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retailers can achieve continuous ROlon their conversion to GE LED 
lighting while providing a strategic platform for the connected retail 
store o f the future. 

To help retailers increase in-store Irarric and basket size, GE and 
ByteUght are connecting smart LEDs 10 digital marketing platforms 
to detiver contextually relevant content and create social shopping 
exper iences. For example: 

• Welcome repeal customers with personalised shopping lists as they 
approach the store front, then provide an easy- to- follow map to 
optimise their shopping time 

• Offer coupons and promotions. based on shoppers' position and 
direction in the aisle combined with shopping history 

• Presen t customer reviews, play product information videos and 
connect on -demand with vir tual associates to make brand choice 
easier 

"The use of GE's LED fixtures lor location -based services brilliantly 
demons trat es how LEOs can go beyond the traditional ROI of energy 
and maintenance savings to fundamentally change the way people shop 
by com~.inlng data .~ith location." said Jerry Duffy, General Manager of 

Global Product Management at GE 
Lighting. "Sy teLigh"s technology 
ensures a cost-effective approach 
for indoor location by not requiring 
additional hardware infrastructure 
beyond the lights themselves. · 
Launched In 2011, ByteLight's 
patented LED indoor location 
technology provides slgniflcant 
a'dvanlages to both retailers and 
shoppers: 

• Uses existing lighting 
Infrastructure rather than 
requiring additional equipment 
like beacons, bringing faster ROI 
to LEO deployments 

• Determines the precise location 
and direction of shoppers 
anywhere there is light with 
accuracy wi thin three feet 

• Reaches every connected 
shopper that has a mobile device 
equipped with a camera and/or 
Bluelooth® Smart technology 

• Reduces main tenance costs 
by being battery-free, since 
ByteLight is powered by the light 
fixture 

"The value proposillon for 
LED lighling is becoming less 
about Illumination and more 
about innovative applications 
and services that digital light 
enables." said Dan Ryan, CEO 
and Co-Founder of ByteLight. 
' We're excited to work with GE 
to help reinvent LED lighting into 
a platform for Indoor-location 
services that will revolutionise the 
in-store shopp ing experience and 
make LEOs playa strategic role in 
the connected retail experience ,· 

LASERWORLD APPOINTS NEW STAFF 

Ocr·Dec; 1014 

Sabrina Mitchell and Benjamin 
Welzenegger ere the new Marketing 
Ass/stants at Laserworrd 

The importance of a compelling 
online presence In texl. 

picture and video increases with 
every year; Laserworld is glad 
to: welcome Sabrina Mitchell 
in ils marketing department. 
As a Marketing Assistant. she 
supports the existing team for 
online media in their work and 
will be responsible for the web 
presence of several projects and 
subsidiaries. 

"Thanks to her knowledge' and 
experience in design and media 
technology, Mi tchell will be an 
asset to our marketing team and 
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we expec t new impulses from 11er in order to further 
boost the LaserwQrld brand g lobally," expla ined 
Norbert Stangl~' Sales ' and Marketing Director of the 
Laserworld Group. 

For Benjamin Weizenegger. th ere will be terms such 
as ' web development'. ' search eng ine optimisation ' 
and ' target group ana lys is ' that will accompany 
him in his wo rk . As a Marketing Assistant. he will 
be primarily responsible for the development o f 
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Laserworld's international websites, as well as for 
the supe rvisi on of o ther projects. 

"Due 10 his broad knowl edge in various subjects, 
such as content management , internet journalism 
and web 2 .0 , Weizenegger is an ideal fit for our 
market ing team,' exp lained Stangl. "H is employment 
is a furt her step towards expanding our marketing 
department sustainably with versatile employees 
who help us move forward in many aspects. " 

HB-LASER 
GROUP 

MERGES WITH THE LASERWORLD 

H B-Laserkomponenten GmbH is now a member 
of the Laserworld GrouP. underlining Laserworld 

being the world leader in the field of manufacturing 
and distribution of show laser light systems. 

Martin Werner. CEO at Laserworld, accompanied 
several acquisitions and new foundations o f companil;ls 
in the Laserwo rld Group in the pas t years, where he 
sees an obvious trend: "In an Increasingly difficult 
niche market , consolidating is essential to configure 
in a way 10 be compe t itive and at the same time 
provide products that perfectly meet the requirements 
of the customers. Achieving this in such a specialised 
Indus try like ours is on ly possible Witll a strong team 
of highly qualified individuals: Laserworld provides the 
ideal framework for this!' 

Th e company network already spans the whole world. 
The very companies maintain their independence, 
identity and brand structures, but can further focus 
on their core bus iness fields. HB-Laser. one of the 
leading suppliers in the German market. perfectly fits 
this phil osophy: about 25 years ago, Harald Bohlinger 
founded HB-Laser and is undoubtedly one of Ihe 
veteran compan ies in the show laser light industry. 
The core competencies are nol on ly the development 
and manufacturing o f professiona l show laser light 
systems but a lso multimedia and laser show production 
services. HB-Laser has been awarded with over 32 
national and internationa l awards already. 

The new structure of the Laserworld Group brings 
up promiSing po tential. The already well -established 
marketing st ructures , as well as the dense sales 
network o f Laserworld. become infused by HB-Laser's 
experience and knowledge on the technical level. as 

OSRAM TO ACQUIRE 
CLAY PAKY 

O SRAM is set to strengthen its position in 
entertainment lighting, having agreed to acqu ire 

Clay Paky - a maker of lightingior shows and events. 
The pro fitable company from Northern Italy is privately 
owned and recently generated annual sa les o f more 
than €6D mil! ion. Its product s include movi ng heads, 
follow spots and projectors, whi ch are used at live 
concerts. in theatres and studios. as well as in the 
area of archi tainment. 

Both parties agreed not to di sclose financial details 
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well as with customer support in project plhnning and 
implemen tation of laser show and multimedia show 
product ions. Further synergistic elfecls can also be 
achieved in many oth~r areas. such as development. 
manufacturing. purchase. log istics and sales. 

Lutz Bartl. CEO at HB Laser, expeCts more than one big 
slep forward: "Despi te substantiat jl1arket changes in 
our industry over. the past years, we at HS-Caser were 
always up to date with innovations: we ·drove them 
forward and developed new produc ts and solut ions. 
We also saw Laserworld completely cha nging the show 
laser light markel in a very short time . We are now 
in the position to participate in this and increase our 
presence in the market and industry. The advantages 
for our custo mers are more than obvious!" 
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