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US Gold
changes

US Gold is shortly
set fo announce a
significant change to
its trading terms.

- Full details were presented
to the leading distributors last
week. As yet, nothing is being
released officially until Gold
has had a chance to explain
the full implications to
dealers.

In part, the new agreement
features a change to distribu-
tors’ first and second day
ordering, resulting in a five
per cent differential for the
earlier order. Distributors
were still pondering the rami-
fications of the proposals
when contacted by CTW last
week, and none was in a posi--
tion to say whether or not the
Continued on page two

CHANEY: Changes due

ST INDEX

ST World's lan Tindale weighs
up the advantages of Atari's
machine in the business
environment. He argues that
PC buyers have a lack of
imagination, or are subscribing
to old fashioned ideas. But is
the ST a serious contender? 8

BUSINESS UNUSUAL

All sectors of the trade pitch
in with their views as to the
importance of the ST as a
business machine. Publishers,
distributors and Atari all have
their say. CTW listensin ... 10

MOANSOFT

Some have been‘complaining
about the state of clonesoft
but most are finding
pessimistic market research a
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Commodore’s op-
erations director
and its nearest to a
company vetferan
Tom Hart resigned
last week to join Un-
isys.

His departure has promp-
ted a high level shuffling at
the firm which results in man-

aging director Steve Franklin .

now adding sales responsibil-
ity to his overall brief. Hart is
being replaced by the erst-
while sales chlef Jim
Housego.

Commenting on his leavmg
after ten years with the firm,
Hart stressed that it was all
entirely amicable. Essentially,
his pitch is that he was
approached by Unisys at a
time when Commodore had
regained much of its strength
and that his departure will
thus cause less disruption
than it would have done two
years ago.

“P'm leaving under the very
best possible circumstances

\'S TOP CON

HART-STOPPER: Leaving Commodore

and everyone’s made it clear
that I’d be welcomed back at
any time. It’s all very emo-
tional leaving a company ~fter

ten years, and it may seem
strange to be going at a time
when there are a lot of excit-
ing things happening at Com-

JTER TRADE WEEKLY ISSU
Hart breaks CBM link

modore. But there’s a lot of
momentum at the firm now
and it’s really in a position for
major growth. I think that
I’ve left a sufficient number of
good things in place,” he said.

For much of the last year
since Franklin joined in June
1987, Hart has been in charge
of warranty and service, tech-
nical support, warehousing/
physical distribution and the
newly-implemented quality
control system.

He previously headed up
the overall sales division, and
that switch prompted con-
tinuing speculation that he
was not happy at the firm.

“That’s not true at all. The
move was made with my sup-
port, just as the- decision to
leave Commodore was mine.
But I’d then had three years
as a salesman and you can see
from the position I’ve taken at
Unisys (operations director
for indirect channels) that ’m
not really a salesman.”

Unlike many other erst-

Continued on back page

Epson lines up TV splash

Epson is planning a
£2 m|II|on TV ad
campaign this au-
tumn to bolster its
PC sales.

The news follows latest re-
search from Romtec which
shows that its XT sales have
been improving sharply. In
this sector it was the fifth
largest shipper of machines —
not including direct sales —
during April.

Epson’s last TV campaign
was in autumn 1986 and fea-
tured science personality
Heinz Wolff vanously talkmg
up products and eating an ice-
cream. It cost around £1 mil-
lion. There are few details as
yet on Epson’s 1988 pitch,
although it seems "unlikely
that Wolff will be used again.

UK corporate commuriica-
tions manager Edward Hug-
gins told CTW that the ads

will feature both printers and

PCs with a concentration on
the latter. “They will demon-
strate Epson as a brand range,
proving that we’re not just a
printer provider.”

Epson is currently shifting
3-4,000 PCs a month and,
according to Romtec, it has a
five per cent share of the XT
market. Until fairly recently
this has been nearer two per

¢-cent.

“It’s been a long slog but
we’ve got good products. You

will see IBM’s share eroding
more and Amstrad’s growth
stabilising. We’re ultimately
trying to take 10 per cent of
the market.”

Epson confirmed price in-
creases ranging from £100-
200 (CTW Fune 13th) across
its full range at last week’s PC
User show. These were to
compensate for ‘‘substantial
performance improvements”
with each model running up
to 75 per cent faster.

PC User ’88

Having come dres-
sed for a wake, the
firms that did
appear at last
week’s PC User
Show emerged con-
fldent of its worth.

PC User ’88: The show goes on

It was far from buzzing and
even further from January’s
Which? Show, but several ma-
jor exhibitors were giving
strong verbal support after
just the first morning.

This was much to the dis-
may of the hoardes of journal-

:few thrills

ists who had turned up hop-
ing to witness User’s slow
lingering death. Organiser
EMAP Exhibitionseven had

‘the cheek to announce that

the number of first day visi-
tors had risen.
Theshow will be boosted next

BT AT S B RN

year by a sponsorship deal
with the Daily Telegraph. It is
not clear if any money was
paid by the paper, but com-
mitments on publicity for
both sides have been pledged.

“I don’t know where all the
criticism has come from. It’s
all a bit pathetic considering
that the show’s doing well.
Bookings are up on last year
already,’” commented
EMAP’s Anne Roberds to
CTW.

The major disappointment
of the show was that there was
no major launch by any ex-
hibitor. Critics also cited that
the firms that had turned up
were only having a good show
because there were few com-
petitors fighting for attention.

Borland’s stand received
particular interest, with the
unveiling of Sprint and Para-
dox OS/2, along with many
well “attended theatre pre-
sentations.

Continued on back page
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UK landing
planned by

Mindscape

in the wake of its UK
stock market flota-
tion at the end of last
month Mmdscape
has announced its
intention to set up in
the UK.

BUOY: UK launch
Money raised from the
flotation is funding the next
phase of Mindscape’s activi-
ties, the major thrust of which
will be a London office
opened in October. Initial
products will be displayed at
the PC Show in September.

The Illinois based pub-
lisher has not been touting its
products in Europe for at least
a year now, fuelling industry
suggestions that an indepen-
dent operation would be
forthcoming.

In the past Mindscape has
been represented by agent
Barry Freidman. Publishers
handling its products include
US Gold (Superstar Table Ten-
nis), Advance (Indoor Sports),

Continued on back page

Dlsk drought

‘nonsense’

DB Enterprises boss
Barry Krite has ful-
minated against no-
tions that there is a
shortage of 3.5 inch
disks (CTW 27th
June).

He says that various distri-
butors’ talk of a shortage of
bulk disks is ‘“‘nonsense”
claiming to have stocks which
he can’t sell.

“I bought 20,000 un-
marked Fuji disks because I
was told that there would be a
shortage,” he said. “But I
can’t sell them. People want
to pay next to nothing for
disks.”

Talk has been bandied
around the industry that bulk
prices are rising rapidly due to
the boom in demand for un-
branded 3.5 inch disks. One
distributor claimed to be
absorbing price increases of

Continued on back page
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Nintendo shrugs
at rivals’ doubts

Nintendo is stres-
sing that its still slow
start in the UK is
more due to its long
term strategy than
to any doubts about
its assault on the
British market.

In recent weeks, tongues
have been wagging that Nin-
tendo appears to be holding
off in its sales and marketing
plans in this country. Sources
cite a desire to concentrate on

its hugely lucrative US busi-
ness — at a time of apparant
shortages and the increasing
strength of rivals Atari and
Sega — as the reason.

Not so according to a bul-
lish Nintendo UK boss Bruce
Lowry. He detailed at great
length to CTW last week
the firm’s sales and marketing
plans for the coming six
months. At the heart of these
is a £2 million at rate card 30
and 60 second TV ad cam-
paign running from the mid-

dle of September until De-
cember. Beyond that are
plans to advertise software on
TV in 1989.

In affect, he was arguing
that it was something
approaching wishful thinking
on the part of rivals to im-
agine that the firm would be
unable to deliver on its plans
for a large slice of the UK
business.

“We have no intention of
slowing down or cutting back.
The TV ads are in place and

ready to run, retailers are
being added daily to our list,
five new games are due next
month, 30 publishers have
committed to writing for our
format, we’re investing heavi-
ly in in-store promotional
plans and we’re in the process
of hiring around 20 to 30 mer-
chandisers. We’re ahead on
all our plans,” Lowry said.

The five new titles are
Legend of Zelda, Mike Tyson’s
Punch Out, Metroids, Pro-
Wrestling and R.C. (Radio-
Controlled) Pro-Am — the lat-
ter being produced by Rare,
the Ultimate offshoot. They
are priced at £20 or £25.

Taking a stand at Septem-
ber’s PC Show is one option
not being pursued.

“We are a little late in
trying to get the sort of pre-
sence that would be appropri-
ate for a $1 billion sales firm
that took 20,000 square feet at
the Chicago CES. But we’ll be
looking at doing some shows
around the country in con-
junction with retailers.”

Lowry said that his target
is to have 6-700 outlets by the
end of this year. An
announcement about one
large multiple — “not neces-
sarily Dixons” — is due
shortly.

The push into the indepen-
dents is being backed with
point of sale material said to
be costing the firm “£500-750
and sometimes even more”.

Unlike Mastertronic with

CBM 64/128

£9.99: - £14.99«
Spectrum 48K
£7.99,+3 £12.99«

All mail order enquiries to:
Gremlin Graphics Software Ltd., Alpha House, 10 Carver Street, Sheffield S1 4FS. Tel: (0742) 753423 Telex No. 547274

Amstrad

£9.99:_£14.994
Atari ST £19.994

the rival Sega console, Nin-
tendo will not be selling
through the mail order cata-
logues. “We’ve pulled out be-
cause we found in the States
that it was not a good way to
sell our products. Catalogues
can’t do our machine justice:
they need to be demo’d.”

As for shortages of both
machines and cartridges,
Lowry said that thgy were
nowhere near as bad as some
would like to imagine. “As a
result of such suggestions,
there’s possibly been some
panic buying, making it
slightly worse than it really is.
But it’s true that there will be
some shortages on some titles.

“As for the chips, if any-
one’s going to get them, with
our vast ordersit’ll be us.
We’re not that concerned.”

Further afield, there is the
already much-touted Ninten-
do II. Lowry said that not
only would it definitely not be
appearing in the UK this
year, but that it was “three
years away’’.

Duo push
networks

Two firms last week
announced new
Elans for the

urgeoning low cost
network market —
one with a price cut
and another with a
new product.

Ironically, the cut has come
from Corvus, the firm behind
Amstrad’s £399 networking
systems AMSNOS. Amstrad
had predicted that its entry
into the networking arena
would find traditional firms
cutting prices.

Corvus’ Omninet/1 Starter
Kit has been reduced to £999
for a four station network.
Additional workstations can
be tabbed on for £99. The
firm has taken a typically Am-
straddian line in calling the
system “‘the ideal solution for
entry level users”.

The Spectrum Group
launched itself last week into
this market with a £675 three
user system. SBC Net-2 can
run MS-DOS with 64 nodes
and five printers per network.
Extra slave cards retail at

£195.

The firm is expected to be
pitching Net-2 at established
SBC machine dealers as well
as those wanting only a net-
working system.

General manager Steve
Cole commented: “This rep-
resents an area which the mar-
ket is going to. More people
are buying machines for net-
works than six months or a
year ago.” He said that Net-2

would be pitched at “middle

sized businesses’> amongst
others.

US Gold

Continued from front page

new terms would be accept-
able.

A guarded Tim Chaney —
Gold’s operations director —
claimed: “We’re doing this
for the good of the industry.
The basic objective is to make
sure that everybody — and I
mean everybody — makes
more money.”

One option definitely ruled
out by Chaney is the possibil-
ity of Gold going direct
through Centresoft alone.
“Personally, I’'m completely
against that. It would be a sad
day if we ever did, but there’s

no chance of us ever doing

that.”

B



Woolies eyes 16-bit

Woolworths is ex-
perimenting with
chart orientated 16-
bit games and is set
to make a decision
shortly concerning
its Christmas stock-
ing plans.

Grade One and Grade Two
outlets amounting to around
90 are taking on titles such as
Out Run, Xenon and Carrier
Command. Whilst good news
for the software publishers
this will hardly be welcomed
by independent retailers.

In the past 16-bit games
have been mostly the domain
of the indies. High street mul-
tiples have been customarily
cautious in jumping on the
68000 bandwagon. For them
to be taking fair volumes of
£20 product indicates recogni-
tion of this sector’s growth
and a strong desire to get in-
volved.

According to the latest fi-
gures from Gallup the Amiga
and ST have reached their
highest ever market share
level by volume with 2.5 per
cent and 5.0 per cent respec-
tively. Also, 16-bit games
such as Out Run and Captain
Blood have been making im-
pressive showings in all for-
mat charts of late. By value,
Gallup assesses the 16-bit
market to be worth 25 per
cent of the total market.

Mastertronic — which acts
as an advisor/distributor to
Woolworths — is stressing
that this is only an experi-
ment. Director Geoff Heath
told CTW that it was some-
thing of a trial run calling it
“early days yet”. Some 200
Woolworths stores stock com-
puter games at present.

Woolworths is known to be
less than happy about its mar-
ket share. Its slice of the video
market is some 15 per cent
higher than is the case with

e

software. A move into 16-bit
clearly pumps up the value
aspect.

Computer buyer Peter
Smith told CTW recently: “I

WOOLWORTHS: Tagging on to 16-bit

want to turn us into a major
force in software. A three to
four per cent share isn’t good
enough. We’re considering all
offers.”
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It is also believed that
Woolworths was considering
taking the full 16-bit range of
one US company although de-
tails are not being released.

French mag takes
tilt at fortnightly

France’s biggest
selling leisure
monthly Tilf is to go
fortnightly in
September.

The move is being made in
response to rivals’ cut-price
advertising rates and growing
emphasis on 16-bit.

Latest audit figures from
the French ABC equivalent
OJD (Office de Justification
de la Diffusion) give Tilt a
monthly circulation of 83,600
for 1987. This is an increase

Labour’s Trade and Industry spokesman Bryan Gould (left) last

of some 17,000 copies on
1986, but over the last six
months three competitors
have arrived: Game Arcade,
Micro News, and Generation 4.

The rival mags currently
have circulations anywhere
between 10-20,000. Ad rates,
however, are lower than the
customarily high French
levels. A full page in Genera-
tion 4 costs 3-5,000F com-
pared to 15,000 in T7lz.

Generation 4 is a solely 16-
bit publication whereas Tilz
covers all leisure machines.

The fortnightly move is seen
as a means to hang on to its
Amiga, PC and ST owners.
“It is a rule that when you
make a change like this the
circulation stabilises. The
main point is that we’ll be so
fast that our competitors
won’t be able to follow us,”
commented 77t editor Jean-
Michel Blottiere to CTW.
Tilr is owned by Les Edi-
tions Mundiales — the third
largest publishing house in
France. Its cover price is 20F,
but this is likely to shift to
22F as a result of the switch.

0CCAM 2 transputer
Jevelopment System

week opened the PC User Show at Olympia, London. Not unex-
pectedly, he then attacked the Government’s current backing of
the UK computer industry. Firms’ access to funds and the disre-
garding of gloomy reports were both criticised. “The late 1980s will
come to be regarded in Britain as years dominated by shori-
sighted complacency,” he said.

Citizen leads race
for Amstrad tender

More details are
slowly emerging ab-
out the new Amstrad
MS- DOS running
games machine —
which was first re-
vealed in last week’s
CTW.

It is known that Amstrad
has been seeking tenders for
3.5 inch disk drives for the

new computer. Currently, the
front-runner appears to be
Citizen, via its OFM division.

The Amstrad account is
said to be for some 10,000
units a month initially. This
indicates that the computer —
when it eventually appears
early in the autumn — is des-

- tined to be sold only into the

UK market for the time
being.

In the week of the PC
User Show, the
Which Computer?
Show ramp-up for
next February is
already beginning.

Show organiser Cahners
Exhibitions is banging the
drum by pointing out that the
next Which? will be 30 per
cent larger than this year’s
event, occupying three halls
of the Birmingham NEC. It is
being claimed that some 450
exhibitors will be there, with

Which? ramp up starts

WHICH? 88: Which? ’89 will be 30 per cent bigger

S

an expected 60,000 visitors,
making it “at least three times
bigger than its closest UK
rival”.

Elsewhere in the exhibi-
tions world, the PC Show
organiser Montbuild has se-
cured a deal with the BBC TV
series Tomorrow’s World for an
Innovations Challenge. The
prize for “most imaginative
and innovative use of technol-
0gy, programming techniques
or design in a new personal
computing product” will be
presented on the first day of
the show on September 14th.

Firms track Ubi

French publisher Ubi
Soft claims to have
no fewer than 10 UK
firms currently en-
quiring about its
latest batch of pro-
ducts.

JS Gold, Mirrorsoft and
Electronic Arts are three of
the firms apparently in-
terested in seven new titles
being pitched as “internation-
al” releases.

The deal is expected to be
signed within the next couple
of months with Ubi Soft laun-
ching in the UK at the PC
Show in September.

The firm had a couple of
products released in the UK
last summer via a short-term
deal with Elite. These pro-
ducts only appeared on Am-
strad CPC disk.

“We used to develop a lot
on the Amstrad but it was not
a good market at all for ex-
port,” commented Ubi Soft
president Yves Guillemot to
CTwW.

The new products — Iron
Lord, Skate Ball, Vampire,
Final Command, Puffy’s
Saga, Bat and Fer et Flamme
— are being produced for ST,
Amiga, C64, PC and CPC.
Two will appear on the Spec-

trum.

Guillemot is confident that
the right deal can make Ubi
Soft a successful UK label
despite the market’s historical
dislike of continental product.

-“We’re talking to people and

seeing who is able to put the
most stress on our products.
We consider the most impor-
tant thing to be quality of
product and on top of that,
marketing.”

Ubi Soft signed a deal with
US giant Epyx in April worth
£1 million in initial orders.

The seven titles will retail
at around $50 and appear on
four formats each.

Mirrorsoft forages
further upmarket

Whilst being as
vague as possible,
Mirrorsoft last week
hinted that it is set to
go further upmarket
on business soft-
wdare.

Four new packages are cur-
rently being considered for
autumn launch. They will
come in. at a minimum
pricepoint of £150, the major-
ity being some way above this
figure.

Fleet Street Editor on the PC
still hasn’t got an ETA despite
hard prompting from most of
the trade. At last week’s PC

User Show sales manager
Charles Francis re\fealed,

however, that when it does
arrive it will be carrying a cost
at least twice as much as Pub-
lisher on the ST — which sells
at £125. It will also be a very
different program, pitched
hard at Ventura’s established
DTP ground.

“It’ll be at a pricepoint that
will appeal to upmarket deal-
ers. Our corporate strategy
dictates that products go up-
market, but we’re not going
to chop products. We’ve still
got editor on the BBC,” Fran-
cis told CTW.
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TUBULAR SELLS

Television advertising is
enormously effective and as
such incredibly expensive. It's
been the policy of only a few
computer related firms to try
a hand. Amstrad of course is
one. There's also been Epson
and Atari, and Commaodore will
be pushing the Amiga this
Christmas. CTW charts the
TV times and the problems of
selling via the tube

BOSOM PALS?

Software publisher Thalamus
is tied closely to magazine
publisher Newsfield. CTW
studies the relationship and
the industry's perception of it

THE FRENGH
MARKETEERS

Paris based software house
Ubi Soft is still sounding out
the UK market for the best
deal. For now, ten companies
are said to be in the running to
take Ubi Soft praducts. The
firm has recently struk a £1
million deal with Epyx for the
US market. CTW visited a
Brittany chateau to hear the
latest.
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Delays blamed for MicroPro $1.7m loss

MicroPro has
blamed a net loss of
$1,726,000 for the
third quarter ended
May 31st on the de-
layed release of
WordStar Profes-
sional 5.

Revenues for the period

amounted to just over $10
million compared with
$11,393,000 for the corres-
ponding period in 1987. Pro-
fits then were $2,125,000. For
the nine month period Mic-
roPro has turned in a loss of
$4 million on revenues of
$30,376,000. The company
reported a profit of

$2,125,000 on sales of just
over $29 million in the first
nine months of the prior year.

It is being claimed by Mic-
roPro that the backlog of
orders for the new WordStar
amount approximately to
$1,800,000 — just over the
loss for the period. The word
processing package was to be

launched in May but “im-
provements” have delayed it
until later in the summer. No
price has yet been announced.

“We’ve made significant in-
vestments in research, de-
velopment and customer ser-
vice,” commented president
Leon Williams. “It’s these in-
vestments which have re-

sulted in current operating
losses.” He was confident that
the firm would return to pro-
fitability.

MicroPro UK meantime is
holding a summer promotion
whereby WordStar 3 will cost
£149 to anyone swapping it
for another word processing
package. This though does

not apply to public domain or
shareware software but the
original price of the package is
irrelevant. WordStar 3 usually
retails at £495.

Ashton-Tate is running a
voucher promotion for va-
rious products. The vouchers
can be then exchanged for
other Ashton-Tate products.

Undaunted Coders in
new credibility race

Code Masters is
doing its level best
to convince a scep-
tical trade that its
charity title The Race
Against Time will
eventually be a ma-
jor success.

Thus far, the project has
been dogged by two unfortun-
ate occurrences which have
left sales trailing in the very
nether reaches of the Gallup

PR
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chart — at best. The firm had
predicted prior to launch that
the game was destined to be
the world’s first million seller.

Since then, it has been hit
by the unauthorised use of a
Jesse Owens photograph on
the cover — which caused
delays and embarrassment —
and then by a further problem
with another photograph of
Carl Lewis. This featured his
old running garb and shoe
sponsor; an up to date version
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Still on for a million?

of Lewis finally arrived last
week. Distributors and retail-
ers are being offered a cover
swap by Code Masters should
it prove necessary.

“The Race Against Time is
going to work and it has
worked already. We’ve ship-
ped out 30-40,000 already and
if Gallup aren’t registering
that very highly, that’s be-
cause Gallup are inaccurate.
There’s a lot gone into the
smaller Woolies’ branches
that aren’t on the Gallup
panel,” Code Masters’ opera-
tions manager Bruce Everiss
said.

Nonetheless, though neith-
er side will talk about it pub-
licly, it is reliably understood
that the vast bulk of units
supplied to all Woolworths’
stores are being returned via
Mastertronic, which is in part
responsible for sales into the
multiple.

“There’s nothing wrong
with the product. We’ve had
very good reviews and News-
field are telling us that they’ve
had a lot of correspondence
on the game.

“And the publicity for the
whole Sport Aid charity will
be increasing month by
month until the autumn,
which will help sales. We still
believe that it’s on for a mil-
lion.”

Domark ramps
up for Empire

Having covered
good ground with its
Star Wars game last
autumn, Domark is
due to release the
follow up at the end
of next week.

Joint Domark boss Mark
Strachan claimed that Star
Wears has sold “over 750,000”
to date.

The new game The Empire
Strikes Back is due to for re-
lease on July 14th, initially on
Amiga and ST. Strachan is
hopeful that the product will
sell 50,000 units on 16-bit at
which he would be “over the
moon’’.

Empire corresponds to Star

Wars in its graphic format,
although it is claimed to be
more advanced in its game
play.

Domark is planning
“wonderful point of sale show
cards” in the shape of Darth
Vader’s head, as well as tele-
phone sales direct to retailers
by David Prowse, the actor
who played Darth Vader.
This, claimed Strachan, is
“an advanced warning”, and
will take place around July
14th or 15th.

The Return of the Fedi, the
third in the series, is pencilled
in for release this Christmas.

Domark has another idea in
the bag: a new computerised
version of the old Trivial Pur-

'STRACHAN: Star Wars Mk II

suit game, for which it has the
rights, called A New Begin-
ning. Strachan was careful to
emphasise that it is not simply
a conversion of the board
game.

A New Beginning features
planets in place of the original
cheeses, but still keeps the
“silly questions”. Strachan
said there will be “new ques-
tions, new game play, new
everything. It’s a completely
new beginning, hence the
title.”

Gremlin shifts
to Centresoft

All of Gremlin’s va-
rious departments
except the program-
ming team are set to
move down from
Sheffield to Centre-
soft’s offices in Birm-
ingham.

Mail order and sales activi-
ties will be joining the
marketing and PR depart-
ments in an attempt to cen-
tralise the company. Gremlin
is planning to move into its
own offices in Birmingham
later in the year.

Due to the “free spirited
nature” of programmers they
are not being asked to move
down and Gremlin’s Sheffield

offices will remain open. The
move is being seen by Grem-
lin as a way of “leaving the
programmers to get on with
1%

“We’re making more room
at Centresoft but we need to
move into our own offices —
certainly before Christmas
and hopefully before the PC
Show,” explained operations
director Kevin Norburn.

“We needed to centralise
the company more because of
the way we are structured.
We didn’t move the program-
mers because they wouldn’t
go there. They aren’t like nor-
mal career-minded people,”
he said.

NORBURN: Centralisation
Centresoft’s boss Geoff
Brown owns a controlling in-
terest in Gremlin. The com-
pany employs around 25.

Scandinavian
pirates warned

Danish and Swedish
software publishers
are bracing them-
selves for a new
phase in both coun-

 tries’ appalling his-

tory of piracy.

Due to apparent apathy the
problem has spread to such an
extent that an estimated 65
per cent of games are bought
from pirates. Now though the
police are beginning to take
action with seven cases lined
up for the courts.

This new spate of action
appears to be the work of the
local Union of Software Dis-
tributors and Retailers (SUS).
Broadly similar to FAST it

has been investigating sus-
pected pirates and has been
lobbying government for
changes in vague copyright
laws.

Christian Martensen, editor
of Independent Computer of
Sweden commented: ‘Piracy
will never be stamped out but
instead of being on the streets
it is being driven under-
ground. People are starting to
be nailed.”

He claimed that a crack-
down on piracy in Scandina-
via could send sales of games
up by three times. Most
games bought in Sweden and
Denmark are sourced from
the UK and North America.

Publishers ‘hypocrites’
says angry Trilogic

Software publishers
have been blasted
by Trilogic for what
it sees as hypocrisy.

Various software houses
have critised the firm’s Expert
Cartridge which, they claim,
encourages piracy. Trilogic
alleges that various publishers
are using the device in order
to improve programming
techniques.

Joint boss Graham Kelly
would not deny though that

people bought Expert for
piracy purposes. He said that
“you wouldn’t ban kitchen
knives because they can be
used to murder”. He added “I
know that some software
houses use it and it’s foolish to
deny that because we can tell
when it’s been used.

“They criticise us but the
irony is they use it.” He
claimed that people were
buying Expert to transfer cas-
sette based games onto disk.
It retails at £29.99.

A sports fancy dress day was amongst the ex-
traordinary theme days which Norbain’s sales
team have been indulging in recently. This par-
ticular venture saw a claimed 25 per cent in-
crease in sales on comparable days.

According to managing director Ken Jacobson
these team efforts all go to creating an aggres-
sive and competitive attitude to selling and
promotes “esprit de corps” amongst the sales

force.

The firm’s overall selling performance has
apparently increased by 50 per cent since the
schemes were introduced in February. Previous
theme days included bad taste dress. One parti-
cipant went to the dubious effort of coming in as

an AIDS victim.

In time honoured fashion, dealers are being
offered holidays as an incentive. Norbain em-
ployees are being offered a day on a combat

course.

Digital
loses
Girson

Digital Integration’s
chief executive llya
Girson has left the
company.

As a result the firm is
undergoing a management
restructuring with a yet to be
appointed operations manager
to be drafted in. Girson is
understood to be contemplat-
ing leaving the games soft-
ware industry altogether
although no decision has as
yet been made.

His function at Digital In-
tegration included promotion,
accounts and public relations.
Before joining the company
over three years ago he was
software buyer at distributor
Websters.

‘ MARSHALL: Low profile

Managing director Dave
Marshall commented: “I’m
not sure what he’s decided to
do because he prefers to keep
his options open. Basically
he’s left because he want to
broaden his horizons.”
Digital Integration is look-
ing either to appoint a PR
firm or employ an in-house
promotions manager. Mar-
shall has always preferred a
low profile and during his em-
ployment Girson acted as the

company’s face.
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OLYMPIC PROMOTION

SDL take great pleasure in introducing Commodore’s
latest promotional offer for the C64, the Olympic Chall-
f 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%2%, 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 bright,
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 Il autofire joystick, tough enough for
even the most vigorous player. SRP £8.95

PRIG

value now than ever before.

In addition to the top quality software bundle
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%.% the C64 is better

C64 OLYMPIC PACK PRICE

£149.99

INCLUDING VAT

DEALER PRICE: £107.60

r---—-—-————----_————--_-

iﬁﬂ

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

| Mr/Mrs/Ms: ... Initials: ... Surname:

lpciloe = = e bl

ICompany: ...........................................................................................................................................................

JAddressies ~ 0 n e

i

I ............................................................................................................................................................

I Posicode; ... v Telephone: ................. |
| am interested in [ ] Commodore 64 I
| already stock [] Commodore 64 b

__-.—_...._______—_————__>zg_l
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Prestwich-backed software
house Big Apple claims to
have hit on a novel packaging
idea for its new products, the
first of which is set to appear
next month. The titles will be
packaged in a cigarette
packet-styled flip top. Why
hasn’t it been done before?
“Maybe no one has had
sunstroke and has
accidentally put a cassette
inside a cigarette box like I
did,” Big Apple boss Terry
Ashton said. “It then
occurred to me that it would
be a good idea for games.”
Beyond its first game Oops
(Spec, Cé64, PC, ST, and
Amiga), the firm is releasing
another 11 full priced titles in
its first year, along with 24
budget games on its Brooklyn
label. Amongst the newies is a
game based on the California
raisin character, which will be
backed by three girls dressed
as raisins at the PC Show in
September. The firm is also
launching the Billy Bronx
Club — a brand awareness,
sales incentive, marketing
effort which is based on
tokens redeemable against
such as records, tapes, videos,
CDs carried by various
divisions of parent company
Prestwich Holdings.
Meantime, the firm has also
revised downwards its first
year turnover target to £1.5
million from £2-2.5 million.
Ashton says that this is due to
it being much better to beat
target clearly than merely to
attainit. . .

ASHTON: Striking a light
Atari’s meisterwerk the Abaq
is set to appear in a series of
Tea Marketing Council TV
adverts breaking in the
autumn. The beast in
question is said to be featured
prominently on screen as an
inevitably boffiny professor
attempts to solve a pressing
matter. The Abagq, after
sundry cogitations, throws up
the answer “Brenda — the tea
lady”’, which indicates that it
was a pretty damn stupid
question in the first place . . .

A filofax compatible program
for the PC is about to be
launched by Kempston.
Daatafax was originally to be
called Datafax but a company
of the same name objected so
strongly that an a had to be
drafted in. Daatafax includes
diary, phonebook, notepad,
graphics and calendar. It
comes with the relevant
stationery and costs £79.95 .

Printer manufacturer Brother
has reacted to the proposed
levy on dot matrix printers
from Japan by reminding as
many people as possible that
the firm had stopped
importing in 1984.and .
manufactures in the UK . . .

It’s beginning to seem like
Software Limited spends

most of its time receiving
awards. Now it’s to two more

from Computer Associates
and Wordtech. This follows
Migent and Borland
bestowing an award on the
London distributor two
weeks ago . . .

Research Machines is now
offering a three year warranty
on all of its standard system
components. According to the
obviously bullish firm
‘‘quality lies in a company’s

Another addition has been
made to Kuma’s seemingly
eternal K range. This time it’s
K-Gadget for the Amiga.
Priced at £29.95 it can
apparently speed up the
design and coding of complex
gadgets. . .

Lifetree has appointed
Barrington Harvey PR to
handle its public relations.
Marketing manager Colin
Bastable had worked with the
PR firm’s boss Simon Harvey
whilst at MicroProse . . .
Amiga Centre Scotland and
Commodore are joining

forces to sponsor a
competition aimed at
computer animators. The
entries will be judged at the
Edinburgh Festival in
August, the winner receiving
an AS500 or hardware to the
same value . . .

The Dataflex Design
Stradcom modem is being
bundled with Bristol
Software Factory’s
TeleWriter I package. BSF
director Richard Maugham
reckons that the £325 price
tag will mean “users can save
themselves a few bob” . . .

Ubtng i epralltsy Citzem Dtve (lociandsias

AMIGA RF302C

O 880K formatted capacity

O Throughport
O Suits AS00 or A1000

O Very quiet in operation
O Slimline styling
O Long cable for location either side of computer
O Colour matched to the computer

Available from: Evesham Micros
HB Marketing
Leisuresoft
R&R Distribution

© 0386-769500
© 0895-444433
© 0604-768711
© 0977-795544

ATARI ST RF302R

O 720K formatted capacity
O External plug-in PSU
O Suits all Atari ST models

Addons

©® 0703-634775
Laser Distribution  © 0392-504341
Palan Electronics © 01-368-5545
Chara Electronik of Sweden
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UPGRADE

miga, Atari &BBC

(Amiga)
CUMANA CAX
354

Amiga owners can
easily upgrade to
twin floppy
operation with
Cumana’s high quality
external 3.5 inch floppy drive.
The CAX 354 conveniently takes
its power from the host computer
offering a full 720k of formatted
storage to A500 owners.

(Atari) CUMANA CSA 354 & CSA 1000S

' The Cumana Single disk drive systems incorporate state of the art,
. industry standard, 3.5 inch and 5.25 inch drive
mechanisms for the Atari 520 and 1040

series micro-computers.

R (BBC) CUMANA CD 800S
: CUMANA BBC compatible 5.25 inch Disk Drive System
with integral power supply and with integral
2 X 80 track double-sided (800k)
switchable to 40 track mode.

MUCH LOWER
PRICES AND

£979.00 inc VAT
DEALER PRICE EXVAT ALL MARGINS

e ) e PRESERVED
95'0 ORDER NOW

FROM

" HUGH SYMONS

DISTRIBUTION SERVICES

223/227 Alder Road, Poole, Dorset BH12 4AP
Telephone (0202) 745744 Fax (0202) 733755

Models shown may vary and manufacturers may alter specifications without prior notice. We reserve our right to supply the models applicable at the time and photographs herein are representative and do not form the basis of a contract.
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IS THE ATARI ST REALLY
A BUSINESS CONTENDER?

There was a time, not so long
ago i Atari’s befuddled past,
when the ST was being pitched

as a business

machine that

could also run games. The
problem then was that there
were calmost as few business

packages as

there were

games. It didn’t take off in
either capacity. Nonetheless,
Atari ploughed on, busying it-

self with

nyone considering
buying a computer for
business use, could do

no better than to look at the
Atari ST. The traditional
reasons for settling on an IBM
PC clone, in this day and age,
only point to a marked lack of
imagination. Either that, or
the buyer still subscribes to
the old “it must be IBM com-
patible, it must be IBM com-
patible . . .”.

Frankly, pointing out to
prospective buyers that the
ST is 68000 based and the PC
is 8086/88 based is neither
here nor there. The last thing
that someone in the formative
stages of choosing a business
system needs is confusing
‘noise words’ like this.

So these are some of the
points which a prospective
business user needs to know:

Absolute GEM
None of the PC family

offers as crisp and read-

launching

the

able a display as the ST does
on its monochrome monitor.
The PC clone will often use
GEM as a bolted-on ‘front-
end’, and is usually quite slow
in operation compared to
GEM on the ST. As well as
having a fast GEM imple-
mentation, the ST’s GEM is
in ROM, which means that it
consumes no RAM.

The ST offers a very cost-
effective personal laser prin-
ter, achieved in a unique
fashion, which the standard
PC cannot emulate. The ST
has a high-speed DMA port
through which it can com-
municate with a wide variety
of divices such as hard disks,
CD-ROM units and, of
course, the Atari laser printer.
Use of the ST’s DMA port
results in phenomenal speed
compared to most other stan-
dalone laser printers available
for the PC.

In-‘these days of power

machine again and again until
finally it was able to cut the
price to turn the ST into what it
always should’ve been: a
games machine. So what, then,
of the original notions of the ST
range being suitable for busi-
ness? Overleaf, sundry firms
active in that sub-sector have
their say.Here, ST World's IAN
TINDALE makes the pitch for

the ST to be regarded seriously,

programs, power users and
power lunches, the need for a
new reasonable amount of
memory is a realistic one. The
PC’s standard 512K, to a
maximum of 640K, is archaic,
to say the least, and harks
back to the days when people
raved about WordStar, and
continental drift was all the
rage.

The ST is designed to come
in small packages for indi-
viduals who may only need
512K initially, to a standard
one megabyte on the 1040ST,
and up to four megabytes on
the Mega ST range, recom-
mended. for serious business
use. ANY ST can easily be
upgraded to take 4 mega-
bytes, which it instantly rec-
ognises.

The price advantage of the
ST is a very real one. As most _
people who have already
taken the plunge into a busi-
ness computer system will

aver, the main cost is not the
initial hardware, but it is the
software you will need — and
will continue needing — as
your requirements grow.

Regardless of the starting
cost of either an ST or PC-
based Kkit, there is no doubt
that users will have more left
in the kitty with an ST range
of software than the equiva-
lent in PC software. ST soft-
ware is also inherently easier
to use, so all staff can use it
with less time spent on train-
ing them. A related point is
that the new generation of
programmers will inherently
be more au fait with 68000
that 8088/86, so more new
software is always rapidly
emerging for the ST.

To make transferring easier
for those already embedded in
the PC age of yesteryear, the
ST allows a reasonably IBM
PC-compatible file format on
disk. Lotus-compatible

spreadsheets are available,
with full use of GEM.
Another significant factor is
that the ST now has CD-
ROM. The new Atari CDAR
504 Optofile, costing only
£399, will be an asset to the
professional, educational and
business communities.

And the band played
on (an ST)

he ST is also at home in

the more creative arenas
of the business and profes-
sional field. It is the obvious
choice for music and studio
work, graphics and CAD ap-
plications, and, using Cyber-
studio, rough demos of a
promotional video for a pro-
duct can be created, saving
thousands of pounds in time

ST: Plausible business contender?

and resources.

The ST has a few disadvan-
tages, too. Due to the fact that
it uses a far more advanced
technology for data transfer,
hard ‘disks for the ST cost
much more than the PC coun-
terpart. Also, the non-PC
compatibility affects the
chance of obtaining cheap
hardware and software, which
can be the case with PCs cur-
rently.

The requirement of having
to change monitors if you
need to use both colour and
monochrome applications is
tedious. The fact that GEM is
in ROM can be a disadvan-
tage too — updating it is
made difficult. Also, no de-
cent page-making software
seems to have surfaced for the
ST — yet!

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

GET LUCKY+WIN

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!

ALL
HELL
LET

Here’s The Proof — See For Yourself!

HAWKEYE

ZZAP
GOLD
MEDAL
AWARD

PRESENTATION
GRAPHICS
SOUND
HOOKABILITY
LASTABILITY
OVERALL

TO ASTOUND AND AMAZE . . .

T
o

only 9
HAWKEYES in
country, but
could end
anywhere, even

Don’t forget there are
MAGIC

they

the

up
in

LOOSE...

* MIX-E-LOAD Il - a mixing deck while

HAWKEYE loads

your shop! The more
you order the better

99% chanc? you have of
949, | |receiving one! Place an
91% order for HAWKEYE
or | [mow before it’s TOO
93% ||LATE!
94% | e
96%
Please note
our new address:
THALAMUS LIMITED
1 SATURN HOUSE
CALLEVA PARK
ALDERMASTON
BERKS RG7 4QW

* ANIMATED storyline . .. perfect

presentation

* 12 tracks of original in-game music
* FREE demos: The Monster Show and

more (disk only)

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

‘‘My life was not
worth living until I
discovered

RUSH”

LARGE (12 Multiloads) ARCADE
RSO COMBAT EXPERIENCE

(BM641128 CASSETTE £9.99 DISKETTE £12.99
qold(RuS’hr

SALES SUPPORT BY USD - 01 879 7255

THALAMUS

1 |
"Ig:s'b

_—

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!

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

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 i
READING A FEW? (PHEW!) '

World has consistently presented a show that

- gets talked about and with over 500 exhibitors
both from the UK and with a large contingent from
‘overseas this year’s event will be even bigger, even
better, and truly international, with a separate hall
dedicated to each sector of the market. And to
reflect this new direction we've retitled the event
The Personal Computer Show and moved it to a
larger and more appropriate venue, Earls Court.
For the first time the Show has been divided into
three separate halls. In the Business and
Professional Hall you'll be able to see and try all
that’s new in personal computing from Hardware
and Applications Software through to peripherals
such as Printers, VDU's and Disk Drives. The
General Hall contains systems appropriate for
smaller business users and the Leisure Section has
all the latest games, software and equipment.
So whatever part of the industry you specialise in
you're sure to find the right products at the
Personal Computer Show.

For more than a decade Personal Computer

THE

PERSONAL
COMPUTER

SHOW

EARLS COURT LONDON

THE PERSONAL COMPUTER CONFERENCES
For the first time we’re running a series of
conferences at the Show. The Personal Computer
conferences cover a wide range of topics from
business areas such as : Information
Management and Presentation; graphic design
and CAD to booming new markets like Music and
Micros. Phone the Conference Hotline now on
01-948 5166 for full details, or tick the box on the
coupon. .

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.

APPLY FOR YOUR TICKETS NOW
Apply for your Personal Computer Show tickets now
and you'll walk straight into the Show on the day.
So your search for a better business solution ends
as soon as you phone the Personal Computer Show
ticket office on 0203 470075 or complete and
return the coupon. Finding the right products for
your business couldn't be simpler.

Personal Computer Show Ticket Office, Data House
Curriers Close, Tile Hill, Coventry CV4 8AW. Tel: 0203 470075
Pleasesendme ____—ticket(s). :
[ Please send me more information about The Personal
Computer Conferences (tick box)

Name
Position
Company
Address

These tickets are available to Business, Professional and Trade

visitors only. Anyone under 18 years old will not be admitted to

the Business Hall. -

Admission without a ticket will cost £3.00 on the day.
SONRER  CEORED CINRD  CNOINER SIS (OROWDE SRR CTW
Personal Computer Show Ticket Office, Data House, Curriers Close, Tile Hill, Coventry CV4 8A. Tel: 0203-470075

e e AR SAER AR M S
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- ST: BUSINESS UNUSUAL

With Commodore’s Amiga 500 recently being pitched directly at the small business user via the

System A500 bundle some have been askin

Atari’s ST. CTW asks how the ST is faring in the business environment ...

A ATARI

<

: bviously the main

thrust of the ST origi-
nally was as a business
machine. It changed over 18
months so that the 520 was
redirected into the consumer
market.

“The 1040 and Mega are
being sold into business and
the dealers which we have on
board are business dealers as
opposed to retailers of compu-
ters only. They’ve been well
pleased with it.”” Are you hap-
py with the range’s perform-
ance as a business machine?
“I suppose I have a biased
opinion but in business and

education we’ve done well.
We know there’s more to be
done and we intend achieving
that.”

Are end users buying the
520 for business purposes? “I
would not have thought that
great numbers are putting the
520 into business and educa-
tion environments — they’re
going for the machines with a

bigger spec.”

Atari has come up with a
summer bundle for the games
market. What about some-
thing similar for business?
“Of course there’s the Micro-
soft Mega 2 bundle. We’ve
got an approved budget of £2
million for advertising. A fair
proportion of that will go into
the entertainment market but

we’ll also be advertising the
business range.

“We’re getting a dealer net-
work together and we’ll have
effective distribution. The
end user will have a full
source and we’ll be using the
list.

“The ST is based on 63000
and it’s faster. The PC is in-

&

{C64, Spectrum, Amstrad)

{Spectrum

v
SINCLAIR USER

LASSIC

Amstrad)

DSLAM ENTERTAINMENT GROUP

., LONDON EC2A 4JS

01-247 6434

whether or not this would be an ideal move for

dustry standard but in terms
of computer versus computer
the ST is superior. Some peo-
ple are entrenched in the PC/
MSDOS — it’s changing but
it’ll be a slow process.”

Paul Welch
Sales director
Atari UK

Precision

£ he high quality of the

monitor and the ability
to handle lots of memory,
especially with the Mega,
means that products such as
SuperBase look very good. It’s
because of good presentation
and ability to operate.

“I’d like to see Atari put
more focus on the business
end. That would be fine. That
would do a lot of good
although I’'m not sure that it
would be sensible with the
520 because of the positioning
of that market.

“It’s success lies in the
education market and in the
utilities and government sec-
tors. Also, because of its price
positioning, it’s ideal for the
small businessman.”

Nigel Loveit-Turner
Sales director
Precision

LOVETT-TURNER:
Education push

T

£ here’s no reason why

people shouldn’t be us-
ing the ST for business — it’s
got more memory than PCs.
As a user I can’t understand
why anyone would want to
use a PC. STs are so much
nicer to use.

“We deal with a lot of large
organisations which use it in-
cluding some county councils.
There’s also small business
and self-employed people
who’ve got a 520 at home.

“I’ve noticed that people
are upgrading from being
games players and using it to
index book collections and re-
cord collections. That, I sup-
pose, is the top end home
user. I can’t really see the ST
as a games machine anyway.

“In the UK it’s being taken
more seriously as time goes
on. I remember looking at
sales figures of spreadsheets
in Germany and they were
good. In the UK they were
. . . OK. Over there business
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has been taken more seriously
from the start.

“We’ve got people who’ve
started out with spreadsheets
and databases on the 520 and
have moved up to the 1040
and Mega. People tend to up-
grade. But at the recent Atari
Show though there were a
phenomenal amount of new
users, both business and

- games.

The problem is that some
reviewers are looking at
spreadsheets from the point of
view of Lotus 7-2-3 users,
they don’t see why anyone
should use anything else and
inevitably the software
doesn’t get a good review.

Jon Day
Marketing direcior
Kuma

— oDl —]

“It fulfils a lot of require-
ments which aren’t simply
number-crunching as in art
studios or advertising agen-
cies. These are more creative
applications than in standard
business environments.

“It’s best in areas where
perhaps IBM PC compatible
machines aren’t suited like
graphics applications. People
are generally going for the
1040 and Mega ST for busi-

ness because of the larger

memory. They lend them-
selves better to business for
spreadsheets and so on.

“The Mega has been well
received into business and
there’s access to good prog-
rams. And there’s DTP. It’s a
very powerful DTP machine
and you can get a whole sys-
tem for a couple of grand.”

But what is the likelihood
of the 520 being used as a
business machine? “I think
it’s unlikely. Atari have got a
very powerful games machine
in the 520 and a very powerful
business machine with the
1040 and Mega. There’s no
need to go down that low for
business.

“Some people are using the
520 for business word proces-
sing and DTP. But in the
main they’re going for the
bigger machines. We’ve had a
lot of success with the STs in
the computers for business
market.” John Arundel

Group marketing

manager

know that Atari would
like to see it as a business
machine but the public are
buying the 520 at least as a
games machine. Bigger mod-
els like the 1040 and Mega
STs are used for business or
as development tools, but
there are much fewer of them
than the 520.

“We did a survey in our
magazine and business users
were well down on the list. Of
course leisure interest came
top. A survey for 1040 users
only would more than likely
put business first but there
are only so many users.”

How is it then that so many
business and development
software houses advertise in
publications such as ST User?

“There’s interest in that
area and we do plenty of re-

views for spreadsheets and
word processing packages and
so on. Obviously there are
business users and there’s no
shortage of business pack-
ages. Many CAD programs
and the like can only really
run on the bigger STs.

“I would really like to see a
broad spectrum of users. It’s
odd that Atari were pushing
the machine so hard to busi-
ness users and then they do
that £400 bundle of games
software.

“It would be nice to see
Atari do some kind of busi-
ness or serious bundle on the
520 some time in the future.”

Roland Waddilove
Editor
ST User

SOFTWARE
EXPRESSHII/

t’s really doing well for

this time of the year. The
summer months usually seem
to be dominated by games. As
far as business is concerned
it’s been coming together
since May.

“I think that’s got some-
thing to do with machine
availability and the fact that
there’s some good software
around. There’s been good re-
views in the PC press as well
as ST magazines.

“People are especially in-
terested in DTP and data-
bases. It’s not only standing
up against the PC and Macin-

tosh in those areas but it’s
beating them. Where people
have already got PCs though
it’s hard to sell anything else.

“With word processing,
DTP and databases the ST
has got speed and quality ev-
ery time. What I’d like to see
is Atari doing more advertis-
ing and promotion. There’s
been plenty on this games
summer promotion but what
about a business pack? Some-
thing like a database and word
processing pack . . .

Would you like to see an
Amiga System 500 type
promo on the 520? “The 520
is capable of running good
business software but it’s only
being used by very, very small
businesses. It’s only the odd
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. &
-JONES: Seasonal boom

person who’s buying it for
business or productivity and
then it’s mainly just for word
processing. The Mega’s really
the one.”

Mike Reynolds-Jones

Managing direcor
Software Express
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from £1,999 EXC.

Did you know that shc is one of Britain’s fastest growing Personal Computer brands
and our dealer base has successfully installed many thousands of sbc systems in
Network, Multi-User, and Stand-Alone configurations, the length and breadth of the

VAT.

sbc Laser Printer £1,795
EXC. VAT.

United Kingdom and beyond.
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Our range of sbc PC products is of the highest quality and value. We promote the sbc
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the details of our first assault on the National Daily Newspapers. If you would like to
know more about our comprehensive dealer package, please phone me, Jeff Baker,
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CLONESOFT PUT IN CONTEXT

Research firm Context claims that the low-cost
business market was worth £2.4 million
through independents and multiples during the
first quarter of 1988. Despite the recent de-
pression in some quarters about clonesoft sales

ublishers and distributors still found the figure

ard to believe. STUART DINSEY looks at the
current state of the market and dealers’ experi-
ences ...

veryone has heard
mumblings about the
low-cost business soft-
ware market falling some way
short of initial expections.
They have become louder and
louder since the turn of the
year and have probably suf-
fered from the “if it’s said
often enough it must be true”
syndrome.
Very few have actually
stood up and proved conclu-
sively that any promise of a

budget software bonanza has
so far been unfulfilled. Thus,
the market was ultimately
pining for some real informa-
tion on the subject.

That information recently
arrived hidden in one of the
sub-sections of a PC market
analysis by respected research
firm Context. Those figures
on low-cost business software
at last provided some meat for
the Cassandras’ bone of con-
tention. The trouble is they

Compatible with

8 all PC

LC 24-10 ... butalso - -

[J The low cost 9 pin LC10 range including
colour printing.

[JThe NX, ND and NR ranges — the more
sophisticated 9 pin 80 and 136 Column
Business Machines

[JThe NB range — the professional 24 pin
80 and 136 Column Printers

[J The much sought after Star LSP8 Laser

Printer

SEQF-

PRINTERS FOR BUSINESS

xt Day De
o Free De!%{vew" 5
® 7 Day Replacement
® Order up to 6.00pm
® Computer literate sales team
® Technical support to Dealers
® Dealer training

ADDONS LIMITED
Computers & Peripherals
28-30 City Industrial Park, Southern Road,
Southampton, Hants, SO1 OHA.
Telephone: (0703) 634775

Fax: (0703) 226997

provideu rather too much
meat.

According to Context, the
clonesoft market was worth
£2.4 million at retail in the
first quarter of this year —
that includes all sales through
specialist dealers and soft-
ware-stocking multiples.

At last a figure had been
unearthed but on hearing it
major players such as Gem
Distribution, Amsoft and Mi-
gent all disagreed. The doom
and gloom might be justified
in some areas but surely the
total market is worth more?

If an average of £100 is
taken for a single unit then
£2.4 million of sales in a quar-
ter works out as 24,000 units
sold. That in turn indicates
6,000 units a month and 1,500
a week. If one considers that
there are in excess of 2,000
outlets stocking budget busi-
ness software in the UK (in-
cluding Dixons, Wilding,
Laskys, Tandy etc) then
according to Context each
outlet sells fewer than one
unit a week.

Context will argue that it
doesn’t track direct or mail
order sales in its research.
Everyone knows that this will
make up a slice of invisible
sdles, but as Gem boss Paul
Donnelly commented, the
number of dealers, distribu-
tors and publishers currently
involved in the low-cost sector
simply could not survive in a
market worth just £10 million
a year. He won’t divulge his
own firm’s annual turnover in
this market sector but joked:
“If the Context figure’s true,
mate, we’re doing bloody
well.”

Donnelly estimates the
market to be worth around
£40 million a year, at retail,
whilst Paperback Software
UK’s William Poel plumps
for a rather more conservative
£20 million. These two,
though, will admit that
they’re only guessing. And
unlike the research firms
they’re not charging a couple
of hundred pounds for the
effort.

Milking monitors

In dealerland it is very hard
to get an accurate feel for
the way they feel. This is
obviously because all of them
will have different views,
ambitions, specialities and ex-
pectations. They are also
notorious for finding some-
thing to complain about even
when things are pretty damn
wonderful.

In the clonesoft market it is
even more difficult because of
the scope there is between
those who sell it. An Amsoft
package could turn up any-
where from a games/video
shop in a small village to your
friendly neighbourhood Dix-
onsalike to a decidedly throb-
by IBM dealership.

In Context’s defence, this
makes it horrendously diffi-
cult for research firms to
monitor sales effectively,
especially as despite attempts
to get to grips with shifts in
PC vendors most are probably
using their classic dealer list.
That' list is usually pre-
Amstrad 1512 and pre-trading

up.



Also; the strength of Dix-
ons and its fellow multiples
looms large in this market.
It’s hard enough to get their
royal corporatenesses to com-
ment on anything at all — let
alone sales figures. One would
assume, however, that if Dix-
ons was only selling one piece
of business software a week it
would have replaced its 50
titles with yet another crate of
personal stereos, cameras or
TVs by now.

John Hodgson of Stockton
Software in Cleveland is one
of those dealers who is gener-
ally disappointed with the de-
velopment of a much touted
new market. That said, sales
of sub-£200 business software
still makes up just under a
third of his business, and he
only stocks safe lines such as
Sagesoft, Amsoft, Database’s
Mini-Office Professional and
the like.

“It seems that when people
buy the hardware they get
special offer software thrown
in. That’s depressed sales,”
he comments.

It’s a common gripe which
comes not only from most
dealers but non-participating
publishers too.

David Vicary of Vics Inde-
pendent Computer Supplies,
Perth, reckons that it takes
around two to three months
for a PC buyer to come back
for software. But he isn’t wor-
ried about clonesoft sales,
seeing them as a steady in-
come all year round. This is
especially helpful at a time of
year when parts of the games
market roll over and die.

“We certainly haven’t got
anything to complain about.
Sage’s accounts packages do
very well as does Mini-

Office.”

As with many of the more
games orientated dealers,
high price packages tend not
to sit on Vicary’s shelves. He
prefers to wait for orders and
then has them in a day later.

Sell by dating

e also uses distributors

who grew up in the
games world. This points to
one of the problems from
which clonesoft might be suf-
fering. With no disrespect to
them, Greyhound, Gem, Cen-
tresoft, Microdealer and the
like did come from the games
world and tend not to invest
in dealer seminars and tech-
nical support to the same de-
gree as the established busi-
ness outfits. At the same time,
firms like First Software,
Software Limited, Softsel and
P&P could be accused of not
fully understanding the needs
of a leisure/business dealer.

Thus, many dealers are not
fulfilling their true potential
on business software because
they are simply ‘uneducated.
One set of distributors will
give them a straightforward
service which has been proven
over several years but is poss-
ibly still lacking in the busi-
ness area. The other set are
too aloof and sometimes look
down on small dealers.

A classic example of this is
Nimbus Computing in West
Wickham in Kent. Owner
Steve Browne stocks around
20 business packages but can-
didly admits that only a cou-
ple of them provide steady
sales. He knows that they
only make up five to 10 per
cent of turnover because he is
not tackling the market prop-
erly. And this is occurring
because he hasn’t been given

enough help.

“I’ve got customers coming
in and saying they’re looking
for such and such an accounts
package. They want it to do
this and that and immediately
I’m flummoxed. I don’t really
know what they want.”

Distributors should not
fool themselves that just be-
cause a product is cheap and

best ones. Glyn Davis at
Computer Centre in Horn-
church, Essex, believes that a
lot of dealers were caught out
initially by taking on low-
price product “dumped” on
the market.

These days, however,
things are apparently a lot
better. In fact, he doesn’t like
calling product over £125
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75 per cent of his software
business.

“It’s never as good as you’d
like it to be — we’re all
greedy. You have to accept
that you might sell half a
dozen PCs to a company and
then just one piece of soft-
ware, but things aren’t too
bad.”

with its slashed accounts
packages and Amsoft with its
re-marketed licences are two
of the most obviously suc-
cessful.

Yes, some opportunities
have been missed and more
can be done. Firms generally
tend not to market their pro-
duct actively — particularly
to the trade — thinking that if

DIXONS: By Context reasoning each store would be selling ju

cheerful it still won’t put fear
into the heart of a business
software virgin. Publishers
too should remember that
manuals are more helpful if
you don’t need a degree in
Chinese to understand them.

Most dealers agreed that
the products that have stood
the test of time since the ori-
ginal explosion in 1986 are the

JOIN THE BUDGET

SOFTWARE SUCCESS STORY

SUMMER SALES COULD

budget. “There’s a lot of good
software between £179 and
£199. It should be called mid-
range products,” he says de-
fiantly.

Perhaps the most precise
reading of the market was
made by Ron Francis of Com-
puter Plus in Sittingbourne,
Kent. He stocks over 40 pack-
ages and they make up around

st one piece of clonesoft a week

It certainly is the case that

low-cost software hasn’t really
materialised into the absolute
bonanza that many hoped for,
but then they were probably
unrealistic hopes.

The fact is that some firms
have done particularly well
with well-priced and well-
packaged product that is
pitched perfectly at the poten-
tial sub-£200 buyer. Sagesoft

WHOLESALE DISK PRICES

5.25" D/S D/D 48 tpi unbranded

it’s aimed at Amstrad owners
it will walk off the shelves on
its own. Many dealers, also,
simply haven’t been given the
help or taken the time out
themselves to get sufficiently
clued up.

And yes, Context’s research
in this sector is awry. Well, at
least, it had better be — for
everybody’s sake.

VAT INCLUDED!

includes sleeves/labels/tabs.

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

Add £1 p&p to ALL
orders please

NEVER BE BETTER !

All products fully
guaranteed

BUY DIRECT FROM

*» Receive the best prices
for budget software in the UK!

3.5" D/S D/D 135 tpi unbranded
Add 1p per disk if labels required.

QUANTITY 10 50 100 300 500 1000 3000+
Price per disk 85p 82p 81p 80p 77p 74p Phone

Trade AND public
are both welcome
Same day despatch

DISK STORAGE 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 £700 which type required).

No minimum order levels

* Choose from 10 of the very
latest games FREE with your
first order!

Educational establishments
supplied (30 days net)

3.5" and 3" LABELS (wrap around)
Only 1p each

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

 Lowest prices for volume!

. iNi ush up prices . . .
+ 2600 cartridges No Minimum Order!! gt
e Sega software All o:xr flisks are lifetime guaranteed — send them back for refund or replacement if not
: | jcompletely satisfied. Don't let the fact that Chevron’s prices are the lowest in the UK cause you
* Joy stics from £2.50 to doubt the quality of the products or our guarantees. Become another of our regular customers
« Disks now!! Most of our business is through recommendations.

3" £1.65
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512 £0.30

C64 PSU £9.95
SPE PSU £3.95
EL PSU £3.95
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BRANDED BARGAINS
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product possible. If reliability is your prime "
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PO Box 24, Hornchurch, Essex, RM12 6LY
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DIRECT SELLING: DIRECT TIPS

Last week NICK JOHNSON looked at some of the reasons and
background to the whole issue of software houses selling direct.
This time round, he offers some practical advice to those on the
edge of considering just such a bold move. Such is the controver-
sial nature of this whole topic — affecting, as it does, all retailers,
distributors and publishers — that we hope to be able to publish
a response from a firm on the other side of the fence at a later
stage ...

o sell directly to retail-
ers requires careful
planning. It is not a

haphazard way to approach
the market but a strategic
one, and it is an integral part
of a software house’s overall
planning.

The retailer requires five
services to be able to sell
effectively a software house’s
product. Point of sale material

Gismoz

Voted Utility Program of the year 1987 (USA).
Indisposable package (19 desktop accessories)
Excellent selection of programming and business
tools (21). lcon Maker / Graphic Package /
Memopad / Calculators / Black Book etc.

Trade £14.10 ex VAT RRP £24.95

Promise

95000 word dictionary, |18 words per second
spelling checker speed, features spell help.
Operates with virtually any word processor. Will
even check punctuation errors. Creates
customised dictionary.

Trade £14.10 ex VAT RRP £24.95

Magnum Turbo

Loads program up to 3-5 times faster. Build into
commercial/own programs, they will automatically
run faster.

Trade £14.10 ex VAT RRP £24.95

Arcade Classics

(3 games)

Brands Hatch — car racing game
Bouncer — Arkanoid clone

Swooper — Arcade shoot 'em up
briliant sound, graphics and game play.

Trade £11.27 ex VAT RRP £19.95

Easy Write

Easy to use Word Processor, fast and powerful,
multiple font features, professional quality, ideal
for home use.

Trade £14.10 ex VAT RRP £24.95

Dust Covers

Ultimate Sound
Tracker

The ultimate music package, used by professional
programmers for sound tracks from top games.
Stereo output, already includes |27 different
samples, create your own samples, save songs to
disk and add instruments to songs on disk. Edits
very long songs, without taking up much memory.

Trade £28.23 ex VAT RRP £49.95

Omega File

Professional Database and Mailmerge. 200
Characters per field. 256 records, 5000 characters
per record. Full screen editing. Up to 32000
indexed records per database. User friendly,
opens 2 databases at same time.

Trade £14.10 ex VAT RRP £24.95

Drum Studio

Turns your Amiga into professional drum track.
Included 20 digitised instruments. 10 songs
available with 100 pattern calls. 5000 different
sounds at the same time. Screen graphics for
visible control adjustment.

Trade £14.10 ex VAT RRP £24.95

Hercules Copy

Without doubt one of the most powerful backup
programs available. Copies commercial software.
Special parameter menu. Supports 4 drives and
memory expansion mouse and keyboard support.
Easy to use, absolutely indispensible.

Trade £14.10 ex VAT RRP £24.95

Football
Ist Division

Now'’s your chance to manage a first division
soccer team and find out what it’s like to achieve
your ultimate ambition — to lead your team to the
top.

Trade £8.45 ex VAT RRP £14.95

Hard perspex, high quality made to fit: Cé4 (Old), C64 (New), 1541 (Old), 1541 (New), 1570, 1541, Amiga

500/2000, also Amstrad 1512/1640/PCW, IBM XT etc.

Trade £5.63 ex VAT RRP £12.95

and product information are
of prime importance. Good
terms and discounts, a quality
range, 24 hour delivery and a
reasonable minimum order
level are necessities.

Electronic Arts took many
months to decide its approach
and to gear up its resources.
But its method was only one
of several options.

There are probably only
five possible approaches in
all. And one of these — in-
evitably — is likely to suit an
individual software house’s
requirements better than any
other.

Going it alone requires a
massive in-house range of
products to meet the demands
of 80 per cent of the market.
Currently, the US Gold/
Ocean group could offer its
titles directly, as could BT
and its labels. A smaller play-
er in the market would find it
impossible.

If a publisher were able to
join up with another group of
houses with complimentary
product, there may be real
benefits. Assemble a group
containing a budget range,
adventure, arcade and inex-
pensive business catalogue,
and you have a single source
that would interest a retailer
enough for him to buy direct-
ly from you.

This may seem simple
enough but the combined

—.marketshare needs to be 10-20

per cent of the total software
market. Assume that the UK
retail value is £80 million per
annum (which at distributor
trade price is around £35 mil-
lion). In which case your com-
bined turnover in the UK
needs to be £3.5-£7 million.
Each of the five partners in
the direct sales operation
must thus currently be selling
£1 million of software.

Fired up, sweetie

Option number three may
seem like playing with
fire. If distributors are draw-
ing up software houses behind
them by offering primary dis-
tribution, why not simply
choose the best and then join?
At the same time, you might
as well give up and open a
sweetshop, since you’ll be dic-
tated to even more and will
probably find a dramatic
down-turn in sales.

Setting up as a distributor/
wholesaler requires no magic-
al ingredient. Sensible buying
at good discounts and then
selling all you buy are the only
pre-requisites. Thereby, on
the back of selling a necessari-
ly wide range, you could sell
your own line effectively.

One small problem. The

 distributors — being the ridi-

culous political animals that
they are — might just cease to
buy your products. Therefore
the distribution company you
set up must be seen to be
totally unrelated to your own
software house. Perception is
all — but it costs.

The fifth choice is now no
longer really viable. The
purchase of a distribution
company was successfully
undertaken by Mirrorsoft as
an insurance policy. A couple
of years ago, Microdealer is
believed to have cost



£750,000, a sum none could
afford these days.

Some regional distributors
are left. But they are success-
ful only in covering certain,
defined areas of the country.
True national distribution
costs — and costs fistfuls
more than it would be worth
investing in a small distribu-
tion company in the first
place.

USD, Bullet and Active all
talk directly to retailers, pas-
sing orders to distributors.
But could not these orders be
passed back to the software
house or group of publishers
to be fulfilled directly. If
minimum order levels as set
by the group could be
achieved, then there should
be no reason not to sell
directly.

State of independents

hat do you require to be

successful? Your suc-
cess will depend upon having
a good solid base of indepen-
dent customers to sell to.

There are some 500 retail-
ers currently in the software
market of any note. I suspect
that 250 of these hold 70 per
cent of the total software
sales. From day one, you need
to be able to sell to 100 out-
lets. They also need what
might be defined as ‘success-
ful servicing’.

Sales staff are your most
important asset. Building the
rapport required needs pro-
fessional telesales staff, but it
also requires reps on the road.
These give a face to your com-
pany and are the best way of
opening new accounts. It is
interesting to note that Mic-
rodealer and Centresoft/US
Gold now have salespeople
regularly visiting their major
independents.

Discounts are important.
Too much given away to re-
tailers makes you no profit;
too little and the retailer may
not be motivated to buy from
you. However, incentives like
free stock, holidays and
volume related discounts are
highly motivational — if
they’re presented correctly.

To be efficient requires a
computer system giving up to
date stock information, pro-
duct range, ordering history,
selling profile, etc etc. Addi-
tionally, the printing ~f both
delivery notes and invoices
are necessary. Nothing will
lose your distribution com-
pany more credibility than
out of stock situations, incor-
rect invoices and general in-
efficiency.

An informed retailer is like -
ly to be a happy retailer.
(Some are ridiculously grum-
py sods, of course, but that’s

group members start to sell
directly, what happens to the
existing independent distribu-
tors? You must eliminate all
supplies to them (be careful of
the legal aspect of this
approach), or supply few.
Also, these distributors you
supply must be told to sell
within a given discounts
structure, otherwise they will
always offer better discounts
thereby taking your market
away from you.

Multiple choice

So far, this piece has fo-
cused on the indepen-
dents, bless ’em. Yet WH
Smith, Boots, Menzies,

Woolworths and the other
major chains make up some-
where in excess of 50 per cent
of the total market. Access to
these stores is gained via
TBD, Centresoft and RM.
There is little conflict of in-
terest in two cases. But it may
not be in the interest of
Centresoft to supply your
titles to its multiples if you are
taking away some of its turn-
over at its independent level.

An EA type deal with
TBD, Centresoft and RM
allowing them only to sell
your products to their multi-
ples may be the best
approach.

But take a leaf out of the
book of the book distribution

and newspaper world. Most
books and newspapers are
sold to the chains on a full sale
or return basis. It is up to the
newspaper and book distribu-
tors to produce as high a level
of return per shelf metre as
possible. These distributors
buy space on the shelves and
then put in the titles they
want.

If a multiple could be per-
suaded that for a given area of
space you with your product
range could bring better re-
turns, then you’re in. Serviced
by merchandising teams and
backed up by telesales staff,
your titles will always make it
to the market.

If small groups of direct

2 Mbyte RAM Expansion

Fitted in seconds, no soldering, simply plugs into expansion port. More space for data storage, faster program
execution. For Amiga 500 or Amiga |000.

512K RAM
Expansion

Upgrade to | Megabyte, fitted in

30 Mbyte
Hard Disk

For Amiga 500/1000. Supplied
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sales teams start, the educat-
ing of the retailer market will
continue along the EA line,
away from the distributor.

Not only do distributors
have too much product to sell,
but they are often tied in with
another software house. They
make more profit from selling
their own in-house software
than they do from a third
party. Basic economics indi-
cates as much. Can you name
a major distributor which is
not tied in with one publisher
in some way or other?

Beware snipers

In these two pieces, various
ideas and plans have been

examined. However, ‘if
groups do set up there is one
characteristic required over
and above quality products,
money and marketing.

It’s guts.

You will be sniped at by all
around you. You will be
offered the chance to change
your mind; you will be
threatened; and you will be
laughed at. But above all re-
member that you may now
have started to change this
market and you will always do
a better job selling and prom-
oting your own products
yourself.

Good luck!

Trade £382.00 ex VAT RRP £549

Multi disk

drive

3.5” + 5.25” Slimline drives. Fit

seconds, no soldering, simply plugs

into slot. With battery backed clock

to retain time and date.

Trade £90.40 ex VAT RRP
£129.95

Floppy
Switch Box

@ Connects up to 3 disk drives at
the same time

@ No need to turn your computer
on/off, and disconnect cables.

Trade £23.89 ex VAT RRP
£49.95

ready to go. Built in power supply

includes cables and software.

Upgrade to 60 Mbyte. |2 month

guarantee

Trade £347.79 ex VAT RRP
£499.95

o /"

Amiga 3.5

[ -9
Disk Drive
@® Slimline | Mbyte drive
@ Fits directly into back of
computer
@® Includes connecting cable, no
more to buy

Trade £76.49 ex vat RRP
£109.95

MIDI Interface

directly into back of computer. 3.5
— | Mbyte drive, 5.25 - IBM/ST
compatible 40/60 tracks. Includes
connecting cables. No more to buy.

Trade £173.87 ex VAT RRP
£249.95

Amiga 5.25"
Disk Drive

@® Slimline Drive

® 100% IBM and ST compatible

@ 40/80 tracks

@ Fits direct into back of computer
® Includes connecting cable no
more to buy

Trade £97.79 ex VAT RRP
£149.95

Full MIDI interface for Amiga 500/2000 or 1000. MIDI IN, MIDI
THRU, MIDI OUT (3), Compatible with most leading MIDI

packages. No need to pay more.

Trade £26.05 ex VAT RRP £49.95

Amiga Sound Sample

An exciting musical sound sampler with the following facilities:

a) 4 channel STEREO SOUND

- h) RECORD from 500Hz to 29KHz in 8 bits.

or a mixture of the three.

another story.) So what’s
needed are correct release
dates, videos, point of sale
and sample packaging.
Trying to get any of these out
of some publishers is like
teaching an eel to juggle; no
one said it was going to be
easy.

As a means of keeping
order levels up, back cata-
logue titles must be sold con-
stantly. All too often quality
products die because a distri-
butor no longer ‘“mentions”
them to the retailer after
launch day. Also, it may be
possible to co-ordinate com-
plimentary releases for the
same day of the week, EA
charges for deliveries of less
than £100; why not adopt the
same approach, thereby re-
ducing some of the costs?

If you and your fellow

b) Sound sequence up to 150 BLOCKS

c) Definition of 100 SONG SEQUENCES

d) Up to 50 samples can be loaded and edited
at THE SAME TIME.

e) CUT, DELETE and PASTE

f) Defined BLOCKS can be saved to disk.

g) BLOCK BUFFER enabling re-use of
previously defined blocks

i) Fully integrated SOUND EDITOR used
under TUITION with PULL-DOWN
MENUs.

j) ZOOM facility enabling you to examine
sample closely.

k) Ability to set your own ZOOM RATE
1) SLIDER BOX enabling you to search
through sample quickly.

m) SONG SEQUENCES can be played
through BOTH speakers, LEFT or RIGHT,

n) STUTTER, FADE IN AND OUT, ECHO.
FLIP and REVERSE effects easily obtained.
o) Full VOLUME control over EACH SONG
SEQUENCE.
p) Sound produced can be used in your own
programs.
q) Works with both 5 MEG and | MEG
machines.

Trade £36.49 ex VAT RRP £69.95

Dealers please call
Howard Newmark on

01-847 4457 NOW!
nit 4, Isleworth Business Complex,

Road, Isleworth, Middlesex TW7 6NL
r Hotline: 01-847 4457/01-847 4458

Oc_%
8 Sx
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Ye$ we duplicate Disks!

But have you seen our
full-colour on-Disk
screen printing?

B DisCopy Labs,
(1 20 Osyth Close, Brackmills,
Northampton, NN4 ODY.

Tel: 0604 760261
Fax: 0604 766260
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DISK DUPLICATION

Yes We duplicate Disks’
Plus Full colour on Disk printing
Plus Software Protection for

Plus Private Labelling
Plus Preformatted Disks
Plus Friendly Advice

ALL AVAILABLE FROM

REFLEX MAGNETICS LTD
Unit 2, 32 Lawn Road

TEL: 01 722 9231

Commodore Amiga, Atari ST
and many more

London NW3 2XU

FAX: 01 586 2292

ONE OF THE
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.

™
c COMPACT
ase

COMPANY

C
International Ltd.
Mercury House,
Calleva Park,
Aldermaston, Berks.
RG7 4Qw.

Case Company

e S
Grand Slam 01247 6434  Softek 01831 1801 Meedmore 0515212202 Gorick 01 493 8590 Kempston 0908 690018
SOFTWARE H OUSES Gremlin Graphics 021 356 3377 Software Projects 0514289393  Microdealer Int. 0908 74000 Headlines PR 01 278 0333 Koni‘): 0495 350101
ABC 016610488 GST 095461258 Solar 0617248622  Micro Peripherals 0256473232 IDC 019958082  Kuma Computers 07357 4335
Activision 014311101 Heinemann 016373311  Solo 090558351  Midland Records 0543378222  IDD 017318199  Mattel 0533 826666
Adamsoft 0706 524304  Hewson 0235832939  Speedysoft 024026 3703  New Star 0277 220573 1EE 01033145354383  Microvitec 0274 390011
Addictive Games 0202296404 Hj Soft 0525718181  Supersoft 018611166  Norbain 0734752201  Instep 075345133  Miles Gordon 0223 311665
Advance 013812756  Jcon Design 0617739618  Superior 0532459453  Northamber 013914100 Interceptor Print 07356 77421  Miracle Technology 0473 50304
Alligata : 0742670930  [mages 0329 822672  System 3 014311101  Palan 01368 5545  Inter-Mediates 0279726585  Mitsubishi 0923 34618
Alternative 0977797777 Incentive 0735677288  Talent 0415522128  Pelham Distributors 018793769  JPPR 072661185  Nidd Valley " 0937 844661
Amazing Games 023383273 [nfinite 0612561303  Tasman 0532438301  Pick and Choose 061 8317922  Kiltdale 0242525458  Nintendo 0203 28701
Amcom 0908 569212 [nfogrames 013640123  Thalamus 07356 77261  P&P Micros 0706 217 744  Kustom Covers 0705 380531  Olivetti 01 785 6666
AMS 0925413501 fnpova 0453835379 Topologika 0733244682  Prism 018048100  Loadplan 012007733 Opus 0737 765080
Amsoft 0277 228888  Interceptor 07356 77421  Trust 012782377 PST 017561616  Magnam 063565509  Psion 01 723 9408
Anagram 0705210012 [ntuitive Systems 0438317966  Tynesoft 0914144611 R&AG Preston 0656 880965  Marjacq 017240565  Ram Electronics 0252 850085
Anco 032292513 JCL Software 089227454  Ultimate 0530411485  Ricketts 012233457  Microcontrol Systems 0602391204  Red Box 0480 87464
Anglosoft 0203611943 John Wiley 0243 784531  US Gold 0213563388 RM 01 848 7511 . Micro Interface 013400310  Research Machines 0865 249866
Arcadia 0792403363 Konami 014292446  Virgin Games 017278070  R&R Distribution 0977795544 Micronet 012783143  Rockfort 01203 0191
Arcana 0272297162 Kosmos 052553942  Vortex 0618724747  Screens 0927420664  MICROS 0413346163  Romantic Robot 01 200 8870
Arnor : 0733239011 Kuma 073574335 Walking Circles 0617971624  SDL 013003399  Montbuild 014861951  Samsung 013910168
Artic Qomputmg 040143553 1cCL 0491 579345  WE Software 0684 69059  Sclective Marketing 0612259624  Musicon Design 061 7739618 Schneider 0604 769255
Atlantis 017718642  Level 9 0344487597 Xlent 0213276110 Silica Distribution 013090300 NMA (PR) 014873735  Schon Keyboards 04865 3836
Audiogenic 018611166 [ jvewire 0618344233 Zeppelin 091 2814401  Silicon Centre 0315574546  Option Racks 0935 824072 Seiko 0628 34655
Beau Jolly 0737222003 [ Jamasoft 07356 4478  Zoomsoft 014821755  Simtek 0925414025  PC-XS 0734394155  Seikosha 0753 685873
Binary Design 061 8324759  I.ocomotive 0306 887902 DISTRIBUTORS SJB 0509610333 PDD 0532526422  Sharp 061 205 2333
Blue Ribbon 030221136  Logotron 0223 323656 — Softly Softly 0705 673691 RAM/C 018926596  Sony 0784 61688
Blythsoft 07283011 Y ongman 012360081  A&S Software 015954904  Softsel 015688866 Ramp 0234213032  Spectravideo 0235 555455
Borland : 0734320022 MacMillan 018366633  Addons 0703 634775  Software City 0332291219  Red Box 0223323143 Spectrum 0582 402545
Bourne Educational 0794523301  Mandarin 0642 878888  ADIL 0785566344  Software Express 0213283585  Reflex Magnetics 017229231  Star 01 840 1800
Britannia 0222481135 MAP 0616245662 Amiga Centre 0315574242  Software Limited 013576424  Richman Software 0279 25401 Tandy 0922 710000
Bubblebus 0732355962 Martech 0323768456 A1 Primary 0977797777  Software Sales 012260828 Romtec 062874242  Tatung 0952 613111
Bug B}{te 014390666  Mastertronic 013776880  Asap 0724 280222  Stage One 04284001  Rose and Co 0954211257  Toshiba 0932 78566
Cambrian 0766 831878  Matand 0332513095  Audio Merchandisers 01 5232981  Swift 0625 34999 “Satra 014025151 Trojan 0792205491
Casanova 092338043 Maynard International 0734302600  Barry Paul 014056078  Target 0922 644631  Seikosha 0753 685873  Vaulcan Electronics 01 203 6366
Cascade Games 0423 504526  Melbourne House 013778411 Beta 0443 478777  TBD 0782 566566  Silicon Studios 061627 3245  Watford Electronics 0923 37774
CCs 018580763 Microboard 0486223845  Richard Bielby 0536771429  Thompson Cook 052725000  Simon Stable 0869252831  Zenith 06286 68588
CDS 030221134 Microdeal 0726 68020  Bookpoint 0235835001  Thornley Distrib 061 627 0935  S’ware Consultants 01 831 1882 PUBLICATIONS
Chalksoft 077569518  Microgame 0223841053  Budget Top Rack 078244119 3SL 0270 761516  Software Express 01 595 9047
Chaos 0703472605  Micro Power 0532434006 Capital 019285524 Twang (Wholesalers) 0734580200  Solution PR 0273561306  Ace 0225 446034
Choice s : 09603 69129 Micropro 018791122  Capital Computer 0705210012  Ultrasoft 0743 241506  Spool Data 0244 817602  Amiga User ; 01278 0333
Clares Micro Supplies 060648511  Microprose 0666 54326 Capri Marketing 0628531244 USD 018797255  S/W Dup. Ser. 0438811730  Amstrad Action 0458 74011
Code Masters 0926 814132 Micro Selection 018311801  Centresoft 0213563388  Vanguard Leisure 0772617665  Tequila Marketing 0925726848  Amstrad Computer User 0277 234434
Compusound 052721439 Microsoft 0734500741 Chevron 04024 55453  Wilkinson 0532685955  Top Copy (South West) 0726 68188  Amstrad PCW 0277 234434
Compsoft 04868 25925  Migent 014994752 Clares Micro Supplies 060648511 - Wonderbridge 019959060 Transform 016586350 Amstrad Prof. Comp. 0277 234434
f-onversion Co 0947605859  Minerva 039237756 Columbus Computers 0613702118  Wynd-Up 0618720170  Trojan 0792205491  Apple User 0625 878388
CP Software 0993 823463 Mirrorsoft 013774644  Computatill 0616528006 ZCL 0543414817 USU 013795791  Atari ST User 0625 878888
Crysys 012782377  Mizar 0908 679569  Computer All 0232 644927 ANCILLARY Nertan 0276 66266  Atari User 0625 878888
e 015332918  Mosaic 042557077 Computer Bookshops 021 706 1250 Wharton 018916197 CCI 01278 0333
Dalali Software 016811365  Novagen 0214499516  Comp. Sales & Merch. 0254776677 ~ Ablex Audio 0952680131  ZX Microfair 018019172 Commodore User 012516222
D + H Games 0438314134  Qcean 0618326633  Computer Tape Wrsale 0232 692644 Active 01 385 7622 HARDWARE Computer Shopper 01631 1433
Database 06258748  Odin 0517094462  Data Micro Distrib 0635 523443  Advanced Finishers 0296 27178 Computer Weekly 01661 3044
Databyte 014821755  Pandora 0735677421 DDL 0925814529  Appletree Print 0302 890000  Acorn 0223245200  Courtesy Publications 037260234
Data Design 0215204046  Palace 012780751  Drakus 015497943  Ateka Tape Racks 0323845880  Akhter 0279443521  Crash 0584 5851
Delta 4 048935800  Palantir 0491574204 EEC 018854111 B&L Distribution 025476316  Amstrad 0277228888 CTW Editorial 0438 313470
Denton Design 0517093919  Piranha 018366633  Electomusic Research 0702 335747  Barrington Harvey 012780333  Apple 0442 60244 Advertising 0438 310105
Dialog 0371 831009 Pirate 01278 2377 Electric Distribution 0954 61258 BMF 01 487 3735 Apricot 021 454 9091 Circulation 0438 310106
Digita International 039545059  Players 07356 77421  Eltec 0274722512  Bullet 019927725  Atari 0753 33344 Fax 0438 741247
Digital Integration 0276 684959  PMS 0216437688  Euromax 0262602541  Bulletin 1000 012213592 Cambridge Computer 0223312216 CWTAP 0625 8888
Digital Research 063535304  Power House 018797266  Europa 0782 610011  Capital Services 0222461801  Camel Products 0223314814  Disk User 01 437 0626
Doctor Soft 0903 770044  Powerplay 0273601882  Exeter 039277369  Columbus Computers 0613014320  Casio Electronics 014509131  Games Machine 0584 5851
Domark 019475622  Precision 013307166  Export Systems 014342891 Compact Case Int 0735671500  Cheetah 0222555525  MicroScope 01631 1433
E2S 0223462200  Probe 016804142 st Software 07357 5244  Compunet 019658866  Citadel 019511848  Micro User 0625 878888
Edge 018311801 pss 0203 667556  First 0256463344  Context 019373595 Commodore 0628 770088  PC Amstrad 0625 878888
Eidersoft 0708 856 468  Quest 0242583661  Garwood 0245 460788  Conversion Company 0947 605859  Compusound 052721429  PC Dealer 01439 4242
Electric Dreams 0703229694  Quicksilva 014390666 Gem 0279412441 COS 016098771 Connexions 01-411 1282 PCPlus 0225 446034
Electric Studio 0462420222  Rainbird 012408838  Greyhound 0532436300  Crown Dust Covers 0984 33377  Cookridge 0532670625 Pop Weekly 018341717
Electric 048066433  Real Time 0532458948  Hamilton Wsale 0217425359  Dataclone 018472785 CST 0438352150  Sinclair User 01 251 6222
Electronic Arts 075349040  Rio Promotions 013492764  HB Marketing 0895 444433  Data Duplication 0735677421  Datel 0782273815  Software Choice 0372 60233
Elite 0543414188  Robico 0443227354 HL 050141624 Dictaphone 0926238311  Dell Computers 0344863999  ST/Amiga Format 0225 446034
Endurance 013678213  Robrek 018474457  Hugh Symons 0202745744  Disc Copy Labs 0604760261  Digitask 034224631 ST Update 01834 1717
English 061 8351358 Sagesoft 0912847077  Jaybee 053756326  Disc Form 0274733129  DIP 0483301555 ST World 0243 783932
Exocet 0782 811002  Sandpiper 0978 355333  Kelator 015460827 Eden Plastics 016465556 ELR 0483 505605  Telelink 0625 878888
Firebird 016315206  School Software 0103536127994  Lager 039250434  ELR International 0483505705  Epson 019028892 TheBug 01 883 1606
Firecracker 078244119 Scisoft 07737 64501 L eisuresoft 0604 768711  FAST ‘014302408 Euromax 0262 602541  Your Commodore 01 437 0626
Gilsoft 0446 732765  Severn 059443352 Lightning 019655555  Fitzroy 013889871  Four Systems 018441399  Your Computer 018341717
Godax 0734302600  Sharpsoft 017398559 I jghtwave Leisure 0516395050 Forty Two PR 017364281  Inter Orient 014419866  Your Sinclair 01 631 1433
Goliath Games 093422538  Smart Egg 0273601882 MCD 0268 590091 Gallup 017940461 JVC 014502621  Zzap 0584 5851

DOUBLE LIBRARY CASES, FLOPPY
DISC CASES, PVC WELDING,
VACUUM FORMING, COVERED
BOXES, BINDER/SLIP CASES

Prince George's Road, Merton Abbey, London,

essential telephone numhers CTW essential telephone numhbers CTW

Full range of
packaging to the
Software Industry

RING NOW
FOR DETAILS

01-646 5556

TRUST US TO
KEEP UP THE
STANDARDS

GUILD MEMBERS: CENTRESOFT LTD., COMPUTER BOOKSHOPS LTD., GREYHOUND MARKETING LTD.,
LEISURESOFT LTD., LIGHTNING DISTRIBUTION PLC., MICRODEALER INTERNATIONAL LTD.,
R & R DISTRIBUTION (ENTERTAINMENT) LTD., TWANG (WHOLESALERS) LTD., VANGUARD LEISURE LTD.

Buy from a member of the Guild of Software Distributors,
and you buy safely, surely, and wisely. Look for the sign.
It's your assurance of a good deal, and a genuine article.




CTW Monday July 4 1988 Page 17

SPEGTRUM TOP 20 Soft opltions

W LW Title Publisher RRPE SOFT OPTIONS carries salient details of leisure software titles just released or which are due to
1 7 STEVE DAVIS SNOOKER BLUE RIBBON 1.99 | appear in the next few days. Software houses wishing to be included should fax (0438 741247) or
2 1 TARGET RENEGADE IMAGINE 7.95| phone (0438 310185) through details ten days prior to our publication date.

3 NE FOOTBALL MANAGER 2 ADDICTIVE 9.99

4 2 ACE CASCADE 2.99

5 3 YOGIBEAR ALTERNATIVE 1.99 HEWSON: Marauder (64
6 4 GHOSTBUSTERS MASTERTRONIC 1-98 — £X.95) Amphetamine
7 35 BRUCE LEE AMERICANA 2.99 Z:;Oet :le;% I:';h; ((J:\ll?:sm
8 13 POPEYE ALTERNATIVE 1.98 style. ni g
9 NE RALLY DRIVER ALTERNATIVE 1.99 mtg tge 1| E’&b't frﬁv =0oh

10 14 WAY OF THE EXPLODING FIST MASTERTRONIC 1.99 ngsergget t?ov:eedc\?; £n e

11 NE SWORD SLAYER PLAYERS 1.99 Bretentbos SHE Shich

12 11 SHANGHAI KARATE PLAYERS 1.99 Elloitohaue e &

13 25 WE ARE THE CHAMPIONS OCEAN 9.99 INCENTIVE: Dark Side

14 B FRANK BRUNOS BOXING ENCORE 139 (SpAm — £9.95-£14.95)

15 15 FA CUP FOOTBALL MASTERTRONIC 199 Sequel to the much praised

16 5 FRUIT MACHINE SIMULATOR CODE MASTERS 1.99 Driller and programmed in

17 21 BEACH BUGGY SIMULATOR FIREBIRD 199 the Freescape design.

18 9 OUT RUN SEGA-US GOLD 8.99 Apparently this one has a

19 8 SOCCER BOSS ALTERNATIVE 1789 mite more gameplay than

the original. Driller itself is
being cut in price from
£14.95 to £9.95 in order
to “attract a wider
audience”. A

KIK START 2 MASTERTRONIC 2,99

C64 TOP 20

MASTERTRONIC:
1 2 STEVE DAVIS SNOOKER BLUE RIBBON e
2 1 ACE CASCADE Good value bit of budget
3 NE EUROPEAN FIVE A SIDE FIREBIRD et dacaries A packin
4 8 TARGET RENEGADE IMAGINE s
5 10 YOGI BEAR ALTERNATIVE MEDIAGENIC: Craps
6 20 BRUCE LEE AMERICANA Academy (Ag— £24.95)
7 15 WAY OF THE EXPLODING FIST MASTERTRONIC Mediagenic releases crap
8 3 GHOSTBUSTERS MASTERTRONIC game. No surprises there
9 16 WE ARE THE CHAMPIONS OCEAN but craps really is the basis
10 11 IMPOSSIBLE MISSION 2 EPYX of this. Dicey. A

11 NE GREAT AMERICAN ROAD RACE FIREBIRD
12 12 KONAMI'S ARCADE COLLECTIONIMAGINE

A CASCADE: 79 about where the 1936

JEENRE R L N I o o o I W o I 0 g 0 p BN @ P 0
(0 (0 (OO WOWOOODDOooonnooo
OCOOOOOOUUOOOOOOOOUOOOoOo

13 4 ALIEN SYNDROME ACE

14 35 RALLY DRIVER ALTERNATIVE (SpAmB4 — £9.95/ the boat. A CRL: Brainbox
15 13 FRANK BRUNOS BOXING ENCORE £14.95) Inspired by a (ST—£19.95)Gointoa
16 22 FRUIT MACHINE SUMULATOR CODE MASTERS record released in 1985, pub these days and it's

17 17 FA CUP FOOTBALL MASTERTRONIC announced by Cascade

18 19 POPEYE ALTERNATIVE over a year ago and delayed

19 BRE KIK START 2 MASTERTRONIC at 'eist three Emesd 'tsh

20 - RE SHANGHAI KARATE PLAYERS another game based onthe

Vietnam war but maybe
this conscript has missed

AMSTRAD TOP 10

3 STEVE DAVIS SNOOKER BLUE RIBBON
4 ACE CASCADE
1 YOGI BEAR ALTERNATIVE

NE BEACH BUGGY SIMULATOR FIREBIRD MEDIAGENIC: Land Of

oOvoNoOOrwWN -
DA NN -
W WOOOOnoooo
OCOOVOOOOOOWO

5 FRUIT MACHINE SIMULATOR CODE MASTERS Legends (Ag— £28.99)
2 SUPER STUNTMAN CODE MASTERS _lHr:argi :ai?glgez ZC; rgi;];ait:]the
TSty e
: : about dungeons
10 1 ; ETJAFNRKU?IRUNOS BOXING gggg:fs GOLD more than likely that a trio encountering fiendish

Olympics were held or who beasts. Be warned. The
the patron saint of beings who play these
taxidermy is. CRL has things will be slithering into
kindly launched a computer  retail outlets up and down

ATARI ST TOP 3

of real ale swillers will be game which hopefully will the land complete with
; Ng E,OD‘?J-II;IBT?_II—E'LT I\EAANAGER - cg%‘gzg’E 1 ggg hovering over a trivia drive them home and leave ~ @norak and oversized :
3 5 OUTRUN SEGA-US GOLD 19.9g | machine babbling tosh us all in peace. A g%:i%’;j-{:gM??ggg?L'
4 4 BUGGY BOY ELITE 14.95 Trendy Breakout affair
5 1 CARRIER COMAND RAINBIRD with a few quirks thrown in
to give it a taste of
originality. Microdeal has
AMIGA TOP 5
storyline to pump up the
= 1 INTERCEPTGR ELECTRONIC ARTS 24.95 inter\:est fact"?or bpul:p
2 NE THREE STBBGES MIRRORSOFT 24.95 Breakout clones are still as
3 4 AAARGH MELBOURNE HOUSE 19.99 popular as ever. A
4 NE PETER BEARDSLEYS FOOTBALL GRAND SLAM 19:99 OCEAN: Where Time
5 RE ROAD WARS MASTERTRONIC 19.99 el
- .95- : ime has
SHARE OF SALES BY MACHINE certainiy stood st on this
Units sold (%) Titles sold (%) fora lIVlgay |a\ﬁi2r$ EEEI =
This Last 4wks 12wks This Last 4wks 12wks difficulties have meant a
Machine week week ago ageo week week ago ago delay. Not a licence of the
SPECTRUM 455 44.4 435 46.0 31.0 29.8 27.6 28.4 much televised movie, but
COMMODORE 64 22.6 222 21.2 21.3 23.6 24.0 24.9 22.5 broadly similar
AMSTRAD 177 185 18.7 16.3 18.5 19.9 20.4 18.3 nonetheless. A
ATARI ST 44 50 6.2 40 7.5 7.5 7.5 6.8 SILVERBIRD: Pogostick
COMMODORE 16 21 1622 20 262 2.0 27 8.7 Olympics (64 — £1.99) It
BBC 1.9: 14 14 22 33 33 29 38 may seem like the worst
AMIGA 1.7 254/ 16 2527 27 28 idea for a computer game
ATARI 117 21 42 el 34 40 27 g | since Jack Charlton’s
ELECTRON 1.9 = 10 0 26 26 22 28 o - B NG RER ﬁlasf;/r;)gbut ot;‘l?er fOf‘mgt'éJS
ve been well received by
AVERAGE SALES PER PANEL SHOP SWISS COMPUTER ARTS __BEERERa
Units Soid
This Last 4wks 12wks KEY: Sp = Spectrum; 64 = Commodore 64; Am = Amstrad CPC; ST = Atari ST; Ag = Amiga
week week ago ago . 500; +3 = Spectrum +3;. PC = IBM PC/com;?aubles; PCW = Amstrad PCWs; Cl6 =
Commodore 16; Mac = Macintosh; XE/XL = Atari XE console and 800XL; Sg = Sega console;
76 76 83 100 Nn = Nintendo console; VCS = Atari VCS 2600 console; MSX = very unlikely.
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Dealers: conservatism rules

Re: “Opus (and others)
slammed” (CTW June
27).

Mr Clark of Cerac certainly
seems to have had his prob-
lems. However, he should not
tar all suppliers with the same
brush. Some of us offer on-
site rather than return-to-base
support, and if he had opened
his eyes and looked around,
he’d have no doubt disco-
vered several companies, in-
cluding my own, who take a
different approach to dealer
sales. Big doesn’t always
mean beautiful, Mr Clark!

That is not my main point,
however. Mr Clark — and his
fellow dealers — should try to
imagine what it’s like from
the other side of the fence, i.e.
what it can be like, trying to
sell to a dealer.

Frankly, 90 per cent of
them never seem to open a
trade computer magazine so I
should be on safe ground. By
not doing so, they never learn
of new developments, and
therefore carry on with the
same old tired products,
month after month.

So, it’s necessary to resort
to calling them direct. A
typical scenario:

“Hello, it’s the sales manager
of XYZ Co — can I speak to
your marketing/sales manager
please?”

a) “He never talks to anyone
on the phone.”

b) “He’s in a meeting,” (per-
manently) ‘“‘can you call
back?”’

¢) “Can you send us some
literature (for my bin)?”

With the one in ten cases
where you get further, we try:

“If you need a quality
machine, at the right price,
ex-stock, with a free on-site
warranty, why don’t you try
one of ours for two weeks —
no strings attached, and we’ll
pay the transport in the un-
likely event you don’t sell it?”’
a) “We’re quite happy selling
Amstrad (none of our customers
will ever need anything else).”.

b) “We only sell about one PC
a month (ever wondered
why?).”

¢) “It sounds alright, can you
send us some literature (for my
bin)?”’

In the same issue, you
quoted CompuAdd’s Bill
Hayden as saying that the ma-
jor retail and mail order play-
ers in the UK lack profes-
sionalism. Now I don’t want
to tar all dealers with the same
brush — there are some very
good ones out there — but,
there are an awful lot more
who walk around with blink-
erson. ..

Yours sincerely
Clive Warner
Managing director
Digital Matrix
Solihull

— Whereas some might think
that Clive Warner is a lutle
foolish going public with strong
views about some dealers’ lack
of professionalism, it’s doubtless
what many smaller manufactur-
ers believe. Nonetheless, with
the Amstrad adspend and strong
distribution, it’s evident that
anyone else has got a tough
battle on his hands to win the
hearts, minds and wallets of
dealerfolk.

Subtle isn’t the word

I ’ve just had the misfortune
to read the letter (CTW
June 13th) sent by the two —
and I choose my words care-
fully — “Members of The Bug
Editorial Team”. Yes the
eponymous Jaron and Jeffrey.

What a pair of narrow-
minded, shortsighted and
plain naive kids. But I sup-
pose their rantings can be ex-
cused because, after all, they
are “kids”.

They seem to be typical of
the home computer age. Res-
plendent in flares and anor-
aks, the gruesome twosome
(plus members of the “edito-
rial team”) haunt the pages of
magazines, microfairs and on
one (or was it two?) memor-
able occasions, television.

It surely can’t be normal for
young people such as these to
sit in front of TV screens
blasting away blobs from the
Planet Mega-Mega-Shoot-
’em-Up, or hunting for the
lost drainpipe in a far away
cave armed only with a water
pistol, and then writing about
them (badly). Whatever hap-
pened to healthy activities like
football, kiss-chase (or is that

sexist?), rock music etc etc?

Pseudo claptrap such as the
rubbish that J&]J serve up in
their crusade against sexism
is, quite frankly, embarras-
sing and merely shows what
sheltered, boring, pathetic ex-
istence the little creeps lead.
If they are the future of “jour-
nalism”, “intellect”, or God
forbid “Government”, then
Christ help us. What harm
can a picture of a naked
woman do - apart from
shocking J&J into realising
that women’s bodies do exist
in all their glory (or, in some
cases, lack of it - oops,
sexist).

Face it kids: you’re fighting
a pointless battle. What’s
more, the battle doesn’t even
exist. Even if it did, your
“campaign” is on a par with
Napoleon trying to fight
Eisenhower — swords against
tanks. Brilliant.
Yours in total bemusement,
Steve Ryles,
North Devon

— If Steve Ryles didn’t exist,
would anyone have bothered to
invent him?

— PARTITIONING

AKO INSTALLATIONS
(IBM Registered)

— COMPUTER TERMINAL WIRING
— ELECTRICAL INSTALLATION
!Efficient, expert services!

CALL TODAY

0602 725229

KIDD: Loquacious

Strip wit

At the risk of killing off the
exchange of letters be-
tween The Bug and Franco
Frey, surely the most enter-
taining since The Great
Corporate Willy Waving Cor-
respondence, can we make
what seems to us an obvious
point? The month before The
Games Machine printed the
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screen, and that if you pub-
lished it, there would be little
point in shelling out for the
software itself. This is exactly
what TGM have done.

We can appreciate Anco
being a bit miffed, and Fran-
co Frey pretending diploma-
tic ignorance, but you’d think
that The Bug would see the
funny side of it, not to say
approve.

Yours right onwardly

final screen of Anco’s Swip Chris Elliott and Richard Ed-
Poker, Rod Lawton, review- wards
ing it in Ace, observed that Productions Creative
the only reason people bought Writing
such games was for the final London E12
Franco frayed
P Graeme Kidd
oor old Franco! Sawbridgeworth
Yours faithfully Herts

Experience is s_howi'ng that the high level languages simply cannot be used
efficiently for all programming tasks, things like screen handling in Pascal
leave much to be desired and even C cannot produce the speed of tightly coded

assembler programming.

Que’s new book is aimed at people who write at least one high level

language already but are finding it restricting. It
is a complete course in writing assembler, and

the author has ten years consulting experience

in this area.

Computer
£ Bookshops

30 Lincoln Road, Olton, Birmingham B27 6PA

Tony Comerford: 021-706 1250
Existing accounts: 021-706 1188

Teleordering prefix COMBIR

ESlE
DISTRIBUTOR

Order your stocks from:-
New accounts

FAX 021-706 3031
Telex 334361 G

Re: Advertisement

“AVOID INFERIOR ALTERNATIVES”

in this magazine June 20th issue.

Our advertisement headed as above could
have been taken to refer to Alternative
Software Limited.

The Directors of Codemasters Ltd now regret
this and unreservedly apologise for any
offense caused.




- Poel the other one

lease don’t call it “clone-
soft”.

The ‘‘budget’ software
market has very little to do
with “clones” of high priced
software these days. ‘Geriat-
ricsoft” more appropriately
describes the offerings of
those who exhume back-
catalogue products and re-
launch them just ’cause
they’re cheap. Maybe “Lazar-
usoft” would do.

But most budget software is
based on opportunistic
attempts to unload non-
standard, underfeatured and
underpowered products in the

wake of the “Amstrad effect”.
The so-called ‘‘skinnysoft”
market.

The haunting of the mar-
ketplace by the products that
were once written off by the
original publishers has fogged
the issue for those of us who
genuinely offer products that
match and exceed the per-
formance of the current up-
market titles: hence our inten-
tion to introduce our new up-
grades at the more traditional
end of the marketplace.

However, we are not aban-
doning the budget market-
place, because our current

budget range will remain
sedately at the budget point
— “‘steadysoft” — while the
Turbo charged, feature in-
jected upgrades appear at the
prices that dealers like, and
users trust.

The ASA’s recent criticism
of Amstrad for misleading the
market with its not-so-
industry-standard range of
software highlights why it is
necessary to re-establish the
difference between our range
of “musclesoft” and the rest
of the budget brigade.

Yours etc
Bill Poel

Paperback Software
Brentwood
Essex

— A new verb is shining in the
Sfirmament: to poel. It means to
get hold of the wrong end of the
stick, embarrassingly so. For the
esteemed William appears to be
the only figure who believes
“clonesoft” to mean packages
which clone high-priced soft-
ware. The world and its Am-
strad-buying auntie has been us-
ing the term to mean cheap soft-
ware for clone machines for
many a good month.

Sull, it fills up a few column
inches with marginally interest-

ing prose . . .
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SOR point

To all Software Distribu-
tors:

Would you also like my
account of approx £15,000 per
annum? Price — SOR.

That’s £30,000 worth of
business offered in just two
weeks (ref Hagar Electronics
letter CTW issue 191).

Let’s look at the problems
from the distributors point of
view.

Problem 1. Retailers over
ordering, giving distributors
larger returns handling costs.

Solution 1. Limit returns
to X per cent of monthly
order value.

Problem 2. Accounting
problems arising from distri-
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 WELCOME TO
EDDIE EDWARDS
SUPER SKI!

butors not knowing what
their true sales are.

Solution 2. Operate a stan-
dard invoice/credit note proc-
edure, with true sales becom-
ing apparent and predictable
within a few months. After all
distributors all get SOR from
the software houses.

Advantages 1. Retailers
have less dead stock, meaning
capital is released to buy more
recent titles, keeping both re-
tailers and their customers
happy.

Advantages 2. Retailers
will be more willing to accept
the word of ‘telesales Sally’
about the Megablaster game
from Unheard of Software
Ltd. This will give new soft-
ware firms with quality pro-
duct a chance to get a foothold
in the market. These new
companies may also be willing
to give the wholesalers a high-
er margin than they get from
the larger established houses.

The first wholesaler to put
the right deal together, and
stick an ad in CTW announc-
ing the fact, may just make a
killing!!

Yours hopefully

Brian Beattie

Nebulae Computer Supplies
Carrickfergus

Co Antrim

A creep
writes . . .

U nlike your previous
correspondent (Viva

Freebies, CTW May 30th), I
really don’t mind sounding
creepy at all — he did, anyway.
Having just returned from
eight wholly amazing days
and nights in Singapore and
Bangkok, I would appreciate
the use of your pages to shout
a resounding thank you to
both ZCL and Commodore.

The tour organisation was
excellent, the hotel accomoda-
tion superb, the itinerary
nicely balanced, and ZCL’s
and CBM’s staff helpful and
understanding.

Like the Mexico trip, there
was no effort to disguise this
as anything other than a well-
deserved reward for a fair
amount of hard sales work: no
doubt the relationships that
were built on gallons of Thai
beer will bear further fruit for
all parties in the next twelve
months.

The retailer is all too often
seen as the poor partner in the
selling business, and it was
refreshing to be treated re-
spectfully (some of the time)
and entertainingly (the rest of
the time) by two of the so-
called big-shots of the in-
dustry.

Naturally both ZCL and
Commodore have been able to
extract extra sales and pre-
sumably PR from this exer-
cise, but for my part, I have
also managed extra sales, ex-
tra profit, and had a hell of a
good holiday thrown in as
well.

So, thanks again and I sup-
pose I am looking forward to
the Amstrad weekend for 700
at Skegness . . .

Another shy retiring retailer
maintaining his anonymity to
preserve his credibility — be-
sides, I didn’t let the wife
know where I was going.

— Ah, there’s nothing so fine as
to receive someone else’s thank-
you letter. And if the other
manufacturers can see how well
behaved dealers can be, perhaps
they’ll also indulge in foreign-
junkets (that was fairly subtle,
wasn’t it Amstrad, Atari etc
etc?).
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Hart breaks

Continued from front page

while Commodore staff, there
appears to have been little
prospect of Hart ever joining
Atari. “I don’t think they
would ever have wanted me.
Just what would Tom Hart
ever have done there?

I’ve got a lot of respect for
Bob Gleadow and he has for
me, but I’d find it very diffi-
cult trying to persuade people
that the ST was better than
the Amiga when I know that
that’s not the case. Leaving
Commodore doesn’t mean
that you can lose your love of
a product like the Amiga.”

The move for Franklin to
take over sales appears to be a
logical step. Much of his for-
mer career with Rank Xerox
and then Granada was spent
as a salesman, and those
around him point to his par-
ticular personal aptitude for
this area.

Hart’s departure is wholly
unrelated to that of the more
junior David Hill (CTW June
27th). Coincidentally, two
other Commodore staff mem-
bers also announced their res-
ignations last week; neither is
understood to have held an
especially important position
in the overall scheme of
things.

The changes were
announced at the very end of
Commodore’s financial year
to June. Hart said that it
would be difficult to say if
there would be any possible
benefit to sales with Franklin
in charge, since that would
imply criticism of the current
incumbent, Jim Housego.

PC User

Continued from front page

“Our stand has been
crowded the whole time,”
offered Borland’s UK boss
Denis Moran. “I don’t care
what takes place outside and
what other people think.”

Star Micronics’ sales and
marketing manager Roger
Bayley also came out in sup-
port. “I think it was a good
decision to come. Why go into
the summer saying ‘we’re
going to have a drop’? In-
stead, we’re here doing some-

Olivetti has a controlling
interest in Acorn and believes
that someone from the
Strategy and Development
Division should oversee
Acorn’s operation. Thus, er-
stwhile chairman Bruno Sog-
giu’s recent move out of this
area has caused the change.

Acorn is insisting that Sog-
giu remains both a major fi-
gure within Olivetti and a

director at Acorn. Piol had
been his immediate boss at
Olivetti.

“Like Bruno he’ll spend a
reasonable amount of time
here but he’s not a full-time
executive,” explained Acorn’s
financial director Sam
Wauchope to CTW.

“I don’t think it’ll have a
major effect on how we’re
run. It’ll assist us in opening

New Olivetti man
takes Acorn helm

Acorn has appointed Olivetti’s executive
vice president for strategy and develop-
ment Elserino Piol as its new chairman.

certain channels in terms of
working with Olivetti to the
maximum benefit.

Wauchope expects Olivetti
to start using an increasing
amount of Acorn-developed
product for its own lines.

The first of these tie-ups
was announced recently when
Olivetti decided to add
Acorn’s new laser card to its
ETV range. The initial order
was worth around £500,000.

Soggiu was chairman at

PIOL: New man at Acorn
Acorn for 18 months. In that
time it posted 1987 losses of
£3.3 million.

Wauchope, however, re-
futed suggestions that it had
not been a successful reign.

“It was a mixed time but we
achieved a lot. One or two
things happened which we
didn’t want to happen but it
certainly wasn’t a black
period.”

[FAR AWAY IN A LAND
WHERE TIME STOOD STILL ...

... A SUDDEN ROCK-FALL

THREATENS TO KILL OUR HERO S8

g

“All the thrills of lost

worlds and lands that time
forgot in a true computer
movie!” YOUR SINCLAIR.

thing about it.”

Mindscape

Continued from front page
Gremlin (Gary Lineker’s Su-
perstar Soccer) and Databyte
(Superstar Ice Hockey).

More substantially the firm
had a publishing agreement
with Mirrorsoft which in-
volved all its 16-bit games.
That runs out this month.
Cinemaware products used to
be marketed in the UK via
Mindscape and through Mir-
rorsoft.

This spring CTW asked
Mindscape boss Roger Buoy
whether or not he would be
setting up here: “Eventually
one has to set up in the UK,”
he said. “We’re all playing in
a global market.”

Disk drought

Continued from front page

25 per cent. It is not though,
wholly unknown for distribu-
tors and manufacturers to
ramp up shortage fever in the
market.

Meantime another disk
supplier has warned of shor-
tages. DiskXpress director
Greg Kyriacou told CTW:
“It’s a matter of limited
capacity and manufacturers
are building that up and mak-
ing heavy investments. It’s a
growing medium.”

“This is one of the most
absorbing games ever —
it's a classic. ‘Where Time
7/ Stood Still’ is an ingenious
concept perfectly executed. Don't just
stand there — go out and buy!” CRASH.

o SPECTRUM 128
CASS £1.95 DISK £54.95

ATARI ST
£19.95




