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cash prizes, $25,000 in funded acceleration programs, and 
Formula 1 tickets for the winning entries.  Prize categories 
were broad, including first, second, and third places, Best 
U.S.-India Collaboration, Best Business Model, and the 
Best Education App, among other honorable mentions.  
In total, the hackers generated over 40 solutions during 
the 1.5-day development window.  The winners included:

• 1st Place: Team 3 Collaborators (Bangalore) created 
Interactive Place, a solution that added contextual 
multiparty audio, video and text-enabled chat rooms 
to a webpage.  Picture your favorite webpage, add a 
“heat map” showing what other visitors were focusing 
on at a given time, and include the ability to join a 
related chat room with others who were looking at 
the same content.  

• 2nd Place: Team Demobo (Silicon Valley) created 
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Hacking Our Way to the Future of Collaboration

Tata Communications held its inaugural 
“Future of Collaboration” Hackathon on 
July 13, and Wainhouse Research was 
privileged to join in the event by providing 
Bill Haskins to serve as one of several 
event judges.  The event was synchronized 
to take place in Redwood City, CA 
and Bangalore, India — and attracted 
approximately 200 developers, designers, 
and collaboration geeks.  The event also 
boasted a broad list of co-sponsors, 
including Intel, The Indus Entrepreneurs 
(TiE), Media Network Services, Twilio, 
Tata Consultancy Services (TCS), 
Tech Meetups, Nokia, NestGSV and 
iAccelerator-CIIE.
 
The event opened with some ground rules and guidance 
provided by Julie Woods Moss, Tata’s Chief Marketing 
Officer, and her executive team.  The hackers were to 
create a collaboration solution, had 1.5 days to code, 
and their entries would be judged on the following 
qualifications:

• Usefulness of the solution demonstrated

• Strength of business model and monetization 
potential of solution demonstrated

• Creative usage of open APIs such as WebRTC in the 
technology stack 

• Market impact

The incentives were material, with $50,000 available in 

Blll Haskins, bhaskins@wainhouse.com 

Six Judges Conferring and Evaluating

We thought it would be a quiet summer. Boy, were we wrong, between Polycom’s 
Andy Miller’s resignation, the Wainhouse Research Summit, hackathons, and a 

steady stream of news.  Read on and we’ll see you later this month!

mailto:bhaskins%40wainhouse.com?subject=


two to three (in my case six) times smarter than you.  
Next, replace all beer cans with Mountain Dew and 
Monster Energy drinks.  Keep the pizza boxes and junk 

food wrappers piled 
everywhere.  Finally, 
observe that every 
dorm-mate is hard at 
work studying, creating, 
and delivering — and 
enjoying every second 
of it.

There were simply too 
many great solutions to 
cram into the top prize 
categories.  One of my 
personal favorites was 
Tweet Hub, a solution 
using Twitter’s APIs 
to display the hottest 
trending topics, creating 
contextual video-
enabled chat rooms 
that users could join 

to discuss the trends that most interested them.  The 
team had plans to aggregate trends from other social 
sites in the future, including LinkedIn, Facebook and 
others.  While we found Tweet Hub’s social implications 
interesting, we thought the solution has some great 
potential for supporting B2C social engagement.

Overall, the best solutions utilized existing, open APIs 
to create new and interesting experiences.  Many used 
Google’s Voice API to create speech-to-text solutions, 
including a number of real-time video transcription 
services that overlaid text across a video stream in real-

Berry, a solution that aggregated a user’s identities 
across various social networks, providing one-click 
audio and video from a central application.  Picture 
a single app that allows you to initiate a video call to 
your friends based on the persona with whom you 
are familiar — be it their Facebook identity, Twitter 
handle, or Google+ or other social identity.  

• 3rd Place: Team Dev+ (Bangalore) created Join, a 
collaboration-enabled source code repository that 
allowed multiple developers to code in parallel 
from different locations, and escalate to text/audio/
video collaboration in real-time.  I liked the idea 
of a collaboration solution that targets an IT team 
— these types of applications have a tendency to 
expand into additional departments as product 
development, marketing, operations and others 
become exposed to the tool.

The Best U.S.-India Collaboration prize was awarded 
to Jarvis ++, a personal AI assistant that automatically 
generates responses to questions based on the user’s 
history answering similar questions.  The assistant was 
fully voice-enabled, accepting guidance via spoken 
commands.  The user could fine-tune responses 
accordingly, and the assistant would adapt and evolve 
its responses over time.  Of course, if the text-based 
interaction wasn’t sufficient, the user could launch a 
video call (by voice command, of course) in real time.

What Bill thinks:  For those of you who have never 
attended a Hackathon, allow me to describe the 
environment.  Picture your college dormitory.  Now, 
replace all of your dorm-mates with students at least 

Picture your college 
dormitory.  Now, replace 
all of your dorm-mates 
with students at least 
two to three (in my case 
six) times smarter than 
you.  Next, replace all 
beer cans with Mountain 
Dew and Monster 
Energy drinks.  Keep the 
pizza boxes and junk 
food wrappers piled 
everywhere.  Finally, 
observe that every 
dorm-mate is hard at 
work studying, creating, 
and delivering — and 
enjoying every second 
of it.

Bill Haskins having too much fun at work

Basic Hackathon ingredients
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project with no guaranteed return on investment is often 
described as a CLM (Career Limiting Move).  

Second, Tata placed the focus for this event squarely 
on WebRTC, a technology that is widely described as 
“years away from being enterprise-ready,” or worse, “a 
guaranteed disappointment” (thank you to my colleague 
Andrew W. Davis for that nugget).  With so much FUD 
surrounding WebRTC, it can be easy for big, enterprise-
focused providers to stay on the sidelines, waiting to see 
how these solutions will benefit their business.

Note that hackathons are starting to gain traction in 
the telecommunications space — for example, AT&T 
held a series of mobile-oriented events over the last few 
months.  Still, I think Tata took a risk with its approach to 
this event, focusing on WebRTC but otherwise giving the 
developers free rein to create collaboration solutions.  I 
also think this is the right risk to take for Tata — there is 
no better way to understand how WebRTC will, or will not, 
impact its business than engaging the hacker community, 
funding their creativity, and analyzing the results.  As a 
material bonus, Tata now has access to a number of new 
collaboration solutions it can incubate should it choose 
to do so.  I applaud this direction, and expect we will see 
other providers follow suit with similar events. 
To see my in-depth opinions about Tata’s Hackathon 
event and the joys of WebRTC and to join in the 
discussion, click here to visit the Wainhouse Research 
Blog site.

time.  While the transcription experience is not quite 
“there” yet — Google still has a 10-second buffer to 
overcome — it is certainly getting close.  There were also 
a number of “eBook mashups” that imported content 
from public sources using open APIs, allowing students 
to collaborate on source material in real time.  Regardless 
of the API used, the resulting mashups highlighted 
WebRTC’s ability to add real-time audio and video to 
a previously text-centric 
experience — and vice-versa 
at times, adding text to a video 
experience. 

Tata and its co-sponsors 
deserve kudos for an excellent 
event, crowdsourcing 
collaboration solutions, 
and engaging these 
young hackers.  Tata will 
surely benefit from these 
engagements, but more 
importantly, the end user 
stands to benefit as a few choice ideas will be nurtured 
into enterprise-ready products.

I expect the decision to hold a hackathon was debated 
inside Tata’s executive ranks.  For one, there is no clear, 
guaranteed return on these events, although there is 
most definitely an associated cost.  Having spent years 
working for a global telco, I learned that suggesting a 

Introducing one of the WR Bulletin Sponsors

The Conference and Collaboration Appliance from RHUB Communications 

provides 6-in-1 Real-Time Collaboration functions including secure 

meetings with audio, video, and web conferencing and remote support in 

a simple to purchase-and-use, on-premise appliance. Our plug and play, IT-

maintenance-free appliances have unique advantages over hosted services, 

including on-premise security, branding, and integration.  And as opposed 

to monthly subscription hosting fees, the RHUB appliance can be paid off 

within 3 to 10 months, making it the affordable solution to scaling web 

conferencing and remote support.

To learn more, please visit: www.rhubcom.com. 

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.

I expect the 
decision to hold 
a hackathon was 
debated inside 
Tata’s executive 
ranks. For one, 
there is no clear, 
guaranteed return 
on these events, 
although there is 
most definitely an 
associated cost.  
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conferencing market are difficult, to say the least, with 
negative annual growth rates predominating.  Polycom’s 
great results in UC Personal are attributed to voice 
handsets sold as part of customer Lync deployments.  
Results in North America have been hampered by the 
(not unexpected) slowdown in federal government 
spending.

Polycom Q2-2013  
Financial Results
Andrew W. Davis, andrewwd@wainhouse.com 

Other than that Mrs. Lincoln, how was the play?

Polycom’s financial results, reported on July 23, topped 
Wall Street’s expectations. During the second quarter that 
ended in June, Polycom earned $5.3 million on $345.2 
million in revenue.  But before looking further at the raw 
numbers, it’s clear that high level personnel changes stole 
the headlines.  The company announced the sudden 
resignation of President, CEO, and board member Andy 
Miller “after the company’s audit committee found certain 
irregularities in Mr. Miller’s expense submissions.”  Andy 
had been with the company approximately four years 
and at one time had been the CEO of Tandberg.  See our 
blog post on this sudden resignation at cp.wainhouse.
com. 

In a separate SEC document, we also learned “On July 
18, 2013, Tracey E. Newell resigned as Executive Vice 
President of Global Sales of Polycom, effective August 
15, 2013. Ms. Newell has accepted another position 
outside of Polycom with a non-competitive company. 
This announcement is completely unrelated to the Chief 
Executive Officer departure announcement made by 
Polycom on July 23, 2013.”  You have to wonder about 
coincidences.   Other personnel changes included 
Manny Kostas’s departure as SVP of Worldwide Product 
Management.  With this magnitude of changes, it would 
not be unreasonable to see the company stall or struggle 
for a quarter or more.

Back to the numbers, you can see in our charts that 
the fundamentals for hardware suppliers in the video 

Polycom Quarterly and Y/Y Revenues

Q2/12 Q1/13 Q2/13 Q/Q Y/Y

UC Group $252 $232 $233 0.3% -7.4%

UC Personal $43 $49 $51 3.0% 18.4%

Infrastructure $64 $57 $61 7.5% -3.9%

Total $359 $339 $345 1.9% -3.7%

AMER $178 $171 $176 2.7% -1.2%

EMEA $80 $89 $80 -10.5% -0.9%

APAC $100 $79 $90 14.2% -10.5%

Products $272 $246 $251 2.2% -7.7%

Services $86 $93 $94 1.3% 8.8%
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 News in Brief
• Joining the ranks of resellers and service providers 

jumping on a new approach to an old type of 
problem, connecting remote service agents to 
real-world customers via contact center, Yorktel has 
introduced its VideoKiosk.  Powered by the Yorktel 
VideoCloud infrastructure, VideoKiosks are meant 
to be regionally distributed and placed in public 

ClearOne Q1-2013
Andrew W. Davis

ClearOne turned in a fairly flat but solid quarter overall, 
despite disappointing results from the company’s 
emerging video conferencing product line.  In its earnings 
call the company management referred to a slowdown in 
China, the poor EMEA macro-economic climate, and U.S. 
federal government spending delays due to the budget 
sequester.  As the graph shows, company management 
has managed to integrate two acquisitions over the past 
18 months while raising operating income at the same 
time.  Separately, ClearOne announced the expansion of 
its distribution agreement with Almo Professional A/V, 
giving Almo partners access to ClearOne’s software-based 
video conferencing solutions, select audio conferencing 
products, multimedia streaming, and digital signage 
products.

Recent ClearOne Quarterly Revenue and OpInc

ClearOne Q2-12 Q1-13 Q2-13 Seq Annual

Revenue $11.66 $11.30 $11.70 3.5% 0.3%

Op Inc. $1.12 $1.07 $1.50 40.2% 33.9%

Video $1.00 $1.36 $0.82 -39.6% -18.0%
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locations as a means for customers to engage in 
live meetings with agents operating out of contact 
centers or other locations.  Components include 
dual 22” touch displays in a secure customer kiosk, 
HD cameras, document scanners and printers, 
electronic signature pads, and the Yorktel VideoKiosk 
application, which includes software, customer 
website integration for kiosk support, and so forth.  
The initial stated market are federal government 
and public sector customers, with a goal of making 
the product available to commercial and other 
businesses in Q4 2013.

 

• Videxio has expanded into Canada by partnering 
with the ET Group, which will market Videxio’s cloud-
based video subscriptions.  The portfolio of ET Group 
Services now includes a range of video subscriptions, 
virtual meeting rooms and Cisco Jabber clients.  

• LG Electronics has thrown 
down the gauntlet in India.  
The company has launched 
specifically for the Indian 
market the VR5500F, a 
multipoint system which 
can connect up to 
four different sites 
simultaneously.  This 
unit builds on other 
units that support 
point-to-point 
calling only.

LG Electronics VR5500

Yorktel VideoKiosk
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• Russia-based (and WR Bulletin translation partner) 
Trueconf is making available to its non-paying users 
three-way video conferences on OS X, Windows and 
iOS, as well as several collaborative tools, including 
video recording, whiteboarding, and file transfer.  If a 
user decides to upgrade to a paid plan, he also gets 
access to support for multipoint video conferences 
with up to 120 users and an interface with more 
collaborative tools: remote desktop control and 
sharing, slideshows, and presentations.

• Robotic PTZ camera and camera control system 
maker Vaddio has announced a joint partnership 
with Zoom Video Communications for delivery of a 
cloud video conferencing experience that combines 
HD video conferencing, mobility, and web meetings 
via a free cloud service.  Vaddio was not alone, 
however, as Zoom launched its “Works with Zoom” 
program, which allows partner companies to provide 
the free Zoom service bundled with their existing 
products.  Joining Vaddio are VTEL, Altia Systems, 
VDO360, Biscotti, Acoustic Magic, Logitech, 
HoverCam, KUBI, AVer, and InFocus. 

• Revolabs Inc. announced its partnership with 
Nimans, a leading telecommunications and data 
distribution specialist based in the United Kingdom. 
Nimans will carry the Revolabs FLX wireless 
conference phone, expanding the availability of 
the solution throughout Europe. FLX is designed 
for conference rooms, executive offices, and SoHo 
settings. 

• Tely Labs is staying busy, via its latest partnership, 
this one with PicturePhone, which will distribute the 
telyHD Pro business video conferencing system to its 
reseller partners.  The sub-$1,000, standards-based 
telyHD Pro system integrates with the majority of 
videoconferencing infrastructures.

• Relative newcomer Clary Icon has named the 
BP Marketing Group as its independent sales 
representative in (by our count) 17 U.S. mid-western 
and western states, ranging from Ohio to Utah and 
Wyoming — with a lot of coverage in between.

• 8x8, Inc. has gotten its 89th 
patent, in case you lost count.  
The invention relates to 
distributed conferencing systems and methods that 
“reliably provide local meeting content to remote 
participants. In accordance with various example 
embodiments, a plurality of authorized source 

units generate media content responsive to and 
representative of respective content for a meeting. 
In response to the generated media content, one or 
more data streams are developed at each authorized 
source, each stream being a separately-decodable 
real-time representation of at least a portion of 
the media content generated at the respective 
authorized source. The separate data streams are 
transmitted by each authorized source to a common 
multicast IP group address for retrieval or access by 
remote participants.”  There you have it!

• Mitel and Vidyo have partnered to deliver a single, 
comprehensive offering that will integrate Vidyo’s 
HD video and telepresence solutions across Mitel’s 
entire line of UC&C products. Through this reseller 
and distribution agreement, Mitel’s global channel 
partners will be able to offer the UC&C end-to-end 
video conferencing solution, also available as a cloud 
offering. 

People & Places 
Know someone in the industry who changed jobs?  Jump 
into a new role yourself as vendor, end user, or channel 
partner?  Email us at wrb@wainhouse.com to share the 
good news.

• Albert Einstein 
College of Medicine, 
Terence Ma, 
Assistant Dean 
for Educational 
Informatics

• Polycom, 
Kevin Parker, 
Chairman & Interim 
Chief Executive 
Officer.  Departed: Andy Miller, CEO; Manny Kostas, 
SVP, Worldwide Product Management; and Tracy 
Newell, EVP Global Sales 

Terence Ma, 
Albert Einstein 

College of 
Medicine

Kevin Parker, 
Polycom

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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We had no shortage of either words or pictures coming out 
of our Santa Clara Summit July 16-17.  Almost 200 registrants 
attended — including sponsors and Wainhouse Research 
analysts and end users and vendors and consultants and 
service providers.  You get the picture, but here are a few 
shots to remind you of what you missed.  You can see the buzz 
from the event on Twitter at #WRSummit.  Attendees receive 
access to the presentations but stay tuned, we’ll be offering 

opportunities to all readers to 
review some of the sessions via 
one or more additional Virtual 
Summits, courtesy of InterCall.  

Counterclockwise 
from Top Right: 
Plantronics’ Jeffrey 
Siegel hailing the 
new workspace; 
AGT, AVI-SPL, 
ON24, and 
Compunetix 
luminaries 

flanked by analysts; 
WCET’s Ellen Wagner; 
University of British Columbia’s Anthony 
Knezevic describing uses cases; John Barnhardt 
of Alaska’s GCI asking a probing 
question from the audience; Not 
pictured: cocktails during the 
networking reception; and a full 
house — only part of the room 
shown here.

A Picture Tells a Thousand Words

PAGE 7Volume 14 Issue #17 / 05-August-13



SH:  I think there’s a nice parallel between what we saw 
in the human capital management space and what 
happened over the last five or six years.  It was very 
stratified, with many vendors in the space, and then 
went through a big period of consolidation.  And I see a 
lot of the same parallels here where right now there are 
literally hundreds of vendors in the (streaming) space, 
and I think it’s a good opportunity for someone to break 
out.  Also, what I see coming from the LMS space is that 
predominantly six or seven years ago everyone was on-
premise and then we saw a big move to the cloud.  And 
while I don’t know that we’re going to have a wholesale 
move to the cloud in this space, I think there is an 
opportunity for a vendor to provide a hybrid solution. 

WR:  Even with the consolidation that we’ve seen in 
the LMS space, that market still faces some significant 
challenges. What gives you hope that streaming 
technology providers — and specifically VBrick — can 
avoid some of the pitfalls experienced by LMS vendors?

SH:  I can’t comment specifically 
on other streaming technology 
providers, but I think many vendors 
underestimate the complexity 
of selling, implementing, and 
supporting technology within 
large enterprises.  Many of these 
vendors come from selling to 
niche verticals or SMBs and are 
not equipped to be successful 
in the large enterprise. I believe 
the growth in this market 
will come from the large 
enterprise space and with this 
the associated challenges of 
greater security requirements, 
multinational issues (such as data 
protection/privacy/languages/
localization support), integration 
requirements, and overall more 
complicated implementations.  

Streaming industry 
pioneer VBrick 
Systems is undergoing 
a significant overhaul in 
2013, doubling its sales 
force while revamping 

its technology platform to become a hybrid solution 
capable of managing video distributed both behind the 
corporate firewall and via the public web. Shepherding 
this transition is Shelly Heiden, the former executive 
vice president of Learning Management Systems (LMS) 
provider Plateau Systems, who was named VBrick’s CEO 
in April.  In this interview with Wainhouse Research Senior 
Analyst Steve Vonder Haar, Heiden shares her thoughts 
on VBrick’s prospects and the evolving landscape of the 
enterprise streaming market.

WR:  This is your first time working in the enterprise 
streaming sector. What opportunities are open to you and 
VBrick?

SH: I think there is amazing 
opportunity right now.  VBrick 
has been in business for a little 
more than 10 years and has seen 
incremental growth but nothing 
really explosive.  I think part of 
that is because of the timing. I 
really feel that there is a huge 
opportunity in the market right 
now.  We’re seeing a great pick-up 
in our pipeline on the corporate 
side and I think large corporations 
are starting to adopt video much 
more than they have in the past. 

WR:  How can the lessons you’ve 
learned in your past work at 
Plateau Systems in the Learning 
Management Systems market 
be applied in the enterprise 
streaming market?

1:1 Shelly Heiden, CEO, VBrick Systems
Steve Vonder Haar, svonder@wainhouse.com

. . . many vendors 
underestimate the 
complexity of selling, 
implementing, and 
supporting technology 
within large enterprises.  
Many of these vendors 
come from selling to 
niche verticals or SMBs 
and are not equipped 
to be successful in the 
large enterprise.
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My management teams have spent their entire careers 
selling, implementing, and supporting technology within 
large enterprises.  In order to be successful, you need not 
only the best technology, but also the best services and 
support teams to enable your customers and partners to 
get long-term value out of their investment.

WR:  Tell us about how you see hybrid streaming 
solutions evolving and how the hybrid solutions will be 
more effective in addressing enterprise streaming needs.
 
SH:  First of all, you need to have an architecture that will 
support an inside-out strategy: both inside the firewall 
and outside in the cloud, which is exactly what we are 
releasing over the next few quarters.  So, number one, 
that is important. As we see larger companies adopt 
video, they all have their large global organizations with 
offices distributed around the world and people working 
out of their homes.  Because of bandwidth constraints 
inside their own network, you’ve got to be able to offer a 
solution that allows them to access video both within and 
outside their own network.

WR:  In addition to expanding into hybrid solutions, 
VBrick also is doubling down with a significant expansion 
of your sales efforts and getting more aggressive in 
getting out there and telling the VBrick story.  Talk a little 
bit about your sales strategy.

SH:  We have a strategy where we have both direct sales 
and a channel. Both are very important. But I also think 
it’s important to remember that — particularly when your 
growth area is on the corporate side or the enterprise 
side — most of those large deals are going to be direct or 
have a lot of direct interaction.  So we’ve actually doubled 
the size of our field, predominantly in North America but 
we’ve also expanded in EMEA as well.  That will be super-
important as we go after these larger enterprise deals.

WR:  With the changes now taking place in VBrick’s 
product evolution and in your selling approach, how 
should we measure your success over the next year?  
What milestones should we be expecting VBrick to hit?

SH:  A couple of milestones actually.  We have a new 
architecture and product that we’re releasing to the 
market.  Number One we will have our product out there 
and will have wide adoption and very happy customers.  
Number Two is growth.  Growth is super-important to us 
right now.  Those are the two key areas.

WR:  What do you see as the most important factor 
influencing your growth prospects?  Do you see a 
sea-change in market sentiment driving accelerated 
streaming adoption or will VBrick growth in the next year 
be more a product of specific strategic changes being 
made by the company?

SH:  The answer is “both.”  I think the sea-change that 
is happening in the enterprise is fostered by outside-in 
disruption in many areas, including proliferation of tablets 
in the workplace, rise in adoption of user generated 
content, B2C video platforms, BYOD, and FaceTime / 
Skype.  VBrick is positioned to capitalize on this growth 
with our new software technology platform and with a 
management team and organizational structure that is 
optimized to sell and deliver to large enterprises.

New White Paper: Scaling 
the Video Conferencing 
Environment 
The ability to video 
conference with 
workers in meeting 
rooms, at their desks, 
and on the road 
has given rise to a 
new challenge … 
the need for scale.  
Note, however, 
that this challenge 
does not directly 
relate to the video 
devices or users 
themselves.  The crux 
of the issue is the 
need to scale the back-end infrastructure to provide the 
necessary multipoint video connections to support the 
requirements of not just a handful of group video rooms, 
but tens of thousands of video users — all expecting to 
meet with each other.

This study, sponsored by Polycom, highlights the pros 
and cons of various options for supporting large scale 
multipoint video conferencing.  This free white paper is 
available now for downloading. 
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4Streaming & Webcasting

Vendor Profile – Livestream
Hosted platform for live webcasting expands into appliances
Livestream, one of the pioneers in offering a cloud-based platform for live webcasting, in the past year has introduced a line of video-switching equip-
ment with the aim of expanding its beachhead in the enterprise market. This report highlights the company’s suite of hosted and hardware-based prod-
uct offerings. It also provides insight on the company’s strategy for expanding its presence in the corporate sector and its aspirations for forging viable 
partnerships with resellers focused on the enterprise. 

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

4Personal & Web-Based Conferencing

WebMetrics First Half 2013
Usage & User Preferences for Web Conferencing and Related Offerings
This in-depth survey focuses on web conferencing brand recognition / provider perceptions, feature set preferences, meeting characteristics, HQ/HD 
video conferencing, adoption of instant messaging, and use of web conferencing in groups. 

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

4Unified Communications

Comparison Matrix – UCaaS Offering Comparison Matrix
A comparison of ~ 15 specific features as implemented across 39 UCaaS offerings
This comparison matrix provides information about the UC as a Service (UCaaS) solutions available from 15 vendors.

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

4Distance Education & e-Learning

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

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

4Audio Conferencing

Market Forecast – 2013 Worldwide Audio Conferencing Services Market Sizing & 5-Year Forecast
Market Sizing & 5-Year Forecast of Worldwide, North America, Western Europe, Asia Pacific, and Latin American Audio Conferencing Service Markets
Focuses on services and market trends related to PSTN and IP-based audio conferencing solutions worldwide.  Provides market sizing and five-year fore-
casts for hosted audio conferencing services market. Forecasts include minutes, average selling price, and revenues. 

2013 Audio Conferencing Bridge Suppliers Worldwide Market Sizing & 5-Year Forecast
This study focuses on the worldwide market for audio conferencing bridges, which are purchased for use by enterprise-based end users and by service 
providers to enable audio conferencing services.   Market sizing and forecast segmentation includes supplier type (traditional stand-alone vs. UC platform 
add-on vis-a-vis Microsoft Lync), sales to enterprises vs. CSPs, and port type (PSTN vs. IP); port ASPs are also included.
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4Group Video Conferencing

Research Note – Blue Jeans Network’s New Video Sharing Feature
On 17 July 2013, Blue Jeans Network (BJN) announced a new feature allowing account holders to upload and store video content.  While we first dis-
missed this capability, we quickly realized that there’s more to BJN’s implementation of this feature than meets the eye. 

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