terms are 
for 12 months), interactive tools like Q&A’s and polling, 
and custom registration and branding options.  The 
service is priced on a pay-per-event or package pricing 
basis.

What Alan Thinks:  I’ll take these three topics in order.  

Number 1.  Citrix is taking a risk 
with Podio, but it’s a risk with more 
likely upside than not.  When I think 
about some of the team workspace products to which 
my partner Andy Nilssen, who covers this space closely, 
has introduced me to in the past year, I find Podio has 

something many of the others do not: a portability and 
likelihood of going viral that is the exception, not the rule.  
Podio doesn’t care if you leave your five to six figure job to 
go start your own company, or if you are inside or outside 
an enterprise.  If you leave a company you might lose 
access to the company work projects and workspaces, 
but anything else you have worked on outside of 
company intellectual property travels with you.  (Hmm, 
maybe Podio needs to get into the U.S. health insurance 
business.)  Beyond that point about portability, we’ve 
taken a test drive and found it fast and efficient.  The 
example Tommy provided during Templeton’s keynote 
surrounded facility planning, whereby individuals from 
within and outside an organization can work together 
within their shared workspace to look at buildings, plans, 
designs, and the like.  With apps made for structuring 
data and creating workflow, anyone (without any IT 
skills) can build their own application inside of Podio (or 
draw upon applications built by others in the app store).  
Think of creating a different way of interacting with data, 
sorting the data as well as or better than one could in 
Excel while also having a platform for collaboration.  And 
think about killing the email attachment; how often have 
you gone to search for an email with a needed attachment 
when you’d have preferred to find it in one shared location?  
The possible downside is that a portion (the very 
smallest) of Citrix’s traditional SMB market for its “GoTo” 
suite of products could care less — or that Citrix is just 
too early to the game in acquiring and integrating Podio.  
But that downside is minimal and we think the timing 
is right.  And note: Citrix appears to be getting better 
at cross-selling the virtualization line of products and 
services with the collaboration services.  They timed it 
pretty well.

Ahlers got a big round of applause at Synergy with a 
demo that showed how easy it is to view a meeting 
agenda, see the files needed, and just click on a link to 
start the meeting.  (Note that the service’s residence in 
the cloud is likely to help it become viral.)  The plan is to 
go deeper into businesses, by building hooks between 
Podio and the Citrix Receiver team.  In theory one should 
be able to be inside a workspace and see the XenApp 
applications to which one has access, work on files, and 
see those files automatically shared with others who have 
access to the update.  Podio is free for the first five users 
and then costs $8 per user per month ($96 per year).  
Missing is the ability to access recorded GoToMeeting 
sessions, as for now Podio is focusing on getting real-time 
tools (commenting, editing and apps) into the service.

Podio’s Co-Founders Jon Froda and Tommy Ahlers (left and right) 
and WR’s Greenberg

Citrix is taking a 
risk with Podio, 
but it’s a risk with 
more upside 
than not.  

https://company.podio.com/
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Number 2.  Better to come from my colleague Ira 
Weinstein: “The Avistar solution will support businesses 
that are looking to provide a more immersive continuous 
presence multiparty videoconferencing experience to 
their Lync users, while providing an economical, scalable 
and software-based RT / H.264 interoperability solution 
between their Lync platform and videoconferencing 
room deployments.”  We note that Citrix touts its ever-
deepening relationship with Microsoft, and now Cisco, 
and the Avistar announcement reflects Citrix’s ability to 
partner to help drive innovation.

Number 3.  Citrix is somewhat “late to the game” with 
GoToWebinar Premier Event, as there are plenty of 
webcasting services available from both large and small 
service providers (ACT, InterCall, ON24, WebEx, many 
others).  In many respects offering Premier Event is simply 
an opportunistic move to support customers needing 
occasional or frequent large events, such as all-hands-on-
deck company meetings, or large online announcements.  
As such, it defends turf and keeps GoToMeeting / 
GoToWebinar customers “in the family,” as it were.  And it 
is priced competitively, though not so aggressively as to 
undercut the rest of the industry.

Layered Partnering at Vidyo 
Andrew W. Davis, andrewwd@wainhouse.com 

Vidyo, which brought you layered media known as 
scalable video coding (SVC) and a layer switching 
architecture, has shown itself to be adept at layered 
partnering.  In just the past few weeks the company has 
announced three interesting partnerships in two totally 
different directions. Two weeks ago we mentioned 
that Vidyo announced a deal with Philips under which 
Philips will basically embed Vidyo’s videoconferencing 
technology into a variety of medical devices and 
solutions from the company’s Philips Healthcare business 
unit, and we mentioned its deal with AMD Global 
Telemedicine.  These relationships of course are possible 
because Vidyo’s Adaptive Video Layering Technology is an 
all-software solution.  

This week Vidyo announced a different type of 
partnership.  Juniper Networks, through its Junos 
Innovation Fund, is making a strategic investment in the 
company, bringing Vidyo’s total capital raised so far to $97 
million.  The amount of money being invested by Junos 
isn’t that large, but the implications and possibilities are 
huge.  

What Andrew Thinks:  While no product 
announcements were included in the news release, it is 
likely that the two companies will work towards a future 
where Vidyo’s videoconferencing software and APIs 
are integrated into the Junos Operating System.  We’ve 
heard the term “network aware applications” before; 
this could be the next incarnation where Juniper-based 
networks become optimized for scalable video-based 
videoconferencing.  Any developments that will make 
real-time video and IP networks more compatible will be 
welcomed by all.

We’ve said this for a long time:  videoconferencing is 
morphing from being a stand-alone application to 
being a feature added to something else.   Software 
solutions are the enabling technology for this.  Unified 
communications (think Lync) is the most common 
substantiation of this argument, but these examples 
from Vidyo’s partnerships are equally valid, yet different.  
In the Philips case as an example, we’ll see video 
being embedded into high-level patient monitoring 
applications for hospital intensive care units.  In the 
Juniper case we have video-enabling technology being 
embedded (potentially) into the bowels of networking 
infrastructure.  Both point the way to the day when visual 
communications become truly ubiquitous.   And both 
point back to the importance of software as a solution.

Polycom Sells Its Enterprise 
Wireless Voice Solutions 
Business 
Alan Greenberg 

On May 10 Polycom announced the intent to divest 
its enterprise wireless voice solutions business for 
approximately $110 million.  Sun Capital Partners 
Affiliate is the buyer and the deal is expected to close in 
Q3 2012.

What Alan Thinks:  
Those of you involved 
in the industry in 2007 
may remember that 
Polycom acquired 
SpectraLink for 
$220M.  Polycom 
had a large portfolio 
of VoIP phones and 
SpectraLink offered a 

SpectraLink handset and base

mailto:andrewwd%40wainhouse.com?subject=
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portfolio of wireless VOIP Wi-Fi (IEEE 802.11) handsets. 
The idea was simple: combine the two and provide an 
end-to-end VOIP solution, use SpectraLink’s strength 
with key vertical markets such as retail, hospitality, and 
healthcare to get Polycom in more vertical deals, and 
strengthen partner relationships with Avaya, Alcatel, 
Cisco, and Nortel.  (At the time) all of these were OEMing 
SpectraLink Wi-Fi handsets for their respective PBX and 
IP-PBX solutions.  Another goal was to leverage Polycom’s 
relationships with Microsoft, IBM, and others, to open 
new markets for SpectraLink’s handsets. 

Polycom put the SIP stack developed for VoIP phones into 
several new Wi-Fi phone models. Since the SIP stack was 
tested for interoperability with dozens of IP-PBX partners, 
this made the new Wi-Fi handsets instantly interoperable.  
SIP handsets got some UC features; however, they never 
matched the features of the old Nortel-developed 
UNIStem handset protocol that was designed to support 
specific (IP) PBX vendors and the requirements of specific 
verticals (healthcare being the most important one). 
Moreover, with the increasing penetration of mobile 
phones in the office environment, the need for a general-
purpose Wi-Fi phone remained very limited. 

An even bigger problem was the integration of little 
known Kirk Telecom, which SpectraLink acquired in 2006, 
one year before Polycom acquired them.  Kirk is based 
in Denmark and its portfolio is entirely Digital Enhanced 
Cordless Telecommunications (DECT)-based.  Large DECT 

wireless networks are popular with European companies 
(especially manufacturing), but there are almost no 
deployments in North America.  The result was that 
Kirk continued to operate as a “quasi” independent unit 
within Polycom, with no real synergies to the rest of the 
business. 

As a result, Polycom’s decision to sell its wireless business 
comes as no surprise — it’s the right move. The price tag 
is disappointing, since Polycom made approximately 
$110M (in 2012 dollars) on an investment of $220M (in 
2007 dollars).  The company indicates it intends to use 
about $104M of the sales proceeds to increase the size 
of its stock buyback program.  See what my colleague 
Andrew Davis has to say in his Soapbox later this issue 
about what might have contributed to Polycom’s move.

Streaming Media East 
Update
Steve Vonder Haar, svonder@wainhouse.com 

In the online world, 
there’s a new way 
to build a video 
mousetrap.  Vendors 
in the enterprise streaming space typically point to the 
Streaming Media East show, which took place last week in 
New York, as a venue for unveiling their springtime wave 

Introducing one of the WR Bulletin Sponsors

8x8, Inc. (NASDAQ: EGHT) offers cloud based voice, video and 
mobile unified communications services that enable businesses 
to collaborate from any location using IP phones, PCs, video 
conferencing systems, smart phones and tablets. Nearly 30,000 
businesses, including SMBs, distributed enterprises and government 
agencies, rely on 8x8 to monitor and manage their mission critical 
business communications functions.  8x8 has been delivering cloud 
services since 2002 and has garnered a reputation for technological 
excellence and outstanding reliability, backed by a commitment to 
exceptional customer support. 

For additional information, visit www.8x8.com
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of new product features.  And certainly this year was no 
different.  That said, the nature of product innovation 
at this year’s Streaming Media East was quite different 
from the past and may tell us a lot about the ongoing 
evolution in the technology used to enable webcasting in 
the business sector. 

At past Streaming Media conferences, many vendors 
pitched product stories in which they positioned 
themselves as providers of “end-to-end” software 
platforms managing every aspect of the webcasting 
distribution process, integrating content capture, 
encoding, content management and distribution into 
one tidy integrated package. 
 
This type of simplicity has great appeal in the business 
market. Even if a vendor needed to incorporate 
technology developed by outside partners, it delivers 
great value to its customers by bringing everything 
together in a single offering that handles each step of 
the webcasting process — from creating the content  to 
managing the distribution network. 

At this year’s event, however, 
the main story was the 
rollout of point solutions 
addressing narrow, specific 
tasks within the larger video workflow.  TalkPoint with 
its new “Convey” solution and Ignite with its “Ignite Live” 
introduction, for instance, both unveiled low-cost hosted 
solutions for enabling the capture of live business events. 
Telestream also introduced an extension to its Wirecast 
video production software, making it more useful in live 
webcasting.  Meanwhile, VBrick unveiled significant 
enhancements for capturing rich-media content at the 
desktop. Sorenson Media touted accelerated encoding 
capabilities with the roll-out of the 8.5 version of its 
flagship Sorenson Squeeze product line. Both MixMoov 
and WeVideo unveiled advances for their hosted 
solutions for video editing while KnowledgeVision 
touted enhanced viewer analytics available to users of its 
webcasting capture software.

Limelight was the about the only vendor at the show 
to freshly embrace the “end-to-end” concept with the 
introduction of its “Limelight Orchestra” line. Even with 
this, however, the content distribution network appears 
to be focusing on enabling the production, management 
and delivery of marketing-related video, making the 
offering a platform that targets only a slice of the overall 
business webcasting market.

What Steve Thinks:   The rise of the cloud is having a 
tangible effect on product development in the enterprise 
streaming sector. Hosted offerings can profitably target 
thinner slices of the market than all-encompassing, 
on-premise end-to-end platforms. That sets the stage 
for a new era of best-of-breed development of SaaS 
solutions targeting specific 
challenges associated with 
producing and distributing 
business webcast content: 
One solution delivers 
world-class capabilities 
for capturing live video, 
another delivers superior 
encoding, yet another offers 
cost-effective video editing. 
Over time, developers of 
end-to-end, on-premise 
solutions that support each 
of these feature categories 
will encounter difficulties in 
matching the innovation of 
the targeted SaaS providers.

Certainly, integrated on-
premise solutions will 
not fade away. Indeed, large corporate users placing a 
premium on security and reliability will not abandon 
established on-premise approaches that enable 
webcasting. In many cases, though, the preference for 
integrated on-premise platforms will come at a price. 
Ultimately, hosted offerings will offer more cost-effective 
feature enhancements that customers can roll out rapidly. 
Those that stick with on-premise may not have access 
to this innovation.  How soon this trend significantly 
impacts enterprise streaming technology purchase 
decisions will depend on the trajectory of development 
for hosted video solutions. Significant challenges remain 
for SaaS vendors, and how they build their offerings will 
have a significant impact on the evolution of enterprise 
streaming product developments. Point solutions cannot 

WR & UC+C Analyst Appearances & Events

10 July, New Orleans  Alan D. Greenberg, Blackboard 
Collaborate Connections Summit 2012

17-18 July 2012 
Philadelphia

WR Collaboration Summit, Doubletree 
by Hilton Hotel.

9 October, 2012
Boston

WR CSP Summit, Hotel Commonwealth

28-29 November 2012, 
Singapore

WR UC&C Summit, Conrad Centennial

Over time, 
developers of 
end-to-end, 
on-premise 
solutions that 
support each 
of these feature 
categories will 
encounter 
difficulties in 
matching the 
innovation of the 
targeted SaaS 
providers.
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exist in a vacuum. To succeed, they must plug into a larger 
technology framework that delivers an integrated end-
to-end deployment experience for corporate customers.  
Expect it to take several years for developers of hosted 
solutions to develop both the business partnerships and 
solution integration that will be needed to package these 
SaaS offerings together in a viable bundle.  Nevertheless, 
the race for building a new type of streaming mousetrap 
for the enterprise has begun. 

News in Brief
• SMART Technologies posted a fourth-quarter loss of 

$2.7 million, or 2 cents per share, compared with a net 
profit of $7.6 million, or 6 cents per share, in the same 
quarter the prior year.  Revenue fell 11.5 percent to 
$148 million, as the company sold 81,716 interactive 
whiteboards and display units.

• Onstream reported revenues of $4.7 million for its 
fiscal second quarter of 2011, which ended March 
31, 2012.  The company’s net loss for the quarter was 
approximately $721,000.

•  8x8 Inc. reported first 
quarter 2012 revenue of 
$24.2 million, an increase of 
33% over the same quarter 
in 2011, and that revenue from business customers 
accounted for 22.8 million.  Most pleasing to its 
management surely was that average monthly 
revenue and number of services per business 
customer were up from the same period in 2011.  And 
total revenue for its fiscal 2012 was $85.8 million, up 
22% over its fiscal 2011.

•  Radisys reported first quarter 2012 revenue of $75.5 
million.  ATCA and software & solutions revenue were 
$49.7 million, up 60% year over year. Its first quarter 
GAAP net loss was $4.8 million, or 18 cents per share.

• Hamburg, Germany-based DEKOM AG is 
launching a series of new managed services for 
videoconferencing, called DEKOM UC.  DEKOM UC 
consists of a comprehensive range of services like 
mobile, cloud-based video communication, MCU 
access to virtual meeting rooms, and individual on-
premise solutions. DEKOM UC can be booked turnkey 
or individually according to different network levels, 
with four flavors: 1) infrastructure and virtual meeting 
rooms; 2) videoconferencing endpoints and clients; 
3) the ability to connect devices and infrastructure; 
and 4) UC.Complete, which is a fully managed service 

including infrastructure, hardware, support, and 
more.

• Blue Jeans Network has 
announced its integration 
with Microsoft Outlook.  
This is part of its ongoing effort to extend self-serve 
videoconferencing to every desktop across the 
enterprise.  The new integration is meant to provide 
a “frictionless” (their word, not ours) solution for 
scheduling Blue Jeans meetings to the estimated 500 
million accounts worldwide using Outlook for email 
and calendaring within the enterprise.

• LifeSize has 
announced its all-
in-one (integrated) 
Unity Series, and 
the first two models 
in the family, the 
LifeSize Unity 50 and 
LifeSize Unity 500.  
The Unity 50 is an HD 
720p, 30fps tabletop 
or wall-mounted 
solution aimed at 
executive offices, 
small workspaces 
and home offices. It 
has a 24” LED display 
with high-output 
speakers built in, and requires just two cables for 
plug-and-play setup.  The Unity 500 is an HD 1080p, 
30 fps turnkey product with a 40” LED display and 
a professional studio-grade speaker built in. It is 
targeted at executive offices and small meeting 
rooms.  Both models are available now.  The Unity 
50 starts at approximately $3,999 and the Unity 500 
starts at approximately $19,999 MSRP. 

• Oslo-based CeeLab has opened an office in New 
Delhi, India, which will manage its business in India 
and southeastern Asia.  

LifeSize Unity 500

Have friends? Want to make more 
friends? Forward this issue of the 
WR Bulletin and encourage them 
to read it and subscribe. Anyone 
can sign up for a free subscription at  
www.wainhouse.com/mail.
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Though we’re counting on everyone staying 
healthy for the Summit in July, Warren Harmon 
(Head of Section) & Bill Wimsett (Project Man-
ager), Media Support Services, Mayo Clinic will 
provide guidance on managing the challenge 
of supporting physicians, educators, and admin-
istrators.  So it’s time to think about registering, 
as the clock is counting down to the start of our 
twelfth annual Collaboration Summit, returning 
to the Philadelphia Doubletree Center City on 
July 17-18.  We’ll have presentations from major 
enterprises like CareCore National, 
Pfizer, Internet2, Ontario Telemedi-
cine Network, and others that are 
using collaborative solutions in in-
novative ways to make a difference 
in their organizations. In addition, 
we’ll have Wainhouse Research analysts Davis 
on enterprise IP communications and health-
care, Greenberg on mobility, Haskins on UC, 
Karapetkov on the cloud, Nilssen on personal 
web-based conferencing, and Vonder Haar on 
streaming.  Attend, rub elbows, schmooze, and 
learn.  Be sure to keep up with the latest devel-
opments on our website.  For more information, 
contact the Event Director, Richard Norris, or for 
sponsorship opportunities (very few remaining), 
please contact our sales team.

17-18 JULY 2012

WR Collaboration Summit Bringing 
the Mayo Clinic to Philadelphia

            WAINHOUSE RESEARCH

COLLABORATION
SUMMIT 2012
Philadelphia

 

Our 2012 Gold Sponsors

WEDNESDAY, JULY 18TH
KEYNOTE: Mayo Clinic’s Video Challenge:
200 Million Patients by 2020! 

For over 25 years, 
Mayo Clinic has 
nurtured an evolving 
videoconference 
network that 
provides daily 
operational support 
for physicians, 
educators, and 
administrators across 
all Mayo locations. 
The challenges are many, including meeting strategic 
business demands, ever-changing needs from staff, additional 
endpoints, and the need to replace hardware systems 
and deliver more complex content. If those were the only 
challenges, Mayo Clinic Media Support Services staff would 
be content. Our newest challenge — supporting Mayo 
Leadership’s vision of reaching 200 million patients by the year 
2020 — will have much to do with the delivery of video across 
the Enterprise and the world! This presentation will discuss 
strategic partnerships and initiatives, and review the many daily 
challenges inherent in attempting to meet this ambitious goal.

Warren Harmon, 
Head of Section, 

Mayo Clinic

Bill Wimsett,  
Project Manager, 

Mayo Clinic

http://wainhouse.com/events.php?sec=34&opt=upcoming&event=488&sub=register
http://wainhouse.com/events.php?sec=34&opt=upcoming&event=488
mailto:richard%40wainhouse.com?subject=
mailto:salesteam%40wainhouse.com?subject=


PAGE 8Volume 13 Issue #12 22-May-12

in certain markets.  These affect Polycom and all its 
competitors.  We were waiting to hear from Polycom’s 
biggest competitor before commenting, and now we 
have.  Cisco reported results May 9 of quarterly revenues 
of $11.6 billion, up 7% annually.  Total product revenue 
was up 5%.  But, collaboration revenues, which include 
many bits and pieces for Cisco, and which are still only a 
small piece of the overall revenue pie for Cisco, were flat.  
Color Mr. Chambers unhappy.  

Here’s how we think the videoconferencing piece shaped 
up for the two leading vendors in this space during Q1-
2012.

Note:  Cisco’s quarter of a year ago was a real down 
period, making some of the annual comparisons better 
than they would otherwise be.

Indeed, there are many negative numbers in the growth 
statistics here.  Several potential explanations exist, 
including the Euro crisis, political stalemates in parts of 
Europe as well as the USA, slowing growth in China and 
India, the shift to software solutions rather than hardware, 
movement to the cloud, interest in tablet-based 
videoconferencing instead of room systems, introduction 
of HD videoconferencing in web conferencing and UC 
offerings, and so on.  We’re still waiting to hear from 
several more vendors, including our China-based friends, 
before we can calculate the total worldwide market for 
Q1-2012 in our SpotCheck report.  Meanwhile, we recall 
the immortal words of Phineas T. Bluster, “it’s always 
darkest just before total disaster.”

People & Places
• CeeLab, Ravi Bhatnagar, Sales Manager India & 

Southeast Asia; Pascal Dussiau, VP Sales for France, 
Middle East, & Africa 

• SMART Technologies, Tom Hodson, Interim President 
& CEO; David Martin, Chairman; Nancy Knowlton, 
Vice Chair

RADVISION Q1-2012
Andrew W. Davis

In what appears to be its last quarter as a publicly traded 
company, RADVISION reported Q1 revenues of $17.4 
million, down from the $20.7 million of Q1-2011 but 
better than many analysts had predicted.  

The company did not host an earnings call, so several 
of the typical metrics such as geographic data were not 
released.  RADVISION and Avaya expect to close the 
acquisition sometime during Q2-2012.  The integration of 
RADVISION’s video endpoints and infrastructure together 
with its IP video technology will provide Avaya with a 
more complete UC story and strengthen its position 
relative to Cisco, but we suspect the integration process 
won’t be completed overnight. 

WR Soapbox: A Tale of Two 
“Pities”
Andrew W. Davis 

Could the end be near for the videoconferencing world as 
we know it?

Several weeks ago Polycom reported on its Q1 financial 
results and the results weren’t pretty.  The stock was 
hammered.  While executive management there remains 
optimistic about its future prospects, confident in its 
current product line’s competitiveness, and strident about 
its future plans to take video to the cloud (like everyone 
else on planet earth), there must be some concern 
about the global economy and the potential meltdown 

RVSN Q1-11 Q4-11 Q1-12 Sequential 
Growth

Annual 
Growth

Products $15.9 $18.1 $15.2 -16.0% -4.4%

Technology $4.8 $3.7 $2.2 -40.5% -54.2%

Total $20.7 $21.8 $17.4 -20.2% -15.9%

NA $8.1 $8.7 NA NA NA

EMEA $5.6 $7.8 NA NA NA

Asia $7.1 $5.2 NA NA NA

Op Inc. ($3.53) ($4.40) ($7.50) NA% NA

Infrastructure $10.7 $11.4 $9.6 -16.0% -9.9%

Endpoints $5.2 $6.7 $5.6 -16.0% 6.9%
PLCM CSCO

Q1 VC revenues $131 $216 

Q1 VC units 24,358 24,869

VC revenue sequential growth -13% -30%

VC revenue annual growth -10% +28%

VC units sequential growth -13% -22%

VC units annual growth -10% +55%

Multi-codec (TP) unit annual growth -15% -33%

Infrastructure revenue annual growth 0% +9%
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New Studies from Wainhouse Research
For information on WR  studies and subscriptions, contact sales@wainhouse.com

4Unified Communications

Market Forecast – 2012 European UCaaS Market Forecast
Provides a description of the current state of the European market, assesses current trends, identifies risks and opportunities, and provides assistance on 
market approach, services and prices. Current market data and analysis and forecast information are included in this study.

Provider Reviews – 2012 European UCaaS Vendor Reviews 
Review & analysis of 13 UCaaS Vendors operating in Western Europe  -- A critical review and assessment of top UC providers operating in Europe. Includes a 
summary of UC features, company background, UC product description, and analysis of each provider’s approach.

Audio Conference Entry & Security Implications
A brief summary of common audio conference entry methodologies and corresponding security considerations.

4Personal and Web-Based Conferencing

Research Note – Video Architectures: Disruption Ahead
Scalable video coding and simulcasting are two video technologies threatening to disrupt the incumbents while at the same time taking videoconferenc-
ing truly to the cloud.

Market Forecast – 2012 North American Web Conferencing Service Market Size & 5-Year Forecast
Focuses on the services that are marketed to conduct personal on-line conferencing and collaboration in the US and Canadian markets. Provides market 
sizing and five-year forecasts for hosted web conferencing. Additionally, provides market ranking by provider.

2012 Western European Web Conferencing Services Forecast
Market sizing and 5-year forecast of 12 European web conferencing services markets.

Using Google+ for Web Conferencing: It’s…“Different” 
This research note takes a critical look at Google+ Hangouts from a web conferencing perspective. By taking a “walk-through”, it evaluates the state of the 
offering and its applicability to satisfy the typical portfolio of web conferencing applications and concludes with recommendations for users and vendors – 
including Google.

4Distance Education  & e Learning

Polycom UC Board: First Take
Our assessment of the Polycom UC Board, which we have test-driven in conjunction with an HDX 8000 system deployed in one of our offices, and how we 
position  the product in relation to interactive whiteboarding products for meetings and classrooms.

SMART Technologies
SMART Technologies currently sells 80% overall into education and 20% into corporate / governmental sales.  This note profiles SMART’s extensive product 
line and describes its opportunities and challenges going forward.

Saba Meeting Suite 8.0: First Take
Our “first take” regarding Saba Meeting Suite 8.0 as well as some features related to Saba People Cloud, and our assessment of Saba in general since our last 
profile of the company in January 2011    

4Audio Conferencing

Market Opportunities – 2012 North American Audio and Web Conferencing Services Market Opportunity
The objective of this study is to size the addressable market in the US and Canada for audio bridging minutes and revenue as well as for revenue for web 
conferencing services. The addressable market potential is compared to the forecast market probability for 2012.

Provider Reviews – 2012 Latin American Conferencing Service Provider Reviews: Provider Reviews of Brazil, Mexico, Argentina, Chile, Colombia
Focuses on the local providers of conferencing services in Latin America. Provides marketing ranking by country, market coverage by service provider, and 
a summary description of local providers and their services.

Market Forecast – 2012 North American Audio Conferencing Service Market Size & 5-Year Forecast
Focuses on services and market trends related to PSTN and IP-based audio conferencing solutions in the US and Canada. Provides market sizing and five-
year forecasts for hosted audio conferencing services market. Forecasts include minutes, average selling price, and revenues. 

Market Forecast – 2012 Latin American Audio and Web Conferencing Service Market Sizing & Forecast 
Market Sizing & 2-Year Forecast of four Latin American Audio and Web Conferencing Service Markets

4Streaming

The Reality of User-Generated Content: Failures in Pushing Creation to the Desktop
Streaming technology solution providers believe that the rise of user-generated content (UGC) is the silver bullet for democratizing the mainstream adop-
tion of online audio and video in the enterprise.  After several years of promoting UGC capabilities, however, a groundswell has yet to materialize – thus 
prompting a re-thinking of the factors that will foster UGC’s adoption.

mailto:sales%40wainhouse.com?subject=
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WR:  DT has been out of 
the video bridging business 
for several years.  What 
brings you back in with 
VideoMeet?

RD:  Video is the next voice 
— now is the right time to bring business communication 
to the next level. On the demand side, companies need 
to bring together an increasingly scattered employee 
and partner network, face enormous cost pressure, and 
need higher productivity. On the supply side, video-
capable terminals are everywhere — room systems, PCs, 
and an exploding number of tablets and smart phones. 
Bandwidth is abundant and almost ubiquitous. Today’s 
video systems, however, are isolated islands. VideoMeet 
hits a sweet spot, connecting everybody everywhere — 
as the perfect video bridging solution: Easy to use, high 
quality, interoperable, and cost-effective.

WR:  How is your bridging business different from what 
has been available in the past?

RD: We think we excel along all four relevant dimensions: 

Easy to use, high quality, interoperable, and cost-effective. 
First, VideoMeet is as easy to use as a normal telephone 
conference. The moderator sends an email invitation, and 
participants join the meeting with one click from within 
the invitation, or by direct IP access. Second, VideoMeet 
sessions are of exceptional quality, both audio and video: 
HD, low latency, no echo. Third, VideoMeet is the perfect 
bridge, connecting virtually all video systems, formats, 
terminals, including Skype, Google, and Microsoft Lync. 
Of course, pure audio dial-in is also possible, and most 
recently we introduced VideoMeet Connect — our 
solution for fully browser-based video access. Fourth, 
VideoMeet removes the need to invest in new video 
hardware and MCUs, and avoids the operating and 
maintenance costs associated with bridging hardware or 
managed services. 

WR:  What is your business model — selling direct, or 
indirect, or both?

RD:  We address our customers using the channels 
that best serve them. We work with a strong and ever-
increasing network of distributors and resellers, who 
are extremely well positioned to support customers 

1:1 with Deutsche Telekom AG – Dr. Rainer 
Deutschmann, Senior Vice President Core Telco Products, 
Products & Innovation
Andrew W. Davis 

Dr. Rainer Deutschmann  
Senior Vice President  Core 

Telco Products
Deutsche Telekom AG

4Group Videoconferencing

Research Note – Video Architectures: Disruption Ahead
Scalable video coding and simulcasting are two video technologies threatening to disrupt the incumbents while at the same time taking videoconferenc-
ing truly to the cloud.

Comparison Matrix – Videoconferencing Managed Service Providers
Comparisons of almost 60 regional and global providers of videoconferencing managed services, including ACT Conferencing, AGT, Arkadin, Asnet Tech-
nologies, AT&T, Audability, Avaya, AVI-SPL, AVM, BCS Global, BrightCom, Broadreach, BT, and many others.

Vendor Profiles – Iformata, LifeSize
Detailed information, insight, and analysis on each vendor and its group videoconferencing offerings.

Two-Way Street: Acoustics in the videoconferencing Room
Most equipment today is capable of providing a high quality audio experience during a video call. This research note explains how room design can be a 
cause of poor audio quality and what users can do to fix the situation

Polycom’s New Branding: RealPresence
Polycom has launched a marketing campaign around “RealPresence,” a sub-brand. This research note maps Polycom’s old terminology into the new and 
highlights how the branding fits in with the company’s move to reposition itself in the UC and cloud space.

http://www.videomeet.co.uk/
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with existing room systems who want a “break-out” 
and extend their reach within the company or towards 
partners, branches, and suppliers. Also, VideoMeet can 
be directly and easily booked via both German and 
English.  This serves especially well for smaller companies. 
In addition, we leverage our own DT direct sales force to 
empower our existing customer base in particular.

WR:  Who are your major competitors — other video 
bridging services, or customers who decide to buy their 
own bridge?

RD:  We work with our partner Blue Jeans Network 
to further advance the service to the benefit of our 
customers. The number of video terminals is dramatically 
increasing, as is the fragmentation of proprietary 

standards and solutions.  Customers who decide to buy 
their own bridge have to be aware of the significant 
capex and opex requirements. 

WR:  What do you see as your major opportunities and 
threats moving forward?

RD:  From our point of view, the major challenge and 
opportunity is to unleash the full potential of video. 
Many companies have tried video and given up, due 
to poor user experience, high cost, and low quality. 
But now video is the next voice.  To our mind, business 
communication is advancing from video conferencing 
to video communication. The goal is to develop video 
from an exceptional solution to the mainstream form of 
communication.
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