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with the ability to view up to six 
simultaneous video streams (four on 
mobile devices).  Developed by IBM 
with guidance from Polycom, the 
H.264-based switching infrastructure 
consists of a video MCU (VMCU) and 
a video manager (VMGR), the latter of 
which manages the VMCU pool and 
supports geographically-distributed 
calls.  Sametime can interoperate with 
older, standards-based AVC endpoints, 
which will simply display the active 
speaker. 

In addition to the major areas, 
Sametime’s integration with IBM’s 
enterprise social networking offering, 
IBM Connections, has been enhanced.  
New capabilities include the ability to 
upload files to a Sametime meeting 
room from a Connections files 
repository, learn more about a person 
in a Sametime meeting from their 

Connections Profile, and access a person’s Connections 
contact information.  

IBM is keeping some upcoming mobile enhancements 
under wraps for now, electing to simply say “watch this 
space” in Q4 CY 2013.  Meanwhile, Sametime’s pricing 
and packaging have been re-aligned into three pack-
ages, with the intention of making it both easier to 
understand while removing the hidden costs (server and 
technology licensing) found in competing offerings.  The 
first two packages offer different capabilities (prices are 
for an on-premise perpetual license per named user): 
Sametime Communicate ($60) offers rich presence, IM, 
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IBM Completes Sametime’s Front Nine

The mighty Big Blue has introduced 
its ninth (!) version of Sametime, 
furthering its stature as the unified 
communications industry’s most 
mature on-premise offering. 
This time around, Sametime’s 
major enhancements fall into 
two areas, with additional minor 
enhancements as well.

A simplified, streamlined user ex-
perience — Both the browser-based 
and native Sametime clients have 
undergone a number of both look-
and-feel and workflow refinements.  
For example, Sametime’s IM toolbar 
has been streamlined to only display 
the most used tools (with other 
tools moved to a pull-down menu).  
Contacts, meeting rooms, persistent 
chat rooms, and social tools are one 
click away on a new navigation rib-
bon.  Sametime’s meeting interface 
now features switchable panels to toggle between the 
participant list, video conferencing feeds, and the meet-
ing room file library.  A new meeting stream records every 
event that occurs during meetings.  Persistent meeting 
rooms can be created, each with its own content library 
and participant list — with presence status displayed in 
the room to help catalyze ad hoc sessions.  As a bonus, 
the Sametime Connect client can function as an audio / 
video softphone for connecting to SIP-compliant services.    

“Out of the box” Continuous Presence — A new SVC-
capable, software-based video conferencing capability 
supports conferences with up to 2,000 attendees, 
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called the Meeting Stream, which allows participants to 
take notes, document action items, and generally keep 
tabs on events that happen during the meeting.  These 
are examples of a UC platform that is evolving from a 
solution that generates more collaboration to one that 
actually improves collaboration.   

Overall, IBM continues to integrate and unify its various 
communications platforms across mail, social, business 
process, and UC.  Add IBM’s expertise in big-data and 
related analytics, and I expect it’s only a matter of time 
before we see the term “context-aware-communications” 
make it into an upcoming Sametime release.  While other 
industry players such as Avaya and Siemens are banging 
the context-aware-communications drum, I think it’s IBM 
who is best positioned to do something really interesting 
in this space.

PGi Acquires ACT 
Conferencing
Marc Beattie, mbeattie@wainhouse.com 

On 4 September, 2013, almost 
exactly one month after NTT 
Communications announced its 
acquisition of Arkadin (5 August), PGi 
announced its acquisition of Denver, 
CO-based ACT Conferencing for 
$44M USD in cash.  

PGi acquired ACT Conferencing from Dolphin Asset 
Management, a private equity firm focused on micro-
cap companies.  Peter Salas is President of Dolphin 
and has acted as the Chairman and CEO of ACT since 
its acquisition by Dolphin in 2006.   During his term as 
Chairman and CEO of ACT, Peter has also been an active 
investor and on the boards of the Boston Restaurant 
Group (Pizzeria Regina and other restaurant brands), 
Tengasco (where he acts as Chairman of the oil and 
gas producer), Williams Controls (electronic throttle 
controls), and Southwall (energy control systems).  

What Marc thinks:  There is absolutely no affinity 
between Peter’s other companies and ACT, nor does 
Peter’s background include high tech or telecom services 
(he was in investment management at JP Morgan prior 
to Dolphin). Because of this, from WR’s view, ACT has had 
a part-time CEO for the last five and a half years.  

peer-to-peer IP audio / video and SIP (softphone) calls 
using browser-based and mobile clients. Sametime 
Conference ($80) offers web conferencing with persistent 
meeting rooms, multi-party voice and video, and dial-
out to PSTN participants — again, using browser-based 
and mobile clients.  Of note: Seat licenses are required 
for participants within the hosting organization; licenses 
for participants outside the organization are not re-
quired. The third package, Sametime Complete, offers the 
combination of the first two packages with the addition 
of instant screen & app sharing and continuous pres-
ence video calls for IM sessions and additional meeting 
enhancements.  Sametime Unified Telephony (SUT, $168) 
is available as an option to Communicate and Complete 
and adds telephony middleware to bring advanced UC 
capabilities and intelligent call routing to a number of 
PBX installations.

What Andy thinks:  While the UI streamlining, video 
MCU, and other new features will get all the buzz, I think 
the re-packaging effort is big news as well. Users who 
want Sametime for audio / video / web conferencing can 
now purchase Sametime Conference by itself — which 
was not possible with the previous packaging.  This sets 
the stage for Sametime to compete unshackled against 
other on-premise conferencing offerings including Adobe 
Connect and the relatively new Cisco WebEx Meetings 
Server. 

While the on-premise offering looks nicely sewn up, I look 
forward to seeing how IBM will move Sametime 9 in two 
directions: how the offering will roll over to IBM’s hosted 
meetings service on the IBM SmartCloud, and if IBM will 
aggressively market these conferencing solutions beyond 
its F1000 comfort zone to capture new-to-IBM mid-size 
organizations.    

What Bill thinks:  If it feels like everyone is borrowing a 
page out of Apple’s flat design playbook, it’s probably 
because they are.  This is not necessarily a bad thing as 
a well-implemented flat design generally results in a 
clean, simple, intuitive interface.  The updated Sametime 
client follows this principle and delivers a mix of simple, 
intuitive icons and a generally streamlined experience.  
That said, I consider the updated user-interface at parity 
with the experience you get from a Lync 2013 or current 
Cisco Jabber client — also not a bad thing.

Persistent meeting rooms are a great way to keep track 
of documents and meeting notes that are related to a 
series of meetings.  IBM also has introduced a feature 
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run rate in 2013).  And, while ACT has maintained a 
reputation as a high quality service provider and has 
been amazingly resilient in holding clients, the company 
has been languishing for years with virtually no sales 
team, little marketing, product development that has 
never fully matured (e.g. ACT’s web-based collaboration 
product Teem), and little-to-no revenue growth.

Why this will work
ACT’s current book of business is approximately 50% 
domestic and 50% outside the US, with 20-25% of that 
through the channel.  Both companies have a large 
reseller relationship with a large telco — PGi with 
Orange, and ACT with AT&T.  ACT has a similar profile to 
PGi’s business.  ACT has also kept a solid customer base 
of financial service, high tech, and professional service 
clients that will benefit from PGi’s high quality global 
audio network and its increasingly popular iMeet and 
GlobalMeet web services (these grew >50% year-over-
year).  Additionally, PGi has VoIP services (SIP, IP voice, and 
Internet voice) and unified communications integration 
that ACT clients will value, but which they may not 
have been getting from ACT.  If ACT clients were happy 
with the ACT over the last five years, when there was 
virtually no client management and limited new product 
investment, we suspect they will be very happy at PGi.  
Finally, this is PGi’s 22nd CSP acquisition.  This company 
knows the profile of what to buy, the price to pay, and 
how to make the transition work.

Private equity firms acquire 
companies to extract cash 
and our guess is that Dolphin 
acquired ACT for just that 
purpose, as it has taken cash 
out of ACT along the way 
(our estimate is $35-$40M), 
has never really reinvested in 
ACT, and drew the company 
down to minimal operating 
requirements to simply keep 
existing customers.  

Conversely, PGi has a history 
and refined expertise 
identifying under-valued CSPs 
with synergies close to its own.  
Basically, it knows how to run and grow a global CSP and 
it knows how to acquire similar assets and make them 
accretive — worth more than they cost.

I believe Dolphin sold ACT because it was unwilling to 
invest in the business, and did not know how to grow 
it any larger.  During its ownership tenure it was able to 
maintain the status quo and not much more.  The sale of 
ACT allows Dolphin a clean exit.

PGi sees an undervalued company with a solid customer 
base that it can grow.  ACT has had annual revenues in 
the $40-$50M USD range for the last few years ($45M 
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SVC extension, and if the Google Hangouts service uses 
infrastructure optimized for SVC, the combination should 
provide a significant advantage for multipoint calls, 
especially for multipoint calls involving endpoints with 
varying degrees of computational power and network 
bandwidths (think mobile).

What’s likely behind the curtain:  This is a win for Vidyo 
if there is demand for SVC-optimized infrastructure that 
Vidyo can meet by selling its media routing solutions.  
Potential buyers include Google itself as well as 
enterprises and service providers that want to enable 
their WebRTC video users.

This is a win for Google if it drives more users to Google’s 
services.  It also has the advantage of making VP9 more 
appealing, potentially driving VP9 use in non-Google ap-
plications.  Video codecs like H.264 and VP9 benefit from 
a positive network externality, which is to say, “Everyone 
uses the codec because everyone uses the codec.”

This is a win for WebRTC.  Scalable video coding, the 
technical details and benefits of which are beyond 
the scope of this article, brings another level of 
performance to WebRTC.  Within WebRTC, SVC support, 
like VP9 support, is likely to be an option rather than a 
requirement.

It’s easy to read big battles into this seemingly small 
announcement.  I’m not sure where VP8 sits in the patent 
litigation world; I do know that Nokia has brought 
multiple patent infringement lawsuits over VP8.  And now 
Nokia is about to become part of Microsoft, Google’s 
arch-enemy on several fronts:  Google Docs / Drive 
vs. Microsoft Office 365; Internet Explorer vs. Chrome, 

We don’t see any reason why this won’t work.  WR 
understands ACT’s major reseller partners have signed on 
to the transition and we suspect existing retail clients will 
get better customer support and equal or better services 
at equal or better prices.  

This is a boon for ACT and its customers, allowing ACT 
to take advantage of things that PGI does well, including 
global marketing campaigns, strong and competent sales 
teams, a low-cost global IP audio network, and advanced 
web-based and mobile collaboration platforms.  Given 
the prior state of things at ACT, PGi is a big step up.

PGi has a $400M credit facility for acquisitions.  The 
ACT acquisition is one of many more to come in 2013 / 
2014.  I believe the ACT acquisition is a good start in PGi’s 
strategy to grow organically and through acquisitions in 
its pursuit of $1B in annual sales.

Google and Vidyo:  What’s 
Behind the Curtain? 
Andrew W. Davis, andrewwd@wainhouse.com  

Roughly two weeks ago Vidyo announced that it will 
develop for Google a scalable video extension for the VP9 
codec as part of the WebRTC client open source project.  

What Andrew thinks

On center stage: This extends the Vidyo / Google 
partnership and — according to the press release – 
might be the first step in a deepening and broadening 
relationship (merger and acquisition, anyone?)  Vidyo 
will do the SVC extension, and Google will deploy the 
WebRTC extension within the Chrome browser. 

The current “version” of WebRTC uses a free, open 
source VP8 codec from Google (which the company 
acquired via its 2010 acquisition of On2).  Free, open 
source is a differentiator from H.264, which is an ITU-T 
Recommendation (standard) and which requires a 
license fee.  H.264, however, is embedded in firmware by 
many silicon makers, thereby providing a performance 
advantage to offset the cost disadvantage when running 
on many endpoint devices.  

If VP9 follows the codec industry trend, it should provide 
about the same quality level as VP8, but at half the 
bandwidth — never an insignificant benefit.  If VP9 has an 

Upcoming WR Speaking Appearances & Events
When & Where Who & What

9 October, 2013, 11:00 
AM-1:00 PM CDT, 
Bloomington MN, 
Milwaukee WI,  
Fargo ND, & Online

Andrew W. Davis, Video Conferencing 
Disruptive Innovations (with Acano, Amplatz 
Children’s Hospital, Pexip, & Vidtel), Via 
multipoint video and webinar, http://www.
videoguidance.com/reservation/

14 November, 2013, 
11:00-12:00 AM, 
Denver, CO, USA

Alan D. Greenberg, Mano a Mano: Web 
Conferencing Versus Lecture Capture (with 
Sonic Foundry and Blackboard), WCET 
2013 Annual Meeting, Denver City Center 
Marriott

Industry Events of Note
When & Where Who & What

8-10 October, 2013,  
Porto, Portugal

IMTC 20th Anniversary Forum, Porto Palacio 
Congress Hotel and Spa
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Windows vs. Chrome OS, now Google Hangouts vs. 
Skype, Windows Mobile vs. Android, and now Nokia vs. 
Motorola handsets.  You can’t make this up.

News in Brief
• Carousel Industries has launched its Simplicity 

Video service.  In a sentence, this is a meet-me video 
bridging service by which subscribers are given their 
own video meeting rooms (VMRs).  Yes, it’s a direct 
attack on Blue Jeans and the 259 other VaaS offerings 
out there.  So, why do we even bother to report on 
this announcement, you might ask?  Two reasons: 1)  
Simplicity is being sold to customers by Carousel, a 
$355M, 1,000-employee channel partner that offers 
a comprehensive line of voice-video-data functions 
combined with an equally comprehensive line of 
hosted and managed services.  The goal is to provide 
Carousel’s customers with one-stop shopping; and 
2) Simplicity is actually a resale of a video bridging 
service.  The equipment itself and the hosting are 
actually provided by none other than Polycom. So, 
Polycom is now in the hosted bridging business 
— selling through channels.  How this will sit with 
many Polycom channel partners who already have 
their own bridging businesses, or with the large 
conferencing service providers / carriers who also sell 
Polycom equipment, remains to be seen.  That’s what 
makes this industry so interesting!

• Huawei has launched a new full HD PTZ 
camera, the VPC620, for video conferencing.  
It includes a 2 megapixel CMOS image 
sensor, and support for 1080P60, 1080i, 
and 720P video resolutions.  It also includes a 3G-SDI 
interface (a successor technology to the HD-SDI 
interface) to avoid video quality reduction.

also includes 2 camera shelves for 
conference room set up, as well as a 
3-year warranty.  Note that the product 
was sourced from and designed in partnership with 
ZTE, and is targeting the sub-$6,000 MSRP range.  

• Bloomington, Minn.-based Video Guidance has 
been selected as a strategic conferencing partner by 
Acano.  The Acano partner list now includes IVCi, 
NexTech, SKC, TalkandVision, Yorktel, and others. 
Hmm, we see a pattern.  The other ex-TANDBERG 
gang, Pexip, also has selected Video Guidance as a 
strategic channel partner.  Coincidentally, Pexip has 
just announced general availability of Pexip Infinity.  

• Push-to-Talk never really went away in the wireless 
world – think construction and engineering 
industries — and you still see some push-to-talk 
(PTT) microphones deployed in legacy distance 
learning environments.  Cisco has now unveiled 
its Instant Connect, a PTT offering that lets mobile 
users communicate using enterprise networks 
and Cisco wireless IP phones and / or touch-screen 
Android devices.  The idea seems to simply be to 
bring PTT conversations to the Wi-Fi universe, while 
still leveraging the ability for users to extend Instant 
Connect services beyond the enterprise network 
coverage area using Cisco mobile routers or carrier 
data plans.  

• RHUB Communications has 
released TurboMeeting 5.0 
SP1, which includes some 
software fixes as well as new features.  Some of the 
new features worth noting are an increased number 
of supported webcams in any one meeting room 
(now 15 instead of 4), improved screen update speed, 
an HD view via webcam function, and various role 
and interactivity features (such as a panelist role 
that allows all meeting attendees to interact with 
a panelist).  An unlimited number of VoIP speakers 
can now speak freely without using the PTT function 
traditionally necessary in TurboMeeting sessions.

Easymeeting TWS

Huawei VPC620 
Camera

• Easymeeting has announced the TWS video 
conferencing system, with availability scheduled 
for October 1.  The system includes a 10x camera, 
1080p resolution, and dual-monitor capability, and 
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“Barbarians at the Gate:  
The Video Conferencing 
Industry Under Siege”  
Replay Available
Hundreds of you attended Wainhouse Research’s 
Collaborate! Video Webinar “Barbarians at the Gate.”  WR 
Research Director Andrew W. Davis led a “more-than-
lively” discussion with executives from Cisco, LifeSize, 
Polycom, and Vidyo that explored how the world of video 
collaboration is being affected by market innovations 
such as unified communications, WebRTC, and Video-
as-a-Service.  Did you miss it?  The webinar is available 
here in a replay accessible via TalkPoint, which powers 
the platform used to deliver the WR Collaborate! Video 
Webinar Series. 

• UCaaS provider Thinking Phone Networks has 
announced unlimited European and North American 
voice communications service pricing.  Enterprise 
end users of TPN’s services can make calls throughout 
Western Europe, the U.S., and Canada for a single flat 
rate.  And its customers can select the ThinkingVoice 
PBX service or the complete ThinkingSuite UC 
solution, the latter of which includes mobility 
communications support for smartphone and tablet 
devices.

• XOP Networks, Inc., a manufacturer of audio 
conference bridges and value added service 
platforms, announced multi-language support on 
its bridges, voicemail systems and mass notification 
systems.  Languages now supported include French, 
Spanish, British English, Chinese (Mandarin & 
Cantonese), and Hindi.   

Farewells
• Vince Cahill, Vice President Sales, HB 

Communications; Regional VP, BT Conferencing,  
1944-2013

• Bob Hatfield, Co-Founder Providea and Co-
Founder, ViewTech, 1945-2013

Video Conferencing 
Disruptive Innovations 
Ahead
Whether you live in Bloomington, MN, 
Milwaukee, WI, or Fargo, ND and can attend 
in person — or wish to join via webinar – we 
have an event for you.  Join WR’s Andrew W. 
Davis, Acano CEO OJ Winge, Amplatz Children 
Hospital’s Jason Albrecht, Pexip CTO Hakon 
Dahle, and Vidtel’s CEO Scott Wharton for a 
combo seminar / webinar event to be located 
on-premise at sponsor Video Guidance offices 
and online.  The on-premise event will take place 
Wednesday, 9 October, 11-1 CDT, and the webinar 
will run from 11:15 AM-12:30 CDT.  Attendees will 
be able to experience hands-on demonstrations 
and share idea with their peers, and learn about 
software-based solutions, WebRTC, video-as-a-
Service, user adoption programs, and mobile 
access.  Registration information is available here.

Moderator:
Andrew W. Davis

Senior Partner
Wainhouse Research

Scott Wharton
CEO

Vidtel

Hakon Dahle
CTO

Pexip

Jason Albrecht
Amplatz Children’s 

Hopsital

OJ Winge
CEO

Acano
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WR:  How would you position Bloomfire for those in the 
conferencing and collaboration industry?

CM:  In the years I spent in video communications, I 
was focused on real-time collaboration and face-to-face 
communications.  Bloomfire is more of a time-shifted 
service, where we enable our customers to collect and 
share not only prepared content but also the informal 
hallway conversations that happen in an organization, 
allowing others to build upon those ideas and find the 
information and experts they need to do their jobs.  We 
offer a rich repository where people can go to find what 
they need to know.  We’re at the intersection of some 
pretty big product categories that are starting to overlap 
if not downright converge.  Enterprise Social Networks 
(ESN’s), content management systems, Learning 
Management Systems (LMS’s), cloud file sharing, and 
increasingly the product category of collaboration 
and real-time conferencing.  Over time, there will be 
more overlap and convergence.  If you look at what’s 
happening in each one of those product areas, the more 
progressive companies are moving to that overlapping 
center.  We started out at that center, taking the best 
features and capabilities to accomplish our focus of 
connecting people with the experts and content they 
need to be productive and engaged employees.  From 
a product strategy perspective I find it very interesting 
to determine what is that “right set” of capabilities, and 
how do we find our niche with such a wide variety of 
competitors in overlapping spaces.  

WR:  How are you prioritizing at Bloomfire?

CM:  We focus on three key capabilities and three key use 
cases.  Among the capabilities: 

1.  Creating and posting of rich, enduring content.  You can 
write a text post, upload a file of any type and size (HD 
videos, PowerPoint, Word docs, images). You can also 
create, record, and share HD screen casts, and HD web 
videos.  Web links to internal and external sites can also 
be posted, saved, and shared.  Our goal is the effortless 
creation and posting of content.

Craig Malloy continues 
to stir the pot in the 
collaboration market 
— making waves even 
before LifeSize quietly 
announced last month 
that he has returned to 
the company as its In-
terim CEO.  It’s only the 
latest chapter for Mal-

loy, a pioneer in the video conferencing space who began 
as a VTEL product manager almost 20 years ago, later 
co-founded ViaVideo — bought by Polycom, and then 
co-founded LifeSize — acquired by Logitech).  Prior to 
Malloy’s return to a bigger role with LifeSize, WR’s Alan D. 
Greenberg had already scheduled a visit to discuss Craig’s 
newest venture, Bloomfire.  So we keep our focus here 
on that new venture, while not ignoring his thoughts on 
LifeSize and the video conferencing industry.  And we ask: 
is the enterprise ready for Bloomfire’s particular mash up 
of video, Learning Management System (LMS)-light, social 
networking, content management, and cloud file sharing 
capabilities?  WR Enterprise End User and EDU subscribers 
can read more detail and analysis in a recently published 
profile of Bloomfire.

WR:  Craig, some of our readers know you but not 
Bloomfire.  What is Bloomfire all about?  

CM:  We’re a social network for your business, and we 
focus on information and knowledge sharing — the 
sharing of important informal and formal business 
content.  Our tagline is: “connecting people who have 
knowledge with those who need it.”  We have a very 
content-centric focus vs. just a status or update stream.  
Bloomfire is a social network for your business that’s the 
go-to place for what you need to know, when you need 
to know it.  There is published research from Gartner, 
McKinsey and others that suggests that these types 
of networks will become the primary communications 
methodology within companies and that they improve 
employee engagement and productivity. That’s the short 
version.

1:1 Craig Malloy, CEO, Bloomfire and Interim 
CEO, LifeSize
Alan D. Greenberg, agreenberg@wainhouse.com  
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2.  Searching and browsing for what you need to know.  
All the content in a Bloomfire is visually displayed 
and automatically organized by author, keyword 
or category for easy browsing and searching.  We 
can even search the text of posted documents and 
presentations.  There is also a rich social layer of 
following posts and finding and following experts, 
recommending content to others, giving high fives to 
the best content, and community analytics. 

3.  The ability to ask and/or answer important questions.  
Bloomfire contains a powerful Q&A platform where 
questions can be posed to an 
entire community. Answers 
are then crowd sourced from 
the community with all the 
answers and comments saved, 
rated, indexed and searchable.  
It becomes a “self-curating, 
self-indexing” FAQ list, which is 
important to an organization so 
that the same question is not 
asked and answered over and 
over. 

WR:  What are the most common 
use cases?

CM:  We have found three primary 
use cases. 

1.  A social intranet, to replace 
static, top down intranets 
and text-based wikis.  At 
Bloomfire, we believe everyone 
has something to contribute 
and we give every employee 
the opportunity to learn 
or contribute their expertise by posting content, 
comments, questions and answers back to the 
community.  This is one of the top use cases. 

2.   Sales and partner enablement.  Say you are a Product 
Manager in a high tech company, working with a 
global field sales team and distribution partners.  You 
need an easy, secure way to share important product 
information in the form of presentations, documents 
and videos.  You also want a place where your sales 
team and partners can ask and answer questions, 
find experts, give feedback, and share best practices.  
Bloomfire is a perfect fit for this.   

3.  Social learning.  Our customers often use Bloomfire 
to onboard and train new employees and also to 
train and keep current sales and channel teams 
around the world.  Bloomfire can be integrated with a 
traditional LMS or used as a new type of peer-to-peer, 
collaborative training method.

Our customers are typically line-of-business managers: 
Product Managers, Program Managers, Sales Operations 
and Marketing Managers, and Engineering Managers 
who have information and knowledge sharing needs 
throughout their teams.  

WR:  Well of those three, what is the 
top use case? 

CM:  The most popular use case 
is the social intranet.  This often 
expands into other use cases over 
time within the company. 

WR: What personally attracted 
you to take on your new role at 
Bloomfire?

CM:  After 18 years in the enterprise 
hardware platform business, I 
wanted to do something different. 
I was looking for a new challenge 
and to reinvent myself in cloud 
services software.  How I found 
Bloomfire is interesting: at 
LifeSize we were using it as a sales 
enablement platform.  It worked 
very well for us and, as I was leaving 
LifeSize, I had the opportunity to 
buy this small company in Utah, 
move it to Austin, and scale it.  I 

thought at the time that it was completely different from 
conferencing and collaboration, but now realize it’s not 
that far afield.  

WR: How is running a pure play software-as-a-service 
(SaaS) company different from running a hardware 
company? 

CM:  The biggest change is in a different business 
model.  We are primarily inside sales, find our customers 
mostly through online demand generation, and have a 
monthly recurring revenue business.  We are very focused 
on gaining new customers, growing their usage, and 

A social intranet, to 
replace static, top down 
intranets and text-based 
wikis.  At Bloomfire, 
we believe everyone 
has something to 
contribute and we give 
every employee the 
opportunity to learn 
or contribute their 
expertise by posting 
content, comments, 
questions and answers 
back to the community.  
This is one of the top 
use cases.
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reducing churn.  More than 1/3 of our more than 300 
customers have expanded their communities following 
their initial implementation.  I don’t have to worry about 
inventory or prototypes or manufacturing.  In that way 
it’s not as complex as running a hardware business.  One 
downside is that the barriers to entry can be lower, so 
we need to move faster.  Yet because it is software you 
can move faster, and because it is a cloud service, when 
you have a new release of software you don’t have to 
beg your customers to upgrade their hardware system.  
You just push your new software instance onto the 
Amazon cloud and the next day everybody gets the 
freshest, newest capabilities.  It’s 
different, and I enjoy it.  Frankly, 
the things I have learned here in 
my 18 months at Bloomfire will 
be very relevant to where the 
video communications business 
is going in the future.  There are 
important parallels between 
the cloud service we’re in now 
and the type of business model 
successful video conferencing 
companies will run in the future.

WR:  What does a Bloomfire 
account cost, and what do I get?

CM:  Our entry-level plan is 25 
users for $200 a month.  As you 
add more users, we lower the 
cost per user.  It’s really easy 
to get started.  Just post some 
content, invite some members 
and the ball starts rolling.  No 
full-time administrator or IT 
participation required. 

WR:  Where is Bloomfire gaining traction?  Any common 
customer characteristics / value derived?  

CM:  We’re always trying to narrow our focus to get the 
highest conversion rates.  Across a broad spectrum, I 
would say we do well with small to mid-size businesses, 
which have a generally higher propensity for SaaS, and 
high tech companies are eagerly adopting SaaS as well.  
We also have a number of universities as well as some 
large mainline enterprise customers.

WR:  How does your LinkedIn integration work, and are 

there other SaaS / social networking platforms with which 
you’ve done integrations?  

CM:  We have several integrations to help boost 
productivity. You are able to connect your LinkedIn 
profile to your Bloomfire to share your expertise. We also 
have robust integration with Salesforce, including single 
sign-on (SSO) and integration into the Chatter stream.  
That’s been a popular feature.  We also have SSO with the 
Google environment.  

WR:  Bloomfire is competing in a crowded space, where 
you are offering a converged 
experience of features found on 
many other types of platforms.  
LMS makers like Saba add social 
media and video conferencing; 
IBM and Cisco, social media 
and web conferencing; Citrix 
buys Podio and blends a team 
workspace environment with 
real-time capabilities; a number of 
streaming video players like Kaltura, 
Qumu, and VBrick (among others) 
are off making robust content 
management platforms.  How do 
you compete and differentiate 
Bloomfire in this space?

CM:   It’s more a noisy space than 
a crowded space right now.  We 
are focusing on our core mission 
of information and knowledge 
sharing, which is a real need in every 
business.  We’ve had at least three 
companies in our building where 
someone walked into our lobby 
and said, “We heard of you, we have 

this problem, can you give us a demo?”  Everybody has 
this information and knowledge sharing problem.  We 
go about it in a unique way.  We don’t try and sell you a 
company-wide ESN for which there may be no immediate 
application.  We’re trying to find the specific use case and 
problem in a department or functional area where we can 
provide effortless knowledge sharing, easy search, and an 
exact, narrow set of capabilities.  

We’re finding this to be a very robust, greenfield, 
large, and multi-decade opportunity for integration of 
social technologies within business.  This will lead to 

More than 1/3 of our 
more than 300 customers 
have expanded 
their communities 
following their initial 
implementation. I don’t 
have to worry about 
inventory or prototypes 
or manufacturing.  In that 
way it’s not as complex 
as running a hardware 
business.  One downside 
is that the barriers to 
entry can be lower, so we 
need to move faster.  Yet 
because it is software you 
can move faster.
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New Studies from Wainhouse Research
For information on WR  studies and subscriptions, visit www.wainhouse.com or contact sales@wainhouse.com

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

Vendor Profile — Bloomfire
Profile and analysis of Bloomfire’s social intranet / e-Learning / sales enablement platform
Co-founded by video conferencing industry veterans, Bloomfire is an e-Learning and sales enablement Enterprise Social Network platform that provides 
for inward-facing or outward-facing creation, posting, and community building related to content.  It finds itself at the intersection of real-time com-
munications, Learning Management Systems, team workspace, and cloud file sharing services.  This profile analyzes what’s behind its early success and 
explores possible directions.

tangible results of better employee engagement, better 
productivity, and improved sales and profitability.  We’re 
trying to be narrower and more focused than the others.  

WR: So you are now wearing two hats.  What are your 
thoughts about the video conferencing industry as you 
deepen your oversight of LifeSize?  Is there a future here?

CM:  The video communications business has been 
around so long, that every decade or so there is a major 
technology transition.  The last one was around High 
Definition and IP.  This one is around Cloud, Mobile, 
and Social.  The days of selling $20,000 conference 
room endpoints attached to $200,000 on-prem bridges 
are over. It’s coming to a screeching halt, and video 
communications forever will be changed.  The good 
news: the use of video communications is growing and 
more pervasive. So LifeSize just needs to modify its value 
proposition over time and change the way capabilities 
are delivered. It will look more like a SaaS business and 
infrastructure-as-a-Service (IaaS) business in the future, 
where important capabilities like bridging, firewall 
traversal, streaming, address books, and mobile desktop 
clients follow an IaaS / SaaS model.  Blue Jeans Network 
and Fuzebox and even GoToMeeting with HD Faces are 
the face of the new competition in video conferencing.  
I think Cisco and Polycom will have a harder time 
transitioning to the new world than LifeSize because 
LifeSize is smaller and has less of a history of reliance on 
infrastructure revenue than do those others.  

This won’t happen overnight and the need for a low-cost, 
high-quality, conference room endpoint is still there. 
But it will be connected to an IaaS offering.  Because 
small businesses can use Skype, Google Hangouts, or 
GoToMeeting with HD Faces for low cost and a reasonably 
good experience, LifeSize and others need to be able to 
provide an enhanced level of B2B capabilities if they want 
customers to pay for it.  It’s an interesting technology 
transition.  But the future is bright for the companies 
who get that right, because the overall use of video 
communications is growing. 

WR:  LifeSize or Bloomfire, Dunder Mifflin or Michael 
Scott Paper Company?  (Editorial note for those who 
never watched the American version of The Office: Its 
manager, Michael Scott, faced a similar decision after 
he started his own company.  The solution: return to the 
helm after acquisition).  You’ve been far more successful 
as an entrepreneur and manager than Michael Scott — at 
least “that’s what she said.”  Seriously: should a LifeSize or 
a Microsoft or a Polycom buy a Bloomfire?

CM:  The nexus of cloud, mobile, social and information is 
changing the world and the opportunity at Bloomfire is 
bigger than I thought when I got into it; I’m thrilled at the 
progress we’ve made.  Every company needs a Bloomfire.  
The video business also continues to change and evolve 
and it will be interesting to see how Enterprise Social will 
intersect with Conferencing and Collaboration over time.  
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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.

4Audio Conferencing

Metrics Survey – Worldwide End User Survey of Conferencing Services 2013
Usage & preference trends of conferencing services
In late June & early July 2013 WR conducted a survey of end users of conferencing services. This study covers 4 main areas: 1) conferencing behavior, 2) 
conferencing management, 3) provider preferences, and respondent profiles (demographics). The study illustrates user preferences and habits for hosted 
conferencing services, including media preferences (audio/web/video), the impact of UC and VoIP/softphones, and the use of emerging mobile devices 
via smart phones and tablets (iPad).

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. 

4Group Video Conferencing

SpotCheck – Video Conferencing Endpoints & Infrastructure Q2-2013
Worldwide and regional unit sales, revenues, and market shares for videoconferencing endpoints and infrastructure technologies, with breakdowns by 
type of product (multi-codec, single-codec, executive or video MCU and other video infrastructure)

Vendor Profile – Polycom
This vendor profile provides information, insight, and WR’s opinions on Polycom, which has played the role of video conferencing industry leader for well 
over a decade.  The document provides a brief overview of the company’s product strategy and the challenges it faces moving forward.

4Streaming & Webcasting

Market Forecast – 2013 Enterprise Webcasting Services Market Sizing and 5-Year Forecast
Market Sizing and 5-Year Forecast of Revenues for Vendors Providing Enterprise Webcast Services 
This study focuses on the worldwide market for providers of managed enterprise webcast services market. The market encompasses the revenues gener-
ated from the turnkey production of online events by service providers on behalf of corporate, education and government sector clients. This forecast no 
longer includes revenues for hosted “self-service” event platforms, which are measured as part of a separate forecast for the streaming products market. 

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. 

4Personal & Web-Based Conferencing

Market Forecast – 2013 Web Conferencing Suppliers Worldwide Market Sizing & 5-Year Forecast 
This study focuses on the worldwide market for suppliers of web conferencing on-premise products and hosted services / SaaS. The specific web confer-
encing offerings covered include on-premise client / server software, hosted services, and web conferencing sold as part of a collaboration suite. Since 
data for this study was collected (or estimated) on the supplier level, the resulting numbers do not include channel mark-ups (see WR’s CSP services stud-
ies for sizing that includes CSP provider margins.)

Market Forecast – 2013 Worldwide Web Conferencing Service Market Size & 5-Year Forecast
Market Sizing & 5-Year Forecast for Worldwide and the Regions of North America, Latin America, Western Europe, and Asia Pacific
Focuses on the services that are marketed to conduct personal on-line conferencing and collaboration worldwide.  Provides market sizing and five-year 
forecasts for hosted web conferencing. Additionally, provides market ranking by provider.
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