
S
oon, vacations may not seem so
impossible to the person whose busi-
ness lifeline depends on steady e-

mail and Internet access. On the same
hand-held device, we will be able to plot
a hiking trail via a global positioning
device, speak to a friend by cellphone,
check e-mail, log onto the Internet, and
listen to our favorite band by MP3. This is
the new technology of Sigpro Wireless—a
company dedicated to the shrinking and
merging of personal communication
devices (PCDs).

Sigpro's founder and CEO Sundara
Murthy and colleagues worked for sever-
al months out of a basement office,
'architecting' a technology.

We called it ‘underground development,’”
Murthy recalls, smiling. In May 2000,
Sigpro received funding and moved to its
present location in the west end. Staff
now numbers 45. Sigpro is developing a
Centium chip for use in PCDs, which will
converge multiple functions into one
device. The technology will be compati-
ble with most standards, so the PCDs will
work anywhere on the planet.

Murthy believes that success depends
on experience and knowledge. “Gone
are the days when only a Harvard MBA
could develop a company. As a CEO,
you need what I call 'Techno-Econo
Sense.'” Murthy's mix of business expe-
rience and technical expertise have

helped Sigpro succeed during an eco-
nomic collapse. His resume boasts four
university degrees, including a Ph.D.
from the University of Essex. He has
over 20 years of experience in the high-
tech industry.

Murthy says the future is bright for
Sigpro Wireless. Estimates show that by
2003, there will be 1.6 billion subscribers
for PCDs. “We plan to go IPO and grow
to a staff of about 1,500 people,” Murthy
says. When Sigpro’s chip is launched in
2002, the company will hire more staff in
marketing and sales. “The PCD market is
effectively 100 times larger than the PC
industry,” Murthy sums up. “We’re only
at the start of the slope.” ■
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Community Zero

R
amius Corporation of Ottawa is
readying its latest software for
launch in October.

Almost a year after it initiated a ground-
up redevelopment of its award-winning
online community software, the Ottawa
company behind CommunityZero 
prepares to upgrade its service and intro-
duce a flagship product. (Community
Zero allows groups to create a private
area online where information can be
shared.)

“The basic easy-to-use format that has
made us successful has been retained, but
the underlying mechanics are all new,”
says Alfred Jay, Ramius’ president and
CEO. “We’ve taken the best technologies
from Sun Microsystems, Oracle, BEA,
Network Appliance and others to build a
world-class platform for online commu-
nity services. Our users will benefit from
a wide range of new and powerful features.”

The key benefit of the redevelopment
effort will be that, while still running

CommunityZero, Ramius will be able to
offer its software for licensed installation
inside corporate intranets. The software,
developed in Java 2 Enterprise Edition,
has been designed to specifically address
the needs of Global 2000 Companies.
Previously, Ramius only offered services
in which its software operated on its own
hosted servers.

The new software — CommunityZero
Enterprise — will assist companies and
organizations with large or dispersed
workforces to better connect people and
streamline group communications. The
thinking is simple: the more familiar
people are with each other, the better
they work together and the faster the
business moves.

Ramius became a success story during
the dot-com meltdown by in effect turn-
ing its clients into a sales force!

Over 50,000 virtual communities are
now registered with CommunityZero.
The total number of users just passed the

600,000 mark and page views number
over 20 million per month — all of
which Ramius has achieved with total
advertising expenditures of less than
$10,000! CommunityZero keeps growing
at a phenomenal rate, because as users
create these environments, they involve
new people, who may decide to split off
and form sub-communities. It’s a ‘viral
effect,’ with service expanding and prod-
ucts sold to an ever-growing pool of
users. (Although this private area is
offered for free, Ramius makes money
through the sale of extra features, which
range from additional storage and security
measures to customizing options.)

With the launch of the co-branding cam-
paign and several new ‘bells-and-whis-
tles’ products coming out, Jay expects
Ramius’ revenues to be in the low seven
figures by the end of the year. Not bad for
a company that was founded only two
short years ago.

To find out more, visit 
www.communityzero.com. ■
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