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Turner Sales is developing a fully integrated and Web-aware application based on the entire suite of Microsoft® Office 97 applications.  The new solution will cut the turnaround time for order entry, credit approval, and placement of ads on Turner’s web sites and promises to cut direct costs and enables Turner’s sales force to devote more time to what it does best: maximizing sales.


Ted Turner is a man of vision – and that vision has influenced what the rest of us have been seeing, and hearing, for 16 years.  From the founding of Cable News Network (CNN) in 1980, Turner Broadcasting System, Inc. now includes 14 broadcast networks and nine entertainment-related subsidiaries including sports teams, motion picture companies, home video distribution and book publishing.  Today, Turner Broadcasting is the world’s number one source for news programming, as well as the producer and/or syndicator of such diverse but hugely popular phenomena as NBC’s Seinfeld, Teenage Mutant Ninja Turtles, and The Goodwill Games.





Turner and his company are as visionary today as they were 16 years ago.  Now, that vision is focused on the Internet’s World Wide Web as the newest mass medium for information and entertainment.  Turner Broadcasting sponsors seven major Web sites, including sites for its Cartoon Network, CNN (CNN Interactive), CNNfn, TBS SuperStation, Turner Classic Movies, Turner Network Television and, in conjunction with Time Warner Inc., the All Politics Web site.  A growing number of these Web sites include advertising support.  Garnering and managing that support for the Turner Interactive Division is the responsibility of the Turner Broadcasting Sales Inc., a division of Turner Broadcasting System Inc.





Needed:  New Solutions for a New Medium





With Web sites catering to end-users ranging from school children to Wall Street financiers, Turner is well positioned to deliver highly targeted audiences to its advertisers.  No other medium targets consumers with such accuracy and this strength is not lost on advertising buyers.  Last year, Turner Sales saw their Web site advertising dollars grow by 1200%.





Nevertheless, Turner Sales is facing a significant challenge.  Although Web site advertisement billing and sales management is analogous to the broadcast advertising environment with which Turner is so familiar, the newer medium requires new systems for tracking and invoicing that are not portable from the world of broadcast.  For example, traditional broadcast advertising is based on calculated exposure rates whereas Interactive advertising uses indices such as “click-throughs” and “hits”.  To manage this business challenge, Turner’s Interactive group instituted a stop gap process in which ad invoices and inventory reports were generated from data manually entered into a Microsoft Access 95 database.  Inventory, rate cards, presentations, and contracts were generally processed manually.





The process allowed only Turner’s Interactive group to enter data into the database.  That was a great help, but the solution was neither developed to integrate with other Office components nor did it easily integrate with collaborative functions such as routing and tasking.  In addition, account executives or sales assistants in the cable sales divisions, who were also selling Interactive ad space, were unable to access the database. 





As Turner’s online activities expanded, the solution could not adequately track all phases of the sales process.   And while sales personnel should have been obtaining credit approval for new agencies, they often left that job to Interactive Division personnel who were in charge of entering data into the Microsoft Access database – often resulting in Turner placing ads before the agency had even been approved for credit. 





“We realized the best solution would be to manage the Web with the Web, that is, to use the strengths of the Turner corporate Intranet to initiate, monitor and manage the entire Web advertising process from order entry and scheduling to invoicing and report generation.  By taking advantage of the capabilities of the Web and of Microsoft Office 97, that’s what we intend to do.”


Nicole Vogel


Systems Integration Manager


Turner Broadcasting Sales


Moreover, Turner’s sales force often lacked the up-to-the-minute information on advertising inventory that would maximize Web sales revenue and coordinate Web sales with those for Turner’s cable networks during negotiations with advertisers.  The sales division also lacked the tracking tools to conduct comprehensive analysis of its Web sales success and to determine opportunities for growth.  Finally, the division relied on printed-and-faxed reports to communicate advertising status to the managers of each advertising-supported site– not the best solution for an environment that depends on instantaneous information.





“Managing the Web with the Web”





“The best solution was right in front of us: the Web itself,” says Nicole Vogel, manager, systems integration at Turner Sales.  “We realized the best solution would be to manage the Web with the Web, that is, to use the strengths of the Turner corporate Intranet to initiate, monitor and manage the entire Web advertising process from order entry and scheduling to invoicing and report generation.  By taking advantage of the capabilities of the Web and of Microsoft Office 97, that’s what we intend to do.”





Turner Sales’ use of Office 97 represents the latest step in an increasingly successful deployment of Microsoft technology.  In 1993 the division chose Microsoft Windows NT® Server network operating system and Microsoft SQL Server client-server database management system to replace its DEC PATHWORKS network.  Turner expanded its use of the Microsoft BackOffice™ suite, adding Microsoft Systems Management Server, Microsoft SNA Server and Microsoft Exchange Server over the past two years.  With BackOffice now including the Microsoft Internet Information Server, Microsoft had provided Turner Sales with all the back-end tools it needed for its sales-tracking Intranet.  Now, Turner needed a desktop infrastructure and tool-set that were just as Intranet-savvy—which is why the division was eager to consider Office 97.





Turner Sales is developing a pilot for a fully integrated and Web-aware application based on Office 97.  The new solution was custom-created by taking advantage of the exposed Office 97 functionality with Visual Basic® for Applications (VBA).  Developers will use the entire suite of Office 97 applications, ActiveX™ technology and built-in data access interfaces in Office 97 to communicate with Microsoft SQL Server.  Microsoft Internet Explorer 3.0 will be the client front-end into the active Intranet environment.  The Intranet site itself will be created and managed using Microsoft FrontPage 97™ web authoring software.





Turner Sales will also implement the new solution on its existing hardware – a tremendous savings over the potential cost of major upgrades.  The solution will run Office 97 from DEC Sable-class Alpha servers using a “Run from Server” configuration, and will run Visual Basic objects and SQL Server on DEC Dual Pentium 90 servers.  On the client side, Office 97 will run on a range of PCs including 486/50s and Pentiums.
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Enabling a Complete End-to-End Solution





“Using the Web to manage the Web” means that Turner plans to use its Intranet to handle everything from rate cards and presentations to contracts, ad placements, and invoicing.  This enables appropriate Turner personnel – in the Interactive Division, the Cable Sales Division and elsewhere throughout the company – will have real-time access to information as needed.  





For example, order entry will be accomplished via a Visual Basic 5.0 active form that will generate an e-mail message sent over the Intranet from sales executives to the Interactive Division in New York.  Before the order may be submitted, the form will check that a credit-approved agency was entered.  If the agency has not been approved by Turner’s credit department a credit application form, created in Microsoft Access and published to the Web via ActiveX Server Script, will ask for all relevant credit information.  Once this form has been provided, it will be routed to the Corporate Credit department in Atlanta.  There, credit personnel will use a Microsoft Outlook™ form based on a Microsoft Exchange Server folder to view credit application for approval. 





The ad order request will be posted to the Interactive division’s Microsoft Exchange Server folder and displayed in a Microsoft Outlook form. Here the Interactive division will provide any additional approval information or comments and reroute a copy request and its status back to the salesperson, via an Outlook e-mail message.  If the ad order has been approved the mail message will enable them to pull up Microsoft Word in the TurnerActive browser environment to generate an ad contract via Word templates populated with data stored in the SQL Server database. As soon as an order is approved the updated inventory information will be available in an Excel Active Document for real-time analysis.





Next, the client will submit its ad – via an e-mail attachment on the Internet – to the Interactive Division, which will be entered into the trafficking system.  Trafficking system data is sent to the SQL Server, where it is available for downloading via remote automation and ODBC into a Microsoft Excel Active Document spreadsheet for real-time analysis.  Meanwhile, inventory is tracked, and hits for each ad will be matched to the ordering information to produce post-run analysis.  





The Microsoft Excel and Word forms will be analyzed and instantly shared via the Intranet with all appropriate Turner personnel – in the sales division, in corporate headquarters, and in the Web divisions themselves – using Microsoft Internet Explorer 3.0.  Because the solution is based on Office 97 users can publish their documents with all the richness of Office and access that information via the Microsoft Internet Explorer.  The browser will be configured to load automatically from the Windows® 95 Start Up group, to run continuously, and to point users to pre-loaded “favorites” they need elsewhere on the Turner Intranet.  Both Office 97 applications and Visual Basic-based custom applications are run from central servers via Internet Explorer.





Office 97 will aid Turner sales personnel in still other ways.  The PowerPoint® 97 presentation graphic program’s new compression technology and seamless AVI integration will allow Turner executives to shrink presentations to as little as half of their former size, making it easy to include clips from Turner’s fabled film library in notebook-run presentations.  AVI files can also be easily accessed on the Intranet, without users having to store the files on local hard drives. �



Already Cutting Turnaround Time





“Outlook will be a cornerstone to the way we re-engineer our business.  We’ve relied heavily on paper records, and started to use Lotus Notes.  Outlook will replace Notes for us.  Outlook will be at the hub of our business processes, with the other Office applications all interacting with it.”


Matthew Drooker


Director of Technology Implementation


Turner Broadcasting Systems











The initial results are proving positive.  Turner’s users in New York and Atlanta are testing the solution on desktops and laptops with very positive results.  Although precise results aren’t yet available, Vogel predicts that sales personnel will tremendously cut the turnaround time needed for order entry, credit approval, and placement of ads.  The solution is expected to expedite the sales and approval processes, cutting direct costs and enabling Turner’s sales force to devote more time to what it does best: maximizing sales. Turner’s quality of information is also expected to improve, since sales personnel must enter all required information and obtain relevant approvals before orders can be accepted into the system. 





1,000 PCs by Year-End





After the pilot proves successful, Turner expects to have the full solution up and running on the Sales Division’s 1,000 PCs at five regional offices by the end of the year.  With a better handle on ad tracking, the division hopes to expand its Office 97 Intranet to support the publishing of rate cards, agency and advertiser lists; to analyze advertiser spending; and to report on customer contacts.  





The broad deployment of Office 97 at Turner Sales will replace Microsoft Office for Windows 95 operating system on about 750 desktops and 250 laptops.  In addition to managing a large laptop inventory, Turner Sales must support international activities, with interfaces running in Japanese, French, and Portuguese as well as English.  As a business productivity tool, Microsoft Office for Windows 95 was equal to the challenge, says Matthew Drooker, director of technology implementation.  But he adds that the Internet and productivity features of Office 97 make this new version an irresistible upgrade.





For example, Drooker cites Office 97’s “Save to HTML” feature, which enables users to publish information to the Intranet without the intervention of a Webmaster.  HTML Wizards, available in the box with Office 97, will make the process easy.  Users will contribute to the Intranet in real-time and the Division will save the time and cost of a dedicated publishing staff.  





Better Workflow, Easier Use





Drooker also cites the workflow benefits he expects will directly benefit Turner Sales.  He sees Turner Sales taking advantage of the Outlook desktop information manager throughout the Division.  “Outlook will be a cornerstone to the way we re-engineer our business,” says Drooker.  “We’ve relied heavily on paper records and started to use Lotus Notes.  Outlook will replace Notes for us.  Outlook will be at the hub of our business processes, with the other Office applications all interacting with it.”





Drooker envisions that Turner Sales will publish and track contact lists and other supporting data in Outlook, then use that data in custom Office applications created with Visual Basic.  For example, Drooker points to the ability to automate a mail merge in Word using shared contact list data from Outlook.  





Accounting will use Microsoft Excel to track modifications at the cell level of a spreadsheet – enabling it to keep up-to-date with changes to an account executive’s advertiser projections.  And executives throughout the Division will benefit from Office 97 during the annual budgeting process, when the new groupware features of Microsoft Excel will enable users to create, publish, and track versions of key budget documents.





 “Working in strategic planning, Excel’s capabilities for shared workflow are a huge benefit,” agrees Nicole Vogel.  “We do a lot of work with shared Excel templates.  We can now have users from different divisions all working on the same document, updating the parts that pertain to their particular division, track the changes without having to merge spreadsheets.  This will speed up our processes tremendously.”





Turner sales executives use PowerPoint presentations in their pitches to clients, and Office 97 will help here too.  Executives can post presentations to public folders in Microsoft Exchange, creating a central location from which their colleagues can tailor template presentations for specific client pitches. PowerPoint 97 also provides significantly greater compression, making it easier to load and deliver presentations on the laptop.





In addition to promoting better workflow, Turner Sales expects Office 97 to be easier for its users.  For example, Office Assistant lets users ask questions in their own words, using natural language.  The result will be lower organization support, Help Desk and training costs.





“Our less computer-savvy users are definitely intrigued by Office Assistant,” says Andy Drooker, manager of the Information Systems Group.  “It gives the computer more of a personality and makes the higher functionality more accessible.”  





Anticipating a Smooth Migration





Turner Sales anticipates a seamless migration to Office 97, with all machines running the new software within 60 days.  Turner will use Microsoft Systems Management Server – a key application in the Microsoft BackOffice suite of integrated server software – to remotely install Office 97 from a single, centralized location.  Turner Sales uses a range of 486- and Pentium-based machines; it will install Office 97 on a few of each type of PC during the first phases of the deployment, giving it an opportunity to monitor Office 97’s performance on various platforms.  Then, it will rollout the software to the rest of its network.





“Because of a range of features in the product, the Office 97 rollout will be easier than rolling out Office 95,” says Andy Drooker.  “For example, the Office Upgrade Wizard simplifies the removal of old DLLs that are no longer needed.”  Office 97’s Network Installation Wizard will facilitate configuration and running of the software from the network, by enabling system administrators to create custom installation scripts for each user.  And by running Office 97 share components from the server, Turner can maintain a small client footprint, less than 60 MB per client. 





No Time – Or Need – for Major Training





Despite the computer trainers it maintains in both its New York and Atlanta offices, Turner Sales doesn’t have the resources to provide in-depth training to every Office 97 user.  Happily, says Matthew Drooker, Turner doesn’t need to, either.  “Our trainers are preparing a Quick Tips guide to what’s new, which we’ll distribute as we do the rollout; that’s all that’s needed,” says Drooker.  “And we’ll use the functionality of Office 97 to help train people on Office 97 – for example, publishing Quick Tips on the Intranet so we don’t have to send e-mail messages.  We can also use public folders, Microsoft NetShow active streaming presentations over the Intranet and the Office 97 Start Here™ CD.  Our users are already familiar with all the Office applications and we anticipate that they will be effective on Office 97 from day one.”





Looking Ahead





While Turner Sales views Office 97 as a tremendous business productivity tool, it also sees significant opportunities to deploy it as a development tool over time.  “We’ll stay a Visual Basic shop for our custom development, but we’ll make greater use of Office 97 components,” says Matthew Drooker.  “Office 97 also allows our users to create their own custom applications, without turning to the development group for needs they can now satisfy themselves.  That will free our developers to concentrate on the larger, more complex applications that really require their time.”





As one of the most technologically advanced divisions at Turner Broadcasting, the sales division also expects its Office 97 Intranet solution will serve as a model for adoption and replication elsewhere in the Turner Broadcasting Sales division – for example, enabling better reports for and by senior management, and supporting the advertising infrastructure for its flagship cable television operation.  Turner Sales also expects their Intranet to be a centralized source for IT – warning users of system maintenance and network problems, notifying them of available enhancements, and automatically updating client interfaces.


For More Information


About Microsoft products and services, call Microsoft Sales Information Center at (800) 426�9400.


In Canada, call the Microsoft Canada Customer Support Center at (800) 563�9048.


If you require text telephone services (TT/TDD), call (800) 892�5234 in the United States or (905) 568�9641 in Canada.


Outside the 50 United States and Canada, please contact your local Microsoft subsidiary.


Visit the Microsoft Office Homepage at http://www.microsoft.com/office/.
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