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Sometimes the dealer knows best. Being in the field means 
you know the challenges and solutions that are needed bet-
ter than anyone else. To get what is necessary, a dealer must 
either pressure vendors for better solutions or come up with 
his or her own. Invostar, a systems integrator based in West 
Palm Beach, Florida, did the latter. A move not often seen, 
they are offering one of their 
solutions to other dealers. 

Out of Invostar comes 
ihiji, a separate company—
though run by the same peo-
ple—that is offering a new 
home monitoring product 
called invision, a web-hosted 
platform that allows dealers 
to remotely monitor, service 
and maintain client’s home 
entertainment systems, as 
well as their home networks, 
HVAC and lighting systems. 
If anything breaks or fails, a 

dealer can be alerted to the problem and have it fixed, pos-
sibly before the client is even aware that there is a problem.

According to the company, “A standalone device (appli-
ance) installed at the client site reports system deviations to 
ihiji’s back-end server. invision monitors critical aspects of 
system components as well as equipment that commonly 

require servicing in the form 
of resetting, repair or replace-
ment.”

Dealers pay for the service 
under a monthly fee, and 
they can charge the client 
back with a service contract 
fee (marked up to whatever 
they think the market or 
clients will bear). The com-
pany is targeting dealers who 
service high-end clients that 
have multiple homes with 
complex A/V and home au-
tomation controls. 

A Dealer Develops a Product for Other Dealers

NEWS & VIEWS
Headlines from the industry and beyond

Procella Audio, a global high-end loudspeaker manufacturer 
with offices in Stockholm, Sweden and Sydney, Australia, is 
launching operations in the United States with the opening of 
their Los Angeles office. The company made its U.S. debut at 
the CEDIA Expo in Atlanta, Georgia. Joining the company and 
directing U.S. operations is industry veteran Chuck Back, for-

merly EVP of Miller & Kreisel Sound. His global partners, 
former directors of DTS’ European offices, are Anders Ug-
gelberg, who is based in Sweden, and Gerben Van Duyl, 
who is located in Sydney, Australia.

The Procella product line consists of three L/C/R/Sur-
round loudspeakers and three powered subwoofers. Based 
on a scalable concept that offers multiple system configu-
rations, Procella systems use Procella’s Identical Voice con-
cept, which claims to provide pure timbre match among 
all Procella models and allow system designers to use any 
combination of products with no change in audio quality.

The L/C/R/Surround models are the P6, P8 and 
P815. Procella speakers make exclusive use of 1-inch 
polyamide high-frequency compression drivers mounted 
on Procella-designed elliptical waveguides. With either 
long-throw 6.5-inch or 8-inch mid/woofers, all models 
use Procella-designed crossovers that exhibit flat phase re-
sponse and ultra-low group delay, with distortion-free air 
core inductors and polypropylene capacitors.

Procella Audio Enters the U.S.


