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AgendaAgenda

What Mat ters?
Collaboration Matters
Experience Matters
Simplicity Matters

Show + Tell

The Right Meet ing Mix

Why Hosted?

What Mat ters? Raising Profitabilit y 
and Enhancing Collaborat ion

How Web Conferencing Drives Business Success
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How Conferencing Can Change your 
Organizat ion
How Conferencing Can Change your 
Organizat ion

How have organizat ions worked in teams to achieve business goals?

In person meetings

Teleconferences

Groupware, email and IM applicat ions

Departmental applicat ions of web conferencing, online t raining

Key is enterprise software that profoundly changes 
and improves t he way workers col laborat e t o achieve 

business goals … with signif icant ROI for the 
organizat ion



© 2010 IDC

The Experience Mat t ersThe Experience Mat t ers

ProductProduct

- Defined by the maker/vendor
- Value typically based on cost to 
vendor of bringing the product to 
market 

ExperienceExperience

• - Defined by customer/vendor 
interaction

• - Value based on ease, intuitiveness, 
and quality of the experience

See Gilmore/Pine “The Experience Economy” HBR 2003
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Enabl ing Value (t he Experience)Enabl ing Value (t he Experience)

Old View “ We package t he product and def ine it s value”
“ Buy t his product and we’ l l give you a good deal”

New View “ Customer-centric experiences and customer-vendor 
int eract ion def ine t he price/ experience relat ionship”
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Business Value
Cut t ing Cost s wit h Conferencing
Business Value
Cut t ing Cost s wit h Conferencing

“By approximately what percent has your use of Web conferencing products allowed 
employees to cut back on attending the following types of meetings and events in person?”

In-person participation at AREA and DISTANT meetings and events (5 –200+ miles away)

Distant (200+ miles)

100% fewer meetings 
in person

No change
13%

10% fewer meetings 
in person

11%

25% fewer meetings 
in person

18%

50% fewer meetings 
in person

28%

75% fewer meetings 
in person

21%

5% No change
16%

10% fewer meetings 
in person

16%

50% fewer meetings 
in person

27%

75% fewer meetings 
in person

10%

100% fewer meetings 
in person

2%

25% fewer meetings 
in person 29%

Area (5-200 miles)

Source: 2009 Enterprise Collaboration Survey, 8/09   n=504
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Business Value
Cut t ing Cost s wit h Conferencing
Business Value
Cut t ing Cost s wit h Conferencing

“By approximately what percent has your use of Web conferencing products allowed 
employees to cut back on attending the following types of meetings and events in person?”

In-person participation at LOCAL and ON-SITE meetings and events (< 5 miles away)

No change
43%

25% fewer meetings 
in person

13%

75% fewer meetings 
in person

6%

100% fewer meetings 
in person

4%

Local (< 5 miles)

10% fewer meetings 
in person

17%

50% fewer meetings 
in person

16%
No change

43%

25% fewer meetings 
in person

8%

75% fewer meetings 
in person

5%

100% fewer meetings 
in person

4%

10% fewer meetings 
in person

17%

On-Site/Same 
Building)

50% fewer meetings 
in person

11%

No change
51%

Source: 2009 Enterprise Collaboration Survey, 8/09   n=504
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The Business Case for ConferencingThe Business Case for Conferencing

Easy to quantify these savings and returns on the investment
Lower travel costs
Quicker access to siloed data
Fewer opportunity costs (not spent t raveling)
Better-informed decisions

Intangibles –but hugely valuable
Product ivity (#1 driver)
Decreased time to market
More knowledgeable workers/ bet ter collaborat ion

Less commonly-cited drivers

Generating revenue
Rich content asset re-use
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Show and Tel lShow and Tel l

Web + Audio = Show&Tell

Aha moments

Getting Everybody on the same page

Everybody has an agenda – conferencing lets you set it

Do – Know  -- Be!
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Conferencing Touches Every Part of Your 
Business
Conferencing Touches Every Part of Your 
Business

external

internal

external

internal

external

internal

• Better reach to remote employees

• Consistent updates for customers

Sales Support
• Shorter Sales Cycles

• Higher Close Rates

Marketing Automation
• More Leads at Lower Cost

• Faster Product Launches

Product Lifecycle Management
• Faster Time -to- Market
• Competitive advantage

Customer Support/Service

• Faster, Lower Cost Service

• Higher Retention

• More Follow -on- Sales

external

internal

external

internal

external

internal

external

internal

Customer and Employee Training

• Better

•

•

•

•

•

• Faster Time -to- Market
•

•

• Higher Retention

• More Follow -on- Sales

external

internal

external

internal

external

internal

external

internal

external

internal

Internal/external usage based on IDC’s 2009 Enterprise Collaboration Survey, 8/09 
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How Can Web Conferencing Help You 
Acquire and Ret ain Cust omers?
How Can Web Conferencing Help You 
Acquire and Ret ain Cust omers?

•

Prospect Qualified
Lead

Customer Loyal 
Customer

Interested in talking 
with a sales rep

Engaged in 
discussions

Purchase Product

Training and 
Support

Cycle

Stage

Activity
Discover 
prospect; 
identify selling 
resources 

Locate experts; 
qualify lead; 
assemble 
collateral and 
other sales reps 

Win customer 
by efficiently 
engaging 
multiple sales 
resources from 
distributed 
locations

Train and certify 
customer; 
Support
customer; Sell
deeper into 
customer; Renew
lifecycle
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Key for Adopt ion and Value: Simpl icit y and 
Int egrat ion at Each St ep
Key for Adopt ion and Value: Simpl icit y and 
Int egrat ion at Each St ep

Before
Organize

During
Communicate

Af t er
Capture + Re-Use

Human 
Interaction

Rich-Media 
Collaboration
and Interactivity

Assemble Content
Composition, Aggregation       

Standards for 3rd Party Libraries,   
Integration w/ Content Management

Coordinate People  
Presence, Awareness, Locat ion       

Invitation, Notification,      
Integration w/ e-Mail, IM, Groupware       

Manage Sessions
Calendar, Schedule, Event Mgmt.,  

Integrat ion w/ Out look and Lotus Notes     

Administration
System Management,

Control and Reporting   

Recordings         
Recording, Storage, Search, 

Retrieval, Playback

Integration       
LMS, CRM,  3rd Party Apps  

Microsoft, IBM/Lotus, Oracle     

Simple to launch, easy to navigate
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Web Conferencing- Del ivered as a ServiceWeb Conferencing- Del ivered as a Service

• Quick Implementation: “Without the service provider, there would have been a lag 
time of more than a year when the IT department would have continued to lose 
money (on our existing contract)”

• Predictable Costs - “Our (hosted conferencing service) minimized the 
initial outlays and gets us to a predictable monthly expense.”

• Lean/More Focused IT Staff - “The hassle of managing ongoing maintenance 
and performance issues is now the responsibilit y of the service provider.  
Now My (IT) staff focus on the other data center proj ects which dif ferent iate 
us.”

• Decreased Downtime: “Scheduled downtime was at 26 hours per month before 
we outsourced this service. After, it dropped to about 45 minutes per month”

• Risk Transfer - “The company transferred implementation and ongoing 
maintenance, upgrade, and performance risks to the service provider.  This 
is the right way to do it.”

• Cost avoidance - “ The company would have incurred considerable cost to 
build and operate its own service.”

Source: Ver batims from IDC’s AppSourcing survey (July 2009) and IDC’s 2009 Enterprise Collaboration Survey, August 2009  n=504
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Key TakeawaysKey Takeaways

We all have the same business challenges: creating, building, selling, and 
supporting – but we have choices in how we approach these challenges

We have moved to an “experience economy” where customers and prospects –
and your own employees – expect and require good more than a product: Web 
conferencing can help deliver good experiences

Like good experiences, good collaboration and simplicity “matter” – not only to 
users and customers, but adding maximum value to your businesses

Show+Tell is truly different than “Set and Forget”  The combination builds 
and reinforces the good experience to your partners, customers, and prospects

Hosted conferencing services provide the quickest time to value, and the best 
ongoing experience

Conferencing has gone mainstream, and for the full spectrum of meeting types, it 
is helping companies save money and add business value  
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Quest ions?Quest ions?
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• Press Release 
Distribution

• Multimedia 
Distribution

• Search Engine 
Optimization

• Social Media 
Capabilities

• Monitoring & 
Measurement

• Financial/Regulatory 
Disclosure

• Industry Targeting
• Media Relations
• Investor Relations
• Tradeshow Services
• Online Newsrooms
• Educational Events 

and Webinars



• 29 bureaus & 23 local 
newsrooms worldwide.

• Experienced editors in 
every newsroom.

• Most accurate wire 
service in the business.

• Experienced leadership 
at every level.

You Rang?



• Only wire service with access 
to all the world’s leading 
news agencies.

• 60+ international distribution 
partnerships.

• Distribution to more than 150 
countries and dozens of local 
languages.

• Every circuit reaches print, 
broadcast, online and trade 
media.



• More Fortune 500 companies 
trust Business Wire for the 
distribution of their news 
releases than all the other wire 
services combined.




