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Purpose Statement:
The Distribution Solutions Council (DSC) requested a proposal for an educational outreach project in Second Life (SL). The purpose of this proposal is to outline our modal of this outreach program.  Using the Second Life environment, we propose using the format of a “Virtual Trade Show.” The audience for this trade show would be twofold: the representatives for the vendors, and the potential customers desiring to purchase distribution software. Since these two populations are familiar with normal web-based applications, database systems, and online communication systems, the design will allow for users who have an above average degree of technical expertise and competence. The general outcomes that NADSV hopes to achieve include client education about the selection process, vendor satisfaction in terms of trade show functions and participation, and client satisfaction in terms of trade show functions and participation. Our proposal will address the following areas:


Project Vision/Requirements – This will be a brief description of the proposed interactive environment: its general features and functions, descriptions of potential learners in the form of personas, scenarios for use by potential learners, outcomes to be achieved by potential learners, and assumptions/limitations on which the proposal is based.


Project Management Plan – This will be summary of how the project will be managed, including communication with the client(s) and subject-matter experts, a timeline for design and development, and a description of the activities that will occur in the various phases of the project.


Project Budget–This proposal also includes an overall budget projecting estimated expenses for design, development, implementation and evaluation. This is a general overview budget that includes the categories of personnel along with other general categories relating to site and show development.
Project Vision/Requirements:

What is Second Life?

 “Second Life (abbreviated as SL) is an Internet-based virtual world launched in 2003, developed by Linden Research, Inc (commonly referred to as Linden Lab), which came to international attention via mainstream news media in late 2006 and early 2007. A downloadable client program called the Second Life Viewer enables its users, called "Residents", to interact with each other through motional avatars, providing an advanced level of a social network service combined with general aspects of a metaverse. Residents can explore, meet other Residents, socialize, participate in individual and group activities, create and trade items (virtual property) and services from one another.

Second Life is one of several virtual worlds that have been inspired by the cyberpunk literary movement, and particularly by Neal Stephenson's novel Snow Crash. The stated goal of Linden Lab is to create a world like the Metaverse described by Stephenson, a user-defined world in which people can interact, play, do business, and otherwise communicate. Second Life's virtual currency is the Linden Dollar (Linden, or L$) and is exchangeable for real world currencies in a marketplace consisting of residents, Linden Lab and real life companies.

While Second Life is sometimes referred to as a game, this description does not fit the standard definition. It does not have points, scores, winners or losers, levels, an end-strategy, or most of the other characteristics of games, though it can be thought of as a game on a more basic level because it is "played for fun".”(Wikipedia, Second Life, 2007)

User Interactivity and Virtual World Features

Second Life users can interact with the virtual world in a variety of ways:

· Chatting: Users of Second Life can chat with other users of the virtual world; they can express emotions via “gestures” (virtual animation of their character) as well as use voice chat to deliver songs and audio messages. Establishing friends allows users to be able to contact their peers no matter the virtual location they are currently in. Note cards can be used to send information (text) to users the same way one would send a word document to a friend.

· Motion: Users of Second Life are can move in around the world to explore the different virtual islands and lands of the world. Users can also fly for a faster exploration of terrains. Customized virtual vehicles are also available in Second Life for users to experience virtual driving, flying, riding boats.

· Interactivity: Users of Second Life can interact with a variety of objects available in the world. Virtual objects include:
· Virtual Boards: Virtual Boards can provide displaying images and text in order to display information or instructions (to fully benefit from a virtual simulation)

· Virtual Video Projectors: Virtual Video Projectors provide users with the display of audio/video presentations. 

· Virtual Simulation Objects: Virtual Simulation Objects can provide virtual simulations of a product (example: an exaggerated sized representation of a product for users to be able to understand the different parts that interact in the product, or a giant book for users to read.)

· Virtual Vehicles: Cars, Bikes, Airplanes, etc…

· And much more…: You name it!
Private Island properties: In order to control members attending a certain conference or island, it is possible to restrict the visitation of an island to a selected number of users of the virtual world. Viewers willing to get in the virtual island can gain access by signing up for permission or by requesting a certain password to be allowed to visit the island.
Virtual Trade Show Interactive Environments:

· Boards: Virtual Boards will provide the display of text, images and diagrams to visitors of the virtual trade show

· Virtual Conference Rooms: Virtual conference rooms will allow representatives of the DSC to provide virtual presentation to their customers in a conference room environment.

· Information Boxes: Information boxes can be used to provide sheets of information for users to take with them and read even after the expo is over.

· Professional personnel availability:  Personnel from DSC will be able to interact with visitors to provide more info or answer questions.

· Coffee area: A virtual coffee area would allow for users to discuss any topic related to the conference in a more relaxed form.
Outcomes to be achieved by potential learners

As in a regular trade show learners will come out of the experience with enough knowledge about:

· The many features of the product presented

· The level of professionalism of the developer

· The quality of the trade show

· Positive experience provided by this new medium (Second Life)
Representatives for the Vendors

The representatives for the vendors will be composed of professionals from the DSC. Representatives must be experienced enough with Second Life to be able to hold a conversation and to use virtual objects. These representatives will be able to answer any topic asked by a visitor/potential customer, they will provided a presentation of their software either via voice chat in a virtual conference room (with a virtual podium and the display of images (such as a PowerPoint presentation) in a virtual conference room) or via one to one interaction with the visitors/potential customers. The representatives will be available at certain locations in the island, in order to ensure that no visitor is lost during the conference.
· Pre Show Marketing- This should begin one year before the date of the show.   Possibilities for this campaign include trade publications, DSC and Second Life websites, radio and TV spots, standard mail advertising, and other options.  The campaign should include information on what Second Life has to offer, as well as links and contact information for Second Life and DSC.  This will include the price for admission to the trade show and other associated features of the Trade Show.

· Vendor Registration.  Advanced registration should begin at the same time as the marketing campaign. This will be handled through an online application provided by DSC, which may be linked to other sponsor websites. Registration Deadline for vendors should be no later than two months prior to show to allow for Show site development and marketing for potential Customers.  A variety of payment options will be offered.  Once the application process is complete, a DSC representative will be assigned to guide the Vendor representatives through all the different aspects of Second Life, DSC, and the Trade Show.

· Vendor Orientation & Education.  Each vendor will be guided through the various affordances that SL offers clients, especially those that will be used during this Trade Show.  This will include navigation of the SL website, demonstrations of companies and organizations already using SL and assistance in developing the vendors own site at the Trade Show.

· Technical Support.  DSC and SL Technical Support staff will be available during all phases of the Trade Show to help vendors and customers with any questions.  Before the show, interactive designers will be available for consultation with the vendors for booth and avatar building.  A prototype will be available to show the vendor during the consultation with personalization of both booth and avatar to occur post consultation.  The vendors may be asked to provide special content such as logos during the build process.  During the show there will be a vendor lounge with technical specialists to help with any questions.

· Interaction with Customers.  As part of the development of the trade Show, each vendor will have their own particular site set up on the DSC Trade Show land set up on the SL Site.  Possibilities include all aspects of interactive media, virtual advertising media, video conferencing, Instant Messaging and chat capabilities, and transport abilities. These sites will also include access to contact information and all services that are provided by the vendor.  Each participant will be assigned an avatar to for the duration of the event.  This avatar is a visual representation of the participant in order to facilitate communication.   Also, as part of the event, each vendor will be set up with the ability to demonstrate products, receive orders from customers, and complete transactions online.  Vendors will also provide information that can be use in printable handouts and receipts that can be downloaded from the website.

· Other communications.  Vendors will be provided with a list of the daily schedule of the Trade Show, assigned time slots for public demonstration of products, expert workshops and presentations, lists of all vendors attending, and other networking opportunities. DSC will also provide an exit survey to provide an evaluation of the event. Post event communications will also be provided to vendors to develop other trade show possibilities.

Potential customers desiring to purchase distribution software

Potential customers are familiar with normal web-based applications, database systems, and online communication systems. Customers must be experienced enough with Second Life to be able to hold a conversation and to use virtual objects. Customers will be able to chat and ask any questions to the personnel of DSC. Customers participating in the virtual trade show must sign up to join the conference before attending; this would allow restricting the audience and maintaining virtual security. These potential customers will be presented with images and text presentations as well as speeches provided by the DSC personnel to inform them about the company’s products. The level of interaction between these visitor and the objects in the trade show will be based on a linear experience model in order to make sure that all parts of the trade show are covered (visitors will be walking following a specific pathway).
During the trade show, customer service will be a high priority item.  There are several areas that are expected during a typical trade show that will also be available during our virtual trade show.
· Advertisement – The pre-show publicity will need to focus on both the vendor product offering and the perks offered to the customers.  A good customer focused advertisement will stress the freedom from travel, hotels, expenses, and time away from the office that virtual trades show offers over a conventional show.  

· Registration – There will be opportunity to advance register for the show at a secure online site.  Customers can also register day of the show at a registration booth area at the entrance to the show.  An advantage of pre-registration is the ability to bypass the booth with their registration information. Adjacent to the registration booth will be a large poster telling the day’s activities, lectures, workshops, etc. being presented by the vendors.

· Pre-Show FAQ related to Second Life navigation – there are already short orientations to SL available for customers and this information must be conveyed to the customer prior to the show.  In addition, a FAQ “handout” must be included with registration materials.  A potential service: have the “outside” of the trade show accessible for a couple of weeks prior to show date.  The customers could practice walking around the grounds and look at trade show advertising that would be placed on the grounds.  A registration booth could be set up that linked the customer with the secure website.  Other pre-show information would be available as developed.

· Customer Information Booth- During the show there will be several areas that customers can get questions answered.  This will range from a simple greeter at the door to say hello and direct the customer to a full blown FAQ booth in the venue.  Interesting ideas for this service includes automatic kiosks where the avatar can search an interactive venue map with teleportation features.  Our customer service avatars will be dressed in a readily identifiable “uniform” for easy customer access.

· Handouts – We will need a way to make all vendors booth product literature available for the customer to print or save to their computers.  This can be done via a PDF link to files and brochures.  There should also be an agenda posted at the entrance for any interesting lectures or activities that will be happening that day at the trade show.

· Giveaways – All good trade shows have giveaways!   The customer’s avatars should be wearing an official name badge with the DSC logo, their name, and their company.  There should also be virtual t-shirts. Frisbees, etc. designed with the trade show logo that can be given to our virtual customers either in a raffle format or in the registration goodie bags.
Project Management Plan:

The trade show is scheduled for Monday, December 1, 2008.  This will give all parties ample time to plan for the event.  As discussed above, there will be many pre-show activities.  These will include advertising for vendors and customers and registration for both customers and vendors.  Additionally, customer service professionals and technical support specialists will need to be hired and trained.  See Schedule for a detailed description.
Schedule:

December 2007:  Prepare RFP and submit to DSC by December 15th.

January 2008 – Expect feedback from DSC.  Meet with DSC as needed to answer questions and revise proposal as requested.

February 2008 – Hire personnel for trade show “building” needs in SL.  Identify Subject-Matter Expert from DSC.  Work with SL designers and Subject-Matter Expert from DSC to design framework for show.  Broad themes such as standard booth design will be decided.  Customer surveys will be sent out to get “the voice of the customer.” 

March 2008- Review customer surveys; nail down details related to broad themes.  Decide on a pricing structure for vendors and show attendees.  Decide optimal number of vendors and customers for a successful show.  Ensure a variety of packages are available to meet the needs of the customer.

April 2008- begin major marketing campaign to major trade publications; DSC website will have limited information.  Gain industry interest.  Develop vendor registration information.  Develop vendor support packages.

May 2008- Begin mailing vendor packages to potential vendors.  Have technical and vendor support personnel available to answer questions and custom-tailor a package for interested vendors.

June 2008 – Continue to support vendors in their trade show “build.”  Assist vendors in training their representatives for the trade show on Second Life interactions.

July 2008

August 2008 – DSC Trade Show website will be fully developed in anticipation of next months marketing “push.”

September 2008 – Begin mailing show literature to potential registrants (customers).  Registration will be open from September through November.  Q and A information must be readily available. 

October 2008 – Major marketing campaign to increase number of early customer registrations.  

November 2008 - Have a couple of Second Life seminars for customers who are not sure of the way SL works.

December 1, 2008 – Successful Trade Show!!!

Staffing:
For this project, we will require the following Personnel:

1.  Project Manager-1 

2. Graphics Interface Designers-4

3. Interactive Designer - 1

4.  Web Graphics Designers-3

5. Print Graphics Designers-3

6. Desktop Publisher-2

7. Technical Desgners-3

8. Programming and System Configuration Technicians-3

9. Personnel Testers-2

10. Data Collection Analysts-2

11. Analysis/Reporting Personnel-2

Budget: See attached Budget
