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Dear Readers, 

the last month have been very 

busy for all OVAB Europe board 

members. A lot of efforts have 

been made to pave the way for 

our young association. For the 

first time we will hold OVAB 

Europe DOOH conference in 

Munich on the 21st of October. 

This event is the starting point 

for series of events OVAB 

Europe will organize or participate in. And I am 

sure that this will be a milestone in the European 

DOOH conference scene. We have acquired top 

speakers from different vertical markets who will 

present insights in their communication strategies 

and their use of Digital Signage and Digital Out-of-

Home. Until now we received a great feedback 

from the industry in whole Europe. So I would like 

to advise all of you to part in the conference, as it 

will be a great opportunity to learn about cus-

tomer needs and to build a pan European network. 

Besides the great agenda we will also kick-off the 

standardization process for the Audience Metrics, 

which will be a remarkable step for our industry.  

This October OVAB Europe will also launch the sec-

ond DBCI which is on its way to become the most 

respected index in our industry. We received tre-

mendous feedback the first index and we are very 

happy that all influential companies in our industry 

participate in the survey.  

In September we kicked-off the membership ex-

pansion towards one of the most important mar-

kets in Europe, the UK. We had a meeting with al-

most ten of the most influential companies in the 

UK and we are going to announce the first UK 

members within short. Even our association is still 

young; we receive very good feedback and com-

ments from all over Europe. 

Last but not least we started exploratory discus-

sion with representatives of other European asso-

ciation in order to gain momentum for our Indus-

try. We are looking forward to post an update in 

the next weeks on that subject.   

Dirk Hülsermann, 

President OVAB Europe 

 

 

OVAB Europe Digital Signage Con-

ference in Munich 

With only a couple of days left we are looking for-

ward to the first OVAB Europe conference. Will it 

be successful? We think so; because the last 

month we have worked hard to setup an agenda 

which guarantees a lot of useful information to all 

attendees. Discounted tickets for OVAB Europe 

members are available.  Contactτ

Christine.Koller@ovab.eu  

The agenda includes the following speaker: 

Dirk Hülsermann, President OVAB Europe 

Stefan Kuhlow, Managing Director Infoscreen  

Klaus Striebich, CEO Retail Leasing ECE Pro-

ject Management 

Dr. Ferdinand Hager, Managing Director fer-

atel media technologies AG 

Dirk Hülsermann,  

President  OVAB Europe 

mailto:Christine.Koller@ovab.eu
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Gerda Stein-Elton, Communication Manager 

Lufthansa Cargo 

Christian Vogel, Head Digital Outdoor der 

Wall AG 

Thilo Ried, Managing Board Cinemaxx 

Etienne Reignoux, Chief Development Officer 

Neo Media Group 

 ά±ŀǊƛŜǘȅ ƛǎ ǘƘŜ ƪŜȅ ŦƻǊ {ƘƻǇǇƛƴƎ /ŜƴǘŜǊ ά 

Only a few persons in Europe are 

as familiar with the retail busi-

ƴŜǎǎ ƛƴ ǎƘƻǇǇƛƴƎ ŎŜƴǘŜǊ ŀǎ 9/9Ωǎ 

Yƭŀǳǎ {ǘǊƛŜōƛŎƘΦ 9ǳǊƻǇŜΩǎ ōƛƎƎŜǎǘ 

Shopping Center management 

company counts more than 

11.000 retail tenants in their 150 

centers across the continent. The 

atmosphere of a shopping mall is 

mainly regarded as the key buy-

ing incentive and transforms into 

success and acceptance of a center. Clients expect 

a pleasant ambient and demand high class archi-

tecture. Center Management and retail businesses 

offer shopping variety, food and beverages and 

ŜƴǘŜǊǘŀƛƴƳŜƴǘ ŦƻǊ ŀ ƳŀȄƛƳǳƳ ŘǿŜƭƭ ǘƛƳŜΦ LǘΩǎ ƴƻǘ 

ŀōƻǳǘ ǇƻǎƛǘƛƻƴƛƴƎ ƛƴŘŜǇŜƴŘŜƴǘ ōǊŀƴŘǎΤ ƛǘΩǎ ŀƭƭ 

about combining and staging a whole new shop-

ping experience.  

 ά9ŦŦƛŎƛŜƴǘ ƛƴǘŜǊƴŀƭ ŎƻƳƳǳƴƛŎŀǘƛƻƴǎ ǿƛǘƘ 5ƛƎƛǘŀƭ 

{ƛƎƴŀƎŜέ 

Internal communication in a 

global enterprise environ-

ment across language barriers 

is a huge challenge. For a cou-

ple of years Lufthansa Cargo 

has successfully deployed a 

display based employee com-

munication system. The world 

third largest cargo airline com-

municates via digital signage 

to their huge blue color workforce on the ramp 

and in the cargo centers. The challenge lies into 

reaching out to the workers who have no access to 

a PC based workplace.  

In addition screens installed in the cargo center 

inform employees about current business relevant 

news, key performance indices (KPI) and vital pro-

duction data. Also emergency, safety, traffic and 

weather information are displayed. 

ά{ŜǘǘƛƴƎ ǘƘŜ [ǳŦǘƘŀƴǎŀ ƛƴǎǘŀƭƭŀǘƛƻƴ ŀǇŀǊǘ ŦǊƻƳ 

ƻǘƘŜǊ ǇǊƻƧŜŎǘǎ ŀǊŜ ǘƘŜ ǊŜƎǳƭŀǊ ŎƻƴŘǳŎǘŜŘ ǎǳǊǾŜȅǎέΣ 

says Gerda Stein-Elton, Communication Manager 

at Lufthansa Cargo. Measuring the acceptance of 

the information media digital signage, the content, 

the value of information to the employee as well 

as how far team building measurements can be 

achieved. 

άtǊƻǾƛŘƛƴƎ ƎǳŜǎǘ ƛƴŦƻǊƳŀǘƛƻƴ ǎȅǎǘŜƳǎ ŀƭƻƴƎ ǘƘŜ 

ǾŀƭǳŜ ŎƘŀƛƴέ 

Information about and around 

vacations have to be accurate, 

fast and easy accessible on multi 

platforms: mobile, internet or 

TV before the vacation, Hotel TV 

and ski lifts at the location.  All 

media outlets are in best case 

fed by the same CMS. The Aus-

trian guest information experts 

from feratel excel in providing 

information from the top of the 

mountain to the hotel and back. Like broadcasting 

TV live feed from the summits of the alps, deliver-

ing digital out of home advertising to outdoor 

screens to ski lifts and providing reservation sys-

tems to tourism suppliers.  

Klaus Striebich, CEO 

Leasing ECE Projektmana-

gement GmbH & Co.KG . 

Gerda Stein-Elton, Lufhansa 

Cargo AG.  

Dr. Ferdinand Hager, 

Managing Director feratel 

media technologies AG . 
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Dr. Ferdinand Hager (CTO feratel media technolo-

gies AG) presents a glimpse behind the scenes of 

feratel and shows how digital signage on outdoor 

screens supplements communications. 

ά5ƛƎƛǘŀƭ ƻǳǘ ƻŦ IƻƳŜ ƛǎ ŀƛƳƛƴƎ ƘƛƎƘ ŦƻǊ ƴŀǘƛƻƴŀƭ 

ōǊŀƴŘ ƳŜŘƛŀ ǎǇŜƴŘƛƴƎǎά 

Up to now it is still an 

empty basket for the DooH 

industry. The reason why: 

missing confidence of the 

advertisers, missing met-

rics and no generally ac-

cepted standard of media 

currencies. It is time to get 

the obstacles out of the 

way.  

ά¢ƘŜ ŦǳǘǳǊŜ ƻŦ 5ƻƻI ŘŜǇŜƴŘǎ ƻƴ ǎǘŀƴŘŀǊŘǎέ 

The leading out of home advertisers are meeting 

ŀǘ h±!. 9ǳǊƻǇŜΩǎ оrd Munich Digital Signage Con-

ference on October 21st to start paving the way for 

common standards.  

The big three JC Decaux, Clear Channel Outdoor, 

LƴŦƻǎŎǊŜŜƴ {ǘǊǀŜǊ ŀƴŘ 9ǳǊƻǇŜΩǎ ƭŀǊƎŜǎǘ 5ƻƻI ƴŜǘπ

work operator Neo Media Group will discuss the 

future European standards of DooH. OVAB 

9ǳǊƻǇŜΩǎ ŀƛƳΥ /ƻƳƳƻƴ ŀƴŘ ƎŜƴŜǊŀƭƭȅ ŀŎŎŜǇǘŜŘ 

standards for quality metrics of DooH network lo-

cations, basis of calculation and reach standards till 

the end of 2010. 

Talking to: Thomas Hahn, IBM 
"Maintenance becomes more 

demanding"  

 

The maintenance of IT and IT-

related systems in the retail 

sector is crucial, especially at 

the point of sale (POS). It is a 

worst case scenario when POS

- and Kiosk- systems, Instore-

TV and Digital Signage fail. In 

this interview Thomas Hahn, Division Manager 

Point of Sale Maintenance Services at IBM, ex-

plains the challenges of IT maintenance from the 

perspective of IBM. 

 

Mr. Hahn, POS- systems are the lifeblood of any 

retail branch, their availability and maintenance 

are crucial for the business. Can you explain us 

what kind of technology is used in an average retail 

branch? 

Thomas Hahn: It is important to know that most of 

the retailers are using POS-systems from multiple 

manufacturers simultaneously. Wincor Nixdorf and 

IBM are by far the market leader in Germany. But 

retailers also use a variety of products from differ-

ent suppliers. The products range standard PCs, 

which are turned into cash register through Self-

Checkout Systems. Whereas PC-based cash regis-

ters represent around twelve percent of the mar-

ket share. In addition a lot of POS-Systems are 

pretty old. In average they are 6.4 years old. 

Around 20 percent of all retailer use POS-Systems 

which are ten years and older. However, we con-

sider not only POS-systems. The retail environment 

today consists of a Kiosk and Self-Checkout Sys- 

 

How can I identify a good service provider to the 

issue of maintenance?  

 

Thomas Hahn: He must be able to handle different 

systems from a variety of suppliers. Furthermore 

he needs deep knowledge about all devices used in 

the retail branch to ensure the maintenance  

Thomas Hahn,  

Division Manager POS Main-

tenance Services IBM 

Christian Vogel, Head Digital Out-

door of Wall AG . 
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ity. Regarding Digital Signage the service provider 

not only needs to know how to install those sys-

tems.  He also needs strong conceptual skills. In 

the operational phase he has to guarantee a fast 

the operational phase he has to guarantee a fast  

trouble shooting and recovery of the system.  

As the devices become increasingly more complex 

and diverse, maintenance is becoming increasingly 

challenging.  With the increasing use of mobile de-

vices and the use of RFID technologies and other 

innovations the maintenance is rapidly changing. A 

good service provider can meet the challenges ς 

especially in the context of sharply rising cost pres-

sures. 

  

For many years IBM has been very successful as a 

service provider. What solution portfolio do you 

offer to the market? 

 

Thomas Hahn: At present we attend with our ser-

vice infrastructure about 125.000  

POS-Systems of different manufacturers with cus-

tomers from different sub-sectors in Germany. We 

have about 250 employees at the on-site service 

for this portfolio to provide 24/7 service within the 

given service level agreement. Among other ser-

vices we run repair and roll-out center in Boe-

blingen, Dresden, Remscheid and Heppenheim. 

Furthermore we have technical competence and 

support Center and dedicated service desks in 

Mainz, Erfurt and Leipzig. Overall the IBM MTS em-

ploys 2.400 specialists all over Europe. This makes 

us the number one this market segment.  

 

Is there a recipe for success?  

 

Thomas Hahn: Yes, there is one with many ingredi-

ents. Our service support of the entire business of 

a retailer: retail space growth, increasing opening 

hours, different traffic flow and persistent  

cost pressures. To achieve this service provider has 

to fulfill all service level agreements without ex-

ceptions to avoid loss in revenue for the retailer.  

This is just one of our strengths. Secondly we offer 

a modular service. Our service is tailored to the 

needs of each individual customer based on their 

infrastructure. We see ourselves as a guarantee for 

the availability of the complete technology used in 

the branches.  Only the maximum availability guar-

antees the protection of investments of our cus-

tomers. 

Thank you for the interview. 
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Heard on the Street 

Wall AG and ECE flatmedia  

Wall AG announced a strate-

gic marketing cooperation 

with the ECE flatmedia 

GmbH, a leading provider of 

brand communications and 

digital promotion at point of 

sale. Wall AG is now the ex-

clusive marketer of approxi-

mately 800 digital flat 

screens in more than 40 

shopping malls.  

 

 

Through this cooperation advertisers can expand 

their poster campaigns in ShoppingNet run by Wall 

AG to digital advertising space run by ECE flatme-

dia.The Digital Out-of-Home network can be booked 

at individual local sites, as well as regionally or na-

tionally. Through the nationwide Digital Out-of-

Home network advertisers can address approxi-

mately 8 million visitors per week - which is unique 

in Germany.  

 

"By expanding our offering to digital media we 

strengthen our position in the outdoor advertising 

market. Just in time for Christmas sales, we offer 

our customers the option of traditional poster cam-

paigns in our ShoppingNet supplemented by digital 

advertising space directly on the point of sale, "said 

Daniel Wall, Chief Executive Officer of Wall AG.  

Oliver Poppelbaum, CEO ECE flatmedia GmbH adds: 

"We are convinced that we have found a competent 

partner who meets the requirements of the market 

to provide intelligent and effective set of communi-

cation tools. With this partnership, the market for 

Digital Out-of-Home communication is significantly 

strengthened in Germany." 

Philips Public Signage introduces  

SMART INSERT  

Smart Insert provides system integrators and solu-

ǘƛƻƴ ǇǊƻǾƛŘŜǊǎΩ ƻǇŜǊŀǘƛƻƴŀƭ ŦƭŜȄƛōƛƭƛǘȅ ŀƴŘ ŜȄŎŜƭƭŜƴǘ 

serviceability. Philips V-line public displays have a 

subtle provision in the back cover, especially de-

signed to connect media devices or professional PC 

solutions. Philips in this way recognizes the need of 

their partners in the Digital Out-of-Home industry to 

simply combine their customized media device or 

professional PC with a public display. 

One of the key bene-

fits of Smart Insert is 

the ease of operation 

for all Digital Out-of-

Home partners in-

volved in installation 

and maintenance.  

The Smart Insert con-

cept is developed to 

easily upgrade, service 

and swap professional PCs without the need of hav-

ing to replace the complete display. Upgrades are 

necessary when you change to another content 

management system or when changing to a more 

advanced resolution and/or content format. The 

lifecycle of a media device tends to be shorter com-

pared to the lifecycle of a display which makes fu-

ture replacements cost effective.  

Aesthetically, the Smart Insert ensures that media 

devices can be connected without adding inches to 

the depth of the display. Additional provisions are 

mounted on the back of the display for efficient ca-

ble management and a holder is installed for an ex-

tra power adapter.  

Philips offers in cooperation with a leading PC ven-

dor different professional PC solutions which are  

Oliver Poppelbaum (left) and  Ingo 

Graf have chosen Wall AG for 

partnership.  

On the left site of the screen Philips integra-

ted a provision for PCs.  
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perfectly designed for Smart Insert. These PC solu-

tions are configured for low-end and mid-end Digi-

tal Out-of-Home applications up to a high-end con-

figuration for heavy Digital Out-of-Home usage.  

Arbitron and Broadsign team up to de-

ƭƛǾŜǊ άtǊƻƻŦ-of-tƭŀȅέ 

Arbitron Inc. announced that it 

has signed an agreement with 

BroadSign International to de-

liver a service to audit advertis-

ing proof-of-play, using the 

Portable People Meter (PPM) 

technology. 

 

Arbitron will use its PPM technology to conduct a 

series of annual audits capturing when encoded au-

dio and video advertising content is displayed on 

networked digital screens in 50 random BroadSign-

run locations across the United States. The data will 

be compared with the BroadSign commercial play 

logs. This veri­fication system equips digital out-of-

home networks with base metrics to substantiate 

return-on-investment to advertisers. 

 

Digital Out-of-Home is a highly targeted medium. 

DOOH networks have versatile control over which 

message will be played where and whether the 

screens are on and displaying the right content. The 

ability to control and target the content creates a 

logistical challenge for networks' reporting applica-

tions. The PPM technology-based proof-of-play au-

dit by Arbitron is the ­first such service in Digital Out

-of-Home industry. It replaces manual monitoring of 

screens with advanced technology, which simplifi­es 

the task of verifying advertising compliance and 

makes the verifi­cation more scalable. 

"One of the barriers to large-scale 

media buys in Digital Out-of-Home 

space has been the lack of stan-

dardized metrics," said Alton Ad-

ams, Executive Vice President, Ar-

bitron Inc. "The Portable People 

Meter technology will help estab-

lish the ­first tier of accountability 

to Digital Out-of-Home advertisers, 

laying the foundation for any other measurement in 

this new medium. The PPM technology is well-

suited to capture proof-of-play as the technology 

captures distinct content and the time of broad-

cast." 

Arbitron's PPM technology-based audit methodol-

ogy was successfully tested in December 2007 dur-

ing a pilot program at BroadSign-run Digital Promo 

Network, which operates screens in convenience 

stores across the United States. 

Face-lifting for BOOKINGDOOH.COM 

Neo Booking SA has improved the design of its 

global campaign booking platform for Digital out-of 

Home media. The goal was to underline the motive 

of being digital, creative and progressive character-

istics of the DOOH media itself. 

Effectively, the new BOOKINGDOOH.COM improved 

ǳǎŀōƛƭƛǘȅΣ ŀǎ ǘƘŜ άƴŜǘǿƻǊƪǎέ ǇŀƎŜΣ ǿƘƛŎƘ ǇǊƻǾƛŘŜǎ ŀ 

complete overview of all DOOH networks available 

BOOKINGDOOH.COM has an inventory of more than 150.000 screens in 20 

countries that are seen by a weekly 50.000.000 people. 

The PPM is wearable device 

with the size of a pager.  

Alton L. Adams from 

Arbritron Inc. 
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on the website without entering the booking proc-

ess. Another point of interest was the improvement 

of the communication with media buyers and net-

work operators through the integration of social 

media like Facebook and Twitter and also the possi-

bility of contact through video messages. 

Furthermore, BOOKINGDOOH.COM provides sev-

eral additional services around the creation of an 

advertising spot and adaptation of existing advertis-

ing materials which are also easily accessible from 

the homepage.   

As of today, BOOKINGDOOH.COM has an inventory 

of more than 150.000 screens in 20 countries that 

are seen by a weekly 50.000.000 people. 

RAI Amsterdam Launches Digital Sign-

age Network to Cut Costs and Enhance 

Communication  

Scala announced that its certified partner, QYN, has 

completed a multi-channel, 800-screen digital sign-

age network for Amsterdam RAI, the largest event 

and conference center in the Netherlands. The net-

work, named RAI Live!, offers visitors a live news, 

information and way-finding system that also en-

ables RAI to lower its operational costs, reduce its 

carbon impact and gener-

ate additional revenues 

from conference and 

event customers. 

RAI Live! is controlled cen-

trally at Amsterdam RAI 

by a team of five full-time 

staff in close partnership with QYN which provides 

ongoing software and maintenance services to RAI. 

ά!ŦǘŜǊ ŜȄǘŜƴǎƛǾŜ ǊŜǎŜŀǊŎƘ ŀƴŘ ŀ ǇƛƭƻǘΣ w!L ŎƻƴŎƭǳŘŜŘ 

that digital media would add value to their primary 

process of hosting events and exhibitions and would 

help them in being the most innovative compact 

venue of Europe. In close cooperation with RAI, 

QYN designed and developed a unique digital way-

finding system with Scala at its core to meet its scal-

ŀōƛƭƛǘȅ ŀƴŘ ƳŜŘƛŀ ƳŀƴŀƎŜƳŜƴǘ ǊŜǉǳƛǊŜƳŜƴǘǎΣέ ǎŀƛŘ 

Aart Nap, Operations Director, QYN. 

v¸bΩǎ ǎƻƭǳǘƛƻƴ ǿŀǎ ǘƻ ŎƻƴŎŜƛǾŜ ŀƴŘ ŘŜƭƛǾŜǊ ŀ ŘƛƎƛǘŀƭ 

network that used a variety of output devices (fixed 

screens, mobile screens and LED lighting) to deliver 

a meaningful visitor experience from entry to exit.  

v¸b ƛŘŜƴǘƛŦƛŜŘ ƪŜȅ ǾƛǎƛǘƻǊ άƧƻǳǊƴŜȅ Ǉƻƛƴǘǎέ ǘƘŀǘ ƛƴπ

ŦƭǳŜƴŎŜŘ ǎŎǊŜŜƴ ǇƭŀŎŜƳŜƴǘ ŀƴŘ ŎƻƴǘŜƴǘΦ w!LΩǎ ƛƴǘŜǊπ

nal team creates content using pre-designed tem-

plates for way-finding, sponsorship and other infor-

mation. They can also include news feeds, event 

updates, local weather and flight times. 

Entry and exit points: Am-

sterdam RAI has eight sepa-

rate entrances for different 

events. A mix of permanent 

screens and freestanding, 

dual-sided mobile screens 

όάŦƭŜȄƛōƭŜ ƛŎƻƴǎέύ ǇǊƻǾƛŘŜ 

information, way-finding and commercial messaging 

relating to a specific event. RAI Live! can use this 

opportunity to generate revenue from event organ-

izers, exhibitors and brands using the venue to pro-

mote their products and services.  

Halls and walkways: Across 11 halls, RAI Live! pro-

vides visitors with screen-specific way-finding to 

lead them to their destination and to prompt a visit 

to a particular meeting, conference, stand or brand. 

Content can be updated in real time to ensure that 

as the venue changes in use throughout the day, 

necessary changes are reflected on the screen net-

work automatically.  

Automatic updates ensure information is always 

accurate and up to date. This helps move visitors 

around the venue quickly and effectively, reducing 
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the need for staff to replace posters and attend 

physically. 

Conference areas and meeting rooms: These 

screens provide up-to-date notifications about up-

coming presentations, workshops and breaks.  

While RAI Live! was originally conceived to replace 

high-maintenance, high-cost, low-value paper-

based solutions with a digital solution, RAI Live! has 

quickly developed into a platform capable of deliv-

ering much more value to the business, including 

increased operational functionality, compliance 

benefits, revenue generation and the reduction of 

ǘƘŜ ŦŀŎƛƭƛǘȅΩǎ ŀƴŘ ƛƴŘƛǾƛŘǳŀƭ ŜǾŜƴǘΩǎ ŎŀǊōƻƴ Ŧƻƻǘπ

print.  

άw!LΣ ƭƛƪŜ Ƴƻǎǘ ƭŜƛǎǳǊŜ ŀƴŘ Ƴǳƭǘƛ-use businesses, is 

an ideal candidate for digital media by virtue of its 

need to provide up-to-date information and mes-

ǎŀƎƛƴƎ ǉǳƛŎƪƭȅΣ ŜŦŦŜŎǘƛǾŜƭȅ ŀƴŘ ŀǘ ŀ ƭƻǿ ŎƻǎǘΦ ²ŜΩǾŜ 

worked closely with QYN to provide a solution that 

ŜƴŀōƭŜǎ w!LΩǎ улл-screen network to work seam-

lessly and efficiently and in some respects automati-

ŎŀƭƭȅΣ ǿƘƛŎƘ ǿŜ ŀƭƭ ŀǊŜ Ƨǳǎǘƭȅ ǇǊƻǳŘ ƻŦΣέ ǎŀƛŘ hǎŎŀǊ 

Elizaga, VP EMEA, Scala. 

Amsterdam RAI features 11 interconnected halls, 25 

conference rooms and 87,000 square meters (more 

than 900,000 square feet) of exhibition space for 

public and commercial use. Each year, Amsterdam 

RAI hosts over 500 events, 120 trade shows and ca-

ters for over two million visitors.   

Minicom Digital Signage selects DMJ 

Technologies as their Sales Support 

Rep for PRO AV Channel 

Minicom Digital Signage 

has selected DMJ Tech-

nologies LLC, as its sales 

representative in 23 

states to the PRO AV channel of distribution.  

ά²Ŝ ƘŀǾŜ ōŜŜƴ ŀǎǎƻŎƛŀǘŜŘ ǿƛǘƘ ǘƘŜ ǘŀƭŜƴǘŜŘ ǇŜƻǇƭŜ 

at DMJ for over 15 years and have decided to 

ŘŜŜǇŜƴ ƻǳǊ ǊŜƭŀǘƛƻƴǎƘƛǇ ǿƛǘƘ ǘƘŜƳΣέ ǎŀƛŘ 5ŀǾŜ 

Haar, Managing Partner North America for Minicom 

5ƛƎƛǘŀƭ {ƛƎƴŀƎŜΦ ά¢ƘŜȅ ƘŀǾŜ ŀƴ ŜǎǘŀōƭƛǎƘŜŘ ǘǊŀŎƪ ǊŜπ

cord in sales, integration, client service and reten-

tion and will be a tremendous resource for us and 

our customers. Their understanding of the PRO AV 

channel is excellent and commitment levels are very 

high. This selection fits into our long-term commit-

ment to the PRO AV market, which is strategic place 

ŦƻǊ ǳǎ ǘƻ ǇƭŀȅΦέ 

ά¢Ƙƛǎ ǊŜƭŀǘƛƻƴǎƘƛǇ ƛǎ ǇŜǊŦŜŎǘ ŦƻǊ 5aW ¢ŜŎƘƴƻƭƻƎƛŜǎ 

[[/Σέ ǎŀȅǎ aŀǊǘŀ {ŎƻǇǇŀΣ tŀǊǘƴŜǊ ŀǘ 5aWΣ ά²Ŝ ƘŀǾŜ 

become heavily involved in the field of Digital Sign-

age and were looking for a stable and reliable part-

ner as a supplier of extension and distribution prod-

ucts to the Digital Signage market. The DS Vision 

3000 winning a DIGI award for best connectivity 

product reconfirmed our belief in Minicom Digital 

{ƛƎƴŀƎŜΩǎ ŀŘǾŀƴŎŜŘ ǘŜŎƘƴƻƭƻƎȅΦ ²Ŝ ŜȄǇŜŎǘ ǘƘƛǎ ǊŜƭŀπ

tionship to be a good basis for future growth for us 

ǿƛǘƘ ƻǳǊ 5ƛƎƛǘŀƭ {ƛƎƴŀƎŜ ŎǳǎǘƻƳŜǊǎΦέ 

b9/Ωǎ DǊŜŜƴ ±ƛǎƛƻƴ ŦƻǊ ŀ ǎǳǎǘŀƛƴŀōƭŜ ƛƴπ

formation society 

With its Green Vision cam-

paign, NEC Display Solutions 

EMEA is bringing together all 

its long term environmental commitments into a 

single powerful message.  

Combining its leading edge technology and passion 

for innovation, NEC is minimizing life-cycle environ-

mental impact at the same time as continuing to 

meet the most demanding customer expectations. 

The firm is planning the unveiling of new and more 

eco-friendly products and solutions before the end 

of the year. 
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According to a study by market research institute 

Gartner, commercial IT is responsible for 2 per cent 

ƻŦ ǘƘŜ ǿƻǊƭŘΩǎ /hн ŜƳƛǎǎƛƻƴǎ ς around the same 

volume as global air travel. The German Energy 

Agency (DENA) has calculated that, in German 

households, 11 per cent of electricity consumption 

is caused by equipment left in standby mode. In 

Europe, around 25 per cent of electronic waste is 

currently recycled, which will increase as legal regu-

lations are increasingly implemented. In view of the 

large quantities of generated waste material, manu-

facturers have a responsibility to make recycling as 

easy as possible. NEC Display Solutions has long rec-

ognized its corporate responsibilities and is basing 

its Green Vision campaign on the two pillars of 

Green Productivity and Green Sustainability. 

More and more NEC prod-

ucts will come equipped 

with eco-features as stan-

dard. These include an Am-

bient Light Sensor, which 

measures ambient light lev-

els and automatically ad-

justs the screen brightness. 

An easy to adopt Eco Mode gives the user the op-

tion of operating the equipment with reduced 

power consumption at a single touch of a button. A 

Carbon Savings Meter calculates and totals the 

quantity of CO2 saved by operating the desktop dis-

play, large format display or projector in Eco Mode. 

CO2 is the simplest measure of environmental im-

pact. In the supplied manual, NEC provides informa-

tion about the quantity of emitted CO2 of the par-

ticular product in production and operation. At the 

same time, for desktop monitors, compliance with 

the latest environmental standards such as TCO 5.0, 

Energy Star 5.0 or EPEAT is documented. 

άLƴŦƻǊƳŀǘƛƻƴ ǘŜŎƘƴƻƭƻƎȅ ƛǎ ŀƴ 

ŜǎǎŜƴǘƛŀƭ ǇŀǊǘ ƻŦ ƻǳǊ ǎƻŎƛŜǘȅΣέ 

says Bernd Eberhardt, Managing 

Director Europe at NEC Display 

{ƻƭǳǘƛƻƴǎΦ ά!ǎ ŀ ƳŀƴǳŦŀŎǘǳǊŜǊΣ 

we take our responsibility to-

wards the environment very seri-

ƻǳǎƭȅΦ ²ŜΩǾŜ ǎŜǘ ƻǳǊǎŜƭǾŜǎ ǘƘŜ 

goal of taking a leading role on 

the road to an information society in which the 

needs of people combine with those of their envi-

ǊƻƴƳŜƴǘΦέ 

DǊŜŜƴ {ǳǎǘŀƛƴŀōƛƭƛǘȅ ƛǎ b9/Ωǎ ŎƻƳƳƛǘƳŜƴǘ ǘƻ ǊŜπ

sponsible innovation and production and involves 

materials management as well as packaging and 

transport. The use of environmentally hazardous 

substances such as heavy metals and carcinogens is 

increasingly banned in the manufacture of products. 

More bio-plastics, along with recycled metal and 

plastic, are being used. By reducing packaging sizes 

and weights through the removal of the stand feet 

(it becomes an option) on public displays or creating 

narrower display designs, packaging materials can 

be saved and transport efficiency improved. The 

increasing use of completely recyclable packaging 

materials will also relieve the burden on the envi-

ronment. 

invidis consulting announces strategic 

partnerships 

After three years of market 

analysis invidis consulting de-

cided to complement its busi-

ness portfolio for Digital Sign-

age. Based on the know how 

gathered during three years of 

intensive market observation 

invidis consulting increases its efforts to provide 

even more benefit to its customers.  

Hence the Munich based consulting company 

signed a contract with Stuttgart based macom 

Bernd Eberhardt, CEO NEC 

Display Solutions Europe. 

NEC has incorporated its Green 

Vision into products and communci-

ation. 


