


                  

 
 
 
 
 
 
 

Organizations 

 

 
 

AV service providers must broaden the 
definition of their roles 
 
AV service providers must expand their definition 
of audiovisual and quickly find ways to embrace 
other types of applications including content 
management.  AV service providers can no longer 
see themselves as providers of a linear 
audiovisual experience.  They must realize that in 
today’s rich media environment, where AV is 
bound to evolve, there is much more to 
audiovisual content than traditional video and 
audio.   
 
Documents such as desktop publishing files and 
Microsoft Office ® applications are also part of the 
audiovisual experience.  Podcasts, VOD, web-
casting, and online learning are being embraced 
by organizations.  These organizations will select 
service providers that have the capability to guide 
them through the adoption phase of these 
applications. 
 
AV service providers must develop an IT  
toolbox that will help them enhance their core 
competence 
 
Mastering the tools of the IT trade is essential.  
Being network savvy is the price of entry for many 
emerging applications, which automatically 
excludes many AV professionals from participating 
in these fast growing market segments.  Other 
important IT tools include programming, web 
design, system maintenance, and implementation 
strategies. 
 
 
 
 
 
 

 
Digital media content has unique attributes, such as 
file size and layered complexity, which require 
specialized functions. Most content management 
systems are unable to address these demands.  This 
represents a significant opportunity for both IT and AV 
professionals, since no one owns that segment of the 
market yet.  However, AV professionals who develop 
their IT toolbox and leverage their AV core 
competence will lead the competition. 
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Opportunities and Threats 

 

 
 

Opportunities Threats 

 Customers are increasingly seeking solutions 
that require a different mindset on the part of AV 
service providers.  Many customers now require 
that their video conferences and conference 
calls be recorded, and they would like to be able 
to archive, search, and retrieve recordings from 
the system. 

 IT network companies and network consultants 
are developing AV capabilities in-house.  
Instead of using contractors, they are hiring 
people away from the traditional AV integrator. 

 AV integrators have been reluctant to embrace 
opportunities associated with the infrastructure 
side of AV solutions deployment.  In the 
implementation phase, AV service providers 
develop capabilities beyond the norm to offer 
services related to the whole system. 

 The digital signage marketplace has expanded 
the AV value chain beyond its traditional 
bounds.  AV systems integrators that do not 
recalibrate their offerings to engage a new type 
of strategic partner will lag behind the digital 
signage opportunity curve.     

 Content management creates an opportunity for 
AV systems integrators in several areas 
including remote management, application 
upgrades, and analytics.  These can be sources 
of recurring revenue for systems integrators.  

 Rich media and digital content drive the need for 
content management.  Increasingly, digital 
content is produced by and received from 
portable devices such as iPods and camcorders 
that have not been traditionally part of the AV 
systems integration process.  

 Customers, especially in the digital signage 
area, are increasingly interested in services 
such as extended warranties and on-site repair.  

 Content management is attracting new market 
entrants from the IT value chain and blurring the 
lines that define the roles and responsibilities of 
AV systems integrators and independent design 
consultants. 
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Demand Drivers & Market Trends 

 

 
 

Demand Drivers Market Trends 

 Customer demand has pushed the envelope with 
respect to quality.  Initially, HD was being pushed 
only by manufacturers; however, today 
customers demand products with HD quality.  

 Markets, such as simulation and geology, will 
require more 3D technology. The proliferation of 
content that is becoming available on handheld 
devices is going to continue. 

 End-customers increasingly expect to provide 
their input to manufacturers and service 
providers during the development of AV solutions 
supporting content driven applications. 

 There is no emerging single source to filter all the 
various content forms and consolidate them into 
a single platform for enterprise customers. Some 
firms, such as Cisco, are trying to get video 
device manufacturers to use one standard 
system.  

 Digital signage is continuing to penetrate dozens 
of customer verticals for both broad and narrow-
casting applications.  As more evidence of ROI 
for digital signage solutions emerges, innovation 
is accelerating and adoption rates are increasing. 

 With the proliferation of content formats, it is not 
practical for all video devices to use one platform. 
Therefore, multiple content formats will continue 
to exist for the foreseeable future.  However, 
standardization remains a key need for end-
customers. 
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 Manufacturers Service Providers 

Revenue Growth 
(Market) 

Incremental revenue opportunities exist 
for AV manufacturers that bundle their 
offering with software that supports 
content or provides innovative 
technologies to enhance image and 
sound quality. 

There are revenue opportunities in 
integrating different technologies that will 
provide value to the end-customers 
including video, webcasting, digital 
signage, online learning, VOD, and others.

Product Planning 
(Product/Service) 

In order to fully leverage content 
management opportunities, 
manufacturers should consider offering 
turnkey solutions designed to enhance 
content management.  

AV service providers should consider 
working with third parties, such as media 
agencies, which are using AV companies 
or a variety of other partners to create 
rich, compelling content.  AV service 
providers stand to benefit by extending 
their brick and mortar skills into the virtual 
world.  

Strategic 
Partnerships 

(Value Added)  

Cisco is partnering with AV companies, 
specifically those that will provide 
services around audiovisual. This may 
include setting up a web cast, or coding 
and content, or providing additional 
hardware and software that 
complements their technology. 

AV design consultants and systems 
integrators should consider partnering with 
third-party content originators, IT vendors, 
and other software companies involved in 
developing solutions for content 
management. 

Execution  
(Sales & Promotion) 

Marketing activities should be targeted 
at business units (typically marketing 
departments) that are funding digital 
signage installations. The IT department 
is available to support installations and 
make sure that they roll out 
successfully.   
 

To augment their AV core competence, 
service providers should consider 
developing content delivery expertise in-
house.  It has become a reality that in 
order to thrive in the rapidly evolving world 
of AV, service providers must become IT 
savvy. 

Value Chain Strategic Recommendations 
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Average Job Size Construction Trends From July 2007 to September 2007 
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Average Job Size Construction Trends Comparing September 2006 to September 2007 
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Despite the credit crunch that affected the U.S. housing market, commercial construction appears to be healthy. During 

the most recently reported three months (July 2007 to September 2007) there has been some growth in most AV 
verticals. 

 
Year-to-year comparison of construction growth (September 2006 and September 2007) shows a net growth for total 

construction as well as within each major vertical with the exception of Religious and Amusement Parks 
 

Overall sales for AV products and services are continuing to grow, driven by increased 
adoption of IT-based AV applications such as digital signage and videoconferencing. 

The construction trends in key AV verticals were selected in order to track the health of the AV 
Industry. New construction accounts for over 75% of the total AV market opportunity.  

(Source: US Census Bureau)

Pro AV Economics 
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For Inquiries: 
 
Mary Baehr 
Sr. Market Research Analyst 
InfoComm International  
11242 Waples Mill Rd. 
Suite 200 
Fairfax, VA 22030 
 
Phone: +1.703.273.7200 ext. 3620 
Email: mbaehr@infocomm.org 
 
 
 
For questions about articles: 
 
Julia Pegg 
Project Manager 
Acclaro Growth Partners 
12020 Sunrise Valley Drive 
Reston, VA 20191 

 
Phone:  +1.703.860.3355 ext. 109 
Fax:   +1.703.860.5155 
Email: julia@acclaropartners.com  
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