
“So, what do you do?” How many times have you been asked that question at a dinner party or
backyard barbecue? How you answer that question may be the single greatest indicator as to
whether or not you will continue to succeed or not. Pan Am, Eastern, and others were in the “air-
line” industry — and failed. Virgin Atlantic, in the “travel and leisure” industry, has flourished. 

So, are you in the AV industry or the systems integration business? Too many dealers in
our industry narrowly define themselves simply in terms of audio and video, and turn a blind
eye to all other systems and technology that they can integrate onto the same network such
as lighting, shades, and thermostats. The AV industry must redefine itself if we are to con-
tinue to grow or remain relevant in the current “green” and digital age.

Acquiring new business is becoming more challenging and more costly. The more prof-
itable and sustainable method of growing your business is to provide more to your existing
clients. If you don’t someone else will. 

Regardless of economic climate or degree of competition in any particular market, no seri-
ous businessperson today can afford to leave money on the table. There are dealers that won
big projects this year and literally walked away from additional business worth hundreds of
thousands of dollars. So, their competitors that originally lost the bid got that missing piece.

As systems connect to managed networks and analog fades into history, our industry now
manages digital information rather than signals. Everything is information — including audio,
video, control protocols, and lighting. Of these, however, lighting is the key. Lighting fixtures,
locations, and controls must be specified before walls are closed. Wires must be dropped,
walls cut, and fixtures ordered. AV systems often are not even discussed until much later. If
you own the lighting control, you own the entire project. 

Also, lighting consumes the most energy and drives highest costs of any other system in
a commercial facility. An increasing number of cities and states are requiring that new con-
struction meet LEED standards. Many companies, now concerned with lowering costs, are
looking to conserve energy. Lighting control systems that are integrated with AV and other

environmental systems, and can be moni-
tored and managed from touchpanels
and PCs on the network, provide the
greatest energy and cost savings.

Certainly, high-voltage commercial
lighting must be installed by a licensed
electrician, but dealers can sell the equip-
ment, integration and programming.
Dealers are partnering with their local elec-
trical contractor (EC), who hangs the cabi-
nets and pulls the wire. Consultants and
dealers can design the system and provide
the integration, which is what they do best,
and the EC cannot touch. Clients should be
able to control the lights, shades and ther-
mostats from the same touchpanel as they
control the projector, screen, and switcher. 

System designers and dealers that do
not offer a fully integrated solution are
missing an opportunity to fully serve their
clients and increase their business. “On our
commercial side, in which IVCi is a leader in
the industry, we’ve designed and built
many conference rooms and boardrooms,”
explains Richard Hollander, managing

director of IVCi Home (a subsidiary of IVCi,
LLC). “In addition to videoconferencing
and AV solutions, we provide lighting and
shade control on a good number of these
projects. There are boardrooms with 
windows all around, and for videoconfer-
encing, the lighting needs to be just right.
It’s a logical progression for our business,
and it’s served us really well. But more
importantly, it addresses our clients’ needs
and brings real value to something they’ll
use everyday.”

Next time you’re making small talk with
the neighbors while flipping burgers on
the grill, tell them you’re in the systems
integration business and ask them if
they’d like lighting control with that.

To learn more about Crestron lighting 
and automation solutions go to 
www.crestron.com/lighting. 
For a schedule of free training courses 
go to www.crestron.com/cti

What Business 
Are You In?
Audio and video is only the beginning of the products and
services you need to offer to remain competitive 
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