To the countryside, to the back of beyond, to Saratov!

“Tempora mutantur”, ancient
Romans had noticed. Nowadays
time is changing faster than we
do. Attempts to stop the time, to
anchor, to preserve something are
unavailing efforts. In this sense
CAD/CAM/PLM world is not an
exception, and hence our task is
to try to get rid of habitual dog-
mas and stereotypes if we really
want to keep step with time and
correctly understand this really
web-delivered world...

Having innovative nature and gaining populari-
ty methodologies like SaaS (Software-as-a-Service)
and on-Demand, as well as Internet development
along with communication technologies, inevitably
will change CAD/CAM/PLM software developers’
typical business model even if they like it or not.
Both sides — software developers and its users —
are looking for short, simple, effective and trust-
able way to access each other: first — to sell faster
and more software, second — to broaden and make
more active implementation of that software. Ta-
king in mind fast technologies development that
has open for both sides possibility to sell software
on-line (mostly out-of-the-box packages), as well as
on-line specialists education, on-line collaboration
and support and even possibility to perform de-
sign projects on-line will be keeping less and less
space for middlemen — distributors and resellers.
From them vendors are permanently demanding
sales growth, setting new quotas, realizing conti-
nuous informational control and strictly punishing
for non-compliance with the plan. It is difficult
to find any intelligible and supported by figures
analysis of such sales model/channel effective-
ness with the aim to understand software vendor
preferences and to foresee they possible behaviour
with regard to the development of such models.
However in the Western society the discussion re-
garding the destiny of numerous so-called Value-
Added Resellers (VARs) already has started.

The problem is that vendors, pursuing the aim
to secure sales growth, continue to insist on more
aggressive resellers’ behaviour, on increasing of
the number of their sales stuff. At that time the
rules of the game are already changing or will
be changed by vendors in the nearest three-four
year time. Here number of principal questions is
arising. Question number one — do the interests
of vendor and its resellers correspond or not to
each other in short-term and long-term perspec-
tive. Reseller that today has become big under
vendor compulsion is risking very much to lose the
game tomorrow, when suddenly little appears to
be better than big... Question number two — about
the degree of confidence between vendor and his

resellers; about vendor readiness to take into ac-
count his resellers future interests. And finally
the most principal question — but maybe vendors
are correct and today VAR is the rudiment of the
ending era?..

However that may be, many vendors con-
tinue to amaze with their achievements despite
of endless financial and military-political cri-
ses and not always pleasant discussions. Thus,
mainstream CAD and other tools for digital
prototyping sales “king” — Autodesk company
in the second quarter of 2008 has set the new
revenue record — 619.5 mln. US dollars. In this
astounding numbers there is definitely contribu-
tion of Autodesk representative office in Russia
and CIS that now has moved its vanguard to
so-called regions where during September and
October time three Autodesk 3D Forums will
be taking place. This certainly is the evidence of
positive changes in company’s regional policy on
the large territory of Russian Federation.

Now about the new faces. Today we salute the
appearance on our pages of “Novosibirsk chemical
concentrates plant”, which IT team in cooperation
with Autodesk and CSoft has successfully imple-
mented automated system for product design and
manufacturing process preparation and control in-
cluding Autodesk Inventor Suite, InventorCAM
and TechnologiCS. In this connection Novosibirsk
plant rightly has become the participant of our
permanent project “The Success Formula”, but
Youri Ibraev who is deputy chief of CAD/CAM
department, has shared with the readers his success
recipes and formulas in the field of automation.
This extensive interview is opening the sixth maga-
zine’s issue, but Y.Ibraev portrait is decorating the
first cover (that, we are hoping, will make him
well-known practically to all Russian engineering
corps). I wish Youri and his team not to stop on
reached advances, to raise the level and depth of
business-process automation at the plant as well
as to read Observer with the aim to find out other
success formulas examples.

I would like to underline that we are keeping
word given to Microsoft and our readers and
are publishing interview with PLM strategists
of this corporation — Mr. Don Richardson and
Mr. Simon Floyd that has been gained to our rep-
resentative during Arizona forum COFES 2008.
We would like to express our appreciation to
both of them for goodwill and aspiration for
giving as exhaustive answers as possible to all
our questions. In my estimation, though this ma-
terial is dedicated mostly for “epicures”, how-
ever it contains the message also for the broad
reader: it is impossible not to take Microsoft
into account!

Youri Soukhanov
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KOAQHKA P

B nepesnio, B raymb, B CapatoB!

“Tammopa MyTauTyp”, MOJAMETUJN €lle APEBHUE
pumiasine. CerogHs BpeMeHa MeHSIOTCS ObICTpee
Hac. [TonmbITKM OCTAHOBUTDH WX, 3asIKOPUTHCS, UTO-
TO 3aKOHCEPBUPOBATH — TIIETHBI. B aTOM cMbICIE
mup CAIIP/PLM wHe gBasieTcsl MCKJIIOYEHUEM, W,
cJie[oBaTeJbHO, HaIlla 3ajadya — OMNepPaTUBHO WU3-
6aBIATHCSI OT ITIPUBBIYHBIX JOTM M CTEPEOTHIIOB,
€CJIM MBI JeHCTBUTEJbHO HAMEPEHBI UJATH B HOTY
CO BpeMeHEeM U IIPAaBUJbHO TOHUMATH ATOT, YK€
peanbHo web-delivered world...

MuHOBaIMOHHDIE TI0 CYyTU U HAGMPATOTITIE TIOMY JISIP-
Hoctb Metogoorun SaaS (Software-as-a-Service) u
on-Demand, pa3zBuTHe WHTEpPHETA U TEXHOJOTHUI
B cdepe KOMMYHUKAIN, HEN36€KHO U3MEHST THU-
MUYHbIE MOJIETN BeleHNsI 6u3Heca y pa3paboTINKOB
nporpammuoro o6ecneuenuss CAIIP u PLM, xotsat
ouu Toro Uau HeT. O6e CTOPOHBI — U pa3paboTINKU
I[TO, u ero morpebuTesm — UIIYT KOPOTKUIA, MPOC-
TO, 3 PEeKTUBHBIN U HaJEKHBIH COCO6 JOCTyIa
IpYT K APYTY: IepBbie — 4TOOBI COBIBATH ObICTpEE
u 6oJibllle, BTOpPbIe — YTOOGBI MCHOJb30BATH IIMPE
n aktuBHee. C pa3BUTHEM TEXHOJOTHUN, OTKPBIB-
muecs AJs 06euX CTOPOH BO3MOXKHOCTU TPIMBIX
on-yain npogax 110 (“kopo6ounbix” pemenuii, B
Gosbieii crenenn), o6ydeHus CIENUATUCTOB, B3a-
UMOJENCTBUS M TOAMEPKKU, M Ja’Ke BBITIOJTHEHUS
MPOEKTHBIX Pab0T MOCPEACTBOM HHTepHETa GyayT
OCTaBJISATb BCE MEHbIIE MECTa AJsI MOCPEIHUKOB —
IUCTPUOBIOTOPOB U pecesnepoB. OT MOCTeTHUX XKe
BEHJOPBI TIOCTOSIHHO TPe6YIOT pPOCTa IIPOJAX, yC-
TAHABJINBAIOT KBOTBI, BEJyT HENPEPBIBHBIN NHPOP-
MAIMOHHBIII KOHTPOJIb M CTPOrO HaKa3bIBAIOT 3a
HEBBITIOJTHEHWE TJaHa. TpyaHo HaWTH CKOJb-HU-
6yZb BPa3yMUTEJbHBIH W MOATBEPKIEHHBINA MHp-
pamu aHau3 3HGEKTUBHOCTU ATUX MOjeJeli/KaHa-
JIOB TIPOJaXX C TeM, YTOOBI MOHITH TPEANOYTEHUS
BEHJOPOB M MPEAYTaJaTh UX BEPOSITHOE MOBeIeHUE
B YaCTU Pa3BUTHUI ITUX Mojeseii. OgHAKO B 3amas-
HOM O0O6II[eCTBe y’Ke Havyaaach JUCKYCCHS O CyAb6e
MHOTOYMCJIEHHDBIX, TaK Ha3biBaeMbIX, Value-Added
Resellers (VAR).

[Tpo6sema 3aka04aeTcs B TOM, 4TO BEHIOPHI, C
1ebl0 06ecTeyeHnss pocTa MPoAaX, MPOJOJIKAIOT
HacTamBaTh Ha 6OJbIIEN arpecCUMBHOCTU peceJiie-
pPOB, Ha YBEJWYEHUM KaKJbIM M3 HUX YHCJIEHHOC-
T TIlepcoHaJsia, 3aHATOro mpogaskamu. Ilpum artom
MpaBUJIa UTPHI YK€ MEHSIOTCS, UJIH GYIyT U3MeHe-
HbI BeHJOpaMu B Gimkaiilmue Tpu-dyeTbipe roga. U1
3/1eCh BO3HUKAET PSII MPUHIIUNHAJBHBIX BOTIPOCOB.
Bomnpoc HOMep oAMH — O COBIAJEHWN WJU HECOB-
majleHud WHTEPECOB BEHAOpPA U €ro pecesIepoB
B KPAaTKOCPOYHOW W [OJTOCPOYHOIH IIEPCIEKTHUBE.
Pecennep, craBmuil cerogHsi MO TNPUHYKIEHUIO
CO CTODOHBI BeHAOpa O6OJBIINM, PUCKYET 3I0PO-
BO TIPOUTPaTh 3aBTPa, KOTAA MaJeHbKOE OKa’KeT-
cs BApPYT Jydine, ueM 6GoJsbInoe... Bompoc HoMep
JIBA — O CTEIEHU JOBEPUS MEXJy BEHIOPOM U €T0
pecejiiepaMu, O TOTOBHOCTH BEHIOpPA YYHUTBIBATH
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ux uHTepechbl B 6yaymeMm. Hy m, HakoHelr, camblit
NPUHIMINAJbHBII M3 3THUX BOIPOCOB: a, MOJXKET
6bITh, BEHJIOPbI MpaBbl, U cerogus VAR — apre-
dakT yxoasien apbi?..

Kak 6p1 TO Hu O6blJIO, MHOTHE BEHIOPHBI MPO-
JOJIKAIOT YAUBJATD CBOMUMHU [JOCTUKEHUSIMU, He-
cMOTpsl Ha 6eCKOHeYHble (PMHAHCOBbBIE U BOEHHO-
MOJUTUYECKUE KPU3HUCHI U He BCerfa NPUATHBIE
quckyccuu. Tak, “kKoposb” MaccoBbIX TOCTa-
Bok CAIIP u apyrux MHCTPYMEHTOB IHU(POBOTO
MPOTOTUNMPOBAHUS — KoMnanus Autodesk, ycrano-
Busa Bo Il kB. 2008 T. ouepenHoil pexopa KBap-
TaJbHOM BuIpyuku: 619.5 man. gomnapos. Ectb B
3TUX YMOIIOMPAUYUTEJbHBIX IU@PaxX U BKJIAL POC-
cuiickoro oduca 3TOH KOMIAHUU, ABUHYBIIETO
HbIHYE CBOW IlepeZloBble OTPs/Jbl, KaK 3TO Telepb
NPUHSATO TOBOPUTb, B PETMOHBI, IJe B CeHTI6pe-
okTa6pe cocrosrcs 3D Dopymor Autodesk, uto
CBU/JIETEJbCTBYET O IMO3UTUBHBIX M3MEHEHUSAX pe-
TMOHAJBHON TOJUTUKH KOMIIAHUU Ha GOJIBIIOI
tepputopuu Poccuiickoit Meaepanuin.

Teneppb 0 HOBbIX JuilaX. CeroJHs Mbl IPUBETCT-
ByeM IIOSIBJIEHHE Ha CTPaHHUIlaX Halllero >XypHaJsa
0OAO “HoBocuOMPCKMII 3aBOJ XHMMKOHIIEHTpA-
ToB”’, T-KkOMaHZa KOTOPOTrO, B COTPYAHUYECTBE C
Autodesk u “CuCodt”, ycmenrno BHeJpHUIa Ha 3a-
BOJle ABTOMATH3UPOBAHHYIO CUCTEMY KOHCTPYKTOP-
CKO-TEeXHOJIOTUYECKOH MOATOTOBKY IIPOU3BOJCTBA B
cocraBe Autodesk Inventor Suite, InventorCAM
u TechnologiCS. B atoil cBsI3M TpeanpusTHE 3a-
CJYKEHHO CTAaJ0 YYaCTHMKOM Halllero MOCTOSHHOTO
npoekra “@opmy.ia ycrexa”, a iOpuii U6paes, sam.
HavyaJbHMKA OT/eJ]a aBTOMATHU3MPOBAHHBIX CHUCTEM
3aBOJla, PYKOBOAMBIINI BHeAPEHHEM, IIOAECIUJIICS
C YWTATeJSMU CBOMMU pelnentamMmu u ¢GopMmyJiaMu
yclexa Ha HUBe aBTOMAaTH3alluu. JTO pa3BepHyToOe
MHTEPBbBIO U OTKPbIBaeT 6-if HOMep KypHaJa, HY a
noptper 0. M6paeBa ykpamaer mepByo 06J0KKY
(4T0, HajeeMcs, clleJaeT ero U3BECTHBIM MPAKTHU-
4eCcKW BCeMy WHKeHepHOMY Kopiycy Poccun).
noskesaio IOpuio u ero koman/ie He OCTaHABJINBATD-
€ Ha JOCTUTHYTOM, MOBBIIIATh YPOBEHDb U CTENEHD
aBToMaTusanuu 6usHec-mpoiecco Ha “H3XK”, a
tTakke yutath Observer, 4TOOBI y3HATH (POPMYJIbI
yciexa JApyrux.

Xo4yy OTMETUTb, YTO Mbl JEPKUM CJIOBO, [aH-
HOoe Microsoft  uutatessM, u MyOGJIUKYeM HHTEP-
Bbio PLM-ctpateroB artoir kopmopainuu — [loHa
Puuapacona u Caiimona ®Duoiifga, KOTOpOe OHU
JlaJd HallleMy IpeACTaBUTEJI0 Ha apu30HCKOM ¢o-
pyme COFES 2008. Mbl nipu3HaTeJibHBI 000UM 32
n06pOsKesaTeTbHOCTh U CTPEMJIEHUE [aTh UCYEpP-
MBIBAIONINE OTBETHI HAa a6COJIOTHO BCE HAIIM BOII-
pocbl. [lo MoeMy MHeHHIO, XOTSI 3TOT MaTepuat
npegHasHadeH B 6oJblieil Mepe aus “rypmanHoB”,
OZIHAKO €CTb B HEM MecCe/’K U JJIsI MHUPOKOTO YH-
tartesisi: ¢ Microsoft Henb3si He CYUTATHCS!

IOpuii Cyxanos
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