Interactive TV Conference (11-14 Dec 2000)

Brief Summary

“IIR Telecoms and Broadcast” organized the conference. http://www.iir-conference.com/
The main aims of the conference were to highlight few aspects of the ITV market, such as: 

· Migrating from enhanced television to full scale interactive television services 

· Developing a successful strategy for interactive services. 

· Examining the opportunities for Video-on-Demand, Gaming, Home Shopping, E-Banking Services etc.
The following demonstrators took part in the Interactive TV conference:

Optibase  on NexTV European consortium for Interactive TV end-to-end standard platform solution.

Ovum and PA Consulting assess which business models have been the most successful in delivering profitable interactive services.

NTL interactive’s strategy for developing a platform that enables effective interactive

Advertising campaigns
Entranet on Developing A Successful Interactive Advertising Strategy.

Teletext analyse the opportunities for digital text
Video Networks on their launch of HOMECHOICE and feedback so far from their

customers
Gameplay and TwoWayTV on the options for delivering interactive gaming services

across different delivery channels
HSBC on how they have used interactive television to bring the financial world to the

Consumer
Telewest and TPS on strategy for developing strategic alliances with content providers
Respondtv on  Successful ITV Business Models  For Broadcasters And Content Providers

OpenTV on Identifying the Opportunities Provided For Home Shopping

OLSWANG on How Interactive Television Should Be Regulated

ICL on Overcoming The Challenges Of Providing Content Management And Protection For Interactive Services

ZDF on Drama Programmes For The Internet

UPC on Bundling enhanced television, Internet and telephony services into a successful package
NDS on Developing A Common Platform And Technology For Interactive Television

PacketVideo on Exploiting Mobile Technology For The Delivery Of Interactive Services

Europeonline on Developing Portals For Interactive Television Services

Highlights from the conference :

· The InteractiveTV is already here. The infrastructure, the networks and the technologies are ready for the growing penetration and business booming of ITV (???).
· The ITV interactive services are as follows : enhanced TV , communications (i.e. email via TV), pay per TV, home banking , advertising , gaming, e-Commerce, home shopping, online trading, Video on Demand.
· The future ITV interfaces will be multi-platforms (Digital TV, WEB PC, Mobile phones PDA etc.)

· The future TV will be enhanced and interactive. According most of researches , in 2006 50% of the TV sets will support interactivity (in the western world).

· The TV that is entertainment oriented will be unified with the PC that is work, information, interactive, gaming oriented.

· The Remote Control will be the management center entity of the entertainment oriented combination (TV + PC)

· The Content should be updated to the interactive TV era.

· The laws regulations should be arranged, and support the Interactive TV usage.

· The Portals and the Interactive TV sites should be synchronized to 2 types of usage (TV usage mode or PC usage mode)

From the various presentations we could recognized the following lacks and barriers in the current ITV market that should be resolved ASAP:

· Lack of precise business models, which able to convince key actors to participate and to invest. Most of the participants are not profitable ones yet; The entrance barrier is very high; “Too early to say successful”; “There is need to be more niche focused and look after vacuums”; “The Offer is crucial for success”; etc.

· Lack of open standards and common platforms. There are several solutions most of them were developed using proprietary technologies.

· The IPMP problem (Intellectual Property Management and Protection) of the content and its usage.

More Details

The following presentations took part in the conference:

NexTV Consortium Case Study - Examining The Latest Progress Of The NexTV Consortium In Developing Interactive TV Services
Yaniv Garty  , Marketing Vice President , Optibase

http://www.nextv.org/
http://www.optibase.com/
· Outlining the objectives of the NexTV Consortium

· how successful have they been in video streaming standardisation through the television?

· What are the challenges of delivering streamed services of acceptable quality to the television audience?

· What are the advantages to be gained by using MPEG-4 based platforms for interactive services?

· Predicting the future for streaming video services through the television

· Examining the challenges of delivering streamed services over the existing cable and satellite infrastructure

Reviewing The Growth In Interactive Television Worldwide 

Charles Dawson, Member of Management Group PA Consulting 

http://www.paconsulting.com/
· Evaluating the popularity with consumers and profitability for broadcasters of the following interactive services : enhanced TV , communications (i.e. email via TV) , pay per TV , home banking , advertising , gaming, e-Commerce, home shopping, online trading, Video on Demand

· Predicting the growth of interactive TV and how it will compare to the growth in online access

· how do they compare in terms of cost of entry?

· Evaluating the different interactive television opportunities offered by digital, cable and satellite broadcasting platforms

· what is the current market share of interactive television platforms?

· Examining the pros and cons of using satellite, cable and terrestrial platforms for interactive television : bandwidth , speed  , number of subscribers/penetration rates, coverage, dial-up charges

·  Quantifying the impact of interactive television on overall subscriber revenue

· Identifying what factors may lead to interactive television becoming an open system

· increasing competition from broadcasters and operators

· standards

· new set top box technology

· content providers defecting from proprietary systems

Evaluating Successful Business Models For Interactive Television For Broadcasters And Content Providers
Kevin Morrison, Director, International Operations Respond TV

http://www.respondtv.com/
· Identifying how revenue will be earned by broadcasters and content providers from subscriptions, advertising and fixed charges
· Understanding the business models and launch strategies employed by interactive service providers

· evaluating the importance of ‘first mover advantage’ when entering the interactive television marketplace

· capturing market share with compelling new content that exploits the convergence of television and the Internet

· evaluating the pros and cons of pay-per-view versus subscription models

· what are the problems of maintaining subscription packages as the variety of interactive service offerings increase?

· identifying the challenges of billing for interactive TV services

· Predicting how much consumers will pay for interactive services and how much extra revenue will be generated. 
· determining the degree to which interactive services will cannibalise existing revenue streams

· How will interactive television impact TV viewing patterns?

· what will be the user response to interactive television?

· How much e-commerce activity will be done over the television rather than the Internet?

· Assessing the importance to content providers of:

· clearly targeting and serving the needs of the customer base

· choosing the right content and technology partners

· deploying innovative business practices and value added interactive content

TPS Case Study - Examining The Interactive Television Opportunities In France
Dr Alain Staron, Director, Multimedia Services TPS

· Identifying how satellite coverage compares with terrestrial and cable in the French market

· Examining what strategic alliances TPS is undertaking to develop its interactive content

· what problems does bandwidth limitations pose for content providers?

· Examining how the Internet has been integrated into TPS interactive service offering

· examining the growth of on-line purchasing channels

· Determining the risks and opportunities for television e-business services

· Developing interactive portals for the consumer

· Estimating the incremental revenues that interactive service offerings will generate for TPS

Teletext Case Study - Evaluating The Opportunities For Digital Text In The Interactive Television Age
Lawrence Lawson, Commercial Director Teletext

http://www.teletext.co.uk/
· Examining the challenges of upgrading teletext services for the digital age

· Comparing the additional service offerings digital text offers with existing analogue services

· Examining the commercial opportunities offered by the travel service

· Identifying possible distribution and marketing strategies available for Teletext

HOMECHOICE Case Study - Examining The Lessons Learnt From The Launch Of Broadband Interactive Services
Simon Hochhauser Founder & Chief Executive Video Networks

http://www.videonetworks.com/
http://www.homechoice.co.uk/
· Building a strong proposition by balancing consumers’ aspirations with actual needs

· Overcoming the challenges of developing delivery technologies that respond to consumer needs

· Managing the consumers' migration from traditional television to an interactive entertainment environment

· How can targeted VoD services be used to maximise e-commerce potential?

· Examining the revenue and cost models behind HOMECHOICE

· What are the future challenges of developing advanced interactive services in the increasingly competitive UK digital marketplace?

Understanding How Enhanced Television Is Transforming The Viewer Experience Through Advanced Technologies
David Craven, Director of Products and Services Bill Welsh, Interactive TV Manager UPC , UPC

http://www.upctv.com/
· Examining the impact of enhanced television on the needs of the digital headend, middleware and software

· Overcoming the challenges of developing a multi technology platform strategy across Europe

· What has been the impact of enhanced television on increasing eyeball viewing time and revenue?

· Bundling enhanced television, Internet and telephony services into a successful package

Evaluating The Prospects For Developing A Common Platform And Technology For Interactive Television
Richard Cross, VP Business Applications and Consulting , NDS

http://www.nds.com/
· What are the challenges of achieving compatibility between operating systems, conditional access systems and interactive middleware across cable, satellite and terrestrial platforms?

· Overcoming the problems of 'authoring once, publishing anywhere'

· Building interactive applications that are compatible with set top boxes

· Integrating customer specifications into a common platform solution

Determining How Interactive Television Should Be Regulated
John Enser, Partner, Entertainment & Media Communications Group Olswang

http://www.olswang.com/
· Who should regulate content - TV broadcasting authorities, Internet authorities, telecoms authorities or self-regulation?

· To what extent will regulation for interactive television services differ from conventional

· broadcasting?

· Comparing Internet advertising regulation and television advertising regulation - how may this affect the consumer's confidence in buying services offered through interactive television?

· Examining the copyright issues associated with interactive television

ZDF Case Study - Exploiting The Convergence Of The Television And The Internet: Developing Drama Programmes For The Internet
Nanette Schmetz, Interactive TV Manager ZDF

http://www.zdf.com/
· What lessons can television programme makers make learn from the Internet?

· Determining the business case for offering traditional 'passive viewing' programmes over the PC

· What are the challenges of leveraging experience of television programming to the Internet?

· Examining the feedback of users to ZDF's web soap

· how are web soaps different from cyber soaps?

“Interactive Television Offers The Chance To Break The Old Chestnut ‘80% Of Your Advertising Budget Is Being Wasted, The Only Problem Is That You Don't Know Which 80%’” - Developing A Successful Interactive Advertising Strategy.
Steve Scott, Head of Interactive Channels Entranet

http://www.entranet.co.uk/
· Evaluating the pros and cons of using cable, satellite and terrestrial platforms for interactive advertising

· Evaluating the ROI of the following types of interactive advertising: 
· banners 
· clickthroughs
· How should interactive adverts be scheduled and charged to maximise revenue?

· Developing effective microsites for specific brands on walled garden offerings

· Which products and services are best suited to interactive advertising?

· Understanding how interactive advertising can be used to achieve the following objectives:
· direct sales

· branding

· Predicting the likely revenue streams from interactive advertising and what proportion of overall revenues they will constitute for a television broadcaster

· Examining the impact of video-on-demand on interactive advertising

· how will advertisers adjust to linear schedules and breaks becoming obsolete?

· incentivising the customer to watch video-on-demand with advertising by charging less

· creating advertising that viewers will want to interact with

· how many viewers would be willing to pay a few extra pounds per month not to see any advertisements?

· When the analogue signal is switched off will there still be a place for the non-interactive advert?

NTL interactive Case Study - Developing An Effective Multifaceted Advertising Campaign

For Interactive Services
Ian Johnson, Advertising Program Manager NTL interactive

http://www.ntl.com/
· Examining ntl position and advertising strategy in the converging telecoms market

· Designing platforms that facilitate interactive advertising

· Testing and measuring the effectiveness of your campaign

· Examining ntl interactive's roll-out strategy and the role of advertising in this

HSBC Case Study – Bringing The Financial World To The Consumer Via Interactive Television:

Examining The Growth Of Interactive Television Banking And Trading Providers.
Carina Kemp - Interactive TV Manager HSBC

http://www.hsbc.co.uk/
· Examining what demographic markets will be opened up by banking and trading via the television

· What are the challenges for online brokers migrating to broking over the television?

· what are the difficulties of providing real-time share trading?

· Examining the opportunities provided by integrating television financial programmes with online trading

· Evaluating the impact that trading via the television will have on the overall household ownership of shares

· Determining the additional security challenges of trading via the television as opposed to the web

· Examining the opportunities provided by WAP technology for online trading and banking

· Predicting what market share online trading and banking can be expected to gain by 2005

Open Case Study - Identifying the Opportunities Provided For Home Shopping
By Interactive Television: The Open Experience

Ricardo Tejada , Corporate Communications Director , Open

www.opentv.com
· What are the specific challenges of interacting with the lazy viewer?

· Exploiting the market gap in households with no Internet access

· what proportion of Open's customers have no alternative means of Internet access?

· Analysing the buying habits of Open's customers and their reasons for using the service

· saving time and money

· accessing services and information quickly

· making transactions

· Determining which interactive offerings have been the most popular and why

Examining Market Revenue Predictions For Interactive TV
Henning Dransfeld Consultant, New Media Ovum

http://www.ovum.com/
· Predicting the market for interactive TV subscription

· Determining the revenue from interactive services

· e-mail - pay-TV subscription

· NVoD/VoD - gaming

· gambling - education

· information - T-commerce transactions

· Examining the distribution of revenues from interactive television and how the bargaining power of players in the value chain is determined by:

· visibility to the customer

· content creation and distribution reach of the network

· subscriber base of the network

· positioning in the value chain

· Determining the strategic positioning of network operators:

· who provides the entry door and navigation through an interactive TV system? (EPG, Internet portal, personal assistant on PVR) 

· who runs the subscriber management? (i.e. sends the customer the unified monthly bill for all services)

· how should network operators position themselves to succeed in these markets?

· do providers of infrastructure also have to provide content?

· examining the reasons against the network provider vertically integrating into the content management position

Gameplay Case study - Examining How Gameplay Are Delivering Interactive Gaming Services Across Different Delivery Channels
Lee Fenton , Interactive TV Manager, Europe Gameplay

 http://www.gameplay.com/



· Examining the opportunities provided by different delivery channels for interactive gaming:
· wireless gaming - interactive gaming through the television

· gaming over the net - gaming over broadband

· Determining how the gaming offering differs from platform to platform

· Comparing the success of the current interactive gaming models being adopted and predicting likely future business models

· Examining the impact of interactive gaming on distribution and retail structures

Examining The Business Case For Gaming Becoming Interactive Television’s Biggest Crowd Puller
Matthews Tims , Managing Director UK of TwoWayTV 

http://www.twowaytv.com/
Overcoming The Challenges Of Providing Content Management And Protection For Interactive Services
Dennis Jones , Director, Interactive Services , ICL

 http://www.icl.com/


· Examining the key content protection problems faced by content providers, manufacturers, standards bodies and legal authorities

· Identifying the steps being taken to increase copyright control

· what is the role of MPEG4?

· Understanding the problems of providing content management and protection for proprietary software

· Reviewing what standards have been developed to facilitate content management and protection

· What future content management challenges will be created by the introduction of personalised television services?

· Understanding how developments in local storage will facilitate content management and protection

Exploiting Mobile Technology For The Delivery Of Interactive Services
Lauren Cole , Chief Technology Officer Packetvideo 

http://www.packetvideo.com/
· How will the interactive services that mobile users demand differ from those of the television viewer?

· time-sensitive information

· short segments of programmes

· Repurposing content to adapt to WAP technology

· Examining the opportunities for providing interactive services over the following mobile platforms:

· Internet enabled phones

· PDAs

· Laptop computers

· Overcoming the problems of delivering interactive content to mobile devices

· How does the business model for delivering interactive services to mobile devices differ to delivering interactive services to the television?

Developing Portals For Interactive Television Services
Volker Kling , Director Systems Architecture , EuropeOnLine

 http://www.europeonline.com/

Examining how EPG's will evolve into full scale TV portals

· identifying the challenges of developing portals for both television and Internet services

· What are the problems of developing a ‘one stop shop’ for interactive services?

· Examining what alliances have been developed for portal services

· Will broadcasters with proprietary technology such as BSkyB and Canal Satellite become open interactive television portals?

· Determining how portals will become a stepping stone on the road to personalised TV services  

Telewest Case Study - Developing Strategic Alliances For Interactive Services
Chris Townsend , Director of Interactive Services , Telewest Communications

http://www.telewest.co/
· Identifying which interactive services will be at the forefront of Telewest’s penetration into the UK interactive television market

· Examining how Telewest's interactive services are packaged alongside their digital television services

· Identifying how interactive platforms supplement the customers’ existing relationship with the brand

· Determining the impact of interactive television services upon the following:

· subscriber sales 

· revenue per customer

· dial-up Internet subscribers 

· EBITDA

· Examining Telewest's plans for future interactive services roll-out

· broadband portals 

· wireless broadband

· music pay per view 

· interactive advertising

· games 

· information

· ebanking

