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The Market Opportunity 

In the face of struggling economic times, the content networking industry remains healthy, and revenue is expected to expand in both the enterprise and service provider markets over the next four years, says IDC research (Nov 2001), which projects that worldwide content network spending will increase from $1.6 billion in 2001 to $8 billion in 2005, representing an estimated annual compound growth of 49% during the forecast period.  

The Internet has evolved into a dynamic infrastructure for delivering a very large and rapidly growing selection of audio, video, and information content to serve Internet users who want to use streaming media content to view upcoming movie trailers, watch classic TV show reruns, listen to audio files, or watch the news from their desktops.

According to a new Internet Study by Arbitron Inc. and Edison Media Research, streaming media is now one of the fastest growing technologies on the Internet.  As of July 2001, 52 percent of online Americans (or approximately 78 million people) have watched or listened to streaming media content.  Proliferation of broadband into American homes will only accelerate this trend, analysts say.
The fastest growing source of demand for content delivery network (CDN) services is expected to come from the enterprise market, as it constantly forages for high-performance delivery of rich multimedia content across both public and private domains, say analysts.  


Marina Martin, Research Analyst at Frost & Sullivan, identifies three principal factors that are fuelling the demand for enterprise content delivery.  These drivers include rising interest in the provision of on-demand streaming audio and video for home and business use, coupled with renewed interest in paid content subscriptions compelling content providers to improve the quality of service (QoS) or performance.  

The growing need for caching and global load balancing solutions that do not require capital outlays in the enterprise market will further boost sales in the enterprise content delivery market.  

According to the study, the number of streaming media objects available on the Internet is set to rise from approximately 5 per cent in 2001 to 25 per cent by the end of 2007.  This projected increase will be directly stimulated by the potential for greater rollout of broadband internet access for home users.  

“From a business viewpoint, the increased interest in streaming technologies is believed to lead to an expanding and divergent customer base for the CDN services market.  Large enterprise companies from the old economy, such as manufacturing, transportation and utilities, and service sector companies in healthcare, insurance and banking/finance are likely to intensify the need for CDN services to manage increasingly complex and sophisticated CDNs.” 

Enterprises have traditionally focused on QoS in their private networks.  In contrast, CDNs have addressed the problem of delivering content over the Internet.  A key challenge for CDNs would be to show enterprise customers that they can successfully combine QoS with effective content delivery across both private networks and public domains – all in a cost effective manner.

Indeed, as more business uses develop for streaming media, QoS in the delivery of the streaming content will become a business necessity.  “Because QoS across the Internet is impossible today, companies utilizing streaming media for business purposes will have no other choice but to turn to content delivery services to mitigate bottlenecks that occur daily on the Internet,” Ms Martin reports.  

QoS issues also directly impact a company’s brand image, necessitating the use of CDNs to provide effective content delivery to end-users.  Here, CDNs will need to convince companies that sophisticated network management expertise rather than an upgrade in bandwidth is the key solution to overcoming congestion and efficacy issues.

An increasingly evident trend in the enterprise market is that of caching and global load balancing solutions that do not require capital outlays.  “By using content delivery services, companies can avoid the true cost of the infrastructure assets used by the company hitting the balance sheet.  This also prevents depreciation from affecting the company income statements,” Ms Martin explains.  

The Limitations of Current Streaming Technology (see White Paper Library for further details)
There are content distribution and caching methodologies designed to take the load off an origin server.  They accomplish this by acting as the intermediary between origin and edge servers that push updated content to edge servers, versus requiring each edge server to contact the origin server.  There are static content caching methodologies, in addition to streaming media, that combine news group services letting Internet service providers off-load multi-terabyte loads and letting customers send huge files without choking network servers.  There are methodologies that caches static and dynamic content, database-driven content, and even encrypted content.  There are even content distribution methodologies that offer site hosting, private networks, data centers for business customers, and that even stream satellite transmission as part of their network solution.

While streaming content provides many potential benefits, it is not without challenges.  Like any technology, the benefit to the consumer must be balanced against the cost and other requirements of the provider.  Currently, traditional real-time streaming providers have systems that differ in detail, but all involve an extensive server infrastructure and real-time synchronization to deliver content.  These systems face the same high cost and low quality issues as a result.

Bandwidth Costs - Bandwidth for traditional streaming is also cost prohibitive.  Streaming bandwidth is much more expensive than that required for downloads—often up to 50 percent more because it requires headroom and real-time traffic packet prioritization.  Content sites and ISPs will find it difficult to cover the costs of delivering streaming media content as more people watch or listen to streaming content on-line.

Server Load - In a traditional model, the burden of storage, delivery, and synchronization is placed on expensive central servers and supporting software.  As more and more users try to access a piece of streaming content, a tremendous strain is placed on the server.

Surges Associated with Events - Both servers and networks are susceptible to surges associated with big events like the release of an anticipated music video.  

Few recent Internet trends have captured the attention of an entire industry like the sharing of digital entertainment.  Free, unregulated peer-to-peer (P2P) networks that share mostly illegal pirated music and video are nonetheless responsible for a massive behavioral and cultural shift in how people want their entertainment delivered.  In the U.S.  alone, more than a third of all Internet users have downloaded music files.  Consumers are now looking to the entertainment industry to provide a consumer-centric e-commerce experience for access to legitimate content-immediate digital delivery, user-friendly technology and cafeteria-style options.

Despite its popularity, traditional streaming is not a cost-effective method for delivering high-quality online information content to this ever-increasing population of streaming users.

The Solution:  Multi-Source Peer Streaming™
CenterSpan Communications’ C-Star Content Delivery Platform with Multi-Source Peer Streaming™ solves cost and quality issues associated with traditional streaming enabling content providers to deliver secure superior streamed media at a substantial savings in operating costs.  CenterSpan develops and markets next-generation, secure Internet content delivery solutions for media and communications service providers and the enterprise.  

Analysis indicates mediated P2P costs are one-third that of client/server downloads and less than 10% that of traditional streaming for audio content.  P2P offers even greater savings with video content.  A mediated P2P network enables delivery of content such as music, video, publications, images and games at the lowest cost available today.

End-user customers and digital distributors typically measure their effectiveness by security, service level and cost.  CenterSpan's C-Star mediated P2P distribution platform excels in each category.  It delivers secure, reliable services that are easily more cost effective than even the most efficient server-based streaming or client/server systems.  C-Star's P2P infrastructure scales easily and naturally because peers provide additional redundancy to the system.  The central mediation provides superior security and control.  C-Star is the enabling technology that allows the market for digital content to continue its rapid growth.

CenterSpan: CenterSpan Communications (www.centerspan.com)

Headquartered in Portland, Oregon, and maintaining offices for its Digital Media and Entertainment Group in Los Angeles, CenterSpan Communications (NASDAQ: CSCC) was founded in 1999 to focus on peer-to-peer digital distribution technologies and solutions by providing next-generation, secure Content Delivery Network services to media and communications service providers and the enterprise.  Entering the content delivery arena in 2001 by introducing C-Star CDN Products and Services for media and entertainment service providers, and in 2002, CenterSpan’s target markets have expanded to include communications service providers and the enterprise market (verticals).

Providing total solutions that increase ROI, speed time-to-market and improve the end-user experience, CenterSpan's innovative C-StarTM Content Delivery Network has enabled the highest value, secure digital distribution channel available today.  C-Star CDNTM Services is -the first- next-generation software-based CDN solution providing unsurpassed streaming and download speed and quality to securely deliver digital media at a fraction of the cost of traditional CDN providers.  C-Star CDN Services provides reliable, intelligent and secure digital distribution that powers a viable business model for the delivery of media of all types over the Internet.  Scour.com, the company's consumer digital entertainment service, as the first retail example built on the C-Star CDN, provides a showcase for C-Star capabilities.

Frank G.  Hausmann

Chairman and Chief Executive Officer

Frank has brought an established record of leadership success to his tenure at CenterSpan.  Before joining the company in 1998, Frank was VP, Finance and CFO of Atlas Telecom, Inc., a developer of enhanced facsimile and voice-mail solutions.  From 1995 to 1997, he served as VP, Corporate Development and General Counsel of Diamond Multimedia Systems, Inc., a designer and marketer of computer peripherals such as modems and graphics and sound cards.  Prior to joining Diamond, Frank was EVP and CFO for Supra Corporation, a designer and marketer of modems that was acquired by Diamond Multimedia Systems, Inc. in 1995.  Frank holds B.S. degrees in Economics and Political Science from Willamette University and a J.D. degree from the University of Oregon.  He is a member of the Oregon State Bar.

Steve Frison

President and Chief Operating Officer

Steve joined CenterSpan in February 2000, serving as the company's SVP of Product Development and CTO.  Steve came to CenterSpan from nCUBE Corporation, the world's leading developer of interactive streaming media servers.  As VP of Product Development for nCUBE, he was instrumental in developing nCUBE's next generation MediaCube 4 Video Server.  Prior to joining nCUBE, Steve was CTO of Complete Business Solutions, Inc.  (NASDAQ: CBSI), where he led the development of a Java framework for web-enabled business applications.  Steve also held key engineering management positions at Intel Corporation where he helped lead the development of ProShare in the Personal Conferencing Division and served as Engineering Manager of the Supercomputer Systems Division.  Steve received his B.S. Mathematics/Computer Science from Portland State University.

The Opportunity – Vice President of Marketing
The ideal candidate must be very comfortable with the risks and rewards of a start-up environment.  While well funded, CenterSpan is bringing a new technology into a rapidly unfolding marketplace.  This challenge is a selling point for the right individual, able to appreciate the magnitude of the opportunity presented to them.  CenterSpan is looking for a passionate individual that will thrive in this fast paced environment.  The dynamic nature of CenterSpan’s business demands this person to have the ability to adapt to change, push their own personal and professional limits, the character to stand in the face of uncertainty, and the judgment and experience to know which course to pursue.

Position Profile

CenterSpan is uniquely positioned to take a leadership role in the Content Distribution Network (CDN) solutions marketplace.  As such, CenterSpan is looking to fill the position of Vice President of Marketing.  This position will report directly to the President & COO.  

The challenge facing CenterSpan is to quickly capitalize on its unique mediated P2P technology and market position, and establish itself as the leading provider of CDN service solutions.  Establishing a robust Marketing organization for will achieve this.  The nature of CenterSpan’s technology and service gives CenterSpan a tremendous competitive advantage over would be competitive solutions.  Because no current technology has been adopted as a standard in this space, CenterSpan has a great opportunity to evangelize/educate the market on the value of CenterSpan’s technology solution. The qualified candidate will be able to creatively identify new possibilities for revenues and partnerships, as well as assist the President & COO and Chairman & CEO in the execution of CenterSpan’s business plan.  Upon arriving at CenterSpan, this person will be expected to draw on personal experience and industry contacts to quickly assess the impact of current marketing efforts, and develop and implement a marketing business plan.  

The individual’s mission is to establish CenterSpan as the branded leader in the CDN solutions space. This individual will build and lead a team of marketing professionals. The management team is close-knit, and will be looking for a person who will work collaboratively on bringing a world-class solution to market. In this collegial, but open environment, the Vice President of Marketing will be expected to engage fully in strategic discussions, presenting his/her opinions. Contributions will be measurable in industry recognition for CenterSpan as well as revenues.

In particular, the new Vice President of Marketing must:

· Support revenue generation through sales of CenterSpan’s CDN services through their direct efforts

· Define proper distribution channels and partnerships to allow deep penetration of target markets

· Build/reinforce a strong brand and value proposition in the market with customers and partners

· Be willing and prepared to represent CenterSpan with customers, partners, investors, and the Board of Directors.

· Demonstrate sufficient technical understanding to apply CenterSpan’s technology to create and position a compelling market/customer driven value proposition and brand.

· Develop world-class marketing organization by bringing in best practices, instituting processes, recruiting great talent, motivate a world-class marketing team, while knowing where to draw the line between mentoring and replacement.

· Be a valued contributor and collaborator with management team.

· Be the key contributor for strategic development, particularly with respect to pricing and go-to-market strategies.

· Full ownership for the marketing budget, follow-on releases of core products and services, development and launch of additional products and services.

· Deliver award winning products & services on-schedule and on-budget by directing the allocation of resources in line with business plan; cooperate with management team to refine as necessary. 

· Articulate CenterSpan’s vision through presentations to analysts, customers, investors, and partners. 

Responsible for all aspects of Marketing, this individual will have the opportunity to help define and implement the marketing strategy that will enabled CenterSpan to achieve the successful, branded, leadership position of its CDN product /service solutions worldwide.  This individual will support the strategic efforts to size the overall target market, segment the opportunities, as well as support the definition and execution of the worldwide revenue generation strategy.
CenterSpan’s growth is expected to mirror the content networking industry.  This is an opportunity for an individual who is seeking the challenge of building a career in top-tier CDN solutions marketing.  Through the entire product/services lifecycle, this individual will have the opportunity to play a key role in all facets of the implementation of CenterSpan’s strategic business plan.  

This role requires a Marketing leader with a successful track record of bringing innovative enterprise solutions to market. Specifically, this individual must come with the direct experience of taking a company through early adopter phase and into the mainstream market.  It is likely that this candidate is currently a Vice President of Marketing with a successful Enterprise Software/Solutions company, ideally in the Content/Document/Data Distribution/Management space.

The following characteristics and experience will describe the successful candidate:

· Has worked at companies that ranged in size from Start-Ups to >$50M in revenue, this individual has 12 years of experience in progressively more challenging roles in the telecommunications/internet marketplace (ideally – data/documentation management software and/or network oriented solutions & services).

· Has 5 years of executive success managing a multi-layered organization and multiple products/initiatives.
· Has demonstrated ability to lead product launches, announcements, and releases.

· Has Technical Marketing skills, possesses the ability to understand market needs and is capable of translating these needs into what CenterSpan needs to build along with associated pricing and go-to-market strategies.

· Must have demonstrated a consistent and proven ability to function exceptionally in all phases of marketing operations with specific strengths in Strategic Marketing, Product Marketing, and Marketing Communications.

· Has demonstrated a strong ability to develop and maintain relationships with client executives up to the Boardroom level.

· While possessing experience in the ongoing management of existing product/service lines, has demonstrated the ability to manage multiple new and enhanced product/service development and launch efforts.

· Has marketing budget experience for enterprise solution & service product line management through entire product lifecycle.

· Demonstrable impact on revenues through close strategic cooperation with sales/business development efforts.

· In addition to demonstrated ability to build, lead, manage, and motivate teams - this individual must be a team player - possessing a strong ability to “listen & learn” from the success and experience of other.  (i.e., Knows when to lead - Knows when to follow).  CenterSpan has a strong team-oriented environment.

· In addition to having demonstrated strong Board Room presence, and possessing excellent presentation and communication skills, the successful candidate is a bright, engaging, articulate, and highly motivated driver possessing the capacity to assume ownership where needed.

For more information please contact:  Ron E. Bates, Managing Principal

Phone: 408.451.8414 ( Fax: 408.904.4935 ( rbates@executive-advantage.com
Executive Advantage Group, Inc.    Offices in Silicon Valley and the Pacific Northwest 


