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TEXTO
If you think selling Linux is easy, why not beat Dell to it?
Jack Schofield
Thursday March 8, 2007
Guardian
Dell's latest launch has really taken off. Unfortunately for Dell's crumbling profitability, it's a website called IdeaStorm, not a new PC. IdeaStorm is designed to get ideas and feedback from Dell users, and the mechanism is much the same as Digg: people make suggestions and everybody votes for the ones they like best.
The problem for Dell is that by far the most popular suggestion is one that Dell will find hard to implement. It means selling consumers PCs with Linux pre-installed. The company's founder, Michael Dell, really wants to do it, and he didn't become a multibillionaire by ignoring great marketing opportunities. He tried the idea around the turn of the century, when Linux hype was at its highest, and Dell still sells Linux on corporate servers and high-end workstations. But there are huge problems in offering Linux on mass-market PCs.
The most obvious is deciding which version of Linux to offer. There are more than 100 distros, and everybody seems to want a different one - or the same one with a different desktop, or whatever. It costs Dell a small fortune to offer an operating system (it involves thousands of driver compatibility, peripheral testing, certification, staff training, administration, advertising and support issues) so the lack of a standard is a real killer. The less obvious problem is the very high cost of Linux support, especially when selling cheap PCs to naïve users who don't RTFM (read the friendly manual) and wouldn't understand a Linux manual if they tried. And there's so much of it! Saying "Linux is just a kernel, so that's all we support" isn't going to work, but where in the great sprawling heap of GNU/Linux code do you draw the line?
Buying support from a third party such as LinuxCare - which Dell did last time - isn't satisfactory either, unless you can get users to pay extra. And there's the rub. Pay? Sadly, most people think they should be able to buy a Dell PC running Linux for less than the cost of a Dell PC running Windows. In fact, they usually cost more. This is partly because Linux has high overheads on minuscule sales, and partly because of the fees that PC sellers collect for bundling ISP connections, free antivirus and multimedia software, browser toolbars and so on. The great collection of crapware that comes with a home user's Windows PC probably knocks at least £20 off the price, maybe much more.
Cost savings also come directly from Microsoft and Intel in the form of discounts and cooperative advertising support for the use of logos, and so on. These schemes don't exist for Linux. But will the tens of thousands of Linux supporters "Digging" the idea on IdeaStorm ever turn into paying customers? I can't speak for Dell on this, but I suspect very few will. Worse, those few are mostly the sort of buyer no-one really wants.
Look at how Dell works. You see a headline for a fantastic deal for only £299 or whatever, go to the Dell site and end up buying something for twice the price. It only takes a minor upgrade here and there, a bigger hard drive and a bit of software. Then you treat yourself to a camera, add three years of support and it's done. All the profit is in the up-sell.
What Dell really needs are more high-end gamers who buy top-spec PCs in fancy cases for £2,500 or more, not low-end Linux users looking to save £25 on Windows. Here's an idea: Michael Dell started in a college dorm and built a $60bn (£31bn) company from nothing. Why don't the people asking Dell for Linux PCs start their own companies and do likewise? If there's a market, it should be really easy. And unlike Mike, you won't even have to beat IBM. 
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TRADUÇÃO LIVRE
If you think selling Linux is easy, why not beat Dell to it?
Dell's latest launch has really taken off. Unfortunately for Dell's crumbling profitability, it's a website called IdeaStorm, not a new PC. IdeaStorm is designed to get ideas and feedback from Dell users, and the mechanism is much the same as Digg: people make suggestions and everybody votes for the ones they like best.

O ultimo lançamento da Dell foi de tirar o chapéu. Infelizmente para a Dell minimamente rentável, seu website chamado IdeaStorm, não um novo microcomputador. IdeaStorm é designado para pegar idéias e respostas dos usuários da Dell, e o mecanismo é como o Digg: pessoas fazem sugestões e todos votam por algumas que eles acham melhor.
The problem for Dell is that by far the most popular suggestion is one that Dell will find hard to implement. It means selling consumers PCs with Linux pre-installed. The company's founder, Michael Dell, really wants to do it, and he didn't become a multibillionaire by ignoring great marketing opportunities. He tried the idea around the turn of the century, when Linux hype was at its highest, and Dell still sells Linux on corporate servers and high-end workstations. But there are huge problems in offering Linux on mass-market PCs.

O problema para a Dell é que as sugestões mais populares é uma que a Dell terá que trabalhar duro para implementar. Ela significa vender computadores aos consumidores com o Linux pré-instalado. A companhia fundada por Michael Dell, realmente preciso fato isto, e ele não tornou-se multimilionário por ignorar grandes oportunidades de negócios. Ele tentou a idéia na virada do século, quando o Linux foi ao auge, e a Dell até vendeu o Linux em servidores corporativos e estações de trabalho de alta performance. Mas havia grandes problemas em oferecer o Linux no mercado de massa de microcomputadores.
The most obvious is deciding which version of Linux to offer. There are more than 100 distros, and everybody seems to want a different one - or the same one with a different desktop, or whatever. It costs Dell a small fortune to offer an operating system (it involves thousands of driver compatibility, peripheral testing, certification, staff training, administration, advertising and support issues) so the lack of a standard is a real killer. The less obvious problem is the very high cost of Linux support, especially when selling cheap PCs to naïve users who don't RTFM (read the friendly manual) and wouldn't understand a Linux manual if they tried. And there's so much of it! Saying "Linux is just a kernel, so that's all we support" isn't going to work, but where in the great sprawling heap of GNU/Linux code do you draw the line?

O mais óbvio é decidir com qual verão o Linux será oferecido. Há mais de 100 distribuições, e todos parecem necessitar de um diferente – ou o mesmo com diferentes microcomputadores, ou qualquer. Isto custa para a Dell uma pequena fortuna oferecer um sistema operacional (isto envolve milhares de drivers compatíveis, testes de periféricos, certificações, pessoas treinadas, administração, distribuições de suportes) então a falta de um padrão é um suicídio real. O problema menos óbvio é o alto custo do suporte Linux, especialmente quando vender microcomputadores baratos usuários ingênuos que não RTFM (aquele não lê um manual fácil) e não conseguiria entender um manual do Linux se ele tentasse. E há muito mais que isso! Dizem “Linux é somente o kernel, isso todos nós mantemos” não funcionará, mas até onde a grande expansão do código GNU/LINUX você traça os limites?

Buying support from a third party such as LinuxCare - which Dell did last time - isn't satisfactory either, unless you can get users to pay extra. And there's the rub. Pay? Sadly, most people think they should be able to buy a Dell PC running Linux for less than the cost of a Dell PC running Windows. In fact, they usually cost more. This is partly because Linux has high overheads on minuscule sales, and partly because of the fees that PC sellers collect for bundling ISP connections, free antivirus and multimedia software, browser toolbars and so on. The great collection of crapware that comes with a home user's Windows PC probably knocks at least £20 off the price, maybe much more.

Comprando suporte de uma terceira parter como o LinuxCare – o qual deu a Dell a última vez – não é satisfatório, a menos que você possa pegar usuários para pagar o extra. E há a entrega. Tristemente, muitas pessoas pensam que eles estão aptos a comprar um microcomputador Dell rodando Linux por menos custo do que um microcomputador Dell rodando Windows. De fato, eles usualmente custam mais. Parte é porque o Linux tem grandes despesas gerais sobre as minúsculas vendas, e parte com as remunerações das vendas de microcomputadores recebidas para empacotar as conexões ISP, antivírus livres e software multimídia, navegadores e ferramentas. A grande coleção de porcaria que vem com um usuário doméstico do Windows provavelmente chega a 20 libras do preço, talvez um pouco mais.

Cost savings also come directly from Microsoft and Intel in the form of discounts and cooperative advertising support for the use of logos, and so on. These schemes don't exist for Linux. But will the tens of thousands of Linux supporters "Digging" the idea on IdeaStorm ever turn into paying customers? I can't speak for Dell on this, but I suspect very few will. Worse, those few are mostly the sort of buyer no-one really wants.

Economizar custos vem diretamente da Microsoft e Intel na forma de descontos e suportes corporativos para os usuários de suas marcas. Esses esquemas não existe para o Linux. Mas dezenas de milhares de usuários do Linux “Cavaram” a idéia em IdeaStorm dentro do pagamento de consumidores? Eu não posso falar pela Dell sobre isto, mas eu suspeito. O pior, aquela minoria são a maioria das vezes uma espécie de compradores que ninguém realmente necessita.

Look at how Dell works. You see a headline for a fantastic deal for only £299 or whatever, go to the Dell site and end up buying something for twice the price. It only takes a minor upgrade here and there, a bigger hard drive and a bit of software. Then you treat yourself to a camera, add three years of support and it's done. All the profit is in the up-sell.

Veja como a Dell trabalha. Você vê um anúncio para um negócio fantástico por apenas 299 libras, vai ao site da Dell e acaba comprando alguma coisa por duas vezes o preço. Isto somente pegando uma atualização menor aqui e ali, um disco rígido maior e pedaço de software. Quando você discute com você mesmo por uma câmera, e três anos de suporte e isto já foi feito. Todo o lucro é na venda conjunta.

What Dell really needs are more high-end gamers who buy top-spec PCs in fancy cases for £2,500 or more, not low-end Linux users looking to save £25 on Windows. Here's an idea: Michael Dell started in a college dorm and built a $60bn (£31bn) company from nothing. Why don't the people asking Dell for Linux PCs start their own companies and do likewise? If there's a market, it should be really easy. And unlike Mike, you won't even have to beat IBM. 
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O que a Dell realmente precisa são mais grandes jogos para quem compra um microcomputador top de linha num gabinete legal por 2500 libras ou mais, e não de baixa custo com usuário vendo por economizar 25 libras sobre o Windows. Há uma idéia: Michael Dell começou no dormitório do colégio e construiu uma companhia de 60 bilhões de dólares do nada. Por que as pessoas que pedem a Dell microcomputadores com Linux não começam suas próprias companhias e fazem o mesmo? Se há um mercado, isto realmente seria fácil. E diversamente Mike, você não iria bater com a IBM.
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