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SIGMA 9

UPGRADES AND EXPANSIONS
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SIGMA 9 MARKETS

UPGRADES

EDUCATION

IN - HOUSE TIME SHARING
SERVICE BUREAUS

REAL TIME [ @8X)
OEM

DOD

CIVIL AGENCIES

AEROSPACE



- SIGMA 9

UPGRADE MARKET

- DESCRIPTION

- SIGMA 5/6/7 USERS

~SELLING POINTS

- CPV
- CORE CAPACITY
-  PRICE/PERFORMANCE

STRATEGY

- SELL NEW APPLICATIONS
- DO NOT FORGET THEM



ACCOUNT:
 CONFIGURATION :
APPLICATION:

- WHY UPGRADE:
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CARLETON UNIVERSITY = QTTAWA, CANADA

(2) SIGMA 9, 128K, 56 LINES 7 \om
e |
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JOINT UNIVERSITY COMPUTER CENTER

1. MORE CPU POWER
2, + 'MORE CORE

3. MORE SIMULTANEQUS USERS



ACCOUNT:

CONFIGURATION: ¥
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" APPLICATION: "
WHY UPGRADE:
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2.  MORE CORE
3, NEW DISK
4. RELIABILITY B
5.  MORE SIMULTANEOUS USER - 80/SYSTEM
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SIGMA 9

EDUCATION MARKET

~ DESCRIPTION

= ACADEMIC CENTER
_  ADMINISTRATIVE CENTER
- JOINT CENTER

- DEDICATED COMPUTER

SELLING POINTS

EXCELLENT REFERENCES | - |
CARLETON, BUCKNELL, VANDERBILT

CP-V MULTI-USE
PRICE/PERFORMANCE

VERY COMPETITIVE



ACCOUNT:
CONFIGURATION:

- APPLICATION:

SELECTION CRITERIA:

~ COMPETITION: -

WHY WON:
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1. REFERENCES - MEMPHIS AND VANDERBILT

- 2. DEMOS/BENCHMARKS
3. GUARANTEED CONVERSION

o

'UNIVERSITY OF SOUTHERN MISSISSIPPI 7’ Le\y |
SIGMA 9, 128K, 364MB, 16 LINES
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SIGMA 9

IN = HOUSE TIME SHARING

 MANUFACTURING
ENGINEERING/CONSULTANTS
TELEPHONE COMPANIES

: FINAI\{.CIAL.

OTHERS



SIGMA 9

T/S = MANUFACTURING

DESCRIPTION

‘= MEG. FIRMS WITH OUTSIDE TIMESHARING
o ' EXPENDITURES
- REPLACE CURRENT T/5 SYSTEMS

“SELLING POINTS -

- LOWER COST

- BETTER CONTROL

- PROPRIETARY INFORMATION , ”

~  GOOD REFERENCES - COMMINS ENGINE, M
WESTERN ELECTRIC

- MUCH BETTER THAN TSO

STRATEGY
- CALL HIGH / TOTAL T/5 COSTS ww/ {9;
- MAYBE COMBINE WITH M/§  2>g< o /le Mj n O
" = T/S COSTS COULD BE ANYWHERE N\ F’;T’M
: , % f""‘"! dwss/ﬂ
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ACCOUNT:
CONFIGURATION:

- APPLICATION:

" SELECTION CRITERIA:

COMPETITION:.

WHY WON:

SIGMA 9, 128K, 24 LINES

MOTOROLA

TIMESHARING
1.  PRICE

2.  CONVERSION OF EXISTING USERS

COMSHARE, IBM TSO

1. LOWER COST - CP-V SYSTEM

2. COMPATIBILITY

3. COMMERCIAL SYSTEMS



- SIGMA 9

T/5 - ENGINEERING / CONSULTANTS

DESCRIPTION

- ENGINEERING AND ARCHITECTURAL FIRMS
= MULTIPURPOSE

‘SELLING POINTS

- MULTI-USE - T/5, BATCH, REM. BATCH
.- TEXT
- STRONG FORTRAN & BASIC

STRATEGY

- CONSOL!DATE COSTS INTO ONE 'COMPUTER
- BEWARE OF PACKAGES ICES/STRUDL/{,OUJ
l/f\____.
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SIGMA 9

T/S - TELEPHONE COMPANIES -

DESCRIPTION

= BELL COMPANIES WITH OUTSIDE T/5 EXPENDITURES
- INDEPENDENTS

SELLING POINTS

LOWER COSTS

BETTER CONTROL

PROPRIETARY INFORMATION
" BISCOM REPORTS

STRATEGY

- COORDINATE WITH ED CARLSON



SIGMA 9

T/S - FINANCIAL

DESCRIPTION

- INSURANCE, BANKING, ETC. CORPORATIONS
WITH LARGE TIMESHARING NEEDS
I.E., CNA INSURANCE

e

SELLING POINTS

= LOWER COSTS
- BETTER CONTROL
- PROPRIETARY INFORMATION

STRATEGY

- CALL HIGH /TOTAL. COSTS



SIGMA 9

PROSPECTING

LARGE COMMERCIAL TIMESHARING USERS

ANY LARGE CORPORATION - CORPORATE D.P. STAFF
IN HOUSE T/S UPGRADE

LARGE IBM USERS - TSO DlsAPPOINTMENT

UNIVERSITIES -

~ AEROSPACE

POWER UTILITY



SIGMA 9

'DEVELOPING / CLOSING AND CORPORATE RESOURCES

1. ~ HOME OFFICE

BENCHMARKS / DEMOS
. VISITS - CORPORATE JETS
- PEOPLE - MARKETING

g 0O = >

FIELD REQUESTS
2, REFERENCES - OTHER SALESMEN

3. -.COMMERCIAL-SYSTEMS
é[ "‘/’ ,/f’c L‘é«;n U RENE

¥

4, CUSTOM SYSTEMS - COMM. LINKS,



