
A
accounting reference date, 172–173
accounting systems, 287–291
accounts payable

collecting, 293
interest rate, setting, 290
paying suppliers, 296–297

Acme Wheel Project sample questionnaire, 26–27
Acrobat format, manuals in, 142
acronyms

brands, 192
not memorable, 201
in writing, 145–146

ActiveX. See Componentware
address, Web, 333
administrative duties, directorial, 171
administrator, corporate, 163, 172
adverse news

doomsday scenario, 45–46
economic downtimes, 291–293
reacting to, 83

advertising
agencies, finding, 203
common sense, 204
exhibitions, 211
inexpensive alternatives, 205–211
media, choosing, 205
pricing, 180
software release, 152
versatility, 204–205

advice, 58
advisors

company, setting up, 166
marketing, 198–199
recruiting agencies, 107

adware, 217
ageism, 78
agency, advertising, 203
AGM (annual general meeting), 172, 174
agreement with brief statement, 18
AIDA (Attention, Interest, Desire, Action), 204
alphabetical documentation, 144
alternative selling methods

adware, 217
competitions, 218
free software, 217–218
shareware, 216–217
third-party certification, 217
upgrade ware, 217

Angels, Business, 62
angry customers, 279
animations, Web page, 335
annual general meeting (AGM), 172, 174
annual returns, 173
Apple, 301
Apricot computer company, 193
architect, systems, 77
Ariane 5 rocket, 131
Arm & Hammer, 215
ARPANET project, 5
Articles of Association, 163
Articles of Incorporation, 163, 164
associated products, 181
association, memoranda of, 164
at ease, putting people at, 108
AT&T, 195, 196
Attention, Interest, Desire, Action (AIDA), 204
attitude

managers toward employees, 56
negative, 42–43

attractiveness, improving, 4–5
audience

UDP, 38
vocabulary, choosing, 49
Web search engines, 322

audit, 163
Australia, cost to set up company in, 165
Austria, cost to set up company in, 165, 167
automobile industry standardization, 95–96

B
backup code development, 87
Bain, Alexander (fax machine inventor), 194
bands, pricing, 182
Bang Metric, 128
banks

accounts, opening, 286–287
advertising media, 205
loans and mortgages, obtaining, 60–61

Barnes, John (Meto International marketing manager),
112

Bates, Ted (sales theorist), 200
Belgium, cost to set up company in, 165
beliefs, in questionnaire, 16
Belin, Edouard (Belinograph inventor), 194
Bell, Alexander Graham (telephone inventor), 195
below the line advertising, 205

Index
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benefits
company, using for software sales, 160
value conferred on user, price and, 179–180

beta testing
consumer trials, 135
procedure, 133
support, launching, 277

big companies
handling sales leads from, 260
payment methods, 290
profit in sales to, 257–258
selling to, 247–249
software licenses, listing, 235–236

billing practices
credit and, 289–290
economic downtimes, heading off, 293

Bird’s Eye, 202, 302
birth, product life cycle, 219
blame, avoiding, 158
body copy or meta text, 334
Boehm, Barry (COCOMO creator), 128
bonuses, 77
borrowed code development, 82
Bosack, Len (Cisco Systems founder), 60
Bourse stock exchange, 160
brain, left and right sides of, 1
brainstorming, 86–87
branding, 191–192
British Aerospace inspection technique, 134–135
buddy coding, 134
budget, projects going over, 80–81
bugs

classifying, 119–120, 130–132
costs, 118
fixing, 154
legal obligations and, 137
measuring, 128–129
minimizing, 132–133
MTBF, 122
prevalence of, 117
quality, importance of, 119
regular builds, 87
release version, finalizing, 137
testing for, 133–136

builds, software
daily, 132
demonstration, 88
regular, 87

built-in Help system, software
customer support, 273
described, 143–144
importance, 140

bulk/original equipment manufacturer 
(OEM) licensing deals, 181, 235, 249

bulletin boards, 222
Business Angels, 62
business broker, 315
business loans, 61
business manager, 44
business plan

bank loans, securing, 61
changing trends, 66
described, 64
do-it-yourself, 69
elevator pitch, 68
executive summary, 67–68
in-kind help, 68–69
IPO, 68
management team, 65
opportunity, 65
reward and risk, 66
structure, 67
VC and, 63–64, 68

business, setting up
benefits of using for software sales, 160
corporate responsibilities, 171–174
costs, 164–166
history of, 159–160
limited liability companies, 162
officers, 169–170
partnerships, 162
private individual, trading as, 161–162
professional advisors, 166
registration, 169
reporting requirements, 161
share capital, 167–169
shares and shareholdings, 170–171
vocabulary, 163–164
who can form, 167

buyers, potential
approaching, 314–315
business plan, consulting, 9–10, 32–33

buzzword, 201

C
call centers, 51
canceled projects, 46–47
candidate, prompting, 108–109
capital, share

dividends, 163
employee options, 54
outside financing, 167–171

Carnegie, Andrew (industrialist), 57–58
Caselli, Giovanni (Pantelegraph inventor), 194
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cash flow
forecast, 294–296
sales cycle and, 244
shortages, 285–286

CBBS (Computer Bulletin Board System), 222
cells, 52
CEO Engineering, 77
CERN, 323
chain stores

distribution, 226
hardware margin, 233

change, development, 79–80
changing trends, 66
China, cost to set up company in, 165
Christensen, Ward (bulletin board system inventor),

222
chronological countdown, software release, 151–153
Cisco, 60, 300, 308
Clark, Ralph (Secrets of Software Quality), 117
classifying bugs, 119–120, 130–132
client. See commissioned projects
closing sales, 25
club work environment, 52
Coca-Cola

advertising focus, 205
brand value, 191
turnaround, 193, 196

COCOMO (COnstructive COst MOdel), 128
code

Ariane 5 explosion, 131
ideal versus perfect, 36
reusability, 125
technocrats, 44
writer’s block, 82

code, prebuilt sections. See Componentware
coding

comments, 145
experience, 103–104
ideal versus perfect, 36
in isolation, 33
strategy, 104–105
team building, 105–111

cold calls, 255–256
COM. See Componentware
comments, programming, 145
commissioned projects

client problems, 88–89
data prototyping, 89–90
ditching dud code, 91–92
formula checking, 90
learning curve, estimating, 90
overstretching, avoiding, 92
time, 91
commissions, sales, 253

common sense advertising, 204
communication

bugs, minimizing, 132–133
importance, 49
marketing, 202–203
meetings, 50
news, circulating, 50–51
planning and delegating work, 112
remote workers, 114
software release, 152–153

company ethos, 48–49
company name, marketing, 190, 193
company secretary, 172
company, setting up

benefits of using for software sales, 160
corporate responsibilities, 171–174
costs, 164–166
history of, 159–160
limited liability companies, 162
officers, 169–170
partnerships, 162
private individual, trading as, 161–162
professional advisors, 166
registration, 169
reporting requirements, 161
share capital, 167–169
shares and shareholdings, 170–171
vocabulary, 163–164
who can form, 167

comparative questions, 17
competency, judging programmers’, 75–76
competition

awareness, interpreting results, 23–24
questionnaire, 15
sources, 310–311
spy, spotting, 314

competitions, 218
compliance, statutory declaration of, 169
components, dividing projects into, 132
Componentware

described, 96–97
multi-platform development, 101
programmers’ reaction to, 97–98
sources, 99–100
standardization, history of, 95–96
targets for, 98–99
upgrading and maintaining, 100–101

Computer Bulletin Board System (CBBS), 222
computer equipment, 110–111
concept

attractiveness, improving, 4–5
consulting others, 6, 10–11

Continued
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concept (continued)
criticism of, 9
defining, 4
developing, 2–4
errors, 7
experience, checking against, 5–6
feasibility, 20
genesis of, 1–2
success rate, 29–30

Conran, Terrance (furniture designer), 247
COnstructive COst MOdel (COCOMO), 128
consulting others

business broker, 315
idea, 6, 10–11

consumer trials, 135
contact methods

personal interviews, 20–21
prospects, list of, 21–22
respondent, qualifying, 19
Web site sales, 265

contacts
approaching, 314–315
buying or growing, 258–259
buying versus growing, 258–259
estimating from market research, 24–25
large firm, handling, 260
list of, 21–22
managing, 249, 256
prioritizing, 261
researcher, independent, 253

contingency plan, 66, 81
contract, business merger, 319
contractors, 76, 77
contracts, 79
copyright statement, Web site, 265–266
Corel WordPerfect, 283
corporate administrator, 163, 172
corporate responsibilities

AGM, 174
annual returns, 173
corporate administrator/company secretary, 172
directorial, 171–172, 174
health and safety, 174
insolvency, 174
record of accounts, 172–173

corporate stability, 55
correctness factor, 121
cosmetic enhancements, 154
costs

bank account, 287
bugs, 117–118
company, setting up, 164–166
Componentware, 97

customer support, 276–277, 281–282
development, real, 176–177
educating market, 203
first mover advantage, 5
market research, 13
selling, 243–245, 257

counterfeiting, 238–239
crawler pages, 332
creative subconscious, 1–2
credibility, product, 207
credit cards

accepting, 288–289
credit control, 291
financing business through personal, 60
fraud, 289
large firms, purchases by, 290
returns, 270
third-party online processors, 289

critical mass pricing, 184
criticism, 9
CRM (Customer Relationship Management), 247, 250,

256
cross development, 101
CTO/Technologist, 76–77
“The customer is always right” aphorism, 246
customer support

benefits, 282–283
beta testing, 277
built-in Help section, 273
charging, 281–282
costs, 276–277
described, 271
e-mail, 274
feedback, 283–284
free software, 217
measuring, 280–281
needs, understanding, 272
newsgroups, 274–275
none, 273
perfection, cost of, 272
post-sales distribution, 235
programmers, involving, 280
revenue from, 181
scheduling, 276
site visits, 275–276
staff, 277–280
telephone and video telephone, 275
Web sites, 275

customers
electronic orders, processing, 269–270
piracy, discouraging, 253
pre-sold, directing away from salespeople, 260
relationship with company, 250
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returns, 270
selling, 247
thinking, 245–246
training salespeople, 263

cycle, product life, 219
cycle, sales

costs, 243–244, 257
plan, 33–34

D
daily build, 132
data prototyping, 89–90
data, selling, 250
dates, strategic planning, 155
day of week, software release, 155–156
day-to-day informal bug inspection, 134
DDT (dynamic debugging tool), 201
De Marco, Tom (Bang Metric creator), 128
deal, business sale, 320
dealers

direct sales, 239
distribution, 225
hardware margin, 233

decline, product life cycle, 219
decorating work areas, 51
delays, Web site sales, 270
delivery procedures, 234
Dell Computer, 290
Dell, Michael (Dell computer founder), 201
Deming, W. Edwards (quality control guru), 124
demonstration builds, 88
Denmark, cost to set up company in, 165
dens, 52
density, 130
design

document, 147–148
Web site, 325–327

development
adverse news, reacting to, 83
backup code, 87
borrowed code, 82
brainstorming, 86–87
builds, regular, 87
capital, 63
change, negotiating, 79–80
commissioned projects, 88–92
costs, 176–177
demonstration builds, 88
described, 71
disruptions, blocking, 81
end, judging, 93
entropy, containing, 87
hand holding, 82

ideal versus perfect, 36
inspection process, 85–86
monitoring progress, 85
pacing yourselves, 84–85
people, 72–78
plan, 35–36
process, 78–79
project plan checklist, 93
risk management, 80
schedule, following, 83–84
specifications, 33
stalling writers, 82
time-money quantum, 80–81
weekly meetings, 86
whistle blowing, 83

development manager, 76, 77
direct competition, 24, 178–179
direct questions, 17
direct sales

method, 227–228
salespeople, 226

directors, 164
directors, responsibilities of, 171–172, 174
discriminate bug density, 130–131
discrimination, 254
disks, 156
disruptions, programmers’, 81
distribution/distributors

dealers, 225
described, 221–222
direct sales, 226–229
end user, 225
hardware margin, 233
international, 225, 228–229
managing, 237–239
margins, 232–233
multi-level marketing, 226–227, 229–230
procedures, 234–237
producers, 223
regional sales offices, 226
responsibilities, 233–234
retail chains, large, 226
selecting, 231–232
terms, 233
third-party resellers, 230–231
three-tier, 228
two-tier, 228
Web-based, 224
wholesalers, 223–224

ditching dud code, 91–92
dividends, 163
DLL (Dynamic Link Libraries), 96, 155
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documentation
alphabetical approach, 144
coverage, 145
described, 139–141
foreign markets, 236
function approach, 144
Help systems, 143–144, 273
installation directions, 141–142
manuals, 142
online, 142
printed, 142
programming comments, 145
task-oriented approach, 144
writing tips, 145–148

documentor, 44
do-it-yourself

business plan, 69
market research, pros and cons of, 13–14

doomsday scenario, 45–46
dormancy, 164
due diligence, 317–318
duplication, local distribution, 235–236
duty, stamp, 167
Dymo Corporation, 207, 229, 254
dynamic debugging tool (DDT), 201
Dynamic Link Libraries (DLL), 96, 155
dynamic Web page, 327

E
early expansion capital, 63
economic downtimes, 291–293
Edison, Thomas (inventor), 2
educating market

about software, 199–200
slow starts and, 192–195

educating salespeople
advantages of, 254
cold calling, 255–256
contacts, buying or growing, 258–259
customer dynamic, 263
customer relationships, 263
large firms, evaluating leads from, 260
leads, managing with CRM software, 256
monitoring sales, 261
order takers, 259–260
presentations, 258
prioritizing prospects, 261
resistance, overcoming, 255
site visits, 256–258
teams, selling through others’, 261–262

educating workers
information, assimilating, 146
support staff, 278–280
team building, 111

efficiency factor, 122
Eidos, 123
electronic orders, processing, 269–270
elevator pitch, 68
e-mail

contact details, 265
customer support, 274
electronic orders, verifying, 269–270
mass, drawbacks of, 211
surveys, 21
viral selling, 248

employees
choosing, 105
customer support, 277–280
development, 72–78
enthusiastic, 48
equipping, 110–111
growth, 302–303
interviewing, 107–109
jobs, 43
motivating, 109
new, introducing, 90–91
non-monetary rewards, 54
pay structures, 109–110
project development team flowchart, 41–42
quality, importance of gathering, 47–48
recruiting, 106–107
relationships, 53
relocating, 305–306
salespeople, 251–252, 254, 261–262
size, 78
software release, 151, 153
support staff, 276, 277
training, 111, 261–262
turnovers, minimizing, 115–116

end of development, judging, 93
end user, 11, 225, 233
engineer, systems, 77
enhancement rollout examples, 216
enthusiasm, 48
entropy, developers’, 87
equipment

bug testing, 134
staff, accommodating, 45
team building, 110–111

equity, cash for, 61–64
errors, software

classifying, 119–120, 130–132
costs, 118
fixing, 154
legal obligations and, 137
measuring, 128–129
minimizing, 132–133
MTBF, 122
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prevalence of, 117
quality, importance of, 119
regular builds, 87
release version, finalizing, 137
testing for, 133–136

escalating problems, 279–280
Esselte, 207
ethics, 12
European Space Agency Ariane 5 explosion, 131
evaluation software for journalists, 213–214
executive summary, 67–68
exhibitions, 211
experience

documentation, writing, 140–141
idea, checking against, 5–6
market research, 13
programming, 103–104

exports, 236

F
facilitators, 224
failures, 203
family, personal loans from, 59–60
FAST software enforcement organization, 238–239
fax machine, 194
fear, uncertainty, and doubt (FUD), 157
feasibility, 20
feature logging, 136
Feature Points, 128
feedback

customer support, 283–284
UDP, 38

finalizing release version, 137
financial duties, directorial, 171
financial records, 163, 172–173
financing

bank loans and mortgages, 60–61
corporate stability, 55
credit cards, 60
growth, 308
personal loans, 59–60
VC, 62–64

finding product, 23
firing employees

gossipers, 112
redundant, 113–114
severance, 112–113

firmware, 36
first impression, 107–108
first mover advantage

marketing, 202
premium, charging, 5
flexibility factor, 123

follow-up opportunities, 242
foreign markets

distribution, 225, 228–229
growth, 307–308
hardware margin, 233
readying software for, 236

formatting
documents, 147–148
Web site, 325–327

formulas, checking, 90
framed Web pages, 325–327, 332
France, cost to set up company in, 165
Franklin, Benjamin (American philosopher), 194
fraud, credit card, 289
free software, 217–218
freelance consultants

marketing, 198
programming, 76, 77

friend, personal loans from, 59–60
Fropax frozen foods, 202
FUD (fear, uncertainty, and doubt), 157
function documentation, 144
Function Point Analysis, 127
functional characteristics, 126–128

G
Gantt chart, 43, 46, 85
Gantt, Henry (creator of Gantt chart), 46
Ganz, Claude (Dymo salesman), 229
Garside, Philip (The Secrets to Getting a Job), 107
Gates, Bill (Microsoft founder), 4, 5
gender discrimination, 254
Germany, cost to set up company in, 165
global

distribution, 225, 228–229
foreign market, readying software for, 236
growth, 307–308
hardware margin, 233

goal, 300–301
Goodyear, Charles (tire company founder), 3
Google, 323
gossip, 112
governing law, 266
graphics

documents, 148
Web page, 335

Gray, Elisha (Telautograph inventor), 194
groups

consumer trials, selecting, 135
UDP, 38
growth

Continued 
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groups (continued)
bug, 130
financing, 308
international expansion, 307–308
learning, 301–302
management, 303–305
marketing, 306–307
next goal, 300–301
people and, 302–303
product life cycle, 219
relocating, 305–306
success and, 299–300

H
handholding development, 82
hardware margins, 233
Harris, David (Pegasus e-mail software creator), 184
Harvard Business School, 303
Harvard University computer bug, 118
headhunters, 106–107
heads of agreement, 315–316
health and safety regulations, 174
hearing impaired, search engines and, 335–336
help, in-kind, 68–69
Help system, software

customer support, 273
described, 143–144
importance, 140

Hi-Tech Start Up (Nesheim), 64
hives, 51
hoax, 314
Hobson Bates advertising agency, 200
Hoch, Detlev (Secrets to Software Success), 87
home button, Web site, 265
honesty, 285–286
Hopper, Commodore Grace (computer pioneer), 118
Houston attorneys, research on, 177
HTML (HyperText Markup Language)

described, 323
header, meta name keywords, 330–331
titles, 331

human character, 43–44
human resource manager, 302
human spirit, freeing, 55–56

I
IBM

bugs, research on, 117
Microsoft and, 4, 196
strategy, 304

idea
attractiveness, improving, 4–5
consulting others, 6, 10–11

criticism of, 9
defining, 4
developing, 2–4
errors, 7
experience, checking against, 5–6
feasibility, 20
genesis of, 1–2
success rate, 29–30

images
documents, 148
Web page, 335

impasse, sales, 248–249
incandescent light bulb, 2
incorporation, 164
index, Web site, 330
India, cost to set up company in, 165
indirect selling costs, 245
industry standard, creating, 201
inexpensive advertising

credibility, product, 207
newsgroups, 209–210
personal letters, 210–211
PowerPoint presentations, 209
press releases, 207–209
sales leaflets, 206–207
spec sheets, 206
Web site promotion, 210

informal testing, 134
Information Technology (IT) and marketing

philosophies, differing, 185–186
informative advertising, 204–205
Initial Placement/Public Offering (IPO), 68
Inktomi, 323
INSEAD, 303
insolvency, 55, 174
inspection process

development, 85–86
planning and delegating work, 112

installation directions, 141–142
installer, 44
intangibles, positioning, 215
integrity factor, 122
Intel, 300
interaction, work environment and, 52
interest, credit card, 60
interest rate, overdue accounts, 290
interim software updates, 154
intermediaries, takeover offers, 313
interminable sentences, 146
internal bug testing, 134
international

distribution, 225, 228–229
foreign market, readying software for, 236
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growth, 307–308
hardware margin, 233

International Organization for Standardization (ISO)
9001 requirements, 124

Internet
bulletin boards, 222
code downloading, 82
credit cards, accepting, 288, 289
documentation, 142
genesis of, 5
job site, 107
sales cycle, establishing, 244
viral selling, 248

Internet newsgroups
abusive messages, 279
coding blocks, resolving, 82
customer support, 274–275
marketing, 209–210

interoperability factor, 125
interpreting results

closing sales, 25
competition, awareness of, 23–24
features, 22–23
finding product, 23
sales prospects, estimating, 24–25

interviews
market research, 20–21
prospective employees, 107–109

introducing new staff, 90–91
invoicing

credit and, 289–290
economic downtimes, heading off, 293

IPO (Initial Placement/Public Offering), 68
ISO (International Organization for Standardization)

9001 requirements, 124
IT (Information Technology) and marketing

philosophies, differing, 185–186
Italy, cost to set up company in, 165

J
Japan

automobile standardization, 96
company setup cost, 165
quality movement, 124

Java. See Componentware
job ads, 107
jobs

doomsday scenario, 45–46
equipment and space, 45
functions, basic, 40–41
human character, 43–44
killjoys, 42–43
low turnovers, 115–116

project development team flowchart, 41–42
steering committee, 41
time and money, 45

Jones, Capers (Feature Points creator), 128
jurisdiction

local, 164
state, 266

K
Kaplan, Craig (Secrets of Software Quality), 117
key sales, 198
key, security, 268
keywords, attracting search engines, 327–330
killjoys, 42–43
knowing yourself, 115
Kodak, 196
Korn, Dr. Arthur (telephotography inventor), 194

L
Land Rover, 214
languages

double-checking names in other, 193
expansion abroad, 307

large firms
handling sales leads from, 260
payment methods, 290
profit in sales to, 257–258
selling to, 247–249
software licenses, listing, 235–236

large projects, dividing into components, 132
late accounts

collecting, 293
interest rate, setting, 290
paying suppliers, 296–297

Latex, 3
launch, software

chronological countdown, 151–153
controller, 44
criteria, 136
dates, strategic planning, 155
day, choosing, 155–156
described, 149–151
disks, 156
interim updates, 154
master, 157
minor (bug fixes and cosmetic enhancements), 154
multiple concurrent, 218
new products, 153
new versions, 154
problems, 157–158
stopping process, 157
Web site uploads, 156

launch strategy, 196–198
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leading, type, 147–148
leads, sales

approaching, 314–315
buying or growing, 258–259
buying versus growing, 258–259
estimating from market research, 24–25
large firm, handling, 260
list of, 21–22
managing, 249, 256
prioritizing, 261
researcher, independent, 253

learning
curve, estimating, 90
growth, 301–302
before selling product, 249

Lee, Sir Tim Berners (HTML creator), 323
left side of brain, 1
legal issues

accounting systems, 287–291
bank accounts, 286–287
bugs, 137
businesses, setting up, 166
company form, choosing, 167
defined, 164
distribution disputes, 237–238
documentation, 139
due diligence, 317–318
honesty, 285–286
off-site workers, 115
recording telephone support, 275
selling company, 320
severance, 113
Web site statements, 265–266

length, bug, 130
Lerner, Sandy (Cisco Systems founder), 60
letters, personal, 210–211
liability

company form, choosing, 167
defined, 164
off-site workers, 115

libraries, code, 96, 155
licensed software, 110–111
licensing deals, OEM (bulk/original equipment

manufacturer), 181, 235, 249
limited liability companies, 162
links, Web site, 332–333
Liquid Paper, 193
loans

bank, 61
mortgages, 60–61
personal, 59–60

local distribution duplication, 235–236
local jurisdiction, 164

log, bug, 136
logistics, software release, 151
London stock exchange, 160
long-term sales relationship, 242
loss, sales costs and, 257
Lotus Notes, 184, 198
low turnovers, 115–116
low-cost advertising

credibility, product, 207
newsgroups, 209–210
personal letters, 210–211
PowerPoint presentations, 209
press releases, 207–209
sales leaflets, 206–207
spec sheets, 206
Web site promotion, 210

M
Mac, 301
magazine reviews

obtaining, 207–208, 212
software, distributing copies, 236

mail surveys, 21
maintaining

Componentware, 100–101
software, 123

Major, John (former U.K. prime minister), 23
management

attitude toward staff, 56
bank, 61
canceled projects, 46
experience, 104
failure, addressing, 92
growth, 303–305
natural managers, 53
project, 43
self, 104
team in business plan, 65

manager, bank, 287
manuals and help systems, 142–143
margins, distribution, 223, 232–233
Mark II method, 127–128
market

able and willing to pay, 178
direct competition, 178–179
public relations, 214–215
share, pricing, 184–185
similar products, price of, 179
size, pricing and, 177–178

market research
contact methods, 19–22
described, 10
developing questionnaire, 14–18
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do-it-yourself, pros and cons of, 13–14
ethics, 12
pre-testing questionnaire, 18–19
results, interpreting, 22–25
sample questionnaire, 25–28
sample size, 11–12
summary, 25
support services, 284

marketeers, marketers versus, 175
marketing

advisor, finding, 198–199
branding, 191–192
communicating with public, 202–203
company name, 190, 193
described, 187–189
educating market, slow starts and, 192–195
essentials, 219
experience, learning from, 218
first mover advantage, 202
growth, 306–307
ideas, seeking, 33
key sales, 198
launch strategy, 196–198
maturing businesses, 306–307
new buzzword or phrase, 201
plan, writing, 189–190
product, understanding, 195
simplicity, 199–200
software release steps, 150
uniqueness, 200–201
in U.S., 197
value and possibilities, 196

master software release, 157
maturity, product life cycle, 219
McCall, James (SQF creator), 121
McDonald, Maurice and Richard (McDonalds

creators), 3–4
Mean Time Between Failures (MTBF), 122
measuring

bugs, 128–129
customer support, 280–281
quality, 120–126

media, advertising, 205
meetings

AGM, 174
opinion and feedback, gathering, 38
regular, importance of, 50
remote workers, 114
weekly, 86

Melluish, Reg (Dymo Corporation CEO), 254
memoranda of association, 164
memory needs, 110

menu, organizing, 200
merchant service providers, 288
mergers

cautionary tale, 309–310
intermediaries, 313
negotiations, starting, 312
Trojan horse, spotting, 314

meta name
company, author, or software, 334
search engines, attracting, 330–331

Microsoft
ideas, generating, 4, 5
name, genesis of, 190
slow start, 193
strategy, 196, 300
turnover rate, 115
XP launch cost, 203

Microsoft Word, 283
minimizing bugs, 132–133
minor software release, 154
misleading answers, 23
Mission Statements, 48
money

bank loans and mortgages, 60–61
business loans, 61
credit cards, 60
equity, cash for, 61–64
personal loans, 59–60
worries, 58–59

monitoring
development progress, 85
salespeople, training, 261
search engines, attracting, 336

monopoly, 185
month-by-month breakdowns, profit, 65
motivating staff, 109
MTBF (Mean Time Between Failures), 122
multi-level marketing distribution, 226–227, 229–230
multi-platform development, 101
multiple sales hardware margin, 233

N
navigation, Web site, 264
NDAs (Non Disclosure Agreements), 135
needs, customer, 272
negative working capital, 289–290
negotiations, takeover, 312
Nesheim, John (Hi-Tech Start Up), 64
Nestlé brand, 191
Netherlands

cost to set up company in, 165
recycling old companies, 168
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new buzzword or phrase, 201
new software product release, 153
new staff, introducing, 90–91
new version software release, 154
New York Stock Exchange (NYSE), 160
New Zealand, cost to set up company in, 165
news, bad

doomsday scenario, 45–46
economic downtimes, 291–293
reacting to, 83

news, circulating, 50–51
newsgroups

abusive messages, 279
coding blocks, resolving, 82
customer support, 274–275
marketing, 209–210

Non Disclosure Agreements (NDAs), 135
non-comparative questions, 17–18
non-monetary rewards, 54
non-responses, 23
NYSE (New York Stock Exchange), 160

O
objective bug inspection, 134–135
objectivity, market research, 13
OEM (bulk/original equipment manufacturer) licensing

deals, 181, 235, 249
office information, 15
office politics, 112
officers, company, 169–170
Ogilvy, David (Ogilvy & Mather Advertising Agency

founder), 22, 204
online. See Internet; Web site; Web site sales
on-site visits

customer support, 275–276
training salespeople, 256–258

open questions, 16–17, 22
opening remarks, interviewing, 108
operating systems

multi-platform development, 101
portability, 123–124

opportunity, business plan, 65
order takers, 259–260
original equipment manufacturer (OEM) licensing

deals, 181, 235, 249
outside services

online credit card facilities, 289
resellers, 230–231
sales, 261–262
selling certification, 217
support, 277–278

overall manufacturing, 201
overdue accounts

collecting, 293
interest rate, setting, 290
paying suppliers, 296–297

overstretching, avoiding, 92
overwork, 115

P
pacing development, 84–85
paper size, international, 236
partnerships, 162
past-due accounts

collecting, 293
interest rate, setting, 290
paying suppliers, 296–297

pay structure, 109–110, 253
PDF (Portable Document Format) manuals, 142
Pegasus e-mail software revenue technique, 184
Pepsi, 205
perfection, cost of, 272
personal letters, 210–211
personal loans, 59–60
personal matters in questionnaire, 16
personnel

choosing, 105
customer support, 277–280
development, 72–78
enthusiastic, 48
equipping, 110–111
growth, 302–303
interviewing, 107–109
jobs, 43
motivating, 109
new, introducing, 90–91
non-monetary rewards, 54
pay structures, 109–110
project development team flowchart, 41–42
quality, importance of gathering, 47–48
recruiting, 106–107
relationships, 53
relocating, 305–306
salespeople, 251–252, 254, 261–262
size, 78
software release, 151, 153
support staff, 276, 277
training, 111, 261–262
turnovers, minimizing, 115–116

PERT (Program Evaluation Review Technique), 46
phone service, relocating, 305
phone-based customer support

contact details, providing, 265
described, 275
number, providing for installation, 141
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phoning
cold calling sales prospects, 255
marketing research, 21

pictures
documents, 148
Web page, 335

piracy
clients, 253
software, 238–239

plan, business
bank loans, securing, 61
changing trends, 66
described, 64
do-it-yourself, 69
elevator pitch, 68
executive summary, 67–68
in-kind help, 68–69
IPO, 68
management team, 65
opportunity, 65
reward and risk, 66
structure, 67
VC and, 63–64, 68

planning
attributes, necessary, 36
benefits, 31
checklist, 93
completing projects, 39–40
importance, 112
inspection and communication, 112
jobs, necessary, 40–46
knowing yourself, 115
marketing, 189–190
office politics, 112
PERT, 46
potential users, consulting, 32–33
pre-operative hindsight, 31–32
promotion, 115
redundancy, 113–114
remote workers, 114–115
sales cycle, judging, 33–34
severance, 112–113
staff turnover, minimizing, 115–116
strategy, 104–105
subdividing projects, 34–36
success and, 29–30
UDP, 36–39

politics, in questionnaire, 16
Pontin, Tony (Dymo Corporation CEO), 254
portability factor, 123–124
Portable Document Format (PDF) manuals, 142
Portugal, cost to set up company in, 165

positioning, market, 215–216
possibilities, marketing, 196
postponing software release, 158
PowerPoint presentations, 209
pre-operative hindsight, 31–32
presentations

development plan, 35
PowerPoint, 209
training salespeople, 258

press copies, software, 236
press releases, 207–209
pre-testing questionnaire, 18–19
pricing

advertising and PR, 180
associated products, 181
bands, 182
critical mass, 184
customer support, 281–282
gauging correct, 176–180
importance, 175
IT and marketing philosophies differing, 185–186
market research questionnaire, 14–15
market share and, 184–185
theory, 175–176
underselling, 183

principal strength, identifying, 214
print times, 152
printed documentation, 142, 273
prioritizing

meetings, 50
prospects, 261

privacy statements, Web site, 267
private company

limited by guarantee, 167
public, switching to, 170

private individual, trading as, 161–162
private limited company, 167
private unlimited company, 167
prizes, competition, 218
problems

doomsday scenario, 45–46
economic downtimes, 291–293
reacting to, 83
software release, 157–158
solutions, ideas generating, 3

problems, software
classifying, 119–120, 130–132
costs, 118
fixing, 154
legal obligations and, 137
measuring, 128–129
minimizing, 132–133

Continued
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problems, software (continued)
MTBF, 122
prevalence of, 117
quality, importance of, 119
regular builds, 87
release version, finalizing, 137
testing for, 133–136

procedures
bug testing, 133
distribution, 234–237

process, development, 78–79
producer, 223
product availability, 266
product endorsers, 184, 198, 207
product life cycle, 219
product manager, 44, 283
product, understanding, 195
production line, 201
profit

distribution, 221
price setting and, 180
selling cycle, 244, 257
VC target figure, 66

Program Evaluation Review Technique (PERT), 46
programmers

bugs, resolving before or after release, 117–118
canceled projects, 46
Componentware and, 97–98
customer support, 280
described, 44
disruptions, blocking, 81–83
dud code, handling, 91–92
hiring, 40, 43, 75–76
learning curve, 90
project manager, promoting temporarily to, 74
work environment, designing, 51–53

programming
comments, 145
experience, 103–104
ideal versus perfect, 36
in isolation, 33
strategy, 104–105
team building, 105–111

project
completing, 39–40
development team flowchart, 41–42
pieces, dividing into, 34–36
plan checklist, 93

project management, 43
project manager, 44, 76
promoting product. See also public relations

advisor, finding, 198–199
agencies, finding, 203

branding, 191–192
common sense, 204
communicating with public, 202–203
company name, 190, 193
delegating work, 115
described, 187–189
educating market, slow starts and, 192–195
essentials, 219
exhibitions, 211
experience, learning from, 218
first mover advantage, 202
growth, 306–307
ideas, seeking, 33
inexpensive alternatives, 205–211
key sales, 198
launch strategy, 196–198
maturing businesses, 306–307
media, choosing, 205
new buzzword or phrase, 201
plan, writing, 189–190
pricing, 180
product life cycle, 219
product, understanding, 195
sales alternatives, 216–218
simplicity, 199–200
software release, 150, 152
timing, 218
uniqueness, 200–201
in U.S., 197
value and possibilities, 196
versatility, 204–205

proposals, offering to write, 248–249
proposition, advertising, 200
prospects, list of

approaching, 314–315
buying or growing, 258–259
buying versus growing, 258–259
estimating from market research, 24–25
large firm, handling, 260
list of, 21–22
managing, 249, 256
prioritizing, 261
researcher, independent, 253

protocols, required, 11
public companies, 54, 170
public, distributing information to

bug log, 136
salaries, 110

public limited company, 167
public relations

described, 212–213
evaluation software for journalists, 213–214
key buyer, adoption of software by, 198
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market, selecting, 214–215
positioning, 215–216
pricing, 180
social events, 213
software release, 152
strengths, harnessing, 216

pull sales, 255
purchase orders, 290
push sales, 255
pyramid selling, 226–227, 229–230

Q
quality

approaching, 119
Componentware, 98
correctness, 121
efficiency, 122
flexibility, 123
functional characteristics, 126–128
importance of, 119
integrity, 122
interoperability, 125
legal obligations, 137
listed, 121
maintainability, 123
measuring, 125–126
movement, 124
people, hiring good, 47–48
portability, 123–124
quantifiers, 125
reliability, 122
reusability, 125
software release issues, 155–156
SQFs, listed, 121
testability, 123
usability, 122–123

quality controller, 44
quantity, users, 11
questionnaire

comparative questions, 17
competition, 15
direct questions, 17
Likert scale, 18
market research, 25–28
non-comparative questions, 17–18
office information, 15
open questions, 16–17
politics, beliefs, and personal matters, 16
pre-testing, 18–19
pricing, 14–15
sales potential, 15
sample, 25–28

R
RAM (random access memory), 110
readership, UDP, 38
record of accounts, 172–173
recording telephone support, 275
recruiting, 106–107
redundancy, 113–114
regional sales offices, 226
registered office, 164, 173
registration

body, informing, 173
company, setting up, 169

relationships
distributors and dealers, 232
personal loan affecting, 60
selling software, 242, 247

release criteria, 136
release, software

chronological countdown, 151–153
controller, 44
criteria, 136
dates, strategic planning, 155
day, choosing, 155–156
described, 149–151
disks, 156
interim updates, 154
master, 157
minor (bug fixes and cosmetic enhancements), 154
multiple concurrent, 218
new products, 153
new versions, 154
problems, 157–158
stopping process, 157
Web site uploads, 156

reliability factor, 122
relocating, 305–306
Remington Typewriter, 193
remote workers, 86, 114–115
repayment, bank loan, 61
replacement software sales cycle, 33–34
reporting requirements

company, setting up, 161
registration body, informing, 173

repositioning, 200–201
representative, takeover offers, 313
requirements, job, 108
research, market

contact methods, 19–22
described, 10
developing questionnaire, 14–18
do-it-yourself, pros and cons of, 13–14
ethics, 12

Continued
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research, market (continued)
pre-testing questionnaire, 18–19
results, interpreting, 22–25
sample questionnaire, 25–28
sample size, 11–12
summary, 25
support services, 284

resignation, director’s, 174
resistance, overcoming sales, 255
resources, Componentware, 99–100
respondent, qualifying, 19
responsibilities, corporate

AGM, 174
annual returns, 173
corporate administrator/company secretary, 172
directorial, 171–172, 174
health and safety, 174
insolvency, 174
record of accounts, 172–173

restocking fee, 234
retail chains

distribution, 226
hardware margin, 233

returns, 234–235, 270
reusability factor, 125
revenue streams, possible, 181
reviews, magazine

obtaining, 207–208, 212
software, distributing copies, 236

rewards
business plan analysis, 66
selling, 252–253

right side of brain, 1
risk, managing, 80
Roddenberry, Gene (Star Trek creator), 2
Rolls Royce, 247
RS Components, 269
rudeness, handling, 279
Russia, cost to set up company in, 165

S
Sage accountancy software, 284
salary, salespeople working on, 253
sales analysis, 250–251
sales cycle, judging

costs, 243–244, 257
plan, 33–34

sales distribution procedures, 236–237
sales leaflets, 206–207
salespeople

ideas, seeking, 33
managing, 249
PowerPoint presentations, 209

sample size
market research, 11–12
statistically valid, 21

scale, similarities of, 247–248
schedule

customer support, 276
development, following, 83–84
marketing plan, 189–190
programmers staying on job, 77

Scrabble, 193
screen placement, 200
screen size, 110
search engines, attracting

address, simplifying, 333
audience, knowing, 322
crawler pages, 332
described, 321–322
design options, 325–327
HTML, 323
images and animations, incorporating, 335
index site, 330
keywords, 327–330
links, 332–333
meta name keywords, 330–331
monitoring progress, 336
page title, 331
selecting, 323–324
submit site, 336
testimonials, 335
URLs, maintaining, 333–334
visually and audibly impaired, addressing, 335–336
Web site sales, 268

search, Web site, 267–268
Secrets of Software Quality (Kaplan, Clark, and Tang),

117
The Secrets to Getting a Job (Garside), 107
Secrets to Software Success (Hoch), 87
secure transactions, Web site sales, 268
security, backup code, 87
seed capital, 62
self-testing, 134
selling business

contract, 319
deal, 320
due diligence, 317–318
hassles, 316
heads of agreement, 315–316
maximizing value, 319
paperwork, preparing, 316–317
valuing firm, 318–319
VC, attracting, 66

selling software
advantages, presenting, 241–242
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costs, 243–245
customer relationships, 247
customer thinking and, 245–246
data, monitoring, 250
hiring salespeople, 251–252, 254
impasse, breaking, 248–249
long-term relationship, 242
piracy, discouraging, 253
potential, market research, 15
prospects, estimating from market research, 24–25
rewards, 252–253
sales analysis, 250–251
salespeople, managing, 249
scale, similarities of, 247–248
teams, 251
training, 254–263
viral marketing and, 248
on Web site, 264–270

sentences, 39
service availability, 266
setting up business

benefits of using for software sales, 160
corporate responsibilities, 171–174
costs, 164–166
history of, 159–160
limited liability companies, 162
officers, 169–170
partnerships, 162
private individual, trading as, 161–162
professional advisors, 166
registration, 169
reporting requirements, 161
share capital, 167–169
shares and shareholdings, 170–171
vocabulary, 163–164
who can form, 167

severance, 112–113
sexism, 254
share capital

dividends, 163
employee options, 54
outside financing, 167–171

shareholders, 164
shareware

as alternative sales method, 216–217
Web site uploads, preparing, 156

sharing, UDP (Unified Development Plan), 37
shipping delays, 270
shutting down, 45–46
similar products, price of, 179
simplicity, marketing, 199–200
Singapore, cost to set up company in, 165

site, online. See Web site; Web site sales
site visits

customer support, 275–276
training salespeople, 256–258

SKU (stock keeping unit) codes, 234
social events, 213
software incorporation, 238
Software Quality Factors. See SQF
software release

chronological countdown, 151–153
controller, 44
criteria, 136
dates, strategic planning, 155
day, choosing, 155–156
described, 149–151
disks, 156
interim updates, 154
master, 157
minor (bug fixes and cosmetic enhancements), 154
multiple concurrent, 218
new products, 153
new versions, 154
problems, 157–158
stopping process, 157
Web site uploads, 156

source code, 5
space

planning, 51–53
relocating, 305–306
remote workers, 114
staff, 45

spacing, type, 147–148
Spain, cost to set up company in, 165
spam, 211
spec (specification) sheets, 206
spelling, 148
spending money, 297
spy, corporate, 314
SQF (Software Quality Factors)

correctness, 121
efficiency, 122
flexibility, 123
integrity, 122
interoperability, 125
listed, 121
maintainability, 123
portability, 123–124
reliability, 122
reusability, 125
testability, 123
usability, 122–123
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square footage, office space, 52
Stacker disk compression software 

(Stac Software), 243
staff

choosing, 105
customer support, 277–280
development, 72–78
enthusiastic, 48
equipping, 110–111
growth, 302–303
interviewing, 107–109
jobs, 43
motivating, 109
new, introducing, 90–91
non-monetary rewards, 54
pay structures, 109–110
project development team flowchart, 41–42
quality, importance of gathering, 47–48
recruiting, 106–107
relationships, 53
relocating, 305–306
salespeople, 251–252, 254, 261–262
size, 78
software release, 151, 153
support staff, 276, 277
training, 111, 261–262
turnovers, minimizing, 115–116

stalling developers, 82
stamp duty, 167
standardization

described, 96–97
multi-platform development, 101
programmers’ reaction to, 97–98
sources, 99–100
standardization, history of, 95–96
targets for, 98–99
upgrading and maintaining, 100–101

start-up capital, 62
static Web page, 327
steering committee, 41
stock exchanges, 160
stock keeping unit (SKU) codes, 234
stopping software release process, 157
strategic vision, 300–301
strategy, programming, 104–105
street surveys, 20
strengths, harnessing, 216
stretch, 285
submit site to search engines, 336
success

cautionary tale, 309–312
rate, 29

sharing, 53–54
takeover offers, 312–314
what’s next, 299

sugging, 12
Sullivan, Louis Henri (skyscraper architect), 51
summary

executive, in business plan, 67–68
market research, 25

supervision, work environment and, 52
supplier

corporate stability, 55
large company, relationship with, 248–249
paying, 296–297

support, customer
benefits, 282–283
beta testing, 277
built-in Help section, 273
charging, 281–282
costs, 276–277
described, 271
e-mail, 274
feedback, 283–284
free software, 217
measuring, 280–281
needs, understanding, 272
newsgroups, 274–275
none, 273
perfection, cost of, 272
post-sales distribution, 235
programmers, involving, 280
revenue from, 181
scheduling, 276
site visits, 275–276
staff, 277–280
telephone and video telephone, 275
Web sites, 275

survey, market research
comparative questions, 17
competition, 15
direct questions, 17
Likert scale, 18
market research, 25–28
non-comparative questions, 17–18
office information, 15
open questions, 16–17
politics, beliefs, and personal matters, 16
pre-testing, 18–19
pricing, 14–15
sales potential, 15
sample, 25–28

Sweden, cost to set up company in, 166
Switzerland, cost to set up company in, 166, 167

25_597833 bindex.qxd  5/6/05  8:42 PM  Page 354



355Index ✦ S–T

Symons, Charles (Mark II method creator), 127
synthetic ideas, 1–2
systems engineer/architect/technologist, 77

T
takeover offers

cautionary tale, 309–310
intermediaries, 313
negotiations, starting, 312
Trojan horse, spotting, 314

Tang, Victor (Secrets of Software Quality), 117
targets, sales, 249
task-oriented documentation, 144
taxes, 163, 166, 167
teaching market

about software, 199–200
slow starts and, 192–195

team building
equipment, 110–111
interviewing, 107–109
motivating staff, 109
pay structures, 109–110
people, choosing, 105
recruiting, 106–107
salespeople, 251–252, 254, 261–262
size, 78
training, 111, 261–262
turnovers, minimizing, 115–116

tech support
benefits, 282–283
beta testing, 277
built-in Help section, 273
charging, 281–282
costs, 276–277
described, 271
e-mail, 274
feedback, 283–284
free software, 217
measuring, 280–281
needs, understanding, 272
newsgroups, 274–275
none, 273
perfection, cost of, 272
post-sales distribution, 235
programmers, involving, 280
revenue from, 181
scheduling, 276
site visits, 275–276
staff, 277–280
telephone and video telephone, 275
Web sites, 275

technical plan, 132
technicalities, in writing, 145–146

technologist, systems, 77
telephone customer support

contact details, providing, 265
described, 275
number, providing for installation, 141

telephone service, relocating, 305
telephoning

cold calling sales prospects, 255
marketing research, 21

terms and conditions, Web site, 266
terms, distribution, 233
terms of use, Web site, 267
test plan, 133
testability factor, 123
testimonials, 335
testing

for bugs, 133–136
cost of correcting bugs, 118

theft, 238–239
third-party services

online credit card facilities, 289
resellers, 230–231
selling certification, 217
support, 277–278

3D Feature Points, 128
three-tier distribution, 228
tight rope, 286
time and money

development, 80–81
jobs, 45

timing product promotion, 218
trade shows

exhibiting software, 211
surveys at, 20

trademarks, 266
training

information, assimilating, 146
support staff, 278–280
team building, 111

training salespeople
advantages of, 254
cold calling, 255–256
contacts, buying or growing, 258–259
customer dynamic, 263
customer relationships, 263
large firms, evaluating leads from, 260
leads, managing with CRM software, 256
monitoring sales, 261
order takers, 259–260
presentations, 258
prioritizing prospects, 261

Continued 
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training salespeople (continued)
resistance, overcoming, 255
site visits, 256–258
teams, selling through others’, 261–262

Trojan horse, spotting, 314
Tucci, Joe (Wang executive), 94
Tucows shareware site, 217
Tupperware, 226
turnaround finance VCs (venture capitalists), 63
two-tier distribution, 228
type size, 147

U
UDP (Unified Development Plan)

described, 36–37
groups, 38
opinions and feedback from committees, 38
readership, 38
writing, 39

U.K.
business organizations, 162
company, setting up, 166, 167
credit card liability, 289
fax, popularity in, 194
General Election results, 23
illegal software use, 238
Sage accountancy software, 284

unacceptable language or behavior, 279
underselling, 183
unframed pages, 325–326
Unified Development Plan. See UDP
Unilever, 202–203
unique selling proposition (USP), 200–201
uniqueness, marketing, 200–201
unit cost, 243
Universal Resource Locator (URL), 333
updates

design maintainability, 123
stock, 235

upgrade ware, 217
upgrades

Componentware, 100–101
sales cycle and, 33–34
software release, 154

URL (Universal Resource Locator), 333
U.S.

business organizations, 162
cost to set up company in, 166
credit card liability, 289
director status, 164
market diversity, 197
recessions, table of, 291–292

software enforcement organization, 238
telephone sales calls, 256

usability factor, 122–123
USP (unique selling proposition), 200–201

V
value

conferred on user, price and, 179–180
firm when about to sell, 318–319
marketing, 196

VARs (Value Added Resellers), 225
VC (venture capital), 62–64, 68
versatility, advertising, 204–205
version control

bugs, solving, 129
development, 87

Vesty chilled meat importer, 202
video telephone customer support, 275
viral marketing and selling, 248
visually impaired, search engines and, 335–336
void, 286
Volkswagen, 95, 193
volume, higher. See distribution/distributors
vulcanized rubber, 3

W
Wal-Mart, 302
warehousing, 224
warnings, economic downtime, 292–293
Watson, Thomas (IBM founder), 304
Web address, 333
Web page title, 331
Web search engines, attracting

address, simplifying, 333
audience, knowing, 322
crawler pages, 332
described, 321–322
design options, 325–327
HTML, 323
images and animations, incorporating, 335
index site, 330
keywords, 327–330
links, 332–333
meta name keywords, 330–331
monitoring progress, 336
page title, 331
selecting, 323–324
submit site, 336
testimonials, 335
URLs, maintaining, 333–334
visually and audibly impaired, addressing, 335–336
Web site sales, 268
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Web site
customer support, 275
information use, 266
launching, 152
linking to other, 332–333
promotion, 210
software distribution, 222
spam, avoiding, 211
spec sheets and sales leaflets, 207

Web site sales
contact details, 265
copyright and legal statements, 265–266
delays and returns, 270
distribution, 224
electronic orders, processing, 269–270
home button, 265
information, 264
navigation, 264
privacy statements, 267
search engines, attracting, 268
search facilities, 267–268
secure transactions, 268
software uploads, 156
terms of use, 267

weekly meetings, 50, 86
Weston, Garfield (proprietor of multinational food

conglomerate), 247
whistle blowing, 83
wholesalers, 223–224
Wise, Brownie (Tupperware Party creator), 226
Word (Microsoft), 283
word-of-mouth selling, 248
WordPerfect (Corel), 283
workaround software problem, 157
workers

choosing, 105
customer support, 277–280
development, 72–78
enthusiastic, 48
equipping, 110–111
growth, 302–303
interviewing, 107–109
jobs, 43
motivating, 109
new, introducing, 90–91
non-monetary rewards, 54
pay structures, 109–110

project development team flowchart, 41–42
quality, importance of gathering, 47–48
recruiting, 106–107
relationships, 53
relocating, 305–306
salespeople, 251–252, 254, 261–262
size, 78
software release, 151, 153
support staff, 276, 277
training, 111, 261–262
turnovers, minimizing, 115–116

working environments, 51–53
workspace

planning, 51–53
relocating, 305–306
remote workers, 114
staff, 45

world markets
distribution, 225, 228–229
growth, 307–308
hardware margin, 233
readying software for, 236

WorldPay merchant service provider, 289
worries, money, 58–59
writing

business plan, 64
formatting, 147–148
graphics, 148
ideas as they crop up, 2
interminable sentences, 146
manual, 145
press releases, 208
sales leaflets, 206
spelling, 148
successful, 146–147
technicalities and acronyms, 145–146
UDP, 39

writing code
comments, 145
experience, 103–104
ideal versus perfect, 36
in isolation, 33
strategy, 104–105
team building, 105–111

Y
Yahoo!, 323, 332
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