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VIDEO GAINING
PRESENCE

New collaboration tools, such as videoconferencing
technologies, can cut travel costs and enhance customer
management, collaborative innovation, and
sustainability. But are the tools cost-effective?

BY MARTY WEIL




SweetWilliam

Industrial automation meets the iPhone with this

upstart’s ScadaMobile app.

John Lluch-Zorrilla, an industrial engineer and Apple
aficionado, had an idea: Why not use the ever-popular
iPhone to remotely monitor process control systems?
“These two worlds have been traditionally separate from
each other,” he says. | thought that developing products
that would integrate them could be an opportunity.”

As a result, in 2009, after many years of developing industrial applica-
tions and implementing plant automation systems
for chemical companies, Lluch-Zorrilla started his
own company and designed his dream application.

The company, SweetWilliam S.L., is named afcer
a flower common in the region of Catalonia, Spain,
where Lluch-Zorrilla lives. The product name is
self-explanatory: ScadaMobile leverages Apple
iPhone and iPad platforms to remotely supervise
any process controlled by a PLC.

Currently, ScadaMobile works with Omron
PLCs and Rockwell Automation’s Allen-Bradley
Ethernet/IP Logix controllers. But the application is designed to make it
easy to add any industrial protocol. The application provides an interface
for accessing and monitoring the PLCs’ variables (tags) and memory.
Designed for ease of use and lightweight deployment, it lets plant engi-
neers and PLC software developers supervise their industrial processes in
real time, at any time, anywhere.

John Lluch-Zorrilla
Founder

ScadaMobile differs from other remote industrial management applica-
tions in that it does not rely on a Web server and Web browser. Instead,
the cloud-based application uses low-level communications protocols that
allow instant connection and quick response times.

Berend Kral, owner of The Wired Boat Co., which makes control
instrumentation systems for commercial boats, has put the technolohgy to
work. Kral stumbled upon SweetWilliam while browsing the Apple iStore
for an application that could help him see what was happening on the boats
without physically being there. He then began discussions with Lluch-
Zorrilla to develop a customized application for The Wired Boat.

Now, Kral sells the i-Boat Monitoring application, a vessel control appli-
cation based on the SweetWilliam technology. Not only has ScadaMobile
changed the way Kral works, but it is also providing him with a new rev-
enue stream — he sells an entry-level i-Boat application for $2,500.

ScadaMobile is available to any manufacturer for download, butitis
catching the attention of OEMs that, like The Wired Boat, are designing
customized applications based on the technology. — Stephanie Neil

any: SweetWilliam S.L.

Differentiation: Brings Apple
technology to the automation
Year founded: 2009 industry. Rather than relying on
Product/category: ScadaMobile; Web server/browser technologies,
remote management of process con- ScadaMobile uses low-level communi-
trol and PLC-based systems cations protocols resulting in a fastand
responsible application displayed on
the intuitive iPhone/iPad interface.

Top customers: ProSoft
Technology, Rapid Electric Vehicles
Inc., Samuel Jackson Inc., Sarla
Technologies, The Wired Boat Co.

Industry segments served: Any
manufacturer with distributed opera-
tions and a mobile workforce

Key problem solved: Scada iPhone
app helps process engineers, system
operators, and maintenance people

deal with remote facilities. Funding: Private

Vivido Labs

Company seeks to address the exploding need of mobile
device users to access enterprise applications.

Like many start-ups crowned Companies to Watch by
Managing Automation, Vivido Labs is, first and foremost,
a product of its time, a venture launched in the rarified
air of the perfect technology storm. Vivido was born

in mid-2009 out of two business needs: the desire to
more efficiently connect remote or traveling workers to enterprise applica-
tions, and execurives’ eagerness to have more non-technical employees
using the system of record.

Greg Tomb heard these requests from SAP customers in his last posi-
tion running the company's North American operations. Simultaneously,
he watched mobile phones grow ever smarter, as BlackBerrys were joined
by iPhones and moved like an invading army into the pockets and briefcases
of knowledge workers and executives. Meanwhile, service providers were

Company: Vivido Labs

applications for tasks such as field
asset service management, inven-
Year founded: 2009 tory management, and purchase
Producticategory: “Micro” mobile order approval

business applications

Differentiation: Real-time remote
connections to ERP systems without
heavy middleware

Industry segments served:
A&D, automotive, chemicals, con-
sumer products, high tech, industrial
machinery, life sciences/pharma, oil
and gas

Key problem solved: Keeping
remote workers connected to the
enterprise via smart-phone-based

Top customers: Kraton Polymers,
Visioneer, Whirlpool

Funding: A significant investment
by an unnamed software company as
well as private funding

investing billions to upgrade wireless networks to 3G and 4G speeds.

As software developers churned out quirky and/or mindless consumer-
oriented smart-phone apps, Tomb thought, “Nebody’s attacking the enter-
prise space yet, and | know over the next five years it's going to get huge, so
I'm going to jump into it immediately.” So he did, by founding Vivido Labs in
mid-2009 and developing the Mowego platform, on which he and his team
built lightweight applications with which smart-phone owners can perform
business processes that synch with the enterprise system of record.

“The one thing we do really special is we don’t require our customers to
take dara, replicate it, and store it somewhere else, or store it down at the
device in order to do this,” Tomb says. “Everything we do is real-time and in
the back-end system.”

Walt Thinfen, CIO of scanner maker Visioneer,
bought into the vision. He has rolled out the Mowego
Mobile Intelligence and Inventory Inquiry applications
to 100 smart-phone users. Now, when a Visioneer
salesperson meets with a prospective buyer, there’s
no time wasted powering up a laptop and waiting for
applications to start. The data is a thumb-click away.
“It's synonymous to e-mail,” Thinfen says. “You've got
that actionable piece of information at your fingertips,
[s0] you can immediately make joint decisions with
your buyer right there and then. And you can even plug in the order from the
handheld.”

Vivido's initial focus has been on SAP ERP systems, but the company is
extending its purview to include Oracle, Microsoft, and other ERP provid-
ers. It has built more than 40 apps for business processes as diverse as
inventory lookup and employee leave requests. Customers can also build
their own apps using Vivido's Enterprise SDK.

At Visioneer, the salespeople have embraced the Mowego applications
with gusto. “People just didn’t know there were such products available,”
Thinfen says. “But as soon as they realize they can get this kind of information,
they want everything right there at their fingertips.” — Chris Chiappinelli

Greg Tomb
CEO & President
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ings and enhance collaboration.

S YOUTUBE'S POPULARITY ATTESTS, PEOPLE LIKE VIDEO. MANUFACTUR-
ing executives are no different, particularly when they discover the real business
value associated with using state-of-the-art video technology to host virtual meet-

Companies in the United States and the United Kingdom will save nearly $19
billion between now and 2020 by deploying a form of videoconferencing known
as telepresence, according to a recent study conducted by Verdantix, a London-
based firm that specializes in analyzing sustainable business practices. Verdantix
also noted that U.S.- and U.K.-based businesses with more than $1 billion in annual
revenue could cut their combined carbon dioxide emissions by nearly 5.5 million
metric tons, the amount of greenhouse gas emitted by 1 million passenger vehicles,

over that same 10-year span by using telepresence in lieu of face-to-face meetings.
But, while telepresence offers significant potential benefits, it also carries a high price tag and may

present bandwidth challenges to existing cor-
porate networks. Manufacturers looking at the
technology should consider both issues before
buying into telepresence.

Telepresence, as the name implies, involves the
use of sophisticated video technology to create a
virtual in-person meeting experience. In 2005, HP
launched a telepresence system in collaboration
with DreamWorks, the Hollywood studio known
for producing popular ani- =
mated films such as the
Shrek series.

“DreamWorks had ani-
mators around the world
that needed a good way to
collaborate on projects,”
recalls Jon Arnold, a prin-
cipal with J Arnold & As-
sociates, an independent
telecommunications ana-
lyst firm. “These anima-
tors needed to share high-
resolution, life-size video
images in real time. So
DreamWorks partnered
with HP to create this technology. Then HP be-
gan to see its potential as an enterprise commu-
nications tool.”

Following that experience, HP developed the
Halo videoconferencing platform, which delivers
what the company refers to as an “immersive” vir-
tual meeting experience. Other vendors, includ-
ing Cisco Systems, have followed suit. Today, the
field also includes such companies as Polycom,
Vidyo, and Logitech.

“It's called an immersive experience, which
means life-size and life-like,” Arnold says. “It
gives the impression that the people you're look-
ing at on a video screen are sitting across from
you in the same room.”

Manufacturers, too, see plenty of potential in
telepresence systems. At Baxter Healthcare, for
example, high-quality communication and effec-

their meetings.

Cisco TelePresence users are able to incorpo-
rate video created on numerous platforms, such
as Webcams or handheld video cameras, into

tive collaboration are vital to the company’s mis-
sion. With manufacturing plants, R&D facilities,
partners, and clinical experts located throughout
the world, Baxter’s globally dispersed teams must
be able to share their vision and ideas clearly and
solve problems efficiently. Cisco TelePresence
rooms are deployed at Baxter's main campus
sites, allowing users involved in R&D, manufac-
1 turing, and marketing to
help Baxter develop new
products and perfect ex-
isting ones.

Using Cisco TelePres-
ence, Baxter's R&D orga-
nization conducts working
sessions involving develop-
ers and project managers
in Austria and California,
for example, taking advan-
tage of virtual, face-to-face
interaction to quickly trou-
bleshoot defects, perfect
designs, and make deci-
sions efficiently. Being able
to share life-sized images of the components while
team members discuss design issues in real time
has helped Baxter Healthcare teams to more eas-
ily gain a complete understanding of the issues and
rapidly resolve problems, company officials say.

SOLVING BANDWIDTH ISSUES

HP, Cisco, and other telepresence vendors, such
as Polycom, can all deliver an immersive videocon-
ferencing experience. But there are differences
among the offerings that users should consider
before purchasing.

For instance, transmitting any type of video re-
quires enough bandwidth to put a strain on cor-
porate networks, and the high-resolution images
required for immersive videoconferencing are
even more demanding in that regard. Cisco and
HP deal with this issue differently.
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HP, for example, has created the Halo Video Ex-
change Network (HVEN), a dedicated, high-speed net-
work, to support its videoconferencing platform.

“This network circumnavigates the globe and is
dedicated solely to Halo customers and Halo traffic,”
says Darren Podrabsky, worldwide marketing man-
ager for HP’s Halo product line. “It doesn’t touch any
corporate network. That allows us to give customers
a consistent experience anywhere in the world. The
ability to consistently deliver a fully immersive experi-
ence across great distances sets us apart.”

The HVEN also allows HP to offer the Halo plat-
form as a managed service. “When customers buy
Halo studios, they get a connection to the HVEN with
all the bandwidth and transport they will ever need,”
Podrabsky explains. “They get
concierge service with a war-
ranty that covers anything that
might break on the system,
in addition to remote system
management and incident
resolution. Our network op-
erations center can dial into:
the Halo system to make sure
everything is working prop-
erly before a customer starts
a meeting.”

Cisco offers a variation of a
managed service in the form
of Public Cisco Telepresence
Suites. These videoconferenc-
ing rooms, which can be rent-
ed by the hour, are located in
major business centers around
the world, such as Boston,
London, Toronto, Sydney, and
Bangalore and Hyderabad in
India. Tata Communications
manages stand-alone Public Cisco Telepresence
Suites while AT&T manages another group housed
in Marriott hotels. These partners continue to roll
out systems every month. At present, approximately
20 rooms are available for rent by the hour and open
for booking.

Companies that are not near a Public Cisco Tele-
Presence Suite — or that simply want their own video-
conferencing facility — can purchase the setup from

"1t gives the impression that

the people you're looking at on a
video screen are sitting across
from you in the same room.”

—JON ARNOLD
Principal, J Arnold & Associates
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Cisco and place it on their own corporate network.

“In most cases, a company’s first TelePresence de-
ployment is to support intra-company conferences,
and they want to use their own networks,” says Randy
Harrell, director of product marketing for the Cisco
TelePresence business unit. “Many of our customers
also have built their networks on Cisco infrastruc-
ture, and we can easily optimize that infrastructure to
carry realtime video rather than building a separate
private network.”

UPGRADE COSTS VS. MAINTENANCE FEES

Arnold says Cisco, as the world’s leading supplier of
IT networking gear, certainly can optimize an exist-
ing corporate network to handle TelePresence traffic,
but “it probably will require a
significant and potentially ex-
pensive network upgrade.”
Bandwidth requirements
depend upon the resolution
(720p or 1080p) being used.
Generally, 2 to 3 megabits
per second of bandwidth per
screen is used. Cisco says it
is important to note that this
bandwidth does not need to
be dedicated bandwidth. The
company specializes in man-
aging dynamic, real-time ap-
plications, such as voice and
video, which rely heavily on
the quality and intelligence
of the network. When Cisco
TelePresence calls are not ac-
tive, this bandwidth can be de-

HP deve!oped t_he Halo videoconferencing plat-  n1ad to other enterprise ap-
form, which delivers what the company refers to
as an “immersive” virtual meeting experience.

plications, the company says.
When Cisco TelePresence
calls are made, quality of service and bandwidth res-
ervation capabilities in the network allocate the band-
width needed, Cisco officials say.

Today, with Cisco TelePresence Extended Reach
capabilities, users can get a Cisco TelePresence ex-
perience at 720p resolution using lower bandwidths
or alternate access connections. Cisco TelePresence
Extended Reach provides 30 fps and low latency per-
formance — critical to providing an immersive experi-
ence — with minimal impact on picture quality. This
means Cisco TelePresence can run over wide-area
connections as low as 1.544 to 2.048 Mbps (T1/E1)
speeds at 720p picture resolution, Cisco says.

On the other hand, Arnold adds, “HP built a private
network to ensure Halo users get a great experience.
But that network is expensive to run and it doesn’t
have a very large user base. So, Halo users have to
pay a hefty monthly fee to support the network.”

HP's pricing model is complex. And it can be expen-
sive. At the low end, HP has begun offering packages

Phato Courtesy: HP






