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Foreword
It is my pleasure to write the foreword for this book and invite you
to read on. Over the past seven years I have personally been
involved in launching and promoting a new class of wireless technology; this class being the worldwide, two-way, unrestricted use,
personal range, wireless communications designed for a broad
range of applications. We named it Bluetooth wireless technology
for short. My role within Intel Corporation and as Chairman of the
Bluetooth Special Interest Group (SIG) marketing team has been
focused on establishing the standards, communicating the vision to
the user segments and working with the industry to deliver products. I have worked with most of the contributors to this book, who
have each taken the vision and concept of new wireless to deliver
products into their individual market segments. Many of the lessons
learned will be of great value to you if you are involved in bringing
wireless products to your market.
The key to success is achieved through finding a clear and consistent vision that understands user benefits and adheres to the right
path to implement products. The Bluetooth vision is to replace
cables between devices and build a radio for less than $5. The objective was to bring together companies from different market segments, agree on the usage models, and work together to develop
and promote the technology. Companies benefit through ubiquity
and a broad installed base of a single standard. Details of how this
came together can be found in the following chapters.
The first challenge was to bring the industry together and agree on
the key directions and use objectives. For this, clear business benefits
for each company needed to be defined. Each company then contributed investment in resources for product and specification development. Key marketing challenges through this phase were industry
facing and focused on bringing the technology to market. Now we
are in the phase of delivering products to customers and growing the

