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SMART Introduces New Line of Interactive Flat Panels

SMART Technologies announced just recently the 
SMART Board 6065 Interactive Flat Panel (IFP) for 
education. This is the first in a new line of SMART Board 
IFP’s, offering improved image quality and new ease 
of use features. The units measure 65 inches (165 cm) 
diagonally, include ultra-HD 4K resolution, and the 
company says they provide crisp, bright images for all 

learners in a classroom 
regardless of angle of 
the display or distance 
from it.  The 6065 also 
features a smooth, 
low-friction surface for 
easier manipulation 
of onscreen objects 
or writing.  Included 
are SMART Notebook 
collaborative learning 
software and a one year 

subscription to Notebook Advantage, which provides 
access to a suite of plug-ins, widgets, learning content, 
and subject-specific add-ons with their SMART Notebook 
software. The 6065 IFP will be available globally in June 
2014, with a suggested education price of U.S. $4,499. 
Pricing in countries outside the United States will vary. 

What Alan thinks:  We are steadily seeing an incremental 
expansion of functionality in the interactive 
whiteboard / IFP / “hey let’s roll up our 
sleeves and work together” space that spell 
only good news for those who care about 
how people team and teach and collaborate 
over work.  This panel supports up to four 
touches simultaneously (nothing new there) 
and automatically detects the difference 
between a finger, pen, and eraser (“Object 

Alan D. Greenberg, agreenberg@wainhouse.com 

Awareness” — that’s new to their IFP’s, though has been 
available on the 800 series interactive whiteboards for 
a while), meaning teachers and learners don’t have to 

interrupt the flow of a lesson 
to manually change modes. 
Also new: a pen identification 
feature lets two users 
work simultaneously and 
independently with different 
colored pens.     

One of the knocks on 
whiteboards in the 
classroom in the past 
was that they “felt” to 
users like they were only 
good for one person at 
a time. If one user chose 
red, both users had to 
choose red. Those days 
are gone. 

Actual SMART 6065 IFP

Simulated SMART 6065 IFP Experience
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Yorktel will sell streaming capabilities in two ways. First, it 
will be offered as an add-on feature for turnkey corporate 
video production services already provided by its media 
services unit. Second, the company will license Yorkcast 
as a software solution that organizations can use to 
provision webcasts on a self-service basis.

Yorktel has licensed technologies from several enterprise 
streaming technology vendors and integrated those 
solutions into a hosted service that the company 
manages from its own data center. An on-premises 
version of the Yorkcast offering is also available. The 
centerpiece of the Yorkcast offering is a version of the 
Mediasite solution licensed by Yorktel from Sonic 
Foundry. Yorkcast also features elements licensed from 
other vendors, including Polycom and Viewcast.

What Steve Thinks:  The Yorkcast rollout represents 
yet more experimentation in an evolving enterprise 
streaming market where vendors continue to seek the 
effective channels for selling online video capabilities to 
corporate users.  Evaluated from a channel perspective, 
Yorkcast may best be considered a hybrid. While it’s 
not a vendor-driven offering, it can’t be considered a 
pure reseller solution either. Rather, it’s a combination 
of the two that blends outsourced technology with just 
enough custom development work to position it as a 
differentiated streaming solution.

The net result is an offering that emerges as a potentially 
intriguing rival to established webcast services providers, 
such as ON24, TalkPoint, InterCall and others. With 
roughly 100 employees already working in providing 
corporate video production services on a turnkey basis, 
Yorktel’s move to productize a streaming platform sets 
the stage for a single-source, managed services approach 
that stretches from on-site video capture to online video 
distribution.

The challenge for Yorktel will come in walking the 
streaming product development tightrope. At one 
extreme, the company must continue to rely on platform 
solutions licensed from other developers. This keeps 
ongoing product development costs at reasonable levels. 
At the other extreme, it must knit together solutions in 
a way that allows the company to position Yorkcast as a 
solution that adds value beyond what enterprises can 
realize from licensing streaming solutions on their own. 

For its part, Sonic Foundry appears to be aggressive in 
forging licensing partnerships with external resellers. 

More to the point, SMART is continuing to bring the 
multi-touch capabilities people have gotten used to on 
their iPhones and iPads to the classroom and enterprise 
markets — where IFP’s are now at price points that 
make them very attractive. One of the knocks on 
whiteboards in the classroom in the past was that they 
“felt” to users like they were only good for one person at 
a time. If one user chose red, both users had to choose 
red. Those days are gone, and this kind of functionality 
is likely to play well in a lot of collaboration-centric 
classrooms — and packaged differently, in enterprise 
conference rooms. 

Yorktel Partners with 
Sonic Foundry to Boost 
Streaming Software Efforts
Steve Vonder Haar, svonder@wainhouse.com 

Yorktel is wading deeper into the world of enterprise 
streaming software solutions. The Eatontown, N.J. - based 
seller of unified communications, cloud, and video 
services last week rolled out an integrated platform 
solution, dubbed Yorkcast, which can be used to create, 
manage, and distribute online video webcasts.  While 
Yorktel’s media services unit has handled webcasting 
chores for clients as part of its turnkey video production 
services for years, the launch of Yorkcast represents the 
first time that the company has created an integrated 
streaming software solution sold under the company’s 
brand name.   

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

7 May, 2014, 
London, UK 
2 PM GMT

Andrew W. Davis, Driving Success with Visual 
Collaboration, The Future of Collaboration 
event, Polycom Executive Experience Center

7 May, 2014, Online 
10 AM PDT / 1 PM EDT

Marc Beattie and Bill Haskins, Audio 
Conferencing 2.0: Disruption via Web, Mobile 
& Unified Communications

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  
Preliminary agenda and registration now 
available.

Industry Events of Note
When & Where Who & What

14-June, 2014, Las 
Vegas, NV, USA

InfoComm
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group systems, but commented that the year-over-year 
decline would have been just 5% if not counting the 
Cisco business.  These quarterly comparisons with and 
without Cisco will undoubtedly continue for the rest of 
Y2014.  On the more positive note, Polycom reported 
its first sale of RealPresenceOne, a comprehensive, 
virtualized video infrastructure solution sold via yearly 
subscription fee.  The customer is Australia’s Telstra.  Two 
of the more interesting numbers buried in the P&L are 1) 
sales and marketing expenses are down $14.7M from a 
year ago while 2)  restructuring costs rose from $5.4M to 
$30.3M for the quarter.  These are the yin and the yang of 
controlling expenses to match revenue projections.  So, 

In addition to the Yorktel deal, Sonic Foundry also is 
engaged in comparable efforts to license Mediasite 
capabilities to IT services company Neusoft, which will 
develop applications incorporating Mediasite for the 
Chinese market. 

Polycom:  Shrinking its Way 
to Profitability
Andrew W. Davis, andrewwd@wainhouse.com 

Polycom reported total revenues in Q1 of $329 million, 
down 3% from Q1 a year ago, with GAAP net loss of 
$4M compared to $2M in Q1 of Y2013.  Behind the 
numbers, however, are some interesting details revealed 
on the earnings call and press release.  Group systems 
represented 36% of total group revenues, up from 
26% last quarter.  Polycom’s latest generation of group 
systems have slightly lower prices than the previous 
generation, but higher gross margins, which is good news 
for Polycom’s profitability.  As you may remember, Cisco 
has discontinued its audio relationship with Polycom.  
So Polycom no longer sells conference phones to 
Cisco.  These phones are dubbed “UC group systems” by 
Polycom, a muddy nomenclature (mixing voice and video 
products).  Polycom reported an 8% decline in these UC 

$0  

$50  

$100  

$150  

$200  

$250  

$300  

$350  

$400  

Q1/10 Q3/10 Q1/11 Q3/11 Q1/12 Q3/12 Q1/13 Q3/13 Q1-14 

Polycom Revenues by 
Category ($M) 

Infrastructure 

UCPersonal 

UCGroup 

PAGE 3Volume 15 Issue #09 / 01-May-14

Introducing one of the WR Bulletin Sponsors

StarLeaf offers businesses a complete cloud video conferencing 
service for scheduled and ad hoc multiparty meetings, together 

with a full portfolio of quality video endpoints for meeting 
rooms, desktops and mobile devices. All of which work 

seamlessly with Cisco, Polycom, Microsoft Lync, LifeSize and 
other H.323, SIP and PSTN devices. With StarLeaf, businesses get 

all that they need to meet anyone, anywhere, on any device, 
giving teams and individuals the flexibility and cost savings of 
reliable, secure video collaboration with none of the overhead.

For a free trial, visit www.starleaf.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.

Cloud video conferencing & calling

Cloud video conferencing & calling

Audio Technologies
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while the company appears to be taking the right steps 
to control the bottom line, the big question remains:  can 
it return to growth mode? 
   

News in Brief
• Voxeet, an audio conferencing services startup we 

noticed some months ago had raised $1.5 million 
in seed funding, and Voxbone 
announced that Voxbone’s 
services will be integrated into Voxeet’s new 
generation of mobile conferencing apps with dial-in 
support, Voxeet 2.0. Voxeet’s dial-in support makes 
it fast and simple to conference in people who aren’t 
using the Voxeet application yet. It also lets customers 
switch to a PSTN connection with a single click when 
their cellular or Wi-Fi connection isn’t strong enough 
to support Voxeet 2.0’s immersive 3DHD audio.  

• Westcon Group, a value-added distributor of UC, 
network infrastructure, data center, and security 
solutions, announced its intent to acquire Intact 
Integrated Services — a provider of project, 
support, and managed services to the IT/ICT 
and Cisco channel industry.  Headquartered in 
the UK with offices in EMEA, Asia Pacific, and the 
Americas, Intact works with telcos, OEM’s, system 
integrators, and VARs. 

• UC&C player SoundConnect announced 
strategic partnerships with five 
telecommunications and IT provider channel 
partners: Unified Communications LC, Vivid IP, 
Grudi Associates, Atel Communications, and 
Syncretic.  

• Qumu Corporation this week reported its financial 
results for the first quarter ended March 31, 2014.  
Total revenues for the first quarter of 2014 were 
$18.8 million. Qumu software revenues for the first 
quarter 2014 were $3.9 million, as compared with 
$4.3 million during the first quarter of 2013. Rimage 
disc publishing revenues were $14.9 million during 
the first quarter of 2014 versus $15.1 million for the 
year ago period.  Software contracted commitment 
backlog grew 62% from the end of 2013 to $27 
million.  The company also announced on April 24 
that it has entered into a definitive agreement to sell 
its Rimage disc publishing operations to Redwood 
Acquisition, Inc., a wholly owned subsidiary of 
Equus Holdings, Inc. in an all cash transaction 
valued at $23 million.  The proposed transaction is 
estimated to provide Qumu with approximately $19 
to $20 million in net cash.

• Not paying much heed to USA-registered trademarks, 
Huawei recently launched IMAX® Presence, the 
new generation panoramic HD video conferencing 
system.  Um, last we heard IMAX was a registered 
trademark of IMAX.  Anyway, according to the 
company, the IMAX Presence integrates conferencing, 
surveillance content, and data together, allowing 
for surveillance and various data to be scheduled, 
displayed on multiple screens, and simultaneously 
sent to other sites.  In addition, the system includes 
ten 70-inch, seamlessly-spliced large screens to 
deliver an ultra-wide boundless display effect.  
Meanwhile, shhhh!  Huawei has done well in certain 
international markets but in the U.S., it has been 
hampered by some rumors related to a certain 
type of listening.  Huawei is trying to go head on 

Polycom Q1/13 Q4/13 Q1-14 Q/Q Y/Y
UCGroup $232 $218 $213 -2.1% -8.2%
UCPersonal $49 $62 $57 -8.9% 14.6%
Infrastructure $57 $68 $59 -13.7% 2.8%
Total $339 $348 $329 -5.6% -3.0%
AMER $171 $171 $163 -4.6% -4.6%
EMEA $89 $89 $89 0.0% -0.1%
APAC $79 $88 $76 -13.2% -2.9%
Products $246 $251 $232 -7.8% -5.9%
Services $93 $97 $97 0.0% 4.8%
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against some of the rumors about espionage.  While 
ComputerWorld Singapore did a piece on it recently, 
does the company think their IMAX trademark 
infringement helps its case?   In a separate move 
that raised some North American eyebrows, Huawei 
announced last week that TigerDirect has joined its 
Enterprise channel program.  

• Dimension Data has acquired Nexus, a California-
based provider of IT solutions for enterprises, 
midsized businesses, state and local government, 
and educational institutions. This acquisition will 
increase its presence throughout the U.S. by 40%. 
Meanwhile the company also added a Houston, Texas 
office and was quoted as saying it hopes to triple its 
U.S. business over the next five years (Americas 2013 
revenues were approximately $1 billion).

• Everything is moving at a faster pace these days. So 
why not how quickly you screen share?  ReadyTalk 
has introduced the ability to Quick Share your 

desktop at the start 
of a meeting. This 
means participants 
see everything on your 
computer desktop 
immediately — 
good for people like 
Wainhouse Research 
analysts, salespeople, 
and anybody else who 
barrels into meetings 
like Curious George 
into Manhattan.  Quick 
Launcher will remember 
the settings so future 
meetings also start in 
this mode. 

• It pains me to type join.me at the beginning of a 
sentence … that lower case tears up Word’s editor, 
so it would be nice if Microsoft bought join.me to 
take me out of my pain.  Short of that happening, 
we want to let you know that join.me has added two 
new features: an Outlook scheduler plug-in and the 
ability to host audio-only conferences directly from 
your iPhone.  On second thought, maybe Apple 
should buy join.me.  Google?  Samsung?  Anybody 
out there?  

• Podio, the company that wants to kill email and 
just may pull it off, added some features recently. 
The Citrix-owned company is bragging that over 
500,000 customers have built more than one million 
customized apps.  So now it has intro’d the new 
Podio Creator to make apps creation easier.  What’s 
included? Instead of creating templates and content 
separately, the two steps are now integrated to work 
at the same time. This is a significant upgrade for 
those who are really in the trenches on teaming.

• Closed!  The Microsoft acquisition of Nokia’s devices 
and services business is now official.  

• Finally, one news of-the-weird this week.  Not to 
get into politics, but in the U.S. we use regulation to 
protect those who need protection (say consumers 
from Wall Street, or water drinkers from well pollut-
ers, or businesses from trademark infringement).  Fine 
and good.  But Idaho’s Medical Licensing Board 
punished a doctor for “prescribing a common anti-
biotic over the phone. The sanctions against Dr. Ann 
DeJong are so severe that her board certification is 
threatened.”  Thus saith the Idaho Press-Tribune, which 
goes on to say that state lawmakers are more welcom-
ing, seeing telemedicine as an option to bring health 
care to sparsely populated rural areas and address a 
severe doctor shortage in the state. The Idaho Legis-
lature passed a bill this year calling for stakeholders 
to set state standards for the practice of telemedicine.  
So this is clearly about a bunch of doctors trying to 
protect …. other doctors?  We rest our case.

ReadyTalk Quick Launcher

Podio Creator Screen
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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.

http://www.computerworld.com.sg/tech/security/huawei-reiterates-state-espionage-denials/
http://www.idahopress.com/news/local/idaho-board-disapproves-of-telemedicine/article_48b66c1e-cea4-11e3-a0e7-001a4bcf887a.html
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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.

• Nokia, Rajeev Suri, President and CEO

• SpotOn Surgical, Glenn Mills, CEO

• Video Guidance, Melanie King, Southwest Regional 
Account Manager

WR Coverage – Video 
Conferencing as a Service 
(VCaaS) Offerings
Ira M. Weinstein, iweinstein@wainhouse.com 

This month WR released our comparison matrix focused 
on video conferencing as a service (VCaaS) offerings.  This 
study includes information about more than 70 service 
providers offering video conferencing bridging and/or 
video calling services around the world.  

Topics covered include:

• Technologies in use by the providers

• Network / connectivity details

• Supported participants (PC users, browser users, 
mobile users, group systems)

• Meeting schedule and connection capabilities

• Overall features including registration, collaboration, 
data sharing, security, and administration

• Subscription options and pricing details

What Ira thinks:  Why this document now?  I have three 
thoughts.  

1. The high degree of interest in the topic.  Our end user 
consulting clients are interested in their options for out-
sourced video calling services.  Enterprises view this as 
a way of quickly, easily, and cost-effectively deploying 
large scale video communications.  In addition, many of 
our channel partner / service provider clients are look-
ing for services they can leverage, resell, or white label.  
And service providers with existing VCaaS offerings are 
in dire need of benchmarking information to under-
stand how their service compares in terms of features 
and pricing.  So this one study covers the needs of a 
wide range of WR clients.

Glenn Mills, 
SpotOn Surgical

Melanie King, 
Video Guidance

Rajeev Suri, 
Nokia

Mark 7th of May:  
One Webinar Choice on 
Disruptive Tech
Learn how the evolution of web communications 
technologies is changing the face of audio 

conferencing. 
On May 7, join 
WR Senior 
Analysts Marc 
Beattie and 
Bill Haskins 
for our latest 
Collaborate 

video webinar titled Audio Conferencing 
2.0: Disruption Via Web, Mobile & Unified 
Communications. Ask your questions of Marc 
and Bill at the live session to be held at 1 p.m. 
on May 7, 2014. Or tap into the on-demand 
replay to watch when you want. Click here for 
free registration for the event to be delivered via 
the TalkPoint webcasting 
platform.

1 p.m. EDT  •  May 7, 2014

FREE REGISTRATION

Create your own free account on our 
Wainhouse Research Content Portal. Pick 
your preference: receive daily or weekly 
industry news and notification of free 
and premium content (the latter if your 
organization has a WR subscription) via 
email. Also search our full content archives 
— including WR Bulletin issues.   

Create your account here:  
http://cp.wainhouse.com/registration

Want More
Conferencing &
Collaboration?
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2. Things are happening very quickly in this space, and 
the number of solutions available has grown drasti-
cally in recent quarters.  For example, one third of the 
services covered in this matrix did not exist 15 months 
ago.  Similarly, one third of the services covered lever-
age technology platforms that were not available one 
year ago!  This pace of innovation and change has 
made it difficult for end users and others to under-
stand this space.  This matrix cuts through the confu-
sion and provides a side-by-side comparison of the 
key features of the leading service offerings.  

Andrew W. Davis 
Wainhouse 

Research

John Antanaitis, 
Polycom

Eric Masseboeuf, 
Orange Business 

Services

Phil Goldby, 
Sherpa Digital 

Media

Bill Haskins, 
Wainhouse 

Research

Complexity Enemy at the IT 
Gate: How to Make Sense of 
the Collaboration Clutter 
WR’s Bill Haskins will join Eric Masseboeuf, Head 
of the International Voice Business Unit, Orange 
Business Services and Phil Goldby, Managing 

Director, EMEA 
of Sherpa 
Digital Media 
for a webinar 
discussing how 

to develop a robust solution for collaboration 
as part of a wider UC strategy. The event, 
sponsored by PGi, will explore the implications 
of legacy solutions and how to build for the 
future. Time: 2:00 PM GMT / 8:00 AM EDT.  
Register here.  

2 PM BST / 9 AM EDT

FREE REGISTRATION

The Conference Room Has Risen 
from the Ashes 
With telecommuting and mobility on the rise in 
the workplace, the conference room as the main 
hub of collaboration is beginning to look like an 

archaic concept. In 
this webinar spon-
sored by Polycom, 
WR’s Andrew W. 
Davis will tell you 

why he believes it’s just the opposite. With the 
proliferation of video collaboration, conference 
rooms are actually becoming an even more inte-
gral part of the workplace.  Join Andrew and John 
Antanaitis, VP of Product Marketing, Polycom, for 
a lively discussion of the intersection of conference 
rooms, telecommuting, and mobility.  Time: 10 AM 
PDT / 1 PM EDT.  Register here.

Mark 20th of May:   
Two Webinar Choices on Complexity, Collaboration, and Conference Rooms
We know you plan your day by our webinars, so 
we suggest you take May 20th off from work, have 
a nice breakfast, log-in, then relax, and then log-in 
again.  Why?  We’ve got two thought-provoking 

webinars, conveniently scheduled so you 
can be alert and ask questions, then nap 
or get in those life maintenance tasks / 
honey do’s, or vacation between the two.

10 AM PDT / 1 PM EDT

FREE REGISTRATION

3. The document highlights the various subscription 
options and price points across the offerings.  
Some providers sell on a per-user basis, while 
others sell on a per-connection / per-port or 
per-VMR basis.  Finally, some providers charge 
per-minute or sell bundled minute packages.  End 
users have never had more options for how to pay 
for video services.

For information, including a list of the providers covered, 
visit www.wainhouse.com/2014-VCaaS-Matrix.
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1:1 David Obrand, CEO, Fuze
Alan D. Greenberg

Often company 
leaders come 
along and get 
boisterous 
about shaking 

up the industry.  Every now and then we run into a CEO 
managing with such velocity that we wonder — will 
this be the one?  It’s more than a parlor game to try to 
recognize whose coat tails the industry may grab.  Alan 
caught up with Fuze’s David Obrand – who in about 
eight months has shaken up the company formerly 
known as FuzeBox — well, see what you think after 
reading this.

WR: Let’s start big, David.  What is Fuze?  Fuze’s goal and 
how is it going to take over the world?  

DO: Fuze is enterprise video collaboration designed for 
the user. We approach this with a vision and strategy 
very different from others in the space. We want to make 
video collaboration a utility for all knowledge workers 
that matches the way people work today and works 
seamlessly across the devices and applications people 
use to get work done. 

We have purposefully built an executive team with deep 
experience across four areas: 1) Unified Communications 
— Our heads of engineering and product came from 
Skype, Lync, and Google. 2) We’ve rebuilt the sales 
organization with proven enterprise SaaS experience 
and married it with an experienced customer success 
organization — both led by a proven leader from 
Salesforce.com and Yammer. 3) Then we brought 
in people with deep freemium experience from the 
marketing and analytics side. And 4), we focused on the 
technology operations side to build and scale resiliency in 
the cloud.

WR: You worked for Salesforce.com and are known for 
helping drive enterprise adoption at Yammer — the 
enterprise social network platform that is now part 
of Microsoft.  What did you learn there that you are 
applying at Fuze?

DO:  I don’t think 30 minutes is enough time (laughter). 
Some of the key learnings we are applying here are 
about the power of consumerization, the importance 
of customer success and disruptive potential of a user-
focused, data-driven product development strategy. 

Mark Today: 
One On-Demand Choice on 
Streaming and Integration with UC

Hey everybody!  WR is launching a video journal 
chronicling key trends shaping the future of the UC&C 
technology market.

Called Calibrate, the new video series features insight 
from Wainhouse Research analysts discussing targeted 

topics in rapid-fire presentations lasting less than five 
minutes. 

In our first edition, which is sponsored by enterprise 
streaming platform vendor VBrick, Wainhouse Research 
Senior Analyst Steve Vonder Haar delivers results from a 
recent survey of more than 1,000 executives discussing 
the importance of integrating online video solutions with 
communications applications already deployed in many 
enterprises, such as Microsoft Lync and Cisco Jabber.

Click here to check out our inaugural Calibrate episode.
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WR: Why do you think 
consumerization so important 
for this market?

DO: Companies today 
can no longer dictate the 
tools employees use to get 
work done. The tools must 
support how people actually 
work, which is increasingly 
dispersed, mobile and cross-
functional, and they must 
work across the many devices 
people use throughout their 
day. Traditional tools, built on 
legacy architectures are not 
matching these needs, which 
is why consumerization of the 
enterprise is happening so 
rapidly.

There is clear indication that 
consumerization is already 
impacting this market, 
based on the increasing 
use of consumer products 
like Skype, Facetime, and Google Hangouts for work 
purposes. If you believe this trend, then there are 
certain tenets a successful product must follow, such 
as a true freemium service with “virality,” an analytic-
driven approach, speed of innovation, native platform 
support, and enterprise credibility, optimizing for the 
user experience, a cloud only architecture, and cloud 
integrations.

It all starts with building for the user. It sounds obvious, 
but it requires a very different architecture, development 
methodology, analytics capabilities and a customer 
engagement model. Other than Fuze, I don’t see anyone 
in this space taking a similar approach.

WR: You are also a big believer in freemium. Can you 
explain how that is different from a free trial?

DO: Freemium is one key to a successful consumerization 
service. There is a huge difference between a freemium 
product and a free trial. Freemium sets a high bar. It 
means your product has to be really good, because there 
is no barrier to using it. If you are driving to ubiquity, then 
you can’t exclude certain people in a time-based trial. 
You can’t have limited functionality, because use cases 

are broad across organizations. If 
we want this to be as ubiquitous as 
email, the product has to provide 
value to all knowledge workers and 
work for many use cases.

WR:  What else are you doing to 
leverage consumerization?

DO:  We’re making a big investment 
in native platform support. Mobile 
is critical to how people work today 
and users have expectations that 
tools work reliably across the many 
devices they use throughout their 
day. I can’t just build a Mac solution 
and cram it into Android device, 
that’s not a good user experience. 

WR: Where does IT fit into a 
consumerization movement?
DO: We are very clear that we are 
building an enterprise product. This 
means that, although we build for 
users, we have to also address the 
security, compliance, reliability and 

integration needs of IT.  At Yammer and now at Fuze, 
we saw a big shift in how IT views cloud-based tools 
for collaboration, as well as freemium tools. Users self-
selecting tools helps IT identify where current solutions 
are falling down. Voluntary adoption helps address the 
single biggest challenge for enterprise collaboration 
initiatives, which is driving and sustaining user adoption.

To help, we have made big investments in customer 
success and analytics. Our customers - both business and 
IT — are supported by a customer success organization 
that helps with everything from planning and 
integrations to driving engagement and measurement.

Through analytics, we can show CIOs how Fuze is being 
used across the organization, which is incredibly valuable 
data for IT to show business value and ROI. For example, 
we provide clients visibility into their aggregate usage 
across locations and departments, including media 
types and devices used. We can help organizations 
understand how they are using audio and where costs 
can be reduced by moving users to VoIP, where to invest 
in more bandwidth, and where to focus user engagement 
activities to drive further use cases. It makes Fuze a true 
partner for IT.

Companies today can 
no longer dictate the 
tools employees use 
to get work done. The 
tools must support how 
people actually work, 
which is increasingly 
dispersed, mobile and 
cross-functional, and 
they must work across 
the many devices 
people use throughout 
their day. 
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Integration with existing tools is also critical. Fuze 
supports single-sign on and LDAP integration, as well 
as interoperability with room-based video conferencing 
systems. Fuze also works with Lync, Outlook and Google 
Calendar. Integration into a user’s personal cloud is 
important and we’ll soon add connections to Box, 
Dropbox, Salesforce and other applications you carry in 
the cloud.

WR: You mentioned interoperability with room-based 
video conferencing systems.  This is a lot of work and a 
potential quagmire to support.  Why do you think it’s 
important?

DO:  Companies have investments they need to 
depreciate and different cultural abilities to absorb 
change. Providing interop gives customers a bridge 
between the old world and the new. Our goal is to help 
them run across that bridge as quickly as possible, but at 
the pace that makes sense for their organization.

WR: You talk a lot about analytics. How does Fuze use 
data in product development?

DO:  Analytics helps ensure changes we make in the 
product benefit the majority of users. It also keeps us 
honest and ensures our development resources are 
focused on the things that matter most to users. We do 
this by building feature flags, A/B testing changes, and 
constantly measuring aggregate behavioral data. We are 
currently on three-week release cycles, and our data-
driven approach ensures everything we release has a very 
high degree of relevance to users.

WR:  OK, this is all well and good, David, but c’mon, how 
is it going after eight months?  You’ve raised some money 
and you are spending some money.

DO:  Exceedingly well.  When I joined, I realized this 
company had done a lot architecturally to align with the 
tenets of consumerization. But, at the time, the goal was 
to build a better WebEx — which was not the right vision. 
We sat down with our board and said let’s slow down 
before we speed up.  With a new vision, we spent the first 
six months rebuilding the user experience to appeal to 
all types of knowledge workers.  We also created a new 
analytics platform, as well as redundancy across multiple 
data centers.

We doubled down on our customer success and support 
organization.  We now offer 24x7 support. We rebuilt the 

sales organization with experienced, consultative sales 
people.  And we invested heavily on the engineering side 
to build best-in-class services and native experiences.  
In September, we launched a freemium service in the 
U.S. and adoption and engagement is increasing rapidly 
across all areas.

Today, we are essentially a new company, Fuze that just 
emerged out of a stealth period, but with an underlying 
platform and architecture that has been proven over 
several years.  We have an amazing new user experience 
currently on iPad and Mac that will soon be released for 
iOS, Android, Windows, and HTML5 for browsers.  We are 
now ready to step on the accelerator.

WR: Fuze appears to be focused on direct sales. Anything 
happening behind the scenes you can talk about 
concerning channel partners or white-labeling your 
services?

DO:  That’s a big one. Selling exclusively direct is an 
important consideration in terms of speed, agility, and 
ensuring customer success. We are a customer-driven 
organization and have invested heavily in a customer 
success team, a direct sales teams and robust analytics 
team.  When you sell through intermediaries you cannot 
ensure that same level of customer attentiveness. And, if 
you are innovating quickly, it’s hard for a channel to keep 
pace. The cloud affords you the opportunity to have a 
closer, direct connection to your customers. That’s not to 
say there aren’t geographical regions that might be better 
suited for me to go through a partner, but for now we’re 
focused 100% on customer success — meaning direct 
sales is the focus.

WR:  You have your Free, Pro, and Enterprise packages.  
What does each cost (obviously Free is free) and what 
does each get me?

DO:  We have tried to make pricing as straightforward 
as possible and eliminate the hidden costs that have 
plagued this industry. Pricing is laid out at www.fuze.
com/plans.  We also offer discounts for volume and 
multi-year agreements and have a negotiated price 
for Internet2 members as part of the Internet2 Net+ 
program.

WR:  One difference between Fuze and Yammer is that 
the market is already very crowded.  We just published a 
Video-as-a-Service matrix that includes 70 vendors.  So 
you are not the first company to come along and claim 
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to be disruptive.  How are you handling the competitive 
nature of the UC&C markets?

DO:  Sometimes a crowded market might not be as 
crowded as the perception, if you are a disruptive force. 
That doesn’t mean there are not challenges. 

There is an opportunity to redefine how people think 
about and use these tools, which will broaden the 
use cases and the business value they can deliver. 
Enterprise Social Networking (ESN) didn’t exist before 
Yammer, but people were using existing tools like email 
and SharePoint in an effort to accomplish similar things. 
Likewise, the video conferencing market has been 
around awhile, as has web conferencing, but these 
tools are not living up to their potential in terms of 
connecting knowledge workers in a ubiquitous way. We 
want to make these tools work in a way the incumbents 
have not.

WR: So how do you make that happen?

DO:  We have to execute on our strategy. Users love Fuze, 
so it is a matter of getting it into the hands of more users. 
That is where freemium and virality come into play. We 
are preparing to extend our freemium service globally 
next month, which will accelerate adoption of the new 
user experience.

IT loves Fuze because we solve the headaches they have 
been dealing with for decades with a product that also 
drives significant value across the business. We can also 
often save their business a ton of money by consolidating 
conferencing spend into one application and moving 
more audio use to our Symphony VoIP platform. 

At the end of the day it’s about making our customers 
successful, which is where our customer success 
organization factors in. We are not successful unless 
our customers are truly happy. If we can execute on our 
strategy and continue making customers happy, we will 
change this market and how people think about video 
collaboration.
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