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Google Chromebox

It’s getting crowded in 
the sub-$1,000 video 
conferencing space.  
Just today Google has 
announced Chromebox for 
Meetings, priced at $999, 
which includes an annual 
services fee of $250 for 
the first year.  The solution 
effectively extends Google 
Hangouts video into small, 
6-8 person “huddle” meeting 
rooms.  The Chromebox 
appliance is powered by an 
Intel Core i7 chip, sports 
both HDMI and Displayport 
connectors, has 2x USB 
3.0 ports and 2x USB 2.0 
ports, and connects to the 
network via an Ethernet 
port.  The solution includes 
a 1080p-capable USB fixed lens camera with a Carl Zeiss 
lens, a wideband-capable mic & speaker “puck,” and an RF 
remote with full QWERTY keypad in addition to mute, end 
call, and volume buttons.  

The services component, which can be renewed 
for $250 / year, includes regular software & security 
updates, a management console, and 24 / 7 support. 
The management console is the same as that used for 
Chromebooks, and it allows for restricting calls, regulating 
chat history settings, and managing and monitoring 
OS updates, reboot frequency, and usage data.  It also 
enables the ability to start meetings remotely, though 
Google is making a big deal about how each system will 
have the calendar onscreen and be configured for one-
button meeting launch.  

Alan D. Greenberg, agreenberg@wainhouse.com and the WR Analyst Team

Working with Asus, 
HP, and Dell for 
hardware, Vidyo and 
überconference for 
software interop, and 
CDW and Synnex for 
distribution, the company 
tested with the likes of 
Costco, Eventbrite, Yelp, 
and others with a big 
focus on two areas: ease 
of use and management. 
Asus is releasing its 
version today, and HP 
and Dell are reportedly 
coming out soon 
with their respective 
Chromebox for Meetings.

What WR thinks:  This 
announcement is big, big enough that we had a bunch 
of analysts on the pre-release call and we confabbed 
afterwards — in Hangouts, of course.  Not a bad video 
experience.

Google claims systems can be set up and configured in 
less than 10 minutes by non-IT types.  Understanding 
how meetings can be launched takes some thinking 
through, however.  In short, users can schedule 
Chromebox-enabled rooms in Google Calendar, and 
launch said meetings via the Google invite or from 
the device itself.  To join a Hangout, users must have 
a Google account, of course.  Users can also create a 
persistent Hangout defined by the word of their choice 
(examples provided by Google included Analyst and Tofu, 
interestingly) — and users can then access the named 

Google Chromebox Components
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Google video conferencing into the conference room 
have three choices: a) make do with the desktop-oriented 
Hangouts experience, b) use a Chromebox, or c) use an 
H.264 gateway solution to include a standards-based 
group system — like the one that Vidyo will be providing 
(as described in Andrew’s next article this issue) in its H20 
service for business video conferencing.  But in theory 
Google hasn’t had to worry too much about interop with 
Google+ Hangouts — it’s pretty browser-friendly these 
days (you’re not stuck with being a Chrome user).  One 
thing we liked: Hangouts recognized one of us was typing 
during the call and his system automatically muted.  We 
wonder how that will work in a full-blown conference, 
but it would certainly help overcome the challenges 
associated with noisy co-workers on calls. 

Vidyo – When H2O is  
Not Water
Andrew W. Davis, andrewwd@wainhouse.com 

Vidyo this week announced a software-based solution 
that enables H.323 / SIP and IP PBX systems to connect 
users into Google+ Hangout Sessions.  The new 
product, dubbed VidyoH2O for Google+ Hangouts, 
extends usability and Vidyo interoperability by allowing 
connectivity with existing business voice and video 
solutions (read SIP and H.323) from Cisco, Polycom, 
LifeSize, Avaya, and Vidyo.  VidyoH2O will be offered on 
a subscription basis as both on-prem ($99/port/month) 
and cloud-hosted product ($149/port/month).

What Andrew thinks:  H2O, perhaps a three-letter 
acronym for “hangouts to other,” is actually just the 
latest example of Vidyo’s partnership with Google.  It 
began with Google Talk voice technology and then 
Google Hangouts video algorithms, and more recently 
continued with an SVC-VP9 co-development effort that 
will also impact the WebRTC world.  This announcement 
is in the interop world and is really an extension of the 
Vidyo gateway product to add Hangouts support to its 
H.323 and SIP capabilities.  What we are looking at here 
is a bridge between legacy enterprise systems and the 
consumer world.  Those feisty guys from New Jersey 
haven’t let George Washington bridge congestion stop 
them from innovating around scalable video coding.  It 
will be interesting to see how this plays out with high 
school chemistry students, Google Apps, Google itself, 
and the channel partners involved.

Hangout (e.g. “Meet me in Tofu”).  Google noted they are 
working on an Outlook add-in that would extend similar 
scheduling functionally to Outlook users; however, it is 
clear to our team that the experience appears to be built 
for users fully immersed in the Google ecosystem.  If you 
already are Googled up, you’ll likely dive right in, adding 
Chromebox rooms via a familiar scheduling process, 
joining meetings with familiar credentials, etc.  If not, you 
may find yourself with disconnected, redundant, and 
possibly confusing scheduling and authentication steps.

So why is Google expanding its circle of influence into 
the room-based video appliance industry?  This appears 
quite clearly to be an offensive move against Office 365.  
This device provides an initial guard against Microsoft’s 
rapidly expanding video-enabled ecosystem, as an 
increasing number of room-based systems provide a 
native integration into a video-enabled Lync meeting 
(not to mention Microsoft’s relatively expensive Lync 
Room Systems).  While the solution, in and of itself, isn’t 
likely to convert a Microsoft-enabled enterprise over to 
Google Apps for Business or EDU, it certainly provides a 
very critical checkmark for room-based video integration.  
This integration, in fact, is something that Google has 
been speaking about for well over a year — and is about 
six months past the date several WR analysts expected 
to see some sort of integrated solution. And this should 
sell like hotcakes in education, where Chromebooks and 
Hangouts have done remarkably well at nibbling away at 
Apple’s strong base.  

Because Google recently went with its own VP8 codec 
(which it acquired when it bought On2 Technologies 
in 2010) instead of H.264, users interested in extending 

Hangouts Call
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cost structure, 3) leading customer success by focusing 
on customer demands, and 4) building a culture of one 
winning team inside the company — clearly a stab at 
employee morale.

The first steps in optimizing the cost structure were 
also announced.  These included a 6% reduction in 
the workforce (how this may or may not conflict with 
employee morale and team building goals remains to 
be seen), consolidating real estate, and implementing a 
product cost reduction program in engineering.  Another 
cost structure move was less obvious:  the earnings call 
was audio + slides only; Polycom cut video streaming 
to save money.  We’re not sure what to make of a visual 
communications company that doesn’t use visual 
communications in its public announcements.  Doubly 
troubling since some of us on the call would have liked to 

Been Down So Long Looks 
Like Up to Me — Polycom 
Reports Q4 and YR2013 
Results
Andrew W. Davis 

Polycom turned in an interesting quarter, with total 
revenues up sequentially but down year over year.  On a 
product basis, revenues were lower in the group UC area 
(room video systems and conference phones), but up 
in the relatively low margin Microsoft Lync-compatible 
desk phone segment that is driving the UC personal 
category.  Back to the future: Polycom is well on its way to 
becoming a voice company!  

On an annual basis, Y2013 revenues were down from 
Y2012 sales by 1.8%, which is where “looks like up to me” 
comes in.  Y2012 sales were down from Y2011 (by 2.5%).  
So bits and pieces of the revenue stream (like services) 
paint a positive picture, but the top level view is far less 
encouraging. 

Those on the earnings call heard new CEO Peter 
Leav state that increasing operating margins are the 
company’s top financial priority.  He then detailed four 
strategic pillars:  1) driving growth; 2) optimizing the 

Polycom Q4/12 Q3/13 Q4/13 Q/Q Y/Y
UCGroup $238 $221 $218 -1.5% -8.5%

UCPersonal $47 $57 $62 9.0% 32.5%

Infrastructure $68 $58 $68 16.8% 0.0%

Total $353 $337 $348 3.4% -1.4%

AMER $175 $177 $171 -3.6% -2.4%

EMEA $93 $80 $89 11.3% -4.7%

APAC $84 $79 $88 11.1% 4.3%

Products $262 $243 $251 3.5% -4.2%

Services $91 $94 $97 3.2% 6.4%
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control systems and professional USB peripherals for the audio / visual, video 
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focused practices provide opportunity for integrators and resellers to win 
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What Andrew thinks:  VaaS is on everyone’s mind these 
days, with several types of services available from a 
multitude of providers.   One star in the VaaS constellation 
represents calling services like Skype; another represents 
simple bridging and gateway services.  But the brightest 
VaaS supernova today is based on virtual meeting rooms 
and PIN identifiers.  This meet-me concept, so popular 
in audio conferencing, was popularized by Blue Jeans 
Network and has led to considerable disruption in 
the industry.  AVI-SPL takes this one step 
further by offering customers the ability to 
have some bridging onsite via a CPE Pexip (virtual server) 
video bridge and some bridging handled out in the AVI-
SPL public or private cloud.  This hybrid configuration 
can save on bandwidth needs, as any network architect 
investigating over-the-top (OTT) services can attest.  
Finally, it’s never been clear how channel partners can 
really make money reselling someone else’s service and 
we expect more partners to try to launch their own VaaS 
instead.  If you’re selling professional services, hardware, 
installation, and maintenance, then selling VaaS or a 
video managed service is a natural growth opportunity.   

Blackboard Buys MyEDU, 
Creates Bookstore, Goes 
Amazon-Like on us
Alan D. Greenberg

Blackboard has acquired MyEDU, a start-up provider of a 
technology platform that helps college students create an 
academic roadmap tailored to their academic and career 
goals.  MyEDU is designed to be a scalable, cloud-based 
service that enables learners to leverage the work they 
do in college and help them connect to employers (who 
are the MyEDU clients).  Additionally, the company has 
announced plans to launch a virtual bookstore: a fully op-
erational e-commerce system directly within the teaching 
and learning environment.  The plans are for faculty to be 
able to search, find, and indicate course materials (helping 
streamline their workflow) and have students easily select 
assigned materials for automatic shopping cart popula-
tion directly within the Learning Management System. 

What Alan thinks:  Why care?  Imagine you are in the 
middle of a web conference with an author or General 
or CEO and you can say “Hey, I just bought your book.” 
Yes there are other reasons to improve the workflow for 
educators and learners, but creating an “Amazon-like,” 
quick-access approach to content is not a bad thing — 

see the body language and style of Polycom’s new CEO.  

Polycom faces some significant challenges, as is the case 
for many of the companies in the video conferencing 
space.  The market is changing in ways we all know, and 
Polycom is struggling to not become irrelevant.  The 
directives coming from the new CEO make sense, but 
it is very hard to cut your way to growth.  And the stock 
buyback program, which returns cash to shareholders, 
makes sense as well if you don’t see a better way to invest 
your resources.   
 

AVI-SPL Launches New 
VaaS Service
Andrew W. Davis

Brobdingnagian1  AV and video conferencing channel 
partner AVI-SPL has launched what we believe is the 
first commercially available VaaS service based on the 
Pexip platform.  Our first experience with the Unify ME 
Virtual Meeting Room validated the Pexip-based claims 
of excellent audio and video quality with a long list of 
interoperable room systems and personal clients.  AVI-
SPL’s business model is to sell VMR ports, beginning at 
$200 / month and scaling down to $140 / month for 
volume purchasers.  Each port is actually one audio and 
one video port, avoiding the need to use video ports for 
audio participants.  The number of VMRs a company can 
implement is unlimited.  Every employee with an email 
address can have his or her own VMR at no charge.  If you 
think that one port can support 20 of your end users, 
then the price per user scales from $10 to $7 per month.  
As an introductory offer, AVI is promoting 50% discounts 
to get things rolling.  Additional business models (per 
minute, etc.) are likely before the year is out.
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particularly for attention span-challenged college kids. 
The content may be physical and be shipped, or digital 
and made available immediately — and there will be a 
library of free open-sourced materials as well.

The MyEDU integration targets learners where it counts: 
get a job!  Seriously, this is about changing the face of 
education, and collaboration technologies and a more 
consumer experience are central to all of the major 
publishers / LMS makers.  Blackboard is ahead of the 
curve a bit with these moves.  As Blackboard’s CEO Jay 
Bhatt put it, “We are moving far beyond simple grade 
books, management tools, and discussion boards and 
into a comprehensive teaching and learning environment 
that fully meets the expectations of today’s learners.”

News in Brief
Audio Conferencing
• Is it all talk?  Tata Group is in talks with Vodafone to 

sell both Tata Teleservices and Tata Communica-
tions to Vodafone — which is already one of India’s 
largest telecom providers.  No wonder they are in 
preliminary talks: NTT DoCoMo and the Indian 
government each owns portions of several of the Tata 
services.  We’re talking deals that will total more than 
$1 billion, and many are watching how this one plays 
out.  

• West Corporation announced revenue for the 
fourth quarter of 2013 of $687.6 million, compared 
to $680.2 million for the same quarter of the previous 

year, an increase of 1.1 percent.  For the year ended 
December 31, 2013, revenue was $2.686 billion, 
compared to $2.638 billion for 2012, an increase of 
1.8 percent.  The Unified Communications segment 
had revenue of $377.0 million in the fourth quarter 
of 2013, an increase of 3.8 percent over the same 
quarter of the previous year. The Communication 
Services segment had revenue of $324.4 million in 
the fourth quarter of 2013, an increase of 1.2 percent 
over the same quarter of the previous year.  For 2013, 
the Unified Communications segment had revenue 
of $1.498 billion, an increase of 3.2 percent over 2012. 
The Communication Services segment had revenue 
of $1.224 billion in 2013, an increase of 2.1 percent 
over 2012.  The company stated that its focus for 
revenue growth in 2014 is in its IP-based UC solutions, 
emergency communications, and interactive services 
businesses, and forecast revenues of between $2.7 
and $2.755 billion for its fiscal 2014. 

• Start-up Voxeet has received $1.5 million in seed-
round funding.  The new funding will be used to 
expand the breadth of Voxeet’s operations, product 
development, and marketing.  Voxeet currently 
markets its services primarily in the U.S. and 
Europe, and it has operations in California and in 
Bordeaux, France.  Funding came from lead investor 
Partech Ventures, with participation by Aquiti, 
Kima Ventures and business angels with smaller 
investments.  The company calls its audio quality 
“immersive 3D” because it specializes in HD audio and 
sound algorithms that reduce background noise and 
echo, eliminate talk-over, and boost sound quality.  
The app supports up to eight participants in a 
conference call and can be downloaded for free from 
the App Store or Google PLAY; a Windows PC-version 
is available from the Voxeet website.

• Arkadin has been everywhere lately.  The 
world’s third largest CSP announced that NTT 
Communications Corporation (NTT Com) has 

Blackboard Store

Want More Conferencing & Collaboration?
We invite you to create your own free account on our new 
Wainhouse Research Content Portal.  Based on your personal 
preferences, receive daily or weekly industry news and 
notification of free and premium content (the latter if your 
organization has a WR subscription) via email. You can also search 
our full content archives — including WR Bulletin issues.   

Create your account here:  
http://cp.wainhouse.com/registration
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completed its acquisition of a majority stake 
in the company.  The closing was 21st January.  
NTT Com is the ICT solutions and international 
communications business within NTT, one of 
the largest worldwide Telecommunications 
companies, ranked #32 on the Fortune Global 500.  
Arkadin serves approximately 37,000 customers 
in 32 countries, including France, Germany, UK, 
USA, Australia, China, Singapore and Japan.  
Wait, there’s more.  Arkadin on Wednesday 
announced the acquisition of consulting and 
hosting service provider implement.com.  A 
key Microsoft partner, Seattle-based implement.
com specializes in project-focused consulting 
services for Microsoft technologies, and delivers 
a range of UCaaS solutions through its Chinook 
Communications division. Arkadin will offer 
Chinook Communications’ previous multi-tenant 
UCaaS service bundles immediately to clients in 
North America under the Arkadin Total Connect 
brand name.  The packages include voice, Microsoft 
Exchange, Lync, and SharePoint. Availability will 
follow in a phased roll-out in other global regions.  
Wait, there’s more!  Arkadin was at IBM Connect in 
Orlando last week talking up and demonstrating 
the deep integration of its audio conferencing 
services with IBM Sametime on-premises and IBM 
SmartCloud hosted services.

text / audio / video communications), and IBM 
Sametime Conference will become IBM Connections 
Meetings.  In addition, IBM Connections contains 
Social Networking, Mail (featuring a nicely revamped 
UI), Docs, 
and Content.  
The goal is 
to make the 
offering easier 
for customers 
to digest, in 
contrast with 
competitive 
all-in-one 
offerings such 
as Office 365.  
While WR applauds 
making everything 
simpler, the Sametime name has well over a decade 
of brand equity, and a previous effort to dump the 
brand failed — though, with Big Blue’s move to “cloud 
first” development, this is probably the time.  Look 
for the new branding on the SmartCloud services 
first, with the on-premises offerings to follow over 
the next year.  As for feature announcements, IBM 
is well into rolling out Sametime 9 (announced last 
Fall, see WR Bulletin Volume 14 Issue #19); highlights 
include a refreshed UI, new standards-compatible 
multipoint desktop video conferencing, simplified 
but full-featured mobile clients, and the availability 
of SmartCloud Meetings based on Sametime 
technology.

• PGi has released rev 3.5 of its iMeet service.  This 
release includes some general UI improvements, such 
as consolidation of certain previously-independent 
meeting functions like Mute Others, Lock Meeting, 
Leave Meeting, Settings, and Help into a single 
Controls menu.  Other enhancements affect mobile 
users.  The iOS mobile app now provides support for 
meeting sizes of up to 125 participants, guest screen 
share, and a simplified iPad menu bar.  Users must 
be on Release 6 or later of iOS.  For Android devices, 
iMeet 3.5 offers the same 125-participant capacity, 
and guest screen share. Both operating system apps 
will support a not-yet-released DVR with meeting 
minutes capability.

• AnyMeeting has introduced AnyMeeting Company 
Pro, targeting small businesses with what it calls 
an “all-in-one, business-grade conferencing tool 
for every employee.” In contrast to traditional 

Yacking with Arkadin at IBM Connect: Mark Alexander, President 
Arkadin North America; David Lallemand, VP Strategic Marketing; 

Andy Nilssen, WR; and Scott McMaster, VP Sales North America. 

Announcing IBM Connections

Social 
Networking 

Meetings  

Docs 

Mail  

Chat  Content  

Web Conferencing
• In an effort to simplify its portfolio, at IBM Connect 

IBM announced it will rebrand IBM Sametime under 
its newly-expanded IBM Connections umbrella.  
What is currently IBM Sametime Communicate 
will become IBM Connections Chat (for one-to-one 
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per-user, per-seat pricing, Company Pro provides 
the company’s full-featured conferencing tool to 
everyone in a company of up to 50 employees for 
one set price.  Company Pro provides a range of 
administrator controls, and administrators can add 
and remove users, manage consolidated billing, and 
view detailed meeting activity reports. Company Pro 
plans start at $480 per year for up to three employees 
and can reach up to $7,200 per year for up to 50 
employees — its largest published plan.  All company 
plans include a 30-day free trial.  

Video Conferencing
• The Logitech ConferenceCam CC3000e was 

announced last week as an all-in-one video 
conferencing solution designed for small or midsize 
conference rooms.  The unit offers 1080p HD video, 
enterprise-quality audio, and the ability to easily 
connect to a laptop or thin client.  The device includes 
H.264 with SVC and UVC 1.5, connects to a Mac, PC, 
tablet, or smartphone using USB for Macs and PCs or 
Bluetooth or Near Field Communication connectivity 
for smartphone or tablet audio streaming.  The 
ConferenceCam CC3000e features a 90-degree field 
of view with 10x lossless zoom, a Carl Zeiss-certified 
glass lens, and 
remote-controlled 
260-degree pan.  
Also included are 
noise and echo 
cancellation, 
omni-directional 
stereo or mono 
sound with 20-
foot diameter 
range, plug-
and-play ability 
to work with any software client, and a Kensington 
Security slot to help deter theft.  List price in the U.S.: 
$999.99.  Yet another sub-$1,000 video conferencing 
product joins the crowd!

• Polycom has strengthened its partnership with 
Microsoft via several moves, starting with its new 
Polycom CX8000 room system for Lync.  The CX8000 
includes the features one would expect from a 
system integrated with Lync, including presence, 
contact search, IM, HD video and audio, virtual 
whiteboarding, and tight integration with MS 
Outlook.  It also includes built-in multipoint video and 
will offer the CX5100 Unified Conference Station as an 

option (once the qualification process is completed). 
The system can be ordered now in select countries 
and will ship in March.

Streaming
• Lecture capture vendor Echo360 has delivered 

Release 5.4 of its EchoSystem platform. Some 
of the new features include a new software 
capture product, a new ad hoc web server for its 
SafeCapture HD system, a device monitor, database 
optimizations, and API improvements.  The new 
software client for Windows replaces its Personal 
Capture for Windows product, as well as their client 
application for Classroom Capture.  This consolidates 
its software capture product, whereby it will have 
two configurable modes, one for Personal Capture 
(outside the classroom) and one for Classroom 
Capture.  

• This week Haivision announced a new model of 
the Makito encoder at a list price of $2,995. The new 
Makito model supports up to 1080i / 720p high 
definition with DVI / component or HD-SDI interfaces. 
The price of the standard Makito, supporting full 
1080p60 resolution, also has been reduced to $4,995.

Unified Communications
• 8x8 announced the formal launch 

of its services in the UK and Europe 
through recently acquired UK-
based Voicenet Solutions, now operating as 8x8 
Solutions. The new operation will offer 8x8 Virtual 
Office and 8x8 Virtual Contact Centre.

• Dimension Data has expanded its footprint in 
Europe from 10 to 16 counties, with the acquisition 
of NextiraOne’s operations in 13 countries. These 
include Austria, Belgium, Czech Republic, Germany, 
Hungary, Ireland, Luxembourg, Netherlands, Poland, 
Portugal, Slovakia, Spain, and the UK.  In addition, 
1,850 permanent NextiraOne employees will join 
the Dimension Data Europe family.  NextiraOne 
is a European multinational that designs, installs, 
maintains, and supports business solutions and 
communications services across the region.

• UCaaS provider Thinking Phone Networks has 
expanded its global footprint with the addition of a 
data center facility in Frankfurt, Germany.  The new 
data center will be part of the company’s multi-
data center “mesh,” that provides a stated “99.999% 
uptime” and business continuity.

Logitech ConferenceCam CC3000e
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• SPS, Andrew C. Reiben, Chief Financial Officer

• Tely Labs, Rob Claus, VP of Sales, U.S. & Canada; 
Daniel LeCour, VP of Sales & GM Asia Pacific & Latin 
America; and Amit Walia, VP of Sales & GM, EMEA

• VBrick, Scott Grimm and Matt Wirsig, Territory 
Managers for SLED and Medical Accounts 
(respectively)

• Williams Sound, Tony Braun, VP U.S. Sales

 

Letter to the Editor
Jan Replies to Joern on  
Encryption
Dear Editor,
Joern is raising a  very valid point about the danger 
of man-in-the middle attacks on video conferencing 
connections.

When implementing encryption functionality for the 
OpenSource GNU Gatekeeper, I found that the encryption 
of virtually all H.323 devices can easily be circumvented. 
You can find my analysis here: http://www.gnugk.org/
h323-encryption.html

The reason is that vendors only implement RTP 
encryption and fail to encrypt the signaling connection 
that negotiates the encryption keys.  

Double wrapping the media encryption doesn’t help. 
Properly implementing the existing ITU specs, including 
TLS encryption for the signaling channel would be 

Display Tech
• At ISE in Amsterdam this week, Barco introduced 

the OverView Seamless Videowall (OSV) series for 
enhanced collaboration experiences.  The large 
panoramic seamless canvas can display a mix of data 
and video in high quality without the distraction 
of seams or bezels. The curved display is built for 
the visualization needs of applications like crisis 
operations rooms, brainstorming and planning 
rooms, as well as 
more traditional 
control room 
applications in 
utilities, energy 
and process 
control.  OSV 
also comes with 
TransForm C, a 
controller and 
collaboration 
management 
system that 
enables all content to be positioned optimally on 
the screen by means of an easy-to-use graphical 
user interface with touch screen.  The first three 
OSV models — the OSV-340C, OSV-560C and OSV-
790C — offer display canvasses of 3.8, 6.2, and 8.5 
megapixels, respectively. Sizes vary from 138 to 256 
inches (3.5 to 6.5 meters) in width.  The display’s 
height is fixed at 55 inches (1.4 meters).

Random
• Tripp and Tyler have produced A Conference Call in 

Real Life, which you can catch on YouTube.  This will 
remind some of you of David Grady’s The Conference 
Call parody published in 2010, though Tripp and 
Tyler’s takes a slightly different “audio isn’t enough” 
approach by emphasizing what video might add.  
Take a look!  

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.

• Community Professional Loudspeakers, Max 
Lindsay-Johnson, International Sales Manager

Barco OSV

Max Lindsay-
Johnson, 

Community

Daniel LeCour, 
Tely Labs

Tony Braun, 
Williams Sound

Amit Walia,  
Tely Labs

Scott Grimm, 
VBrick

Matt Wirsig, 
VBrick

Rob Claus,  
Tely Labs
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enough to prevent man-in-the-middle attacks.  I hope 
this discussion will raise awareness about the current lack 
of real security!

Best regards,
Jan Willamowius, Founder of the GNU Gatekeeper Project 

(Editorial note: The issue of encryption obviously is of 
interest to all of us in a “post-Edward-Snowden” era.  What 
do you think?  Email us at editor@wainhouse.com!) 

Upcoming Webinar: 
Personal Collaboration in the 
Conference Room 
As IT teams plan for conference room 
solutions that will play well with their 
UC platforms and roadmaps, providing 
users with a standard tool set that 
accommodates the majority of their 
collaboration needs, regardless of their 

device or location, will 
improve productivity, reduce 
IT support needs, and 
ultimately increase user adoption.  

In this 45-minute webinar sponsored by Logitech, Senior 
Analyst Bill Haskin of Wainhouse Research will provide 
research-based recommendations and insights, including:

• A framework for defining conference room 
integration requirements

• Why it’s smart to deploy equipment across all room 
types

• How user preferences for ease of use, accessibility, 
and availability are driving UC requirements

• Why IT roadmaps should seek a consistent 
collaboration experience across mobile devices, 
personal workspaces, and conference rooms

Join Bill and your peers on Tuesday, March 11, 2014 at 
11 a.m. PT, 2 p.m. ET.  Register here.

Bill Haskins
Wainhouse 

Research

On Demand Webinar
It’s not too late for you to tap into an 
online video event held this week that 
highlights key streaming industry trends 
identified in the Wainhouse Research 
Enterprise Web Communications Survey.  
In this webinar sponsored by TalkPoint, 
WR Senior Analyst Steve Vonder Haar 
reviews data on issues such as usage 

of streaming with 
mobile devices, user 

Steve  
Vonder Haar
Wainhouse 

Research
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WR Soapbox:  
A Clockwork Green
Andrew W. Davis

While some might characterize the current 
state of the video conferencing industry as 
disturbing if not violent, we are happy to report 
that a few EMEA channel partner are showing 
very healthy revenue numbers.  TechnoTrends 
reports Y2013 revenues up 50%, despite the 
widespread weakness in the economy in Spain, 
while MVC in Germany 
and VisionsConnected in 
Holland are claiming “over 
25%” growth.  Whether these companies are 
expanding the overall market or just taking 
other reseller business remains to be seen, but 
I think the common threads for these three are 
1) they have experienced and knowledgeable 
people who understand AV and video and can 
serve as trusted advisors to their clients; and 
2) they are focused on these technologies and 
applications and maintaining certification levels 
and selling and support skills with the relevant 
products.  Coincidentally, both TechnoTrends 
and MVC are celebrating their respective 20th 
birthdays this year.  Andrew, in contrast, is 
celebrating the 46th anniversary of his 20th 
birthday.  

mailto:editor%40wainhouse.com?subject=
http://info.logitech.com/wainhouse.webinar.registration.html
http://www.visionsconnected.com


interest in “YouTube in the enterprise” applications, and 
the factors that have the most influence in swaying 
market purchase decisions. TalkPoint CEO Nick Balletta 
joins the discussion to add vendor perspectives on these 
key streaming industry topics.  The event, called “Online 
Video and the New Age of Business Communications,” 
is available on-demand for replay and can be accessed 
anytime.

New White Paper: Keeping 
Video Conferencing Simple

In concept, video conferencing 
is not that complicated.  But over 
time even relatively small video 
conferencing deployments have 
become complex.  This white 
paper, sponsored by ClearOne, 
provides information and 
insight into how organizations 
can enjoy high quality 
visual collaboration without 

unnecessary cost and complexity.  Download Keeping 
Video Conferencing Simple!

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

18-20 February, 2014, 
Las Vegas, NV, USA

Bill Haskins, The UC Adoption Curve - an 
Analyst Update on the Current State of 
the UC Union, and Alan D. Greenberg, Lync 
Conference 2014

26-28 February, 2014, 
Las Vegas, NV, USA

Bill Haskins, Microsoft vs. Cisco UCaaS: 
The Battle Continues in the Cloud, Channel 
Partners Conference & Expo

17-19 March, 2014, 
Orlando, FL, USA

Andrew W. Davis, Ira M. Weinstein, Bill 
Haskins, Enterprise Connect, Gaylord 
Palms Convention Center

8 April, 2014, 
Orlando, FL, USA

Alan D. Greenberg and Andy Nilssen, Saba 
Analyst Day

29 May, 2014, London, 
UK and 3 June, 2014, 
Paris, France

Andrew W. Davis and Ira M. Weinstein, 
Business Breakthrough London and 
Business Breakthrough Paris

15-16 July, 2014  
Santa Clara, CA

Wainhouse Research UC&C Summit –  
Save the Date!

Industry Events of Note
When & Where Who & What

6-10 April, 2014, 
Denver, CO, USA

2014 Internet2 Annual Meeting
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WHITEPAPER 

Keeping Video 
Conferencing Simple  
 

Ira M. Weinstein  
December 2013  
 

Sponsored by: 

 

 
  

 
 

Business Quality 
Collaboration without  

the Complexity  

1:1 Tolga Sakman, VP Americas, Synergy SKY 
Andrew W. Davis

and most importantly, monetize.  We have offices 
in Norway, Sweden and the U.S. so far, with more 
geographic expansion coming in 2014.  In a nutshell, 
we offer a software platform that enables existing 
service providers, or A/V resellers who would like to 
be service providers, to put together a service delivery 
platform that provides a soup-to-nuts solution.  This 
runs from client provisioning, virtual room setup, 
remote monitoring and management, reporting 
and scheduling all the way up to billing. It is a multi-
vendor solution that also supports mixed vendor 
deployments.   

Just when he thought he was out, they pulled him back 
in.  After stints at Tandberg, Cisco, and Glowpoint, Tolga 
Sakman finds he cannot turn a deaf ear to the siren song 
of visual communications.

WR:  Welcome back to the funny farm.  Synergy SKY 
is an unfamiliar name.  In 30 seconds or less, who is 
Synergy SKY and what do they do?

TS:  Synergy SKY is a group of mostly Tandberg alumni 
with a mission to make Video and UC as a Service 
(VaaS and UCaaS) platforms easy to architect, manage, 
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reporting and analysis, and of course the most important 
of all: billing. In my experience, most existing services 
out there are not able to track usage and bill accurately, 
leaving a ton of money on the table. Not to mention the 
cost of the bloated headcount to manage the complexity 
of this homegrown platform.

WR:  In today’s world of “all you can eat” pricing, are call 
detail records and billing systems really that important?

TS:   Absolutely. Our experience is that end user 
customers want a variety of pricing models, and “all 
you can eat” plans are just a part of that. There are also 
cell phone type models (e.g. 5000 minutes included, 
additional minutes extra; 20 ports with unlimited usage, 
pay extra for overages, and so on).   Customers also want 

flexibility around different pricing for 
internal vs. external calls, different 
currencies for different regions, so on 
and so forth.  As it happens, billing is 
not as straightforward as you might 
think.

WR:  So far you talked about Service 
Providers. What about the end users? 
How do you change the game for 
them, if at all?

TS:  Well, the deployment model 
for video historically has been 
“everything-on-prem.” And that 
will likely remain the case for large 
enterprises, whose IT departments 
in effect act as the internal service 
provider. All of the functionality 
that I mentioned so far, from mass 
provisioning of Lync or Jabber clients 
with two-way AD integration to 
monitoring and management of the 
entire multi-vendor deployment, 
scheduling of conferences, creation 
of virtual meeting rooms and 
generating detailed call records, are 
tools these internal service providers 
ask for.  Even the billing component 
is requested by our existing end user 

customers, as they do inter-departmental billing for 
video calls. To use more fashionable lexicon, Synergy 
SKY is a headache-relieving tool whether your video 
deployment is on your private cloud, on a public cloud, 
or is a hybrid of the two.

WR:  So, you’re selling a software product to enable 
someone to be a service provider? 

TS:   Exactly.  Most channel partners recognize that 
hardware sales are a declining and thin-margin business.  
And reselling a third party’s services has its own 
problems.

WR:  What’s the problem with reselling?

TS:  Quite simply, the issue is the ownership of the 
customer relationship. There are no real obstacles for a 
customer to buy the same service from someone else, if 
it’s just a matter of ending a contract with supplier A and 
signing a contract with supplier B. But if a customer is 
hosted on your own platform, the customer faces loss of 
both features and historical 
data, while facing downtime 
and incurring transaction 
costs when moving their 
services to a new service 
provider.

So you want to build your 
own service. Now what? 
One of the main issues 
any existing or potential 
service provider faces is 
the following: you have 
enterprise-grade, single-
tenant video infrastructure 
components like bridges, 
gateways and call control 
devices from a number of 
vendors out there, and you 
are on your own to build a 
carrier-grade, multi-tenant 
video service delivery 
platform around what 
you have. The solution, 
most of the time, is a fair 
amount of custom software 
development (read: cost) 
to duct-tape multiple 
components together, and 
throw people (read: manual 
work) at the problem whenever you can’t solve it via 
computer logic. On the front end, you need a platform 
that offers a self-service trial and sign-up, coupled with 
a management platform with multiple layers of control. 
Then on the back end, you need call detail records, 

The issue is the ownership 
of the customer 
relationship. There are 
no real obstacles for a 
customer to buy the same 
service from someone 
else, if it’s just a matter of 
ending a contract with 
supplier A and signing 
a contract with supplier 
B. But if a customer is 
hosted on your own 
platform, the customer 
faces loss of both features 
and historical data, while 
facing downtime and 
incurring transaction 
costs when moving their 
services to a new service 
provider.
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WR:  What is your relationship to Pexip and Acano, those 
other Norwegian daughters of the Tandberg revolution 
(startups)?  

TS:  We like them both.  And we work with both.   As 
I stated earlier, we offer a multi-vendor solution, and 
work with all vendors out there. Let’s face it; as much 
as any vendor would like his customer to rip out 
everything he has and replace it with new products 
— because they are cheaper, faster, more scalable 
or what have you, it will not happen. You don’t have 
to be a finance guru to realize that all assets have a 
depreciation schedule and they will be used at least 
through that life. So your infrastructure solution 
has to co-exist, and ideally fully integrate with the 
incumbents.  The fact that our platform enables 
the customers to seamlessly add a new vendor’s 
infrastructure to their existing platform makes us 
a friend to all vendors who would like to get into a 
competitive account.     

WR:  What about MS Lync?   Where do you stand here?

TS:  With Lync 2013, offering hosted and managed 
Lync deployments is now a possibility, and we are 
seeing tremendous interest in this area from both the 
traditional video world and the much larger Microsoft 
partner community of Application Service Providers. 
With Synergy SKY, it is possible to provision and manage 
extremely large Lync deployments — we are talking tens 
of thousands of clients — in a cost-effective way. What 
these guys can do with our solution that they cannot 
do on their own is to make the mass Lync deployment 
work seamlessly with the customers’ existing video 
deployments. We believe this is the real big opportunity 
for us.

WR:  So exactly what is your business model moving 
forward?  

TS:  I talked about two types of customers or prospects 
for us — service providers and end users.  We sell direct 
to the existing or potential service providers, and indirect 
(mostly through the SP customer/partners) to the end 
user organizations.

We license our software on a “per entity” basis, an entity 
being a room system or a user. That way we make money 
when our customers make money, sharing both the risk 
and the reward.

WR:  So, as a startup, what is your biggest worry?  What 
keeps you up at night — competition, awareness, being 
squashed by the big guys, or something else?

TS:  I would say awareness. As the industry is trying to 
move from box sales to monthly recurring service sales 
model, we need to reach the service providers and 
resellers before they try and take this challenge on their 
own.  We have a unique and timely solution to a very 
common problem.  So, sometimes I’m awake at night 
because I’m just excited about the growth potential 
ahead of us.

New Studies from Wainhouse Research
For information on WR  studies and subscriptions, visit www.wainhouse.com or contact sales@wainhouse.com

4Video Conferencing

Huawei Video Conferencing Company Profile
This company profile provides information, insight, and WR’s opinions on the company’s video conferencing products, go to market strategy, and the unique chal-
lenges it faces based on its China-based origins, the political backlash from lingering security concerns and its legacy offerings.

Zoom Cloud Meeting (version 2.5)
WR’s hands-on testing of new UI and features

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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4Streaming & Webcasting
Sonic Foundry Company Profile
Webcasting Pioneer Seeks to Drive Growth Through Acquisitions & Re-Doubled Efforts to Sell Into Enterprise Market

2014 Budgets for Enterprise Streaming
Identifying Pockets of Demand for Business Online Video Technologies

4Personal & Web-Based Conferencing

Cisco’s Web Collaboration Solutions (includes WebEx)
Profile and analysis of Cisco and its web collaboration offerings

WebMetrics Second Half 2013
Usage and Buyer Preferences and Attitudes Towards Web Conferencing and Related Offerings, with a focus on Mobile Conferencing and Team Process

4Unified Communications

InterCall Enterprise Connectivity Conferencing (ECC) Lync Edition
An Overview of InterCall’s Lync Audio Conferencing Integration

NextPlane Company Profile
Information and insight into NextPlane’s B2B and cross-platform, federation service offering

4Distance Education & e-Learning

Distance Education and e-Learning Metrics Survey 2013
Survey of 263 respondents covering usage, purchase criteria, mobility, content usage, and technologies for personalized learning 

Worldwide Total Addressable Market for Interactive Whiteboard Technologies in Higher Education – 2013 
Market Review for Interactive Whiteboard Technologies in Learning Spaces and Offices Located at Tertiary and Post-Secondary / Non-Tertiary Education 

4Audio Conferencing

Arkadin Audio Conferencing for Microsoft Lync 
An Overview of Arkadin Collaboration Services’ Lync Audio Conferencing Integration

Conferencing Service Provider Statistics (SpotCheck) – Q3 2013
Calendar Year Q3 2013 (July > September)
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