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Executive Summary

Background

WebWisdom.com, LLC, specializes in Web-based Internet technology tools for interactive distance learning (IDL), education & training.  The company is a spin-off of the Northeast Parallel Architectures Center at Syracuse University (SU). Our products have been developed over the last three years, ’97 - ’99, using DoD and other grants. SU owns intellectual property rights to the research results. The rights have been exclusively licensed to WebWisdom.com, which has turned many research prototypes into commercial products.

All development has been a collaborative effort between actively teaching professors of leading edge computational science, each with 20+ years experience and renown reputations, and their graduate students. It is important to note that the company’s products have been hence developed by experts in the fields of both education and technology. A number of graduate students transferred to staff positions and this stable development team has worked together for over three years. In addition, during this time a strong relationship has been maintained with similar such talent offshore, where some of the products have been developed. The resulting products do have patents pending.

Three senior partners, who also lead the academic development team, own the company. Eight junior members of the engineering team have minority stakes in the company. This arrangement ensures team stability and lowers development cost.

WebWisdom.com is a company attempting to deliver a full suite of services and technologies required for distance learning. As a spin-off from university research center, it possesses broad expertise in building advanced technologies in this field and in teaching over the Internet. Its members, in addition to professional degrees in physics, telecommunication and computer science, also pursue degrees in business management. WebWisdom.com has made its first sales, reaching the market with its user-oriented software for lecture recording and publishing. 

At present, WebWisdom.com does not have payroll, and it uses SU technical infrastructure under agreement with InfoMall business incubator. All Company's product leverage technology developed in academia and the product development is based strictly on company partners sweat equity.

Product

Webisdom.com has a number of generic technologies, as well as a number of packaged products. The products focus on distance learning market and on general Internet business collaboration process. The underlying technology framework is more generic and can be used to rapidly develop applications such as on-line customer support, technical support, and employee and customer application use training. The products are available now and can start generating immediate revenue. 

By exclusively using commodity technologies, WebWisdom team has created a complete system for IDL in both synchronous (real-time) and asynchronous modes. This system has been tested and incrementally improved in a series of IDL projects in delivering accredited university-level courses from Syracuse to a number of remote colleges. Java programming classes have been delivered to high-school students in schools from Boston to Houston, and a number of technology classes have been delivered by 3rd parties from remote academic centers to DoD audiences. The company estimates that its technology is 12 - 18 months ahead of any known commercial development, and that the completeness of the company solutions for IDL is unparalleled in either industry or academia.

WebWisdom.com engineering team believes that the architecture of Company's products and services has been designed in a way isolating it from medium-term (3-4 years) technology changes. Projected portal architecture (see below) will include virtual environments and interactive simulations to enhance our products. Rather than focus on any one particular object model technology, such as JavaBeans, CORBA, or COM, WebWisdom.com has built all products and services around relational multimedia databases. General multi-tier Web-linked database architecture based on servlets (HTTP server extensions) implements XML-compliant, extensible Educational Template Definition Language. Content delivery, both synchronous and asynchronous, is always browser based. The architecture is strictly modular, enabling easy extensibility or accommodation of new technology as needed. It also includes a groundbreaking, unique, patent-pending methodology for implementing shared DHTML applications. WebWisdom.com is hence already well prepared to accommodate forthcoming Web technology improvements, such as extensions of the W3C DOM to XML, in interactive distance learning and collaboration. 

Objectives

WebWisdom.com acknowledges its lack of adequate marketing experience and hereby submits this proposal to obtain suitable management as well as funding. The company needs executive assistance in setting up commercial business management and marketing, and opening sales channels. However, the Company officers wish to retain leadership in technical vision, technical operation, product design & manufacturing.

The Company seeks assistance in one of two forms: (1) venture capital funding or (2) a partnership with another company with cash infusion. In case (1), the Company will, in addition to venture funds, also seek help in identifying and installing non-technical executive talent. In case (2), a partnership agreement might result in a structure that will circumvent the need to establish separate marketing and sales channels. In either case, the Company is offering a negotiable amount of equity in exchange for cash infusion.

Assuming sustained focus on the IDL market, WebWisdom.com plan is to proceed in three rounds:

Establishing market presence for the Company's software products

To prepare for market entrance, our operational goal is to establish independent infrastructure and move the core technical staff to company's payroll, as well as install and senior executive, sales, and marketing talent. The combination of current WebWisdom.com products, plus the requested executive talent, would create a viable and sustainable commercial entity to serve the technical needs of the IDL market. A critical goal in Year-1is to establish a market presence for our software products, the complete turnkey distance learning servers, and support services. The time frame to achieve the goal of the first round is one year, and the requested funding is $2M. The Company expects to achieve sales of at least $500K/year in this period.

Creation of the IDL Content Distribution Channel

WebWisdom.com has developed a very large repository of its own courseware. For instance, through Syracuse University, "Certificates in Internetics" & "Computational Science" are being offered. This courseware will support the company's initial market entrance. This large resource, combined with company's own courseware delivery technology, ideally positions the company to succeed in the emerging educational portals market.

WebWisdom.com's IDL business model will quickly move to become an 'Education Portal', where independent content providers can rely on WebWisdom.com to distribute their services and courseware, without having to develop their own delivery system. This will require a mix of hosted asynchronous and synchronous real-time technologies. As a business model, this will be inherently more scalable than the one limited to providing only proprietary content, with revenue streams coming from both the content providers and their recipients.

Entry into the commercial private sector as a distribution channel of IDL content will necessitate a doubling of the current engineering staff of eight, and hiring of additional support staff. This round must also initiate an advertising campaign, and secure the services of a PR firm. 

WebWisdom.com has had a three-year successful tract record providing IDL services under contract to the Department of Defense. Our current staff, together for three years, consists of highly trained computational scientists, respected in their fields as experts in delivering IDL. Market projections predict that Interactive Distance Learning (IDL) will grow from $600 million in revenue during the past five years, to $10 billion/year by 2002
. 

Securing our current technical advantage as a provider of IDL applications, and the desire to enter the educational portal market, are the primary reasons for seeking second round funding. Such funding will support expenses for portal infrastructure, staffing, launching of a marketing & advertising campaign, and expansion of the senior executive staff layer. WebWisdom.com expects to obtain portal hosting services from the GPN NOC located in Las Vegas.

We believe that the current K-12 & Life-Long Education market primarily needs synchronous IDL. However, industry's main thrust has been asynchronous. Our research and experience has demonstrated that a complementary mix of the two provides for a powerful new IDL paradigm. Industry needs to train its employees; however, these employees are often already overwhelmed with responsibilities. Synchronous training, mixed with self-paced asynchronous training, provides a structure that holds the learning employee-users accountable. WebWisdom.com's Courseware Mgmt System ensures the satisfaction of the paying clients (employers) by its capacity to record and demonstrate students' progress. We believe this will be a highly marketable feature.

The funding sought for this round is $4M.

Client Specific 'Virtual Universities' 

WebWisdom.com anticipates the reaching of a break-even point during Year 3. An option for additional funding is requested, based on requirements that WebWisdom.com will secure a contract from a large user choosing to delegate all training services, support and infrastructure to WebWisdom.com. The launching of a virtual university for a specific client would be a goal during this phase.

The funding sought for this round is $2M

Business Concept

Opportunity identified

There is a large and well-established market for asynchronous distance learning tools. This market recently underwent a phase transition, rapidly adopting commodity Internet technologies and essentially moving mainstream asynchronous distance learning activities to Internet. In contrast, synchronous distance learning is largely rooted in the decades-old video link technology and stand-alone videoconferencing systems. Only few companies (see Section XXX) are attempting to tackle Internet power to provide real-time, synchronous, interactive distance learning exclusively using packet-switched networks.

Effectiveness of the distance learning methodologies has recently been questioned in several studies. "The Virtual University and Educational Opportunity," report, published by Princeton's College Board,  (http://www.collegeboard.org/policy/html/virtual.html
); and "What's the Difference?", a report  by the Institute for Higher Education Policy created  on behalf of the American Federation of Teachers and the National Education Association (http://www.ihep.com/PR15.htm) both question efficacy of the distance learning methodologies. One of the reproaches raised in the reports is limited teacher-student contact and low interactivity. A careful study of the reports reveals that their authors focused solely on the asynchronous or self-paced methodologies. This reveals two important facts: (1) as of today, the notion of distance learning is almost exclusively associated with the self-paced methodology; (2) the self-paced distance learning has very serious limitations and its effectiveness is lower than the effectiveness of fully interactive training.

These statements are not new to the WebWisdom.com team. Since company inception, we have focused on building not only the best possible tools for real-time interactive distance learning, but we also recognized that the truly efficient IDL system must properly mix both the self-paced and real-time approach. This concept reflects the very nature of the millennia-old educational practice. Only based on such a mix of technologies one can create a truly useful IDL system. Due to this approach, WebWisdom.com was able to create the most complete suite of IDL products in the industry. The products address both aspects of the distance learning process (for product description, see Section XXX). This unique combination gives as critical technological edge and it differentiates the Company from all other competitors.
In compliance with our three-phase business plan, outlined in the Executive Summary, WebWisdom will operate the niche of the on-line corporate training in both interactive and self-paced modes. 

In Phase 1, we will offer for sale the following software products:

1. WebWisdom( Courseware Management System - an RDBMS-based, Web-linked multimedia courseware repository, management tool, and high-performance backend solution for both asynchronous and synchronous distance learning

2. Tango Interactive( Virtual Classroom - an advanced Web-based system for interactive, real-time courseware delivery

3. LecCorder( - a fully automated tool for lectures' recording, indexing, publishing, and network delivery

4. BuenaVista( - a software-only, multi-user, multi-platform videoconferencing system 

WebWisdom plans to continue selling our software products during phases 2 and 3 of the business plan. Technological superiority of the Company's products, combined with the marketing talent funded by the sought venture capital should easily generate significant sales in a very short time.

In Phase 2, the WebWisdom's software products and expertise in IDL will be used to create an educational portal. It is our plan to team with Global Network Privacy, Inc, and collocate our portal with their MesaVerde service NOC. We plan to use this channel to make  publicly available our collection of ~ 1000 hours of classes in Computer Science and Internetics, and to attract at least 10 content-providing partners to the site. The goal is to create critical mass of information that will be sustained by three revenue streams: (a) courseware access fees; (b) content-provider service fees; and (c) advertising fees.

In the optional Phase 3, if the earnings goals of the phases 1 and 2 are achieved, the Company hopes to become a provider of all computer services necessary to run a complete Virtual Universities.

Corporate needs

Currently recognized business megatrends raise demand for computer-based training. Globalization, with its high cost of in-person visiting and time-zone differences promotes computer communication in its synchronous and asynchronous form as mean of cost cutting and convenience. Specialization and consequent outsourcing compels companies to adopt broadly standardized ways of exchange to facilitate interfacing of loosely coupled entities. The same type of needs arises in recently popular mergers and joint ventures. Narrowing windows of opportunities force companies to use fast communications to cut their development time and shorten time-to-market. Finally, growing popularity of telecommuting may be adding the most to the corporate demand for on-line training.

At the same time, the companies will only acquire IDL services if the effectiveness of the learning process can be proven. WebWisdom.com product offering provides tools to objectively measure the progress of the process. 

Uniqueness of the offer

The uniqueness of the offer stems from the following factors:

1. Technical team with extensive experience in education, education technology, web technologies, and technical project management. Thorough familiarity of all Company partners with the IDL process translates into superior product and excellent understanding of customer needs.

2. The most advanced technical products, offering such cost-limiting features as portability, use of pervasive technology base and COTS elements, adherence to industry standards, and unrivalled completeness of the solution.

3. High product quality: all offered products have been extensively tested and debugged in pioneering applications of IDL in DoD and academia.

4. Low initial investment: since the technology development is entirely paid for and the Company's only financial obligation is the 8% revenue royalty to Syracuse University, WebWisdom.com can offer very competitive pricing to gain market share.

Business sensitivity

The market is promising and WebWisdom with its proven core team is confident in its ability to deliver technologically superior products. Experience in graduate distance education shall give the edge to designing functional training interfaces. Environment instabilities shouldn't have much impact on corporate training market. The biggest unknown is when comparably technically advanced competition emerges, what marketing strategy it adopts and, shall it be a large firm, whether it decides to dump prices.

The Company

Background

WebWisdom.com, LLC is a Limited Liability Company founded in November 97. The company specializes in Web-based Internet technology tools for interactive distance learning & training. Currently the company has three managing and eight ordinary partners. All of them are employees of Northeast Parallel Architectures Center at Syracuse University. The Company is located in Syracuse, NY, and is registered as LLC in New York State.

Partners

Managing partners are:

· Geoffrey C. Fox, PhD., Director of NPAC:

Professor of Physics & Computer Science with a long demonstrated history as a strong leader. Dr. Fox is internationally recognized as an expert in High Performance Computing & Communication, and in IDL technologies.

· Roman Markowski, PhD., NPAC's CIO:

Responsible for technical development and management of computer facilities and technical infrastructure, as well as current management of Company's marketing, sales & administration. 

· Marek Podgorny, PhD., NPAC's R&D Director: 

Responsible for technical and research management of all projects, including planning, staffing, implementation & delivery. He has a long history as a demonstrated leader and team builder with strong supervisory capabilities, and 8 year of experience in managing software development projects. He supervised creation of WebWisdom's software products in essentially academic environment.

The remaining eight partners are engineers holding MSc. diplomas in computer science, computer engineering or mathematics, and are currently involved in technical development and project supervision. Two partners are pursuing the Ph.D. degree in CS and five others are part-time MBA students.

Assets

The Company's main asset is it's engineering team. The team listed above works together for more than three years. Equity in the Company helps keeping the team stable. As discussed earlier, team members are experts in both technology and educational method, in addition to their expertise in several scientific disciplines. The team plans to work together on establishing WebWisdom.com as a successful commercial entity.

In addition to the company members, the development team employs a handful of SU graduate students. This group has been carefully selected from among best SU graduate students. All members of the group are part of the team for at least 12 months and they are fully productive.

Additional asset is the offshore development team. Most of the core team was recruited from one location: an elite engineering school in Poznan, Poland.  During development of the IDL projects, several other members of the school participated and provided strong leadership. The offshore team consists of individuals not willing to live in Unites States but thoroughly familiar with IDL projects by the virtue of continuous participation. This team is being employed by SU and WebWisdom.com to implement large self-contained software development projects conceived in Syracuse. The offshore team has, for instance, implemented the entire database backend to the Company's IDL system. The professional quality of the offshore team is outstanding.

The total number of developers working on the IDL technology projects is around 25 people.

Entire development team is foreign. Company managing partners are all resident aliens (with ongoing naturalization process in two cases). Junior members are currently being transferred to the H1 status, and expect to be stabilized by end of '99.

The other asset is the licensing agreement between WebWisdom.com and Syracuse University. SU legally owns intellectual property rights to all technologies created by NPAC researchers working on federal and state grants. These technologies have been formally disclosed to University, and licensed to WebWisdom.com for commercial development, in exchange for the (initial) 8% royalty paid to the University. Syracuse University fully supports Company's plans to obtain funding and to develop commercial products based on the technologies developed for the federal and state funding agencies.

Current status

At present, WebWisdom.com does not have payroll. All Company members are employees of NPAC at Syracuse University. Their salaries are entirely paid from the grant accounts (i.e., they are paid from the funds generated by the Company managing partners in form of research grants). SU does not provide any "soft money" to support NPAC, and the approx. $4M/year funding necessary to sustain the organization is generated by grant applications. Most of the NPAC grants are production rather than pure research, and the continued funding heavily depends on the previous team performance. Hence, all NPAC projects related to IDL are managed according to industry standards.

NPAC has sufficient portfolio of ongoing grants to support the core group for 12 months. However, due to the intellectual property issues, WebWisdom.com is eager to transfer at least a part of the engineering team to Company's payroll as soon as possible. It is however important to understand that the process of  transfer can benefit from certain degree of flexibly and adjusted to the nature and amount of obtained funding. At present, we estimate that the transition from the academic to commercial environment should be completed by end of year 2K for all junior members and at least two managing partners.

At present, The Company uses the equipment owned by Syracuse University as a benefit of the InfoMall business incubation program. As this program nears its end, it becomes urgent to establish separate Company offices, purchase computer equipment, and organize Company's network.

If the current Company's location in Syracuse proves incompatible with objectives of the funding entities, the Company will consider relocation. The time frame for a complete relocation cannot be however shorter than 12 months from now, mainly due to the constraints imposed by family and academics. 

Webwisdom.com sales are minimal at present. Last year revenue was $XXX. Expected 99 revenue is $XXX. These numbers reflect essentially non-existing marketing and lack of full-time sales force. However, as described in the next section, the Company has a number of attractive, packaged products able to start generating sales revenues at once. We have also recently had a number of inquiries regarding technology sublicensing.

The Products

Technologies

WebWisdom.com intends to take advantage of fast Internet expansion and growing needs for distance learning solutions. Currently available set of products offers a rather complete solution for IDL for a number of markets, including academia, government, and corporate. As we mentioned, in Phase One we will offer these products for sale to the customers in need of advanced IDL solutions. In Phase Two, starting these products and technologies and products as  a technological foundation, WebWisdom.com  will design and implement Web-based Educational Center. The Educational Center, utilizing state-of-the-art technologies, will offer integrated set of educational services required to deliver education and training over the Internet. The process of product design and development will benefit from the company's experience in delivering distance education gained during non-commercial usage of its products. Existing WebWisdom.com technologies cover almost the whole range of planned services. Thus, the remaining work will be directed into integration of those components and refining them to better meet customers’ needs. This fact should substantially reduce the costs of launching the product and offer competitive advantage in this pioneering market. The company’s final offer is not limited to software. WebWisdom.com plans to substantially extend it with services related to software installation, technical support, and consulting, targeted at Internet education market. In the section below we present brief description of existing products and their application in the final solution.

Packaged products

Tango Interactive

Tango Interactive( (hereafter referred to as TI) is a framework for collaboration over the Internet. Chat, videoconferencing, shared Web browsing, synchronous media playing are examples of applications available in this framework. Virtually any application that lends itself to collaboration can be TI enabled and connected to the system. TI clients run in Netscape or Internet Explorer and are distributed in a state-of-the-art  installation package.

Specific TI based products include:

[image: image2.bmp] TANGO Interactive( Virtual Meeting - Java based, multi-platform Internet collaboration tool including multi-party, multi-user integrated audio-video conferencing (BuenaVista(), shared browsers, chat sessions, whiteboards, PC application sharing via integrated interface to MS NetMeeting , shared editors and debuggers, and dozens of other tools. TANGO Interactive fully supports the powerful shared event model for collaboration and allows both client and server to share applications in any language like Java, JavaScript, C/C++, LISP, etc. Virtual Meeting PeopleWatch service provides awareness tools and instant messaging, while the collaboratory server supports high degree of security and access through firewalls.  TI Virtual Meeting is best suited for non-structured, ad-hoc collaboration sessions. We mention it in the context of this document since, technically, TI Distance Learning server relies on software modules developed for TI VM. Per se, TI VM is a ground-breaking tool for activities such as interactive customer support.
[image: image3.bmp] TANGO Interactive™ Distance Learning Server - a most complete industrial IDL solution. Using the power of underlying TI Web-based collaboration framework, our distance-learning server provides unmatched functionality for the real-time, synchronous distance teaching. The only distance learning solution built from scratch using exclusively commodity web technologies, the system's sophisticated, interactive teaching technology benefits from unrestricted access to all Internet resources while keeping cost of ownership down by reusing existing infrastructure. Most of the tools available in TI Virtual Meeting are also available in our distance-learning product. We add students’ feedback tools, progress evaluation and testing tools, one-of-the-kind shared DHTML and forms browsers, and seamless integration with our optional WebWisdom NT courseware management system. Active Shared Objects technology provides a way to embed interactive shared simulations in the courseware. Session recording and automated Internet publication for later asynchronous use is available as an option.

TI DLS has been used as a vehicle for the course delivered from Syracuse University to Jackson State University in Jackson, Mi. Recently several university institution started using Tango as a prototype for Web based training delivery. During the Fall semester of '99, two of the company principals teach an advanced course in Networking and Multimedia from Syracuse to several Universities and government institutions. This project is documented in the class website available at http://www.npac.syr.edu/projects/cps640fall99/online
WebWisdom NT Courseware Management System

Webwisdom NT is our premier tool supporting asynchronous Distance learning model. It integrates with the TI DLS via Intelligent EduServer.

[image: image4.bmp] WebWisdom™ EduObject Manager and Server  - is a storage, management and delivery system for courseware, presentations and seminars. The product is implemented in Java. It supports arbitrary educational objects such as slides in different formats, Web pages and multimedia recordings, facilitates searching material, enables linking to create new courses, and leverages educator's effort through reusability. The system uses Oracle RDMS as a backend and it can support courseware management needs of organizations as small as a college department or small company and as large as the entire university or a large CBT company.  

There are two WebWisdom NT components:

· WebWisdom EduObject Manager supports storage and management of courseware. The Manager supports the personal data needed to describe people (such as teachers and students in education or training) developing and using these objects, using Instructional Management System (IMS) Metadata Standards. It provides integrated, in-database contents editing, also using applications such as MS PowerPoint, and it supports multimedia composite educational objects. The tool organizes the content in a dynamic hierarchical fashion as it superimposes the familiar Windows or UNIX file system hierarchical information model onto information objects composable into documents by a powerful XML based object model.

· WebWisdom Intelligent EduServer delivers WebWisdom content to the Web while performing on-the-fly customization. The intelligent EduServer can retrieve the documents stored in the backend database and present them according to the information stored in XML templates. The server supports XML-based language (Educational Template Definition Language - ETDL) designed to describe retrieval process and presentation of educational objects. Multi-level Instant Cache capability allows composite documents to be cached for effective, high-performance replication among the participants of TI DLS sessions.

The operation of the EduServer can be evaluated by accessing the following URL: http://witch.webwisdom.com:7777/servlet/TDLServlet/db/folder.tdl?USID=2&fld=3221
Multimedia products
[image: image5.bmp] LecCorder( - LecCorder is a set of tools for automated recording and publishing of presentations. Recorded are audio, video, and slides The system records and publishes classroom and on-line training sessions, lectures, and seminars to the Internet. The process is completely automated, greatly reducing human labor. Archived sessions can be played back over the Internet using H263 streaming video or over Intranets using high-quality MPEG1 standard. Internet playback uses Java video player thus eliminating download or installation of playback software.

LecCorder is integrated with TI DLS, so that interactive distance learning session can be recorded as easily as the traditional classroom presentations.

LecCorder is offered as software only suite of tools, or together with supporting hardware: camera, mixer, lighting, video card, computer, and cases.

LecCorder can be evaluated by accessing our dedicated website at http://www.leccorder.com. Also, look at http://www.npac.syr.edu/projects/cps640fall99/lectures/leccorder/index.html to see how the tool is used in our every day teaching practice.

[image: image6.bmp] BuenaVista(  - a multi-platform, multi-user desktop video conferencing system designed for both Internet and Intranets. The system is available for all Wintel platforms and for SGI IRIX workstations, with Linux version slated for release by end of September '99. BuenaVista supports standard codecs for high video performance and for different bandwidth needs. BuenaVista is packaged as either a stand-alone product or one of the TI applications.

The Competition

The five companies identified below seem to understand the importance of real-time IDL. We perceive them as major competitors:

· Centra: http://www.centra.com
· ILINC: http://www.ilinc.com
· Placeware: http://www.placeware.com
· OneTouch: http://www.onetouch.com

· IBM/Lotus , TBD

In addition, we include here one company, Knowledge Universe, which acts as a consolidator of distance learning companies of every kind. Knowledge Universe is not necessarily a competitor, since the company itself does not manufacture any technology, and it may be perceived as a potential partner/investor or acquirer.

· Knowledge Universe, http://www.knowledgeu.com

The sections below provide a brief overview of the competing companies. The more extensive data are provided in Appendix X. Further below we provide a technical comparison of the products of main competitors, as far as we were able to obtain relevant information, with WebWisdom.com products.

Competitors

Centra Software, Inc.

Centra Software Inc. is a privately owned company based in Lexington, MA. The firm defines itself as an Interactive Distance Learning service provider. Its main product is called Symposium (recently renamed to Centra 99) and is marketed both as a general-purpose IDL tool and as a virtual Sales Team Training Solution. The executive management of the company is originally from Lotus Development. Recently, Price Waterhouse Coopers has partnered with Centra to extend value-added services with Web-based Learning and Collaboration. The information we have about Centra does not indicate their plans to develop beyond software provider, though.

ILINC (Interactive Learning, Inc.)

ILINC is a privately held company based in Troy, NY. It is a spin-off from the Rensselaer Polytechnic Institute and it was started in a business incubator there. ILINC was founded in 1994 with capital coming from Intel and a venture capital company. The company sells videoconferencing-based tools for distance training. Its customers include Office Depot, Aetna, Lucent Technologies and MCI. ILINS is strictly a software vendor. Previous generation of their products (LearnLinc) was not web-based. Current generation of ILINC products focuses on different flavors of audio and video conferencing. Similarly as WebWisdom.com, ILINC defines itself as a company founded by educators.

Placeware, Inc.

Placeware is a privately owned spin-off from Xerox PARC, founded in 1997. The company offers a product called Auditorium - a live, Web-based presentation solution for field communications, customer seminars and presentations. Placeware’s main customers are Cisco Systems, Sun Microsystems and Hewlett-Packard. Placeware framework has been used by GTE InfoSpace (??) project to create an IDL product currently marketed by GTE to government agencies. 

IBM/Lotus development Corporation

Lotus is a major player in software market. Best known as an inventor of the asynchronous groupware and workflow support, Lotus entered distance-learning market with an essentially asynchronous product, the LearningSpace. Last year Lotus acquired DataBeam, a University of Kentucky spin-off best know as the creator of NetMeeting, a technology acquired by Microsoft and distributed at no charge as a part of their operating systems. Lotus already announced the next version of LearningSpace. This system, not released yet, will certainly offer real-time IDL features.

The companies listed above offer a variety of very different products. With exception of Lotus LearningSpace, for which we have no data, the marketing and sales strategies of all other companies have one thing in common: their products carry exorbitant price tags. In practice, obtaining reliable price information from all these companies is very difficult, as is gaining an insight into the performance and features of their software. The scarce available information shows that the entry level prices for distance learning servers from all main WebWisdom.com competitors are no less than $30K, with unlimited licenses going as high as $175K (actual price of the Placeware-based InfoSpace from GTE). It is our opinion that with this price structure, the IDL companies are pricing themselves out of the nascent market. This is definitely the case for the academia, and it does not help in IDL technology proliferation in corporate sector.

One of the main advantages of WebWisdom.com is that our software development is entirely paid for without incurring any debt in either form. No equity has been engaged yet to pay for product development. Webwisdom.com is in position to offer radically lower pricing of superior technical product to gain significant market share. It is our opinion that a partnership between WebWisdom.com and a company with established brand name and marketing reach could easily surpass the very insignificant market penetration achieved by any of our main competitors.

Knowledge Universe, Inc.

Knowledge Universe was founded in 1996 by Larry Ellison from Oracle and Michael Milken, a former junk-bond king. Knowledge Universe is a holding grouping several companies associated with distance education. The offer includes all forms of educational products including media content, knowledge delivery, corporate training, etc. The company had 1998 revenues of ~$1.2 billion. We perceive this company as an ally rather than competitor. Knowledge Universe does not seem to have produced or acquired any significant technology, but its financial power and focus on distance learning help to establish and expand this new market.

Technology Comparison

	
Feature
	
Centra 99
	
LearnLinc 3
	
PlaceWare 3
	
Horizon
	Tango Interactive DLS 2

	Multiplatform support
	

	

	

	

	


	Browser integration
	

	

	

	

	


	Integrated multiuser videoconferencing
	

	

	

	

	


	Integrated multiuser audioconferencing
	

	

	

	

	


	One-way real-time audio delivery using server based technology
	

	

	

	

	


	Multicast support for videoconferencing
	

	

	

	

	


	Teacher-controlled interactive audio
	

	

	

	

	


	Software-only IP videoconferencing
	

	

	

	

	


	Multi-platform videoconferencing
	

	

	

	

	


	Streaming audio from prerecorded assets
	

	

	

	

	


	Streaming video from prerecorded assets
	

	

	

	

	


	Java streaming media playback tools
	

	

	

	

	


	Support for RealSystem synchronized playback
	

	

	

	

	


	Class recording and asynchronous playback
	

	

	

	

	


	Automated class publishing
	

	

	

	

	


	High-quality class recording for Intranets
	

	

	

	

	


	Contents delivery from multiple HTTP servers
	

	

	

	

	


	URL mapping capability for optimized network delivery
	

	

	

	

	


	Interactive application sharing
	

	

	

	

	


	Support for unlimited number of application sessions with centralized control
	

	

	

	

	


	Configurable front-end with support for branding
	

	

	

	

	


	Simple text chats
	

	

	

	

	


	Avatar/graphical chats
	

	

	

	

	


	Advanced text chat with support for copy/paste, document save and public/private messages
	

	

	

	

	


	Advanced chat with configurable audio messages, message buffer, document mailing, time stamping and marking
	

	

	

	

	


	Chat obscene language programmable filters
	

	

	

	

	


	Support for multiple servers with centralized control
	

	

	

	

	


	Dynamic server selection and migration
	

	

	

	

	


	Authentication, access control and security
	

	

	

	

	


	Support for user roles, role- dependent application behavior, and role-dependent information access
	

	

	

	

	


	Support for local file system document storage
	

	

	

	

	


	Integration with external e-mail
	

	

	

	

	


	Out-of-band chat and audio/video channels for support and assistance
	

	

	

	

	


	Control over application session creation, including private and public sessions
	

	

	

	

	


	Multi-level floor control for every application
	

	

	

	

	


	Support for sharing of arbitrary Web contents
	

	

	

	

	


	Support for shared interactive 3D
	

	

	

	

	


	Authoring system independence
	

	

	

	

	


	Shared whiteboard support
	

	

	

	

	


	Multiple whiteboards with various levels of sophistication
	

	

	

	

	


	True shared browser support for arbitrary Web contents
	

	

	

	

	


	Shared browser support for DHTML (layers, pointers, browser event sharing, shared scrolling)
	

	

	

	

	


	Recording and playback of all shared browser events
	

	

	

	

	


	Shared HTML forms and workbenches
	

	

	

	

	


	Shared browser automatic recording (with immediate access)  of the event history
	

	

	

	

	


	On-demand shared whiteboard presentation for real-time corrections and annotations of presentation material
	

	

	

	

	


	Support for arbitrary shared scripted Web applications
	

	

	

	

	


	Interactive display of student presence and activities
	

	

	

	

	


	Interactive real time feedback tool with statistical display for instructor 
	

	

	

	

	


	Support for "Raise hand" capability
	

	

	

	

	


	Shared telnet application
	

	

	

	

	


	Shared XEmacs and GNU debugger
	

	

	

	

	


	Real-time multimode quiz builder
	

	

	

	

	


	Real-time testing and progress control tool with automatic grading
	

	

	

	

	


	Database support for quizes
	

	

	

	

	


	Support for the optional, advanced, authoring system neutral courseware management system
	

	

	

	

	


	Support for user-side extensions of the system application suite
	

	

	

	

	


	Application Programmer Interfaces to system runtime enabling implementation of 3rd party tools
	

	

	

	

	


	Active Shared Objects technology for automatic sharing of embedded educational Java applets
	

	

	

	

	


	Support for integration of application implemented in any language
	

	

	

	

	


	Support for independent data views
	

	

	

	

	


	Support for visual creation of collaborative objects
	

	

	

	

	


	Support for firewalls
	

	

	

	

	



	


Marketing Plan

The Market

The market for the online distance learning is still in its nascent state. Virtually non-existing before 1996, the US market has generated $187 million in revenue. This figure is expected to grow to $6 billion by 2002. The market can be segmented into the following four categories:

· content,

· authoring software,

· applications software, and

· course management software.

WebWisdom.com technologies fall into authoring software - LecCorder, and applications software - both LecCorder and Tango.

According to International Data Corporation report the market has the following characteristics:

· No right strategy has yet emerged in the market. The companies are trying different approaches for product development, marketing, service and support.

· Suppliers consist of many start-up firms. The companies in this market are heavily involved in mergers and acquisitions; the venture capital is the main source of funding.

· The majority of purchasers are first time buyers. Buyers must typically progress through steep learning curve before adopting the new technology. Most of buyers are still in the pilot phase, trying the new products.

Products created by WebWisdom.com are targeted at two major sub-markets - universities and Fortune 500 companies. Although, products offered to both markets are expected to be the same, the company intents to use two separate pricing strategies. 

University Market

Characteristics of the products offered by WebWisdom.com fit ideally the needs of distance education. Universities are the first group of institutions with abilities to take advantage of those new technologies. They have the widest expertise in teaching processes and possess both customer base and brand names required for remote class delivery.

With the products offered by WW it is possible to build entire virtual universities, without the need to maintain buildings and staff required by traditional organizations of this type. However, it is expected that most of demand for WW products will come from existing institutions, observing the new challenges of knowledge delivery and expanding into this direction.


Although universities are a huge potential market for WebWisdom.com products, there are several problems related with this sector. First of all, the regulatory issues, laws that currently prohibit or at least limit exporting knowledge across the state lines, not mentioning the national borders. Another difficulty is low payment abilities and long decision processes usually present within this type of institutions. Thus, WW intends to offer significant discount on the products sold to educational institutions, increasing the number of potential buyers and promoting products that can be sold at full prices to other clients.

· "`We're shifting to a system where people are going back to school throughout their careers`, says Peter Syverson, vice president for research at the council of Graduate Schools. The average master's candidate is now a working woman in her 30s. Nearly a quarter of all graduate students are over age 40."

R. Lieber, C. Kleiner, J. Perry, "Best Graduate Schools": US News, March 29 1999

· "… during the next 10 years, 74% of today's workers will need retraining. And, the rate of technological progress now requires that engineering and scientific professions totally upgrade their skills every four years."

One Touch (after The American Society of Training and Development): http://www.onetouch.com/

· "… the market for Web-based training is expected to reach $9.8 billion by 2002."

ILINC press release (after International Data Corporation, http://www.idcresearch.com/): http://www.ilinc.com/about/pr/052599.htm
Fortune 500 Companies

Another area where distance learning products can be applied are big companies with extensive training programs. Operating within the current fast changing environments, these companies have to train their large employee groups regularly, often delivering the training material to employees all over the world. WW products offer the potential of taking advantage of the Internet during this process, almost completely eliminating the need for traveling, and thus substantially reducing the costs of those operations. 

Taking into account those savings and the size of corporate customers the prices prepared for this sector can be substantially higher than those offered to universities, thus offsetting lower margins obtained from the latter group. Therefore it is predicted that Fortune 500 companies sector will be major source of company revenue. 

Services

WebWisdom.com will offer two basic types of services:

Lecture recording and publishing

This type of service will allow our clients to preserve the knowledge delivered during various meetings, presentations, lectures and make use of it in the future. Clients using our offer will be able to convert their materials to the digital form and access them through the Internet. WebWisdom will offer complete set of services consisting of:

· Conversion of the initial lecture materials such as videotape and presentation foils to the digital form. The typical input from the client would consist of videotape with a recorded lecture and a set of slides that accompany the lecture. The first step would be the conversion of these materials to the digital formats available to be processed by the computer means.

· Synchronization of materials and setting up a Web site.
Once the materials are digitized, technician would synchronize the foils with the video, so the viewer of the lecture accessed through the Internet can have consistent flow of information.

· Maintenance of the material on the Web and administration of access privileges.
The synchronized information will be put on a dedicated Web site. Users of this site will have the capability of watching the lecture at any convenient time with the only requirement being the access to the Internet and a Web browser. WebWisdom will provide the administration services allowing customization of access (for instance only for the client’s employees).

Live training

The second service to be offered by WebWisdom will be on-line training. WebWisdom will enable its clients to build virtual classrooms and meeting places in order to facilitate teamwork and flow of information between distant locations that would normally be unable to cooperate effectively. The whole service would consist of the following steps:

· Initial setup of collaboration software.
At this stage all the participants of the collaboration or training group will have the necessary software installed on their computers. The person responsible for the event will undergo a short training about how to use the system. The installation may be reused in the future events in the same environment.

· Material and group setup.
This stage will setup all the group access privileges necessary to conduct the collaboration as well as will publish the collaboration-specific materials to be available to the event participants.

· Event monitoring.
Once the collaboration is started the WebWisdom.com is going to monitor the progress and offer help if the problems arise. Additionally our customers will have access to the toll-free 1-800 number for technical support.

Distribution channels

The main medium of reaching the clients and distribution of WebWsdom.com products will be Internet. We assume that in the case of Web publication of materials there will be no direct contact with the client. The input material will be sent by mail and the resulting Web presentation and site will be accessible through the Internet. 

In case of on-line training/collaboration clients will have an option of either installing the software themselves or the WebWsidom.com technician will be charged with this task. All other aspects of on-line training (administration and monitoring) can be performed remotely and do not need the physical contact with the client.

Sales forecast

Based on International Data Corporation report, Table1 shows expected market volume to the year 2002. The table also shows expected share of WebWisdom.com, which is estimated given the following information:

· currently there are 4 significant players;

· existing companies have been operating for 2-5 years.

	Year
	Total sales 

[mln]
	Software segment share

[%]
	Software segment sales

[mln]
	WebWisdom share

[%]
	WebWisdom sales

[mln]

	1996
	$186
	50%
	$93
	0.0%
	$0.0

	1997
	$400
	30%
	$120
	0.0%
	$0.0

	1998
	$600
	27%
	$162
	0.0%
	$0.0

	1999
	$1,000
	26%
	$260
	0.0%
	$0.0

	2000
	$1,900
	25%
	$475
	1.0%
	$4.8

	2001
	$3,400
	24%
	$816
	2.0%
	$16.3

	[image: image1.png]


2002
	$5,500
	23%
	$1,265
	5.0%
	$63.3


Table 1: Forecast for online distance learning market

Figure 1: Forecast for online distance learning market
Independent sources, such as Forbes or US News magazines also preach significant increase of online learning market.

Pricing

Lecture publishing

We assume the following prices for the recording and publishing services:

The conversion and synchronization of a lecture
$10,000 / 1.5h of content

Deployment and maintenance
$500 / month

Live training

We assume the following prices for the live training services:

Initial setup
$10,000 / setup

Group and material setup 
$5,000 / setup

Session monitoring
$5,000 / session

The pricing model described above is developed to encourage our clients to pay incrementally for the services they need. This model will differentiate us from the competition that charges its clients for the software creating high start-up costs.

Because of the specific of the educational market (some universities might have difficulties with paying high prices for the software) we allow individual agreements with such institutions and discounts up to 50% of the original prices.

Promotion

Because WebWisdom.com has yet to grab the market share in the distance education market the promotion effort is essential for the company success. In order to achieve the high visibility the company is going to use several methods of promotion:

· Presentations at the universities planning to get involved in the distance education programs.

· Advertisement in the magazines – this will focus on the magazines addressed to the human resources and training managers in the big companies. 

· Attendance to the HR and trainers conferences

· Mailing sample versions of the software to the identified training professionals.

The main goal of the advertising effort is to create awareness among the people that would directly benefit from the services offered by WebWisdom.com. We do not plan to contact IT departments and try to sell them our services, but rather get in contact directly with the human resources and training personnel.

Controls

The main controls used will be the numbers of services requested. WebWisdom.com should control separately each of its offers (asynchronous delivery and on-line training). Any difference in each of the lines should be analyzed. In case the demand for one type of service greatly exceeds the other one company should consider focusing on the profitable line and abandoning other services.

Operations

Activities

WebWisdom's day-to-day activities will include:

· R&D or software development;

· initial setup of capturing or collaboration software and hardware at the client site;

· processing, indexing, and Web publishing of client's content;

· on-line monitoring and support for running sessions.

Research and development

Rapidly changing technologies and software for use with the Internet necessitates constant monitoring and upgrading of supporting software components. Even though clients may not realize differences between particular technologies, it is expected that they will insist on cutting-edge solutions in order to avoid future obsolescence problems. For this reason technology scanning, evaluation, benchmarking, and reverse engineering are going to be ongoing activities throughout WebWisdom's operation. Although company will market and deliver services, it will need to develop supporting software based on the most up-to-date technology. Character of research and past experience in software development suggests organic structure for this unit, whose normal way of concept evaluation will be through fast prototyping. However implementation of ready to use components implies strict procedures for evaluation, control, and tests. The group will have to work in this dualism, while clearly defined responsibilities will help avoid confusion. In particular, in order to control quality of created software, formal rules will be developed to govern tests and release management. At the beginning the group will have to closely cooperate with marketing and support people to define functional user interfaces.

Remote activities

The firm's image will be largely shaped by technicians travelling to clients, to setup recording or collaboration infrastructure as well as to provide comprehensive training for lecturers and other system users. It will be of great importance to hire both technically knowledgeable and customer friendly and communicative staff for these positions. WebWisdom members will hold these positions initially.

Data processing

Repetitive tasks of processing clients' media and publishing it will be performed by hourly-paid personnel whose size will be adjusted to demand. Because of probable variations in short-term demand, employment in this group will be kept low and over-hours paid during peak demand.

Support

Dependable computer infrastructure and reliable link to Internet are vital to smooth functioning of the company. WebWisdom will hire experienced IS manager agreeing to maintain infrastructure up and running 24x7. Otherwise, the company operations are independent from outside suppliers, vendors, etc. 

Capital

Facilities

Currently the firm is located in Syracuse, NY. However, moving to a different location will be considered depending on business conditions.

The particular facility should have fast connection to the Internet. The main work equipment will be computers in a number slightly exceeding the number of employees. Extra computers are needed as test beds of various potential configurations at the customer site. Technicians visiting customers and direct marketers will use laptop computers. In addition, video processing and networking hardware will be needed.

Financing

WebWisdom will adopt a rule of immediate payments for its commodity-like services i.e. for the lecture publishing. Client will have to send the VCR tape together with the payment. For services delivered over extended periods of time, WebWisdom will charge pro rata as the service is being rendered. Otherwise, WebWisdom will be flexible in terms of payment to accommodate the customs of its different clients (corporate vs. university). Thus, it is estimated to keep accounts receivable levels at about 25% of sales.

Based on financial analysis the company requires financial contribution of $2mln, which should ensure smooth startup and long -term viability. The projected capital structure of the company assumes financing only through equity. We expect to acquire necessary funds from venture capital sources, offering about 40% of company's equity.

Human Resources

Founders

The founders of the company all come from the academic background and have the strongest experience in software research & development operations. While the experience gathered in the academic field might be helpful in running business (e.g. using already existing contacts with the industry) the current management of WebWisdom.com acknowledges their insufficient competencies in the area of marketing. 

Personnel

In addition to the four managers we assume a need for the following additional personnel:


CEO from the venture capitalist


3 managers (R&D, marketing, operations)

7 Research & Development engineers

1 webmaster

1 graphics designer

7 marketing and sales people

7 technicians for the initial setup and session monitoring

2 staff for data entering

2 telephone operators

2 office assistant

It is expected that technical personnel will need to double in the third year of operation.

Table 2: Emplyement

	
	2000
	2001
	2002

	Management
	4
	5
	8

	R&D engineers
	5
	6
	8

	Webmaster
	1
	2
	4

	Marketing and sales
	7
	10
	14

	Technicians
	7
	10
	14

	Data entering staff
	2
	4
	6

	Support personnel
	4
	5
	7


Compensation and incentive program

We assume the following compensation levels:

CEO
$120,000/year

Manager

$80,000

R&D Engineer, Webmaster

$60,000

Sales & Marketing, Setup & monitoring staff
$40,000

Office assistant

$30,000

Data entering technician

$30,000

Because the main goal of WebWisdom.com is building the long-term relationships with its clients and serving their knowledge distribution needs, it is important that the company representatives (both technical and sales) maintain high level of professionalism. In order to achieve this goal WebWisdom.com is going to offer its customer representatives a commission program based on the customer satisfaction.

In addition to the basic compensation as described above, the company will incur expenses in the amount of  about 40% of the basic salary for employee benefits programs and bonuses.

Equity distribution

WebWisdom.com will be organized as a Limited Liability Company. The equity will be divided between managers (10% per person) and senior engineering staff (3% per person) – total of 58%. The remaining 42% is available for the potential strategic investors.

Financial Plan

The following plan presents projected financial data of WebWidom.com operations. All numbers are in thousands of dollars unless stated otherwise.

Break-even Analysis

Table below summarizes the beak-even analysis. During the first year of operations WebWisdom.com needs $3,500,000 of sales to break even.

Figure 2: Break-even Analysis
[image: image8.png]

Projected Profit and Loss

The annual estimates of WebWisdom.com profits and losses is included below. For the detailed quarterly pro-forma income statement see the appendix 

Table 3: Projected Profit and Loss

	
	
	
	
	
	2000
	
	2001
	
	2002

	
	
	
	
	
	
	
	
	
	

	Sales
	
	
	
	4,800 
	
	16,300 
	
	63,300 

	
	Direct Cost of Sales
	
	
	1,256 
	
	4,600 
	
	17,500 

	
	Other
	
	
	
	0 
	
	0 
	
	0 

	Total Cost of Sales
	
	
	1,256 
	
	4,600 
	
	17,500 

	Gross Margin
	
	
	
	3,544 
	
	11,700 
	
	45,800 

	Gross Margin %
	
	
	
	73.8%
	
	71.8%
	
	72.4%

	
	
	
	
	
	
	
	
	
	

	Operating expenses
	
	
	
	
	
	
	

	Sales and Marketing Expenses
	
	
	
	
	
	

	
	Sales and Marketing Payroll
	
	460 
	
	820 
	
	1,670 

	
	Advertising/Promotion
	
	
	310 
	
	630 
	
	1,100 

	
	Public Relations
	
	
	120 
	
	240 
	
	530 

	
	Travel
	
	
	
	160 
	
	340 
	
	480 

	Total Sales and Marketing Expenses
	
	1,050 
	
	2,030 
	
	3,780 

	
	
	
	
	
	
	
	
	
	

	General and Administrative Expenses
	
	
	
	
	
	

	
	General and Aministrative Payroll
	
	761 
	
	1,540 
	
	3,200 

	
	Depreciation
	
	
	110 
	
	270 
	
	440 

	
	Leased Equipment
	
	
	0 
	
	0 
	
	0 

	
	Utilities
	
	
	
	30 
	
	75 
	
	150 

	
	Insurance
	
	
	
	20 
	
	65 
	
	135 

	
	Rent
	
	
	
	60 
	
	180 
	
	420 

	
	Other
	
	
	
	10 
	
	35 
	
	75 

	Total General and Administrative Expenses
	991 
	
	2,165 
	
	4,420 

	
	
	
	
	
	
	
	
	
	

	Research & Development Expenses
	
	720 
	
	1,100 
	
	1,500 

	
	
	
	
	
	
	
	
	
	

	Total Operating Expense
	
	
	2,761 
	
	5,295 
	
	9,700 

	
	
	
	
	
	
	
	
	
	

	Earnings before Interest and Taxes
	
	784 
	
	6,405 
	
	36,100 

	Interest Expense Short-Term
	
	0 
	
	0 
	
	0 

	Interest Expense Long-Term
	
	0 
	
	0 
	
	0 

	Earnings before Taxes
	
	
	784 
	
	6,405 
	
	36,100 

	Taxes Incurred
	
	
	
	313 
	
	2,562 
	
	14,440 

	Net Profit
	
	
	
	470 
	
	3,843 
	
	21,660 


Projected Cash Flow
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The cash flow projections are extremely important for the success of WebWisdom.com. In order to maintain positive cash balance it is essential to obtain venture capital funding in the amount of $2,000,000. The summarized monthly cash flows during the first year of operation are presented on the figure 1. Table below include annual cash flow estimation. Finally, the appendix includes detailed monthly numbers. The analysis shows safe cash levels throughout the analyzed period, ensuring financial stability of the whole venture.

Figure 3: Cash Analysis

Table 4: Projected Cash Flow

	
	
	
	
	
	2000
	
	2001
	
	2002

	Net Profit
	
	
	
	470
	
	3843
	
	21660

	Plus:
	
	
	
	
	
	
	
	
	

	
	Depreciation
	
	
	110
	
	280
	
	440

	
	Change in accounts payable
	
	40
	
	180
	
	620

	
	Current Borrowing (repayment)
	
	0
	
	0
	
	0

	
	Increase (decrease) other liabilities
	0
	
	0
	
	0

	
	Long-term borrowing (repayment)
	
	0
	
	0
	
	0

	
	Capital input
	
	
	2000
	
	0
	
	0

	Subtotal
	
	
	
	2150
	
	460
	
	1060

	Less:
	
	
	
	
	
	
	
	

	
	Change in account receivable
	
	940
	
	1160
	
	8100

	
	Change in other short-term assets
	
	70
	
	210
	
	540

	
	Capital expenditure
	
	
	320
	
	500
	
	420

	
	Dividends
	
	
	
	0
	
	0
	
	0

	Subtotal
	
	
	
	1330
	
	1870
	
	9060

	Net cash flow
	
	
	
	1290
	
	2433
	
	13660

	Cash balance
	
	
	
	1290
	
	3723
	
	17383


Projected Balance Sheet

Both the annual balance sheet presented below and detailed forms included in the appendix confirm healthy growth of the company.

Table 5: Projected Balance Sheet

	
	
	
	
	
	2000
	
	2001
	
	2002

	Assets
	
	
	
	
	
	
	
	

	
	Short-term assets
	
	
	
	
	
	
	

	
	
	Cash
	
	
	1290
	
	3723
	
	17383

	
	
	Accounts receivable
	
	940
	
	2100
	
	10200

	
	
	Other short-term assets
	70
	
	280
	
	820

	
	Total short-term assets
	
	
	2300
	
	6103
	
	28403

	
	
	
	
	
	
	
	
	
	

	
	Long-term assets
	
	
	
	
	
	
	

	
	
	Capital assets
	
	320
	
	820
	
	1240

	
	
	Accumulated depreciation
	110
	
	390
	
	830

	
	Total long-term assets
	
	
	210
	
	430
	
	410

	
	
	
	
	
	
	
	
	
	

	Total assets
	
	
	
	2510
	
	6533
	
	28813

	
	
	
	
	
	
	
	
	
	

	Liabilities and Capital
	
	
	
	
	
	
	

	
	Short-term liabilities
	
	
	
	
	
	
	

	
	
	Accounts payable
	
	40
	
	220
	
	840

	
	
	Short-term notes
	
	0
	
	0
	
	0

	
	
	Other short-term liabilities
	0
	
	0
	
	0

	
	Total short-term liabilities
	
	40
	
	220
	
	840

	
	
	
	
	
	
	
	
	
	

	
	Long-term liabilities
	
	
	0
	
	0
	
	0

	
	Total liabilities
	
	
	40
	
	220
	
	840

	
	
	
	
	
	
	
	
	
	

	
	Capital
	
	
	
	
	
	
	
	

	
	
	Paid in capital
	
	2000
	
	2000
	
	2000

	
	
	Retained earnings
	
	470
	
	4313
	
	25973

	
	
	Earnings
	
	
	0
	
	0
	
	0

	
	Total capital
	
	
	2470
	
	6313
	
	27973

	Total liabilities and capital
	
	
	2510
	
	6533
	
	28813

	
	
	
	
	
	
	
	
	
	

	Net Worth
	
	
	
	2470
	
	6313
	
	27973


Business Ratios

WebWisdom.com is expected to maintain healthy business ratios. The projected values are included below.

Table 6: Business Ratios

	
	
	
	
	2000
	
	2001
	
	2002

	Profitability Ratios: 
	
	
	
	
	
	
	

	           Gross Margin 
	
	
	73.8%
	
	71.8%
	
	72.4%

	           Net Profit Margin 
	
	
	9.8%
	
	23.6%
	
	34.2%

	           Return on Assets 
	
	18.7%
	
	58.8%
	
	75.2%

	           Return on Equity 
	
	
	19.0%
	
	60.9%
	
	77.4%

	Activity Ratios 
	
	
	
	
	
	
	

	           AR Turnover 
	
	
	5.11
	
	7.76
	
	6.21

	           Inventory Turnover 
	
	0.00
	
	0.00
	
	0.00

	           Accts Payable Turnover 
	
	120.00
	
	74.09
	
	75.36

	           Total Asset Turnover 
	
	1.91
	
	2.50
	
	2.20

	Debt Ratios 
	
	
	
	
	
	
	

	           Debt to Net Worth 
	
	0.02
	
	0.03
	
	0.03

	           Short-term Liab. to Liab. 
	
	100%
	
	100%
	
	100%

	Liquidity Ratios 
	
	
	
	
	
	
	

	           Current Ratio 
	
	
	57.50
	
	27.74
	
	33.81

	           Quick Ratio 
	
	
	57.50
	
	27.74
	
	33.81

	           Net Working Capital 
	
	$2,260
	
	$5,983
	
	$27,663

	Additional Ratios 
	
	
	
	
	
	
	

	           Assets to Sales 
	
	
	0.523
	
	0.401
	
	0.455

	           Debt/Assets 
	
	
	0.016
	
	0.034
	
	0.029

	           Sales/Net Worth 
	
	
	1.943
	
	2.582
	
	2.263


Appendix A

Table A-1. Projected Balance Sheet

	
	
	
	
	
	
	2000
	
	
	2001
	
	2002
	

	
	
	
	
	
	Jan-Mar
	Apr-Jun
	Jul-Sep
	Oct-Dec
	Jan-Jun
	Jul-Dec
	Jan-Jun
	Jul-Dec

	Assets
	
	
	
	
	
	
	
	
	
	
	

	
	Short-term assets
	
	
	
	
	
	
	
	
	
	

	
	
	Cash
	
	
	1242
	1131
	1103
	1290
	1186
	3723
	6937
	17383

	
	
	Accounts receivable
	
	60
	290
	560
	940
	1340
	2100
	4100
	10200

	
	
	Other short-term assets
	16
	34
	52
	70
	174
	280
	550
	820

	
	Total short-term assets
	
	
	1318
	1455
	1715
	2300
	2700
	6103
	11587
	28403

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Long-term assets
	
	
	
	
	
	
	
	
	
	

	
	
	Capital assets
	
	320
	320
	320
	320
	820
	820
	1240
	1240

	
	
	Accumulated depreciation
	29
	56
	83
	110
	250
	390
	610
	830

	
	Total long-term assets
	
	
	291
	264
	237
	210
	570
	430
	630
	410

	
	
	
	
	
	
	
	
	
	
	
	
	

	Total assets
	
	
	
	1609
	1719
	1952
	2510
	3270
	6533
	12217
	28813

	
	
	
	
	
	
	
	
	
	
	
	
	

	Liabilities and Capital
	
	
	
	
	
	
	
	
	
	

	
	Short-term liabilities
	
	
	
	
	
	
	
	
	
	

	
	
	Accounts payable
	
	6
	15
	27
	40
	110
	220
	440
	840

	
	
	Short-term notes
	
	0
	0
	0
	0
	0
	0
	
	0

	
	
	Other short-term liabilities
	0
	0
	0
	0
	0
	0
	
	0

	
	Total short-term liabilities
	
	6
	15
	27
	40
	110
	220
	440
	840

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Long-term liabilities
	
	
	0
	0
	0
	0
	0
	0
	
	0

	
	Total liabilities
	
	
	6
	15
	27
	40
	110
	220
	440
	840

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Capital
	
	
	
	
	
	
	
	
	
	
	

	
	
	Paid in capital
	
	2000
	2000
	2000
	2000
	2000
	2000
	2000
	2000

	
	
	Retained earnings
	
	-397
	-296
	-75
	470
	1160
	4313
	9777
	25973

	
	
	Earnings
	
	
	-397
	-296
	-75
	470
	1160
	4313
	9777
	0

	
	Total capital
	
	
	1603
	1704
	1925
	2470
	3160
	6313
	11777
	27973

	Total liabilities and capital
	
	
	1609
	1719
	1952
	2510
	3270
	6533
	12217
	28813

	
	
	
	
	
	
	
	
	
	
	
	
	

	Net Worth
	
	
	
	1603
	1704
	1925
	2470
	3160
	6313
	11777
	27973


Table A-2. Projected cash flows 2000

	
	
	
	
	
	
	
	
	
	
	2000
	
	
	
	
	
	

	
	
	
	
	
	Jan
	Feb
	Mar
	Apr
	May
	Jun
	Jul
	Aug
	Sep
	Oct
	Nov
	Dec

	Net Profit
	
	
	
	-250
	-100
	-47
	-30
	20
	111
	50
	70
	101
	130
	170
	245

	Plus:
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Depreciation
	
	
	11
	9
	9
	9
	9
	9
	9
	9
	9
	9
	9
	9

	
	Change in accounts payable
	
	2
	2
	2
	3
	3
	3
	4
	4
	4
	4
	4
	5

	
	Current Borrowing (repayment)
	
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	
	Increase (decrease) other liabilities
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	
	Long-term borrowing (repayment)
	
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	
	Capital input
	
	
	2000
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Subtotal
	
	
	
	2013
	11
	11
	12
	12
	12
	13
	13
	13
	13
	13
	14

	Less:
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	Change in account receivable
	
	0
	20
	40
	55
	70
	105
	70
	90
	110
	110
	130
	140

	
	Change in other short-term assets
	
	4
	6
	6
	6
	6
	6
	6
	6
	6
	6
	6
	6

	
	Capital expenditure
	
	
	320
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	
	Dividends
	
	
	
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	Subtotal
	
	
	
	324
	26
	46
	61
	76
	111
	76
	96
	116
	116
	136
	146

	Net cash flow
	
	
	
	1439
	-115
	-82
	-79
	-44
	12
	-13
	-13
	-2
	27
	47
	113

	Cash balance
	
	
	
	1439
	1324
	1242
	1163
	1119
	1131
	1118
	1105
	1103
	1130
	1177
	1290


Table A-3. Projected Cash Flow 2001-2002

	
	
	
	
	
	Jan-Mar
	Apr-Jun
	Jul-Sep
	Oct-Dec
	Jan-Mar
	Apr-Jun
	Jul-Sep
	Oct-Dec

	Net Profit
	
	
	
	300
	390
	1029
	2124
	2500
	2964
	6000
	10196

	Plus:
	
	
	
	
	
	
	
	
	
	
	

	
	Depreciation
	
	
	70
	70
	70
	70
	110
	110
	110
	110

	
	Change in accounts payable
	
	30
	40
	50
	60
	80
	140
	190
	210

	
	Current Borrowing (repayment)
	
	0
	0
	0
	0
	0
	0
	0
	0

	
	Increase (decrease) other liabilities
	0
	0
	0
	0
	0
	0
	0
	0

	
	Long-term borrowing (repayment)
	
	0
	0
	0
	0
	0
	0
	0
	0

	
	Capital input
	
	
	0
	0
	0
	0
	0
	0
	0
	0

	Subtotal
	
	
	
	100
	110
	120
	130
	190
	250
	300
	320

	Less:
	
	
	
	
	
	
	
	
	
	
	

	
	Change in account receivable
	
	150
	250
	320
	440
	800
	1200
	2500
	3600

	
	Change in other short-term assets
	53
	51
	53
	53
	135
	135
	135
	135

	
	Capital expenditure
	
	
	500
	0
	0
	0
	420
	0
	0
	0

	
	Dividends
	
	
	
	0
	0
	0
	0
	0
	0
	0
	0

	Subtotal
	
	
	
	703
	301
	373
	493
	1355
	1335
	2635
	3735

	Net cash flow
	
	
	
	-303
	199
	776
	1761
	1335
	1879
	3665
	6781

	Cash balance
	
	
	
	987
	1186
	1962
	3723
	5058
	6937
	10602
	17383


Table A-4. Projected Profit and Loss

	
	
	
	
	
	2000
	
	
	2001
	
	2002
	

	
	
	
	
	Jan-Mar
	Apr-Jun
	Jul-Sep
	Oct-Dec
	Jan-Jun
	Jul-Dec
	Jan-Jun
	Jul-Dec

	Sales
	
	
	300
	1100
	1400
	2000
	6000
	10300
	20000
	43300

	
	Direct Cost of Sales
	
	90
	320
	410
	436
	1900
	2700
	6000
	11500

	
	Other
	
	
	0 
	0
	0
	0
	0
	0
	0
	0

	Total Cost of Sales
	
	90 
	320 
	410 
	436 
	1,900 
	2,700 
	6,000 
	11,500 

	Gross Margin
	
	
	210 
	780 
	990 
	1,564 
	4,100 
	7,600 
	14,000 
	31,800 

	Gross Margin %
	
	
	70.0%
	70.9%
	70.7%
	78.2%
	68.3%
	73.8%
	70.0%
	73.4%

	
	
	
	
	
	
	
	
	
	
	
	

	Operating expenses
	
	
	
	
	
	
	
	
	

	Sales and Marketing Expenses
	
	
	
	
	
	
	
	

	
	Sales and Marketing Payroll
	115 
	115
	115
	115
	410
	410
	835
	835

	
	Advertising/Promotion
	
	100 
	50
	60
	100
	290
	340
	400
	700

	
	Public Relations
	
	60 
	20
	20
	20
	50
	70
	240
	290

	
	Travel
	
	
	40 
	40
	40
	40
	150
	190
	210
	270

	Total Sales and Marketing Expenses
	315 
	225 
	235 
	275 
	900 
	1,010 
	1,685 
	2,095 

	
	
	
	
	
	
	
	
	
	
	
	

	General and Administrative Expenses
	
	
	
	
	
	
	
	

	
	General and Aministrative Payroll
	190 
	190
	190
	190
	770
	770
	1600
	1600

	
	Depreciation
	
	35 
	25
	25
	25
	135
	135
	220
	220

	
	Leased Equipment
	
	0 
	0
	0
	0
	0
	0
	0
	0

	
	Utilities
	
	
	8 
	8
	8
	8
	37
	37
	75
	75

	
	Insurance
	
	
	5 
	5
	5
	5
	33
	33
	67
	68

	
	Rent
	
	
	15 
	15
	15
	15
	90
	90
	210
	210

	
	Other
	
	
	3 
	3
	3
	3
	18
	18
	37
	38

	Total General and Administrative Expenses
	256 
	246 
	246 
	246 
	1,083 
	1,083 
	2,209 
	2,211 

	
	
	
	
	
	
	
	
	
	
	
	

	Research & Development Expenses
	300 
	140
	140
	140
	800
	300
	1000
	500

	
	
	
	
	
	
	
	
	
	
	
	

	Total Operating Expense
	
	871 
	611 
	621 
	661 
	2,783 
	2,393 
	4,894 
	4,806 

	
	
	
	
	
	
	
	
	
	
	
	

	Earnings before Interest and Taxes
	(661)
	169 
	369 
	903 
	1,317 
	5,207 
	9,106 
	26,994 

	Interest Expense Short-Term
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 

	Interest Expense Long-Term
	0 
	0 
	0 
	0 
	0 
	0 
	0 
	0 

	Earnings before Taxes
	
	(661)
	169 
	369 
	903 
	1,317 
	5,207 
	9,106 
	26,994 

	Taxes Incurred
	
	
	(264)
	68 
	148 
	361 
	527 
	2,083 
	3,642 
	10,798 

	Net Profit
	
	
	(397)
	101 
	221 
	542 
	790 
	3,124 
	5,464 
	16,196 


Appendix B

 WebWisdom Software Graphical User Interfaces Examples
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Figure 3. TANGO Interactive sample applications.

Figure 4. LecCorder
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Appendix C

Competing Companies













Centra Software Inc., @http://www.centra.com


430 Bedford Street, Lexington, MA. 02420 , (781) 861-7000   (fax) 863-7288

The company is privately owned/closely held.

Directory of Corporate Affiliations:

PricewaterhouseCoopers has partnered with Centra to extend value-added services with Web-Based Learning and Collaboration  (WSJ, January 25, 1999) 

 Company's type of business, executive officers, number of employees, annual sales:

Interactive Distance Learning service provider: 

Primary product is known as ‘Symposium’, a virtual Sales Team Training Solution that is sold by emphasizing corporate ROI.

‘Software Deployment Solution’ addresses what should be an appropriate amount today, considering Centra’s technology, for SW training & early stage adoption (Centra suggests 12 - 15%).

Executive Mgmt: originally from Lotus Development, & were key players in Lotus Notes.

Company's corporate background and financial data:

a. Founded 1995 by four Lotus executives with $1.5 million investment funding. Refer to: http://www.centra.com/corporate/milestones.html#100hottest
b. Wall Street Journal,  2/25/99,  Centra Software helps create a Virtual training Classroom, by Jon G. Auerbach,  “closely held, $15 - $20 Million in ’98 revenues, not profitable, largest customers are Fidelity, Advest, Nortel & in provider-partnership with PriceWaterhouse Coopers.

Is the company newsworthy?
YES, e.g.,

1.
Wall Street Journal 2/25/99

2.
PC Week, 3/22/99, by Christa Degnan: Web-based training wares make the corporate grade.

Market Analysis:

Centra's marketing approach to presenting their product emphasizes corporate R.O.I. Their business model presents 5 revenue channels:

· Virtual Sales Teams

· Software Deployment

· Channel Enablement

· Product Launch

· Training & Education
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 ILINC (Interactive Learning Inc.) @ http://www.ilinc.com

385 Jordan Rd. Troy, NY. 12180  (518) 283-8799 (fax) 286-2439

The company is private & closely held; with financial investment support provided by Intel Corporation and Ft. Lee NJ-based GeoCapital Partners, an established venture firm.

Company's type of business, executive officers, number of employees, annual sales:

1. ILINC customers include Office Depot, Aetna, Lucent Technologies, Kent State University, AdWare Systems, and MCI. Organizations like Aetna and MCI have published results specifying millions of dollars in savings using LearnLinc versus traditional classroom instruction. 
2. The Executive Team: @ http://www.ilinc.com/about/executiv.htm

Dr. Jack M. Wilson - Chairman

Mr. Michael D. Marvin - President/CEO

Mr. Degerhan Usluel - COO 

Mr. Mark I. Bernstein - Vice President

Mr. Kent Bradford - Vice President of Sales and Marketing

Mr. Norman Ainslie - Director of Marketing 

Mr. Adam C. Stewart - Director of Customer Service.

Products:

LearnLinc Streaming Video - Integrated one-way video and audio for communication (live or pre-recorded) from instructor to students over the Internet/intranet. 

LearnLinc Unicast Audioconferencing - full duplex (two-way) audio for student sites using the Internet/intranet from remote locations or home.

LearnLinc Multicast Audioconferencing - full duplex (two-way) audio that minimizes bandwidth requirements for large scale classes. 

LearnLinc Multicast Videoconferencing - Integrated videoconferencing with full duplex (two-way) audio that minimizes bandwidth requirements for large scale classes. 

LearnLinc Multicast Videoconferencing - supports Intel ProShare Conferencing Video System 150 or 200, as well as Intel Business Videoconferencing.

Company's corporate background and financial data:

ILINC (Interactive Learning International Corporation) was founded in 1994, and was originally located in the Rensselaer Polytechnic Institute Incubator Center, established to promote the development and growth of high tech companies. Due to ILINC's rapid first-year growth, the company moved to the Rensselaer Technology Park, in Troy, NY, which is home to a wide variety of technology companies.

Press Releases: TROY, NY, November 5, 1997:
ILINC (Interactive Learning International Corp.), creators of the LearnLinc™ family of instructor-led online learning software, today announced closure of its second round of financing with a total of $2.0 million received from Intel Corporation, Geocapital Partners and Exponential Business Development. The funds will help ILINC continue to develop and offer innovative uses of online learning to ensure ILINC’s vision of changing the way the world learns through innovative technology. The investment will also provide additional capital for the rollout of ILINC’s next-generation LearnLinc product line for live training over corporate Intranets and the Internet. 

Exponential Business Development was the original investor, putting up $1.75 million in their first round of funding during 1995.

Is the company newsworthy: Yes, it is getting good press in the consumer & trade journal market.

Partners:

· Content: ExecuTrain, http://www.executrain.com , will incorporate LearnLinc 3 with its unique training approach to administer the company's own internal training programs including ExecuTrain's proprietary sales, management and product training. 

· Video-Conferencing: Intel, http://www.intel.com, has combined two great technologies to provide online learning across LANs, WANs, and the Internet. LearnLinc relies on the Intel ProShare Video System to enable LearnLinc Videoconferencing during a session.

· Cross-platform Software: Macromedia Inc. (NASDAQ: MACR), www.macromedia.com , is the leading provider of cross-platform software tools for graphics, multimedia, and WEB publishing. LearnLinc™ supports Macromedia Authorware™ as a multimedia content tool for corporate training, higher education, K-12, and government applications. Authorware is an icon-based, multimedia-authoring environment primarily used for training applications, interactive courseware, interactive reference titles, kiosks, prototyping and simulations. 

· Authoring Tools: Asymetrix Learning Systems, Inc. (NASDAQ: ASYM), www.asymetrix.com. LearnLinc supports Asymetrix ToolBook II authoring products as a multimedia content tool for corporate training, higher education, K-12, and government applications. ToolBook II Assistant and Instructor are "next generation" authoring products, with DHTML and XML technologies built-in, designed principally to provide organizations with a competitive advantage through computer-based training and education, via the Internet or corporate intranet. 

Market Analysis:
· R.O.I. seminars displaying the benefits of ILINC products are offered on-line, providing case-studies of their prominent customers, such as MCI, Office Depot, Chrysler Financial, & Kent State University. Note that similar to WebWisdom.com, ILINC has carefully portrayed both private sector corporate & academic customer experiences.
· Video-conferencing to multi-platforms now appears to be available from ILINC… Refer back to their partnering with Macromedia Inc. 
· Relies on IP-Multicasting & audio/video Unicasting. 
· Lesson plans have been formatted into 15 minute increments. Individual students can be 'given the floor', allowing them to address the entire class. There are 2 'floor-control' policies: Instructor-Lead & Open-Discussion. 
· Has a 'hand-raising' feature similar to Tango. 
· A 'Question & Answer' feature is used to enforce student accountability. A 'Feedback' feature also forces student accountability while keeping instructors informed of student progress, which should encouraging instructor improvement. 

· 'Text-Chat' can be used to send private messages to instructors. 
· 'Glimpse' allows an instructor to grab a screen-shot from a student's desktop. This also forces student accountability as well as facilitating the proactive nature of good instructors. 
· 'LearnLink Virtual Campus' is a web-based instruction management system that allows access to courseware info/ catalog/ content/ faculty/.
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Placeware, http://www.placeware.com

Placeware is a private company closely held as a spin-off from Xerox PARC, in 1997. The company mission was to enable a new collaborative workplace that transcends the corporate constraints of distance, location and organization. Within months, PlaceWare announced their first product, the PlaceWare Auditorium, a live, Web-based presentation solution for field communications, customer seminars, and customer presentations. 


Company's type of business, executive officers, number of employees, annual sales:

PlaceWare was incorporated on November 26, 1996. The management team is a combination of technology, marketing and communication expertise:

Products: 

PlaceWare 3.0 Conference Center

Conference Center contains two presentation environments for added flexibility in delivering different types of events and interacting with your audience: Auditorium Places and Meeting Places. 

Auditorium Places are optimized for delivering structured presentations to larger groups of up to 1,000 attendees. Meeting Places are best for facilitating smaller ad hoc, collaborative meetings and unstructured presentations to groups or individuals. 

Features: @http://209.1.1.118/products/productinfo.html

Use Existing PowerPoint Content 
Just drag and drop your Microsoft PowerPoint slides into Conference Center and you are ready to present. Leverage your existing content and use Intranet or Internet Web pages to complement your presentation including Web pages with animation, streaming audio and video. 

Guide Web Tours
Show anything on the Internet or Intranet, including streaming audio and video. Participants can use live links to travel the Web while you have control to bring them back to your presentation anytime. 

Seating Chart Feedback
Use the seating chart to find out who is attending your presentation and to conduct quick audience assessments during your presentation. Audience members can indicate their response instantly simply by changing their seat color. Your audience can give you feedback such as their level of understanding without interrupting your presentation. 

Live Q&A
Enable your audience to ask questions or give you feedback at any time. The Questions Control button allows you to answer questions privately, post the question and answer to the audience or temporarily give an audience member the floor. If you are presenting to a large audience, you can use moderators to respond to questions while you concentrate on your presentation. 

Show Screen SnapShots™
Use the SnapShot tool to capture a screen shot of any application on your desktop and show it to your audience. You can capture spreadsheets in Excel, Word documents or any screen shot of a corporate application. and video. Participants can use live links to travel the Web while you have control to bring them back to your presentation anytime. 

Create On-the-Fly Content
You can create content on the fly with several interactivity tools in Conference Center. Simply call up a whiteboard and draw or type in new text that clarifies and emphasizes your point. 

Use Real-Time Annotations
Focus audience attention by annotating slides in real-time. Create your own presentation techniques by using annotation tools to guide the audience through each slide or draw on your slides to add content. 

Enable Audience Discussion
Audience members can chat with other members in their row on the seating chart without disrupting the presentation. 

Instant Polling
Keep your audience engaged and alert with interactive multiple-choice polls. InstantPolling™ aggregates the results real-time, which you can preview and display to your audience. 

Record and Playback Anytime
Those who can't attend your presentation can still gain access to it through the recording option. Your presentation content, annotations, written comments, polling results, Q&A and Internet Audio can be replayed at any time. Presentations can now be viewable for training without a presenter. You also have the option to provide a PDF file of the presentation for publishing a printed version. Now those who missed the live presentation won't miss out on the critical information. 

Management:

· CEO: Barry James Folsom

Folsom has over 20 years executive management experience in both public and private high technology companies covering a variety of market categories. Folsom has extensive Internet, network-based applications, interactive entertainment, groupware and channel experience gleaned during his tenures at Exodus, Sun Microsystems, Spectrum Holobyte, DEC, and Radius.

· Vice President of Marketing: Bill Glazier 

· Vice President of Business Development - James Hogan,. Hogan has over 19 years of experience. In e-commerce, Internet software, enterprise solutions and networking. At Silicon Systems and Technologies Corporation, Hogan was president and CEO. 

· Vice President of Engineering: Michael Jordan. Michael Jordan, who has more than 27 years experience in software development, serves as PlaceWare's vice president of engineering. 

· Pavel Curtis, one of PlaceWare's founders, is an internationally recognized expert on online communities and 13-year team member at Xerox PARC. 
· Mike Dixon worked at the Xerox PARC during the past 13 years, before becoming one of PlaceWare’s three principal architects. He is a co-designer of PlaceWare Conference Center. 
· David Nichols worked on various software projects at the Xerox PARC for seven years before becoming one of PlaceWare's three principal architects. He is a co-designer of PlaceWare Conference Center. 

Customers:

Cisco Systems Cisco Systems' Training Organization started using PlaceWare in November of 1997. Cisco is currently using PlaceWare 2.0 Conference Center to train their sales force of 4,000 people on their products and target vertical markets. 

Sun Microsystems: For propagating new technology information to the sales force. The group uses PlaceWare extensively. 

Ingram Micro Ingram Micro, the world's largest hardware and software distributor, is using the PlaceWare Conference Center on a weekly basis to provide their 1200 telesales reps located in Santa Ana, CA and Buffalo, NY with training and new product information. 

Hewlett-Packard’s Desktop Classroom is a fully integrated and interactive intranet-based application for training HP customer service professionals in a live, global community setting. Using the PlaceWare platform as the underlying technology, a group of HP software engineers has developed a dynamic, virtual desktop classroom for training thousands of front-line support engineers. HP finds that PlaceWare integrates into one package all the functionality necessary to develop the Desktop Classroom. 

Merrimac Corporation has developed CertificationNet™ -- a complete on-line learning, testing, and certification / authorization solution for the information technology (IT) market. With Certification Net, companies realize significant savings through less travel and down time. Merrimac's developers integrated PlaceWare Auditorium into Certification Net. 

PBS Learning Adventures uses Placeware’s capabilities to educate and entertain the millions of parents, students, teachers, and adult learners who use PBS ONLINE every year.
 Company's corporate background and financial data: n/a


Is the company newsworthy: Yes, e.g.,

InfoWorld Magazine : 

@ http://www.infoworld.com/cgi-bin/displayIcommerce.pl?/990322placeware.htm,  states that "PlaceWare maximizes Internet conferencing, its Web software continues to excel. By Mike Heck.

Computer Reseller News: 

@ http://www.techweb.com/se/directlink.cgi?CRN19981012S0059

Audio-Graphics: Next Big Opportunity in training world.

Forbes @ http://www.forbes.com/forbes/97/1006/6007104a.htm
The Hobby That is Changing the Business World 
"Collaboration software is changing the nature of the workplace. It is threatening to many executives, but it's a boon to those who learn to use it”. By Rita Koselka.

Market Analysis:

· As a Xerox Parc spin-off, with Xerox's financial participation, corporations will find this competitor credible. 

· Due to financial backing by top Fortune 100 players, such as Hewlett Packard, Placeware will be a serious competitor. 

· Placeware makes good use of common, simple off-the-shelf applications such as PPT, standard browsers & conference calling. This facilitates a less expensive implementation on the part of users. 

· Placeware is firewall compatible in exposed/TCP-IP, restricted/HTTP only, & closed web-only environments. 

· 2-level security: user-ID & class-registration. 

· The system is simplistic, non user extensible, does not offer general object sharing model.

· Solutions based on Placeware are extremely expensive!
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ONE TOUCH Systems, Inc.
40 Airport Parkway San Jose, CA 95110  Fax: 408-436-4699

ONE TOUCH Systems, Inc., claims to be the leading provider of Interactive Distance Learning solutions for corporations, government agencies and educational institutions worldwide.

This company remains private, and closely held.

Products:

The Host site components are:

· The Host, a Pentium® computer that controls the network. 

· The Phone Controller, a telecommunications control device that manages phone calls from remote sites to the Host. 

· A 20" Touch Monitor that displays the Host's graphical user interface. 

The Remote site components include:

· Response Keypads, small desktop devices that furnish viewers with audio and data links to the Host. 

· The Site Controller, a compact communication device that coordinates a remote site's keypads with the Host. 

Technical Delivery:

The ONE TOUCH system is compatible with any video delivery method. Most ONE TOUCH users have satellite-based networks; however, the ONE TOUCH system can operate on microwave, fiber, cable or other video networks. With ONE TOUCH's newest Site Controller, both data and digital audio may be sent over TCP/IP networks via Ethernet, VSAT or LAN. The system can handle up to 1,500 remote sites using UDP. The number of sites on-line during a broadcast is dependent upon the comfort level of the user and the type of course content being covered. Each Site Controller can connect up to 64 Response Keypads at a remote site.

Call Feature: 

When a student presses the "Call" button on the keypad the red "Wait" light is illuminated. At the Host site, the name and location of the student who has a question appear on the instructor's Host screen. The instructor touches an icon to activate the student's keypad microphone. The green "Speak" light then illuminates on the keypad and the microphone is activated. 

Courseware Development:

Instructors use the ONE TOUCH Prompter Authoring Tool to create presentations, complete with notes to themselves and questions they plan to issue during sessions. These presentations are transferred to the Host computer for use during a live distance learning class. 

Courseware & Student Management:

The system tracks all activity registered on the keypads. Using the ONE TOUCH Results Analysis Program, a variety of reports can be generated, including attendance, individual responses to questions, overall class performance and number of speaking participants. 

RESULTS ANALYSIS PROGRAM:
Using the Results Analysis Program, also a Microsoft Windows application, instructors can analyze the effectiveness of their class sessions. The Host computer stores the results of all questions and quizzes, as well as attendance and participation information for results analysis after a broadcast. 

Instructors begin by importing the results from a class session, along with question text, student names and site names, into the Results Analysis Program. Reports are then generated on the basis of what information the instructors need. Viewing the data by question shows the overall class distribution of responses and helps instructors gauge their effectiveness. Results may also be viewed by individual student, which allows for certification and grading. Other reports such as attendance and participation may also be generated. 

Presentation Server provides a presenter with the ability to interact with remote students regardless of topology or student interface. ONE TOUCH Presentation Servers encompass students using ONE TOUCH Response Keypads in satellite enabled classrooms or videoconference facilities, and students using ONE TOUCH Front Row enabled desktop PCs.

Presentation Server user interface arranges course notes, call management, response tools, real-time classroom results, display and facilities tools into a simple, touch-activated display. In addition, a remote user interface permits an assistant to manage the server at the presenter's preference. Information is presented by a subject matter expert, enabling the content to be tailored to the needs of each class, and avoiding lengthy development effort associated with asynchronous material. 
Front Row™ extends the reach of an enterprise IDL network to desktop PCs on the corporate intranet, making it possible to deliver educational content to a wider segment of the workforce than ever before. Users receive real-time audio, video, high-resolution graphics, and text through Front Row™'s easy-to-use desktop browser interface. They can see and hear the instructor, view class content, interact with the presenter and each other, respond to test questions, and converse in real time. Using a ONE TOUCH™ Presentation Server, a single instructor can simultaneously train students at their desktops with Front Row™ and in remote classrooms equipped with the patented ONE TOUCH™ Site Controller and Response Keypad system. Front Row™ combines the interactive features of the Response Keypad into a frame-based web-browser interface, providing each student with a personal video window to powerful new learning features like synchronized group web browsing - all controlled by the presenter. At the same time, the ONE TOUCH™ Presentation Server collects responses from all session participants - desktop as well as classroom - generating reports from these responses and supporting a highly interactive, topology-independent environment for distance learning. The ONE TOUCH Front Row™ interface supports standard web browsers, including Microsoft® Internet Explorer™ and Netscape® Navigator™, providing an intuitive desktop distance learning environment and permitting presenters to take full advantage of the content-rich world of web-based (HTML, JAVA) material. Using Microsoft's NetMeeting™ technology, Front Row™ also offers a powerful application-viewing feature that allows the instructor to launch a software application and display it simultaneously on all students' PCs, providing an exceptionally effective software training modality. Whether designing content for desktop or classroom viewing, or both, the ONE TOUCH™ Presentation Server offers the ease of native PowerPoint™ authoring, as well as the option of using the original ONE TOUCH™ Prompter Authoring Tool (PAT). 

Cost:
(NOTE: This is the only company that has posted a typical system cost figure.)
The cost for the interactive equipment is quite low compared to the cost to install the video network itself. A beginning system, including the Presentation Server equipment and Remote Classroom equipment for five sites (five keypads per site), is less than $65,000.
Company's corporate background and financial data:

ONE TOUCH Systems receives $7.2 million in Venture Capital funding, San Jose Business Journal, by Dennis Taylor, @http://www.amcity/sanjose/index.html.
Is the company newsworthy:
A Comparison between IVT and Resident Versions of FAA’s Quality Assurance Course
Cissy A Lennon, Ph.D, Instructional Systems Specialist and Operations Manager Interactive Video Teletraining (IVT) FAA Academy & Hank Payne, Program Manager, IVT FAA Academy: 

“Research of the effectiveness of educational or instructional television has been conducted on a regular basis for the past 50 years (e.g., Finn, 1953; Chu & Schramm, 1967, 1975; Moore, et. al., 1990; and Zigerell, 1984). The weight of evidence clearly suggests that there is no longer any doubt that learners learn from televised instruction at least as well as they do in traditional face-to-face instruction. Russell (1992) has identified over 800 studies conducted over the past 45plus years that compared televised instruction to live, traditional face-to-face instruction. All of these studies have the same " no significant difference" finding. Therefore, it can be assumed that learning via today's distance learning courses delivered by televised instruction is at least as effective as traditionally delivered courses”. 

ONE TOUCH Systems Signs Satellite Network Systems as a Value-Added Reseller

SAN JOSE, Calif., (April 17, 1998) - ONE TOUCH Systems, Inc., a privately held Silicon Valley company and the world's leading provider of interactive broadcast network solutions, announced that Satellite Network Systems, Inc. (SNS) has become a value-added reseller of ONE TOUCH's interactive distance learning solution. Satellite Network Systems, a business television (BTV) integrator will add the ONE TOUCH solution to its existing video communications products and services, enabling customers to deliver a wide range of interactive training and communications across entire organizations.

SNS creates private satellite broadcast networks, on a special or permanent basis, for the delivery of live video communications and training to both internal and external audiences. In addition to network design services, SNS provides hardware installation of both satellite and ONE TOUCH equipment, satellite transmission services, broadcast production consulting and management, satellite and ONE TOUCH equipment maintenance and ongoing network management.


Partners / Collaborators: 

· Training Content Partner: An organization that offers pre-authored or custom designed training modules optimized for the ONE TOUCH classroom or desktop delivery platforms.

· TOUCH Training Services Partners: Offer value-added services such as: 

Content conversion to conform to ONE TOUCH format.

"Train the trainer" classes which instruct presenters on ONE TOUCH Best Practices standards. 

Training program management and consulting that provides customers with a "ground-up" resource for implementing their interactive distance learning programs. 

· Premier Presenters offer live programs on a variety of training or informational topics that are broadcast to customers from ONE TOUCH or third party studios.

· Facilities Provider offers broadcast studios and/or classroom locations on a contract, per event or hourly basis, which are fully equipped with the latest ONE TOUCH technology.

· Independent Software Developers enhance or tailor ONE TOUCH software as required by our customers. These may include systems tools, administrative applications, database tools, or any number of custom programs, which enable customers to derive the maximum benefit from their systems.

Market Analysis:

· Relies on in-bound PBX.

· Appears to be very primitive. Mixed, incoherent hardware/software system without clear architecture. Uses handheld gadgets to avoid use of a PC for each user. MicroTango extension of IT to PalmTops easily provides better functionality of needed.

· Has been in operation since '94...the information available on-line may be out of date.
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 Knowledge Universe: http://www.knowledgeu.com/

History: Founded in 1996 by principle investors Larry Ellison, CEO of oracle & Michael Milken, formerly Wall Street’s junk-bond king. The company has a sizable capital base, plus strong relationship with leading entertainment, telecommunications & technology companies.

Company's type of business, executive officers, number of employees, annual sales:

Products: 

The company has targeted 21 areas of education from infant to post retirement  training. Included are early childhood, educational products, new media content   development, interactive services, corporate training, custom learning solutions, career management, strategic & technology consulting.
Management:

Chairman: Michael Milken

Vice Chairman: Steven Fink, also VP of MC Group, another Milken company.

President: Thomas Kalinske, formerly CEO of Sega America and Mattel.

Vice President: Deborah Bond-Upson, previously VP of product development at Kaplan Education Centers. She has worked for 25 years in for-profit education & worked extensively applying technology to the process of delivery.

CTO: Larry Geisel, formerly an executive at Netscape.

Note: Several K.U. officers are former Sega of America executives who have previously worked under Thomas Kalinske.

Customers: n/a

Company's corporate background and financial data: (1998 revenues of $1.2 billion.)

Privately held by Michael Milken, his brother Lowell & Larry Ellison, who put up the initial capitalization equaling $500 million. The company is rather secretive, since targeted acquisitions would rise in price if there were more public knowledge about the big-money behind it.

· This is a series of holding companies, with each one holding numerous companies gotten through acquisitions, creating a corporate focus on ‘cradle to grave educational publishing, services & content delivery. 

· The portfolio of companies are located throughout the US & Europe. This consists of 3 computer training companies, a software designer, 248 preschools, a toy-maker, a consulting company, and a minority stake in a chain of private elementary  & junior high schools. 

· Company projections call for an on-line institution to deliver college courses over the Net next. 

· The companies President, Tom Kalinski, in interviews has implied that they may be in the market to buy another company to handle the on-line delivery of that content. They have been in talks with Rob Helmick, CEO of Real Education, Inc. of Denver Colorado which packages & delivers classes over the Net for the University of Colorado & 28 other schools. Plus, they have met with Steve Zahn of DigitalThink, a San Francisco web-based software training start-up.
 

· The Corporate philosophy appears to be the name ‘branding’ of life-long learning for individuals as well as corporations. Part of that strategy is to recruit the nation’s academic stars to teach their own material on-line through Knowledge U. 

· Headquartered in Redwood City, Calif. in 78,000 sq. ft. 

· The National Association of State Boards of Education awarded their “Friend of Education” award in 1997 to Michael & Lowell Milken for their non-profit group’s work, which is funded by $300 million of the Milken money. That group adds considerable creditability to the Milkens in the industry. 

· Primary hurdles are government regulation, and opposition from teachers’ unions resisting the privatization of education.

Is the company newsworthy: 

Yes, e.g., (The company belies the personal character of Michael Milken, prefering to remain rather secretive in its plans & operations. Apparently, that will soon have to change.)

Market Analysis: Too early to tell, however the company certainly looks formidable.
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� Forbes, 3/8/99, At Work / "Good Morning Hal", by Luisa Kroll. (see 'Market Forecasts' in the supporting   documents section.





� WebWisdom.com should target Knowledge Universe for partnering, investment into WebWisdom, or sale to Knowledge Universe as soon as this plan is ready.
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		Year		Total sales [mln]		Software segment share		Software segment sales		WebWisdom.com share		WebWisdom.com sales

		1996		$186		50%		$93		0.0%		$0.0

		1997		$400		30%		$120		0.0%		$0.0

		1998		$600		27%		$162		0.0%		$0.0

		1999		$1,000		26%		$260		0.0%		$0.0

		2000		$1,900		25%		$475		1.0%		$4.8

		2001		$3,400		24%		$816		2.0%		$16.3

		2002		$5,500		23%		$1,265		5.0%		$63.3
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