
How to sell
solutions guide

Executive Summary
This comprehensive guide will aid you 
in selling Intel-based digital signage 
solutions to small and medium-size 
businesses (SMBs). Inside you will 
find an overview of digital signage 
technology, the value to SMBs in a 
wide range of markets (e.g., retail, 
restaurants) as well as application 
scenarios and solution recipes. This 
document is appropriate for:

• System integrators 

• OEMs

•  Channel resellers, system builders 
and VARs

• Ingredient suppliers

Introduction
There has never been a better time 
to get involved with digital signage. 
The technology is proven. New levels 
of interactivity are creating new and 
innovative ways to put it to work in 
any business. And emerging standards 
make it easier than ever to mix and 
match components, supporting 
solutions that are more cost-effective 
to implement and manage.

All of this is creating a wide range of 
new opportunities, particularly for 
small and medium-size businesses 
(SMBs).

Take advantage of this solution guide 
to understand how to make the most 
of this rapidly developing market—and 
how Intel offers the right platforms 
for where digital signage is today and 
where it’s going tomorrow.

Here you will find basic steps you 
can follow for positioning the value 
of digital signage solutions to SMBs 
across a wide range of markets—retail, 
hospitality, restaurants, healthcare and 
more.

•  How SMBs can integrate digital 
signage into their day-to-day 
operations

•  The benefits that are delivered in 
lower costs, improved revenues and 
creating better customer experiences

•  Solution recipes: examples of basic/
mainstream/advanced deployments

•  Value-added opportunities for 
you (e.g., advertising, remote 
management)

The market for digital signs grows every 
year in size and scope. It’s a solution 
that offers significant opportunities to 
reach out to new customers and also 
expand your relationship with existing 
ones. 

Rely on this guide to get you started.
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Why Digital Signage
Walk into any store, hotel, airport, 
school, movie theatre, health club—
you name it—and it’s likely you will 
encounter a digital display that is 
advertising a product, promoting a 
brand, providing you with directions 
or even inviting you to step up and 
interact. 

That’s digital signage.

Big retailers have led the way in digital 
signage. By putting the right screens in 
the right places and showing the right 
content, they are using digital signs 
to enhance the in-store experience, 
showcase hot new inventory, promote 
closeouts, give shoppers the new ideas 
that drive sales—and much more.

But retailers are just one example of the 
digital signage revolution:

•  In restaurants, digital signs help 
streamline the ordering process and 
offer customers a way to interact via 
their smartphones. 

•  In schools and on college campuses, 
digital signs are the new channel 
for communicating with students, 
replacing printed calendars and 
bulletin boards; they also play a role in 
the all-important emergency alerting 
system.

•  In hotels and resorts, digital signage 
is an easy and flexible way to provide 
guests with information about 
services and activities on and off the 
property.

There are more than two million 
digital signs in the U.S. alone and 
they are there because they work. For 
example, a Nielsen analysis of digital 
signage in grocery stores in Germany 
found increases of up to 33 percent in 
additional sales when digital signs were 
placed near the checkout.1

Selling Digital Signage to Small 
Businesses

Small and medium-size businesses 
(SMBs) have also adopted digital 

signage. In fact, because there are 
so many more SMBs, they actually 
represent as much as half of the total 
market.2  But selling digital signage to 
SMBs poses unique challenges. The 
initial capital expense can be a huge 
stumbling block. And the ongoing 
operating expenses for management 
and development of content also loom 
large. Form factor is also an issue: 
redesigning a store or waiting room to 
accommodate a big display is typically 
a low priority for a small business 
that prides itself on one-to-one 
engagement.

But now these objections are going by 
the wayside:

•  Acquisition costs have dropped. 
According to one estimate, the 
average cost for a single sign in a 
100-sign network is now just over 
$3,500 (for a 40” screen, media 
player hardware/software, mounting 
brackets, installation, management 
and maintenance for three years)—a 
58 percent drop in less than ten 
years.3 

•  It’s also easier and less expensive than 
ever before to create and manage 
content. Any business can take 
advantage of off-the-shelf tools like 
Microsoft PowerPoint* or Paint*. And 
content management systems such as 
the Intel® Retail Client Manager (Intel® 
RCM) are specifically designed for the 
needs of small businesses.

•  Finally, form factor has virtually 
disappeared as an issue. You can get 
a screen in any size today and they 
are all thinner and lighter than ever. 
Media players are also shrinking—
small enough to snap into the back of 
a display. For example, the Intel® Next 
Unit of Computing (Intel® NUC) kit 
measures less than five inches square.

Selling Strategies and Service 
Opportunities
Affordability and simplicity are two key 
selling points for any small business—
because digital signage is gaining in 
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both of those areas, sales are going to 
grow. 

But it’s important to keep in mind when 
selling to an already overwhelmed SMB, 
nothing can really ever be inexpensive 
or simple enough. Digital signage is still 
new enough that many businesses see it 
as a “nice to have.” It’s your job to show 
them that it’s more than that. 

You can do that with the right sales 
strategies—focusing on education, 
speaking directly to the needs of the 
decision maker and emphasizing value, 
not technology—and also focusing 
on opportunities to provide ongoing 
services for content development 
management, remote management and 
viewer analytics using Intel software 
solutions.

Selling Strategies

Be prepared to educate: Digital signage 
technology is evolving. Some people 

will see it as a traditional “audio visual” 
system. Others will see it as an IT 
solution. Most won’t understand all the 
options for connecting and integrating 
it with other systems, such as point-of-
sale (POS), inventory and even security. 
So be prepared to educate your 
prospects and explain all the different 
possibilities for using it.

Know your decision maker: Digital 
signage is going to mean different 
things to different people. You may be 
selling to the owner of a company, the 
head of sales/marketing, the CFO—or 
one person who does all three. IT may 
or may not be involved. A decision 
maker may have an A/V background. 
Be prepared to tailor your sales 
presentation to different hot buttons.

Be prepared to talk value: Digital 
signage is not just about flashy graphics 
and bells and whistles. It’s a significant 

investment that offers proven ways 
to increase sales, enhance customer 
experiences, turn inventory faster and 
much more. Talking technology alone 
won’t get you far—be prepared to talk 
value and bottom line impact.

Service Opportunities

As you explore sales of digital signage 
solutions, keep in mind that there are 
numerous opportunities for taking 
advantage of Intel technologies to 
deliver ongoing services, including:

Content development and 
management: Content is the single 
most important ingredient in the 
success of any digital signage solution. 
Look for opportunities to team up 
with local creative agencies (web 
development companies are a good 
match) that can partner with you to 
deliver ongoing content. Intel® Retail 
Client Manager provides a range of 
capabilities that you can use to manage 
and coordinate content delivery.

Remote management and 
maintenance: Because digital signage 
networks typically involve hardware 
in a wide range of locations, remote 
management and maintenance 
are essential. Being able to repair 
malfunctioning devices (without 
a costly truck roll), assure that the 
screens can be turned on and off (for 
energy efficiency) and are running 
properly (critical when they are carrying 
ads) are all essential requirements. 
A solution such as Intel® Active 
Management Technology (Intel® AMT) 
makes it possible to remotely discover 
and repair many network problems and 
can be delivered as a service. 

Audience analytics: Digital signs 
offer a unique opportunity to gather 
information about the people viewing 
the signs and use this information for 
planning and marketing purposes. This 
can be the basis for an ongoing service 
using software such as Intel® Audience 
Impression Metric (Intel® AIM Suite) 
software.
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Components of a Digital Signage 
Solution
The first digital signage solutions began 
to appear in the 1990s. The original 
installations typically consisted of bulky 
CRT displays running content off of a 
videocassette or, later, a DVD. The flow 
of information to viewers was one way 
(no interactivity). The content was often 
repurposed from other media (i.e., TV) 
and it played (“looped”) over and over. 
There was little or no capability to 
tailor content to specific audiences or 
measure the size or demographics of 
audiences.

How far we have come in just a short 
period of time.

Today’s digital signage solutions take 
advantage of new flat-panel display 
technologies, high-powered, multi-
core processors, HD video, broadband 
networks, perceptual computing 
(interactions via voice or gesture) and 
more.

Here are the key components that make 
up digital signage solutions:

Displays

The displays are “the face” of any digital 
signage solution. 

Displays are typically flat panels that 
range from 7 to 60 inches. Technologies 
in use today include liquid crystal 
display (LCD); plasma; or more energy-
efficient light-emitting diode (LED) 
panels. Older cathode ray fluorescent 
displays are being replaced. Other 
display devices include LED boards, 
projectors and tablets. 

A digital signage solution can consist 
of a single display or a network of 
them. They can be mounted in either 
landscape or portrait mode. They can 
also be “tiled” in a multi-display layout, 
i.e., a video wall.  A primary selection 
criterion for a display is the ability to 
sustain long-term reliable operations, 
given the long hours of operation, 
capitalization, and the challenging 
environment of heat and airborne 
particles in which the displays must 
operate. 

Media Players

The media player is the workhorse in 
any digital signage solution.

It provides the processing power that 
gets content to the screens and keeps it 
playing. There is a wide range of Intel-
based media players on the market. 
Some of the key differences between 
the various media players include:

•  Processing power: The flawless 
presentation of HD video and 
animated graphics depends on the 
compute and graphics capabilities of 
the media player. 

•  Network connections: The ability 
to connect effortlessly to a wide 
range of networks, screens and other 
devices depends on how well a media 
player supports the growing range of 
network interfaces available today.

•  Form factor: Media players can range 
from traditional PC-like boxes to small, 
fanless, embedded devices.
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Content Management System

One of the primary advantages of 
digital signs is the flexibility they 
offer in displaying content. Instead 
of displaying one image for extended 
periods, a digital sign can change 
imagery as often as you like. Instead of 
static images, the content can consist 
of animated graphics, video and even 
live data feeds from the Web or local, 
enterprise applications. Instead of 
looping the same content over and 
over, digital signs can respond to user 
interaction (i.e., touch screens, gesture 
interaction) or use anonymous viewer 
analytics (AVA) to identify the age and/
or gender of a viewer and adapt the 
content accordingly.

The software that will handle many 
if not all of these tasks is the content 
management system (CMS). 

A CMS can be used to author and 
manage content, define the location 
and times when content will be 
presented and control the playout. 

Intel® Retail Client Manager: Intel® 
Retail Client Manager is designed to 
address the most important challenges 
in content management: organizing 
the content and displaying it reliably 
and securely in the right place, at 
the right time to the right audience. 
Through integration with Intel solutions 
for remote management, security 
and audience analytics, Intel® RCM 
establishes a single comprehensive 
platform that customers and resellers 
can invest in knowing it will be available 
for as long as they need it, helping 
to address ongoing challenges in 
marketing and customer experience. 

Connectivity

Connectivity is required between 
all elements of the digital signage 
solutions. This can include the local 
area network (in-house cabling, Wi-
Fi) as well as wide area networking 
options (DSL, cable, 3G/4G cellular, 
satellite, etc.) for remote management. 
Reliability, throughput and pricing are 
key criteria.

Analytics

Digital signage is not just about 
broadcasting information. A business 
can also use its digital signs to gather 
information about the people viewing 
the signs and use this information for 
planning and marketing purposes. 

•  Optical sensors: The information is 
gathered via small optical devices, 
such as a webcam or an entry-level IP 
camera designed for face or motion 
detection. 

•  Analytics software: Software such 
as Intel® Audience Impression 
Metric (Intel® AIM Suite software) 
will aggregate the data, categorizing 
each capture and keep score on how 
many people looked at the content, 
how long they watched and their 
demographics (e.g., gender and age 
bracket). The data is completely 
anonymous. No image is captured and 
no identifying data on any individual 
is stored. Links with the content 
management software allow for 
analytics on a specific content spot.

Screen zones in Intel® RCM allow users to drag and drop media items onto the individual zones. 
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Ten Ways Digital Signs Are Used  
by SMBs
Digital signage offers significant 
advantages over conventional signage 
and posters. Businesses can adapt 
messaging on the fly. Different content 
can appear on different screens at 
different times and different places. You 
can also have live feeds from TV, the 
Web, databases and more. 

And keep in mind: 

•  Digital signs are not just signs. Today, 
you can embed a display into almost 
anything: a vending machine, a pump 
at a gas/petrol station, an elevator or a 
standalone kiosk. 

•  Digital signs are used for more than 
just a one-way flow of information. 
People can interact with signs via 
touch screens, gestures or mobile 
devices.

•  Digital signs are smart. With the 
addition of a sensor on the sign, you 
can gather anonymous audience 
analytics: track how many people 
viewed the sign, their age, gender, 
etc. You can use this information for 
product placement and store design. 
You can even change the content that 
appears on the sign based on the 
demographic of the person looking at 
the content.

Here are ten ways digital signs are being 
used by SMBs. There are many other 
ways—the possibilities are infinite. But 
understanding these will give you a 
starting point for discussing different 
options with your SMB customers.

1. Increasing Sales

Using digital signage to make people 
more aware of products and services is 
a proven way to increase sales. Retail 
stores now do this, in effect using digital 
signs as a more up-to-date version of 
a traditional printed poster, but with 
all the flexibility that comes with being 
digital. Change what appears by the 
minute, the hour, the day. Is a storm 

coming? Update the signs to promote 
weather-related items. Are there 
different customer buying patterns at 
different hours of the day or days of 
the week? Adapt the signs to promote 
the most appropriate offerings. A 
significant advantage is the ability 
to link digital signs with inventory 
systems—for example, this would make 
it possible for a food store to use signs 
to automatically display updated pricing 
for products that are reaching their 
expiration date. Kiosks allow retailers to 
showcase a greater range of products 
than the store can carry: a customer can 
make a purchase of a product that is not 
in stock but could be shipped next day. 

2. Providing Information

Providing visitors/consumers with 
information/directions for specific 
locations, events, etc., is a classic 
use of digital signage, particularly in 
hospitality, schools, stores and many 
other businesses. Many hotels use 
digital signs as a guide to the daily 

schedule of meetings, events, services 
and amenities. The information can 
help drive more business—or it could 
simply be an extension of the mission 
of the business or organization: a local 
sporting goods store providing updates 
on local school teams, a banquet hall 
showing photos of recent proms, a 
medical clinic providing health advice 
or a religious organization providing a 
schedule of services and readings. 

3. Ambience/Entertainment

There are many businesses and 
organizations that may want digital 
signage primarily to enhance the 
atmosphere. Businesses as diverse as a 
bank, medical clinic or auto repair shop 
may see the primary value as providing 
an entertaining/informative distraction 
that reduces perceived wait times. A 
store or other organization involved in 
sports or cooking might want a live feed 
of broadcasts related to those areas. 
Creating the right atmosphere helps 
drive sales.
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4. Menu Boards/Shelf Labels 

Menu boards and electronic shelf 
labels are two specific applications of 
digital signage:

•  Menu boards: Quick service 
restaurants have been very active 
in adopting menu boards—
customers can easily see all menu 
offerings (along with mouthwatering 
graphics and photos) and also learn 
about special promotions and/or 
nutritional information (increasingly 
a compliance issue). Having all of 
this available digitally makes it easy 
to update, show different offerings 
at different hours or days (known 
as “day parting”) and increase sales 
by cross-selling and upselling—all 
while eliminating printing costs and 
delays. Related uses include order 
confirmation, queue calling, pick-
up notification, info-tainment and 
virtual play. 

•  Electronic shelf labels: Grocery 
stores have been leaders in adopting 
electronic shelf labels. Using LCD 
or similar screen technologies, they 
attach to the front edge of the shelf 
and can be automatically updated 
whenever a product price is changed, 
reducing the time and resources 
devoted to managing this task and 
improving pricing accuracy.

5. Self-service 

While we typically think of digital signs 
as being strategically placed flat-
panel monitors, many signs function 
as kiosks, offering an opportunity 
to provide information or process a 
transaction in a more personal way. 
A restaurant might use a self-order 
kiosk to reduce incorrect orders, 
perceived wait times and staffing 
requirements—especially during 
peak periods. A store might offer a 
kiosk to supplement information that 
is available from sales associates 
and/or provide self-checkout. Some 
restaurants have reported that 

the average order price increases 
when orders are placed at a kiosk, as 
opposed to the counter.4  And stores 
have reported that many customers 
like having the option to research 
information in the store on their own, 
rather than solicit help from a sales 
associate.

6. Interactive Experiences

Adding interactivity has been a 
significant development in digital 
signage. Interactivity dramatically 
enhances the ability of a sign to 
enhance overall customer engagement. 
With touch screen interactivity, people 
can step up to a sign and create their 
own individual experience: accessing 
information, playing a game or making 
a purchase. Gesture control allows 
people to do many of the same things, 
just by waving their hands and never 
touching the actual screen. Near field 
communications creates interaction 
with mobile devices. Data can be 
exchanged via radio connection by 
touching or being within a few feet of 
the sign.

7.  Virtual Merchandising/Extending 
Inventory

What happens when a retailer can’t 
carry enough product in the store, 
for example, different models of 
appliances or different styles of 
clothing? Adding more real estate 
is always an option. But now there’s 
another way: virtual merchandizing 
via an interactive sign/kiosk. Now it’s 
possible to give in-store shoppers 
access to expanded online inventory 
via touch screens and 3D graphics. 
Shoppers can select products on a 
virtual shelf, view the product from 
any angle, get further product and 
technology information by swiping 
and pressing—and even place the 
order right on the screen. This expands 
access to products in the store, but 
can also be deployed remotely at 
other buying locations, special events, 
contests and more.

8. Business Analytics

Using optical sensors and anonymous 
viewer analytics (AVA) software in 
conjunction with digital signage makes 
it possible to gather information 
on customer traffic patterns and 
breakdowns by age and gender, by time 
of day.

This information can be used for a wide 
range of purposes: 

•  Playing content and advertising 
suitable for the audience 

•  Identifying content that captures the 
most interest

•  In-store heat map analysis—to know 
where people are gathering

•  Correlation analysis between 
customer shopping behavior and 
POS data—how many people visited 
the discount counter and how many 
actually bought

9. Integrating Security

The same network that links digital 
signs can also be used for digital 
security and surveillance. Cameras can 
detect POS fraud, intrusion detection, 
shoplifting behavior and so forth. 
IP-based cameras can capture data in 
HD—as high as five megapixels (2560 
x 1920), providing plenty of room to 
zoom in without losing detail.  

10. Internal Communications/Alerts

The audience for digital signage does 
not always have to be external, i.e., 
shoppers, guests, patrons. Digital signs 
also have a role to play in internal 
communications: programming signs 
to display routine start-up and close-
down instructions for the beginning 
and end of each day or providing video-
based training at appropriate times on 
new products. Digital signs can also 
play a role in public communications 
and alerts—sounding fire alarms and 
providing evacuation instructions or 
helping to locate missing children.
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Content Is King 
Content is critical to the success of 
a digital signage solution. You can 
have the best possible hardware and 
software, but if the content is not 
appropriate, the solution will not deliver 
value. Operating a digital signage 
network—whether it is one screen or 
thousands—is like operating a movie 
theatre or a TV station. What will be 
shown Minute One? Day One? Month 
One? Year One? Who will create and 
maintain this content? What criteria 
will be used to decide if it’s the right 
content? 

Content as a Service

Content is so important, many 
technology providers offer content-
oriented services and/or advertising-
related services as part of their digital 
signage offering—or partner with 
another provider that can deliver this 
capability. That’s a key reason why 
Intel introduced the Intel® Retail Client 
Manager: it is designed to address the 
most important challenges in content 
management (organizing the content 
and displaying it reliably and securely 
in the right place at the right time to the 
right audience) and can be delivered by 
solution integrators as a service to their 
clients.

Advertising

A business that is comfortable 
showing advertising for other products 
and services can obtain revenues 
for doing this. These ads could be 
from other local businesses. There 
are also services that operate in a 
similar fashion as Google AdSense—
connecting screens around the world 
and distributing ads to them.

While advertising continues to 
grow, most content that appears on 
digital signs is created by the owner 
or manager of the signs. Content is 
typically integrated into a play-loop of 
between 2 and 20 minutes in duration, 
coinciding with the length of time 
that a person would be in the viewing 
proximity of the display. Play-loops 
and content are configured to optimally 
reach viewers according to traffic pace, 
dwell time and viewer demographic. 

Intel® Retail Client Manager
Making sure the right content appears 
at the right time in the right places is 
critical to the success of digital signage. 
In a nutshell, that’s the purpose of 
the Intel® Retail Client Manager—it’s 
software designed for managing 
content across digital signs and other 
touchpoints, including POS systems, 

kiosks, shelf labels and more.

Designed to handle virtually any 
content in any format—HD video, 
photos, animated graphics, slides and 
much more—Intel® RCM makes it easy 
to set up and manage information and 
marketing campaigns. Simply tell Intel® 
RCM what content is to be displayed, 
where it should appear and when it 
should be shown. Its intuitive interface 
will be familiar to anyone who has used 
desktop software. 

Intel® RCM integrates seamlessly with 
other Intel-based solutions such as 
Intel® AMT (for remote management 
and maintenance) and Intel® AIM Suite 
(for gathering audience metrics).

For today’s reseller, Intel® RCM offers 
significant opportunities to enhance the 
performance of digital touchpoints—
helping you maximize the value you 
provide to your customers and also 
build long-term relationships that can 
include providing ongoing content 
creation and management services. 

There are literally hundreds of content 
management systems available today. 
That has been a problem: with so 
many options, customers and resellers 
alike have been confused over which 
solutions offer the right capabilities. 
They worried about choosing a CMS 
from a company that might not 
survive for the long haul. They were 
concerned whether the existing content 
management systems would work on 
industry-standard platforms and what 
their total cost of operation would be.

And Intel® RCM goes beyond content 
management. Through integration 
with Intel solutions for remote 
management, security and audience 
analytics, Intel® RCM establishes a 
single comprehensive platform that 
customers and resellers can invest in 
knowing it will be available for as long 
as they need it, helping to address 
ongoing challenges in marketing and 
customer experience. 

Forms of Content 
Content can take the form of:

•  Slides: Created using a program 
such as Microsoft PowerPoint.

•  Pictures: In most cases, any 
picture in digital format can be 
shown on a digital sign.

•  Graphics: Logos, icons, 
illustrations, etc.

•  Animated graphics: Treatments 
of a logo or other graphics that 
have movement, zooms, fade ins/
outs, etc.

•  3D graphics: There are now eye-
catching 3D graphics that do not 
require the viewer to wear special 
glasses.

•  Video: Because digital signage is 
so close to traditional television, 
video is probably the content 
people expect most.

•  Live feeds: Streaming live 
information from broadcast 
networks, websites, RSS feeds, 
blogs, Twitter, etc.

•  Database content: Information 
stored in databases (such as event 
schedules, menu items, prices, 
promotions, other listings) can be 
programmed to appear on your 
digital signs.
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Delivering Value: Buying Triggers 
for SMBs

The biggest factor driving the growth of 
digital signage is the value it provides. 

While the value that digital signage 
delivers will differ from organization to 
organization, for most SMBs it typically 
can be broken down into these four 
areas. Whenever you are preparing 
for a sales opportunity, make sure you 
have identified the value that will be 
delivered to your prospect in as many 
of these areas as possible:

Higher Revenues

•  More sales overall because of 
promotions on digital signs

•  More sales of higher margin products

•  More sales per customer visit because 
of dynamically directed content via 
digital signs

•  More effective inventory management 
via dynamic promotions/price 
flexibility using digital signs

Lower Costs/Greater Efficiency

•  Reduced costs of printing, 
distribution, installation, removal, etc., 
of printed materials 

•  Increased speed of messaging and 
compliance or real-time campaign 
management

•  Improved customer service: 
information delivered more cost-
effectively

•  Reduced shoplifting and stock 
shrinkage through better security, 
deterrent messages

Enhanced Customer Experience

•  Increased virtual display of products 
when there is not the room or budget 
to have them in the store physically

•  Increased opportunities for intelligent 
digital engagement and interaction

•  Reduced perceived waiting time at 
checkout and in waiting areas

•  Improved alignment of community and 
demographic interests with relevant 
information

•  Refreshed environment, created 
inexpensively—particularly for 
frequent visitors

Increased Customer Engagement

•  Learn more about customer 
interactions via audience 
measurement

• Promote online and mobile programs

•  Promote loyalty programs, gift cards,  
gift registry and websites

• Promote special events

• Provide the reason for a future visit
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Digital Signage in Vertical Markets
Here is a quick guide to how different 
vertical markets use digital signage:

    

•  Promote products and services to 
increase sales

•  Reduce the costs and delays of 
printing

•  Showcase products that can be 
purchased but may not be in the store

•  Analyze customer behavior, 
demographics, accurate customer 
counts

•  Personalize the sales experience, i.e., 
provide options for recognizing repeat 
customers 

•  Manage shelf labeling to update 
pricing, connect to inventory

•  Provide showcasing videos of how 
products and services are used

•  Advertise third-party products to 
obtaining revenue

•  Use internal communications for 
training, visual paging, emergency 
alerts

• Welcome guests

• Provide meeting/services information 

•  Provide directions/wayfinding, news, 
weather, local attractions

• Advertise third-party products

•  Reduce the costs and delays of 
printing

•  Create the ambience that is consistent 
with an up-to-date facility

•  Promote gaming features, 
entertainment, shopping, restaurants 
and lounges 

•  Provide directions/wayfinding

•  Update information on available 
entertainment

•  Display existing television ads/high-
end animated graphics, reinforce 
marketing messages and create an 
ambience consistent with a gaming 
environment

•  Reduce the costs and delays of 
printing

• Advertise third-party products

                     • Promote products and services

•  Use demos to create the ambience 
that drives sales

•  Use electronic shelf labels to update 
pricing, provide discounts for expiring 
products, promote product combos 

•  Capture demographics (e.g., older 
shoppers in the morning, men 
at night/weekends) and accurate 
customer counts

•  Personalize the sales experience—
providing options for integrating 
loyalty cards 

•  Advertise third-party products to 
obtain revenue

•  Use internal communications for 
training, visual paging, emergency 
alerts

• Maximize co-op dollars

•  Advertise and promote during the 
fill-up

•  Quickly grab the attention of busy,  
on-the-go shoppers

•  Make the most of the few minutes 
a customer is in the store to upsell/
cross-sell

•  Provide a modern, updated look 
and feel that appeals to on-the-go 
travelers, shoppers

•  Showcase perishable goods before 
they have to be thrown away

• Maximize co-op dollars

•  Promote products and service to 
increase sales

•  Reduce the costs and delays of 
printing

•  Provide the information and 
interactive experience that increase 
customer engagement and counters 
showrooming

•  Showcase products that can be 
purchased but may not be in the store

•  Analyze customer behavior, capture 
demographics and accurate customer 
counts

•  Personalize the sales experience—
providing options for integrating 
loyalty cards 

•  Manage shelf labeling: update pricing, 
connect to inventory

•  Provide showcase videos of how 
products and services are used

•  Use internal communications for 
training, visual paging, emergency 
alerts

•  Promote/merchandize new offerings/
services

•  Reduce costs and speed updates on 
changing rates, financial options

•  Create ambience, reduce perceived 
wait times, provide live feeds of 
updated financial information

•  Create an emotional connection to 
customers by showcasing stories 
on the personal impact of financial 
services

•  Analyze banking customer traffic 
patterns, create targeted messages to 

Hospitality

Food / Grocery store

entertainment/ 
casino

convenience stores /
Gas stations

traditional retail /
apparel

retail

bankinG
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specific groups (e.g., people cashing 
paychecks on Friday afternoon)

•  Use interactive touch screen displays 
to handle functions previously 
accomplished by a teller 

•  Use displays outfitted for 
teleconferencing to connect 
customers with an off-site expert

•  Train bank employees, eliminating the 
need to send trainers to individual 
branches

•  Provide directions/wayfinding/
updated directory

•  Create ambience using newsfeeds in 
elevator, waiting area

•  Use internal communications for 
paging, emergency alerts

•  Provide menu boards (e.g., in 
cafeteria)

• Advertise third-party products

•  Use internal communications for 
paging, emergency alerts

• Provide directions/wayfinding

•  Display class schedules, event 
information

• Provide news, weather information

•  Create ambience, reducing perceived 
wait times

• Educate patients on health issues

• Provide directions/wayfinding

•  Advertise third-party products for 
pharmaceuticals, affiliated health 
providers

•  Use internal communications for 
paging, emergency alerts (e.g., in 
hospital or clinic)

education

medical/ 
proFessional

corporate
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How to Position Digital Signage 
with SMBs
Digital signage is big—the impact on 
the typical small and mid-size business 
can be far-reaching. You know that. But 
what is the best way to get that across 
during the sales engagement?

Here are key things to keep in mind 
when you are presenting a digital 
signage solution to SMBs:

Educate 

Digital signage is top of mind to you—
not necessarily to your customer.

You might be lucky in finding a 
customer that truly understands the 
potential value of digital signage, but 
in general that’s rare. A retailer is more 
likely to be focused on the point of sale 
(POS) system, back office/inventory 
systems or security. A school is going 
to be focused on things like storage 
and instructional systems. You need 
to be aware of this and be prepared to 
educate prospects on the wide range of 
benefits digital signage can deliver.

Understand the Specific Problems  
and Issues

Every business has problems and 
specific issues that prevent that 
problem from being solved. In many 
cases, these problems are industry-
specific. Before you even begin to 
discuss a solution, be certain you 
understand the problems and issues.

Typical problems include:

•  Not enough sales, customers, guests, 
attendees

•  Not enough high margin sales, 
customers, etc.

• Not enough repeat customers

• Wasted inventory

•  High costs for marketing, managing 
pricing

Typical issues underlying these 
problems include:

•  Marketing and messaging is cluttered, 
poorly organized; no one has the time 
or resources to make it more effective.

•  There is no easy way to highlight 
products that are nearing expiration.

•  Signs and posters are infrequently 
updated because of the time and 
expense involved.

Understand the problems and—even 
more important—the underlying issues 
causing the problems, and then be 
prepared to connect the dots: show 
how your digital signage solution can 
address these issues and deliver value.

Talk Value

As you (1) educate about the value 
of digital signage and (2) address the 
industry-specific problems/issues of 
the customer, you must also (3) be 
prepared to talk value.

Be prepared to demonstrate how your 
digital signage solution will do the 
following:

• Increase revenues 

• Lower costs/increase efficiency

• Enhance the customer experience

• Increase the level of customer 
engagement

Address SMB Buying Criteria

SMBs are careful investors when 
it comes to technology. In order to 
be successful, you need to speak to 
specific SMB buying criteria. Be sure 
to touch on the following points in any 
sales presentation:

Total Cost of Ownership (TCO): When 
investing in any new technology, SMBs 
will focus on the initial acquisition 
cost. But increasingly they also look 
at the Total Cost of Ownership (TCO), 
taking into consideration the costs 
of acquisition, installation, operation 
and maintenance, usually over a five-
year period. Increasingly, as part of a 
TCO evaluation, SMBs look at energy 
consumption. Be prepared to talk 
TCO—in many cases this will work to 
your advantage if the initial acquisition 
cost is high.

Simplicity of management and 
administration: One of the most 
important points for any SMB is how 
simple a digital signage solution is to 
manage—including updating content 
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and performing system administration. 
Focus on all the bells and whistles that 
will simplify ongoing management 
such as remote, browser-based tools 
and predefined content templates. 
Remember, SMBs are resource 
constrained and may experience high 
employee turnover. Ease of use is 
critical.

Multi-function/integration: Digital 
signage is not going to be the only 
technology/application used by the 
SMB. Depending on the business 
there is going to be POS, back-office, 
inventory, accounting, security, etc. 
Showing how your digital signage 
solution can integrate with other 
systems and also do double duty 
(e.g., supporting security and pricing 
updates) should be part of any sales 
presentation.

Compliance: Regulations and legal 
requirements are a major issue for SMBs 
because of the scarce resources that 

must be allocated to comply with them. 
Restaurants may need to post nutrition 
information. Any business that takes 
credit needs to be aware of potential 
fraud issues. Posting emergency 
information is a requirement in many 
industries. Digital signage can help 
address compliance issues in a cost-
effective way.

Capacity/scalability: SMBs will want 
a digital signage solution that is “right-
sized” to their needs and will grow 
as their needs change. That means a 
solution that doesn’t force them to over-
buy now (and regret it later), but gives 
them the option to easily expand without 
having to make major reinvestments or 
jettison existing ones.

Resiliency/redundancy: When SMBs 
invest in a new solution, they expect 
tireless performance. They don’t want 
it to fail, ever. Highlight key reliability 
features (i.e., no moving parts, fans) and 
how that eliminates potential disruptions. 

There are more than two million 
digital signs in the U.S. alone and 
they are there because they work. 

diGital siGns enGaGe
customers
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Selling Scenarios 
You will encounter a variety of 
customers when selling digital signage 
solutions, ranging from a complete 
“greenfield” situation (i.e., the customer 
has no current solution and is not really 
familiar with what you are marketing) to 
customers who have existing solutions 
that they are not happy with, to 
customers who have existing solutions 
and want to move to the next level.

Here are these scenarios in more detail 
and how to take advantage of them:

Situation 1: Customer New to Digital 
Signage

A customer that is completely new 
to digital signage may be neutral, 
indifferent or possibly negative. With 
this customer it is important to probe 
to understand the different ways digital 
signage can deliver value and educate 
the customer on the different roles it 
can play in his/her business.  

Some questions you can use to get the 
conversation started include:

•  How do you now deliver marketing and 
sales information to your customers 
on premises (i.e., signs, posters, fliers, 

shelf labels)? What is your cost of 
producing these materials?

•  Do you believe the way you now 
deliver marketing and sales 
information is effective? Are you 
reaching customers? Increasing 
sales? Creating an effective customer 
experience?

•  Would it help your business to be able 
to easily change your on-premises 
marketing information week-by-week, 
day-by-day, hour-by-hour? Would you 
benefit from the ability to measure 
how your customers are interacting 
with this information, for example, 
breakdowns of who looked at what by 
gender and age? How many people 
are actually in your store at any given 
time? How long people spend in 
specific areas of your store?

Situation 2: Customer Currently Using 
Digital Signage, But Not Completely 
Satisfied

Today, there is a growing installed base 
of existing digital signage solutions, so 
be prepared to encounter a customer 
that currently has digital signage but is 
not completely satisfied. The customer 
may not have achieved the increase 

in sales or customer engagement 
that was expected. Or the customer 
may be frustrated over issues such 
as ongoing management costs or the 
ability to coordinate content. Finally, 
the customer’s business may have 
evolved in ways that make the current 
implementation ineffective, but the 
customer is uncertain how to update 
the solution.

With this customer it is important to 
probe to understand the underlying 
cause of the problems as to why the 
customer is not achieving his/her goals.

•  What are your most important 
objectives (e.g., attracting more 
customers, increasing sales per 
customer, lowering inventory costs)? 
How did you expect these solutions 
to support these objectives? In what 
ways have they succeeded? Failed?

•  How is your business changing today? 
How have your objectives evolved? 
What are the most important trends, 
competitive factors and business 
conditions that are impacting you?

•  What operational issues have been the 
most challenging to you? Creating and 
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You will encounter a variety of 
customers when selling digital 

signage solutions, ranging 
from a complete “greenfield” 
situation, to customers who 
have existing solutions that 
they are not happy with, to 

customers who have existing 
solutions and want to move to 

the next level..

publishing content? Managing and 
maintaining the solutions? Calculating 
their actual value in promoting sales 
and enhancing customer experience?

Situation 3: Satisfied Customer 
Looking to Evolve an Existing Solution

You may find yourself selling to a 
customer that currently has digital 
signage and is now looking to expand 
or evolve the solution. This could 
be the result of business changes or 
expansion. Or the customer may be 
interested in some specific feature or 
capability. Finally, the existing solution 
may simply be old and in need of a 
significant update.

With this customer it is important to 
probe to understand the precise nature 
of the current disconnects; how is the 
existing solution failing to meet current 
needs? Then move on to the future 
direction of the business and the best 
ways to evolve the current solution to 
address those requirements. As this is 

potentially an upsell situation, you will 
also want to take the opportunity to 
position the new capabilities that the 
customer may not be aware of, such 
as the easy and effective campaign 
management tools in Intel® RCM, the 
out-of-band remote management 
capabilities via Intel® AMT and the 
audience metrics and analytics that are 
possible with Intel® AIM Suite.

•  Tell us about how you currently use 
your solution and describe how it 
has met expectations, exceeded 
expectations and/or fallen short of 
your expectations.

•  How is your business changing today? 
How are your objectives evolving? 
What are the most important trends, 
competitive factors and business 
conditions that are impacting you?

•  There are many new capabilities in 
today’s digital signage solutions. To 
understand which ones that might 
be best suited to you, tell us what 

operational issues have been the most 
challenging to you.  

 -  Content: What kind of content do 
you generally publish and what 
would you like to publish?

 -  Management: How do you manage 
and maintain your solutions? What 
are your remote capabilities? What 
if the operating system fails on a 
device—can you remotely repair 
it?

 -  Analytics: Do you gather any 
analytics on who is viewing your 
content, when, for how long, etc.? 
Would information like that help 
you in marketing, merchandising, 
enhancing customer experiences, 
etc.?
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Digital Signage Solution Recipes
Developing a digital signage solution is a straightforward process—display, media player, content management software, 
connectivity and analytics — but your choice of ingredients can have a profound effect on the overall performance and 
capability of the solution. Everything matters, including processing performance and speed, power consumption, network 
throughput, storage availability and platform reliability. 

Here are three typical “recipes” for digital signage, ranging from entry-level, single-screen implementation with limited 
content needs to a high-demand installation with multiple screens and integration of live data feeds.

  BASIC  
Dual-display, HD local sourced 
content, secure and standard 
manageability, limited 
interactivity.

MAINSTREAM 
Multi-display, 2D/3D connected 
and targeted content, video 
analytics capable, full 
manageability and security, 
extremely interactive.

HIGH END 
Many-display, 2D/3D connected 
and targeted content, video 
analytics capable, full 
manageability and security, touch 
/ non-touch gesture and voice.

Typical Implementation Set up Dual display, plug and play Multiple screens, networked, 
looping

Multiple screens, networked, 
interactive

Content Still images, video at lower 
refresh rates

Still images, video Still images, video blended with 
real-time feeds

Processor Intel® Atom™ processor, Intel® 
Celeron® processor, Intel® Core™ 
i3 processor

Intel® Core™ i5 processor Intel® Core™ i7 processor

Perceptual Computing No Yes Yes

Decoder (typical, not all inclusive) 1920 x 1080 @ 30p 1920 x 1080 @ 60p 1920 x 1080 @ 60p

3D Capability No

- Single touch (typical)  
- Multi-touch (capable) 
- Media graphics 

Yes

- Multi-touch enabled 
- Perceptual computing SDK 
- Responsive media/graphics

Yes

- Multi-touch enabled 
- Perceptual computing SDK 
- Responsive media/graphics 
- 4K collage mode

Display Resolution (Typical) 1280 x 800 @ 60p 
1920 x 1080 @ 30p

1920 x 1080 @ 60p 1920 x 1080 @ 60p

Multiple Video Zones (Typical) No Yes Yes

Basic Touch Screen Interactivity Single (typical) 
Multi (capable)

Multi Multi

Gesture Interactivity No No Yes

CMS & Audience Analytics Intel® Retail Client Manager  
(Intel® RCM) and Intel® AIM Suite 

Intel® RCM and Intel® AIM Suite Intel® RCM and Intel® AIM Suite

Security -  Content graffiti
- Anti-virus/malware

- Intel® Trusted Platform Module      
  (Intel® TPM) 
- Content graffiti 
- Anti-virus/malware 
- Provisioning and updating

- Intel® TPM 
- Content graffiti 
- Anti-virus/malware 
- Provisioning and updating 
- Identity theft 
- Data theft 
- System theft 

Connectivity LAN/WiFi/WWAN LAN/WiFi/WWAN LAN/WiFi/WWAN

Management In-band management Intel® Active Management 
Technology (Intel® AMT)

Intel® AMT

Supported OS (Typical) Win7, Win8 Win7, Win8 Win7, Win8

Figure 1. Digital signage solution recipe.
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Remote Management
The fact that digital signage can be 
deployed anywhere is a tremendous 
benefit—but also a huge challenge. 
What do you do if a media player 
malfunctions? Or a screen goes blank? 
Sending someone to go onsite each 
and every time a problem arises is 
impractical and expensive.  

The answer to these challenges is 
to manage the network remotely. 
Compared to sending someone onsite, 
remote management saves cost and 
time. You can monitor and control every 
device on your network, collecting and 
cross-checking the information that 
will deliver both an understanding 
of overall network performance and 
specific issues related to individual 
equipment failure.

For many technology providers, 
providing remote management for 
digital signage networks offers an 
opportunity to earn significant revenues 
for a value-added service.

Traditional remote management 
consoles communicate with devices 
using standard networking capability 
(an in-band link). When equipment 
fails, the in-band approach significantly 
limits the types of problems or 
failures that can be fixed remotely. By 
contrast, a solution that uses Intel® 
vPro™ technology with Intel® Active 
Management Technology (Intel® AMT) 
enables management consoles to 
fix a wider range of systems issues, 
even when the operating system is 
down. For example, it’s possible to 
repair corrupted drivers, application 
software or the operating system for 
a nonresponsive signage system that 
won’t run or boot. The Intel technology 
uses an “out-of-band” link that 
operates independently of the “in-
band” channel of the computing system 
and provides persistent connectivity.

Intel® AMT also includes a feature 
called KVM redirection over Internet 
Protocol (IP). This permits the 
keyboard-video-mouse (KVM) on an 
IT console to control and display the 

graphical user interface (GUI) of signage 
systems in the field. No additional 
hardware is required. 

The Intel solution also enables proof-
of-play by capturing screen shots 
and time stamps at regular intervals, 
thereby providing evidence of what the 
system played throughout the day. 

For many technology 
providers, providing remote 

management for digital 
signage networks offers 

an opportunity to earn 
significant revenues for a 

value-added service.



Intel® Digital Signage
How to Sell Solution Guide

2

Why an Intel-based Solution for 
Digital Signage
SMBs are looking for solutions that are 
consistent with their vision of the future 
of customer interaction. They need 
solutions that offer flexibility now and 
for the future. Intel’s mission is to solve 
this problem, supporting the delivery of 
flexible, scalable technology solutions.

Intel architecture supports seamless 
integration of all processes and 
applications across the entire SMB 
enterprise. The common hardware 
platform offers unprecedented 
scalability to enable everything 
from the smallest digital sign to a 
sophisticated backend inventory 
management infrastructure.

All Intel processors today use a multi-
core architecture and offer a common 
language environment that enables 
developers to easily integrate systems 
with existing infrastructure—leading 
to a complete solution with little 
design hassle. The ability to port 
applications across all Intel chips 
provides the flexibility to seamlessly 
integrate devices, applications and 
processes. The time and money saved 
in implementing Intel-based solutions 
can be significant.

And Intel is ready with solutions 
designed to be managed and secured at 
the highest levels.

In other words, Intel architecture 
provides the values needed to solve 
the biggest challenges facing SMBs 
today. When deployed inside all devices 
and infrastructure, Intel architecture 
delivers the platform necessary to 
build the integrated experiences that 
enhance customer service, reduce costs 
and increase sales.5

Technologies Supporting Intel’s Value 
Proposition

The Intel® Intelligent Systems 
Framework (Intel® ISF) provides a 
common solution framework for easily 
connecting, managing and securing 

devices, specifying key ingredients than 
can be flexibly combined, including:

• Intel processor platforms (including 
Intel® Atom™, Intel® Core™ and Intel® 
Xeon®) and related technology 
like Intel® vPro™ and Intel® TXT, as 
well as a range of I/O for flexible 
communications

•  OSs including Microsoft Windows, 
Wind River® Linux, and Wind River® 
VxWorks®

•  Security including McAfee Embedded 
Control and McAfee Deep Defender

•  Remote manageability capabilities 
that support third-party management 
consoles

In addition to identifying the key 
functionality, Intel is ensuring the 
compatibility of compliant solutions, 
certifying solutions from members of 
the Intel® Intelligent Systems Alliance. 
Intel is also working with system 
vendors, ISVs and systems integrators 
to create cloud-to-device services that 
build on the framework.

Beyond that, Intel has introduced a 
number of technologies specifically 
designed to help SMBs (as well as larger 
organizations) implement solutions 
used across digital signage, digital 
security and surveillance, point-of-
sale and storage, and back office 
networking:

Intel® Active Management Technology: 
Compared to sending someone onsite, 
remote management saves cost and 
time. You can monitor and control every 
device on your network, collecting and 
cross-checking the information that will 
deliver both an understanding of overall 
network performance and specific 
issues related to individual equipment 
failure. For many technology providers, 
providing remote management for 
digital signage networks offers an 
opportunity to earn significant revenues 
for a value-added service.

Using integrated platform capabilities 
and popular third-party management 

and security applications, Intel® Active 
Management Technology (Intel® 
AMT) makes it possible to discover, 
repair and protect networked visual 
retail solutions. Components can be 
diagnosed and repaired remotely, 
ultimately lowering IT support costs. 
Signs can be powered up and down 
to save energy. Intel® AMT is a feature 
of Intel® Core™ processors with Intel® 
vPro™ technology and platforms based 
on select Intel® Xeon® processors.

Intel® HD Graphics: Graphics 
processing is essential to the success 
of any digital signage solution. Second-
generation Intel® Core™ processors 
have an integrated graphics processor 
that gives the platform the extra 
thrust needed for rendering video 
and animated graphics at the highest 
possible level, while also handling 
other tasks such as viewer analytics. 
Intel® Iris™ graphics, together with the 
4th-generation Intel® Core™ processor, 
significantly increases  the performance 
of the previous generation of Intel 
graphics, delivering capabilities 
resulting in faster rendering and more 
complex shading.6

Intel® AIM Suite (Intel® Audience 
Impression Metric Analytics): 

Intel architecture provides the 
values needed to solve the 

biggest challenges facing SMBs 
today. When deployed inside 
all devices and infrastructure, 
Intel architecture delivers the 

platform necessary to build 
the integrated experiences 

that enhance customer service, 
reduce costs and increase sales.
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Attaching a sensor—even a consumer-
grade webcam—to a sign and loading 
Intel® Audience Impression Metric 
(Intel® AIM) software to a connected 
PC is all it takes for any SMB to begin 
gathering sophisticated anonymous 
viewer analytics. Users subscribe to 
the AIM Suite service and just need a 
Web browser and login rights to view 
real-time data, customize reports and 
manage their devices.

PCI compliance authentication: 
SMBs need to ensure that the PCI 
(Payment Card Industry) security 
technology solutions they choose 
adequately protect their customers’ 
sensitive credit card information. Any 
digital signage solution implemented 
in a retail environment that accepts 
credit card data (e.g., an interactive 
kiosk) needs to be PCI-compliant. 

Intel provides the industry’s only 
in-line security gateway broker that 
applies data protection through 
tokenization for data sent to back-
end applications. The use of a proxy 
minimizes application changes by 
performing data protection on the 
application payload rather than coded 
in to the application itself. The broker 
sits between incoming sensitive data 
and communicates with back-end 
systems over standard protocols. It 
protects data on the wire before it hits 
the application architecture and acts as 
a central point for decryption and de-
tokenization.

Security: For any digital signage 
solution, there is a risk of an 
unauthorized person gaining access to 
the system and undertaking a range of 
nefarious activities, such as displaying 
inappropriate and/or unauthorized 

content; tampering with proof-of-play 
and proof-of-impression data (e.g., 
to collect revenue for advertisements 
that were paid for but not shown); 
displaying false alert messages; 
inserting bogus software patches or 
URLs; and more.  

Solutions such as Intel/McAfee 
Embedded Control and Deep Defender 
provide application whitelisting, anti-
virus and anti-malware protection, 
device management, and encryption—
all leverage the industry-leading 
McAfee Global Threat Intelligence. 



The Time Is Now

Digital signage is a relatively new 
medium, but it is unquestionably here 
to stay. In part, the technology itself will 
see to that:

•  Displays will continue to evolve: 
Each year sees new options that are 
thinner, lighter, more flexible and more 
energy-efficient. All of this will make 
it easier than ever to put a screen 
anywhere.

•  Processors will continue to evolve: 
The ability to combine HD video, 
graphics, interactivity and real-time 
audience analytics will be enhanced.

•  Networking will continue to evolve: 
Faster and more cost-effective wired 
and wireless networking options will 
create new options for deploying 
digital signage.

•  Intel® Retail Client Manager: Intel 
is committed to making Intel® RCM 
a vital engine of growth for the 
future of digital signage. Customers 
and resellers can invest in Intel® 
RCM knowing it will be available 
to address ongoing challenges in 
marketing and customer experience. 
Because Intel® RCM is optimized to 
run on Intel platforms—which are 
in wide use across the key markets 
in retail, hospitality, education and 
more—customer and resellers can be 
confident in the ongoing availability of 
a robust ecosystem of application and 
development support.

For all of these reasons, and many 
more, making digital signage part 
of your solutions offering is a smart 
strategy.

 

  1http://qwickmedia.com/news/nielsen-study-confirms-effectiveness-digital-signage-point-sale  

  2http://www.imsresearch.com/press
  3http://www.wirespring.com/dynamic_digital_signage_and_interactive_kiosks_journal/articles/The_2011_Digital_Signage_Pricing_Study__Costs_Fall_Another_5_6_-821.html
  4Intel research
  4The TCO or other cost reduction scenarios described in this document are intended to enable you to get a better understanding of how the purchase of a given Intel product, combined with a 

number of situation-specific variables, might affect your future cost and savings. Circumstances will vary and there may be unaccounted-for costs related to the use and deployment of a given 
product. Nothing in this document should be interpreted as either a promise of or contract for a given level of costs

  54th generation Intel® Core™ i5-4558U processor (28W, 2.4 GHz (turbo up to 2.9 GHz), 2C/4T, Intel® Iris™ graphics 5100 1.10 GHz, graphics driver 15.31.3063) compared to 3rd generation Intel® 
Core™ i3-3687U processor (17W, 1.9 GHz, 2C/4T, Intel® HD Graphics 4000 1.10 GHz, graphics driver 15.28.2875, 15.31.3063). For more information visit http://www.intel.com/content/www/us/en/
architecture-and-technology/hd-graphics/hd-graphics-developer.html#viewmore. 

  Requires activation and a system with a corporate network connection, an Intel® AMT-enabled chipset, network hardware and software. For notebooks, Intel AMT may be unavailable or limited o 
ver a host OS-based VPN, when connecting wirelessly, on battery power, sleeping, hibernating or powered off. Results dependent upon hardware, setup and configuration. For more information,  
visit http://www.intel.com/content/www/us/en/architecture-and-technology/intel-active-management-technology.html

  Intel’s compilers may or may not optimize to the same degree for non-Intel microprocessors for optimizations that are not unique to Intel microprocessors. These optimizations include SSE2, 
SSE3, and SSE3 instruction sets and other optimizations. Intel does not guarantee the availability, functionality, or effectiveness of any optimization on microprocessors not manufactured by 
Intel. Microprocessor-dependent optimizations in this product are intended for use with Intel microprocessors. Certain optimizations not specific to Intel microarchitecture are reserved for Intel 
microprocessors. Please refer to the applicable product User and Reference Guides for more information regarding the specific instruction sets covered by this notice.Notice revision #20110804

  Intel® vPro™ Technology is sophisticated and requires setup and activation. Availability of features and results will depend upon the setup and configuration of your hardware, software and IT 
environment. To learn more visit: http://www.intel.com/technology/vpro.

  Iris™ graphics is available on select systems. Consult your system manufacturer.
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