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Emerging
Technology

about $1.50 t0 5300, Monthl y access tees
tvpically run from $23 to $50, plus per-
minute charges of zero o 235 cents (de-
pending on whether the connection is
made during peak or nonpeak hours),
15D madems, also known as werminal
adapters, are generally priced rom 5200
ter S400,

If one is lucky enough to be in an arca
with multiple ISDN providers, one can
shop around for seeess on the basis of
price and rechnical qualicy. Some (SN
providers dont offer BRI service ar the
full 64K bps rate. Swirching cquipment
limitations force Pacific Bell, for exam-
ple, to limit the maximum
throughpur in some areas
to 56K bps per channel,

Linking ta the Internet
via BRI can also be more ex-
pensive than with an analog |
mindem. Although many Inter-
ner access providers are bring-
ing their ISDM fees closer to the
“§19.95 per month, unlimited
time” deals available to analog
modem subscribers, others con-
rinue to charge 1ISDMN customers signif-
cantly higher access fees—530 1o 563
per month plus per-minure charges.

The 56K Challenge

Although 15D has blossamed, several
challengers loom on the horizon, The
most immediare threat comes from new
56K bps modems, which promise o pro-
vide near-BRI-class service wirhour the
complexity or extra cost. LLS, Robanes
Avess Corp. of Skokie, 1L, and Rockwell
Semiconducrar Svstems of Newporr
Beach, Calif., have cach developed
FaKbps modem rechnologies {called «2
and K56Plus, respectively) thar waork
aver standard telephone lines,

Both technologies take advantage of
madern digital phone networks and dig-
itally connecred modem racks ar the
server end of the relephone nerwork. The
S6K moddem is a useful solunon for imd
viduals and companies that want faster
dara communications but aren’r ready
o invest in [SDN, savs Robert Bawer,
vice president of marketing for 1.5,
Robotics Mobile Communications
Corp. in Salt Lake City. “56K can very
quickly meet users’ near-term reguire-
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Suit Yourself

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

T GLOBAL METWORKING
supplier Cisco Systems Inc.
in San Jose, Calif., when

sales reps or resellers need new con-
necriviry, they dial o Cisco's
secure Web site, cheose from a
menu of oprions, and then design
and price a customized product that
meets their specibie needs.
At Chrysler Corp, in Aubuam
Hills, Mich., customers
sosom wiill use the Web oo
design and order their
“dream cars equip-
ped with the fearures,
color and financing
they require,
The common
element in each
[ransacrion is
mreractive prod-
uet eonhgura-
tion, & new generanon of
sales technology that allows easy cus-
tomization of complex products. Be-
vond sales force automarion, which
streamlbines the sales process, config-
urarion systems aim o beccer march
a company’s products with ies cus-
tomers’ specihc needs. Two promi-
nent vendors in this emerging field
are Calico Technology Inc. in S5an
Juse, Calif. {reerecalicotech.com)
and Trilogy Development Group Inc.
in Austin, Texas (rreredrilogncom),
Cisen's sales conhguration is
enzhled by Conciniry Configuration
Enginc, which, like an experienced
sales rep, provides users with feed-
hack on the selections they make.
Concinity uses an objecr-ariented
approach to develop moclels that
deseribe how each product is config-
ured, priced and quored, and the
relationship berween options and
how they sulve user needs, The svs
tems intcgrator tools provide devel-
opers and inregrarors wirh oprional
seryvices, including application pro-
gramming interface support.,
Microsafe OLE Automation, oper
database comnectivity driver and an

entcrprise resource planning (ERPY
translaror thar enables customers to
extract product data and business
logic from ERF systems.

Concinity, which Cisco has used
since 1995, has helped reduce the
error rate on customer orders by 30
percent, according to vice president
of IS and CIO Perer 5olvik, who
savs Cisco recouped its investment
in Conecinity within a year,

PRODUCT CONFIGURATION

Chrvslers approach is refined by
Trilogy's Selling Chain software, a
clientserver enterprise application
suite that helps companies sereamline
tront-office business processes and
creare direce links between cusromers
and enterprisewide information sys-
tems. With a backbone char SLPPOITS
Microsofi's OLE, Selling Chain cre-
ates a comsistent interface for prod-
uet, pricing and marker informarion
while providing a real-nime view o
the sales pipeline of orders, requests
and sales informarion. Selling Chain
alsis mregzrares with ERP systems
trom such vendors as Oracle Corp.,
Baan Internarional Inc, and SAR At
Chrvsler, Selling Chaim will b used
riy help customers shop for and de-
sign mew cars via the Interner or at
free-standing kiosks in dealer show-
rooms. By typing in their specibic
needs—nlor, monchly payment lhim-
irs, safery fearures—customers will
be able 1o get the car they wane
rather than settle tor an availahle
car that almost meets their needs,

Although the Web-enabled con-
figuration option won't be available
o customers until lager this vear,
Chrysler officials say the new tech-
nedogy will revelutionize auto sales
and production. Rather than base
nexr month's producton on lase
month’s sales, Chrvsler expects 1o
bruild the cars customers want,
when and where they want them,
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