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CBM man |

departs
Commodore’s re-
gional sales mana-

ger David Hill has |

quit the firm,
apparent I b4
abrupﬂy ¢

It is not clear whether h1s
departure is related to a
change of policy away from
multiples and towards inde-
pendents as sources have indi-
cated. Commodore is saying
that there were no major argu-
ments and is playing down the
issue’s significance.

- CTW was told last week by
one figure close to Commod-
ore that thé firm would be
making “significant” moves
away from the chainstores in
favour of its distributors. In
part, this is said to be moti-
vated by Dixons’ price cuts on

- the C64 last autumn, when

the would be £169 bundle was
cut to £159 and then £149 by
the store.

Independents are m-_ :
creasingly being seen as more

lucrative and more committed
to Commodore all year round
than the chains.

THE TEXAS
CHAINSTORE
MASTERPLAN

Bill Hayden kicked of f
CompuAdd five years ago by
flogging peripherals from the
back of a Chevy in Houston car
parks. This year the firm
hopes to turn over $250
‘million. Its mail order business
takes up the bulk of that but
there's also a string of stores
and a branded PC. Eyes are
being turned from the
Southern US states to Europe
with the UK priority number
one. CTW investigates......

- TAKING DIRECTIONS

The ins, outs, ups, downs and
everything else involved in
direct selling. This, the first in
a two part analysis, sets out
to explain the history of the
market and questions the need
for distributors................ 12

THE SHOW GOES ON

Despite doubts and pull outs
from various would be
exhibitors the PC User Show
has managed to attract a
respectable crowd of
hardware and software
representatives. A preview of
this week’s happenings ...... 14
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Amstrad is lining up
a two-pronged lei-
sure market assault
for the autumn, CTW
can reveal.

* In an effort to stave off the

1 threat posed by Atari with its

ST and Commodore with the
Amiga, Amstrad will be laun-
ching a new 16-bit machine at
the PC Show. It will also be
offering two quite extraordin-
ary-sounding bundles on the
Spectrum +2 and +3.

e —

I

PUTEF EK

BRITAIN'S TOP GO

The new machine will be
branded Spectrum, but at this
stage appears unlikely to be
called the +4 as has been
touted, since it will run MS-
DOS rather than Spectrum
games. Well placed sources
within Amstrad indicate that
the machine will be priced at
£299.

Effectively, it will be a
stripped down version of the
PC 1512, which has a single
drive entry level price of
£399. Given the nature of the

+3: Big bundle looming - as is a new MS-DOS machine

1512 and the continuing chip
shortage, Amstrad would
appear to have little room to
manoeuvre on price.

This in turn points to the
new machine being sold with-
out a monitor. Though this
would conflict with Amstrad’s
policy on all its own machines
— from CPCs, through PCWs
to PCs — it would be in line
with the way all the various
Spectrums have been sold in
the past.

Amstrad is known to have
been talking with Mastertro-
nic, and a software bundle
from the firm is thus on the
cards. In some respects, it will
mean a recognition from Am-
strad that the attempt to re-
-position the 1512 as a home/
entertainment/small business
machine has not proved whol-
ly successful. More positively,
it will act as a fillip to those
software houses with MS-
DOS leisure plans and/or
back catalogues.

The main problem with
pitching the 1512 as a games
machine has been its display

IEEKLY ISSU
Amstrad autumn attack

and to a lesser extent its price.
If Amstrad does not include a
monitor with the basic price,
it is almost certain that one
running with enhanced
graphics will be readily avail-
able.

As for the price, Amstrad
appears mindful of the ex-
isting success of the ST and
Amiga, and the strong likeli-
hood of the ST being re-
priced at £299 for the au-
tumn.

Amstrad’s other thrust will
be on its two Spectrum
machines. These have been
over-shadowed for some time
by Atari and Commodore’s
offerings, and the +3 has nev-
er really taken off." Having
ruled out any prospect of a
sub-£100 Spectrum console,
the firm is planning to beef up
their appeal by providing
huge bundles of games at the
current prices.

Though difficult to believe,
CTW has been told by a pre-
viously reliable source that

the intention is to offer 100 (as |-

Continued on page two

‘Shortages of 3.5 inch
disks are causing
distributors margin
headaches and
could have the same
effect on software
houses in the near
future.
_ The prices of the disks have
been rising steadily for the
past four or five months.
‘Already bulk disk prices are
between 25 and 30 per cent up
on their year start levels.
This is largely affecting the
bulk trade as opposed to
blank disks bought through

the retail sector. Distributors
supplying software houses
and duplicators with un-
marked disks are therefore
feeling the pinch.

The traditional feeling
amongst leading manufactur-
ers has always been that bulk
disk sales are less lucrative
compared with blank disk
sales to the public. As such,
the shortage has not affected
that sector.

Disk distributor SJB’s boss
Steve Burke commented:
“There seems to have been a
shift in end user attitudes to-

ward recognized blank label
disks. It’s because of the end-
user.” He argued that this
mini-boom in the retail sector
coupled with shortages had
caused lower supplies of bulk
disks.

Reasons for the disk
drought have also been attri-
buted to everything from PS/2
to the continuing success of
the ST and Amiga. For the
moment most distributors are
maintaining their prices and
absorbing the extra costs.

However, the capacity to do

cannot feasibly last for too
long and software publishers

Disk drought worsens

may soon be forced to dig
deeper into company coffers.
Sources argue though that re-
tail prices of games will not
increase due to healthy mar-
gins on ST and Amiga soft-
ware and settled 16-bit price
points.

Shortages seem to be li-
mited to the recognised
manufacturers with “low
quality” disks still widely
available. However, the
claimed unreliability of these
products have caused distri-
butors, software houses and
duplicators to steer clear on
the whole.

The complexities of
monitoring the
clonesoft sector
were highlighted
last week following
latest figures re-
leased by research
firm Context.

Amstrad, Gem Distribu-
tion and Migent — each of
them major players in the
low-cost business software
market — all strongly dis-
agreed with figures claiming
that the total market through
dealers was worth £2.4 mil-
lion in the first quarter of this
year.

Context also listed each
clonesoft publisher’s market
share by value. These figures
have been confused duc to
some markedly idiosyncratic
methods on the researcher’s

part. Amsoft failed to register
in the market share table due
to its products being attri-
buted to the original software
producer. For example, sales
of WordStar 1512 were
deemed to be sales for Mic-
roPro.

The research covers sales of
sub-£200 packages through

-specialist computer dealers

and multiples. Mail order and
direct sales do not register,
but still the £2.4 million fi-

_gures appears somewhat off

target.

“It’s simply not feasible
that a level of sales that low
could support the number of
dealers trading in the sub-
£200 market,” commented
Gem director Paul Donnelly.

Migent’s UK distribution
manager Richard Hamilton
agreed. “Given that I have

some idea of the number of
IBM PCs clones shipped and
the number of users who de-
cided to use integrated soft-
ware, I find that figure very

Clonesoft claim clouted

low,” he said.

In Context’s defence, the
clonesoft market has always
been notoriously difficult to

HAMILTON: “Very low”

Continued on page two.
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Centresoft |
ties Tandy

Centresoft last week
signed a deal to pro-
vide a full software
back-up system for
Tandy’s 50 Business
Point stores.

Currently Tandy outlets
only stock around a dozen
sub-£200 packages. The Ex-
press Service catalogue pro-
vided by Centresoft will give
' managers 24-hour access to 80
products costing anything up
to £700.

ROSSER: Catalogue tie-up

“If someone sees one of our
systems but is not sure about
the software available they
can now get something else.
We’ve been losing sales,”
commented Tandy’s market-
ing manager Richard Rosser.

“Centresoft are clever
enough to see that if we start
selling, we start selling lots.”

Tandy is hoping that the
catalogue can also be offered
to the claimed 90 non-owned
dealers that take its machines.
Centresoft has no plans to
offer the service to its own
mdependents, however,
claiming that they already
have 24-hour access.

ZCL ties
SBC dedl

ZCL (Zappo) has
been appointed as
the Spectrum
Group’s first ever
distributor.

In a deal signed in the mid-
dle of last week, ZCL will be.
adding the full SBC range of
PCs and printers to.its current
line-up of Amstrad and Com-
modore. Two other ZCL dis-
tribution accounts — “with
very major players” — are said
to be in the offing.

Spectrum currently sells to
231 dealers. Only about 10
per cent of these are on ZCL’s
2,000-strong dealer list.
“ZCL is our first distributor
but it won’t necessarily be our
only one,” Spectrum chair-
man Mike Stern said. “We’re
not in negotiation for any
more at the moment, but
there could be later on.”

ZCL gaining the Amstrad

Continued on page two
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Martech turns to Ireland

In what is believed
to be the first
arrangement of its
kind, Martech’s pa-
rent company Soft-
-ware Communica-
. tions has signed a
deal with the Irish
Development Au-
thority to establish a
software ongmatlon
firm.

Based in Waterford on the -

southern Irish coast, the new
venture is being headed up by
current Datasoft/
Intellicreations European
general manager Mike Dixon.

He will retain his job with the
US firm.

The new firm is called
Emerald Software. It will be
writing for third party soft-
ware houses as well as for
Martech, with the first pro-
ducts due before the end of
the year.

The IDA’s funding is based
on employment levels and will
run “well into six figures,”
according to Martech boss
David Martin.

“We were attracted to the
whole idea because Ireland is
rapidly becoming the compu-
ter capital of Europe. There
are more computer companies
there — including IBM, Wang

and Digital — per head and in
actual total than any other
European country. Ireland
also has a very young popula-
tion — the youngest in Europe.

“Together, the two factors
mean that the place is just
bursting with talent. It really
is amazing. Normally, many
young Irish have to go off to
the UK or to the US: we’re
helping some of them to
stay,” Martin said.

As yet, Martech is not nam-
ing the “leading software
houses” that have been
approached. But US Gold is
understood to be amongst
them.

X MARKS THE IRISH DEAL: Back row — Liam Kinsella, Sharon
Scally and David Hardegan (IDA); front — - John Barry and David
Martin (Martech directors)
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COMPILATIONS
OM STAR GAMES 4

Non stop action and furious combat in one stunning collection of
seven martial arts aces. There’s more spills, more thrills than even

the most compulsive addict of the oriental arts

BRUCE LEE
AVENGER

of self defence could ever
wish for.

KUNG FU MASTER

Amstrad

Continued from front page
in one hundred) games on cas-
sette or disk. Again, discus-
sions have been held with
Mastertromc, and also with
Ocean. =

Others indicate that the
eventual total of games will be
closer to 50. Even so, though
it evidently provides a strong
motive to purchase a Spec-
trum — despite the appeal of
16-bit machines — the pros-
pect is hkely to send shivers
up the spine of the trade.
Faced with such a fistful of
games, few users are likely to
have much of an immediate
requirement for new titles.

-Against this, as has been
shown with bundles in the
past, games supplied ‘free’
have lower perceived value.
So there are those who argue
that the threat to new soft-
ware sales will prove less real
come the autumn.

ZCL

Continued from front page
account in part prompted the
Spectrum move. “We’ve
known -Don Carter (ZCL’s
boss) for some years and we
know that he’s got great
strength in the retail sector.
This will allow us to concen-
trate on the top end and to
attack aggressively the sys-
tems houses,” Stern added.

For his part, Carter said
that his own market research
had indicated strong support
for the SBC range from deal-
ers. “The product offers ex-
ceptional value for money, is
extremely well made and
allows higher margins than
most other PC firms at around
25 per cent.

“We regard it as an enor-
mous compliment that with
the vast number of distribu-
tors out there, many with a
higher profile, they have
come to us — as have others.”

ZCL discussed the deal
with Amstrad prior to going
ahead. The Amstrad line was
said to be that the firm prefers
to deal with broadly-based
distributors, and thus had few
qualms.”

Clonesoft

Continued from front page
monitor due to the number of
‘new’ business dealers that

_have sprung up since the Am-

strad 1512 launch in 1986.
Historically, these haven’t
been tapped effectively and
neither has the multiples’
combined presence.

“I can’t say anything except
that these are the figures that
we’re picking up through a
statistically proven method,”
offered Context director
Jeremy Davies.

“I don’t think there’s any
error involved. It just de-
pends on how you define the
market.” s

Davies further argued that
a large proportion of clonesoft

WAY OF THE TlGER
SAMURAI TRILOGY

is sold mail order. This was
firmly refuted by Gem and

T e s Amsoft, with Migent claiming
THE WAY OF THE that up to 80 per cent of its
EXPLODING FIST sales are through dealers.

CBM b4 128
Amstrad
Spectrum48128K £12.99¢

3 ACES!!For thrills and
spills that cannot be beaten!

8T 455

According to Context,
Sagefoft has the largest total
market share with 13.5 per
cent followed by MicroPro (6)
and Digital Research (4.6).

On this Amstrad’s software
and peripherals development
manager Peter Roback told
CTW: “It isn’t MicroPro or
Computer Associates who’ve
made those sales — it’s us.
We’ve bought the licences,
we’ve marketed the products
and we’ve sold them under
our name.”

£12.99t £14.99d
£12.99:£14.99d
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NEWLAND: Amstrad shortages

Wilding last week
claimed that Am-
strad PC shortages
were behind the re-
cent levelling out of
its computer busi-
ness growth.

Over the past two years the
office equipment chain has
seen computers make up an
ever growing proportion of its
business. However, whilst
posting its latest half-year
financial figures last week, it
revealed that computers cur-
rently account for around 35
per cent of sales — the same as
they did six months ago.

“I think the answer is that
this is the first month this
year that we’ve had proper
Amstrad stock. They haven’t
been making enough to fulfill
demand. If we hadn’t had the
shortages the computer figure
would be higher,” com-
mented Wilding director Pe-

ter Newland to CTW.

He added that with the
Amstrad 1640 Wilding had
only ever had full stocks of
one particular model at a time
throughout the year. PPCs
have been in plentiful supply
since the new year bottleneck,
but sales have apparently
been “a bit slow” for the 52-
store chain. :

It also emerged last week
that Wilding’s promise of ac-
quisitions is soon to come
true, possibly within the next
couple of weeks:

“Since we went public
we’ve always had a yearning
to make some sort of acquisi-
tion, but nothing has been
suitable. Wg’ve got some
thoughts on a couple at the
moment and one is in the late
stages of negotiation,” added
Newland.

The first acquisition is like-
ly to be a northern office
equipment firm which only
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Wilding notes PC hold-up

deals minimally in computers.
This would aid the chain’s
hope of breaking out of the
South East. Its first Midlands
outlet was opened in Birming-
ham some months ago.

Sales during the six months
ending March 31st 1988 total-
led £20.6 million, an increase
of 30 per cent over the same
period last year. Profit before
taxation showed a 38 per cent
increase to £1.4 million.

Earlier this year boss Terry
Wilding announced that fol-
lowing a well publicised move
by Dixons, his firm was
“actively considering” ap-
plying for IBM dealer status.

This has not yet happened,
but according to Newland it
also hasn’t been forgotten.
“We still see it as a possibility,
but it’s just that we haven’t
yet felt the need. We’ve never
been people for taking big
risks or big leaps.”

Mindscape buys up MH
remainder down under

Mindscape took
another significant
step forward in its
attempts to become
a major force in Au-
stralia last week by
acquiring Software
Licensing and
Marketing (SLM).
In effect, this was the part
of Melbourne House left
.~when Mastertronic bought
the rights to the publishing
firm and its stock last year.
SLM acted in Australia as
both distributor and pub-

lisher, with the latter area
being headed up by erstwhile
Melbourne House boss Alfred
Milgrom.

The firm was acquired for
an undisclosed sum by the
Mindscape subsidiary YPA
Software Distribution Ser-
vices in New South Wales.
YPA was established only at
the beginning of this year,
and with this SLM deal it is
now claimed to be “the fastest
growing player in the Austra-
lian software distribution and
marketing business”.

Currently, YPA has exclu-
sive distribution agreements
with Mindscape itself, Thun-
der Mountain (its budget
label), Cinemaware (which is
handled in the US by Mind-
scape) and Channelmark (the
US business software pub-
lisher). By securing a deal
with SLM, YPA can thus
handle all firms’ product on a
general distribution basis
much like its British counter-
parts.

To complete matters, SLM
also has exclusive distribution
deals with a number of UK

publishers. However, this
does apparently not include
Mastertronic — despite the in-
famous time last February
when Mastertronic circulated

‘a press release describing a

new deal with SLM in great
detail, only to deny all know-
ledge of it when nothing hap-
pened (CTW February 15th).

One further effect of the

*deal will be to allow Milgrom

to concentrate on his own
publishing activities with the
SLM offshoot Beam Soft-
ware, which is also included
in the agreement.

MILGROM: New deal

PST

pitches

hardware

destroyers

Some manufacturers
are destroying
machines in the

- thousands rather
than releasing them
on the export mar-
ket, claimed an in-
credulous PST last
week.

The export firm also hit out
at “Arthur Daley” trading
companies which have caused
nervousness amongst manu-
facturers by not guaranteeing
that machines find their way
out of the UK market. It is
being argued that some hard-
ware companies are “‘missing
the boat” in their attempts to
make room for new machines.

In the past, says PST, un-
wanted computers have been
staying in the UK rather than
ending up in the markets de-

_sired.

“Some manufacturers don’t
want to take chances and so
they are destroying their
stocks,” commented purchas-
ing director Henry Padolsey.
“They’ve had bad experiences
in the past.”

Padolsey went on to say
that too many “two tele-
phones and a fax machine”
companies had made destruc-
tion of backstocks the only
alternative for wary manufac-
turers. “We won’t give them
any nasty surprises,” he
claimed. “If they don’t want

PADOLSEY: No nasty sur-
prises
product sold in Italy or Ger-
many or China then we
won’t.

“From our point of view
it’s no problem and we’re
looking for more and more
manufacturers. Many have
become fussy because of those
bad experiences.”

Discounter lashes

business

mark-up

The “unjustified” price differential between
most UK and US business software has
been blamed for the arrival of yet anothe
heavy discounting mail order firm. ;

Software Rack has been set
up to provide both standard
and offbeat business applica-
tions at half their recom-
mended retail prices. By im-
porting direct from the US,
products such as Lotus 1-2-3
and Word Perfect V are being
offered at just £199.

The firm is a spin-off from
the system mail order outfit
Computer Deal which cur-
rently turns over around £2.5
million a year. It is pitching
corporates, private users and
dealers.

“There’s an artificial price
difference between the States
and here. Products such as
Ventura retail for £695 in the
UK and $675 in the US,” said

Software Rack director Mur-
doch Mactaggart to CTW.
“I don’t think that’s justi-
fied and I see no reason for it.
We buy in the States at much
lower prices and pass the sav-
ings on to our customers.”
Software Rack .currently
offers around 1,000 different
packages and hopes to have a
3,000 product catalogue avail-
able later in the year. It is
aiming for a first year turnov-

-er totalling around £500,000.

Mactaggart is unworried by
any prospect of complaints
from the software houses
themselves, claiming that an
attempt to restrict his firm’s
importing activities would
contravene both US and EEC
laws.

Dinamic goes alone in UK

Spanish publisher
Microdigital Soft has
terminated its
licensing deal with
Ocean in_favour of
launching itself in
the UK.

. Microdigital, trading as

Dinamic, provided several

Ocean games last year such as
Army Moves, Game Over,
Freddy Hardest and Basket

Master. Dinamic will be laun-

ched as a brand. in its own
right at the PC Show, Earl’s
Court this September.

“After a year with Ocean
we’ve decided to go on our

own,” commented Microdi-
gital’s international opera-
tions director Michel Ang-
stadt to CTW. “It was a very
good deal and it was the best
we’d ever done in the UK, but
we’ve realised our own pro-
duction capacity and we’re
going to try and get a higher
income.”

Dinamic’s first release will
be Game Owver II on Spec-
trum, C64, Amstrad and
MSX. It will be backed by
some £20,000 worth of
marketing spend.

Before the game reaches the
UK public in September, An-
gstadt is hoping to have signed

up an exclusive distribution
deal with either a UK distri-
butor or publisher. The dif-
ference to the Ocean deal will
be that Dinamic will ship
finished product and artwork.
The label hopes to be re-
leasing four to six original ti-
tles a year once it is fully
operational. :

- Asia £220; Australia
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'OPEN FOR BUSINESS

Due to cicrumstances beyond
our control etc, the evaluation
of the Atari ST as a business
machine will now be appearing
next week rather than this.
CTW will be sizing the ST up
and gaining insights from the
major players in the business
arena. How far can the ST
claim to be an alternative to
thelPCRE ot e

BOOMSOFT OR
DOOMSOFT?

In a Dealer Focus special the
retailers are asked whether or
not they still have confidence
in the clonesoft sector. Some
business software houses are
edging their way upmarket and
market research doesn't
appear to value the market too
highly (see front page). And
what of the great predictions
of yesteryear?.............00.0.
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Gold unveils summer dealer push

US Gold last week

_unveiled its much-
touted summer re-
tailer promotional
scheme.

Essentially, it works on the
principle of every new release
from July 1st until the end of
September from the firm car-
rying a token which retailers
can redeem against certain
prize incentives. Dealers are
being supplied with ‘Treasure
Trails’ — a little bit like the
Blue Peter appeal charts of
yore — to gauge how well they
are doing.

Prizes include the likes of
golf trolley, barbecue sets and
Panasonic zoom lens cameras.

Additionally, batches of
tokens are being distributed
at random to dealers as an
extra fillip, and there will be
tokens given out at the PC
Show in exchange for a busi-
ness card as a boost at the end
of the campaign.

“We reckon we’ve spoken
to the vast bulk of the inde-
pendent retailers — perhaps 90
per cent of them all — and
they’re all very positive about
this,” US Gold’s sales mana-
ger Sharon Gordon said.

“We’ll be running it
through all new US Gold pro-
duct sold by all distributors,
and then applying the prizes
direct by ourselves. The other
distributors won’t have to get
involved in any of the
admin.”

Gordon added that it was
difficult both to estimate the
future success of the scheme
and then to monitor how well
it has gone once it’s finished.

“We’ll have nothing to
compare it with. The titles
may have sold just as strongly
without the tokens as they

will do with them. All we can
say is that at this stage of the
summer, we’re 50 per cent up
on last year’s sales.”

The move comes as no
great surprise from Gold. It
has been one of the more
marketing conscious of the
software publishers in the
past, and this new scheme fits
in with the growing trend to-
wards such promotions. Re-
cent weeks have seen dealer
pushes from EA and Mic-
rodealer, as well as the just
announced Thalamus end
user drive (see below).

Acorn eyes musicians

Acorn will become
the first ever compu-
ter manufacturer to
exhibit at the British
Music Fair next
month via a joint
venture with Electro-
music Research.

The two firms are hoping to
convince the music world that

. Acorn’s flagship Archimedes
can make its mark as a low-
cost high powered sampling
system. This is an area that in
the past couple of years has
become dominated by the.
Atari ST.

“The ST has gained a
foothold in the professional
world simply because it’s got
a MIDI interface on the back
and a number of US and Ger-
man packages are available,”
commented EMR’s managing
director Mike Beecher to

BEECHER: Backing Acorn
CTwW.

I think that anyone serious
about music, in ultimate con-
trol terms, should use the
Archimedes. It wins hands
down.”

Beecher is currently in-
volved in the production of
some 20 musical packages for

the Archimedes, some not set
to appear for a couple of years
yet. Electromusic Research
also produces programs for
the ST and other formats.
The British Music Fair
takes place on July 19-24 at
the Wembley Conference Ex-
hibition Hall, London.

Tronic projects oldies

Following its recent
spate of successes
with re-releases,
Mastertronic has se-
cured deals for three
Software Project ti-
tles and CRL’s Tau
Ceti.

And the firm has also
strongly - denied suggestions
from the trade that it is ex-
periencing difficulties with
paying other software houses.

Fet Sert Willy, ¥SW II and
Manic Miner comprise the
Projects’ trio. Though
evidently not in the first
bloom of youth, Mastertronic
points out that Ghostbusters
(1984) and Fist (1985) have
both spent many months in
the top ten as budget re-
releases. The titles will start
appearing at £1.99 on the
main 8-bit formats from about

six weeks time.

Mastertronic director Geoff
Heath thumped the corporate
tub by stressing that the firm
has once more returned to the
overall publisher top spot
according to Gallup. “There’s
only been a week with that
little Alternative lot at the
top. That makes 24 weeks out
of 25 for us — even if Code
Masters are still saying that
they’re number one!”

Meantime, voices have
been raised in the trade about
-alleged late payment by Mas-
tertronic for software it has
supplied into multiples. “Life
seems to go on very smoothly
here. We’ve had no com-
plaints at all from anyone and
we’re not late on any bills,”
Heath offered.

Others, however, point out

*that Mastertronic has never
_ been the speediest of payers,

with one figure saying, “It’s
called being prident”.

The whole (non)-issue may
be related to the difficulties
which Code Masters has been
experiencing in recent weeks
with its charity title The Race
Against Time. This has flop-
ped badly, leaving a possibly
contentious matter of how un-
sold stock should be handled.
Mastertronic supplied all of
Woolworths stores with the
the title — including those
which customarily do not
stock software — and the vast
bulk are due to be shipped
back to Code Masters.

Given the degree of friction
between the two firms in the
past (CTW passim), it is not
wholly inconceivable that this
is somehow the source of the
‘Mastertronic not paying bills’
allegations circulating

“throughout the industry.

CBM
nixes
switch

bundle

Commodore
appears to have all
but ruled out the
prospect of bundling
a modulator with its
newly price cut
A500. :
Currently, users have to
buy the £25 modulator in
addition to the £399 machine.
Otherwise, the machine can
only run with a separate
monitor, and not a TV.

Though Commodore has
not ever included a modulator
— at whatever price level for
the AS00 — to do so would
have the advantage of bring-
ing it into line with the Atari
ST. Atari said last week that it

had long recognised the need
to have a single unit needing
1o extras.

But a Commodore spokes-
man countered by saying that
there was no evidence of any
demand for such a move, and
that at the new lewer price,
users would have no qualms
about paying an extra £25.

Commodore distributor
SDL echoed this comment.
Marketing controller John
Arundel said: “I can see that
there might be some discom-
fort for end users and at the
retail level, but it won’t affect
sales. We’ve no plans for any
bundle along these lines,’

though others might. The
floor is open.”

Tandy arrives

at DTP party

Mirrorsoft’s Fleet
Street Editor DTP
package has been
taken on by Tandy
for its 50 designated
business outlets.

In a reciprocal deal, Mir-
rorsoft will show FSE run-
ning on Tandy systems
whenever it is featured in
photographs, shows and the
like.

“We’ve taken the product
on because it is at the right
level for our stores and it’s
something that the market
needs. If we’d taken on a
DTP package a year ago we’d
have been crusading,” com-
mented Tandy UK’s market-

ing manager Richard Rosser
to CTW.

Fleet Street Editor currently

retails at £109.95 as a standa-

lone PC package, but it is
“almost certain” that it will
help make up a specific Tan-
dy DTP system akin to the
word-processing and account-
ing bundles already offered
using Sage software.

“We’ve got the backing of a
forward-looking company
which is obviously intending
to do a lot of work and, like
us, is very aggressive,”
offered Mirrorsoft’s market-
ing director Pat Bitton.

Meanwhile, Mirrorsoft is
also currently linking up with
Adverkit International, a firm
which provides layouts for the
bulk of UK freesheet news-
papers. :

“We’re advising them on
the use of computers to pro-
vide disk based artwork,”
added Bitton.

Epyx fit for

Giant US leisure’
publisher Epyx has
won the exclusive
US Olympic team
licensing rights.

After beating off the chal-
lenge of several other US pub-
lishers and the payment of a
no doubt sizeable but undis-
closed sum, Epyx gained the
right to use Olympic designa-
tions on software, packaging
and advertising.

As a result, Epyx has two:
games based on this year’s!

Olympics lined up for sum-

Olympics pitch

mer release. The Games: Win-
ter Edition features speed skat-
ing, downhill skiing and the
luge. The Games: Summer
Edition features diving, gym-
nastics and the hammer
throw. Both games will be
marketed as normal by US
Gold in the UK.

The publicity surrounding
the licence has already begun
with Commodore Magazine in
the US lining up a major fea-

“ture on the games themselves

as well as the deal for its July
issue.

Virgin
Virgin is playing
down the signifi-
cance of the depar-
ture of its product
munaﬁer Patricia
Mitchell. :

Mitchell moves to Palace at
the end of the month after
four years with the company.
As yet no replacement has
been found. Her leaving is
being seen by some in the
context of Mastertronic’s cu-
rious talk of “rationalisation”
(CTW 6th June) — which
hinted at cutbacks in activities
common to both Mastertronic
and Virgin.

loses Mitchell

This though is being denied
by Mitchell. “It’s a purely
personal decision. I’ve been
here for four years and that’s
long enough for someone so
young,” she said.

On the talk of Virgin work-
ing closely with Mastertronic
she said: “We haven’t been
affected by then at all — they
just pop in and out some-
times.” Asked whether her
leaving had anything to do
with rationalisation she said
“absolutely not, the only
change is that 'm leaving.”
She joins Palace as software
producer.

MITCHELL: No significance

Thalamus drafts
‘Gold Rush’ promo

A prize promotion is
bein? employed by
Thalamus in the

hope of bucking up
sales of future
games and raising
the profile of the
company.

COOPER: Novel promo

Three special gold tapes
will be randomly included in
ship outs of its next title Haw-
keye. Kids who buy one of
those games will win an Am-

- strad Studio 1000. Also, six

- yellow cassettes will go out
worth a ghettoblaster to the
purchaser. Those dealers who
sell the coloured games will
receive free bottles of cham-
pagne.

The promotion is likely to
gain a high profile because of
its similarity with cult book
and movie Charlie and the
Chocolate Factory in which
children buying a chocolate
bar with a gold ticket insert
win a major prize.

 Thalamus boss Paul Cooper
denied any knowledge of the
book saying “People keep

pointing out the connection to.

me but I had really never
heard of it. I’m going to watch
the video though.

“It’s exciting for kids be-
cause they can win straight
away. Some promotions are
misleading because you need
to buy eight or so games be-
fore you have a chance of
winning anything.”

Advertising based on the
‘Gold Rush’ promotion will
be appearing in the consumer
press and future Thalamus
games will be backed by a
similar venture.

On whether such a tempta-
tion would affect youngsters’
buying decision Cooper
noted: “I don’t know about
that but they’ll see the Thala-
mus game. They know that if
they buy it and they’re lucky,
they’ll win a prize.”

e e
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OLYMPIC PROMOTION

SDL take great pleasure in introducing Commodore’s
latest promotional offer for the C64, the Olympic Chall-
enge Pack. The pack has been designed to take full
advantage of the excitement created by the 1988 Oly-
mpics to be held in Seoul.

A WINNING COMBINATION

The combination of Commodore, manufacturers of the
best selling home computer, the C64 and ‘OCEAN’, the
UK'’s leading games software house, has proven to be an
unqualified success. It is this union which has resulted in
the creation of the very exciting Olympic Challenge
Pack, an outstanding combination of hardware and soft-
ware with a sporting theme.

THE PACKAGE

The Commodore 64 now comes complete with ‘TEN’ Top
sports simulations incorporating best sellers as well as
brand new releases. In addition to the suberb software, a
high quality Quickshot Il autofire joystick and 1530 data-
ssette unit are also included. The C64 featured in the
pack has a new slimline casing, with sloping front.

A LOT MORE FOR A LOT LESS

The total value of the goods offered FREE with this prom-
otion amounts to £143.44. These extras are included at no
additional cost to the customer - in fact, the reverse is true.
The entire system is now priced at a mere £149.99, £20
OFF the old RRP and, with a Dealer Margin of 17%:%, no
one loses out. The C64 also has a whole lot more to offer,
including a vast network of software support. It features one

of the largest games software libraries available, with new
releases being added all the time. In addition to those
specifically written for the C64, the machine also benefits
when titles written for powerful 16-bit computers are ported
over to C64 format. The new Olympic Pack is a complete
offering, with no ‘extras’ required before play commences!

THE MAIN ATTRACTION

The C64 Olympic Challenge Pack is supplied in a bri19ht,
full colour box showing a screen shot of each game. This
attractive point-of-sale packaging is effective in delivering
the message to your customers, and its built-in carrying
handle, makes it easy for your customers to collect.

PHONE SDL TELESALES NOW!

Ensure your position on Commodore’s ‘Olympic’ Team as
they begin another successful summer promotion. Call
SDL Telesales immediately and secure your requirement.

FREE!
10 TOP TITLES

Each of these ten titles has previously achieved popularity with
existing C64 owners at a retail price of £8.95 each.

1) BARRY McGUIGAN'S BOXING SRP £8.95
Battle to earn a crack at the champ.
2) BASKET MASTER SRP £8.95

Head-to-head basic basketball, one of the fastest sports
around.

3) DALEY THOMPSON DECATHLON  SRP £8.95

The decathlon’s ten gruelling events faithfully reproduced.

- 4) DALEY THOMPSON SUPER TEST SRP £8.95

~...=Challenge the computer in each of eight events.

5) HYPER SPORTS SRP £8.95
Swimming, skeet shooting, archery, long horse, triple
jump, and weight lifting.

6) MATCH DAY Il SRP £8.95
Head, volley and kick your way to victory in this sequel to
the best seller, Match Day.

7) MATCHPOINT SRP £8.95

Join the singles competition at the world’s most famous
tennis championship.

8) SNOOKER SRP £8.95

A simulation featuring supersmooth cue control.

9) TRACK AND FIELD SRP £8.95

Test your skill to its limits. Includes multiple player option.

10) WORLD SERIES BASEBALL SRP £8.95
The all-American sport, captured to perfection in this
simulation.

DATASSETTE UNIT

A 1530 Datassette unit has also been included to ensure all data
is loaded and stored simply and with efficiency. SRP £44.99

JOYSTICK

To round off a fantastic package, Commodore have included a
high quality Quickshot |l autofire joystick, tough enough for
even the most vigorous player. SRP £8.95

value now than ever before.

| NEW LOW PRICE |

In addition to the top quality software bundie
Commodore are offering, they have succeeded in
making this outstanding pack even more attractive
by reducing the RRP of the Commodore 64 by
£20. The entire system now costs just £149.99!
With a Dealer Margin of 17%2% the C64 is better

C64 OLYMPIC PACK PRICE

£149.99

INCLUDING VAT

DEALER PRICE: £107.60

i

1
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R PACK REQUEST FORM

| Mr/Mrs/Ms: ...
l Position:

I Company:
| Address:

| Postcode:

Initials: ...

: To: SDL, Dept CTW 0788, Unit 10, Ruxley Corner Ind. Est., Sidcup-By-Pass, Sidcup, Kent, DA14 5SS Tel: 01-309 0300

Surname: o s e

Telephone: .. = - o e

ll am interested in [ ] Commodore 64

| already stock

[] cCommodore 64

=
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SNLIIPEPETS

Adpvertising giants Saatchi
and Saatchi, Leo Burnett and
Ogilvy and Mather are all
believed to be pitching for the
Microsoft account. The firm
has earmarked some £1.5
million for advertising in the
Sunday supplements. This
will be Microsoft’s first
advertising spree outside of
the trade and specialist press .
CRL has parted company
with its PR company
Barrington Harvey and has
appointed Christine Spears as
in-house press liaison. CRL
was one of the original clients
of Barrington Harvey — then
Headlines — when boss Simon
Harvey took over last
September . . .

Vouchers redeemable at
Victoria Wines, Thomas
Cook and the Next fashion
chain are being offered to
dealers purchasing the
Informix Smart software
package from Softsel . . .

A user group has been set up
by Incentive for users of
STAC - its adventure
creation program for the ST.
The group provides a bi-
monthly magazine featuring
ideas for adventures . . .
Despite losing director Steve
Smith to his markets in Brick
Lane and Poplar, East
London distributor A&S has
announced that it won’t be
changing its name. The firm
was called A&S after the first
names of Smith and co-
partner Alf Payne.
“Obviously a limited
company doesn’t change its
name just because a director’s
left,” said Payne. This means
the firm won’t be calling itself
just A in future . . .
Following its European sales
and distribution tie-up with
Strategic Studies Group,
Electronic Arts is making
available the wargame
publisher’s Run 5 magazine.
It provides game updates,
letters, technical and design
data and extra game design
scenarios for the SSG titles.
Run S is published quarterly
with the ninth issue currently
available from EA at £2.50.
Artic’s World Cup, which was
jazzed up, re-named and
argued over two years ago
when it appeared as US
Gold’s World Cup Carnival,
has bounced back again. It
recently came back into the
C16 charts as a re-entry at
number seven — two places
ahead of US Gold’s recent
Americana re-release of
Beachhead . . .

Logotron has made an
Archimedes version of its
Logo software — called
Archimedes Logo — available
for Acorn’s flagship machine.
It has also published four
Logo-related publications
called Talking Turtle, Islamic
Patterns, Playing Floor Turtle
and In Control with Logo for
£6each. ...

Micropro’s latest WordStar
addition

“The beginning of a new era
in desktop communications”

1S upon us once again
according to Micropro UK
boss John Speller. His

excitement coincided with the
launch of WordStar Messenger
— a messaging system which

allows users to write and edit

message on screen before
sending them. It retails at
£200 (exc VAT). . .

Commodore’s third party
maintenance contractor
DPCE has won a lucrative

contract to look after the
DHSS’ computer kit. It will

be supporting some 4,500
items of equipment
comprising PCs, printers,
plotters and peripherals . . .
Melanie Weaver and Jez
Thorpe have won the
questionable accolade of
being the first couple ever to
wed after accessing each other
through a multi-user
computer game. Both are
users of Telemap’s Shades, in
which players exist in a
“fantasy world of castles,
wizards and buried treasure”.
Bucking the current trend for
new portables, EDS has come

up with a portable hard disk
instead. The Traveldisk is
available in a 10, 20, 30 or
45Mb subsystem which is
packaged in a metal case only
slightly larger than the disk
drive itself. Prices start at
£575 =

Gem Distribution joined in
by donating £200 . . .
Following its recent
“strengthening of links” with
Zenith, Norbain has started
plugging the US firm’s new
line of 286-based PCs. These
comprise the Z-248/12 and
the Z-286LLP with various

optional extras . . .

Disk manufacturer Cumana
has appointed Mark
Whittlesea as area sales
executive for the midlands.
We will be responsible for
customer contact and stocklist
liaison . . .

Northamber has taken on
Hitachi’s range of CD-Rom
disk drives . . .

Jack Bennett has been
promoted to the position of
senior vice president at
Citizen Europe. He was
formerly vice president of -
sales and marketing . . .
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Why is SimpAcct

better than
Pegasus and

Il DEALER MARGIN.

DEALER CREDIT.
EASY SALES.
FEATURES.

] CHEAP.
[ TALORABLE.
LEADS SUPPLIED.

better than Sage:

At least 50% (negotiable).

90 days (negotiable).

With a package that looks attractive and
feels friendly to new PC users. Genuinely
easy-to-use software. Help screens.
llustrated manual. Hot-line support. (Over
1000 users so far.)

Invoicing (definable layouts) + Cashbook +
Sales, Purchase & Nominal Ledgers +
Stock Control. All fully integrated from
pop-down menus. Colour/mono. Print to
screen/printer/ASCIl file. DOS windows.
Floppies/hard disk. 2,000,000 records/file.
Alphanumeric codes. Auto-installation. Etc,,
etc.

End-user only £99.95 (for the complete
integrated system).

Any way you can sell it, we can change it.

Our long-term advertising campaign (PCW,
Micro-Decision, What Micro?, PC User, PC
Plus, PC Amstrad, Amstrad Professional,
etc, etc) is puling many leads who are
asking for a local dealer. We need youl

Convince yourself of SimpAcct's quality and profitability.

Complete system for evaluation/demonstration, only £19.95 (+ p&p + VAT = £26, one per dealer).

Please send CWO for your dealer system, or supply bank and two trade references.

ACCESS and VISA orders taken by phone. (p4895) 4992/82419.

Ken Jones, FORESHORE SOFTWARE LTD, Stone Pier Yard, Shore Road, Warsash, Southampton SO3 6FR
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* 520ST-FM WITH 1Mb DRIVE
* £400 OF SOFTWARE - FREE!

DEALER PRICE:

We are pleased to announce the 520ST-FM Summer |3D Galax .................... Gremlin Graphics £19.95
Pack from Atari. This pack includes a 520ST-FM with a |Arkanoid ...................... Imagine (Ocean) £14.95
1Mb disk drive built in, plus a spectacular FREE soft- [ChopperX ......................... Mastertronic £9.99
ware bundle. Contained in the pack is a CX40 joystick | Defender of the Crown .............. Mirrorsoft £29.95
as well as over £400 worth of top entertainment soft- Eﬁg‘;‘o’g’:ée}- --------------------------- Azgcg:’;: gzgg
ware. That Sd to!al of 22 game fitles on 15 double sided International Karate .................. System3 £19.95
disks, incorporating best sellers and brand new releases . :

3 = Levigthant i i ns English Software £14.95

from many of the UK's leading software houses. The ;
Axlaay ¥ Marble Madness ................ Electronic Arts £24.95
Summer Pack is priced at only £399.99 (inc VAT), trade | mouse Trap ........... Micro Value (Tynesoft) £14.95
price £278.26 (exc VAT), and is wrapped in a bright, full | plutos .................. Micro Value (Tynesoft) £14.95
colour sleeve which shows a screen shot of each of the [QBall ......................... English Software £19.95
22 games. This attractive point-of-sale packaging really |Rampage .............................. Activision £14.95
delivers the message to your customers. Ranarama ................ Hewson Consultants £19.95
Roadwars .- oo Melbourne House £19.95
SlapRight’ oo oo Imagine (Ocean) £19.95
Strike Force Harrier ................. Mirrorsoft £24.95
Supersprint ........... .... Electric Dreams £14.95
'NC SFetris ol - s Mirrorsoft £19.95
Trail Blazer .. Gremlin Graphics £24.95
VAT |[Warlock ......... . The Edge £14.95

Tynesoft £19.95

TOTAL £413.98

Winter Olympiad

£278.26

Y2Mb 520ST-FM - LAST FEW IN STOCK!

Atari’s recent price increases have meant that the RRP of the 520ST-FM with 2Mb drive has now gone up
to £399.99. However, SDL have a limited number of 2Mb FM’s in stock which you can sell at a retail price
of only £299.99 (inc VAT). With a Dealer Margin of 15%, the trade price of the 520ST-FM is just £221.73
(exc VAT). In addition, SDL can offer a aMb 520ST-FM and SM124 Mono Monitor to retail at just £399.99

£299.9¢

DEALER PRICE: £221.73 Exc VAT

(inc VAT), with a dealer margin of 15%, trade price is only £295.65 (exc VAT).

With Mono Monitor £399.99 inc var
DEALER PRICE: £295.65 ExCc VAT

BACK IN STOCK
SOON!

The %Mb 520ST-M from Atari will shortly be back in
stock and the popular SDL ‘ST-M Packs’ based around
the 520ST-M will be available from the end of June 1988.
All four packs are at lower prices than previously offered
and come with 1st Word word processor and Spell-It!
spelling checker. Order now to secure your requirements

RETAIL V&? DEALER W¢
PACK 1

£269 £187.13

520ST-M, .Mb SF354 DRIVE, MOUSE

PACK 2 £299 £208.00

520ST-M, 1Mb SF314 DRIVE, MOUSE

PACK 3 £369 £256.70

520ST-M, "Mb SF354 DRIVE, MOUSE, MONO MONITOR

10408T-F

PRE-INCREASE
PRICES

SDL is offering an opportunity to purchase the
1040ST-F at the pre-increase price of £499.99 inc
VAT at the full 20% dealer margin (Dealer Price
£347.82). The 1040ST-F fulfills the requirements in
business and in the home, boasting a large 1Mb
RAM memory and 1Mb double sided built-in disk
drive. Our current stocks are our only remaining
1040’s at the pre increase price of £499.99 and when
these stocks are exhausted, we will have to imple-
ment the new £599.99 price point when we re-order
new supplies.

DEALER PRICE
INC EXC VAT
£499 v £347.82

PACK 4 £3998 £2771.57

520ST-M, 1Mb SF314 DRIVE, MOUSE, MONO MONITOR

With Mono Monitor £599.99 inc var
DEALER PRICE £417.38 EXC VAT

OVER £800 OFF
NEW ATARI PACK

SDL announce a brand new word processing package for the
discerning word processor and spreadsheet user. Hardware in the
pack includes a 2Mb MEGA ST, SM124 Mono Monitor and SLM804
Laser Printer. And, featuring the sophisticated Lotus 1-2-3 comp-
atible VIP Professional spreadsheet, the powerful Microsoft Write
word processor, plus 90 day on site warranty, this package offers
excellent value for money at only £1599.99 retail (exc VAT). The
consumer saving at this price is a massive 31% off normal RRP and
the dealer price of £1279.99 gives a full 20% margin.

ATARI WORD PROCESSING LASER PACK
(EXC VAT) (INC VAT)
2Mb MEGA ST+Mono Monitor ..... £899.99 £1034.99

SLM804 Laser Printer ................. £1199.99 £1379.99
VIP Professional (Lotus 1-2-3 Compatible) ~ £130.39  £149.95
Microsoft Write (word Processor) ......... £86.91 £99.95

RRP TOTAL £2317.28 £2664.88

LESS PACK DISCOUNT (31%) -£717.29 -£824.89
PACK PRICE £1599.99 £1839.99

DEALER PRICE (-20%) £1279.99 £1471.99

|T JERLER "EH(' J I '1I]|

To SDL, Dept CTW0688 Unit 10, Ruxley Corner Ind. Est., Sidcup-By-Pass, Sidcup, Kent, DA14 5SS Tel: 01-309 0300 I

l Mr/Mrs/Ms: ... Initials: ...

l Position: - = s

| Postcode: .~ e

Sumame: [ G s e e e I

II am interested in [] Atari ST Range (520ST-M/520ST-FM/1040ST-F/MEGA ST)

| already stock [ ] Atari ST Range (520ST-M/520ST-FM/1040ST-F/MEGA ST) J

e
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Specialist advice
to dealers requires
specialist attention

‘on the part of
the distributor.

HB Marketing
concentrates on
68000 software
products for the
Atari ST and

Commodore Amiga.

It you need to talk
to people who
know what they

are talking about,

confact

HB Marketing
today.

We stock a wide
range of the latest
quality software
and peripherals

for the ST
and the Amiga.

Call today
0895 444433

or fill in the coupon
to receive your
Dealer Pack.

Distributors for:

\

GOLD DISK

Please send a Dealer Pack to:

Name s = o0

Posihion:s - = - 0 s

HB Marketing Ltd.,
Brooklyn House, 22 The Green,
West Drayton, Middx UB7 7PQ.

Tel: 0895 444433 Fax: 0895 441962

Telex: 934689 HBMK

D.g.z a.

KENWOOD NURSERIES
WALTHAM ROAD,
BOREHAM,

ESSEX CM3 3AX

(0245) 460788

I SOFTWARE \

THE UK’s FASTEST GROWING
DISTRIBUTOR OF LOW COST
AMSTRAD AND IBM PC SOFTWARE

CATALOGUE AND TELEPHONE
SUPPORT AVAILABLE

| pises... |

LEADING DISTRIBUTORS OF
BRANDED 3", 3'2", 54" DISCS & TAPE
CARTRIDGES INCLUDING:

314" DS
from 90p

54" DSDD
from 38p

I RIBBONS

MANY LEADING BRANDS STOCKED
COMPATIBLES INCLUDING:
AMSTRAD PCW 9512

MULTISTRIKE From £1.50
FABRIC From £1.75

ICOMPUTER SUPPLIES |

LOWEST PRICES ON QUALITY
DUST COVERS - LISTING PAPER -
LABELS & ACCO PRODUCTS

I SPECIAL OFFERS I

REGULAR WEEKLY & MONTHLY
PROMOTIONS e.g.

VP PLANNER PLUS - 50%
PCW 9512 Acoustic Hood - £85

FOR MORE INFORMATION
AND A DEALER PACK
GALL CHRIS OR DEBBIE
ON
0245 460788
OR FILL IN THE COUPON BELOW

PLEASE SEND TRADE DETAILS TO:

NAME: ... i
COMPANY:- .. . . ...
ADBRESS =

TELEPHONE: ......i..iiii i i et

ONE STOP <*®® DISTRIBUTORS

businesssoﬂwarebusinesgsoﬂwareb

COMPANY

IMMEDIATE

PAYMENT

DISCOUNT SERVICES NO. OF

BEST

ACCOUNT? TERMS PACKAGES SELLE
ADL References 30 days Not saying Tele-sales, 21 Word!
sales reps,
AMIGA On application Cash 25-40%  Courier 40 Scuipt
CENTRE with and
SCOTLAND order tele-sales
unless
account
CAPITAL References/ 30 days 30-40%  Telesales 400 Pr
COMPUTER Cash Write
PRODUCTS
CENTRESOFT Pre-pay or 30 days 40% Pre-sales 150 Word!
application support + Expre:
Interlex
DbL Cash with 30days 35-45%  Telesales; 30 Word!
order/account Hotline; Super
24hr
delivery
ELTEC Cash with 21 days 35% Telesales 50 Super
order
ELECTRIC Account 30days Various Softline 130+  Timew
DISTRIBUTION
FIRST References/ 30days 30-45%  External 60 Lotus
SOFTWARE cash reps;
Product
specialists;
catalogue.
GARWOOD 2 references 28th of 30-50% Catalogue, 160 LocoS
and bank month telesales, LocoS
following pre & post
sales
support
GEM References Negotiable Negotiable Telesales; 300  Ability
vansales
GREYHOUND Immediate 30 days 30% Up Courier; 600  MAPA
credit telesales
facilities and
in-house
support
HB MARKETINE  Referencesor 30days 37-40%  Courier, 200  ProSo
cash rep Desig
telesales for An
and tech
support
HUGH SYMONS  References 28 days 35-45%  On-line 130+  Super
support;
technical
back-up
LEISURESOFT References/ 30 days Negotiable Telesales 300 Sage/
cash +
LIGHTNING 2refs + bank  25th of 35-40%  In-house 100+ Times
month tech
foll. supply support
MICRODEALER Cashand/or2 30days 30-40%  Support 50 Sage |
INTERNATIONAL  trade ref via Contr
publishers
NEW STAR/ References 30 days 30%-55% Catalogue 100 VPP
PAPERBACK and CWO and
SOFTWARE Tele-sales
P&P Cashand/or2 30 days 25-30%  Tech 165  Lotus
trade ref Support;
end
user
marketing
PRECISION Yes 30days 25-50%  Tele-sales 250  Super
DISTRIBUTION and road
support
R&R References/ 20th of 40% 24hr 300 TopCi
cash month courier
following
SOL (UK) Cash with 7th of 35% 24hr 40/50 Mast
Lm order/account  month delivery;
following telesales
SOFTSEL After credit 30 days 35-40%  Overnight 308  Word
check : delivery; full
SOR; twice
yearly
Softeach
SOFTWARE By 30 days 35% Technical 40/50 Magic
EXPRESS arrangement support
SOFTWARE 2 trade ref + 30 days 35-50%  Tech 100 Word
LIMITED agency ref support;
POS;
literature

businesssoftwarebusinesssoftwarebu
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There’s gold in them there software releases... and not just U.S. Gold.
From 1st July to 30th September 1988 every U.S. Gold title you purchase can
take you one step nearer to a sparkling collection of fantastic gifts and the
opportunity to win a memorable holiday... all with the compliments of

your No. 1 software house.

- -
- : 7S

NSS!~

@h

LAY
S~

“TREASURE TRAIL TROVE”

: 250 Tokens — CarBootTidy.

@ 500 Tokens — BaseballKit.

Every newrelease from 750 Tokens — Puma Holdall and Shoe Bag.

U.S. Gold in the period will have affixed }g% Tokens - ED‘;’::‘"“ AR

toita ‘Treasure "l‘r;ll "ll‘ioken'. Simply remove the token, fixit to 2500 Tﬁk::: = G:lf’?‘rl::aHIZy e

your Treasure Trail Guide and watch your haul of booty grow as = =

each purchase of U.S. Gold products is made. At the end of the ?ggg ;::::: e ’g:o&l‘;'itBa chgamumon and Darts et
period (all entries must be received at U.S. Gold no later than 8750 Tokens — Answer i’hone

October 10th 1988) return your Treasure Trail to U.S. Gold, 9500 Tokens — Yamaha Stereo K

itemising which of the fantastic gifts you would like. (NOTE: A 10000 Tokens — Canon Sure Shot sﬂpreme.

number of gifts can be selected as long as their total redeemable Over 10000 Tokens— Panasonic Compact Camera with Zoom Lens.
value is no greater than the number of tokens affixed to your PLUS MYSTERY BONUS — there will be 100 miystery tokens scattered
Treasure Trail Guide.) Additional Treasure Trail Guides are on the trail that will qualify the lucky treasure hunter for a super
available for those determined treasure hunters among you. bonus gift.

When all entries are received then the fun begins... U.S. Gold Treasure Hunters... on your marks!!!

will despatch your booty within 28 days and each participating

retailer will receive one entry to an amazing Holiday Prize Draw. Contact your distributor or U.S. Gold now for your first

Everybody has an equal opportunity to win the Treasure Trail Treasure Trail Guide and prepare yourself for the great
Holiday of their dreams. g U.S. Gold Summer Adventure.

: ~ This offer is enclusive to independent

US. Gold Ltd., Units 2/3, Holford Way, Holford, Binningham B6 7AX. Tel: 021 356 3388. retaliers in the United Kingdom and Eire.
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- THE TEXAS CHAIN
- STORE MASTERPLAN

CompuAdd is made up of a huge mail order operation, a moderately successful badged clone
business and a fast growing retail chain. Recently its top men came over to inspect the market-
place. They went home satisfied that the UK market would be chicken feed compared with its
exploits in the US. COLIN CAMPBELL listens to the distant rumblings. ..

trio of CompuAdd’s noitre the gateway to the gol- It was a tentative move, lems, retail outlets and sites. job though this wasn’t. The nos’ weary minds as to obtain
top brass descended den common market to be — mainly spent checking out And, of course, there was the suit clad Texans were just as column inches.

on the capital to recon- the UK. possible competition prob- press to be wooed. A mere PR interested to pick trade jour- When asked how much

s | CompuAdd had thus far in-
s vested in the UK expansion
: one looked surprised and °

said: “Well, just this trip so
far.” A humble beach head
for a firm which hopes “to
do” sales of at least $25 mil-
lion here by the end of ’89.

CompuAdd’s business is
simple. Essentially it’s an Au-
stin, Texas based mail order
and catalogue company with a
few retail outlets and its own
clump of PC clones to boot —
the Standard range. In the
five years since it came into
being the firm has doubled
sales, every year. Last year it
turned over $100,000. Com-
puAdd claims to have done
that already this year.

OK, it’s obvious that such
an operation offering sub-
retail prices is working on a
thin slice of margin but those
figures have made Com-
puAdd the darling of United
States business publications
and the champion of the
lucrative business computer
arena.

Various writers are fond of
pointing out that Com-
puAdd’s president, Bill
Hayden, was shifting
peripherals from the back of
his Chevy at the beginning of
the decade. Rags to riches?
CompuAdd was last year
ranked third in the top 500
fastest growing companies in
the US.

But Texas is a hell of a long
way away. Apart from a few
retail outlets in San Antonio
and Phoenix the firm has been
firmly rooted in the lone star
state since birth. Clearly, its
knowledge of the UK market

[ ““Football Manager 2

is not just an
improvement on
. Football Manager—
it’s the next
generation!

"-"ham/ —

is as minimal as its ambitions
are extraordinary.

It had been bandied around
that CompuAdd would be up
and running by the middle of
August. In time honoured
fashion that date has been put
back to “the fourth quarter”.
The catalogues should be in
October issues of some of the
hordes of PC end user mags.
They’ll only be selling
peripheral products though

PIAMER)L. .- , — the Standard PC (3088,
LGN ‘ " B f. ; L : - 286 and 386) won’t be arriv-
' ‘f—\ o ing until the beginning of next

R e L o .

8 | year. Or to put it in even less

Screen shots from Atan St system.

precise terms ‘“‘sometime in
the first quarter”.

As for business computer
superstores, that’s an option,
a possibility: “We’ll see what
happens” et al. In its first
sortiec CompuAdd has seen
what makes the UK market
tick and grasped an idea of
which players are taking
advantage of it. Unimpressed
is too weak an adjective.

Next service, please

he reconaissance team
comprised of Hayden,
international sales manager




Tom Irby and the most out-
spoken, corporate sales direc-
tor Richard McLemore. He
possesses a real southern ac-
cent, and drawls his own
conclusions.

In contrast, Hayden says
less and does it quietly.
They’re all plausible, keen to
pick up clues and pointers
and not afraid to drop com-
ment on this new market. It
would seem that the prevail-
ing attitude is that the major
retail and mail order players
in the UK lack profession-
alism.

That’s not a corporate pitch
to impress the gullible so
much as a reaction to sloppy
service on the part of com-
panies encountered. They’re
not the first Americans to
wonder at how shop assistants
and such can seem so bad
here.

McLemore ponders the dif-
ferences in hardware retail
practices. “It’s the inviteness
here. You walk in and have to
look for the computer depart-
ment. And you hit a salesman
right up front who’s qualified
enough either to get you out
the door or keep you in con-
versation. We have some
stores that are 10,000 feet and
full of equipment, systems are
up and running.

But CompuAdd is becom-
ing hoarse telling people that
any retail chains here are an
option, and only an option.
The anchor will be the firm’s
biggest strength — its mail
order business. That still

. makes up about 85 per cent of
income. Mail order is full of
mysterious tunnels here criss-
crossing underneath the
mainland of honest to God
retailing. Where the BBC
market is led by Watford
Electronics no other large
market has any dominant
leaders. Not even the games
market.

It’s as if nobody has taken
the PC mail order business by
the scruff of the neck and
shaken out all the little people
who take out quarter pages in
mountainous magazines. On
that weak sandbank the mar-
ket stands. CompuAdd re-
gards its greatest threat here

- to be Inmac — a firm which
doesn’t stock full systems.

Not so long ago that was
the case in the United States.
There were a whole pack of
companies jostling and jug-
gling and trying to catch the
buying public’s attention.
Come the inevitable shake
down and a few end up leav-
ing the barking hordes.

But some of the UK’s play-
ers appear to be less like
account hungry wolves than
slightly overweight sheep.
Unfair? Start naming mail
order companies which pose a
real threat to the major com-
puter retail outlets here. Com-
puter Express, maybe, and, er

But perhaps there’s a won-
derfully simple explanation
for this. It’s alright to buy
your underwear from a mail
order catalogue but a throb-
bing mass of state of the art
hardware?

McLemore again: “In the
United States we have such a
high percentage of experi-
enced and sophisticated end-
users. They can go down to
their local store and take a
look at a demo. After that
they’re looking for price.

“They know exactly what
they want. They’re shopping
around comparing price with
price.” And presumably any-
one that obsessed with the
best buy will go to mail order.

b e D I D VI A B s g ke s S

Providing, that is, that the

company has as good a repu-
tation as the retail outlets.
That’s the hard .bit.

New balls, please

ack to the UK. Hayden
freely recognises that he’s
only been here four days and
seems to be open for correc-
tion. Again, it’s a fact finding
mission. “We have six years
of history in the US but in the
UK this is the starting line.
“We haven’t found any-
body who’s doing what we’re
doing and it helps. The com-
petition here isn’t at the same
level as in the US where we
have clear winners. There’s
no dominance. It’s like it was
in our business four years ago

Eyeing the UK as a beach head: Irby, McLemore and Hayden
before the shake down.”
'TIrby explains the state of
play at the moment.
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have to put some ads in va-
rious publications and then
there’s a site to find and of

Due to

course some people.”
being able to run only the
tiniest overheads the head-

“We

quarters won’t be in London.
Perhaps they’ll be west of the
Continued on page 19

Mills

For more reliable, more cost effective
 contact:

_Mills Associates Limited,
Volume Repair Centre, Wonastow Road,

- Fax No:

1;9 Mills Volume Repair Centre offers the
highest quality repair and refurbishment services
for personal computers. Whether in or out of
warranty.

Better by applying our own innovative flow line
repair methods, together with computerised stock
; control, we guarantee fast turnaround at extremely
compet/t/ve cost. Our prices realistically reflect the lower profit
margins in today’s market place, and they're fixed for each
specific computer model. So you always know where you stand
for easy costing and budgeting.

Better with over 20 years expenence in the
/ndustry — and the most advanced Quality Control techniques —
Mills is already in partnership with many of the UK’s leading
retailers, dealers, distributors and manufacturers, and the logical
choice for Amstrad Atari, Commodore S/ncla/r and other

: popu/ar pC’s:

- At our spacious new purpose-built premises close
to the M4/M5 motorway network we can handle consignments

Se in any volume. We'll collect and deliver large quantities where

appropriate. Or you can despatch small batches using our pre-
paid label system.

repair refurbishment support, better

Monmouth, Gwent NP5 3AH.
Telephone: (0600) 4611
(0600) 6744

Milis Associates Lid
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THE DIRECT SALES
CONSTRUCTION KIT

In the often absurd and sometimes manic swirling of the leisure software
business, it is sometimes not possible to pick up on the underlying trends.
But one notion is gaining credence: that sooner rather than later other
companies will be following Electronic Arts’ lead in selling direct to
retailers. In the first of a two-part feature, NICK JOHNSON takes a long
cool look at the ramifications and reasons ...

Compatible with
o all PC’s =

The low cost 9 pin LC10 range in ing .

colour printing. e y Replacemen
CIThe NX, ND and NR ranges — the more  ® Ordef up to 6. OODm

sophisticated 9 pin 80 and 136 Column @ Computer literate sales team

Business Machines @ i -
LIThe NB range — the professional 24 pin ® 1[')6ChInIC?l = bort 'o Leaiers

80 and 136 Column Printers ealér training
CIThe much sought after Star LSP8 Laser

Printer ADDONS LIMITED
THE Computers & Peripherals

28-30 City Industrial Park, Southern Road,

g Southampton, Hants, SO1 OHA.

Telephone: (0703) 634775
PRINTERS FOR BUSINESS Fax: (0703) 226997

s obvious as it may
seem, in the early days
British software

houses were primarily con-
cerned with producing soft-
ware. They were happy to sell
it to anybody — be it a retail-
er, distributor or end-user —
as long as payment followed.

Distributors came on the
scene directly as a result of the
market demand generated by
those fledgling software
houses. Being busy program-
ming and producing, the
opportunity of first selling
large quantities of product to
a single customer and then
watching it appear on the na-
tion’s shelves immediately

.appealed.

Those were the days of
Pilonmist, PCS Darwin, Ti-
ger Distribution, Express
Marketing, Microdealer and
Centresoft. Had the software
houses been more mature
they would have realised that
had they invested in sales and
distribution current problems
would not have arisen. Only
Geoff Brown, boss of both
publisher US Gold and distri-
butor Centresoft, realised that
by mixing the two ingre-
dients together he would al-
ways be able to get his pro-
ducts on to the market. The
route to retailerland was there
even if other distributors re-
fused to take his products.

If you’re a software house
ask yourself this simple ques-
tion. Who will sell your pro-
duct better, you or a third
party distributor? Each party
has different motives. As a
software house your liveli-
hood is built on selling your
own software. A distributor
just has to sell software and
he’s not too worried whose it
is.

A retailer will buy a limited
amount of software per week.
A distributor will try to get as
much of that retailer’s budget
as possible, stuffing him up
with product if possible. The
way a software house can
make sure the retailer orders
what he wants rather than
what he’s offered is to actually
talk (yes talk) to the retailers
direct giving them all the in-
formation they can.

In some instances software
houses sell independently to
retailers, get their quantity
commitments and then pass
the bulk of these on to the
retailer’s preferred distri-
butor.

Kick start too

here is a very simple

theory in football: if you
don’t get the ball into the
opponent’s penalty area you
won’t score. In tennis, if you
don’t get the ball over the net
you stand no chance of win-
ning. In any mass market —
whether or not it’s the soft-
ware market — if your pro-
duct is not on the retailers’
shelves it won’t sell. Any
method that will increase
that likelihood should be em-
ployed.

Currently distributors hold
the key to success for virtually
all product. This gives them
an unusually strong position
for bargaining.

When was the last time a
distributor called a software
house to request the return of
mint stock? As things stand a
software house has little

' choice but to accept the re-

turn of goods often three or
more months old (and subse-
quently unsaleable). The
alternative is to say no ‘and

risk the distributor deciding

Continued on page 18
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FUTURE ACTIVE CONTACT/ SPECIAL
DEVELOPMENTS DEALERS PHONE OFFERS
ar AMSNOS Not saying Sales desk Phone for
0782 566344 details
D 70 new products 70 Martin Lowe Kind Words
0315574242 4 for price of
>ssional  New training schedules for 400 Maureen Lindridge Special on
end users 0705210012 dust covers
ar Brand new catalogue 500 David Neal Offers on
0213563388 Lifetree
range

sr 16512 “Amstrad bundle affecting 1,600+ Sales desk “Something

ic 3 sales alittle 0925 814528 next

month”

se “Business doing well on ST" 300-500 Sales desk Phone for

0274 722512 details

ks DTP. It's allupin 300 Sarah or Sue “Not at
the air at the 0954 61258 present”
moment — holidays”

2-3 New: Claris and Uniplex 60-70 Sales desk Phone for
range 0256 463344 details

ipt/ “Read our newsletter” 70 Chris Perry PCW 9512

2/l bundle 0245 460788 Acoustic

Hood — £85
“Looking forward 400 Rita Bailey “They differ
to release of 0279412441 from day to
AMSNOS" day”

t “Moving to new 850 Peter Leighton “Extra
premises in six 0532 458800 discount on
weeks” MAP

software”

d “PageSetteris doing very 200 Victoria Farmer  Offers on

P well” 01895444433 Pagesetter

ja

alc 3.21  Pleased with 1640 bundle 750 Paul Moss “Not at the

0202 745744 moment”
countant New ranges 500 Laura Hibbard Phone for
0604 768711 details
s DTP 500+ Millie Cherns Amstrad
01 965 5555 1640
summer
pack
1ancial None 1-200 Nick Fox Phone for
er 0908 74000 details
ner “Not to mention” 800+ Jane Nolan None
0277 220573
-2-3 None 800 Lesley Hoole “Always”
0706217744

se Definite trend toward 120 Karen Burwood  Own
Amiga as business machine 01 3307166 business

combinations

y + New catalogue 250 Finuala Kavanagh Not now,

0977 795544 reviewing
stock”

Plan “Publishing Partner 300+ Alec Northfield None
Professional soon" 01 308 0300

rfect 5 “Business picking up” 2,000 Richard North Phone for

01 568 8866 details
ligitiser  “WordPerfect is 100+ Keith Mason None
doing well” 021 328 3585

rfect Increasing sales on low cost800 Mike Watkins Ashton-Tate
packages 012782377 summer

promo

inesssoftwarebusinesssoftwarebus

' THE DEAD
WOOD FROM A
CONFUSING
MASS OF
PRODUCTS.

Selecting from the vast array of business
support packages we’ve assembled a quality
portfolio of effective working tools that meet
your customer’s needs at a price your
customer can afford. This is backed up with
an unrivalled and efficient distribution
support:

Dedicated On Line Telesales
Computerised Stock Control
Excellent Terms and Discounts
Field Sales Support

Pre-sales Technical Support
Product Research and Testing
No Minimum Order Value
Guaranteed 24 Hours Delivery

CUT OUT A PATH TO
PROFITABLE GROWTH

Tel: 021 356 3399

FOR OUR INNEW BUSINESS
SOFTWARE CATALOGUE

Or fill in the coupon below and send it to:
CENTRESOFT LTD, FREEPOST,

BIRMINGHAM B6 4BR

Please send details of your business
software range.
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o M gt
16 -bit
oftware
PC,
Atari ST

& leisure
titles

o
b2

Where Business & Pleasure meet

’---_--\

Yes please! I'd like a copy of your most
I recent price list!

Position: o e l

COomMPanY: = s I
Address: ... aina i e e

l Jelephone = . i e
Return to:
Janice Gaillagher, Gem

Distribution Ltd, FREEPOST, Unit 4, Harolds
Close, Harolds Road, Harlow, Essex CM19 5YF.

\--—--—
(i

9 %02755 QMD’WV

s %z@ bt~ titles ...)
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JUST WHO CALLED IT PC SNOOZER"

Last year’'s PC User Show was just ever so
slightly dull, to the extent that wags dubbed it
the PC Snoozer Show. This year's show — on this
Tuesday through to Thursday at Olympia — had
better be far livelier, otherwise the trade might
fall asleep (or, even worse, not turn up again).
Notwithstanding the ennui factor as well as the
absence of Amstrad, CTW offers a quick guide to
what some of the firm’s active in the low-to-
middle sector will be doing ...

Flashback to last year’s highlight — the cross-industry _forum

(o) costs £449 with the software isi won’t be upset if it doesn’t Borland seems to have been around for
pus e : retailing at £649. Precision win. We just feel that Super- : 3 _ ages — costs £195. As ever,
n what it is being  «“Wwe’ve not officially laun- he latest addition to the base will add a splash of col- till chirpy after recording  despite its low-cost Borland is

labelled its “best stand
ever” Opus will unsurprising-
ly be majoring on the recently
launched PCIV ‘Amstrad
basher’. Its entry level model
comes in at £995 (exc VAT).

Opus has added new moni-
tors to its machines to aid
each models’ aesthetic appeal.
The tilting and swivelling
offerings are apparently ‘far
sexier looking and less bulky’
whilst retaining the same in-
nards.

The firm also appears to
have ridden out initial supply
problems on the PCIV. “We
didn’t anticipate the re-
sponse,” began sales and
marketing director Martin
Breffitt. “Supplies aren’t
short now. We’re certainly on
target to maintain and supply
product within a two week
period.”

MAP

apnet will be on view
along with new multi-

ched it at the end-user market
yet. We’ve already built up
dealer awareness and sales
have been extremely en-
couraging,” offered MAP’s
sales manager Mike Martin.
The Mapnet range is avail-
able through New Star, Cen-
tresoft and Greyhound.

Gultronics

he £20 million a year

retail and mail order
outfit will be showing off its
full range of wares plus offer-
ing special discounts.

Products by name brands
such as Commodore, Am-
strad, Atari, Epson, Toshiba,
Citizen, Star and Panasonic
will all be sold equally as hard
to the already much cajoled
visitors, no doubt.

“PC User hasn’t actually
been a very successful show
for us in the past but we have
to make a presence. PCW is

Superbase range, Super-
base IV, has been entered into
the show’s database chal-
lenge. It will be up against
seven other packages includ-
ing Paradox, Omnis Quartz
and FoxBase.

“I think the fact that the
product’s participating in the
challenge speaks for itself. We

our to the contest,” com-
mented Precision’s Preci-
sion’s Alison Rutherford.

The £495 (exc VAT) prog-
ram will be exhibited along
with a new PC digitiser called
DigiPic, which hasn’t had its
price confirmed yet.

There will also be room on
Precision’s stand for Logistix
by Graffox — the software
publisher recently acquired
for an undisclosed sum.

Walters

he quiet UK PC manu-
facturer will be taking
the covers off four new pro-
ducts: a new hard disk laptop;
a 386 based file server; a nine
user 386 based multi-user sys-
tem running Xenix; and a
rack-mounted file server.
Features of the new 80286
laptop include a backlit LCD
screen with a 640 x 400 re-
solution, 512K RAM and a
40Mb hard disk. As is often
the case with pre-show news,

prices were unforthcoming.
Such teases, these chaps.

much more important,”
offered boss Sam Tulsiani

user versions of the firm’s
accounts packages. Mapnet

TULSIANI: Discounts

pre-tax profits of $7.17
million for the year, Borland
will be giving more attention
to its new multi-user database
and low-cost word-processor.
The Paradox OS/2 database,
coming in at £549.95, offers
multi-tasking and extended
memory capabilities. Sprint —

the word-processor which

_new technologies,”

MORAN: Painless path

specifically pitching the pro-
duct at established business
users and corporates as well as
small businesses.

Both these new packages as
well as Sidekick Plus, Quattro
and Prolog 2.0 will be demon-
strated at regular intervals in
Borland’s presentation
theatre.

“With the arrival of Sprint
we can now offer a full range
of powerful and affordable
business products that pro-
vide a natural painless path to
com-
mented UK general manager
Denis Moran.

Zenith

he giant US manufact-

urer will be showing off
its two new PC ranges recent-
ly launched in the UK.

The Z-286 LP small foot-
print PC/AT clone has sundry
features including 1Mb Ram
expandable to 6Mb. The
20Mb version retails at
£1,995. The more advanced

Continued on page 16

A GREAT NEW GOLDEN SENSATION, AND IT’S COMING YOUR WAY!!!

GET LUCKY-+WIN

ALL
HELL
LET
LOOSE...

RETAILERS - LOOK! THALAMUS is running a wonderful new
promotion with their latest and hottest game HAWKEYE, and it
will send your profits SOARING. Thousands of customers are
waiting for the day HAWKEYE goes on sale, so they have a
chance of finding one of the THREE GOLD and SIX YELLOW
games. When a GOLD game is found the customer wins an
AMSTRAD STUDIO 100 and when a YELLOW game is found
the customer wins a GHETTOBLASTER!! You'll win a PRIZE
TOO!

Here’s The Proof — See For Yourself?!

* [ think I’m going to be lucky — I’ve —

?lready bought 27 copies of HAWKEYE Don’t forget there are

in an attempt to find a GOLD oul 9 MAGIC

CASSETTE but nothing yet — but I’m HAyVVKEYES I th S
buying my 28th today — and that is my i ; ' ot
lucky number! THANK YOU ||country, but they :
THALAMUS!!!! could end up

Mr J, Hartlepool anywhere, even in

your shop! The more
you order the better
chance you have of
receiving one! Place an
order for HAWKEYE
now before it’s TOO
LATE'

* This THALAMUS GOLD RUSH
promotion is excellent — my husband,
son, daughter and hamster have been
enthralled with the thought of finding a
GOLD CASSETTE and winning an
AMSTRAD STUDIO 1000! We can

““My life was not
worth living until I
discovered

RUSH”

Mrs Lyinggit, Basingstoke

Please note

our new address:
THALAMUS LIMITED
1 SATURN HOUSE
CALLEVA PARK
ALDERMASTON
BERKS RG7 4QW

* What the hell do you think you’re

giving GOLD CASSETTES and
AMSTRAD STUDIO 1000s away
everyone in the country will start buying
this HAWKEYE game and forget to put
10 pences in my arcade machines. Buck
up!?! I didn’t fight the war to let this
happen?!2!2!11!!

Mr Capcon, Craven Arms

T : A L

& (07356) 77261/2
FAX: (07356) 71797
TLX: 849101

* The letters in this advert are fictional

Crold Rush-

LARGE (12 Multiloads) ARCADE
LSRR COMBAT EXPERIENCE

(BM64/128 CASSETTE £9.99 DISKETTE £12.99

THALAMUS

o

—_—

1 You, your distributors
and customers all
benefit from the GOLD
RUSH promotion.

2.0ngoing promotion on
all titles until at least

Christmas

3.Amazing promotional
support

4.Weekly update on
found GOLD RUSH
games in CTW

5.Security coded to com-
bat forgery

6. Fantastic publicity

chances if your store

receives a GOLD
RUSH game.

For more details on the
benefits of the GOLD
RUSH promotion - Con-
tact THALAMUS or USD
NOW!

SALES SUPPORT BY USD - 01 879 7255
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“There must be an easier way...”

..to find out about the very latest in 24 pin printing — the multifont LC24-10
from Star.

It offers the most exceptional value for money and excellent letter
quality to your customers. It has a draft speed of 170cps, letter quality at
57cps, a 7k buffer and no less than eight letter quality fonts, all of which are
available in numerous pitches and styles (such as outline and shadow).

All the fonts are selectable from the simple ‘Star’ control panel, with an
even greater choice available via the plug-in font cards and 32k ram cards.

There is a push tractor for low form tear off and the very latest ‘paper
parking’ facility isalso included as standard.

With Star’s proven reliability and back-up through the largest
distributors in the country, it offers you peace of mind and retained profit.

Following our immensely successful low cost 9 pin printer — the LC-10,
the LC24-10is really set to move with a retail price of £379.

Hiis I L
Star Micronics UK. Ltd.,
Craven House, 40 Uxbridge Road,
Ealing, London W5 2BS.

Telephone: 01-840 1800.
A division of Star Micronics Co., Ltd., Japan.
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JUST WHO CALLED IT PC SNOOZER?

Continued from page 14
Z-248/12 starts at £2,795 with
a 40Mb hard disk.

The new line of portables
runs from the entry level Z-
184 SupersPORT at £1,395
through to the £3,195 286 and
£4,995 386.

Zenith’s Sarah Fleming is
unworried by the fair deal of
criticism the ‘PC User Show
has already attracted. “We
don’t see a problem. Obvious-
ly we’re coming to the show
and we’re putting a lot of
effort into it.

“I don’t think that other
people pulling out of the show
affects us. We’re just going to
get on with meeting dealers
and end-users.”

Star

S tar’s highlight of the
show will be the unveil-

ing of the first LC-10 printer

manufactured at its new plant

in Tredegar, Gwent. It will
bear the serial number 001.
The low-cost LC-10 features
six fonts and retails at £229.
Production is expected to be
around 16,000 units a month.

The firm’s new low-cost 24-
pin printer, the LC24/10 will
also be on show. This has
eight built-in fonts, runs at

170 cps and costs £379. First

year sales are predicted to tot-
al around 15,000 units in the
UK.

“There’s always a need for
a major London business
show. We don’t really consid-
er the PCW Show as the same
sort of thing. I know they’re
trying to separate the
toyshops from the business
people but once you’ve got a
reputation it’s very difficult to
change the type of people who
turn up,” said Star’s sales and
marketing director Roger
Bayley.

LC/10: Star debut

Blyth Software

lyth is marking the show
by launching its first
ever accounting package.
Both single user and multi-
user versions of Gladiator will
be unveiled featuring sales,
purchase and nominal led-
gers, invoicing and stock con-
trol. The price is being held
back until the show itself.
The firm used PC User ’87
for the launch of the Omnis
Quartz database and this
year’s show will see the de-
monstration of the inevitable
PS/2 version. Omnis 3 Plus/
Express will also be on view in
a newly enhanced form.

Mirrorsoft
n what is only Mirrorsoft’s

I second appearance at a
major business show, the firm
will again be concentrating on
its Timeslips activity manage-
ment package, File Rescue
Plus and the evergreen Fleet
Street Publisher range.

Timeslips has been backed
recently by a sizeable mailshot
undertaken by First Software,
followed by an apparently
pleasing dealer response.

The £29.95 package will
share equal billing with the
revamped File Rescue Plus.
This help program has had its
copy protection removed
“through public demand” and
a 3.5 inch disk has been
added. Mirrorsoft is asking
owners of corrupted or de-
leted data to come along to the
stand for free ‘“on-the-spot
treatment”.

Mirrorsoft effectively laun-
ched itself as a major business

A LIGHT SYNTHESISER FROM

contender at last January’s
Which? show in Birmingham.
“I think we were perhaps a
little optimistic as to the speed
of take-up but now we’re
seeing the results. We’re be-
coming established and peo-
ple are taking us seriously,”
commented Mirrorsoft’s
marketing director Pat
Bitton.

Viglen

iglen certainly seems to

have been very quiet of
late, but it’ll still have its full
range of machines on view.

The Vig 1 XT starts at £785
with mono monitor, the Vig
II AT costs £1,385 with mono
and the Vig III 386 is avail-
able for £2,485.

The firm is currently sell-
ing direct and hoping to reach
sales of 40 machines a day in
the very near future.

“We’re not actually on that
at the moment but we’re hop-
ing that this show will help.
I’s an experiment really,”
said Viglen’s Stuart Mullen.

“This is our first major PC
show and we’re really going
all out for success. Its timing
and locality makes it just right
for us.”

Logotron

n a bid to beef up its

business pitch Logotron
will be unveiling two new
packages, but there’s also
room for a couple of new
games.

Running Start joins the
Eight-in-One integrated suite
which was launched last
March at a similar price of
£49.95. It’s aimed at the first
time PC user and is being
pitched as a “guide through

the mysteries of MSDOS” by
business products manager
Ian Saunter. :

Logotron’s second new edi-
tion is Splash!, an interesting-
ly titled graphics paint prog-
ram which runs on PS/2
machines as well as bog-
standard PCs. It retails at
£129.

Finally, to add a touch of
much-needed relief for the
show’s sweaty businessmen, a
strategy game called Quadra-
lien and a chess simulation
Sargon III will be up and
running on PCs. They both
retail at £24.95 each.

Direct Disk
irect Disk Supplies’

D usual range of 3M, Ver-
batim and Sony media will be
exhibited along with sundry
accessories such as disk boxes
and the like.

There will be special dis-
counts available for those
making orders at the show.

Brother

s expected the type-
writer and printer giant

CARTER: 500 sales aim

WHOLESALE DISK PRICES

QUANTITY .

5.25" D/S D/D 48 tpi unbranded
includes sleeves/labels/tabs.

10 100 300 500 1000 3000+
Price per disk 30p 27p 25p 23p 22p Phone

will be launching its first ever
personal computers. No
prices have been announced
yet for the BC-10 XT and
BC-20 AT, but they are likely
to cost around 10-15 per cent
more than their Amstrad
equivalents.

Sales will be restricted to
200 Brother Computer Cen:
tres backed by a comparitive-
ly small marketing campaign.
The firm’s computer products
division manager John Carter
recently told CTW that he
would be “quite happy” with
sales of just 500 units a
month.

The two models are strictly
no frills affairs. The BC-10
offers 640K RAM and one
5.25 inch floppy drive as stan-
dard with optional floppy and
hard disks. The more adv-
anced BC-20 offers IMb RAM
and a 5.25 inch floppy drive.
Further drives are available
and both the 10 and 20 feature
either a 12 inch mono or 14
inch colour monitor.

Brother will also be show-
ing off its complete range of
printers, plus launching the
3524 24-pin heavy duty office
model.

VAT INCLUDED!
Add £1 p&p to ALL

orders please

QUANTITY

3.5” D/S D/D 135 tpi unbranded
Add 1p per disk if labels required.
10 50 100 300 500 1000 3000+

All products fully

guaranteed

Price per disk 85p 82p 81p 80p 77p 74p Phone Trade AND public
are both welcome

Same day despatch

LLAMASOFT

TRIP-A-TRON converts the ATARI ST into an instrument on which the
user can produce at will, flowing patterns of light and iridecent colour.
Interactively and simultaneously, the display can be matched to any type
of music.

%

LR S
%

DISK STORAGIE BOXES
WHOLESALE PRICES

All boxes are dust proof, shatter proof, lockable with
rubber feet, dividers, smoked hinged top, two keys.

3.5 x 80 each (Please specify
5.25' x 100 £ 7 .00 which type required).

ez,

R

SIE T

No minimum order levels
THE RESULT is a fascinating experience, its pleasure enhanced by the
knowledge that the combination is a unique creation. And that the light
and pattern sequences so created can be saved and enjoyed at will.

THIS IS TRIP-A-TRON. It will run on any version of the ST from
512K up. It comes In a form which is instantly useable. But
behind that facade is a comprehensive range of controls and
variables which allow the adventurous user to experiment,
creating dynamic, uniquely personalised effects.

Educational establishments
supplied (30 days net)

Cash / cheque / PO
with order or accounts.
Sorry but credit cards

push up prices . ..

3.5” and 3" LABELS (wrap around)

Only 1p each
No Minimum Order!!

ON ST’s of 1 Meg and up, or combinations of several machines linked
via the MIDI interface, TRIP-A-TRON becomes a professional's tool,
enabling, for instance, the artist/composer to lay down graphics and
music tracks on video tape.

All our disks are lifetime guaranteed — send them back for refund or replacement if not
completely satisfied. Don’t let the fact that Chevron’s prices are the lowest in the UK cause you
to doubt the quality of the products or our guarantees. Become another of our regular customers
now!! Most of our business is through recommendations.

ATHANA &ranoeo

TRIP-A-TRON has its own programming language, KML, and a
variety of beautifully designed ‘pull-down’ menus to assist the
user to construct his own effects... including the addition of ‘real’
images as well as abstract patterns.

LIGHTSHOWS generated on TRIP-A-TRON can be projected on large
screens for use at discos or by pop groups. Soon the LIGHT-
SYNTHESIST could be up there with the guitar heroes...

SR,
AT

1

In short, TRIP-A-TRON offers a new art-form to those with the

2
..

; i inati ¢ Athana disks are individually tested and :
& imagination to tame it. = = s - Pri er x of 1
5 2 certified ensuring each disk is the best ces per bo 1?)0)( 0 5 hoxas
On two discs, with a comprehensive 150 page manual. engineered, manufactured and tested 35" DSDD 135tpi  £12.99  £11.99
: product possible. If reliability is your prime | 55z, DSDD “tp'i" £6.99 £5.99
RECOMMENDED RETAIL PRICE: £34.95 consideration you cannot make a better | 5o5 DSDS  98tpi £8.99 £7.99

choice or get better value at those prices!

CHEVRON ELECTRONICS LTD

AVAILABLE FROM JUNE 1988

PO Box 24, Hornchurch, Essex, RM12 6LY
Tel: (04024) 55453 Callers welcome by appt. Prestel Mailbox 219997149

LLAMASOFT 49 MOUNT PLEASANT TADLEY HANTS RG26 6BN TEL (07356) 4478




SPEGTRUM TOP 20

W LW Title Publisher RRPE
1 1 TARGET RENEGADE IMAGINE 7:95
2 3 ACGE CASCADE 2.998
3 4 YOGIBEAR ALTERNATIVE - 1399
4 2 GHOSTBUSTERS MASTERTRONIC 199
5 13 FRUIT MACHINE SIMULATOR CODE MASTERS 1.98
6 7 FRANK BRUNOS BOXING ENCORE 4:98
7 8 STEVE DAVIS SNOOKER BLUE RIBBON 1.98
8 16 SOCCER BOSS ALTERNATIVE 1.99
8 17 OUTRUN SEGA-US GOLD 8.99

10 11 SUPER STUNTMAN CODE MASTERS e

11 8 SHANGHAI KARATE PLAYERS 299

12 30 SAMANTHA FOX STRIP POKER REACT 1.99

13 14 POPEYE ALTERNATIVE 1.89

14 10 WAY OF THE EXPLODING FIST MASTERTRONIC 1.98

15 12 FA CUP FOOTBALL MASTERTRONIC 1.98

16 6 TRAP DOOR ALTERNATIVE 1.98

17 22 NINJA SCOOTER SIMULATOR  FIREBIRD 1.98

18 RE COMBAT SCHOOL OCEAN 7.95

18 24 BUGGY BOY ELITE 7.95

DIizzY

CODE MASTERS

HT/R L ord |

15 15 ACE . CASCADE 289
2 3 STEVE DAVIS SNOOKER BLUE RIBBON 89
3 7 GHOSTBUSTERS MASTERTRONIC 1:99
4 22 ALIEN SYNDRGOME ACE 9.89
5 27 TRAP DOOR ALTERNATIVE 1:99
6 4 PAC-LAND QUICKSILVA 9:95
7 34 IKARI WARRIORS ELITE 9.85
8 1 TARGET RENEGADE IMAGINE 9.85
9 8 DRACONUS ZEPPELIN 289
10 2 YOGI BEAR ALTERNATIVE 1.99
11 6 IMPOSSIBLE MISSION 2 EPYX 9.99
12 18 KONAMI'S COLLECTION IMAGINE 9.85
13 30 FRANK'BRUNOS BOXING ENCORE 1.99
14 13 OUT RUN SEGA-US GOLD 9.89
15 18 WAY OF THE EXPLODING FIST MASTERTRONIC 1.99
16 6 WE ARE THE CHAMPIONS OCEAN 9.99
17 11 FA CUP FOOTBALL MASTERTRONIC 1.98
18 38 FAMOUS COURSES VOL. 3 ACCESS-US GOLD 4.99
19...29:-POPEYE - ALTERNATIVE 1.99
BRUCE LEE AMERICANA 2.99

AMSTRAD TOP 10

1 1 YOGIBEAR ALTERNATIVE 1.99
2 2 SUPER STUNTMAN CODE MASTERS 1.88
3 3 STEVE DAVIS SNOOKER BLUE RIBBON 1.99
4 4 ACE CASCADE 2.99
S 5 FRUIT MACHINE SIMULATOR CODE MASTERS i1:99
6 9 SHANGHAI KARATE PLAYERS 1.989
7 8 FRANK BRUNOS BOXING ENCORE 1.89
8 10 SIXPAK 3 HIT PAK 9.95
S 6 NINJA SCOOTER SIMULATOR  FIREBIRD 1.89
10 18 WE ARE THE CHAMPIONS OCEAN 9899

ATARI ST TOP 3

CARRIER COMMAND RAINBIRD

OUT RUN SEGA-US GOLD 19.99
DUNGEON MASTER MIRRORSOFT 24.99
BUGGY BOY ELITE 14.95

1
2
3
4
B

awonpd

CAPTAIN BLOOD INFOGRAMES

__AMIGA TOP 5
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SOeft options

1 5 INTERCEPTOR ELECTRONIC ARTS 24.95
2 RE OBLITERATOR PSYGNOSIS 24.99
3 RE FERRARI FORMULA 1 ELECTRONIC ARTS 24.95
4 1 AAARGH MELBOURNE HOUSE 19.99
5 RE STAR WARS DOMARK 19.95
SHARE OF SALES BY MACHINE
_ Units sold (%) Titles sold (%)

This last 4wks 12wks  This Last 4wks 12wks
Machine week week ago ago week week agoe ago
SPECTRUM 44.4 456 468 47.9 29.8 30.0 29.0 £7.1
COMMODORE 64 2?7.2 21.9 209 22.2 24.0 235 24.4 24.9
AMSTRAD 18.5 18.1 17.0 16.8 18.2 18.8 18.8 20.3
ATARI ST 6.0 44 49 32 7.5 70 70 B3
AMIGA 25 65 10 15 27- 30 2023
ATARI 1.7 19 19 09 34 38 25 25
COMMODORE 186 1.6 21 192 22 20 .33 22 37
BBC 14 17 18 17 383 31 31 33
ELECTRON 106013 13 14 28 25 271 22

AVERAGE SALES PER PANEL SHOP
Units Sold

This Last 4wks 12wks

week week ago ago

76 106 78 91

SOFT OPTIONS carries salient details of leisure software titles just released or which are due to
appear in the next few days. Software houses wishing to be included should fax (0438 741247) or

_phone (0438 310185) through details ten days prior to our publication date.

A ACTIVISION: Black
Jack Academy (Ag —
£24.99) One can't help
feeling that there’'sa
certain falseness about
playing cards with a
machine. After all, Black
Jack's a simple game made
goad by the fact that
there's money to be won
from it. This is for those
prefering electronic
gadgetry to the delightful
sound of flicking cards. A
ALTERNATIVE: Ready
Steady Go (Sp—£1.99)
Nothing to do with fab pop
TV show circa 1965.
Rather, it's a mini sports -
compilation including
canoeing amongst others.
Good value tag. A CCS:
Stalingrad (Sp — £8.95) An
attempt to succeed where
old Adolf and his gang of
nutjobs failed. The
Stalingrad campaign of
1942 has always been
popular amongst the
bedroom generals. Great
packaging too. A

. ELECTRA: Better Dead

Than Alien (STAg —
£19.95) This is the first to
emerge for Entertainment
International’'s new Oxford
based label. Why such a
terrible name has been
chosen for its debut isn’t
clear but it's a fun shoot
‘em up with a free comic to
boot. A ELECTRONIC
ARTS: PHM Pegasus (PC
£24.95) Ten mission
combat extravaganza

featuring a hydrofoil. EA

likes this sort of thing. A

ELITE: Hopping Mad (Sp—

£7.95) Bounce along affair
complete with various
backdrops — beach, forest
et al. It all looks a little like
Pac Landbut is a pretty
thing nonetheless. Charts
ahoy. A FIREBIRD:

.Sentinel (Ag—£19.95)

Seems to have been
around for a mini eternity
on one format or another
but should do well. Firebird
reckons it to be “the most
compelling and original
computer game ever

= =1 ol

devised”. Surely not. A
GRAND SLAM: Peter
Beardsley’s International
Football (Ag — £19.95) No
doubt Grand Slam will be
trying even harder than the
rest of us to forget the
absolutely diabolic

completely un orglva g
and shamefully appalling
performance of Beardsley

- and his pals in Germany. It

can't be doubted that
those missed chances in
the European
Championships will be to

STALINGRAD

BY KEN WRIGHT

“frum 48/128K

the detriment of this -
splendid game. A
GREMLIN: Skate Crazy
(Am— £9.95-£14.95) Not
a skateboarding game but
roller skating. That's a
trifle unfortunate
considering kids’
preference for the former
but it's an interesting
angle. A LEISURE
GENIUS: Scrabble Deluxe
(Ag—£24.95) One for
word freaks and sundry
lovers of the original. Not
exactly a barrel of laughs
but as with all Leisure
Genius’ efforts it holds
true to the successful
formula. A RAINBIRD:
Corruption (AgSTPC —
£2.95) Not another epic
Rainbird/Magnetic Scrolls
adventure based on weird
creatures and so forth.

- Corruption manages to

completely avoid mystical
lands and sticks to the
insane world of high finance
in the City. Hopefully the
computer version doesn't
give you ulcers. A
MIRRORSOFT: Dark
Castle (64 — £8.99-
£12.99) Maxwell's
software subsidiary is
planning to take the market
on from a new angle with a

‘separate label. In the

meantime this is Dungeon
Master without the brains.

A MIRRORSOFT: Sundog
(ST —£14.95) Sourced
from US publisher FTL (of
Oids and Dungeon Master
fame) this is an “interstella
trading game”. The trade
and industry in space genre
seems to be scoring a
direct hit with the punters
— for the moment. A US
GOLD: Street Sports
Basketball (Sp+3Am
£8.99-£14.99) It's
worth a wager that this'll
find its way into the top five
and stay there for a few
weeks. Nobody was
surprised at its success on
other formats. Worth
ordering more than a
couple. A

KEY: Sp = Spectrum; 64 = Commodore 64; Am = Amstrad CPC; ST = Atari ST; Ag = Amiga
500; +3 = Spectrum +3; PC = IBM PC/compatibles; PCW = Amstrad PCWs; C16 =
Commodore 16; Mac = Macintosh; XE/XL = Atari XE console and 800XL; Sg = Sega console;
Nn = Nintendo console; VCS = Atari VCS 2600 console; MSX = very unlikely.
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Opus (and others) slammed

Hopeless Opus and others:

I sympathise with
your recent correspondents
regarding the treatment that
small independents receive
from suppliers.

Like the majority of small
retailers, my company adopts
the attitude that we cannot
possibly match the buying
power of the multiples and we
will therefore justify the high-
er prices that we MUST sell at
by offering the expertise and
after sales service that the
competition cannot and will
not offer. Unfortunately a lot
of our suppliers and manu-
fcturers do not and will not
even support us in these en-
deavours to project and sup-
port their products in a way
that will improve their reputa-
tion in the market place.

We are at present engaged
‘in what has become a pro-
longed battle with Opus Sup-
plies Ltd. On May 9 we took a
customer’s machine to Opus
for repair under guarantee,
received a receipt for it and
eventually received another
acknowledgement on June 9
informing us that work would
begin on May 30. Numerous
telephone calls since then to
expedite the return of the
equipment have been to little
avail and it is obvious to us
that the staff and management
at Opus really don’t give a
damn about our problems.

This morning we have been
informed by a supervisor at
Opus that they cannot find
our customer’s equipment
and they therefore intend to
replace it with an ex-service
stock machine. When re-
minded that the computer in-
corporated a hard disk that
held a large amount of our
customer’s business programs
and data we were told that the
customer should have taken a
backup! When we asked how
our customer was supposed to
do this on a dead machine we
were told that this was not
their problem.

Had this been the first and
only problem that we had ex-
perienced with this company I
would not be putting pen to
paper now but I can list a
whole catalogue of events over

the last eighteen months that
would bring tears to the eyes
of a less experienced cam-
paigner.

Similar problems have
occurred with Thinking Soft-
ware Limited. An accounts
package purchased two years
ago for our internal use at a
cost (trade) price of over
£2,000 has never worked
properly due to bad program-
ming and options on menus
and report facilities that are
just not available.

Discussions with the Com-
pany nearly always end in the
comment that if we take out a
Software Support Agreement
at £500 per module for four
modules they will correct the
faults. Surely the Trades De-
scription Act should stop soft-
ware companies from using
customers as guinea pigs and
then charging them for the
privilege of having the errors
corrected!

There are many software
suppliers who in our opinion
try to circumvent their re-
sponsiblities by offering a
three month free support
agreement but, as the more
enlightened members of our
trade will know, the change
over from a manual accounts
system to a computerised sys-
tem is a long and involved
process and in our experience,
new users especially will not
be fully conversant with the
new system until well after
the free support agreement
has expired. If a fault with the
program is then discovered,
payment for “additional sup-
port” is required before the
fault will be rectified.

As I have said, these are not
isolated occurrences by any
means and unless the major
suppliers and manufacturers
get their acts together and
realise that without the de-
dication, expertise and sup-
port that the independent re-
tailer gives to their product
and reciprocal support from
them, there will be no retail
computer trade with obvious
repercussions for their sales.
Yours faithfully,

K. R. Clark
Cerac Computer Supplies
Wallington

A User
Friendly
Data Base
Records,
Files, Lists
& Labels
in an
instance.

@® Easy to use.
® All Datafields are
fully relational.

FLYING
START™

® Total number of
Datafields 24.

® Fully report
generation.

® Ability to intermingle
Datafields.

® Calculated Datafields.

® Complete with 3.5 and

5.25 inch disks.

BACK THE
FAVOURITE

WIN
EVERYTIME

Greyhound Marketing Limited
Northwood House, North Street, Leeds LS7 2AA
Telephone 0532 436300/434006/458800

Now Available for Both the
Archimedes and I.B.M. from

Opus reply

rom time to time manu-

facturers have to take the
criticism as well as the praise
and we make no excuses in
this particular case. The com-
puter in question was regrett-
ably mislaid during the recent
transfer of the company’s en-
tire Service and Technical de-
partment to new premises. A
thorough investigation was
carried out before the dealer
put pen to paper and the com-
puter was thankfully located,
repaired and returned direct
(by taxi) to the customer with
all its hard disk contents in-

" tact.

Although we would clearly
want to dispute some of the
dealer’s unjustified com-
ments, we understand how
frustration can turn to despair
when an incident of this kind
happens. It is perhaps ironic
that a move designed specifi-
cally to improve the future
service needs of our custom-
ers, namely the transfer of our

staff to a new £350,000 service |

centre, should have inadver-
tently led to this case. We can
only apologise for any incon-
venience caused.

Yours sincerely,

Martin Breffit,

Opus,

53 Ormside Way,
Holmethorpe Industrial
Estate,

Redhill,

Surrey.

ONE OF THE

SPERKERSY

Once Bytten...

I read with interest your
article “Macbyte dips out”
(CTW June 13th), and noted
that Memorex were listed as a
“major creditor”.

This news came as a sur-
prise to me and I am pleased
to announce they do not owe
Memorex anything.

I would appreciate your
assistance in printing this in-
formation to set the record
straight.

Regards

| Tony Nester

Product marketing manager
Computer media & supplies
group

Memorex Slough

— Curious case, this one. For
some strange reason, Tony Nes-
ter has left out the explanation
of how Memorex came to be
listed as a creditor, with the
result that cynical punters might
think it was our mistake.

Macbyte ordered over £2,000
worth of goods from Memorex,
and was then invoiced even
though Memorex by then had
decided that Macbyte was too
ropey to supply. This outstand-
ing “debt” then turned up in the
list of creditors.

So it goes . . .

AKO
INSTALLATIONS
(IBM Registered)

— COMPUTER
TERMINAL WIRING

— ELECTRICAL
INSTALLATION

— PARTITIONING

!Efficient, expert services!

CALL TODAY

MOST COMPETITIVE
SUPPLIERS OF PACKAGING
TO THE SOFTWARE INDUSTRY

A FULL RANGE OF FLOPPY
DISC CASES, WALLETS,

SINGLE AND DOUBLE
LIBRARY CASES
AND '
PRODUCT ASSEMBLY, PVC
WELDING, BLISTER PACKING
AND SHRINK WRAPPING.

0602 725229

™
c COMPACT
ase

C Case C
International Ltd.
Mercury House,

Calleva Park,
Ald ston, Berks.
Lt:c3M|=ANv Rldenpaston, Becks J

If you're a young and dynamic sales professional then Amstrad

the UK's leading supplier of computers have an exciting and

rewarding career for you selling Amstrad Software to the

independent retail trade and office equipment suppliers in the
South East.

With your own sales area to manage you will need enthusiasm
and a genuine desire to succeed. A working knowledge of the
- computer market would also be advantageous.

We will offer you an attractive

salary, bonus scheme, expenses

and a company vehicle.

Write with full CV and photograph to:
Mr T Little, Sales Manager/Major Accounts,
Amstrad Distribution Limited,
PO Box 299, :
Newecastle, Staffordshire ST5 7QS. -

THE DIRECT SALES
CONSTRUCTION KIT

Continued from page 12

not to take your next product.

For mainline entertainment
~software products, true
volume distribution is being
concentrated into the hands of
just a few. Those few, even
now, are lining up new links
with software houses. Centre-
soft has US Gold, English,
Gremlin and more,
Leisuresoft is handling the
primary distribution for BT
and Activision and Microdeal-
er shares Mirrorsoft’s owner.

Where does that leave those
software houses outside that
clique?

To be able to sell to a retail-
er you must be able to offer
various services: one stop
shopping (80 per cent of his
needs from one source); 24-
hour delivery; competitive
discounts; and POS informa-
tion.

Software houses can offer
all the above except the one
stop shopping aspect. Cer-
tainly, on POS and informa-
tion they should be able to
offer better assistance than
the distributor. After all, he
might be handling over a hun-
dred different firms’ pro-
ducts.

It is clear then that the
problem lies in the inability to
provide that one stop shop-
ping advantage. A range of
product must be offered to
the retailer that is so desirable
that it makes him want to buy
direct. Some retailers may
argue that they only want to
buy from three or four
sources because of paperwork
and time, but there are solu-
tions to this.

EAgle eyed

lectronic Arts came over

to the -UK last summer
and under the strategical lead-
ership of boss Trip Hawkins
it put into place the biggest
direct selling operation the
UK leisure market has ever
seen. The: US firm is now
starting to be successful with
a slowly increasing number of
titles making the charts, espe-
cially on 16-bit formats.

But this has taken time,
effort and a great deal of
money. EA currently offers a
selection of goods on behalf of
itself, Martech, Accolade,
Strategic Studies Group and a
handful of others. With the
titles covering all formats and
ranging from war games to
arcade, the catalogue is large
enough to attract dealers to
buying direct.

However, this does not
diminish the need for good
marketing. EA products are
well advertised and give a
perception of high * quality.
And, of course, the only place
you can buy EA products
from is EA. The Centresoft
and TBD deals only give
those distributors a right to
supply specified multiples.

The Centresoft/US Gold
group, with its distribution
power and array of labels, is
the only other force that could
potentially offer enough pro-
duct for retailers to buy
directly. As those products
are invariably amongst the
best chart performers a retail-
er would have little choice but
to buy them. Thus, without
much ado Centresoft could
sell direct very effectively.

Leisuresoft, seeing the
market’s movement has sens-
ibly teamed up with BT and

Activision for primary dis-
tribution. This gives it far
more security and control.
Other distributors are also
offering primary distribution
as a means of counter-
balancing potential future
threats from Centresoft and
Leisuresoft. Roger Hulley at
R&R has had Al Primary
Distribution in operation
since the very early days but
recently it has been on the
prowl for new clients — gain-
ing Cascade’s Gamebusters
budget label and Martech’s
similarly styled React arm.
Microdealer is offering prim-
ary distribution deals too.
The only upstarts in this
distributor dominated world
are the ones assisting software
houses with direct representa-
tion: to dealers. This is cur-
rently-in the guise of promot-
ing products to retailers and
then transferring orders to the
distributors. :

To sell and back

Bullet is a direct. marketing
operation which has per-
formed well in the record in-
dustry.

Now it is pitching some 240
high street independents with
the odd software title. USD
operates throughout the UK.
offering a merchandising ser-
vice to a number of major
software houses. Active Sales
and Marketing relies on tele-
phone marketing and mail-
shotting to “promote directly
to retailers. Entertainment In-
ternational — run by two ex-
Microdealer employees —
promotes directly to stores,
handling sales for companies
such as Microdeal and French
owned Titus.

No doubt, another addition
to this growing market sector
will spring up within the next
few months, if not weeks.

These direct promotion
companies currently sitting
on the fence between retailer
and publisher could easily
turn into direct sales organisa-
tions representing a handful
of software houses.

There is an alternative to
making any drastic changes.
The small and medium sized
software houses could just
carry on as they are, sup-
plying the 10-15 recognised
distributors and possibly
doing the odd direct deal with
a mail order firm. But what
would be the consequences?

Life could go on, but more
likely is that current predic-
tions from many in the trade
would become reality. The in-
dependent software houses
will be forced into a corner.
They’ll have to become a
programming house like Alli-
gata or Bubble Bus, auction-
ing off product to other pub-
lishers and letting them do the
marketing.

Otherwise, the indies could
become an affiliated label.
But once the deal is signed
and things go wrong they
could find it difficult to get
out intact. Big Brother may
also start dictating game con-
tent, artwork etc.

The alternative to all this is
thinking about new ways of
getting products on to the
shelves.

Next week we will take an
in-depth look at direct sales
methods — examining how
easily it can be done and the
costs involved.
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M25, though the current
favourite is in the Manches-
ter/Liverpool area.

. “In the first quarter we’ll
be bringing our machines in,”
offers Irby. “Until then it’ll
be sensory items. We’d like to
take other lines but in general
we don’t yet have enough
knowledge to know what is
hot and what is not.”

Its US catalogue includes
Zenith hardware, NEC and
Samsung monitors, Hayes
modems, IBM add on pro-

ducts; photocopiers, faxes
and telephone answering
machines, as well as boards,
furniture, software and
cables. Prominence is given
over to the range of Standard
PCs.

“We like to offer people
name brand as well as our
brand. There are a lot of peo-
ple who want name brand,”
explains Irby. “It’s really an
issue of what’s selling. As for
Amstrad, we’d like them but
we still need to see what
machines are selling.”

McLemore has some
reasons why this is the right
time to enter the UK market.
“During the next year a lot of
people will be new buyers
who’ve never had a computer
before. It’s important to have
the ability to have a good
penetration rate into that.”

Hayden takes over: “In the
past we’ve been able to step
into a market and do a good
job and grab market share. In
any established market we can
offer quality product at a good
price.”

Price is the all important
factor here. The US buyers —
to a greater extent than the
UK buyers — are confident
and familiar enough with
technology to recognise the
cheap and nasties and the
good buys.

In the US though there are
more players willing to splash
out on advertising and promo-
tion in the PC arena. Even
Amstrad’s entry level

machines are being seen as

mid-price in the US and
establishing a name has been
at least as difficult” as Sugar
predicted.

“In the US the movement
toward buying on price is
strong,”” comments Irby.
“We work under a lot of diffe-
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rent mail order names —
they’re the same products in
slightly different combina-
tions and slightly different
prices. We can appeal to diffe-
rent audiences.”’

PC Source is one of these
labels that’s been revealed as a
CompuAdd name. Bentley is
one which few know is Com-
puAdd and which relies on a
shade of upper class quality.
The ads are in black and
white and with a dash more
style. They won’t be featured
here.

Advantage
advertising

dvertising may not have
made CompuAdd but it

HE R

“It's professionally
produced with an

excellent manual, plenty

of examples, training
courses if you need

them, and it's a UK product
Amstrad Professional
Computing

“The manual is

unusually good:

everyone we spoke to
commented on its clarity”.
Which Computer

s 1 £)C) T

«

X 1

“It is easy to use and the
manual is excellent —

what more is there to say?".
Personal Computing with
the Amstrad

“Itis the only PC
spreadsheet that really
delivers presentation
quality colour graphics”.

“Even without its

timesheet facilities

LOGISTIX can give

LOTUS 1-2-3 a good fight”’,
" PC Business World

Practical Computing

(O

“An important British

package that adds a new

dimension to

PC User

Don'tlisten to us. Read the write-ups.
Ask any of the thousands of users.
Logistix is now the one, the only fuli
power spreadsheet of its kind for
under £100. No cutting down to make
the price. No tweaking around with
quality. No hidden compromises of
any kind. Just the same winner which
started out at a premium price, now at

. a price which makes it even more
legendary.

compatibility,
With 150 help pages —

spreadsheets. This is a
very high quality package”.

A powerful worksheet with over 2000
rows and 1000 columns offering 74
mathematical,
and other functions. Compressed
and sideways printing, Lotus 123 file
fully programmable

statistical,

how

you go wrong?

’

Grafox Ltd. South Bank Technopark,
90 London Road, London SE1 6LN
Tel: 01-922 8807 Fax: 01-261 1463

VERSION 1.2

financial

can

“A high quality
professional tool capable
of serious project
management tasks’.

What Micro

“CONCLUSION: The
range of functions
provided by LOGISTIX
is unusually wide”.
Personal Computer

World

Features unique ''Computerised Wall
Planner’, multipie date and currency
formats and Critical Path Analysis for

project planning.

DATABASE

Over 100 different graphic styles and
options with full colour output on
screen, printer and plotter. Supports
IBM EGA/VGA standards.

Does it all. Reads, decodes and even
writes dBASE Il & Ill data files. Sorts.

extracts, finds and deletes records.

9

+ VAT

FOR IBM PC AND COMPATIBLES
AMSTRAD 1512/1640 @ ATARI ST
AMIGA e ARCHIMEDES

NOW AVAILABLE ON ATARI
AND AMIGA - RING SDL
FOR SPECIAL DEALER PROMOTION ON

01-309 0300

has sustained the company
and fed its rapid growth. This
is a company which spends $1
million a month on ads —
sometimes $2 million if
there’s a bump in sales. The
painful outlay for a few square
inches of paper has paid its
dividends.

Various UK magazine pub-
lishers will be pleased to hear -
Irby’s words: “In the UK
we’ll spend whatever it takes
— after we’ve seen all the
magazines.”’

The expense of advertising
apart there’s always the cost
of maintenance. Mail order
has never had a good reputa-
tion on this count but Com-
puAdd offers 30 day money
back guarantee and one year
warranty “regardless of the
manufacturer’s warranty’’.
There is a free 0800 number
for customers with problems.
“These aren’t clerks though,”
says McLemore. ‘““They’re
fully trained.”

It’s CompuAdd’s retail
ambitions which are fascinat-
ing. In the southern States it
has eight stores. Another 15
will be open by Christmas. By
the end of next year there
should be 50 stores in place.

It claims to have been
forced into opening up retail
sites. “We’ll open up here
when people start asking for
it. That’s how we got into it
last time. Our prices were so
competitive that people
wanted us to do it. They were
demanding a real location,”
said Irby.

McLemore took the argu-
ment a step further. “Stores
here look like they sell pri-
marily typewriters and low
end machines. They’re not
the computer literate type.
That perception might be en-
tirely wrong but we don’t see
a proliferation of computers
and faxes and laser printers
ready to run.

“To us Dixons looks like
K-Mart with business pro-
ducts.” :

CompuAdd has long held
the belief that hardware shif-
ters should be involved in all
aspects of business retailing.
It makes sense to be able to
buy fax, modem, PC and
furniture in the.same go.
McLemore again: “We see a
trend that way. People don’t
like to have multiple
accounts.”

But again the three jumped
in with reminders that as far
as Britain is concerned this is
entirely hypothetical. The
game plan is to get a big mail
order splash going, and then

“We’d like to have regional
and widespread- coverage.
Rather than starting up one
small retail outlet and build-
ing a reputation on that we
want people to come and rec-
ognise us,” said Irby.

“Someone can come in our
store and spend ten minutes
or an hour or three hours and
then walk out with a complete
system: ready to start com-
puting when they get home.”

CompuAdd has labelled its
UK launch as the beach head
for a full European operation.
That said, the plans for the
continent are sketchy to say
the least.

Irby explains: “We per-
ceive the UK as the door to
the common market. We have
the intention of opening up
similar operations. Everybody
seems to be talking about
opening common market
doors in 1992 and that’s what
we’re looking at.

“We want to be in position
when the activity starts.”
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YOUR
ARCH FOR
BETTER

SOLUTION...

TRY PHONING AROUND.
HOW LONG BEFORE IT
BECOMES A SORE POINT?

ENDS
HERE

FROM BRISTOL TO BANGKOK
YOU'LL FIND A COMPUTER
MANUFACTURER. WHY NOT TRY
A FACT FINDING MISSION?

RECENT COMPUTER BOOK'S
TOTAL 6,049. HOW ABOUT
READING A FEW? (PHEW!)

(m APPLY FOR YOUR TICKETS NOW
World has consi‘stentlg presented % (s)how Lhat THE<_ Apgly for your Personz;ll ComputerS Show tictl:ets now
- gets talked about and with over 500 exhibitors PERSON AI. : and you'll walk straight into the Show on the day.

For more than a decade Personal Computer

both from the UK and with a large contingent from So your search for a betteerusiness solution esnt:is
‘overseas this year’s event will be even bigger, even as soon as you phone the Personal Computer Show
better, and truly international, with a separate hall COMPUTER ticket office on 0203 470075 or complete and
dedicated to each sector of the market. And to return the coupon. Finding the right products for
reflect this new direction we've retitled the event your business couldn’t be simpler. CTW/20/6

The Personal Computer Show and moved it to a

larger and more appropriate venue, Earls Court. Personal Computer Show Ticket Office, Data House

For the first time the Show has been divided into s Shaes o, Cumets Giss, Tle il Goventry 4 %: Tel: 0203 470075

three separate halls. In the Business and O Please send me more information about The Personal

Professional Hall you'll be able to see and try all THE PERSONAL COMPUTER CONFERENCES Computer Conferences. tick box) :

that's new in personal computing from Hardware For the first time we're running a series of Name

and Applications Software through to peripherals conferences at the Show. The Personal Computer Position

such as Printers, VDU's and Disk Drives. The conferences cover a wide range of topics from Company

General Hall contains systems appropriate for business areas such as : Information il

smaller business users and the Leisure Section has  Management and Presentation; graphic design

all the latest games, software and equipment. and CAD to booming new markets like Music and Tioss tickets ate available to Bushess. Professionalaild Bade

So whatever part of the industry you specialise in Micros. Phone the Conference Hotline now on \t/'ilsitgrs only. ;}?yﬁne under 18 years old will not be admitted to
’ k . L * o e business nall. 2

you're sure to find the right products at the 01-948 5166 for full details, or tick the box on the RISk ot a ikt il cast £5.00 on te oy

Personal Computer Show. coupon. et S aW]

The Personal Computer Show is presented by Personal Computer World Magazine a V.N.U. publication. Organisers: Montbuild Ltd., 11 Manchester Square, London WIM 5AB. Personal Computer Show Ticket Office, Data House, Curriers Close, Tile Hill, Coventry CVA 8AV. Tel: 0203-470075



