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It’s about trust.
Our customers put their  
reputations on the line when  
they bring us into their schools 
and businesses.

They look to us to help them do 
a tough job exceptionally well. 
They expect us to know where 
they need to go right out of the 
gate, and they believe we’ll take 
them there. Plus they want to 
know they bet on the right horse 
five-ten-fifteen years from now. 

If we don’t deliver, they pay  
the price.

That’s why they have to trust us. 
And that’s why we take this work 
seriously.

We have no time for weakness.

We despise silos.

We hate stupid.

We’ve got zero tolerance for 
people without conviction.

We interview a lot of people,  
but we don’t hire a lot of people. 
We expect you’ll do whatever it 
is you are here to do better than 
anyone else.

If not, go do it somewhere else.

Still in? 
Nice. Read on.



Why Madison? And what’s with the name?
Monty Schmidt graduated from the UW Madison 
School of Engineering. One day in 1991, he  
walked away from his day job to give birth to Sonic 
Foundry in the back room of his Johnson Street 
apartment at 2:30 a.m. in a drunken stupor. He  
pioneered $25.00 shareware Sound Forge* and  
for the first time ever, the Average Joe with a PC 
could manipulate digital audio.

He was doing very well with this mail-order  
business. He brought on a few developer friends.  
Did better still.

The strategy back then was to make Windows-
based editing software for music, audio and video 
to automate production. That approach successfully 

upset the status quo with a one-two punch of serious 
innovation and technical excellence.

One day, along comes this company called  
Macromedia (now Adobe) who thinks it might like  
to buy our little gem. A guy named Rimas Buinevicius 
hears about this and meets up with Monty just as a 
big question is formulating: do we sell or do we build 
a company?

You can guess the answer.

For a good long while then, we devoted ourselves  
to the front end of media production and editing. 
Meanwhile, the market was changing. This internet  
thing was taking off. Suddenly companies like  
Microsoft and Real Networks were asking us if  

we did webcasting, and there were all these 3rd party 
companies springing up who did.

We had visions of becoming an uber transcoder.  
Any video format comes in and any video format 
comes out. We started making the tools of choice for  
streaming audio and video on the web. And we could 
have stayed there, but we looked for a different path. 
One that was focused more on helping business, 
education and government solve bigger communi-
cation and knowledge management problems. Key 
parts of this strategy better start sounding familiar  
to you by now.

And why are we still in Madison?  
Why wouldn’t we be?

* Monty wanted a name that you wouldn’t normally put together with software. A name that said “we make stuff.” What makes stuff? A foundry. And what’s in a foundry? A forge. Forge sound. At the Sonic Foundry. Get it?



So the ‘90s were pretty damn good to us.
Kicking ass and taking names
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 launch ACID at Comdex in Vegas, including a 
 Joe Walsh concert at the launch party and hiring  
 picketers to protest “the end of music as we  
 know it”

 introduce first music player for Microsoft

 IPO on the American Stock Exchange as SOFO 19
99

 launch Siren Jukebox, iTunes before there was iTunes,  
 in response to project request from Hewlett Packard

  launch Vegas

 Sherman Hemsley (aka George Jefferson) hired as  
 spokesperson, cuts a CD with 3 ACID tracks

 in November, we were $6/share, $100 million  
 market cap

 450 employees company-wide, with more than half  
 in Madison

 host holiday party at Café Montmartre on the square  
 and our Dutch employees bring everyone wooden shoes
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S in March 2000 stock hits $64/share, $1.7 billion  
 market cap

 buy STV and International Image (which Deluxe –  
 you know, the ones with the logo at the end of  
 movies – goes on to buy in 2003), become Media  
 Services company with 3 divisions, software to  
 encode new media and post production services

 host holiday party at the Orpheum, followed by  
 Monty receiving thank you card from random  
 couple who just happened in and decided to stay

 raise money for charity by shaving RB’s head

You know what’s next: 9-11 and the burst of the .com bubble. Our stock price 
plummets. Revenues fall. Spending dries up. And the market tells us they don’t 
like our business strategy anymore.

Enter Mediasite.



Meanwhile at Carnegie 
Mellon University...
A group of CMU engineers were trying 
to solve a problem that was ahead 
of its time: how do we make video as 
searchable as text? Keep in mind, this 
was 1994. Google didn’t exist yet.

Over the next 3 years, Carnegie  
Mellon makes some serious advances 
in that kind of search, but they also 
realize what a pain in the ass it is for 
the average person to create digital 
content in the first place.

They, like Sonic Foundry, are in the 
business of better-faster-easier  
and knew if they could invent a way 
to completely avoid complicated pro-
duction, then the average user would 

create enough content that they’d 
need to search it. A couple dedicated 
developers create a prototype called 
MediaSite Live* that automatically cap-
tures video, audio and visual aids and 
streams it to people over the internet.

The university forms a spinoff company 
around that technology and in March 
2000, Sonic Foundry buys it.

*What’s with the “MediaSite Live” 
name? At first, that’s what we thought 
people (namely Real Networks) would 
use Mediasite for: going live. Now we 
know better. Oh btw: it is now capital 
‘M’ lowercase ‘s’ thank you very much.



Our two 
tenets 
and the importance of

being 
first

Back then, we saw how formats like PPT were replacing business plans, and 
how it was really the speaker that anchored those slides. We knew videocon-
ferencing could be hit or miss, and cobbling video together with PPT was a 
nightmare. Companies like Real Networks told us so. They were trying to put 
live events online and they said, “Know what? Make us something that makes 
it easy to put the presentation together with the talking head.”

The first Mediasite ML Recorder came to life on a Dell box running version 
2.0b in Jaeck’s office in October 2002, and we do mean first.

For the very first time, presenters didn’t have to submit their slides ahead of 
time. They didn’t have to change the way they present – which to this day 
remains one of our main tenets.

Our other main tenet is get the presentation to the consumer as fast and 
with as little post-production as possible, and for the first time anywhere, 
we were streaming the presenter live, synched on the fly with their visual aids, 
and creating a real time library as we went. No one had seen that kind of ef-
ficiency in streaming audio, video and graphics before.

And we’ve got the patent to prove it.

We predict this kind of presentation will become core to work and school, with 
people recording lots and lots of them to teach and train across the internet. 
We decide knowledge management is where the action will be.

In February 2003, we sell our music and video software business to Sony and 
give our full attention to Mediasite. We get serious about selling both software 
and hardware to the enterprise and graduate to real fulfillment. We move 
downtown with a small but mighty troupe of just 29 believers. It is news. It is 
controversial. And you’ll still meet people at trade shows who are pissed at us 
for doing it.

But it was the right thing to do. Get over it.



They choose us because:
 We’re reliable.

 We’re the simplest to use.

 And we’re complete. Be it our  
 platform or services, we never,  
 ever leave them hanging.
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. We knew we were onto something great when 
the first few Mediasite customers told us so. 
Their feedback was a big influence on us. Still 
is, because they’re still customers.

To this day, we believe that rich media-web-
casting-streaming-lecture capture-whatever 
you want to call it- is going to be an everyday 
part of the way people communicate.

We believe there’s a huge untapped market 
for live and on-demand content that anyone 
can create and watch, wherever and when-
ever. Particularly in education where we own 
more market share than anyone else *.

But how are we going to own this market? Are  
we really any different from the other guys?

You bet your sweet ass we are. You get 
what you pay for. And if you think we’re just 
talking about the box, you better think again. 
We’re one of the first companies with a true 
enterprise media app. That’s what our  
customers are paying for, and depending on 
who you talk to, we’re still too cheap.

Think Nike. Better yet – BMW. 
Sure any car will get you across town, but  
would you trust it on the Autobahn? Our  
customers don’t.

*(41% to be exact, but we won’t rest until 50%. Nah. Won’t rest then either.).



Who we are...
No matter what we code, market or sell, always:

1. Be a pioneer, not  
 a follower.
 We’re here to solve problems in
 groundbreaking ways, and we’ll  
 never change the way the world  
 communicates if we don’t push  
 to do and be better.

4. Be passionate.
 Don’t let the office décor or lack of dress code 
 fool you. We play hard and work hard, and 
 we expect you to be self-sufficient. You won’t 
 hear it enough from this point forward, but know  
 that your efforts are greatly appreciated. 

 If your work always feels like work though,  
 something’s not working.

3. Conquer with integrity.
 Our customers want to work with us for 
 our experience, know how and dependability.  
 That means we can crush our competitors  
 without badmouthing them. Take the high 
 road. Always.

2. Work smart.
 Avoid the Stupid Tornado.* That means 
 asking the hard questions, even when it isn’t  
 popular. See, we’re not always nice, but we  
 are always knowledgeable. And we’ll go against  
 the grain if it’s the right thing to do. Because at  
 the end of the day, we refuse to ship stuff that  
 sucks. If it isn’t smart, we just won’t do it.

 * See the May 2008 All Employee Meeting for details.



...and where we’re  
going.
Education is our reason for being. 
We want to power people’s knowledge online. We webcast  
conferences where people share their expertise. Our first customer 
was York University. Colleges have always been more than half  
of our customer base. Our founders met at UW. Mediasite started 
at Carnegie Mellon. We’ll give you paid time off to tutor kids.  
We sponsor internships and scholarships. Seeing a theme here? 
We believe deeply in education.

So let’s be the Bono* of webcasting. Let’s build a business 
that is true to our core values, one that ultimately educates the 
world. Let’s build a company that makes the earth a smarter  
place through technology.

How to do it?

Uphold our  
4 values.

Keep pushing  
the envelope.

Hold each other  
accountable.  

Keep an open mind,  
stir the pot,  

come to consensus,  
blaze forward.

Share what  
we know as one of  
the world’s experts  

in rich media.  
Really.

Get important  
people to say nice  
things about us.  

People like customers,  
analysts, even  
competitors.

Sell all over the  
world, and bring these  

users together.

Stay focused,  
rinse, repeat.
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 In May 1983, U2 played Steve Wozniak’s 

US Festival in San Bernadino, California. 

Unbeknownst to each other, both Monty  

and Rimas were there.

Coincidence? We think not.



What the 
world 

will be like
(if we have anything to say about it).

ishpada.
igbo.

hallo.

Çituria?
iiti.

maido.

ayú.

allo.

xmandyu.

selam.

négalinio.

salaam.

hola.

laphi.

hello. yaa.

parev.

zdarow.

ndabanta.

nomoskaar.

Ten years from now, the world is more knowledgeable, more connected because of 
us. People around the globe are communicating more. They better understand 
where each person is coming from, and that inspires comprehension, cooperation, 
compassion. All through sharing their knowledge.

 Every classroom, every meeting hall, every Kinko’s, every conference room has  
 Mediasite in it, just as you see projectors now.

 Every minute of every day, millions of students around the world log on to 
 watch class via Mediasite.

 In every country on the planet, the most talented researchers mediasite their 
 findings to spur major breakthroughs in science and medicine.

 Mediasite catalogs are standard operating procedure for every HR, customer 
 service and training department.

 Every CEO can mediasite from his or her desk.

 No one even thinks of holding a conference without calling Event Services to 
 put each presentation online.

 Airline travel and greenhouse gases are down worldwide; profits, grades, and 
 company morale are up – thanks to us.

Ten years from now, we’ve successfully put a human face on knowledge online.
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