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First off, an further apology to those of you who actually noticed that our favourite newsletter
‘skipped” a month in January. For those of you that didn’t notice, don’t forget to use the recycling bins
when you throw this away.....

Hopefully we are now back on track, so sit back, put your feet up and pour yourself a nice cup of tea.
I’m sure Paula won’t mind if that port isn’t finished in time. i L

“Timbuktu Is The Future” - Hickey

Emerging Markets In French West Africa Key To Orbix Sales Growth

Despite a record year for just about everything Others, however, are sceptical. “Considering
here in IONA Technologies, new markets he claims he was away on business, he has a
remain to be exploited in the bid to bring pretty nice tan”, noted eagle-eyed Damien
“Distributed Object Technology To The Beresford. John O’Toole also has his
World” (©A.O’Toole 1995). suspicions. “Here in the DB update corner we
Mindful of this, intrepid explorer and ‘fat-cat’ process leads every day. I haven’t received
businessman Paul Hickey took the IONA one from Paul since Dylan went electric way
message to Mali last week - and claims his back in 1965”.

mission has been a great success. Hickey himself claims to be deeply hurt by

these allegations - and has provided i-contact
with photographic evidence of a speech he
gave in the Timbuktu Object hall. However,
when we sent the photo to our labs, we were
greeted with sarcastic laughter. “It’s almost
certainly a hoax”, we were told, “probably a
large ape dressed up in a suit”.

When we put this to Paul he seemed to get
very upset. Luckily we kept the negatives.

As pressure mounts, Paul is left sticking to his
guns. “The idea of investigating these markets
came to me at the Christmas party”, he says,
“and I knew immediately it was a winner.
Then I fell over and hurt my head - but a
month later it all came back to me. I really do
believe this is the future”.

“I also had an idea that it would improve the
morale in the workplace if we all dressed up as
clowns, but I’'m not stupid. I know I won’t get
“You talking to me?” anyone to run with that one”.

Paul’s contract is currently under review.

As always, don’t forget that i-contact is an internal magazine. Don’t even show it to your mates - you
never know. If you do feel like sending me articles for inclusion, or even if you just fancy a cyberchat,
mail me at tfarrell@iona.com.

~ Our tag-lines this month are based on Annrai’s highly original slogan ...
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Colin Newman’s Guide To Marketing

I could have emailed this to staff, but I guess nobody would have read it. I believe the readership of I-C
is higher.

Just in case you had not heard, I wanted to let you all know the new lie of the land in marketing.
(email: marketing-all)

The current structure looks a little like this...

In the red corner..... Business Development (busdev-all)

These guys are responsible for lots of stuff. They look after existing partners (SGI, Isis, Black and
White etc) and they also set up new partners (they are working on lots of interesting deals). Their
Orbixwise is trying to make this sort of relationship scaleable and off the shelf. (and, indeed,
semantically rich. See elsewhere for an Orbixwise exclusive - ed)

In their product management role, working with engineering, they make sure customer needs get into
the product, they understand the way the product is going, decide what to do/ what not to do, and
generally manage the product roadmap. An important task.

Currently the gang is headed up by Barry Morris. Partnership managers: Laura Dillon, Paul
Hickey, John McGuire with Jillian Godsil on Orbixwise. Product managers are Lean
Doody(Desktop), Conor Halpin (Enterprise).

Sales (sales-all) are responsible for the top line in terms of selling product. They are also obsessed
with looking after customers once we have them. Towards the end of each quarter they go crazy as
they try to bring in lots of Purchase Orders. They spend lots of time doing RFP's. Currently this group
is email/telesales, with field sales visits being done by Bus Dev/Consulting etc. Plans are afoot to make
a field sales team run out of the Boston office, giving sales a bit more self sufficiency. John Petrie
joins in March for Field sales.

Margaret heads up this team in Dublin and USA. Fergal McDonnell sets up channels, with Eileen
Nolan's assistance. Mark Dunleavy sells to UK and non-USA with Allison Hand's assistance. Paul
Lowry, Niamh Ni Charra, Steve Deame, Fiona Mackey sell direct into USA, each manages a

various industry eg: Telecoms, Finance. John O'Toole and Gar O'Grady keep all the data on people
together. Niall Byrne is Technical Sales.

Marketing Communications (marcom-all) run the Image of IONA. They do tradeshows,
advertising, seminars, mailshots and the vital PR. They ensure that IONA keeps in the news, and keeps

in the public face. They make sure people are thinking that ‘you guys are every where’ - just like
Orbix is and they do it very cost effectively.

Tom Golden heads this group up, with Brian Comasky, Liz Hughes, Tom Farrell and Tara
O'Sullivan assisting in various areas. (assisting in various areas? Is that it?)

There is also Darren Quinn- who helps with information systems, Siofra Flood who helps with legal
stuff and Colin who tries to co-ordinate a lot of this stuff. Colin also does a bit of USA office admin,
and works with Conor in Production (which is also a kind of customer service dept).

If you want something done in marketing (good luck skipper), try and approach the right group, if you

are not sure who should run with it, then talk to the manager, or email marketing-mgt (Colin, Margaret
Barry, Tom G.) ’ 2l
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