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ABOUT ME

• Education

• B.S. EE & Comp.E. Carnegie Mellon

• M.S. & Ph.D. Comp.E. USC

• Experience

• Northrop Grumman-Avionics & 
Medical Systems

• UC Irvine-EECS Professor

• Hiperwall Inc.-Chief Scientist
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ABOUT HIPERWALL
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Founded in 2008
Software based video wall systems
Sold though global dealer network
Sales around the world



THE BEGINNING

• In 2004, Falko Kuester and I 
won NSF MRI grant to build 
world's highest res display

• Highly Interactive Parallelized 
display Wall (HIPerWall)

• 200 Million Pixels

50 30" Apple Cinema Displays

25 PowerMac G5s
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THE TECHNOLOGY
The Hiperwall approach

utilizes parallel and 
distributed computing
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MEDIA COVERAGE
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OC Register
10/23/05

LA Times
8/13/07

CNN
8/20/07



NEW CAPABILITIES FOR 
COMMERCIAL MARKET

• Screen Sender - show screen 
of any PC on wall (web pages, 
PowerPoint)

• Environments - save and 
restore the state of the 
content on the wall

• Slideshows - step through 
multiple content objects

• Scheduling - content displayed 
at specific times
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FRIENDLY USER INTERFACE
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ACHIEVEMENTS
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Kenmore Live Studio

Brussels Airport Water presentation to
Congresswoman Napolitano

Free Speech Display 
at Calit2/UCI

Information Week's Startup of 
the Week, 1/24/09 > 100 Installations Worldwide



HIPERWALL 3 ANIMATION
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COMPANY FORMATION

�11

Jeff Greenberg 
(CEO)

Dr. Sung-Jin Kim
(CTO)

Dr. Stephen Jenks
(Chief Scientist)

Hiperwall Inc.

Productized the software:
easy to use

 added useful features

Had partnership with Samsung:
distribution worldwide

Samsung did tech support

Didn't need VC funding



PRODUCT VS. RESEARCH
• Research tests theories and implements ideas. 

• Products must work all the time, every time. 

• Products should be easy to use. 

• Products must meet customer needs.

• Products need support. 
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DIFFERENCES BETWEEN CUSTOMERS 
AND YOUR RESEARCH COLLEAGUES
• Your colleagues are in the same field and interested in 
your work.

• Colleagues know your work is research, so bugs are 
tolerable.

• Willing to spent time to learn and evaluate your work.

• Customers are just as committed to what they do as 
you are to what you do. 

• But the product is a tool to them.

• Can't spend much time learning it. 

• Just want to use it!
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CUSTOMER SUPPORT IS CRITICAL

• Customers need someone to call or email if they have 
problems. 

• Difficult to handle for a startup. 

• Need a phone number, not just an email address. 

• Respond quickly

• We have trained dealers who provide 1st and 2nd level 
support. 
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SUPPORT CHALLENGES

• We make software

• Yet many problems are hardware 
related

• Can't control the platform

• Network configuration is a challenge. 

• Must have a good manual, even if 
rarely read.

• Maybe online support tools will help, 
but depends on customer type. 
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TECH STARTUPS CAN BE 
ROUGH

• Component company

• Makes a tech component of a larger product

• Deals with integrator, not customers (mostly)

• Not much product control

• Fewer support issues

• Customer facing company

• Makes product used by customers

• Control over features, pricing, distribution.

• Must support customers and resellers

• You need to be flexible. No "not my job!"

• Personalities can lead to failure. �16



STARTUP REWARDS
• Startups are a nice change from 
academia.

• Working on a product as a team.

• Quick turnaround to get to 
customers.

• Direct feedback on quality and value.

• Pay tends to be better

• Startups often fail, but the 90% failure 
rate is misleading.

• Highly recommend a startup

• Make a great product and sell it!
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COMPANY INFO

• http://www.hiperwall.com

• Twitter : http://twitter.com/hiperwall

• Facebook: Hiperwall

• Presentation: http://www.stephenjenks.com/?p=571
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