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Using Video to Gain a Competitive Advantage:  
A Business Strategy for Mid-Market Companies
Buying a new, or even a used, car is a significant investment for many consumers. Today, most 
car dealers offer extended warranty policies that help buyers protect that investment. But the 
dealership sales staff can’t always answer the warranty questions asked by prospective buyers, 
which is why one auto dealership considered staffing a warranty specialist in each of its locations.

After weighing the costs against the benefits, the dealership decided to staff a warranty specialist 
in its headquarters and install video communication technology at each of the branch locations. 
Using video communication lets the warranty specialist and prospective buyer have a better 
conversation about the extended warranty policy in a direct and more personal way instead of 
relaying questions through the sales person.
 

The dealership used in this business use case calculated that more sales, as well as better productivity, 
amounted to an increased cash flow of $11,600 per branch dealership per month.  Like the car dealership, 
many mid-market companies are discovering that direct communication using video technology moves 
the sales process along much more quickly and may increase extended warranty sales. It’s a business 
strategy they need to take a look at.

Mid-market companies, from auto dealerships to manufacturing firms, have always had to work harder 
than larger companies in their industry to compete. But now, advancements in technology, including the 
Internet and cloud services, are about to level the playing field. Midmarket companies must still make 
smart decisions though. This includes wisely leveraging technology to increase productivity.

End-to-end video collaboration is one technology that can deliver real, measureable benefits to mid-
market companies. However, the high costs associated with upgrading network infrastructure and outfitting 
specialized videoconferencing rooms, plus a lack of highly-skilled resources, put video collaboration out of 
reach for most midmarket companies—until now. 

Now, improved video technology, scalable solutions, and affordable managed services let mid-market 
companies reap the benefits that come from sophisticated, yet simple, video communication and 
collaboration tools. 

This paper demonstrates how video collaboration solutions can help mid-market companies be more 
competitive in the global marketplace. It discusses:

•	 Market trends that are increasing the need for video in the mid-market segment
•	 Business use cases that provide measurable ROI
•	 Types of video solutions targeted for mid-market companies
•	 Considerations for a video collaboration strategy
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Video Plays a Key Role in the New Marketplace 
It’s no longer enough to conduct business within the walls and physical confines of a business.  The new 
competitive landscape requires companies to expand their horizons beyond traditional boundaries. Major 
shifts in the marketplace—mobile devices, a global economy, and the proliferation of partnerships—reflect 
the changes that are shaping the way business gets done. Video can play a vital role in all three shifts.

Bringing Your Own Device (BYOD)
By 2015, there will 15 billion mobile connected devices. In many countries, smartphone adoption is nearly 
50 percent. Apple has sold more than 50 million iPads. Every day, employees are bringing their personally 
owned devices to work, and many want to use them to do their jobs. 

Mid-market companies that use the BYOD movement to their advantage can enable mobile video 
connections between employees, partners, and customers—anytime, from any location, and from any 
device—to greatly improve productivity and strengthen relationships.

Accessing the Global Economy
While most lower segment mid-market businesses still compete primarily in the domestic economy, there 
is a clear trend towards internationalizing. The Internet has flattened the business environment, opening 
up new markets around the world as potential growth opportunities for the mid-market.

Video solutions help mid-market companies compete in the global marketplace more cost effectively by 
significantly reducing travel expenses. At the same time, video lets users see each other and read facial 
expressions and body language, helping to improve understanding where there are language and cultural 
differences.

Establishing Partnerships
Partnering with vendors, suppliers, customers, and even other competitors is becoming a core strategy to 
drive innovation and uncover new revenue opportunities. The 2012 IBM Global CEO Study found that more 
than two-thirds of mid-market CEOs plan to partner extensively to achieve their business objectives. Up to 
47% plan to partner to foster innovation across their organizations.  

Video collaboration solutions reinforce relationship building with partners because it is much more 
effective than a simple phone call. Whether it’s negotiating prices, brainstorming for product development, 
or supporting customers, video creates a greater personal experience and provides real-time interaction 
and feedback.
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Building the Business Case for Video 
Not only does video help midmarket companies expand beyond traditional brick and mortar, allowing 
them to capitalize on shifts in the marketplace, it provides demonstrable business value that justifies the 
investment. 

There are three key benefits to using video that traditionally provide a strong return on investment (ROI): 
reduced travel, improved collaboration, and increased productivity.

Reduced Travel Costs
As the reach of a company extends beyond a single location, crossing regions or even extending around 
the world, travel becomes a necessity and a pretty big expense line on the budget. Considering that a 
round-trip flight and one night’s hotel stay can reach $1000 for just one person, the cost of a traveling 
workforce adds up quickly.

Improved Collaboration
One way companies can do more with less is through collaboration. By having group discussions, sharing 
knowledge, and leveraging the different ideas that emerge, companies can progress toward shared goals 
more quickly. Many CEOs are recognizing the value of collaboration and are beginning to consider ways to 
collaborate effectively. 

In a recent IBM study , nearly half of the CEOs interviewed want to empower employees, partners, and 
even customers to foster innovation and creativity through collaboration. Video technologies can foster 
cost-effective collaboration, which ultimately leads to quicker and better decision making.  In fact, over 
three-quarters of businesses feel that improved collaboration leads to faster cycle times.

Increased Productivity
Video technologies also increase productivity by allowing collaboration and interaction in real time. For 
example, an employee can virtually visit many more customers in a single business day than an employee 
traveling to visit those customers. Video communications increases customer interactions and can 
have material financial benefits for a midmarket enterprise, in terms of both cost savings and customer 
satisfaction.

Business Use Cases 
The benefits of deploying video as a standalone solution or in conjunction with unified communication 
(UC) solutions are well studied. Research firm Salire Partners examined hundreds of unified 
communication business cases and found an average ROI of 140%. However, in those business cases that 
added video, the average ROI was 512% and the payback period was two month shorter with video.  Keep 
reading for a few examples of how video delivers ROI for different business areas.

Sales: Reaching More Customers 
A sales team’s connection with prospective customers is vital. No phone call or email can beat a face-
to-face experience, which is why many companies are burdened with hefty travel expenses. By enabling 
video collaboration, companies give sales teams new tools that allow them to speak face-to-face from a 
desktop, mobile device, or video conference room. Wainhouse Research found that when sales teams used 
video collaboration, they saved 30% on travel costs and reduced sales-related costs by 26%. 
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Training: Enhancing Learning and Development 
In distributed organizations it makes sense to offer alternatives to on-site training. And, as the workforce 
changes and a new generation comes on board, the case for video in a learning and development 
environment grows stronger. Not only does the use of video reduce the need to travel for training, but it 
also supports a generation of new consumers who have already embraced new technologies, like video. 
In a McKinsey survey, 77% of respondents said that collaboration technologies improved speedy access 
to knowledge.  Wainhouse Research reports that video solutions help companies save 22% on training 
expense.

Product: Accelerating Product Development 
Midmarket companies are under pressure to respond to changes in customer trends and preferences, 
as well as the need to capitalize on new market opportunities. Designing and developing new products 
requires multiple, ongoing brainstorming sessions. With video collaboration, product development teams 
optimize a continual and concentrated approach without the need to travel. Companies that use video 
typically reduce time to market by 24%.

IT: Improving Project Management 
Managing diverse project teams spread across regions and around the world is a real challenge for project 
managers. By collaborating more quickly, without the time required for travel, and through the high-quality 
conversations that video enables, project teams work more effectively, reducing time to completion and 
avoiding unnecessary travel costs. Small to medium sized organizations can reduce downtime by 25%.
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Types of Video Collaboration Solutions  
The key to enabling pervasive use of video and conferencing is to employ solutions that align better with 
the way people work. Any video collaboration solution with this premise lets workers use technology to 
accelerate collaboration value and transform business processes. 

Ways to enable these solutions include:

•	 Simplifying rich multiparty collaboration so people can focus on the meeting, not the technology
•	 Delivering ubiquitous business-class conferencing experiences on any device, anywhere 
•	 Bringing everyone together face-to-face on everything from mobile devices to immersive video 

systems 
•	 Enhancing efficiency and affordability of HD conferencing infrastructure to support everyone, not 

just select applications or workgroups
•	 Expanding options to seamlessly extend multiparty conferencing from the cloud for scale and reach
•	 Simplifying consumption models

There are a lot of possibilities for companies evaluating video conferencing solutions. Typically these 
solutions fall into three categories: in-room systems, desktop systems, and mobile systems. It may not 
be feasible to deploy end-to-end video conferencing in the same timeframe; however, it is important to 
prepare for future growth while you consider video conferencing solutions.

In-Room Video Conferencing 
The first step for mid-market companies is often installing conference rooms equipped with HD video 
conferencing systems. These systems provide a high-end audio and video experience for priority meetings 
with customers, shareholders, and partners.

Desktop Video Conferencing 
Some companies achieve desktop video conferencing through a standalone device such as the Cisco 
DX600 series or a PC with a webcam, speakers, microphone, and a service such as Skype®, WebEx®, or 
Lync®. These systems are typically used for one-to-one video conversations or to enhance participation in 
a web conference.

Cisco Brings Video 
Collaboration to the 
Mid-Market 

Cisco is evolving video and 
conferencing solutions 
to better align with the 
way businesses meet 
and collaborate as teams. 
As video use becomes 
more pervasive across 
organizations as an 
effective business tool, 
Cisco is making any-to-any 
conferencing easy to use 
and affordable for all.
The Cisco Pervasive 
Conferencing capabilities 
and products support 
simple, affordable, 
multiparty video-enabled 
collaboration for any 
user on any device with a 
consistent, business-class 
user experience and rich 
collaboration environment 
over a common architecture.
Pervasive conferencing 
solutions allow you to 
conduct multiparty meetings 
your way:
 
•	 Choose how you’d like to 

participate
•	 Bring everyone together 

with easy-to-use, 
people-centric meeting 
interactions

•	 Deliver superior scale 
for mobile video to 
immersive telepresence 
systems

•	 Optimize your 
conferencing 
infrastructure investment 
with more efficient and 
intelligent resource 
allocation models

•	 Deploy affordable 
solutions on premise 
or in the cloud for 
businesses of all sizes
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Mobile Video Conferencing 
Other mid-market companies are ready to join a burgeoning area of video conferencing called mobile 
video. It requires cloud-based services to access virtual meeting rooms for multiparty conferencing. 
Mobile devices are typically camera-ready and only require a secure wireless network access and a video 
conferencing application to enable point-to-point video calls.

HD Conferencing Infrastructure 
Whichever video collaboration solution a company selects, all solutions need to be built on a secure HD 
conferencing infrastructure that can scale to meet today’s reality and tomorrow’s possibilities.

Next Steps: Create a Video Collaboration Plan   
Planning for video collaboration is similar to planning for other IT initiatives. You must consider a longer-
term strategy to prepare for growth and avoid interoperability issues, even if the initial phase is for one 
or two business functions. Once the foundation for video is set, it’s considerably easier to add additional 
business functions and users. Use these steps to create a plan:

1. Gather requirements—Start with one or two specific business functions and outline the 
use cases. For example, product development may want to have regular meetings with the 
manufacturing teams overseas. Document the current situation and challenges. Then detail how 
video could be used and rank features from most to least important. 

2. Understand your current capabilities—The network and available bandwidth is important when 
implementing video, as is being able to monitor and control traffic flow to maintain bandwidth 
across the rest of the network. If user requirements are for video connections to customers or 
partners, you need to factor firewall solutions into the design and planning.

3. Get executive buy-in—Find a strong champion—someone who really understands and desires 
the benefits video technology can bring to the business—to serve as the sponsor. Work with the 
business sponsor to identify requirements and use cases. This strategy will provide much of the 
information you need to build a business case that demonstrates a solid return on investment.

4. Prioritize design and implementation—Make the way existing network components will be 
integrated and re-used a high priority. Additionally, identify all endpoints (computers, standalone 
devices, mobile devices, and conference rooms)  and incorporate them into the design. 
Technology projects can be disruptive to the business, so try to minimize the impact. 

5. Ensure end user adoption—To achieve ROI, the video solution must get used. Plan to train end 
users so they feel comfortable using video. Once they learn how easy video is to use and how it 
helps them be more efficient and effective, usage will increase and the organization will reap the 
benefits.

6. Plan for ongoing support and service—Technology changes, needs change, incidents happen. 
You are going to need ongoing support: it’s a necessity. Most solution providers offer support 
plans in varying levels. Depending on the availability and skills in-house, it may make sense to 
outsource some or all of the support. 
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How Managed Services Can Lower Cost and Complexity 

Although the price and complexity of video technology has come down significantly, it may still 
be a barrier to many mid-market companies. Fortunately, managed services, like AVI-SPL’s 
Unify ME® VNOC Services, provide a cost-effective, risk-reduced alternative to on-premise de-
ployments. Managed services significantly reduce the capital expense previously required for 
video solutions, as well as reducing the need for highly-skilled, in-house resources to manage 
the system.

•	 Unify ME® VNOC Services offers an easy and cost-effective way to manage video 
communication.  AVI-SPL’s VNOC is our video network operations center where we 
remotely monitor, manage, and support our customer’s video and telepresence 
equipment, with support offered 24/7.  

•	 VNOC Symphony® Management Platform provides a complete suite of tools to 
schedule meetings, monitor video system health, and produce usage and perfor-
mance reports.  
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About AVI-SPL
AVI-SPL has a team of experts with the experience needed to meet the most technically advanced 
needs of our clients. We can help you design, build, and support the systems and environments that 
enable your video communication and collaboration. Our engineers are certified to ensure they have the 
skills and knowledge necessary to manage projects of all scopes. 

AVI-SPL works with Cisco to provide solutions for different markets, including healthcare, education, 
hospitality, and many more. From integration and fabrication through installation, documentation, 
training, and support, the team at AVI-SPL is equipped to be your partner every step of the way.

We’re ready to help you better understand how video collaboration can fit into your organization. To 
learn more about video collaboration solutions for midmarket companies, contact us at (866) 559-8197 
or visit www.avispl.com.

About Cisco 
Cisco is a worldwide manufacturer of video collaboration and video-sharing solutions. Cisco’s network-
centric platform is changing the nature of work and the way we live. AVI-SPL works with Cisco to provide 
solutions for different markets, including healthcare (Moffitt Cancer Center), education (Rialto Unified 
School District), hospitality (Fleming’s Steakhouse), and many more.  
Learn more about Cisco on avispl.com.


