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Speeding to 
the Top of AV 

This year’s Fast-Growing 
Firms show you don’t have 
to follow one path to boost 

your bottom line quickly.
PAGE 32

T H E  B U S I N E S S  H A N D B O O K  F O R  T E C H N O L O G  P R O F E S S I O N A L S

PLUS: 
How Cisco and 

NSCA Saved You 
PAGE 40

Commercial
INTEGRATOR
T H E  B U S I N E S S  H A N D B O O K  F O R  T E C H N O L O G  P R O F E S S I O N A L S



22 | COMMERCIAL INTEGRATOR November 2019 commercialintegrator.com

CI #TechTrending THE BUZZ ON TECHNOLOGY AFFECTING INTEGRATORS

#COLLABORATION
Bolting into the  
Future of Meetings
SURVEY THE CURRENT CONFERENCE and 
collaboration landscape and you’ll find a sea 
of small, compact notebooks.

These devices feature the latest iteration 
in Thunderbolt connectivity — USB-C, 
which can charge a laptop or other devices 
such as a smartphone, transfer data at four 
times the speed of USB 3.1, and present 
video content on up to two 4K displays.

With these benefits, they’re the perfect 
presentation tool for today’s collabo-
rative-intense meeting environments. 
However, there’s still the hurdle of how to 
connect to projectors and displays. 

The traditional approach for connect-
ing a notebook in a conference room has 
been to use the HDMI cable that’s tied back 
to screen. But meetings are complicated 
enough without handing a cable back and 
forth between meeting participants. It’s a 
cluttered, low-tech solution.

The real solution: a wireless presenta-
tion system. Wireless presentation systems 
enable presenters to quickly switch from one 
presenter to another without cables. There 
are two types of wireless systems available: 
button-type transmitter and receiver sys-
tems or Wi-Fi network hub solutions.

A quick look at the market reveals a 
variety of makes and models available with 
a range of benefits and features. All the 
options and price ranges can make it con-
fusing to determine the best solution when 
using a Thunderbolt-equipped notebook.

When selecting the solution, there are 
three considerations: ease of connection 
and ability to present for a large range of 
sources, video quality, and security.

First, choose a solution that enables 
participants to share their content without 
app, software, or network access. It’s not 
uncommon for Wi-Fi collaboration systems 
and even some button-style systems to 
require a presenter to download or run spe-
cial apps onto their notebook before they 
can access and present over the room’s 
displays or projectors. 

However, this poses a problem for vis-
itors who are ambivalent toward down-
loads. It’s also often incompatible for 

notebooks of enterprise employees who 
are restricted from installing third-party 
software and apps.

Enterprise IT departments are notorious 
on “locking down” notebooks to prevent 
such downloads, which could pose security 
risks to confidential information or make 
the network vunerable to hackers.

In addition, keep the number of partici-
pants and sources in mind. Every notebook 
is a source, and if it’s a large meeting room, 
more than likely, there will be a number of 
participants joining the meeting. Notebooks 
may not be the only source of content.

Does the meeting require a videconfer-
ence system, access to an in-room PC, or 
perhaps a feed from a cable box? Each of 
those are a separate source. The cho-
sen wireless presentation system should 
be able to handle an abundance of input 
sources and allow users to switch sources 
at the touch of a button. 

Second, select a system that can switch 
back and forth from video to normal pre-
sentation content without any special net-
work setup or additional processing power 
and can ensure security encryption.

Video forms a vital part of the collabora-
tion experience today, and choppy or jittery 
video can be costly to that experience. To 
play video, most Wi-Fi solutions rely on 
additional software as well as the corporate 
network performance to play smooth video.

These requirements can range from net-
work ping times, available bandwidth, QoS 

priority, to network jitter. 
Third, keep security top of mind. This is 

especially vital in enterprise environments 
where the network has to be protected 
from potential threats. Presentation sys-
tems should ensure network security and 
all content being transmitted from every 
source is encrypted.

Most Wi-Fi solutions enable the soft-
ware application running on the notebook 
to encrypt the transmissions sent over the 
network to the hub, but it depends on the 
model and sometimes needs to be specially 
configured.

The available button-style solutions 
encrypt all signals being sent from the 
Thunderbolt port on the notebook utilizing 
enterprise-level encryption to ensure con-
tent is secure. 

Which is best for you? While Wi-Fi net-
work hub solutions are attractive because 
they remove the need for any connector, 
they require extra IT network configuration, 
network logins, and software downloads 
that can threaten security. 

In addition, because they rely on the net-
work to perform critical functions such as 
video playback, the buyer will need to test 
their system on the network to ensure video 
performance meets end-user expectations. 

For organizations wanting to ease IT work-
loads and simplify participants’ experiences, 
button-style plug-and-play systems look 
to be the clear winners. Since they’re fully 
encrcypted, they eliminate the security threat. 

There are lots of ways to enhance your meetings and improve your company’s collaboration efforts. 
Choose the one that best fits your needs--but remember those needs might change or expand.
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Ones that provide a software-free approach 
will be best for visitors as well as employees 
who are restricted from loading additional 
apps on their notebook to use the system. 
Essentially, this will allow participants to 
start the meeting in seconds without jumping 
through downloads or other IT hoops. 

BOB WUDECK is senior director of business 
development for BenQ. He can be reached at 
Bob.Wudeck@BenQ.com. 
›› @BenQ, #WiFi, #Security

#IT
Talking To IT Directors About 
Networked AV Systems
MANY AV INSTALLERS struggle to convince IT 
directors that their solution is the right one for 
the job — mostly due to the fact that many 
installers still sometimes fail to communicate 
in a way that would win over such a client.

Things like having a security protocol ready 
and waiting for any type of proposed project, 

to hiring network-minded sales represen-
tatives, to knowing that an IT director isn’t 
likely too concerned with impressive techni-
cal specs as they are about security and effi-
ciency are key to having better discussions.

But those aren’t the only things that 
savvy integrators should do to win over cli-
ents in the IT department.

Transparency: It’s Your New Mantra
“When approaching IT directors, integrators 
need to be completely open and transparent 
with what they’re intending to do,” says Eric 
Olson, business development manager for 
Almo Pro A/V.

Showing that you know the potential 
consequences of a hacked network device 
— even in its worst-case scenario — is 
enough to at least start to build credibility 
for yourself in the eyes of an IT client.

Riding Parallel
Is there a way to build your networked AV 
systems on a parallel network? When at all 
possible, it’s wise to suggest this.

While you’re presenting yet another 
network to manage — something under-
standably nerve-wracking to do with an 
already-busy client — you’re also present-
ing a security best practice which presents 
far less risk.

This lets the end user decide which is 
best for them and their organization.

What to Capture and  
What to Keep Separate
“The data that you do not want to co-mingle 
with is usually personal info, patient info, 
financial info, etc.,” says Olson.

“But the data integrators CAN capture — 
and what is driving a big demand — is asset 
monitoring, or the actual AV data itself, 
which gives them an idea of how their new 
systems are actually running,” he says.

By providing your clients with data about 
your systems, you’re basically giving your 
business a giant stamp that says “WORTH 
THE MONEY!” (provided your system is 
competently installed and actually solves 
your client’s key problems).

Immediate Openings:

Engineering Support
Installation Technicians

Job Superintendents
Control Systems Programmer

Project Manager
Project Engineer

Sales Account Manager
Sales Estimators

Helping People Communicate!
Denver • Austin • Houston • Phoenix • Oklahoma City 

Las Vegas • Atlanta • Kansas City • Washington, DC
Honolulu • Oakland • Tulsa • Dallas • San Antonio

EOE/AA/M/F/D/V

Seeking those committed to long-term employment.  
Competitive salary and benefits offered.  

Apply online at www.fordav.com

Recognized as CI’s ‘Integrator of the Year’, Ford is best known  
for the quality of people that serve our customers. 
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