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adopters of the open API include video scheduling 
and management companies myVRM and VQ 
Communications.

•	 Interoperability	with Acme Packet Session	Border	
Controllers — this allows service providers to provide 
secure connectivity for group video and personal 
video users, including those using mobile devices, 
across network boundaries without the complexities 
of NAT / firewall traversal.

•	 Other	support	capabilities (training, sample code, 
etc.) to help service providers leverage these new 
capabilities.  

What Ira Thinks: 
To put it succinctly, I 
like what I hear.  This 
announcement is all 
about scalability and 
simplification.  For years, 
Polycom has talked 
about the importance 
of enterprise scheduling 
and management for 
videoconferencing.  Its 
video management 
platforms, however, 
failed to meet customer 
and service provider 
expectations.  The 
RealPresence Resource 
Manager represents a 
leap forward in terms of scalability and flexibility.  The 
multi-tenant support, which WR has been harping on for 
many years, makes it possible for large and small service 
providers to create a video managed service offering with 
a relatively limited investment.  The API’s pave the way 
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Polycom RealPresence Announcements and Q2 Financials
Ira Weinstein, iweinstein@wainhouse.com, and Andrew W Davis, andrewwd@wainhouse.com 

In mid-July, Polycom announced enhancements to 
its RealPresence Platform, intended to enable service 
providers and other vendors to leverage Polycom 
technology within or in conjunction with their offerings.  
Key enhancements include:

•	 Multi-tenancy	support	— this support enables 
service providers to use a single instance of Polycom 
RealPresence Resource Manager (management 
software+ for the uninitiated) to support multiple 
customers.  This not only decreases costs for service 
providers, but also improves efficiency and scalability.

•	 Increased	Scalability — the new RealPresence 
Resource Manager supports up to 10,000 devices, 
more than double the capacity of earlier versions.

•	 Open	API’s	and	SDK’s — these enable third parties to 
develop applications, such as scheduling and billing 
solutions, and integrate those applications with the 
RealPresence Platform.  According to Polycom, early 
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in the middle of Q2, Polycom announced 
that it was divesting its Spectralink enterprise 
wireless solutions business for roughly $110 
million in cash.  (See Volume 13, Issue #12.)  
Since Q3 2009 the SpectraLink products 
were reported mostly in the “UC Personal” 
category by Polycom, but also included some 
infrastructure as well.  As a result, the company 
has removed the wireless business revenues 
from both current and restated past financial 
figures.  We have done our best to do likewise 
in our charts and graphs, where we have 
recalculated Q1 and Q2 numbers for 2011 and 
Q1 numbers for 2012.  We do not have the 
data for revising the Q3 and Q4 2011 numbers.  

What Andrew Thinks:  It is unclear at this 
time whether Polycom gained or lost market 
share in Q2.  What we know from Q1 is that 
despite poor reported results by Polycom, the 
company actually gained market share.  What 
we can say for sure is that the technological 
and economic turmoil in the market continues.  
While we’re not economists by training, we 
believe the drag from the Euro crisis will be 

more severe and last longer than many expect.

Based on Polycom’s published documents, I personally 
think the numbers for Q2 weren’t so bad, and they beat 
Wall Street estimates.  But you have to acknowledge 
that 5% annual growth is not consistent with the high 
profile, high glamour growth rates videoconferencing 
(and telepresence) and UC industries are supposed to be 
delivering.  Polycom happens to be doing well in Asia, 
but not in EMEA.  (Who besides bankruptcy lawyers are 
doing well in EMEA these days?)  High growth in Russia is 
not enough to offset the economic problems elsewhere.  
Finally, personal conferencing products are a drag on the 
overall results.  Surprise!

Based on the conference call itself, the company 
offered a pessimistic forecast for the remainder of 
2012.  Management does believe a significant product 
launch in Q4 will help turn things around.  Whether 
customers will delay decisions in Q3 waiting for the new 
announcements remains to be seen.  Specific mention 
was made of a “software MCU.”  And finally, another 
senior executive has left the company.  David Ruggiero 
(formerly with Cisco and Avaya), theater President for 
North America, left Polycom after less than one year in 
the position.

Q2/11 Q1/12 Q2/12 Q/Q Y/Y
UCGroup $236 $240 $252 4.9% 6.7%

UCPersonal $44 $46 $43 -6.3% -3.4%

Infra $60 $60 $64 6.5% 6.1%

Total $341 $346 $359 3.7% 5.3%

AMER $173 $165 $178 7.7% 2.7%

EMEA $82 $94 $80 -14.0% -2.0%

APAC $87 $87 $100 15.4% 15.9%

Products $282 $261 $272 4.2% -3.5%

Services $58 $85 $86 2.0% 48.1%
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for custom solutions and integration with third parties, 
making the RealPresence Platform more extensible than 
ever before.  Finally, the integration with Acme Packet 
follows the same concept — scalability and simplification.  
If Polycom is to make good on its stated plan to become 
a software platform solutions company, these are steps in 
the right direction.

Meanwhile, on the financial front, Polycom reported Q2 
revenues from continuing operations of $359 million, up 
5% annually and about 3.6% sequentially.  In May, smack 

www.wainhouse.com/files/wrb-13/WRB-1312.pdf
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who is attending the session on mobile 
devices and assign grades for attending 
live sessions or viewing recorded ones.  
Blackboard is also increasing storage for 
customer archives from 5GB to 50GB, and 
now enables customers to pre-set video 
quality to determine how large recordings 
can become (six settings are available, 
from “medium gray” to “fine color” — their 
nomenclature).

Blackboard Collaborate 12 web conferencing and the 
integration for Blackboard Learn are available today. 
Current customers can upgrade at no extra cost and the 
mobile app will be available free of charge to hosted 
customers. 

What Alan Thinks: Blackboard has done a great job 
in timing its new mobile client and this overall release.  

Glowpoint and StarLeaf 
Partner 
Ira Weinstein

Glowpoint and StarLeaf have announced a partner-
ship under which Glowpoint will offer “telepresence 
as a service” (their words — not ours) that includes the 
Glowpoint video managed service and StarLeaf technol-
ogy.  Via this agreement, Glowpoint will deploy StarLeaf 
infrastructure within its cloud, and resell StarLeaf hard-
ware as a part of a bundled offering to joint Glowpoint / 
StarLeaf customers.  Before the StarLeaf systems ship to 
the customer, Glowpoint will preconfigure the StarLeaf 
devices to automatically register with the Glowpoint net-
work.  Two bundles are available today: $300 per month 
for the Glowpoint service and a StarLeaf Group Telepres-
ence system, or $200 per month for the Glowpoint service 
and a StarLeaf Personal Telepresence system.  For an 
additional $199 per month, the customer gains access to 
a Virtual Video Room for multipoint calling.  Although not 
stated within the announcement from Glowpoint, similar 
bundles including Cisco, LifeSize, and Polycom endpoints 
are also available.

What Ira Thinks: This offering makes high quality, reli-
able, fully managed videoconferencing easy to deploy 
and affordable enough for almost any size organi-
zation.  Given the enterprise penchant for avoiding 
CAPEX, the all-OPEX model makes good sense.  
Hidden within this announcement, however, is 
the fact that Glowpoint, one of the few pure-play 
video managed service providers, is now reselling 
videoconferencing hardware.  This change in busi-
ness model comes as no surprise to WR, given that 
Glowpoint must compete against video resellers 
who also offer video managed services.  How this 
will affect Glowpoint’s channel, which includes 
mostly hardware resellers, remains to be seen.  

Blackboard Collaborate 12 
Unveiled
Alan D. Greenberg, agreenberg@wainhouse.com 

Just as we were preparing for the Philadelphia Summit, 
Alan had the chance to get hands-on with Blackboard 
Collaborate 12 at the Blackboard Connections Summit 
/ Blackboard World event in New Orleans.  With Release 
12, Blackboard Collaborate adds enhanced integrations 

for leading learning management systems (besides Black-
board Learn 9.1, the list includes joule, the Moodle-based 
LMS offering from Moodlerooms).  Other improvements 
are to the user experience, making the system easier to 
use and more accessible, and most notably, adding sup-
port for mobile access.  Release 12 supports an interac-
tive mobile application, Blackboard Collaborate Mobile, 
scheduled to be available sometime later this month.  The 
app would allow students to join live sessions from an 
iPad or iPhone through a link in the LMS, an email, or via 
a calendar invite that recognizes their device and cre-
dentials automatically. Through the app, students would 
view presentations and whiteboard activity, communi-
cate through chat and audio, and even raise a hand to 
request attention from the instructor. Instructors can see 

Collaborate
iPhone app

Blackboard Collaborate iPad app

mailto:agreenberg%40wainhouse.com?subject=
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There are several key areas that are 
addressed in this announcement, 
most notably mobile web conferenc-
ing, echo cancellation (after football 
chants and crawfish boils, this was 
the loudest shout out I’ve ever heard 
from an audience in New Orleans), 
and LMS integration.  The integration 
is most pronounced with Blackboard 
Learn — with the LMS Calendar, 
grade book, and institution hierarchy 
support.  Additionally, this release 
includes certification with the LMS 
joule across all Collaborate capabili-
ties — web conferencing, IM, and 
voice authoring.

Note that the mobile app is available only for those 
customers who are using hosted services, the vast 
majority of Blackboard Collaborate’s existing customer 
base at this point.  So you can see what’s going on 
here: disparity is now apparent in the product line, and 
Blackboard is driving its customer base to go with hosted 
services if they want the latest and greatest.  I suspect 
this doesn’t mean the company won’t support some of its 
largest CPE users, but we’ll see how far that support goes.

 We’ve felt for some time that Blackboard needed to 
address a weakness — audio quality — and the echo 
cancellation was definitely due and desired, witness 
customer reaction.  Blackboard has benefited from 
customers who were relatively content (in the past, but 
no longer) with the “push-to-talk” model, whereby audio 
was somewhat easier to control.  Even so Blackboard 
audio sorely needed echo cancellation, so it has caught 
up with others.

What’s to like besides the audio? Frankly, the iOs 
mobile client is quite smooth, streamlined, and well 
conceptualized.  It’s a universal binary client, so the server 
recognizes which device (iPad or iPhone) is accessing 
the service and then offers the appropriate interface, 
obviously streamlining options on the smaller screen 
iPhone.  Some features are subtle: if an instructor changes 
a poll on the fly, the app recognizes that the poll options 
have changed.  Tapping the touch screen will toggle 
between landscape full screen mode for content, and the 
client app with UI options. 

What do we not like?  I have a few nits.  The iPhone 
app times out and disconnects after two minutes if a 

student multitasks and leaves a session. 
I happen to think a student (oh, those 
naughty multitaskers) might wish to 
continue listening to a class while perhaps 
answering a friend’s question by doing a 
Google search or some other activity.  And 
the mobile app does not support live video 
yet, so Blackboard will need to play catch 
up there.  Blackboard increased the storage 
space available to customers for archived 
sessions by a factor of 10x after it added 
video to Release 11; obviously increased 
video usage has driven increased storage 
requirements, but 50GB still seems paltry 
for any large organization.

Nonetheless, the mobile app, in keeping with what we see 
other web conferencing and lecture capture vendors ac-
complishing, shows not only that “less is more” in mobility, 
but also that making apps simple to use doesn’t have to 
reduce or limit the ability to offer a robust feature set.

GreenAppX
Ira Weinstein

Cloud service broker GreenAppX has just released the 
GreenAppX HD Video Network, a video calling service 
based on Dialcom’s Spontania offering.  The HD Video 
Network provides presence, IM, VoIP calling, multipoint 
video calling, application and file sharing, whiteboard, re-
mote system control, and interoperability with standards-
based video systems.  Supported client devices include 
PC, iOS and Android-based systems.  The cost per month 
is $99.95 for a 4-seat license, and users have the option of 
using the public Internet or deploying dedicated net-
work links to GreenAppX for enhanced performance and 
security.

What Ira Thinks:  At first glance, this is just another HD-
capable video calling service.  WR is aware of many such 
services with similar feature sets.  What makes this inter-
esting, however, is that this HD video calling service is just 
one of the many hosted applications available via a single 
sign-on to GreenAppX’s portal.  Other available apps 
include the Mozy backup solution, WebEx web conferenc-
ing, and Microsoft SharePoint and Exchange.  By adding 
high quality video to its suite of applications, GreenAppX 
has made it easy and convenient for enterprises to access 
the communications tools they need.  Note for resellers 
and service providers — GreenAppX also offers rebrand-
ed versions of its portal including 24 / 7 support.

Several key areas 
are addressed in this 
announcement, most 
notably mobile web 
conferencing (and) 
echo cancellation (after 
football chants and 
crawfish boils, this was 
the loudest shout out 
I’ve ever heard from 
an audience in New 
Orleans).
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Alan D. Greenberg 

How to put into words the wit and wisdom of eight 
UC&C end user strategists, four technology experts 
from the likes of AGT, Dimension Data, PGi, and 

Yorktel, and five WR analysts, all of whom spoke at our 
Collaboration Summit in Philadelphia two weeks ago?   
Some memorable quotes: 

• In the past you had to step out of your workflow to 
communicate efficiently; we want to change that. 
— William Moore, CareCorp National.

• We’ll never have one solution alone.  It takes many 
different solutions.  — Christopher Morrish, Facebook, 
as he described how the social networking provider 
picks and chooses tools based on what makes 

employees the 
most efficient, and 
strikes a balance 
between what they 
can customize and 
what they cannot.

• Prioritize goals, assess your environment, determine 
how you wish to integrate, communicate well, and 
create a feedback loop.  — Bill Haskins, Wainhouse 
Research, offering five tips for UC integration in the 
enterprise.

• Video is pervasive and changing how we live.  Don’t sell 
group or telepresence systems, sell video and mobility. 
— David Danto, Dimension Data.

Driving Business Transformation with Conferencing and Collaboration Solutions

 

G O L D  S P O N S O R S S I L V E R  S P O N S O R S

Summing up the Summit

(Top) An attentive moment at the 
Summit, (middle) as always, the 
networking reception is a big hit, 
and (bottom) attendance has its 
perks, including an iPad drawing

WR analysts as 
bookends, moderating 
panel on collaboration 
with Steve Bleiberg of 
J&J, Dan Metz of Merck, 
and Mirril McMullen of 
Pfizer 

(Top) Sponsors sharing 
their value propositions, 
and (left) Christopher 
Morrish, Facebook

http://www.wainhouse.com/events.php?sec=34&opt=upcoming&event=488&sub=sponsors
http://www.wainhouse.com/events.php?sec=34&opt=upcoming&event=488&sub=sponsors
http://www.wainhouse.com/events.php?sec=34&opt=upcoming&event=488&sub=sponsors
http://www.wainhouse.com/events.php?sec=34&opt=upcoming&event=488&sub=sponsors
http://www.wainhouse.com/events.php?sec=34&opt=upcoming&event=488&sub=sponsors
http://www.wainhouse.com/events.php?sec=34&opt=upcoming&event=488&sub=sponsors


PAGE 6Volume 13 Issue #16 / 2-August-12

• We’re all in a constant state of 
partial attention. Thus how you 
communicate is as important as 
what you communicate. 
— Peter Stewart, PGi.

Highlights included Christopher 
Morrish showing a very simple, 
elegant slide describing the many 
internal collaboration technologies 
in use at Facebook today, what he 
wants to use, and what he wants to 
eliminate.  

Warren Harmon and Bill Wimsett 
of the Mayo Clinic described 
how the organization is serving an 
entrepreneurial crowd of highly mobile 
doctors and staff who want full access to collaborative 
technologies, wherever they are, even as the organization 
is adding a large portal for patients to gain access 
to their patient data and online video services and 
e-consultations.  And Dr. Ed Brown of the Ontario 
Telemedicine Network revealed some stunning data 
regarding how that service provider supported 204,000 
“patient events” in 2011.  Even better, the not-for-profit 
OTN has saved $45 million Canadian for the Canadian 
government, while it costs half of that to run the network 
— proof that these technologies offer ROI, end user 
benefits, and environmental savings as well.  We extend 
our thanks to our sponsors and end user guests for 
making this a great event.  To hear more, you may access 
a free archive of the webcast, courtesy of Yorktel. 

The Tools 

SAAS 

BlueJeans Networks 

Intercall 

Webex 

Zoho 

File sharing 

Facebook 

Infrastructure 

TMS & VCS 

Call Manager 

Exchange 

Internal Tools 

TV 

OpenFire & IRC 

End points 

Cisco/Tandberg VC (EX-90, C-
series) 

Jabber 

Skype 

Browser 

iOS and Android 

Adium, Pidgin, irc 

New Free White 
Paper: Multipoint 
Videoconferencing Goes 
Virtual 
 
This white paper, sponsored by 
visual collaboration solution 
provider Vidyo, provides insight 
into the fundamentals of video 
bridging, and highlights a 
next-generation multipoint 
architecture based on intelligent 
media switching.  This 

approach eliminates the need for processor-intensive 
(and expensive) transcoding, increases flexibility in 
deployment, supports both virtual and non-virtual 
environments, supports a gradual expansion path, and is 
less expensive than competing solutions.  Download your 
free copy at www.wainhouse.com/whitepapers. 

News in Brief
• Microsoft announced in Toronto at its Worldwide 

Partner Conference (WPC) its intent to acquire 
Perceptive Pixel Inc. (PPI), a leader in research, 
development and production of large-scale, multi-
touch display technology. The acquisition of PPI, 
which closed at the end of July, gives Microsoft 
some of the most advanced multi-touch & stylus-
enabled display technology on the market.  In other 
moves, the Redmond gang introduced Office 365 
Open, which allows its partners to manage end user 
cloud billing and is meant to attract more managed 
service providers interested in reselling Lync Online 
(among other services).  Additionally, an Office 365 
Advisors Program will enable active partners who 
sell more than 150 seats 
of Lync etc. to earn more 
revenue. 

• In other news out of the 
Microsoft conference, 
SMART Technologies 
announced that it is 
enabling Freestorm 
visual collaboration 
solutions for Microsoft 
Lync 2010 users through SMART Freestorm

Facebook Collaboration Tools

http://www.yorkcast.com/wainhouse/webcast/
http://www.wainhouse.com/white-papers.php?sec=66
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the release of the SMART Meeting Pro connector for 
Microsoft Lync. The new software connects Freestorm 
business solutions from SMART with Microsoft Lync 
to create an immersive audio, video and data sharing 
experience in meeting rooms.  The solution was 
shown in July at the WPC and will be available this 
month.  

•  Arkadin has added 
additional Adobe 
Connect services to its 
offerings, expanding 
on its original “Arkadin 
OnePlace” service.  
OnePlace provides 
a basic subset of 
functionalities, and is 
geared more towards 
individual users and 
share-my-screen web 
conferencing.  Arkadin 
can now resell the 
entire product line for 
Adobe Connect — 
including on-premises 
and managed services, 
through its 50 operating centers and local-language 
teams in 29 countries.  This is a significant channel 
addition for Adobe.  Meanwhile, Arkadin also 
separately announced a partnership with Taiwan’s 
Chunghwa Telecom. 

• Pre-announced in March, AvayaLive Connect is 
now available live from the public cloud for small 
businesses in the continental U.S.  Avaya also 
announced a free, 30-day trial of the service for 
new customers. AvayaLive Connect enables small 
businesses and organizations to access UC for a low 
monthly fee ($19 per user per month) and without 
any capital investment.  Businesses can use voice, 
conferencing, messaging, mobility, presence and 
video capabilities, and the service is designed 
to support BYOD environments and mobile and 
remote workers.  AvayaLive Connect can be ordered, 
downloaded and accessed via the web.

• Masergy has acquired Los Angeles-based Broadcore 
Communications to strengthen its cloud services 
portfolio for enterprises.  Broadcore will continue 
to operate as it does today, but as a wholly-owned 
subsidiary of Masergy.  The Broadcore service 
platform will be directly embedded into Masergy’s 
global MPLS network platform, which was purpose-
built to deliver real-time applications like Broadcore’s 
voice, video and mobility offerings. 

• Brightcove, a provider of cloud content services, 
has signed a definitive agreement to acquire 
zencoder, a leading cloud-based encoding service 
and creator of  Video.js, a popular open source 
HTML5 video player.

Introducing one of the WR Bulletin Sponsors

Sony, a leader in high-definition technology and camera imaging, maximizes 
its well known consumer expertise for use in the commercial industry. Sony 
adapted the manufacturing and miniaturizing techniques developed for its 
market leading camcorders to its extremely popular EVI series of industrial 
pan/tilt/zoom cameras. 

You can see it all with a choice of EVI cameras for 720p; SD migration to 1080i; 
or stunning, you-are-there 1080p resolution to make your videoconferencing 
application as personal and effective as being face-to-face. 

With a host of convenient features in a sleek, design, Sony PTZ cameras are 
ideal for videoconferencing, house of worship, corporate training, sporting 
events, distance learning and just about any remote imaging application. 

For more information, please visit www.sony.com/videocameras

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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significant channel 
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http://www.readytalk.com/products-services?ref=wh
http://www.dialogic.com/Solutions/Mobile-VAS/multimedia-conferencing.aspx
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• 8x8 announced revenues of $25.3 million for its 
Q1 2013, ended June 30, 2012.  GAAP net income 
was $8.6 million.  8x8 also 
has introduced a new add-on 
service, Virtual Receptionist, 
which utilizes  the Polycom 
VVX 500 IP phone to add call handling and work 
group monitoring capabilities to 8x8’s Virtual Office 
business phone service.  The company also added 
Group Intercom Multicast Paging services.

• Figuring out that all that public reporting can get 
expensive and taking advantage of some recent 
changes in U.S. federal legislation related to small 
public company reporting requirements, Avistar 
announced that it has voluntarily filed a Form 15 
with the U.S. Securities and Exchange Commission 
(SEC).  This means the company’s obligation to file 
certain reports, including annual, quarterly, and 
current reports via Forms 10-K, 10-Q and Form 8-K, 
respectively, has been suspended.  This does not 
mean that Avistar is delisting itself or returning to 
privately-held status, but is based on a low enough 
total number of shareholders to avoid reporting 
costs. 

• Other ways to get funding: raise new venture money, 
as FuzeBox has done. The San Francisco-based 
company has raised $20 million in a Series A round 
from venture sources Index Ventures, Khosla Ventures, 
and Insight Venture Partners, while also raising $2.5 
million in debt financing from Triple Point Capital.

• AT&T and Polycom have announced they are 
teaming to better integrate their collaboration 
products and services.  AT&T Telepresence Solutions 
(hosted services) has certified Polycom’s RealPresence 
video tools.

• Huawei’s videoconferencing systems have been 
validated in IBM’s Sametime Unified Telephony (SUT) 
Lite Interoperability Testing Program.  This means 
Huawei systems now interoperate with Sametime 
clients.

• In channel news, AGT has announced that MCPc, 
a national technology products and solutions 
provider and Cisco Gold Partner, has joined its 
partner program.  Known for Cisco specialization 
and delivering scalable solutions to host, secure 
and optimize an “anyplace workplace,” MCPc will 
add AGT’s EncoreB2B mobile video conferencing 
technology and managed services expertise to its 
current offering portfolio.  In addition, MCPc will also 
resell AGT’s managed video services.   

• There’s been a lot going on in the channels.  In joint 
news from the middle kingdom and Italy, ZTE has 
announced a new channel partner, Italy’s Essedi.  
According to the agreement, Essedi will market ZTE’s 
entire VCS offering, specifically targeting Italian SMB’s.  
Meanwhile, AVI-SPL has expanded on its Canadian 
presence with the launch of 
operations in Calgary, Alberta, 
and Vancouver, through the 
acquisition of AV design firm 

Engineered AV, and Vaddio has 
added Visitec Distribution, Hd 
Distributing, and Stampede 
as distributors of its EasyUSB 

video and audio conferencing products.  And Vidtel 
has added Advanced AV as a 
member of its channel partner 
program.  Finally, enterprise cloud 
communications service provider 
Thinking Phone Networks has announced that 
Avant Communications has joined its cloud channel 
partner program as a master partner.  Avant will 
immediately begin selling Thinking Phone Networks’ 
UC solutions to its midsize and large enterprise 
clients.

• In earlier InfoComm coverage, WR neglected to 
mention that the IMCCA and InfoComm celebrated 
the 10th anniversary of their partnership.  At this 
year’s conference, the IMCCA hosted five sessions 
and the State of the Industry Lunch and Telepresence 
day, featuring keynotes from Cisco and Polycom.  
In addition, the Unified Conferencing Pavilion, 
which is coordinated by the IMCCA, had 75 vendors 
exhibiting.  (The www.infocommshow.org site has 
made available vendor presentations for on demand 
viewing if you’d like to see more.)  

• Cisco has cut 1,300 jobs (2% of its workforce) in a 
“limited restructuring,” after eliminating 6,500 jobs 
(9% of its workforce) in July 2011.  Word on the 
street is that most of the impact was on the WAN 
optimization (WAAS) group, though some members 
of its video and collaboration group were rumored to 
be affected.

• Google has enhanced its popular Gmail and Google 
Talk with Google+ Hangouts, which enables up to 
ten people to hold a multipoint videoconference.  
Additionally, Google+ Hangouts on Air lets 
individuals broadcast to a larger audience via 
YouTube. 

http://www.infocommshow.org/
http://www.avispl.com/goto.asp?id=4565
http://www.vaddio.com/
http://www.vidtel.com/
http://www.8x8.com
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WR Soapbox: VidyoWay
Andrew W Davis

(Editor note: Andrew now hops on the soapbox to observe, 
as only he can do, developments in the videoconferencing 
industry.)

In what company management believes is the most 
significant announcement since the discovery of electric-
ity, Vidyo announced a new video conferencing service 
intended to connect anyone at anytime with (almost) any 
device.  Taking a cue from Blue Jeans, VidyoWay is in-
tended to be an easy-to-use, simple meet-me service that 

provides connectivity to a 
range of enterprise endpoints 
including H.323, SIP, and Lync 
as well as voice-only.  Unlike 
Blue Jeans, the VidyoWay is 
free.  Also unlike Blue Jeans 
(and Vidtel and Glowpoint), 
the VidyoWay service does 
not interconnect with Skype.  
The intent of the VidyoWay 
is to provide VidyoConfer-
encing customers with free 
connections to the rest of 

the enterprise videoconferencing world.  Vidyo is even 
making available a free VidyoWay mobile app, not to be 
confused with Vidyo Mobile App, which is different and is 
not free and is part of the VidyoConferencing family.  One 
other thing:  the service is available to only friends and 
family at first while the company makes sure the service 
can scale and provide the required performance for gen-
eral availability.

So, if you are a customer who has deployed Vidyo 
technology locally (CPE), or if you are a customer of one 
of the dozens of service providers who offer a hosted 
Vidyo service, or if you are the Vidyo CSP yourself, this 
is incredibly good news.  While Vidyo is still an island, it 
is now an island with lots of bridges, tunnels, and ferry 
services.  And these on / off ramps are all free.  On the 
other hand, anything that seems too good to be true 
usually is.  Is the business model sustainable?  Vidyo 
needs to provide a scalable, reliable transcoding service 
while supporting that service with revenues generated 
elsewhere.  This is a very significant challenge, but 

While Vidyo is 
still an island, it 
is now an island 
with lots of 
bridges, tunnels, 
and ferry 
services.

if successful, VidyoWay will help Vidyo garner new 
customers, no question.

Reaction to VidyoWay from the videoconferencing 
industry was swift.  Cisco immediately announced job 
cuts.  No details on how Cisco’s CallWay will be affected.  
We doubt the VidyoWay will have any impact on the HP 
Way since these two vendors parted company over a year 
ago.  Other reactions were more moderate, perhaps due 
to the confusion generated by the free interconnectivity 
service and its mysterious “fair use policy” intended to 
keep non-Vidyo users out. 

Another interesting point to contemplate is the impact on 
the Open Visual Communications Consortium (OVCC).  Its 
mission is to standardize on QoS-enhanced connectivity 
so that multiple users on multiple networks can talk to 
each other.  According to the OVCC, service providers will 
develop a “Technical Specification Document based on in-
dustry standards, best practices and business approaches 
to answer the need for interconnection, addressing, sig-
naling, interoperability and service coordination.”  Vidyo is 
noticeably absent from the OVCC member list, taking the 
position that old videoconferencing “junk” is not where 
the future lies.  VidyoWay is the alternative perhaps.  

Love them or hate them, you’ve got to give the guys from 
Hackensack credit for shaking things up.

People & Places
• Avaya, Mark Wilson, Chief Marketing Officer

• AVI-SPL, Tom Thomas, Global Service Operations 
Manager

• Blackboard Collaborate, Donna Christopher, Senior 
Director, Product Marketing; Marlen Rattiner, 
Director, Product Management; Valerie Schreiner, VP 
Product Management & Marketing; Brenton Webb, 
Director, User Experience

• LifeSize, Deepak Braganza, Country Manager India 
and South Asia

• Parchment Inc., Rajeev Arora, VP Marketing

• Vaddio, Mark Steen, COO, and Darrin Thurston, VP 
of Product Development

• Video Guidance, Robin Moore, Senior Account 
Manager

• Vidyo, David Kaminsky, CFO; Amir Shaked, Senior 
Vice President of Product Management
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1:1 with Trueconf – Michael Gotalsky, CEO     
andrewwd@wainhouse.com

WR:  Briefly, many of our readers are not familiar with 
the Russian market or with Trueconf — other than the 
fact that you partner with us to share the WR Bulletin via 
translation with Russian speakers.  So, who are you?

MG:   TrueConf is the Russian developer of 
videoconferencing solutions for business.  We have been 
in business since 2003, almost as long as Wainhouse 
Research!  Our main concern is the software that we use 
in our software and hardware videoconferencing systems.  
TrueConf is one of the leading videoconferencing vendors 
on the CIS market along with Cisco and Polycom. Our 
solutions cover all possible videoconferencing venues 
from mobile devices to medium-sized conferencing 
rooms.  And of course, our products are compatible with 
other vendors’ solutions based on open standards. 

WR:  Would you say your customers use your solution 
more for videoconferencing or more for collaboration?

MG:  Well, as it happened, our products are designed 
to deliver high quality videoconferencing on unstable 
and slow network channels that are typical in our post-
Soviet world.  In 2003 we released our first solution, a web 
conferencing service ZoomCall, and it worked steadily 
in dial-up networks with 30-40kbps speed.  Since then 
our priorities haven’t changed much and we continue 
designing solutions focused on quality issues around 
live video communications. This is what our customers 
value most in TrueConf products.  Of course, we provide 
collaboration tools too, but we don’t really compete with 
WebEx or GoToMeeting

WR:  What are the major customer segments for 
TrueConf?

MG:  Our major customers are financial firms (banks, 
insurance companies, etc.) and state institutions. 
Demand is evenly distributed between all companies and 
institutions that have a distributed structure and/or a lot 

of remote employees.  Our average customer is a small or 
medium business that has up to 1000 employees.  

WR:  Do you think the Russian market is different from 
the markets in Western Europe or in the USA.  If so, how?

MG:  Certainly, the Russian market is quite peculiar. First 
of all, it’s young. The majority of customers implement 
videoconference systems from scratch — that is, they are 
beginners.  The only IP communication services they’ve 
used before are Skype or webinars.  According to our 
research about 33 endpoints are deployed each time we 
enable a customer, which means that videoconferencing 
systems are implemented not only for C-level employees 
but for mid-tier management as well. 

WR:  That’s a big number, your 33.  

MG: Yes.  Another peculiar feature of the Russian market 
is that companies purchase video solutions to build 
private corporate networks.  That’s why the systems are 
rarely used to provide connections to other companies 
outside the network.  This same tendency explains 
the current low interest in cloud-based and hosted 
videoconferencing solutions; the current market share 
of these services is very low, maybe only about 5%.  
Consider one other factor, although it may not be unique 
to Russia.  The situation on the Russian market changes 
from season to season, and active sales in the 4th quarter 
depend on a large number of government-financed 
organizations. 

WR:  So, what’s the story with B2B?

Although we have more than two million subscribers 
of our cloud services, our revenues depend on B2B 
relationships.  Private users are spoiled by a huge number 
of free applications available.  Still, when people use 
video services like Skype, they realize they need similar 
services for business.  In other words, consumer software 

mailto:andrewwd%40wainhouse.com?subject=
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helps us drive sales of our own 
products.  Moreover, companies that 
lack resources for further scaling of 
their hardware systems also choose 
our software to reduce CAPEX and 
grow.

WR:  You’re fundamentally a 
software company.  Aren’t the 
Russians famous for being hackers, 
and how does that affect your 
business?

MG:  Fortunately, we do not suffer 
from piracy, as we produce niche 
solutions and demand for them cannot be compared 
with that of consumer software.  Our solution has been 
cracked only once, but we solved that problem promptly.  
(No, it wasn’t a firing squad.)  

WR:  What is your position on mobile devices? 

MG: Four years ago we began providing 
videoconferencing for mobile devices.  We released 
the first video call solution for mobile devices that ran 
Windows Mobile 6.x.  It was quite popular and it still is 
in good demand in Russia.  This year we released our 
first Android application and iOS is coming soon.  There 
is a great demand here for mobile software.  It will be 
mainstreamed in Russia in 2012. 

WR:  Tell us a little bit about your 
technology.  According to some of 
your documents you are supporting 
scalable video coding.  Is this 
correct?

MG:  Our solutions are based on a 
set of algorithms for IP transmission 
on unstable channels, audio and 
video processing, AGC, AEC, etc.  In 
2010 we decided to switch to open 
audio and video codecs like VP8.  
Besides, according to our research 
VP8 shows better results than H.264 
in many situations.  At the moment 

we’ve enhanced these codecs for our solutions.  For 
instance, we are the first company that developed an 
SVC extension analogue for VP8.  This helped us connect 
mobile devices to group videoconferences without 
the side-effects created by transcoding.   As for client 
applications, our customers can use either our solutions 
(for PCs, mobile devices and conferencing room systems), 
or other solutions compatible with H.323/SIP devices, e.g. 
PBX or legacy systems.

We also have a great research team who helped us built 
first 3D videoconferencing solution last year, including 
our own stereo camera for videoconferencing.  We’re 
currently adopting this solution for auto stereoscopic 
screens to eliminate the need for glasses.  In other words 
we’re continuing to invest in future technologies as we 
did nine years ago when we first got started.

Certainly, the Russian 
market is quite 
peculiar. First of all, it’s 
young. The majority of 
customers implement 
videoconference 
systems from scratch 
— that is, they are 
beginners.
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