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An end-to-end digital 
signage solution as reliable 
as it is revolutionary 
A revolution in the way messages are communicated 

Time was when businesses needed to communicate a message, they created a sign.  Whether it 
was a piece of paper tacked on a bulletin board, a roadside billboard, a written menu board or a 
printed banner, the messages they were communicating couldn’t easily be changed once the sign 
was created. Businesses that needed to change their messages frequently used marquee boards 
and crossed their fingers that they had the right letters of the alphabet to say what needed to be 
said. But times are changing. Businesses now have the option to use electronic displays to deliver 
targeted messages quickly and to change those messages easily. Marketing communication is 
changing but one thing is certain, the use of electronic displays to deliver information is drastically 
changing the way that businesses communicate.  

Opportunity abounds 

As expected from a revolutionary product, the market for digital signage is growing and projected 
to grow at an increased rate in the future. In the U.S. and Canada, sales of digital signage displays, 
players or PCs, software and services are expected to reach $1.5 billion in 2013. By 2016, 
worldwide sales are projected to reach $7 billion.   

Who is investing in digital signage? 

It’s no surprise that the ultra-competitive retail vertical, with its strong need to attract and retain 
customers, make up 37% of the digital signage market. In a 2011 study, 40% of retailers reported 
plans to adopt digital signage3. Other verticals who are finding the digital signage value 
proposition worth the investment include hospitality, corporate, education, medical, and 
transportation.   

A better customer experience is now the rule 

Sixty percent of retailers surveyed3 cited the “customer experience” as the main driver for the 
growth of digital networks in their stores. Customers today are media savvy and expect the 
content they access to be relevant and personalized. To be successful, retailers must adopt an 
omni-channel strategy by creating a retail shopping environment as compelling as and integrated 
with their other shopping options like online and mobile applications. One-size-fits-all models are 
no longer effective to be a sales leader in the retail market. 

  

n Services 

n M2M Cellular Modules 

n Software for Networked Digital Signage 

n Displays 

1  Source: IMS Research, now part of IHS Inc. 
2 Other category includes stadiums, exhibition and 

street and excludes digital cinema and 
commercial outdoor applications 

3  Source: Aberdeen Group, February 2011 
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The beauty of flexibility 

Businesses that do adopt digital signage will not only improve their customer experience, but will 
also reap the benefits of flexible communication. With the ability to individually control content 
down to a single screen, retailers can tailor messages by time of day or location to take advantage 
of localized demographic trends. With such dynamic content capabilities, a single screen can 
replace multiple printed posters. Companies can even use digital signage during customer off-
hours to communicate to employees. 

The bottom line benefit 

The ability to centrally manage thousands of signage locations not only saves money but ensures 
the consistency of the information communicated and compliance with corporate brand 
standards. The metrics created by analytical software have proven digital signage increases sales 
of promoted items guaranteeing a favorable return on this business investment. 

Oh the places signs will go 

With its inherent flexibility, the uses for digital signage are seemingly endless. Any location where 
there is a need to communicate with customers is a possible use case scenario for digital signage. 
The table below lists some of the more popular installation scenarios. 

Use Case Scenario Placement Uses 

Informational kiosk/ 
Interactive sign 
 

High-traffic locations and dwell points 

Assisted shopping areas 

Double-duty “attract loop” 
provides signage content and 
call to action 

Large screen  
deployments 

High-traffic locations and dwell points 

 

Video-based promos,  
entertainment, brand 
experiences 

Shelf signage 
 

Eye-level for maximum engagement Call-to-action, promo point of 
purchase 

Window signage 
 

In windows facing the street or mall 
concourse  

Can be made interactive; 
turning the window into a 
touch screen 

Checkout signage 
 

At the checkout counter Spurs impulse purchasing 
at checkout 

Digital signage in action 
Lee's Sandwiches in the U.S. has begun 
deploying the digital signage solution 
offered by HP and Scala.  Go to the Lee's 
Sandwiches Case Study.   



Brochure  |  HP Digital Signage 

4 
 

Digital signage solution components 
A comprehensive digital signage solution has four components – hardware, software, content and 
integration, and installation. HP and Scala have partnered to offer an end-to-end digital signage 
solution that puts eye-catching professional digital signage within reach for both large and small 
businesses. Our partnership brings together HP’s global presence and hardware reliability with 
Scala’s software reliability and proven experience in digital signage to provide a more 
comprehensive digital signage solution.  

Hardware 
In digital signage solutions, hardware includes digital displays, digital signage players, and 
mounting and cabling hardware. HP, renowned for hardware reliability, brings a variety of digital 
displays and digital signage players to a comprehensive digital signage solution. HP’s latest digital 
signage displays are thinner, smarter, and more connected than ever for full-featured, attractive 
and engaging digital signage. Both the 42- and 47-inch diagonal models are available with 
optional touch screen technology for delivering dynamic interactive content. The HP MP4 and MP9 
Digital Signage Players are easy-to-deploy digital signage players pre-installed with a Windows 
Embedded OS optimized to provide high performance digital signage playback. Their space-saving 
design makes them ideal for mounting behind a digital display to maximize available space in a 
kiosk or cabinet.4 

Software 
The software component of a digital signage solution is needed to drive the content displayed.  
Scala’s digital signage software creates, manages, and distributes targeted information, 
entertainment, merchandising, and advertising to networks of centrally-managed digital displays. 
Scala Player provides a stable and reliable platform for digital signage playback – 24 hours a day/ 
7 days a week/365 days a year.   

Content and integration 
Content and integration are a third component of a comprehensive digital signage solution. Scala 
Designer enables the creation of stunning multimedia digital signage content utilizing motion, 
color, graphics, text animation, video, sound design, and special effects. Users may prefer to use 
professional creative agencies or digital signage specialists for more sophisticated content 
creation including data-driven user templates, Flash animation, and interactive multimedia. Scala 
has over 400 certified partners in over 100 countries who can help assist in content creation and 
integration of your digital signage system. Scala Content Manager offers broadcast distribution, 
scheduling, and management of digital signage content with an easy-to-use, internet-based 
interface.  

Installation 
Installation of a comprehensive digital signage solution includes mounting and cabling the display 
screens including electrical wiring if necessary. Architectural integration or construction of fixtures 
and custom enclosures may also be required for some custom installations. Installation services 
would be a value-added service provided by a digital signage solution provider. 

4  Mounting hardware and optional features sold 
separately or as add-on features.  
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Why HP and Scala? 
The end-to-end digital signage solution created by HP and Scala offers benefits digital signage 
customers should consider. 

• Flexibility of the platform – A variety of HP hardware options and the ability to customize and 
personalize with Scala software 

• Ability to be unique and creative – Express yourself with software from Scala -- add relevance 
with personalization and social media integration 

• Reliability – Proven reliability in all types of environments 

• Scalability – Easily add new HP hardware using the Scala software platform 

• Global service and support – HP provides a complete lifecycle of services and support across the 
globe to help you rest assured you can take complete advantage of your digital signage solution.   

• ISV Certification – Scala has tested and built software images and installers specifically tuned 
for the HP MP4 Digital Signage Player.   

Join the digital signage ecosystem 

With its potential for growth, the digital signage market may offer a unique opportunity for your 
organization. At the core of a digital signage ecosystem is a digital signage solution provider, 
orchestrating delivery of the components of a comprehensive digital signage solution to the 
customer. Does the digital signage opportunity fit your current business model? If you’re already 
in the business of providing similar services, joining the digital signage ecosystem might be the 
right fit for you. 

Hardware procurement 
Do you currently procure PCs for your customers? Digital signage hardware including digital 
displays, PCs, thin clients, and dedicated digital signage players are often procured through the 
same distribution channels as general office technology. If you’re buying technology for your 
customers, you may be able to leverage your current core competencies and distributor 
relationships to supply their digital signage hardware. 

Content management software 
Do you currently provide software or software services for your customers? Digital signage 
solutions require player software – either on-premise, Enterprise or as a service (SaaS). If you’re 
already providing software services for your customers, digital signage software services may be 
a natural extension of your current business model. Digital signage software providers like Scala 
offer easy-to-implement affordable digital signage software solutions that will meet the software 
needs of your customers.  

Installation, fixtures and construction 
Do you offer installation services to your current customers? Digital signage installations require 
planning and scheduling of installations, mounting and installation of hardware, installation of 
network and video cabling, configuration, setup, and testing. Construction of fixtures and custom 
displays that integrate architecturally may be required in more complex installations. The digital 
signage business might be a great growth area for your business if you currently perform 
installations and could manage requests for custom construction elements within an installation.

Via Distributor 
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Content, creative and marketing strategy 
Content can make or break a digital signage project. Digital signage should be a natural extension 
of your customer’s brand so it often makes sense to go beyond DIY content design software and 
invest in a creative marketing agency or specialist to ensure you’re providing a well-conceived and 
properly executed strategy to deliver the right content to the right people in the right places. If you 
don’t possess this skill set in your current business, consider partnering with a creative marketing 
agency to complete your comprehensive digital signage solution offering. 

System integration 
Are you currently providing your customers with network operations services? Digital signage 
solutions will require a network and all the concerns that come with network operation. If you 
already have IT personnel and operate a network operation center (NOC), you possess the 
infrastructure to ensure that your customer’s digital signs are online and centrally manageable.    

Consulting 
Effective digital signage starts with an understanding of your customer’s communication needs 
through a thorough needs analysis. If your business is great at asking the right questions to 
ensure your customers get what they need, it may make sense to expand your consulting offering 
into digital signage. 

Support 
Do you provide support services to your current customers?  Digital signage solutions need 
maintenance and repair. Customers interested in deploying a digital signage solution may require 
your support. If you already employ service personnel and operate a service desk, you have the 
critical elements you’ll need to support digital signage solutions for your customers. 

Now that you have a basic understanding of what it takes to deliver an end-to-end digital signage 
solution, you can assess your company’s match with the digital signage market. Where do you fit?  
Can you leverage your existing expertise? Could you engage partners to expand your offering?  

Who are your current customers? 
Next take a look at your existing customer base. Assuming they are satisfied with your current 
business offering, they are the best source of customers for your expansion into digital signage. 
Have you analyzed your existing customer’s verticals? What are their business needs? Could 
digital signage help them meet those business needs? If your current customers are in retail, 
hospitality, corporate, education, medical, or transportation; chances are they may reap 
measurable benefits from a digital signage solution.   

Ecosystem profitability 
You can’t be everything to everybody. Focus on your strengths. With the greatest profits found in 
digital signage services including integration, customization, consultation, and creative; it’s the 
uniqueness of your customer’s communication needs that drives the value you can provide by 
joining the digital signage ecosystem. 

If you’re interested in exploring how your company might fit in, do your homework. You can learn 
more about digital signage by going to,  

hp.com/go/digitalsignage 

scala.com 

digitalscreenmedia.org 

digitalsignagefederation.org 

cetworld.com 

digitalsignageexpo.net 

gorspa.org 


