5. Sales Plan


MultiLink’s sales plan has two phases.  Phase I includes marketing Software Fault Tolerance to large corporations and selling group communications to Independent Software Vendors (ISVs).  Phase II, which begins at quarter 9, will also market a Common Object Request Broker Architecture (CORBA) product.


5.1 Phase I - Software Fault Tolerance


MultiLink will directly target and contact specific companies who are potential clients.  Presentations will be given by MultiLink’s direct sales force to potential clients.  The company’s product will be promoted at conventions and trade shows and strongly promoted through the Internet.  Potential customers will be able to view information about LinkWare and actually download a Demo Copy of LinkWare at no cost.


5.1.1 LinkWare Products


LinkWare Demo/Experimental Copy - A demonstration/experimental copy of LinkWare will be made available free of charge through the Internet and by direct mail from MultiLink.  Potential clients can build test applications with this copy of LinkWare to develop an understanding of the product.  The potential client will then be able to determine whether they want to further their development on LinkWare.  This copy will offer all of the features of LinkWare but will have a safeguard which will not allow it to be used in the place of a Development Copy.  On average, MultiLink expects a customer to evaluate a demo copy for three months before they purchase the development copy.


LinkWare Development Copy - Priced at $3500, the Development Copy will be used for in-house application development within large corporations.  The client’s MIS department will have the rights to develop their application on LinkWare with technical support from MultiLink.  The average expected time between when a company purchases a development copy to when they start purchasing site licenses is 9 months.


LinkWare Consultants - Consulting services specifically for LinkWare Development Copy support. Priced at $2400 per day. This rate represents 1/3 of that charged by Isis, MultiLink’s primary direct market competitor.  Beyond the use of technical support included with the Development Copy, consultants can be hired to work with the client to develop their application or system on LinkWare .  The company assumes that one half of the customers purchasing development copies will use consultants.  For each of these customers, MultiLink expects they will use consultants an average of three days a month for six months of development.


LinkWare Site License - At the completion of a customer’s application development, they will then purchase site licenses, one for each site at which they wish to use LinkWare.  These copies will cost $5000 for each site, plus $500 for every server used at that site and $200 for every client used at that site. For each Development copy sold to a large corporation, 3 sites are expected to be used.  The average site license will cost $18,000, for 40 clients and 10 servers.


Expected average total sales to each large corporate client are:
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�
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�
Development Copy�
�
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�
Consulting�
$2400/day @ 3 days/month for 6 months�
$43,200�
�
Site License�
6 sites @ $5000/site�
�
�
�
10 servers/site @ $500/server�
�
�
�
40 clients/site @ $200/client�
$108,000�
�
Total Revenues per Site�
�
$154,700�
�



5.2 Phase I - Independent Software Vendors


Independent software vendors (ISVs) need development tools that easily implement group communication software.  LinkWare will be marketed as a solution to those needs.  To reach this market segment, MultiLink Distributed Solutions, Inc. will actively participate in software development conferences (such as Software Development 96 and the popular Interop conferences held throughout the country) and promote its software in magazines (where costs permit).  Similar to the SFT market, sales will be through a direct sales force.


MultiLink Distributed Solution’s direct sales force will market LinkWare to developers or potential developers of group applications.  MultiLink’s consultants will then work with the ISV to assist in the development of their group application on top of LinkWare.  The publicity that RMP is receiving in the Internet has already brought MultiLink a number of potential customers in this market.


Development copies and Technical Consulting will be made available to these software developers at no cost.  ISVs will develop their applications on LinkWare and bundle LinkWare with each sale.  Each bundled copy will be priced at $100.


5.3 Phase II - Distributed Computing/CORBA


One of the most significant discoveries of the company’s market research was the paradigm shift to distributed object computing.  MultiLink Distributed Solutions, Inc. will aggressively pursue this trend by developing CORBA-compliant (see Technical and Market Research sections) versions of LinkWare that will be marketed to developers with the following needs.


The shift to distributed computing is still in its infancy, driven by a need for companies to develop software tools based on emerging object models.  MultiLink’s market analysis reveals that the CORBA model represents the most promising of all distributed object models.  MultiLink will dedicate Phase II to providing software tools to this burgeoning market.	


A CORBA-compliant version of LinkWare will be ready for marketing beginning in Quarter 9 from the company's inception.  In addition to marketing this product (in bundled quantities) through the company’s direct sales force, MultiLink will distribute LinkWare/CORBA through mass market channels.  This will be through wholesale distributors and through software catalogs such as those produced by Programmer's Paradise, the world-leading direct marketer of software development tools.  


The LinkWare/CORBA product will be sold for $150 a copy.  Through mass market channels, the company expects a 250% markup, so that the street price will be around $425.  Based on market analysis of the emerging CORBA market, MultiLink estimates sales of 90,000 copies over five years.


5.4 Market Alliances


MultiLink Distributed Solutions, Inc. will target specific developers of group applications which can be strongly enhanced with LinkWare.  Market alliances will be sought in industries such as providers of financial information management, systems consulting firms, database and other group application services.  A study of Isis Distributed Systems, Inc. and Teknekron Software Systems, Inc. showed that both companies have established numerous market alliances to enhance their sales.  MultiLink is also seeking such alliances, especially in the software fault tolerance market.


5.5 Standardizing RMP


MultiLink Distributed Solutions, Inc. is positioning RMP as the most efficient and fault-tolerant reliable group communication protocol available.  This positioning enhances the market image of LinkWare, which implements the protocol.  LinkWare’s fault tolerance, efficiency and security features allow MultiLink to exploit many benefits specific to a particular market segment. When targeting  the corporate financial software market, for example, MultiLink Distributed Solutions, Inc. emphasizes LinkWare's ability to guarantee data integrity and service availability, so critical to this market.  To an independent software vendor, who develops teleconferencing software and who is concerned with taxing the network's bandwidth, MultiLink highlights LinkWare's high efficiency in transferring data.


MultiLink is working towards making RMP an industry standard, but pushing it first as an Internet standard.  Recently, the researcher-driven protocols of the Internet have been driving industry standards.  Because the Internet is widely viewed as the current prototype of the coming national internetworking infrastructure, protocols developed on the Internet have incredible leverage with industry.  Using this approach will make MultiLink a well-known and trusted ally to all network software developers.


Throughout the company’s five-year marketing efforts (that is, concurrently during Phase I and II), MultiLink Distributed Solutions, Inc. will be promoting RMP as a new Internet standard.  This procedure usually takes two to three years of Internet presence and lobbying of the Internet Engineering Task Force (IETF), which is responsible for establishing Internet standards.  The company has begun this process by preparing a Request For Comments, or RFC.  An RFC is a document that addresses a technical topic or issue of interest to the Internet community.  The RFC is presented to the Task Force, which in turn makes the RFC available to the Internet.  


The RFC will include a technical description of the Reliable Multicast Protocol and offer standards for its implementation.  By standardizing RMP, MultiLink also allows potential competitors to market their own implementations of RMP that directly compete with LinkWare.  However, this will enlarge the mass market for LinkWare by at least an order of magnitude.  By being the creators of RMP, and by providing the first robust implementation of RMP, MultiLink will maintain a large share of this market, even in the face of new competition.  This is the successful approach that Netscape, Inc. has followed.  In addition, FTP Software, Inc. and NetManage have both successfully marketed their implementations of the extremely popular File Transfer Protocol (FTP, see Appendix) and the Transmission Control Protocol (TCP, see Appendix), based on this model.


In addition to lobbying the IETF, MultiLink Distributed Solutions, Inc. will also publish articles targeting the software developer.  The company will present these articles to trade journals and magazines dedicated to network software development or to the science of computer networking.


5.6 Product Rollout and Advertising 


MultiLink Distributed Solutions, Inc. will announce LinkWare at a major software development conference in the second quarter of operation.  MultiLink will also announce it to appropriate forums on the Internet.  Both announcements will offer a demonstration package on display at the conference and through Internet access at a FTP and WWW site (see Appendix for a brief discussion of FTP and WWW).  The demo will highlight LinkWare's efficiency and reliability under different degrees of stress.  In addition to announcing LinkWare, MultiLink is working to publish technical articles describing RMP to various trade publications such as Communications of the ACM, Dr. Dobb's Journal and BYTE magazine.  RMP's merits, Internet interest (see market research section) and university origins will make it an attractive subject for publication editors. 


By using industry journals and the Internet for the primary method for advertising LinkWare, the company will be able to greatly cut down on the cost of advertising.  This initial awareness of RMP and LinkWare will then be followed up by MultiLink’s direct sales force which will contact individual potential customers.  This model of marketing has been successfully followed up by many similar companies, including Isis.
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