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Can content providers build large subscriber bases in 
the direct-to-consumer market? Based on the success 
of CBS All Access, the answer is yes. 
     Just four years after launch, CBS All Access direct-
to-consumer (D2C) streaming service now has 2.5 

million subscribers, according to the respected entertainment 
industry newspaper Variety.

“CBS has boldly predicted that All 
Access will have 4 million subs by next 
year and 8 million by 2022,” Variety 
reported. “Viewership is balanced among 
men and women, with men accounting for 
52 percent of all viewing.”

By going directly to this balanced 
group of paying subscribers, CBS All 
Access is capturing the entire monthly 
subscription fee while saving on royalties 
paid to MVPDs. Moreover, All Access 
has complete control over the marketing 
to and relationship with 
subscribers. There’s no 
cable or satellite com-
pany deciding how CBS’s 
product is marketed to its 
customers.

The key strength of the 
All Access service is the 
ability for CBS to reach 
cord-cutters and cord-nev-
ers who have opted out 
of traditional cable and 
satellite TV services. 

THE NEED FOR AN IDM
To provide such a service, a content 

provider must be able to empower a 
customer to engage with the content in a 
secure fashion, for that, an IDM (iden-
tity management) system is of marquee 
importance. 

To minimize the number of interfaces 
supported and operating costs, it is 
possible for the same IDM system to serve 
through-MVPD subscribers (people who 
watch via their MVPD provider’s stream-
ing sites) and D2C subscribers.

HBO’s success in using 
one IDM to serve both mar-
kets makes this point.

THE HBO IDM 
APPROACH

HBO wanted to use a 
single IDM to provide a 
single log-in platform to 
control subscriber access to 
its HBO GO website, which 
allows HBO subscribers 
to stream content to their 
Smart TVs, computers and 

mobile devices, and HBO NOW, a stand-
alone premium streaming service aimed 
at cord-cutters and cord-nevers who also 
use Netflix and Hulu. Using one IDM for 
both would save HBO time, money, and 
resources.

To make this happen, HBO adopted 
Synacor’s Cloud ID™ cloud-based IDM 
management system. Unlike competitors’ 
IDM systems that can only act as a proxy 
between subscribers and MVPDs –with 
no ability to support standalone streaming 
services– Cloud ID can serve both mar-
kets using a single log-in platform.

“Synacor’s Cloud ID is the only identity 
management system that straddles the 
two worlds of direct-to-consumer and 
through-MVPD content distribution,” 
said John Kavanagh, VP of Product 
Management at Synacor. “It does this 
using a cloud-based platform that is 
secure and scalable, with the ability to 
allow content producers to spin up and 
deploy new services to paying customers 
quickly and efficiently. Because Cloud ID 
plays well with MVPDs, content producers 
can use their Cloud ID system to boost 

KEY TAKEAWAYS:
1. Maximize revenues with a 

multi-channel approach; a direct-to-
consumer generating per-subscriber 
revenues and your traditional MVPD 
distribution ecosystem.

2. Choose a single identity management 
system that can serve both direct-to-
consumer and -MVPD channels.

3. Cloud ID serves the direct-to-con-
sumer and through-MVPD markets.

By James Careless

Cloud ID is uniquely suited to help 
content providers have the best of  both 
paid streaming worlds.

 J OH N  K AVA NAG H , 
 VP of Product Management at Synacor

John Kavanagh  
VP of Product Management, 
Synacor

https://variety.com/2018/biz/news/cbs-all-access-star-trek-discovery-streaming-local-1202895772/
https://variety.com/2018/biz/news/cbs-all-access-star-trek-discovery-streaming-local-1202895772/
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both standalone and through-MVPD 
subscription sales.”

“Our platform can also handle heavy 
loads and extreme levels of traffic,” he added. 
“This was proven when Cloud ID served 
the season 5 premiere of ‘Game of Thrones’ 
on HBO GO and HBO NOW to millions of 
subscribers without missing a beat.”

IDENTITY MANAGEMENT  
CONSIDERATIONS

Each content provider needs to evaluate 
what kind of identity management system 
best suits its direct-to-consumer stream-
ing needs. 

Here are some of the challenges to 
consider:

First and foremost, a content provider 
needs to select an IDM system that can 
reliably and robustly manage the subscrib-
ers’ usernames/password, billing infor-
mation, and security questions. Whatever 
IDM system a content provider ultimately 
chooses needs to be flexible, scalable and 
secure from hackers, password-sharers, 
and other fraudsters. 

Content providers can address this first 
consideration by interviewing a number 
of IDM system vendors, to assess each 
system’s capabilities. 

When they do so, it is vital to ask each 
prospect about other content providers 

using the vendor’s IDM systems – and 
whether these customers are willing to 
provide their opinions about them.

If the vendor can’t supply proof that 
other content providers are using their 
IDM systems, then any product claims 
should be viewed cautiously. If the vendor 
can provide proof but can’t or won’t pro-
vide customer contacts willing to endorse 
their product, their IDM system should 
also be viewed with caution.

Next, content providers should deter-
mine whether the IDM system being con-
sidered serves both direct-to-consumer 
and through-MVPD subscribers. 

Given the growing popularity of direct-
to-consumer services, wise content pro-
ducers will select an IDM system capable 
of supporting both. This single platform 

enables content producers to maintain 
their existing MVPD channel partners 
while enabling  direct-to-consumer sales.

An integrated IDM system is well-
suited for marketing content to Millennial 
cord-cutters and cord-nevers.  According 
to Pew Research, “About six-in-ten of 
those ages 18 to 29 (61%) say the primary 
way they watch television now is with 
streaming services on the internet, 
compared with 31% who say they mostly 
watch via a cable or satellite subscription.” 

Another point to ponder is whether 
or not the identity management system 
allows subscribers to purchase new 
services, either directly from the content 
provider or their MVPD? If not, then 
potential sales will be lost.

“Cloud ID supports both add to bill 
scenarios. Direct-to-Consumer subscrib-
ers can order additional services using 
Cloud ID directly through their content 
provider,” said Kavanagh. “Subscribers 
who access content through MVPD sites 
can use Cloud ID to add additional chan-
nels and services to their cable/satellite 
bundles packages.” 

Synacor’s Cloud ID is the only identity 
management system that straddles the 
two worlds of  direct-to-consumer and 
through-MVPD content distribution.
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ADDITIONAL RESOURCES

SYNACOR CLOUD ID
The main web link to Synacor’s Cloud 
ID, explaining its many identity man-
agement features. 
https://www.synacor.com/products/
cloud-id/default.aspx

HBO GO ADOPTS CLOUD ID
A Multichannel News article on HBO 
GO choosing Synacor’s Cloud ID as 
their identity management platform. 
https://www.multichannel.com/news/
synacor-nets-hbo-go-authentica-
tion-deal-406888

ONE ANSWER TO PASSWORD ABUSE: 
GETTING DEVICES INVOLVED
A Multichannel News article in which 
Synacor’s John Kavanagh offers a 
device-driven solution to password 
sharing and theft. 
https://www.multichannel.com/news/
synacor-nets-hbo-go-authentica-
tion-deal-406888

SYNACOR’S CLOUD ID: THE ALL-IN-ONE SOLUTION 
TO IDENTITY MANAGEMENT

Synacor’s Cloud ID is a cloud-based IDM system that can serve both direct-to-
consumer and through-MPVD market segments. A content provider can confidently 
choose Cloud ID, knowing that one product will serve both markets.

Because Cloud-ID is cloud-based, it can integrate easily with a content provid-
er’s cloud-based infrastructure. Being in the cloud means that 
Cloud ID is easy to scale up and down; allowing a content 
provider to test-market new services to subscribers 
with minimal cost and effort.

Cloud ID has established connections to more 
than 200 websites and applications. It supports 
mobile single sign-on (SSO) on Android device and on 
iPhone, iPad, iPod touch and Apple TV with Apple SSO.

James Careless is a contributor to AV Technol-
ogy, Multichannel News, and TV Technology 
magazines. He has covered the evolving content 
distribution industry since the advent of fiber 
optic cable, MPEG- and HDTV and remembers 
when the analog Sony Betacam camcorder was a 
big thing.
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providers, device manufacturers and enterprises. 
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tity management, managed portals, advertising 
solutions and email/collaboration platforms.
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 Finally, can the identity management 
system be ‘white-labelled?’ That is, can it 
be branded to have the content provider’s 
name on it, rather than the name of the 
identity management system vendor? It 
is counterproductive for any brand-con-
scious content provider to sell direct-to-
consumer, while using a log-in page with 
some other company’s name on it. (Note: 
Cloud ID can be white-labelled.)

TWO SEGMENTS ARE  
BETTER THAN ONE

The smartest content providers are 
serving content to both the direct-to-

consumer and through-MPVD streaming 
segments – as HBO is with HBO NOW 
and HBO GO– to maximize their reach 
and profits. This is why these content pro-
viders need an all-in-one IDM system that 
can address both segments equally well; as 
HBO has by using Synacor’s Cloud ID.

“Cloud ID is uniquely suited to help 
content providers have the best of both 
paid streaming worlds,” said Kavanagh. “If 
you’re a content provider who is serious 
about making money, you must have this 
kind of capability in your identity man-
agement system.” n
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