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Editorial

One of the most exciting areas of product development at Home Office is the SIA program. SIAs, or Specific Industry Applications, are an innovative way for ICs like yourself to reach out to industries in your community with applications that come pre-bundled to provide maximum functionality at a very reasonable price. 

In this issue of What’s News we will focus on SIAs. Using stories from the field, we will inspire you with tales of how our first SIA, the Virtual Agency, is already making significant inroads with clients. We will do this by not only telling of successful sales, but also how an SIA can lead to even larger contracts from clients who wish to customize and expand on it’s already considerable functionality.

The Virtual Agency is only the first of what will be many more SIAs to come. So get ready. In very short order you will have a variety of tools at your disposal that will help you focus your sales strategy on exclusive sectors of the economy.

May the successes of your peers inspire you to even greater triumphs in the future.

Featured Article

Specific Industry Application (SIA) Program

The Specific Industry Application, or SIA program, will provide some of the most exciting products to ever come from Home Office. A package of pre bundled tools targeted at specific companies, SIAs demystify the Internet for clients as they are presented as a full range of functionality they already understand placed in a medium vital for survival in the new economy.

Already we are finding tremendous success with our Virtual Agency system, as ICs discover smaller employment agencies that are feeling the competitive pinch of online services such as Monster.com and Jobshark. Until the introduction of this product, a lot of the smaller agencies felt unable to compete on the Internet, losing valuable business to agencies with big pockets.  By offering these smaller agencies an easy to use application, we have developed a product with the potential to revolutionize an entire industry, giving the powerful Internet tools to agencies that could not afford to develop them on their own. 

Of course this is only the first of what will eventually be a full line of applications targeted at different segments of the economy. Already we are in the final development stages of the newest SIA aimed at the restaurant industry. 

How does it work? Worldsites greatest strength is you. With our vast network of ICs we can leverage our economy of scale by spreading the development cost throughout the network by projecting how many of each SIA we are likely to sell. We then pass the savings on to you.  

You have all experienced situations where a client’s budget has necessitated a compromise between the possible, and the affordable.  A site that is not developed to its full potential will not produce maximum benefits for your client. Because our SIAs are offered at such an amazingly low cost, that price barrier is broken! 

Worldsites is embarking on an aggressive SIA program, which will not only produce the best possible sites, but also provide you with the marketing tools you need to make an effective presentation that will lead to a signed contract. 

Every SIA will be released with a fully operational online demonstration for you to show clients. One of the great features of the SIA program include comprehensive manuals for your clients to read. These manuals will give you something tangible to present to your client when the site comes online. Each SIA will also come with an array of promotional materials to help you make your sale. Just think what your competitor’s face will look like if they are ever asked to quote on an equivalent site in your area?

SIAs are developed in such a way that they are adaptable to the needs of almost every client. Once we have built the platform, it is just a matter of fine-tuning graphics and text to meet the needs of individual site owners.  Volume selling will recoup Worldsites initial investment quickly and everyone will benefit from the power of the Worldsites Network.  

The advantages of this SIA program are many:

· Absolutely the best functional site possible for the customer

· Quick build up of quality sites in your communities

· Easy, structured sell to a single market application

· Quick turnaround time for production as only information and graphics change

· ICs can focus on selling a quality, tested product to a targeted client

· ICs can sell a product using customer interaction with the product

· The client can see and test a prototype, so they can envision the end product

At this time we are requesting that you send in lists of what you feel would be the best SIAs for your territory.  Send thes ideas to ideas@worldsites.net . We will then present these ideas to the SIA planning committee. Once we have selected a business we will request input from the field on what you feel the ideal site should contain.   Remember we are looking for unique solutions so SIAs will have maximum impact on your clients and your bottom line.

From the Field

An Open Mind Opens Doors

By Chuck Bankoff, USA

After targeting local employment agencies in an effort to capitalize on the Virtual Agency (through a letter campaign which I followed up with phone calls), I got several responses. One of which was from someone that had a very specific idea of what he needed to run his business.

As I walked him through the demo I remember thinking “this is perfect, it must be everything he could possibly want for his business.” Actually he was only moderately impressed. He asked me if it did several things that it wasn’t designed for, such as generating a Contact List of hiring managers at the various companies he deals with, and the ability to log all candidates whose resumes have been sent to a specific company. He had an entire laundry list of functions that were not included in the basic Agency package.

As this list grew, I took copious notes. I had one answer for him, “Sure, we can do that.” As it turns out, he was representing not only himself, but also a friend starting his own Employment business. This could be a double sale.

Not only did they want a custom Agency, they wanted it ASAP. We worked very closely with the Home Office to consider all the possibilities. It turned out that it would be faster and more efficient to forget the Virtual Agency, and develop a custom database to meet their specific requirements. 

The bottom line is, by keeping an open mind and listening to the clients needs, a door was opened to an opportunity that wasn’t readily apparent. It was the SIA that attracted their attention. It was our willingness to remain flexible that kept it. 

Opening Doors with your SIA

By Chris Murray, Canada

Just before Christmas I completed my training, and by January, 2000, I had started selling sites.  I used many different directories for cold calling with fairly good success at getting to the first meeting with the prospective clients.  My problem was I wasn’t able to close the sales. I now have a pretty good idea why I was unable to make those sales, but this is not the reason I am writing this article.  When I first received the Virtual Agency literature with the online demo, I was impressed. I felt it was a product that I could sell.  So I decided to focus my cold calling efforts on human resource companies in my area.

Initially, I found 15 human resource companies in the yellow pages.   Upon further research, I have come across even more companies in my immediate area.  I systematically started calling each company with the specific purpose of talking about this new product, “The Virtual Agency.”  I found everyone to be very busy and found that it was incredibly difficult to contact the appropriate individuals. Weeks were going by, and I had not even been able to set up a meeting with anyone.  

However, through the calling process I found myself slipping into some very interesting conversations with a good number of these people.  After a few callbacks, along with a promise of an online demo, I finally started getting appointments. To date, I have had three meetings and I have potential for a few more.  I have made two proposal presentations and have landed both jobs.  The third presentation is coming up soon. 


The two sales are not Virtual Agency sites.  One client wants an Intranet with databases in the near future. The second client went for a CCSI to advertise a short list of available jobs. The Virtual Agency model and the online demo gave me the credibility to get in the door initially. The clients felt I obviously knew about their industry, because I had a specific product created just for them. From this beginning I was able to build a working relationship based on the fact that my clients trusted me to direct them to the Internet solutions that were right for them.  I credit the Virtual Agency with opening the door and giving me the opportunity to speak to these clients about their business.  

Success Story

Virtual Agency sells itself

By Doug Schust, Canada

I just recently began to focus on the Virtual Agency product and I’ve already sold two sites. I find that amazing because the usual selling cycle for me is about 2 and one half months. With the Virtual Agency that time has been shaved to about three weeks. 

I find selling an SIA is much easier than going into a meeting, and selling “what if,” scenarios based on what the Internet can do for a client. I believe this is because the Virtual Agency is an actual product, specifically targeted at my client. As such the client already understands the functionality he or she needs, and realizes the potential value of this on a site.

When I went looking for potential clients, I decided that executive search firms would be my best source, especially agencies dealing with high tech placements. These companies not only have an understanding of the industry, they also know the technological requirements of the candidates they are looking for and want to be able to accept uploaded resumes online. 

Initially I approached 6 different companies with the Agency system, and amazingly I found that after my presentation, I wasn’t selling to clients as much as they were shopping. As you all know overcoming objections is a big part of our job, but with the Virtual Agency I wasn’t faced with objections, I was answering functionality questions! I think it helped that these companies already had sites that were not very functional, and therefore of limited use. 

Additionally we were able to demonstrate through the online demo, how a company could reduce the amount of time it spends going through candidates. For example where a client would once have to interview up to 12 people to present 3 strong candidates to their customer, by using the Virtual Agency’s search they could cut that number in half. This is obviously a great way to convince a client as it shows how the SIA will save both time and money.

As I stated earlier I have already sold 2 sites. But the amazing thing is that another 2 or 3 of the original 6 companies I approached, are still interested in exploring the subject further. I can only hope that this success rate will continue on with the future SIAs.

Talkin’ with Bob

By Bob Lewis, Director of IT

In light of the recent flood of changes that have been described in the past several columns, this column seems somewhat tame.   Since the IT area seems to be in a period of successful growth and efficiency, I thought I would take a few moments to highlight one of our recent success stories at the start of this column.

As highlighted in past issues, the Help Desk has recently upgraded to a new software to track calls that come into the center.  I am pleased to report that the software has been a success, allowing us to achieve better service times in answering these calls.  We have had several positive comments since moving to this new system, and are encouraged by the general results of it.

In order to extend these kinds of improvements to other areas of IT, we have hired Alec Alexander, the first of several Quality Assurance Analysts that we plan to hire.  The creation of this step in website development has already begun to pay dividends by finding small errors in text, graphics, descriptions or broken links that are part of the development cycle.  Finding these errors at an early stage allow the final site to be as error free as possible, allowing our production team to concentrate on creating new sites, not fixing old ones.

Work is also continuing on our new data center.  We are currently finishing our calculations to determine what equipment needs to be upgraded to meet the demands of the future.  Once completed, we will be issuing our “service level agreement”, outlining the minimum level of service you can expect from the data center.  We will be in a position to distribute this agreement sometime this summer.

In development, we are looking at developing a Client Management System, or CMS, as a major tool for you, the ICs.  It is planned to be an online management system, developed with the special needs of a Worldsites business in mind.  In that spirit, I would like to place a general call out to all ICs for their input in what types of functions you would like to see in this kind of a tool.  Send your suggestions to ideas@worldsites.net and help us to develop the ultimate Internet client management system.

One final note: the Online Estimate Verification System is now the only way to submit your estimate questions to our team.  The old address, quotes@worldsites.net, is no longer in operation.  I encourage you to make use of the new online form, available at www.worldsites.net/intranet/estimate/.   

Sensational Sites

Our first site this week comes from Vassilis Gavrielides in Greece. http://www.gp-alloys.com was designed and developed by the Home Office team. This site is geared toward the growing business to business market, selling dental supplies, precious metals, alloys and goldsmith articles.  The client needed to have the site, including products, displayed in both English and Greek. 

How ironic that we are using the information superhighway to facilitate the sale of vehicles designed to cruise along more conventional roads. Jim Hannigan in the UK brings us this nifty site, designed locally and developed by Home Office. www.wilson-carsales.co.uk/ is a car dealership that has available cars listed online.  The client has utilized a database table and CSI to keep their online stock current.  They also have an option where surfers can click on a "camera" image to view pictures of individual cars. 

Paul Lancaster in England brings us www.newspoint.co.uk .This is a site for a news agency providing information on governmental issues to clients.   This site uses several database tables and CSIs to provide up-to-date information to members on topics that appeal specifically to them.  If you want to see all the functionality, Paul has graciously supplied the following username and password. Username: plancaster@worldsites.net  and Password: bournemouth.  Please do not click "receive by automatic email" as Paul will be swamped with email.
Whoever coined the phrase garbage in, garbage out, obviously was not a recycler. Our last site this week comes from Belgian IC Dany Sevenhans. Dany brings us a site aimed at getting businesses to recycle their paper garbage. www.datavernietigingmichel.be creatively utilizes Flash Technology to illustrate the various steps involved in the recycling process to show companies just how easy it is to keep our world tidy.

Net Trends

Recruitment Market

All over the world, professionals are increasingly landing new jobs through career networks -- massive databases that aggregate job listings across multiple sites, while offering HR departments an extensive array of training, assessment and placement services with direct links to their desktops.

Forrester Research predicts that networks like these, run by outfits like Headhunter.net, JobTrack.com and Monster.com, will capture half of the $5.8 billion online recruitment market by 2004. Most of that money will come from recruiters who will boost their online ad spending 52% that year, while cutting back on print advertising and search-agency fees:

The early signs are on the wall. In March, the Newspaper Association of America reported that newspaper recruitment ad spending in 1999 rose 4.2% to $8.25 billion, a notably slower growth rate than 1998 when spending grew 21%. While a robust economy boosted the chances to significantly grow revenues, major online players are grappling with user dissatisfaction and recruiter frustration.

Forrester Analyst Charlene Li notes that "the uneven quality of jobs, unproductive resume tools and over-delivery of resumes are holding back progress." Recruitment sites are addressing these problems by streamlining business models, polishing their site technology and firmly establishing themselves as the dominant players in their select segment.

Monster.com, America Online's Workplace partner, is the job traffic leader, according to Media Metrix:

1. AOL Workplace      4,358     

2. Monster.com          3,413      

3. Jobsonline.com      2,958      

4. Headhunter.net      1,929      

5. Careerpath.com     1,568  

6  Hotjobs.com           1,048      

7. Careermosaic.com    682  

8. Careerbuilder.com     597  

9. Jobs.com                   516   

10. Jobsearch.org*         502    

11.  Dice.com             352      

12. Kforce.com           288    

13. Nationjob.com        272    

Source: Mar. 2000 Media Metrix Inc.

* Aggregation of domains.

A survey by Forrester shows why. Monster.com bested other recruitment sites with a user satisfaction rating of 3.79 out of a possible 5. But despite significant market share, and a useful AOL alliance, Monster.com can't ignore a very competitive landscape.

Upstart Flipdog.com, which launched one month ago, already has 504,771 job listings, about 120,000 more than Monster. Flipdog.com CEO Bob Sherwin tells ICONOCAST they can offer its clients the same services as Monster.com, and claims to do it faster, better and cheaper.

Flipdog.com uses technology developed by Whizbang!, which scours online listings every seven days with a webcrawler, and posts them free of charge. Sherwin says revenue will come from selling ads to companies who want to augment their listings, and by selling premium searches that trim extraneous listings with "a brand-new technology" that has yet to be unveiled.

Headhunter.net CEO Bob Montgomery tells ICONOCAST that while he's nervous about a possible market-share threat, he's not throwing in the towel just yet." [Flipdog.com] may be able to break through to critical mass, but do [they] have a sustainable business model? That hasn't been shown...yet."

Montgomery adds that he's a "small fish in a very big pond." As of April, Headhunter.net had 197,171 job listings, about one third less than Monster.com, and nearly two thirds less than upstart Flipdog.com. But Headhunter.net is focusing on job listing quality, a service he believes is sorely needed.

Forrester confirms Montgomery's assessment, stating that 45% of job seekers receive no response after posting a resume, and of the 62% who use resume-matching agents, one-third say they never received a job match.

ON THE RADAR SCREEN: Organizations that source their own candidates sometimes turn to search firms to complete the assessment. Forrester predicts that applicant assessment and training will bring in $2 billion by 2005. Services that unbundle their fees and charge only for assessment, such as kforce.com, will generate $588 million online by 2005. Training firms, led by companies such as TrainingNet, will generate $1.4 billion in outsourced revenues by 2005."

Tech Tip

Logo Design

On the Internet all companies are the same size. Because of this, logo design is one of the most important parts of a successful Web strategy. Worldsites’ team of Graphic Designers come from a variety of backgrounds. Each member combining creative design with business savvy. This combination of talents is key to ensuring that the logos we create for clients are look great and work even better. 

Graphic design is a very involved process. In order to create the perfect logo, our team must take the time to not only know what a company does, but also how it should be represented on the Internet. 

To do this our team must understand the client. This means knowing what demographic the company is targeting, as much as it does knowing what products or services it provides. Other considerations include the history of the company, as well as any existing logos the client finds particularly interesting in the marketplace. 

Obviously Worldsites will not copy another logo. However, there may be elements from existing logos we can incorporate into a new design. In doing so our designers can develop something just as, or even more, interesting to the client. 

Upgrading existing Logos

Some businesses believe that the logo they use on the Internet should be different than the logo they use on their letterhead. Standard logos on stationary are often restricted in color, while the Internet provides an opportunity to explore virtually limitless color possibilities.

Many clients, realizing this, want to take their current logos to the next level. So while the core identity remains the same, when the logo appears on the screen of a surfer, it is fresher and much more vibrant than a black and white representation. 

To do this a client can provide a copy of their existing logo to be reworked by our team for use on the Internet. The result is an enhanced version of the existing logo utilizing the unlimited color potential of the Internet. 

What we need

· Clients must specify whether they would like a two color, or full color logo. Two color is the industry standard for print, but full color will be much more effective on the Internet.

· If a client wishes to have an existing logo converted to color, it must be submitted to Home Office as Adobe Illustrator(.ia) or PhotoShop(.psd) files. Logos created in PhotoShop are actually created using a series of layered images. Clients should send these files unmerged. 

· If a logo was created using Illustrator, clients can send the AI, or UPS file intact. Our team will take these files apart in-house. 

Important. Our designers prefer not to receive logos as Jpeg, GIF, or tiff files.  The poor resolution of these files is such, that the logo will have to be upgraded, requiring extra development time. 

Logos from scratch

If a client does not have an existing logo they should send samples of logos they do like. This is important, as it will give our team a feel for what the client is looking for in their new logo. As these submissions are only guidelines, our designers are happy to look at hand drawn client ideas. 

Next it is critical that the designer speak directly with the client to determine how bound they are to the concepts they have submitted. This of course will ensure that the project is consultative and will result in a much better design concept reflecting what the client is looking for.

Revisions

The designer will then work from this starting point to create a series of 3 to 6 sketches for the client to view online through a draft folder or via email. Worldsites will also ship a laser copy of the designs to the client if requested. However, the cost of copying and shipping is not included in the price structure for logo design. 

From these sketches the client will narrow the field to just a few. The designer will then work to perfect these logos and through a series of up to 3 further consultations a finished logo will be completed. 

Special Announcement

Happy Birthday Maribel!

We are happy to announce that everybody’s favorite Franchise Support Manager Maribel Guiste has just  turned 21 again! Happy birthday Maribel and many many more. 

Congratulations Peter and Maria

Peter Erlebach and his lovely bride Maria made sure the hills were alive with the sound of music last Saturday as they exchanged nuptials in Maria’s hometown. Peter and Maria have experienced incredible success since joining the Worldsites family five months ago. However, in addition to this they also managed to plan a wedding and even develop their own wedding site at http://www.wohnnet.at/hochzeit/
Peter and Maria would like to invite all to visit their site and sign the guest book.

Congratulations from everybody at Worldsites. We wish you all the best in the years to come.

The Worldsites family keeps growing!

Richard Lee, and his wife, Caryn, are the proud to announce the birth of Dylan Gregory Lee. Dylan came into the world May 22, 2000 at 3:56 pm, in Charlotte, North Carolina.  Arriving at a healthy 7 pounds, 8 ounces, it won’t be long until he’s breakin’ hearts and fixin’ websites. 

Congratulations to Richard and Caryn from everybody at Home Office and beyond.

Spreading the Word About Worldsites!

Congratulations go out to John Gordon, Scotland, for getting an article about Worldsites into his local paper, The Arbroath Herald.  For helping to spread information about Worldsites in his community, John will be getting bonus IC Miles.  Way to go, John!  If any IC has published articles about Worldsites in their local papers, we ask that you send them to afcrawford@worldsites.net so that you can receive IC Miles for your efforts.

Inspirational Thought

“Opportunity always involves some risk. You can't steal second base and keep your foot on first.”

 ~ Frederick Jackson


