Extensive phone meeting with Telanetix' Texas-based VP Worldwide Sales, JD Vaughn, on Thursday, November 20 to explore lines of collaboration and specific needs.

COMPANY OVERVIEW

Telanetix comprises 2 divisions Video and Voice.

San Diego based Telanetix acquired Bellevue, WA-based AccessLine in September 2007, and moved the corporate headquarters to Washington in 2008.

Telanetix provides hosted telecom voice over IP (VoIP) services, marketed under the "AccessLine" brand. This division operates primarily at a domestic level.

The Video division is dedicated to video telepresence solutions, marketed under the Digital Presence™ brand. This division has international sales ambitions.

Overall company sales in 2007 were $12.2m, with video accounting for about 20% and the voice services the rest.

In a bid to develop the video solutions business, Telanetix recruited three veteran telepresence sales leaders to the sales team in 2008, including JD Vaughn.

TELEPRESENCE (from Wikipedia)

At a general level, telepresence refers to a set of technologies which allow a person to feel as if they were present, to give the appearance that they were present, or to have an effect, at a location other than their true location. The terms virtual presence, immersion, and telepresence are often used interchangeably. Telepresence should not be confused with simple video conferencing. True telepresence is a collection the following factors: 

• Quality of Image • Life Size Image • Proximity of Image • Sound Quality • Full Compliment of Content Presentation Capabilities • True Eye Contact.

TELANETIX Digital Presence™

Through the Digital Presence™ product line, Telanetix provides customers with a complete system for telepresence video conferencing. The core of the system is the software components—video and audio encoder and decoders, call signaling and bandwidth management—all of which are developed internally and pre-loaded on a standard Linux server. Telanetix' telepresence solutions are based on next generation IP standards. A Digital Presence™ system also includes the monitors, cameras and audio components to optimize the user experience, as well as the equipment necessary to enable a "hotspot" in the conference room for the wireless operation of the system controls and data-sharing. These systems can be matched with a wide range of off-the-shelf monitors, cameras and audio components to meet certain room configuration or performance requirements. 

Telanetix' channel partners act as the system integrators to design, build-out and install the complete telepresence system including components and peripheral equipment to meet the application needs of the customer. By delivering Digital Presence™ to the market in this manner, Telanetix offers flexibility to customers and can support conference rooms for both small and large audiences.

COMPETITION

- Cisco TelePresence (http://www.cisco.com/en/US/netsol/ns669/networking_solutions_solution_segment_home.html)

- Tandberg (http://www.tandberg.com/products/telepresence/index.jsp)
- Polycom (http://www.polycom.com/usa/en/products/telepresence_video/telepresence_solutions/index.html)
- HP Halo (http://h20330.www2.hp.com/enterprise/cache/570006-0-0-0-121.html)

How Telanetix competes: Digital Presence™ is equal to or better (and certainly more flexible) than Cisco, Tandberg, Polycom and others, AND is 50-60% less costly, with twice to three times the gross margins for value-added distributors (VAD), resellers and systems integrators.

ROUTE-TO-MARKET

Telanetix sells to Value-Added Distributors (VADs) that are specialized in telepresence and high-end video conferencing products and solutions. These VADs sell to specialized resellers and systems integrators.  

Examples of VADs that Telanetix is talking to: Accuon Corporation of Guangzhou, China (www.accuon.com.cn); and Imago Group plc (www.imagogroupplc.com).

However, neither of these relationships are set in stone, nor are they necessarily generating revenues.

SERVICE REQUESTS

- check out status of Accuon Corporation in China and investigate if there are any red flags or sources of concern, Obtain credit rating information.

- partner searches in APAC in order of priority: China, Japan, India, Taiwan, Korea, Vietnam , Thailand

- partner searches in Europe in order of priority: UK, Italy, France, Germany, Netherlands.

MATERIALS PROVIDED

- Customer Benefits Card - product advantages for an end user customer

- Reseller Battle Card - product and company advantages for a value added distributor and resellers/integrators.

