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Emerging
Technology

about $1.50 to $300. Monthly access tees
typically run from $23 to $50, plus per-
minute charges of zero to 25 cents (de-
pending on whether the connection is
made during peak or nonpeak hours),
15D maodems, also known as werminal
adapters, are generally priced from 5200
tor $400,

If one is lucky enough to be inan area
with multple ISDN providers, one can
shop around for gecess on the basis of
price and technical qualicy. Some [508
providers don’t offer BRI service ar the
full 64Kbps rate. switching cquipment
limitations force Pacibc Bell, for exam-
ple, to limit the maximuom
throughput in some arcas
to 36K bps per channel.

Linking ta the Internet
via BRI can also be more ex-
pensive than with an analog §
misdem. .-ﬂthn:mgh many Inter-
mer access providers are bring-
ing their INDM fees closer to the
“819.95 per month, unlimited
time” deals available to aralog
muslem subseribers, others con-
rinue 1o charge 1SDM customers sigmifi-
cantly higher access fecs—330 1o 563
per month plus per-minue charges.

The 56K Challenge

Alchough 15D has blossomed, several
challengers loom on the horizon, The
most immediare threat comes from new
56Kbps modems, which promise to pro-
vide near-BRI-class service wirhour the
complexity or exrra cost, U5, Robornics
Ao Corp. of Skolkie, I, and Rockwell
Semiconductor Systems of Newport
Beach, Calif., have cach developed
56K bps modem rechnologies jcalled x2
and K36Plus, respectively) thar work
aver standard telephone lines,

Both technologies eake advantage of
modern digital phone necworks and dig-
itally connecred modem racks ar the
server end of the relephone nerwork. The
F6K modem is a useful soluton forimd
viduals and companies thar wanr faszer
dara communications but aren't ready
o invest in [51DN, savs Robert Bauer,
vice president of marketing for 11,5,
Robotics Mobile Communications
Corp. in Sale Lake Ciry. “56K can very
quickly meer wsers’ near-rerm require-
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supplier Cisco Systems Inc,
in San Jose, Calif., when

sales reps or resellers need new con-
necriviry, they dial into Cisco's
secure Web site, choose trom a
menu of oprions, and then design
and price a costomized product thar
meets their specific needs.

Ar Chrysler Corp. in Auburm
Hills, Mich.. customers
soom will use the Web to

design and order their
*dream cars equip-
ped with the fearures,
coler and financing
they require,

The commaon
element in each
cransacrion is

mteractive prod-
uet configuara-
tion, & new generanon of
sales technology that allows easy cus-
romization of complex produocrs. Be-
vond sales force automarion, which
streambines the sales process, config-
urarion systems gim ro becrer march
a company’s products with s cus-
tomers' specific needs. Two promi-
nent vendors in this emerging field
are Calico Technology Inc, in San
Jose, Calif. frrene calicotech. com)
and Trilogy Development Group Inc.
in Auvstin, Texas (rereretrifom com),

Ciscn's sales conhpuration is

enahled by Concinicy Conhguration
Enginc, which, like an expericnoed
sales rep, |:|ru~.-u.i|:_~. users with feed-
back ¢n the selections they make.
Concinity uses an objecr-oriented
approach to develop models that
describe how each product is confip-
ured, priced and gquoned, and rhe
relationship berween oprions and
how they solve user needs, The svs
tems integrator tools provide devel-
opers and mregrarors with oprional
services, including applicarion pro-
gramrming interface support,
Microsaft OLE Automation, oper
database connectivity driver and an

Suit Yourself

Design systems allow consumers to create
products exactly the way they want them

enterprise resonrce planning (ERPY
translator thar enables customers o
exiract FFL'IdL'IL't d.'.l.t:l Jl!d hLI!iillE!i!'i
lagic from ERP systems.

Concinity, which Cisco has used
since 1995, has helped reduce the
error rate on customer orders by 30
prroent, according ta vice president
of IS and CIO Perer Solvik, who
savs Clsco recouped its investment
in Concinity within a vear,

PRODUCT CONFIGURATION

Chryvsler’s approach is refined by
Trileggy's Selling Chain sotoware, a
clientfserver enterprise application
suite that helps companies sereamline
E]'ﬂrlt-l'.lfﬁl:ﬂ 1'51.|5i|.'||’!55 FI".'I'CI'_'ES-E‘!- EJ'I.d.
creare direct links berween customers
and enterprisewide information sys-
tems. Wich a backbone chat SUppOrTs
Microsoft's OLE, Selling Chain cre-
ates a consistent interface For prod-
uct, pricing and marker informarion
while providing a real-nme view oo
the sales pipeline of orders, requests
and sales informarioin. Selling Chain
alsi mzegzraces with ERP systems
trom such vendors as Oracle Corp.,
Baan Internarional Inc, and SAR At
Chrvsler, Selling Chan will be used
tir help customers shop for and de-
sign mow cars via the Intermer or ac
free-standing kiosks in dealer show-
rooms, By typing in their specific
needs—aeolor, monchly payment lim-
its, safery fearures—customoers will
be ahlc toget the car they wane
rather than settle for an availahle
car thar almost meets their needs.

Although the Web-enabled con-
ngrat.icm oprion won't be available
o customers until larer this vear,
Chrysler officials sav the new rech-
nclosy will revelutionize auto sales
and production. Rather than base
next month's prodecion on fast
maonth's sales, Chrysler expecrs o
bruild the cars customers want,
when and where they want them.
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