DIGITAL SIGNAGE ROLLOUT STRATEGIES

STREAMLINING THE PROCESS
FOR DIGITAL SIGNAGE

The Integrator’s Intro to Success in the Fastest Growing AV Market

By Steve Acquisto, Blaock Box

It wasn't too long ago that traditional AY
integrators were called upon to satisfy
the majority of video- and audic-related
projects. But as digital signage evolved
from the simple distribution of broad-

rfj }f‘f- casl video o software-based data net-

MR work communications, so did the com-
plexity and confusion. Considering all the k
and pieces invaolved in today’s scalable di

owledge, parls
al signage solu-
tions, it's no wonder that AV integrators and VARs looking to
get into this rapidly growing market segment are scratching
their heads and wondering where to begin or how much of
the digital signage ecosystem they can support.

How does an AV integrator or reseller streamline the digital
signage process? To answer that question, you first need to
understand the digital signage ecosystem and how the differ-
ent segments relate to each other and your company’s core
competencies. What may seem easy lor a traditional AV inte-
grator, such as designing and installing the necessary video,
audio and signal distribution, may be difficult for the tradition-
al IT integrator. Cn the other hand, an IT integrator may see
the data infrastructure, soft-
ware and network configuration
requirements as easy tasks but
not be as comiortable with the
video  and  audio  aspects,
Today's Integrators must devel-
ap skills in both areas.
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To deliver a total digital sig-
nage solution and satisfy your
clients, you must not only
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understand what scgments
your company can directly
support and deploy, but also
where vou'll need outside
help, No one company does it
all directly. If vou pull back the
curtain, you'll see that even
today's top digital signage
solution providers have plenty
of  behind-the-scenes  help
from their partners.

Although most manufactur-
ers and suppliers understand
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this and do a great job in delivering parts of the digital sig-
nage solution, lew of them have the resources to deliver the
entire solution, The good news Is we are starting to see
Increased support from manufacturers and suppliers as
they take a more holistic approach in supporting integra-
tors. The key is deciding where to turn lor those necessary
resources and support to bulld up your ecosystem so vou
can take your digital signage business to the next level
Another important thing to consider is how do you edu-
cate yvour clients about digital signage to help them deter-
mine their needs? The simplest way I've found to address
this issue is through a digital signage survey plan. It identi
fies your clients” needs for lurther qualification and solu-
tion development, while at the same time educating them
on the benefits and requirements to support the solution

Digital Signage Survey Plan

1. What type of content do yvou want to display? Static
images, video, B55 feeds, live TV? How often do vou
expect the content to change?

2. How many locations and displays do vou want to run the
content on?
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3. Will the content be the same on each
screen, or do you want to show dif-
ferent content on different screens?

4. How do vou wanl to manage vour
content and be able to change or
update it?

5 Do you want to remotely access
and control the functionality of
media players and displays?

6. Is local input (local messages) from
remote sites required?

7. Based on display locations, will you
have potential security issues? Can
someone simply turn off the dis-
plays, change the inputs or lamper
with or remove the hardware?

8. Does your existing network have
the bandwidth to support digital
signage traffic?

9. What are the skill sets of the users?

1L Will the displays need to be pole

or wall mounted?

I1.Is there an electrical outlet avail-

able at each display point?

As the prime integrator and con-
tractor on any given digital signage
project, the key to success is not only

To deliver a total digital signage
solution and satisfy your clients,

you must not only understand what
segments your company can directly
support and delpoy, but also where
you'll need outside help.

how you chose and manage all your
behind-the-scenes  partners  and
resources, but also how to make the
process appear to be seamless to
your clients. If I've learned anything
over the years of designing, present-
ing and deploving digital signage proj-
ects, it’s that most clients respond
positively when you're able to assist
them through the entire digital sig-
nage process. The more value yvou can
add and deliver on during that
process, the more indispensable
you'll become to your clients.
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