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Who's afraid of the little black box?

Wireless begins...
Having started his career in the ligh  ng 

industry in 1993, Niclas had the dream 

to become a DJ. A! er that didn't work 

out quite as he planned, he decided that 

instead of being a DJ, he would provide for 

DJs, thus, Disco and Company was born. 

A company that would eventually come 

to be known as Interlite AB and who are 

now the o"  cial distributors for brands 

such as Clay Paky, MILOS, Avolite and D.T.S 

in Sweden. He explains, “I wanted to sell 

things to the nightclubs and DJs in the 

beginning so we sold and rented mainly 

DJ/disco equipment (e# ects, turntables, 

cd players). Step by step the company 

started growing and before we knew it, 3 

years had passed and we were doing well 

enough to start buying directly from a few 

manufacturers in Italy. A! er Interlite took 

o# , in 1997, we stopped all the rental and 

only did selling and I started to focus more 

on lights.”

It was from Interlite AB that Wireless 

Solu  ons was born. The idea Þ rst struck 

Niclas in 2001 when his part-  me engineer at 

Interlite took longer than required to design 

a PCB board which pushed Niclas to take it 

upon himself to get wireless o#  the ground. 

The Þ rst o"  cial launch of products happened 

at the now defunct SIB exhibi  on which, at 

that   me, was the largest light show in Italy. 

At that   me Interlite was distribu  ng SGM 

and borrowed the companys' booth space 

to display the wireless prototypes which 

were, as Niclas says, “One really ugly metal 

box and two small plas  c boxes which were 

controlling some of the SGM lights wirelessly. 

It was only about 20-30m but the main 

point was that the products were there and 

working.” As unsightly as it may have been, 

it was the Genera  on 1 (G1) prototype that 

won the Innova  ve product award at PLASA 

in 2004. 

A! er a few more tweaks, Wireless Solu  on 

Þ nally brought Genera  on 2(G2) box to the 

open market in 2005. G2 was immediately 

set apart due to its ability to jump all over 

the broadband spectrum whereas normal 

wireless links such as WIFI would be 

standing s  ll. This in-built stability is what 

pushes the brand Wireless Solu  on   ll 

today. “Our products always jump all over 

the spectrum to make sure it can con  nue 

to go at the same speed as cables. Just 

like in a high tra"  c road, instead of having 

one lane, you have mul  ple lanes which 

you can switch between to reach your 

des  na  on. We were the Þ rst to have the 

frequency hopping system to make sure 

there was a stable signal,” says Niclas. 

Even though wireless ligh  ng controls 

are making splashes in other parts of the 

world, there is something about Asia that 

just can't seem to get them on board. 

In this ETA exclusive, we try to dispel 

some common misconcep  ons about the 

wireless concept and Niclas explains what 

it is to 'Think Wireless'. 

The fear of wireless stops us from moving forward and embracing a new age where the intangible is more reliable than what you can see or 

touch. Leading the charge in the name of wireless for the past 12 years has been Wireless Solu  on Sweden AB (Wireless Solu  on). Founded by 

Niclas Arvidsson, Wireless Solu  ons was the pioneer company into the foray of simpliÞ ed wireless products. Now the company is responsible for 

the design and produc  on of W-DMX, the award winning Wireless DMX system that is the un-o!  cial standard for those that require the most 

dependable product available for transmi"  ng ligh  ng control data wirelessly, no ma# er the distance or loca  on. 

ETA: At the   me when Wireless 
Solu  ons started, there were 
already a few companies producing 
wireless products. What made/
makes Wireless Solu  on any 
di! erent?
Niclas: While there were people before 

us who had done wireless products, those 

products were very complicated and 

expensive so people could really only buy 

them when there was absolutely no way 

to run a cable. So when we started the 

company, we said we needed to have a 

few parameters to follow in order to be 

successful, otherwise we would not be 

bringing anything new to the market. It had 

to be easy to use, so we started with only one 

bu$ on on the product and is s  ll the same 

with our products today. It had to be a decent 

price so people could a# ord to buy because 

it wouldn't ma$ er how cool the product was 

if we only sold 5-10 pieces every month, it 

would not put any food on the table. And 

lastly, it had to be stable and reliable so 

people could depend on the product.

ETA: There is no o"  cial standard 
for wireless ligh  ng control. Where 
does that leave Wireless Solu  ons 
in terms of comparability?
Niclas: There is really no comparability 

between the di# erent systems on the 

market. If you are talking cable there's a 



standard DMX but we are sending Wireless 

DMX so the ques  on becomes how is it 

possible to send the DMX wirelessly without 

a standard? Since we started early, we now 

compare ourselves by being the brand with 

the most OEM companies using our products 

and also there are around 45 companies 

using W-DMX technology; Clay Paky, SGM, 

DTS, Chroma Q and Ela  on, just to men  on 

a few. 

ETA: So would it be correct to say 
that you are one of the main leaders 
of wireless technology?
Niclas: Yes because turnover wise we are 

bigger than all of the rest combined. We are 

the pioneer of wireless ligh  ng controls but 

there are 2 to 3 other manufacturers but they 

are more of a second choice for wireless.

The market has been growing a lot in the past 

years and so have we and the compe    on. 

This shows that there is more space for 

people on the market and there is a growing 

interest in wireless controls. I think its good 

to have compe    on because that's what 

drives me to be be$ er. If I didn't have any 

compe    on I would be lazy and sit on my 

a** and do nothing. Why would I want 

to spend money on marke  ng and R&D if 

everyone was happy? But with compe    on, 

I need to spend money to keep on improving 

the products and coming up with new ideas 

while promo  ng them either in magazines or 

trade-shows because otherwise people will 

forget you. 

ETA: Who are some of your current 
clients?
Niclas: SGM was our Þ rst OEM client 

meaning that they would buy the PCB 

modules from us and put it into their Þ xtures 

so my rela  onship with the main people 

of SGM is very good. Before they believed 

in wireless, they believed in us and it was 

because of that rela  onship that they started 

to install PCB into their Þ xtures. They were 

the Þ rst to use wireless inside their products 

and are s  ll with us plus many other di# erent 

manufacturers including D.T.S and Ela  on 

who buy our PCB and install it in their 

products. Some manufacturers choose to just 

buy the card from us and install it in their 

products per requests. 

ETA: Tell us about the fear of 
wireless in Asia.
Niclas: The fear comes because, essen  ally, 

what we are asking people to do is take 

away the cable that they have been using 

for 20-25 years and that's mentally di"  cult. 

You're asking someone to disconnect and 

trust something that they cannot see or 

touch and especially when you are talking 

entertainment ligh  ng, it can be scary. When 

you push the bu$ on something should 

happen immediately, not one second later. 

It's 'Push' - 'Light'. 

Our biggest obstacles come from developing 

countries like, India, Vietnam, Cambodia and 

Thailand. In these countries, labour costs 

are cheap compared to places like Europe. 

For example in Thailand, if you employ a 

person for 10,000 BAHT (320 USD) and lets 

say our price for a single wireless unit is 

about the same, it means that to purchase 

a wireless system of 4 units is equal to 4 

people a month. Management just sees it as 

having another labour cost but they don't 

count how much more hassle comes from 

a using a cable or how long an installa  on 

takes. A lot of   me they don't see the whole 

picture and because of this we need to 

try to adapt the product to get it into the 

market. As a manufacturer you want people 

to want to have your product and there are 

many people who want it but think it is too 

expensive and its easier for them to use 

cable. This leads people to be more focused 

on the cost of buying wireless systems rather 

than the solu  on itself. 

ETA: Price aside, isn't there a 
problem with trust as well?
Niclas: Yes there is a trust issue as well since 

people cannot see it, people cannot touch 

it, they need to rely on 'Is this really going to 

work'. And that needs a lot of training and 

convincing for many people and that is one of 

the important parts of our campaign in Asia. 

During trade-shows is when we try to do 

seminars which don't cost anything to a$ end 

and we try to educate people on how to use 

our products and what to do if there are 

problems. Because, as with everything else, 

our products are not perfect and we don't try 

to make it sound like they are but from   me 

to   me when there is a problem it is usually 

a user problem. Of course there are   mes 

when the system fails, s*** happens and it 

can happen to anything from moving heads 

to consoles to anything. 

ETA: What is the main pull to 
wireless then?
Niclas: Many requests in general relate to 

custom made designs or when they need 

to go over water or reach long distances. 

There are two types of situa  ons which 

make people contact us. The Þ rst and 

most typical is when it is very crystal clear 

that you need to go wireless and then the 

second one is what we have in countries like 

Sweden, Germany, England, France and the 

USA where our distributors have been able 

to educate their clients to use wireless on a 

daily basis. In those countries, it has become 

a second nature to them. When they get 

a job they think, 'OK I grab my 10 moving 

heads to go do a show and yes, I bring my 4 

wireless products at the same   me. Maybe I 

use them, maybe I don't but I have them all 

the same.' These people realise what may 

be required in   me crunches or when things 

don't go according to plan and you don't 

have   me to do installa  ons. So? *SNAP* 

Box there, box there, up in 2 minutes and 

you're done. When people start to realise 

that wireless helps a show, that's when our 

distributors start selling.

ETA: How do you get them to realise 
that?
Niclas: Training and demonstra  ons and 

more trainings and more demonstra  ons. 

For Germany, Sweden and America, they are 

all proac  ve to wireless because they have 

already seen it working. But Asia is s  ll a li$ le 

bit behind. and its not because they don't 

want to but because they feel it may be too 

expensive some  mes. So we are coming out 

with a few new products for the developing 

Asian countries in the 4th quarter of 2013. 

We are not going to change the technology, 

but we are removing components that are 

not the number one choice in the Asian 

con  nent and by that we can save costs on 

produc  on and the product becomes more 

interes  ng in terms of pricing. 

ETA: So what will we be losing?
Niclas: In small ways only. For example, in 

some boxes we have Ethernet modules as 

well as DMX but with the new ones its only 

one band instead of two. Instead of a 2.4 

or 5.8 solu  on now it becomes only a 2.4 

solu  on.

In very crowded situa  ons, it can be good to 

go up on the second band of radio frequency 

but what we see in developing countries 

is that they are not developed on normal 

wireless either. There is less interference in 

the developing countries so it doesn't a# ect 

them much at all. So yes, we do remove 

some small features but at the same   me 

it gives them an excellent introduc  on to 

an entry level of products and when they 

see that working, they most likely will want 

to invest to the second level of the more 

professional features. But the core is the 

same, how the radio is working is exactly 

the same and we don't compromise on the 

quality. We just remove some added value 

features and this drops the cost of produc  on 

which therefore makes the product cheaper 

which we feel, is what Asia, Africa and even 

some parts of South America needs. 



ETA: Will your entry level products 
be sold in developed countries as 
well?
Niclas: No, we only want it to be available 

in the developing countries. It will be o"  cial 

but its not in the data catalogue and for the 

moment its only 2 products. One indoor and 

one outdoor, making it really simple. 

That's also another thing that we want, 

simplicity and a# ordability. 3 models will 

be sold to the developing countries: Indoor, 

Professional Indoor and Professional Outdoor. 

Very clear steps make it easier for our 

distributors to stop the product, to promote 

the product and to train their own sta# . So 

it is easier to cater to our clients' di# erent 

needs. 1 universe or 2? Depending on what 

you want. The lower cost units are our idea 

of an entry level which will allow people to 

step up and buy products with extra features 

when they are ready. In developed countries, 

the pro series will be sold side by side but the 

entry level products will be “a way in to the 

market – a door opening” to then con  nue to 

the top of the line. 

ETA: The main problem in 
developing countries seems to be 
that they just don't trust something 
new. You can train and you can 
demonstrate but how does Wireless 
Solu  ons get people to take that 
leap?
Niclas: Baseball Bat? Laughs.. This is the thing 

that takes such a long   me because, if you 

see how when wireless mics started in the 

beginning there were only the big players like 

Shure and the systems were really expensive. 

That's the same way that wireless ligh  ng 

control started in the 90s, a few players, 

extremely expensive and only used when 

cable was not possible. And step by step 

the development goes further and further 

so the trust is gained every year but it is, of 

course, up to us to show the clients that they 

can trust it but if the client doesn't dare to 

try then it will go much slower but the good 

thing with the entertainment industry is that 

it is technology driven so people are curious 

to test. Especially if they don't need to pay 

for it. For us, all our distributors MUST have 

demo kits and they MUST lend them out 

free of charge. This gives people the chance 

to test it and see that it is working and feel 

comfortable with it. We even show them how 

to get the systems to fail so they know what 

you should not do because people do come 

up with stupid ideas some  mes.

ETA: Can you elaborate?
Niclas: The stupidest idea I've seen was when 

we did an installa  on in China many years 

ago and it was in Autumn so there were no 

leaves on the trees and we had to go up a 

2000m hill, place a receiver at the top and 

re-transmit down the valley again back to us. 

A! er the set-up everything was working Þ ne 

but 6 months later they called us and said 

nothing was working. I said, 'What do you 

mean nothing is working?' But they insisted it 

didn't work and we had to come down. So we 

sent a technician from Sweden to China and 

once he saw the transmi$ er behind, what 

had now become a big big tree full of leaves 

a! er the season changed, he immediately 

knew the signal had become too weak to 

work properly. The signal had to pass through 

all the leaves so all he did was move it 2m 

and it worked. It is things like that, where 

people do not want to try but immediately 

call us for help. With any new technology, 

you need to play around with it in order for 

you to know how to get it to work. 

ETA: Tell us about 'Thinking 
Wireless'.
Niclas: When we do training, we always 

say, 'Think Wireless', because in many 

applica  ons you can think cable and do it 

in the same way but you need to be more 

open-minded and if you think about it in 

that way you can avoid many problems. It 

may be good if the signal goes over people's 

head rather than trying to shoot through 

500 people. Or if you need to go through a 

building you have to plan out your posi  on, 

so a li$ le thinking goes a long way. Many 

people apply the same way of doing cables 

to doing wireless and they must realise that 

it is not the same thing. That's one of the 

training processes that we always talk about, 

standard procedure. It is a challenge but the 

fun part is when you see the result and you 

see the trust increase every year. From 2010-

2012 we increased our turnover rate by 50%.

ETA: What are some of your 
strategies to keep Wireless in the 
mind of the consumer?
Niclas: Wireless ligh  ng control it is one of 

the few markets where the client's are not 

the drivers, instead, it is the manufacturers. 

The client who uses wireless doesn't 

really care what fancy word we put on 

our technology, as long as its working. 

Wireless ligh  ng control is s  ll rela  vely 

new, so people don't think too much about 

all the func  ons or details. They just want 

it to work. That's why when we launch a 

product, we always try to put simple words 

on the func  ons so people can relate to 

it. For example, saying something like 

'Invisiwire' which is basically an invisible 

cable can isolate people because they do 

not understand it. But if you say, W-DMX 

then people automa  cally associate it with 

Wireless DMX.

This use of simple words also applies to our 

products because people don't need to know 

every detail in the manual to make it work. If 

everything is good you should not even need 

to read the manual. For all the basic standard 

uses, just push the bu$ on and go. If you are 

going to do a big job, then maybe study the 

manual like everything else but if its a simple 

job, just push the bu$ on. 

ETA: In your opinion, will wireless 
ever replace cable?
Niclas: Wireless for ligh  ng control will 

never replace cable, that will just be a foolish 

dream because in some applica  ons, even I 

as a wireless manufacturer know, cable is a 

be$ er solu  on. More and more Þ xtures take 

more and more channels and the limita  on 

today even if wireless were to get more 

advanced over the years and the use became 

more versa  le, it would s  ll be required in 

some combina  ons to use an Ethernet cable 

or exis  ng computer products to distribute 

a signal. So I will say that Wireless DMX, 

honestly, if it can do 10% of all the jobs in the 

world, that market will s  ll be huge. Silly BIG 

to be honest. 

ETA: What are your predic  ons for 
the future of wireless in Asia? 
Niclas: I think Asia is deÞ nitely becoming 

more accep  ng. The biggest challenge 

we will have is that as more and more 

products become wireless, the spectrum 

will become more and more full. One way 

to deal with this is to make the technology 

even be$ er than today or to co-operate 

with the radio authori  es to Þ nd new 

spectrum's that are available to use and free 

of charge. Unfortunately, that may take a 

very long   me. For the moment, it is really 

about talking to di# erent manufacturers of 

components because they know a lot about 

what's going on as well. Just for us, we will 

con  nue to make it simple and we will not 

make more than 8 to 9 products in general. 

The products will remain simple to use and 

simple to teach. Easy, easy, easy, easy.

To learn more about Wireless Solu  ons, 

check out: www.wirelessdmx.com 

Or e-mail Niclas at: na@wirelessdmx.com
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