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Abstract


This report provides an industry marketing opinion regarding the anticipated customers of high speed 802.11 standards based products.  This opinion was offered by the Wireless LAN Alliance (WLANA) and requested by 802.11 during the November 1997 discussion of  customers.


WLANA Background


The mission of the Wireless LAN Alliance is to foster WLAN industry growth through market education.  It is a non-profit trade association that meets at least quarterly to mark progress and to plan programs that support its charter.  The major programs are an educational web site at www.wlana.com, industry white papers, and an ongoing public relations effort.  Current WLANA members are: 3Com Corporation, Aironet Wireless Communication, Inc., Advanced Micro Devices, Breezecom,  Digital Equipment Corporation, Harris Semiconductor, Intermec Technologies, Lucent Technologies, Netwave Technologies, Inc., Norand Corporation, Proxim, Inc., Raytheon Electronics, Symbol Technologies, Inc..  Alliance membership is open to additional companies that pay membership dues and are supportive of the industry.  


Methodology


The Wireless LAN Alliance addressed this issue at its January 16, 1998 meeting.  The objective of the exercise was to provide industry marketing perspective to the IEEE 802.11 high speed committees.  We first agreed on a relevant market segmentation model,  we than made our technology/ product assumptions and finally completed the matrix below with opinions on likely customers for each segment for each technology.  A one (1) indicates that the customers of the segment were thought to be a primary customer, a two (2) indicates a secondary customer, and a three (3) indicates a tertiary customer. The January 16 meeting was attended by 10 company representatives, the director and a guest.  The opinions of all the meeting attendees were recorded.





The comparison matrix divides the wireless LAN market into corporate, small business and small office/home office segments.  The corporate market is sub-segmented to differentiate between general purpose office use and special (vertical) applications.





The technology assumptions that were made for eventual 2.4 GHz products were a data rate greater than
