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CHOOSING AWORD PROCESSOR
The launch of an important new series




After four years’ operation in Aul
Electronic Concepts (Elecon)
continues to defy the pundits w!
inally prophesied that within six
the venture would be all over a
Hoess, owner and driving force
the company, would be “decamp
to Asia.”

Today, Elcon is the excluslve distr

In its first year the company tc
for 100 Apples; in the seco
bumped up to 1,0
third year over 1,500 1
base of Apples in
Australia numbers
sufficient to convert
tics in Elcon’s early days.

Last year the company wrote $2 1
million in the 6 months, June to Dec-
ember. It is budgeting 'to write $4.5
million plus in its year to June 30, 1981.

Acknowledging Elcon’s success to
date, and its seeming bright future,
Rudi Hoess says it happened because he
made a total commitment, to his product
and his market.

“The micro mdustﬁr is very young,
very dynamic and is going through a lot
of cleansing as it progresses — a little like
American culture,” he said. “Products
appear and disappear a t speed and
to stay on top you ha
than a total commitme

I invested a

make more

lot of money and a lot ©f effort in the

belief that it was the
and the right time to di

“Events have shown that Iwasrighﬁ.  El

Although some of those events we have
made happen and have mﬂuenced it has

been a two-way process.’
Part of the reason for maintaining hi§

success Hoess attributes to ‘doing mo

than simply floggin duct!’ “If you
have a ready mark n can suc-
ceed that way. Yo n flog toasters or

wall ovens, but nof new technology —
that you have to explain, justify, eval-
uate,’” he said.

Rudi Hoess’ background has given him
all the experience he'needs fo more than

o

, most of Elcon’s

r reason for pro-
’s imminent doom.
at he spent “too
d too little selling.”
onal publicity did
company’s growth,
ned, at that time
ds did not require
nal or public relat-

Director.
ivetti Australia as
sfor Systems Division, a pos
‘involved temporary residene
K. and Italy for further stu
an on the move, he we

(Smith-Corona- Marcha
ore as Technical Manager E
1968yand then to
0 to join Wheeloek:

e outlets,” he said,
sales exposure of
ted. We could con-
ay and essentially
e were not selling
nd did not wish to
e could give value
pw it to develop
eptance grew, we
ith our Computer-
3 dealers throughout
eek traditional sales
ately didn’t get in-
ity was established.
ook didn’t endear
* computer stores,”
ey were basically
‘without the commit-
ential, but wanted
We were not going to
events’ like these.”
furned to Australia in
with the knowledge
technology would
d further here with
ication : pertise and commit-
ment. > 5aW pening and wanted
to develop it chose Australia be-
cause his chi Australian and he

Sydney, introdu i
board systems, ™
the Far East, to'F
uently Mani
Computer

a t'ranchise operator to prom

tailing of small computers and ai i wanted h up in Australia,
peripherals. Franchise agreemel > had departed with
Apple are already sign p in garding technolog-
Melbourne, Perth, Adelaide, Brisbane and al

. In Sydney, one Computexland “N ffamatory about our
outlet operates in the city and ovemthe politic ryly, “I left in a

e country was not
1 be doing, and that

back. I returned
1ind a lot of I0U’s
o me. So I came back

March /April period stores will be opened mood
at Bondi and Chatswood, both supported doing whal
by huge advertising campaigns, some- we were beiR
thing the company has shied-away from feeling I had

in the pastw,,m., i

APC 35



to pay and be paid.

“I was fortunate in that I had credib-
ility from my previous experience here
with Datanamics, when key-to-disk sys-
tems were a new product in Australia.
I pioneered this new technology, so
coming back to form Elcon, something
new again, was not a first time for me.
And I had done it reasonably well the
first time.”

Hoess’ decision to go after the educ-
ation market with Apple, was he said,
“a very conscious choice.” In the early
stages he decided to seek a readily avail-
able market and later to expand into new
territories.

““The product cannot be a flash in the
pan,” he said, “and by making our initial
move into the education market we were
making a long-term investment. We gen-
erated awareness at the right level by
taking it into schools; we had a product
to suit the environments; and we have
created a long-term awareness of our
company in the minds of a huge poten-
tial market.

‘“We aimed to give computer power to
the user in a friendly, indirect fashion.
You cannot market a little black box and
the Apple identity was ideally approp-
riate for the education, university mar-
ket. It’s a new technology, which cannot
be scaled down simply because the com-
puter is smaller and this area was just

right for us to introduce micros.”

Now that an ongoing presence has
been established in the education mar-
ket, Elcon is increasingly directing its
efforts towards the commercial sector
and particularly the middle management
area, the decision-makers market, Hoess
said.

The need today, he believes, is to
offer decision making capabilities to the
end user to enable him to evaluate his
data, to provide ‘what if’ programming
facilities, word processing, communic-
ations — facilities to provide a vast num-
ber of solutions, achieved simply and
cost effectively. “This is the market
where we see the potential, the market
we are encouraging,” he said. “The home
market doesn’t exist here yet. There is
no data base available to the home user.
I see the home market as essentially an
executive tool situation, where the exec-
utive will move his work from the office
to home. It will develop from the office
computer. The home computer is to-
morrow’s market, or even the day after
tomorrow’s market.”

Renowned as a working dynamo, and
a self-confessed workaholic, Hoess rat-
ionalises his working hours simply. “We
are frequently projecting ourselves into
areas often without precedent, doing
things which have not been done before.
This cannot be done any other way than

by personal exchange of ideas and there-
fore it is necessary for me to spend 80%
of my working day talking to potential
users in a variety of situations — teachers,
professors, members of the ICI’s of the
world, a whole spectrum of possible
users with questions to be answered,”
he said.

“I am doing this during the day, so at
night I must put pen to paper, provide
specific answers, documentation, making
a commitment and not just talking. This
I will often do until two in the morning.”

This month the company moves pre-
mises from downtown Sydney to Artar-
mon, to consolidate in urgently required
additional space. As well as expanded
warehouse facilities, Hoess aims to set up
a dispersed 30-station Apple communic-
ation network, including eight Apples
for a classroom for users.

In the future Hoess sees Apple be-
coming stronger and more competitive
than most word processors and small
business systems.

“It’s a no-nonsense situation now,” he
stresses. “Apple needs to live on its own
capabilities,” he said. “At one time it
was a fad to own an Apple and it would
even be bought sight unseen. Now it
has to stand on its own — capabilities,
performance and technical support are
what count.”

SOFTWARE

WE STOCK A RANGE OF COMPUTER BOOKS

AND MAGAZINES®

AND SPECIALIZE IN TRS-80* AND SYSTEM 80
SOFTWARE AND HARDWARE

SPECIAL: PRIME 200NS 16K MEMORY UPGRADES -

ONLY $39'95

CREATIVE SOFTWARE
INSTANT SOFTWARE
MICRO-80 SOFTWARE

CISA SOFTWARE :
NEWDOS + AND ‘NEWDOS 80

WE ARE AGENTS FOR:
ASP MICROCOMPUTERS
CISA MICROCOMPUTING

CISA HIRES KITS
MPI DISK DRIVES
EPSON PRINTERS
STRINGY FLOPPIES
D.S. SYSTEM 80
AND MUCH, MUCH MORE

QUEENSLAND APPLE and NORTHSTAR
MICROCOMPUTER BUYERS

Cumpufz'z Courzr."z}; fpfy. Lt

338 Queen Street,
Melbourne, Vic. 3000,
Phone: (03) 329-7533

is proud to announce the grand opening

of its franchise

DICK SMITH COMPUTER PRODUCTS
MICRO-80

WRITE, PHONE, OR CALL IN AND BROWSE

SOFTWARE 80
SHOP 11, TARINGA SHOPPING CENTRE,
200 MOGGILL RD, TARINGA, QLD, 4068.
PHONE (07) 371 6996

COMPUTER CITY

600 Old Cleveland Rd., Camp Hill,
(Brisbane), QId. 4000
Phone: (07) 398-6433

FOR SPECIAL GRAND OPENING DEALS
CALL EITHER STORE NOW!

MAIL ORDERS ADD 5% P & P ($2 MIN.)

weicome here
*TRS-80 IS A REGISTERED TRADEMARK OF TANDY ELECTRONICS
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