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As the market for digital signage continues to grow, the number of digital signage resellers
in the marketplace continues to grow as well.
Research firm Markets and Markets projects that the digital signage market is expected
to grow at an annual rate of more than 8 percent over the next five years, topping $23.76
billion by 2020. Serving that market are value-added resellers who serve as a bridge
between manufacturers and end-users. Digital media industry consultant Lyle Bunn
estimates more than 2,000 digital signage resellers are in North America today, with the
majority of those firms employing fewer than 10 signage professionals.
As the number of resellers serving the market increases, many are realizing that simply
selling digital signage isn’t enough to remain competitive. As a result, they have begun
offering ancillary services to secure residual revenue.
While those services often fall in the realm of maintenance or content creation, an
additional offering is a component of virtually every digital signage solution: internet,
live TV and telecommunications.

© 2016 Networld Media Group | Sponsored by Almo

2

The importance of bandwidth and connectivity
Digital signage projects nearly always require some form of telecom service to operate
effectively. As the complexity of those projects grows, data connectivity and bandwidth
requirements are becoming increasingly critical.
Bandwidth, or a network’s capability to handle data flow, governs the speed at which
images, video and other information can be uploaded and downloaded and whether flow
will be seamless or problematic.
With many digital signage solutions moving to the cloud, interruptions in connectivity
can turn a deployment from an attention-grabber to an embarrassment. Without the right
speed, applications may run slowly, detracting from the intended effect.
If a company is adding or expanding a digital signage network, chances are it may be
thinking about ways to leverage that network, including remote monitoring and updating
and adding features such as interactivity and teleconferencing, all of which depend on
connectivity and bandwidth to succeed.
End-users, though, often are faced with a dizzying array of options when it comes to
meeting their network and telecom needs. What are the advantages of working with one
provider versus another? What connectivity plan offers the most value for the money?
Whom can I turn to if I have a problem?
That’s where a digital signage reseller can step in.
“Ultimately, these projects all require connectivity, bandwidth and maybe even
advanced phone services,” said Eric Olson, business development manager for
Almo Professional A/V.
Almo’s new Almo CONNECT platform is the newest addition
to the distributor’s service model, which also includes
content-creation services and installation services.
The platform enables Almo’s reseller partners to
incorporate reliable, scalable bandwidth for
Internet, TV and advanced voice as part of an
overall digital signage or other AV installation,
and then receive an ongoing commission for
those services.
“Resellers are perfectly positioned to be at the
meeting table to discuss with the decisionmakers to help secure those services,” Olson
said. “In the process, they will become a more
complete solutions provider and tap into a
completely new revenue stream.”
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Uncovering opportunities
One of the first questions end-users are likely to ask is “Can’t I just go out and secure
those services directly from a telecom provider?”
The answer is “Yes,” but that doesn’t necessarily mean they’ll save money by doing so.
In addition, they may not have the technical experience to know which solution is the
best, and instead would end up wasting money by signing a contract that may not be
appropriate for their needs.
“Resellers who offer telecom services are often able to bundle services together to
secure a lower rate, essentially saving their customers money,” Olson said. “In addition
to a price break, they can determine the correct connectivity needs, saving the company
money by preventing lost business due to downtime created by using a provider that
many not be reliable.”
Once a telecom provider’s representative makes the sale, that person’s job is done. On
the other hand, a reseller likely will have ongoing communication with both the telecom
provider and the end-user and will know both the details of the user’s network setup and
how best to access support from the telecom provider if needed.
When a reseller sits down with an end-user about a digital signage or A/V deployment, the
conversation should include a complete evaluation of the project, the network environment
and the overall requirements. The reseller also needs to ask what other projects the user
has that requires Internet, phone and TV service and how those needs are being met.
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In addition, the discussion should include what features or technology might be needed in
the future. The advent of newer technologies, such as 4K or streaming services, ultimately
could lead the user to increase network capabilities either now or down the road.
Offering network services can serve as an easy way for resellers to add a revenue stream
and protect accounts by positioning themselves as the “go-to” provider for technology
solutions. They can derive more business from existing customers and open the door to
new customers, all without the need for additional capital.
“From the minute the client signs the contract, the reseller will be getting a residual
monthly income,” Olson said. “Going forward, the addition of new technology and services
is going to lead to contract upgrades that will translate to additional revenue for the
lifetime of the contract.”

Examples of digital signage projects
and their resulting telecom needs
Video walls: More and more, retailers and others are using video walls to engage customers, and those video walls

require substantial bandwidth to accommodate the download requirements of streaming high-definition video content.
Without the appropriate amount of bandwidth, the user’s message fails to reach customers.

Live TV with digital signage content: Bars and restaurants are increasingly using their live TV feeds to incorporate
digital messaging to market food or drink specials, advertise brands or communicate upcoming events. That trend
presents a major opportunity for companies providing digital signage or menu boards for restaurants or bars. Arranging
for TV services as part of the installation package can result in ongoing revenue after the installation is complete.
Real-Time Information Displays: Outside feeds such as event schedules, weather or traffic are common for
deployments in areas such as college campuses, hotels or office lobbies, but incorporating those feeds requires strong
bandwidth. Along with the additional revenue, arranging the services required for those feeds to run smoothly is likely to
result in increased satisfaction with the deployment on the part of the client.

Streaming HD video services: Bandwidth-hungry services such as YouTube, Hulu and Netflix are driving the need
to provide more bandwidth to businesses that support these applications. Hospitality is one market that is constantly
changing its bandwidth requirements to conform to its customers’ habits of online gaming, streaming video services,
guest Wi-Fi usage for multiple devices and so on.
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