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I'l closes its retail stores,opens Learning Centers

By David Needle, IW Staff

Texas Instruments will phase out
tte small network of Tl-owned retail
stores in favor of a unique program in-
-ended to support both dealers and
isers of T products.

A spokesman for T1 said that while
ts small network of 12 retail stores was
:stablished to mark Tl's presence in
iey markets and to give the firm's
salespeople firsthand experience, TI
wow feels it can achieve these goals
hrough independent dealers, thanks
o the evolution of the marketplace.

The spokesman said TI will replace
1ores with “Texas Instruments Learn-

ing Centers” over the new few years.

TI, which like Atari and Commodore
sells most of its home computers
through traditional mass-market
channels such as department stores,
opened its first T1 Learning Center in
Chicago this past January. By the time
you read this, two more centers will
have opened, in S5an Francisco and in
Santa Clara, California. In all three
cases, the Learmming Centers are replac-
ing TI-owned retail stores.

Although the new Learning Centers
will not sell any T1 products, they are
expected to generate more sales at the
stores that carry Tl products and to
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function as resource centers for those
retailers.

While Tl is studying "a number of
different options,  Oliva could not pre-
dict how many, if any, more Learning
Centers would be opening this year
"The Learning Centers are a partner-
ship program. We want to help our re-
lailers and, at the same time, provide
affordable education for consumers,”
said Oliva,

TI has hired "a cadre of field-
resource consultants” to work part-
time at the centers. “Many of the
consultants are educators that we will
train, but we'll also have a number of
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people with computer backgmunds “ 5

said Oliva.

One service the centers will gffﬁrm :

will be ongoing two-to-three- huur
seminars on the subject “Do I Want A
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Home Computer?” Oliva said the semq. :5'_

inar provides a comprehensive ovep

view of what a home computer can dg, §
including information on apphcatmm
and computer literacy.

‘We don’t go into a competitjva
analysis. The courses are designed tg
tell people what a home computer
does,” said Oliva.

People will be able to attend the in.

tmducmr}-' seminar at a cost of b& !
tween $15 and 320, which they can 7%

deduct from the price of a new Ti

home computer—should they decide i §

afterward to go to a retail store to buy
one.

“The retailers we've talked to in Chi- .
cago have been enthusiastic. We think
it willwork, but we're still in a learning ¢

phase,” noted Oliva,

TI introduced its first home com- *

puter, the 99/4, two years ago with big

expectations, but its relatively high
price, limited software and calculator-

stvle keyboard combined 1o produce
sluggish sales, well below the com-
pany's forecast.

Last year Tl came out with another
version of the machine, called the 99/
4A, which is priced lower and features

a traditional typewriter-style keyboard

and a lot more software. {The T ver-
sion of Logo is reported to be selling
very well, and in some cases is cred-
ied with making hardware sales hap-
pen.) Sales figures for the past six
months reveal that the new version is
selling far better than the initial re-
lease, surpassing even TI's own sales
projections.

‘Seven major thrusts’

According to Oliva, TI has identified
“seven major thrusts” it plans to focus
on in the next few years with the aid of
the Learning Centers.

1. The centers will offer a series of
courses for both the beginner and the
advanced compuler user.

2. Ongoing programs and events at
various retail stores will be sponsored
by the Learning Centers; these will be
intended to promote home com-
puters and answer questions about
home computers in general and TI
products specifically.

3. The centers will offer activities dedi-
cated to schools and educators, and
will make Tl equipment available to
schools.

4, They will support dealers of the
more advanced Tl small-business
computers and products.

5. Courses on vertical-market applica-
tion
will be given at the centers.

6. Summer activity programs will be
set up. Events will take place at Learn-
ing Centers, YMCAs and other loca-
tions suitable for children and parents
to attend.

7. A corporate and industrial thrust
that is intended to get professional
managers and personnel into the
Leaming Centers will be initiated; pro-
grams detailing what TI has to offer
will be set up.

According to Oliva, T1 has had the

See Learning Centers, page 21
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packages, such as one for realtors,
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VisiCalc linked to world’s largest on-line data base

By John Markaoff, IW Staff
HOUSTON, TX—VisiCalc's reputation
for sneaking personal computers into
the executive suite is about to he
magnified by the linkage of the popu-
lar software package to the world's
largest on-line economic data base,

VisiCotp, raker of the whole line of
“Visi"' software products, has an-
nounced a joint agreement with Data
Resources (DRI} that will allow
personal-computer users to use Visi-
Calc to download and manipulate
DRI's data base of more than 10 mil-
lion business and economic indica-
tors. DRI, located in Lexington,
Massachusetts, is a subsidiary of
McGraw-Hill.

“VisiCalc will now allow for first-
time personal computer users to ac-
cess the whole world's data,” said
Terry Opdendyk, president of Visi-
Corp, which is based in San lose, Cali-
fornia.

The significance of the agreement is
that personal-computer users will, for
the first time, have easy access to a vast
economic data base that they can
store and manipulate on their own
personal computers, according to Op-
dendyk

VisiCorp is also promising a price
breakthrough in the cost of on-line in-
formation.

“In the past, electronic information
has been costly,” said VisiCorp mar
keting vice-president, Thomas
Towers. "Our agreement with DRI wili

Learning Centers

continued from preceding page
equivalent of the Learning Centers
running internally for several years.
"We've got plenty of videolapes that
we've used at TI to educate our people
and will be selecting several of those
tapes for use in the stores,” said Oliva.

While the Learmning Centers will only
be in a few cities this year, TI has
started another program that Oliva re-
ferred to as a Product Sales Represen-
tation program, which is designed to
augment TI's home-computer-
division operation.

"We 've engaged a network of educa-
‘tors who will be available to answer
questions on home computers specifi-
cally,” noted Oliva. The educators will
travel to various TI retail locations,
starting this summer, |

result in a cost breakthrough. Users
will pay only for the information they
use, not for on-line and connect
charges.”

Towers noled that the link between
VisiCalc and DRI would transform the
electronic spreadsheet into a telecom-
munications package.

“We are making an effort to make
the systemn transparent to the user and
stressing its ease of use,” he said.

Towers called the new VisiCalc ca-
pahility the missing link needed to
make large data bases easily accessible
to individuals.

been costly and accessible only to a
feww users. Now it will be possible to
download business and economic in-
formation on virtually any subject,
overlay it with VisiCalc templates and
analyze it, Towers said.

The range of information available
frormm DRI will include data on stocks,
the census, corporate sales, Depart-
ment of Defense contracts, cost-of-
living figures and other business and
demographic data,

“We expect this tobecome a key tool
for market researchers and business
analysits who wish to systematically

competitors, said Towers.

A key stumbling block in the past
has been the [act that data has fre-
quently not been in the common for-
mat needed for easy analysis.
According to Opdendyk, DRI has ex-
tensively modified its on-line data so
that the data can now be accessed,
stored and manipulated by VisiCalc
users.

DRI's data base will be made availa-
ble via modem over a variety of tele-
communication links. Opdendyk said
that VisiCorp plans to make the pro-
duct available for the entire range of
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Infroducing DataFax...the easy
way 1o tame your Data Monster.

If you deal with information, So when you need that infor- Becauwse whether you've got
youTe probably dealing with @ maton, Datafax will retrieve it a monster of a data problem—
Data Monster. in a way that's meaningful to or just a small one-—-DataFax

He's that mass of notes. you. The powerfut keyword can tame it
Scribbied messages. Phone function allows you to get infor- -1
numbers. And all the thousand-

and-one ¢ther important
pieces of information you have
floating around your life.

But,with DataFax from Link
Systems, you can keep your
Data Monster under control—
plus have a kot more power
over your information than you
ever thought possible.

Uniike most "data manager”
software prograoms made for
your Apple, DataFax doesn't
care what youwr data looks tke,
Or how long it is, how many
ftems it has or whot you want
to do with it

The power wea've pro-
grammed info DataFax mokes
it as simple and natural to use
as @ pencil and paper. You can
fil U a screen with anything
you want—even information
diready sfored on disk. Then
crossteference it as many dif-
ferent ways as you'd like— byf »:
date, a species, a customer's
narme, whalaver,

mation out as quickly and
eqsity as you entered it. And
Datafax is the only software of
its kind to let you expand from
floppy 1o hard disks, so it wil

never be obsolete, T
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| want to tame
my Data Monster.”

O Pease rush me more inforrmation.
Apghke i Apple It ______ _
O Deaker inquicy.
0 Send me (quantity) _
DataFax” for the Apple | at §199
each CA residants add 6% tax.
Shipping in U.S.A. $3.00 ftor fist
Copy. 208 eqach additiconal copy.
Foresgn, pease add an additional
5 $10 shipping and handiing
charge per order.
Payment by
v CIVISA  OMasterCard O Check
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Simply powerful soﬂware
that links it all together...........
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