Telepresence Gains Momentum, Needs More Awareness

With cormmpaniesz eyeing cost-cutting in
various aspects of busziness, including
corporate  travel, they are looking to
implerment teleprezence solutions that
can alzo help in improving operations
and drive workforce produdivity, Az per
Zinnow  Analyzis, ewen a 10 percent
reduction in travel could zave £500,000
for & 1,000 ermployee organization. The
rarket iz moving from videno
conferencing services to telepreszence, as
it creates a live, face-to-face meeting
expariance,

According to a recent Froszt & Sullivan report, in 2008, the teleprezence market
waz repotted to be 3.2 million. Sarnering the fifth pozition in the Azia Pacific
rmarket, India iz anticipated to grow impressively at the CAGR of 42,6 percent,
further increazing the share of India in the Aszia Pacific market from 2.4
percent in 2007 to 13,9 percent in 2014, Az far dormestic market is concerned,
it iz pegged at $7.2 million, and iz expected to reach $40 million by 2012, at
a CAGR of 532 percent.

In the Indian context, the growth iz largely driven by the need of real-time
collabaration an the back of glabalization and efficient use of telepresence
zolutions by the corporate to atkain huge return on investrmnents, However,
rmore stress is needed to promote these zolutions in the market, which are
dominated by the SMB=s, Yendorz can take help of parthners to make their
zolutions available, and to create demand and lead generation,

Az far as targeted and key areasz for these solutions are considered,
government; ITeS; healthcare (telermedicine] and education are playing
important rale, Furthermore, manuofacturing: retail; hoszpitality and media
have zshown sorme good signs of traction, The growth of teleprezence zalutions
in India can alzo be attributed to the increased broadband penetration in
various geaographies,

Yendors:

Seeing the growing pie of business in the telepreszence market, vendors are
leaving no stone unturmed to grab it YWendors are taking the produc
innowation to a next level by offering solutions to zuit the requirerments of
buzinezzes,

Cisco:

An example, Cizco hasz launched itz 13200 zeries, The szeries iz dezigned for
up to zix people in a2 shared-uze meeting room uzesz one zcreen and three
carmeras, The 1300-&5 uzesz a €5-inch plazma screen, and iz the first in a new
series of products that takes advantage of exizting conference room tables,
Sharing Cizco = overall market strategy and products, Minhaj Zia, Mational
Sales Manager, Unified Cormrmunications, said, With India becoming a key
cormmponent of the global techrnology industry, teleprezence hasz found
tremmendous acceptance amongst companies in the vertical, So far, verticals
that have been keen in adopting teleprezence are companies which have
offices in multiple locations, nationwide, or around the globe, and can find it
eazier to justify the ROI of theze zolutions,

Furtherrmore, Cizco haz launched public teleprezence roormsz along with Tata
Cormrmunications and Tata Telezervices Maharazhtra, With thiz developrnent,
individuals can avail theze zervicer on an hourly basziz, Dizcuzzing the
cormmpany = go-to-rnarket strategy, he zaid, Partnerzs are at the core of our
buzinezz, It = of pararmount importance to ensure that partners accelerate
growth, differentiate their buszinezz and increasze profitability uzing Cizco
cettificationsz, zpecializationz and incentivez, Thiz helpz partnerzs define zkill
setz required to deploy and operate Cizco zolutionsz, optimize the technology
petformance and to deduce deployrment rizk,

Polyconn:

The other vendor, Polycorn iz alzo maintaining a2 balanced channel structure
acrozs India, support itz partners through strategiez and zervice zupport
Elaborating rmore on it, Paul Mewell, Director, Strategic & Technical Sales,
Paolycorn Aszia Pacific, zaid, Partner and channel ecosystern iz critical to our
success and growth acrozz voice, video and teleprezence offeringszs. Az the
Unified Cormrunications rmarket iz poized for zignificant growth in corming
vears, we see trermendous opportunities not only for exizting zet of partners
but alzo forezee a rmore partners bridging the gap and plaving a critical role
acrass IT and telecam.

Zn the product fronmt, the vendor has offerings for remote offices to the
boardroorns, Its RealPresence Experience High Definition (RPX HD) delivers a
combination of high definition video, audio and content sharing, Additionally,
it constantly updates partners and educates therm at regular intervals to allow
therm to zerve all kinds of custarmers requirerments,

LifeSize:

Segregating itz rmarket strategy in two parts (products and reach), LifeSize iz
engaging with leading systern integrators and WC solution providers to extend
itz rmarket reach., While offering partner training, the vendor alzo enables
thern to offer solutions bazed on LifeSize products,

Sharing rmore on  thiz, Shivazankar K, Country Manager, LifeSize
Cormrunications, said, We Il be tapping rmore system integrators to expand
our installation basze to penetrate deep into the Indian market We view
teleprezence solutions as a spedcific installation invaolving high definition video
conferencing producks,

Partmers:

At vendors level, they are doing everything to educate and train partners on
thesze =zolutionsz., Partners help the wendors in understanding customers
preferances, their pain points and even the rmarket trends,

Explaining partners perspective, Abhimanyy  Gupta, Director, Acis
Technologies, zaid, India market iz growing; howewver, not az faszt az people
are thinking, In reality, the rmajority of the deployrmentz in India are
happening az a part of the global deploymentsz, A& high cost of adoption
followed by huge recurring costz and the high bandwidth requirerments are
hindering the rmassz adoption, Meverthelezsz, the quality facor and the
experience of almost being prezent in the zarme room, a2 significant cutback in
the travel cosztz az well reduction in carbon footprints are driving the dermand.

While talking about partners role in thiz market, he zaid, Partnerz can do
value addition by providing customized solutions, and get recurring revenue in
suppott services, as managed service providers play a zignificant role.

Talking about the trend:s in the market, Prazad Indulkar. Head [(Wideo
Conferencingl, Enkay Technologies, =aid, It is predicted that IT, financial
services and rmanufacturing  will greatly take to telepresence. Besides,
governrment and  corporate seckors are driving  the  growth  for
Videoconferencing, The gowvernmient, in fack, is at the helr of this az it alane
bought around 40 percent of the total videoconferencing endpoint equiprment
in 2003,

Sharing rmore partners perspective, Mridul Srivastava, Marketing Director, BT
India, =zaid, We szell directly to our target custormers, and offer end-to-end
solutions, including the telepreszence kit, bandwidth, systern integration and
rmanaged services, We re now planning roll out the opex-baszed zervice
rmodel, which will help customers save on the capex outflow for the zolution,

ChannelTimes:

Custormmers are trying to attain enhanced workforce produdivity and improved
operations by opting for teleprezence zolutions, Spending on teleprezence iz
now allowing therm to cut costz on other activitiez, and iz allowing therm to
generate huge returnz on  investments., Alkhough the penetration of
telepreszence solutionz can be attributed to the vendorz aggrezzive marketing
and channel strategies, there re certain areas that are still untapped, and can
offer additional revenues to partners and vendors az well,
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