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Market Approach


Samsung Korea currently views the market from the consumer side.  The have already had talks with ACT, presumably regarding Pulsar.  They are in development on a Simon-like product.  Their U.S. counterparts are addressing the business markets, and are much more WinPad focused.  Samsung Korea will be involved in their products and decisions.  A WinPad device for the U.S.  and/or world-wide markets would be pursued through an OEM partner.   Samsung is very interested in identifying such a partner.  They indicated a minimum commitment of 30,000 units per year would be required to get them involved.


Samsung Korea does have technical interest in WinPad.  Also, they would be interested in the product for the domestic market.  They believe they could sell 30,000 units per year just through intra-Samsung  market.  In particular, their insurance and financial units would have need for this device.  This would require a localized version of WinPad, and identifying appropriate vertical software.


Product Goals


Samsung is working towards a device that would be under 200g, no more than 130x85x18mm, cost less than $400, and run for 100 hours on 2 AAA batteries.  They realize this is a long-term strategy.  The
