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Candle’s Performance Seminars
- MVS IMS CICS

Candle Corporation, developer of OMEGAMON(? diate or advanced level systems program-

announces a series of comprehensive two-day mers and technically oriented managers.
technical seminars on performance analysis Sessions cover both introductory concepts
and tuning for MVS, IMS, and CICS. These in- as well as more detailed analy3|s of typical
depth presentatlons are designed for interme- performance problems
San Francisco Oct. 13-14 New York Cnty Oct. 20-21 Los Angeles Nov. 7-8
New York City Oct. 17-18 Dallas Nov. 3-4 Chicago Nov. 14-15

8:00 - 9:00 A.M. Registration

11:00-12:15 P.M.

Mvs | | IMS , CICS

1:30-4:45 P.M. f§ 1:30-4:45 P.M. 1:30-4:45 P.M.

M01 SRM ANALYSIS AND TUNINGV 101:1MS COMMUNK:ATIONS
¢ SRM Functions = ' - e General Communications L e ICS Task Control inte ai
‘o Adjusting SRM Parameters G Flow s Sl y
~ ® Monitoring the SRM Using s . e IMS Communlcations Pools W Aty ICS Transaction Flow
-~ RMF, OMEGAMON, DEXAN Sl : ¢ Communications Queueing G CICS Task Dispatcher:
and EPILOG" ¢ L : ; Consmeratlons g e : Internais and Performance
* MVS/XA Considerations e : G S !

Day 2
900-1215PM 900-1215PM $:00- 1215PM

M02 I/O CONFIGURATION ANALYSIS ~l02 IMS SCHEDULING S coz Clcs PERFO MA CE Ps
: AND TUNING . : e General Scheduling Flow
‘- ‘s Detalied Analysis of How e " e Scheduling Options
“MVS Performs 1/0s ~--* . = E . e Scheduling Pools
“e Optimizing 1/0 Configurations S e
" for Performance 2 d

130445PM :' 130445PM

M03 PAGING/SWAPPING i e |03 IMS APPLICATION EXECUTION
: Y y . ... e Introduction to Execution
- * How to Configure the'| /Ml Phases i
Subsystem for Paging/ gt .o Application Phases i f «
Swapping .~ o * Database 1/0 : « Effects on CICS *
* How to Measure the |mpact -+ e Data Communications Actmty S e Siorage Control
. of Paging/ S\Napping e - .. ¢ SYNC-POINT - i -
e MVS/XA Conslderations b <~ -e Database Pools Tuning ‘
s : . *Futures ERI

The cost for the two-day seminars, including as attendance will be Iimited For further
all reference materials and lunches, is $340 details and registration, call Candie’s Educa-
per person. Early registration is recommended tional Services Department.

.Candle 10880 Wilshire Boulevard, Suite 2404, Los Angeles, California 90024 (213) 207-1400
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The mainframe won't die; it will just
fade away as the micro takes over.
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“Breaking Up Is Hard to Do" asserts -

NEWS IN PERSPECTIVE
36 148 et
IN FOCUS THE BRITISH CONNECTION

An international network that is
smuggling computers to Russia and
her satellites is under investigation
by Western authorities.

156

VOICE/DATA PBX SURVEY

In the last of a four-part series on

PBXs, a comparison is made of 22
features of the voice/data switches
from 17 vendors. Names and ad- -

- dresses of major PBX vendors

appear on p. 162.
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it really pays to rent terminals and
desktop computers from Genstar REI!

You can rent — right now, off-the-shelf, for as-short as 30 days —
Hewlett-Packard desktop computers, intelligent graphics terminals,
graphics terminals, digitizers and thermal graphics printers. Plus,
you can rent dot matrix printers, graphic printers, impact printers
and teleprinters from Centronics, HP, Tally, Texas Instruments,
Qume, and more. Also, data terminals from ADDS, Beehive,
Computer Devices, HP, Lear Siegler, Tektronix, Televideo Systems,
TI, and others. We've also got modems and acoustic couplers -
immediately available for rent throughout North America. Think of
your bottom line in graphic terms. Rent from Genstar REI. Today!

GENSTAR

Rental Electronics, Inc.
(800)227-8409

In California (213) 887-4000, (415) 968-8845 or (714) 879-0561

DRARTAMARTION

GSA Contract #GS-04S-23560

O 1t sounds great. Tell me more! Call - O I'm particulary interested in the
me at following equipment:

O Send me your new Rental Catalog.

O I'd like a copy of your “like new”
equipment for sale catalog, too.

NAME TITLE
ORGANIZATION
ADDRESS MAIL STOP
CITY/STATE/ZIP : ‘

TELEPHONE _ _ D-883

Please complete coupon and mail to: Genstar Rental Electronics, Inc., 6307

——————————————_—————————1

Show me the savings picture, REI. Send me a Free Catalog now!

DeSoto Avenue, Suite J, Woodland Hills, CA 91367 @ Genstar Rental Electronics, Inc. 1982_l
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GRAPHICS DESKTOP

- “F I, THE GRAPHICS
— 1\ PRODUCTS

STANDARD

Powerful text editing.
High-speed graphics. Color copies.
The new desktop family from Tek!

VT100 text editing and

Each offers

I . 4105 4107 4109

PLOT 10 color graphics - an uncondi-  pisplaySize  330mm (13”) 330mm (13") _483mm (19)

are now packaged as tional, one- Displayable Colors ..

basic desktop units and year on-site Graphics 8 16 16

priced from $3995 ‘ warranty. Tek  _ Alphanumeric 8 8 8

complete. ' Warranty-Plus Paletts 64 64 4.096
Tek’s new 4100 Series extends this  Resolution 480x360 540480 640x480

desthp terminals answer coverage two Segment Memory - 128K Bytes 256K Bytes

a range of resolution, additional g $3995  $6.950 $9,950

screen size, color palette - Years at mini- - G o 105 $295 $395

and local intelligence mal cost. ' 4

needs. All three feature For less than $1,600, provides up to 886K RAM

outstanding 60 Hz non-
interlaced displays and
rapid 16-bit graphic pro-
cessing speeds.

you can add Tek’s com-
pact, plug-compatible
4695 Color Graphics
Copier. With a palette of

for standalone program-
ming and pre- or post-
processing—to help you
conserve host power

while you build upon a
central data base.

Factor in compatibility

up to 125 shades, the 4695
lets you reproduce graphic
and alphanumeric displays

)
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As simulated, Tek’s 60 Hz
refresh rate and bright phos-
phors result in a flicker-free
image with perceivably better
definition than that provided
by 30 Hz terminals quoting
greater pixel densities.

Standard capabilities
include 38.4K baud com-
munications; easy color
selection from the key-
board; 4096 x 4096 ad-
dressable display space;
a separate display sur-
face for alphanumerics or
communications dialog;
and compatibility with
ANSI X3.64 screen edi-
tors, including DEC
VT100 extensions.

on report-size paper or
transparency fim at the
push of a button.

All 4100 Series terminals
feature programmable:
keyboards with innovative
Joydisk for convenient
graphics input.

At any time, you
can plug into Tek’s new
4170 Local Graphics
Processing unit. The
CP/M-86-based 4170

with Tek PLOT 10 soft-
ware and 4110 Series
terminals, and you’ll
discover the first
desktop graphics that
you can’t outgrow. Call
your Tek Sales Engineer
for a demonstration.

For the number, or for
literature, contact:

U.S.A., Asia, Australia,
Central & South America,
Japan

Tektronix, Inc.

PO. Box 4828

Portland, OR 97208

Phone: 800/547-1512
Oregon only: 800/452-1877

Europe, Africa, Middle East
Tektronix Europe B.V.
Postbox 827 -

1180 AV Amstelveen

The Netherlands

Telex: 18312—18328

Canada

Tektronix Canada Inc
PO. Box 6500

Barrie, Ontario L4M 4V3
Phone: 705/737-2700
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COMBOARD /HA

the high
thruput
DEC/IBM
interconnect

I Your high volume
data transfers to IBM
or CDC centrals are
achieved quickly by the
COMBOARD 1231 be-
cause it supports trans-
fer rates to 56,000 bps
over private or leased
networks.

Il Fast transfers be-
tween systems means
higher productivity in

all applications, and is
particularly important

in critical applications
such as computer aided
design. Effective sys-

tem usage isiincreased
as job turn aroundtime
is decreased.

ECOMBOARD is a
16 bit CPU based single
board computer that:
plugs into your DEC
UNIBUS™. Then the
COMBOARD, not the
DEC host, handles all
the real-time interrupts
and protocol process-
ing associated with

data communications.

I COMBOARD 1231
is the high speed model
in the series and the
leader in low over-
head/high thruput DEC
to IBM or CDC mter—
connects.

Il For more details
dial ‘

1-614-421-2094

SOFTWARE

RESULTS
CORBORATIGN
2887 Silver Drive
Columbus, Ohio 43211
TWX 810-482-1631

COMBOARD™ Software Results
Corporation

DEC UNIBUS™ Digita!
Equipment Corporation
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Twenty Years Ago/Ten Years Ago

LOOKING

BACK

EUROPEAN SCENE

August 1963 In his article on the develop-
ment, and in some cases the lack, of com-
puters in Europe, A.S. Douglas, of C-E-I-R
(U.K.) Ltd., wrote that it was in very differ-
ent stages in different places, with a tenden-
cy to take on local or national character. For
instance, Dutch development had produced
some very successful small machines, since
large systems were used by only one or two
big companies there, like Shell and Philips.

~In Belgium, practically no real.in-
terest in computing had yet developed. At
that time the most powerful computer in the
country was a Ferranti Mercury (1IBM 1410
class) at Belgium’s nuclear energy estab-
lishment.

Norway, said Douglas, was in pret-
ty good shape, largely because of the pio-
neer work of Dr. Jan Garwick of the Atomic
Energy Authority, and in Sweden the Board
of Computing Machinery sponsored devel-
opment of BESK, which was based on the
IAS/ILLIAC systems. '

The Germans thought that in order
to compete with the U.S. they had to copy
U.S. methods, for which there was an inor-
dinate amount of admiration, Douglas not-
ed. As a result, large and small machines
were being installed by U.S. firms, while
France’s Bull and Britain’s ICT managed to
get a few orders. 1BM and Univac were bat-

“tling it out in Germany’s large machine

field.

The German manufacturers had not
really gotten going. The first TR4s were due
for delivery by Telefunken, and Siemens
was just about ready to enter the field.” A
small firm, Zuse AG, had been making
small scientific machines, and its Z23 (1BM
650 class) was in much use in university
departments.

Olivetti was domg pretty well in Ita-
ly, but had yet to make an impact outside its
own country. Its accounting machines, with
paper tape by-products and equipment for
recording factory information on paper
tape, were cheaper and better designed than
its IBM and NCR counterparts. Even with the
International Computing Center in Rome
and Euratom in Ispra, progress in the com-
puter field had been slow. There were also
severe shortages of trained programmers in
key areas such as Milan.

In France, Bull had a strong sales

organization, but few products of its own to
sell. It was successfully marketing the RCA
301 as the Gamma 30, cven with the com-
petition from Britain’s ICT, which was sell-
ing the RCA machine as the 1CT 1500.

The U.K. had machines from IBM

‘and the BUNCH installed, but as far as its

own manufacturers were concerned, there
were too many varieties of machines that
were mostly incompatible with each other.
IBM’s biggest competitor there, said Doug-
las, was ICT, which had a solid sales organi-
zation for punchéd card equipment and was
well entrenched in the U.K. despite IBM’s
great strides in that field. Douglas said that
in the computer field at present, ICT was ‘‘a
marketing organization searching for prod-
ucts to market. Somehow it has never been
able to create an engineering organization
wholly within itself which can design and
build a successful computer.”’

PRIVATE LINES
August 1973: Edgar A. Grabhorn, of Arthur
D. Little, reported that for almost 10 years,
several U.S. companies had taken steps to
enter the business of providing private line
communications, a business that had been
raking in $1 billion a year for AT&T. Bat-
tling ‘the strong opposition of the estab-
lished carriers (AT&T and Western Union),
these companies, known as specialized
common carriers (SCCs), had been attempt-
ing to finance and build microwave radio
networks linking major U.S. cities. At the
time Grabhorn wrote this article, he said,
only two SCCs were providing customer ser-
vices: Microwave Communications Inc.
(Mc1) and Western Tele-Communications
Inc. (wtcl). McI handled the St. Louis to
Chicago route, and WTCI had one between
El Paso and Los Angeles. He did, however,
note that six other sCCs had networks under
construction and were expected to offer pri-
vate line services by the beginning of '74.
After 1974 Grabhorn felt they
would have some rough competition from
AT&T and Western Union because each
would be offering end-to-end, all-digital
transmission services, which would be very
attractive to data communications users;
and domestic satellite systems would be
available and would probably result in low-
er prlces for long-haul bulk transmission.

—Lauren D’Attilo
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Spend a morning, save a bundle.

You're busy. You don't have the time, or
the patience, to attend vet another “man-
agement seminar.” And for once, you
would like Aot coffee and a fresh Danish.

We understand. We also know that if
you have spent any time looking at data
base management systems you've discov-
ered a problem: while evaluating a DBMS
is difficult, you know you should study all
of your options before you choose the one
you're going to live with for a long time
to come. Since you want to be sure you
have made the right choice, it makes
sense to attend an ADABAS seminar.

Give us part of your day and we'll give
you hard facts and no hype about ADABAS
for data base management on vour
IBM 4300, 370, or plug compatible com-
puter. You'll find out why our DBMS can
be installed in a day while others can take
months. You'll also learn how user-

friendly a relational-like system can be.
And you'll experience the benefits of using
NATURAL, a productivity tool that can
reduce application development time by
up to 90%.

A DBMS is a major investment. We urge
you to enroll in one of our free seminars
to get the facts on ADABAS and NATURAL.
Use the coupon to get the latest schedule
and enrollment information.

OF NORTH AMERICA, INC

@ SOoftURARE AG

CIRCLE 9 ON READER CARD

Software AG Worldwide
Software AG
of North America, Inc.
11800 Sunrise Valley Drive
Reston, Virginia 22091 West Germany
(703} 860-5050 06151-84072
Z Please send me information on:

Z Your free DBMS seminars:
Z ADABAS, your data base management
system;
NATURAL, your online program develop-
ment language:

Z COM-PLETE, vour TP monitor.
Name
Title .
Company
Address
City .
Zip Code

CPU _______ Operating System ___

In urope:
Software AG
Hilpertstrasse 20
D-6100 Darmstadt

State
Telephone L)

DM 0883
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- Atlast,
~ helpforcompanies
-~ wrestling with the
~ problems created
by personal computers.

“Overrun.”
- “Invaded.”

“Swamped.” ,

DP managers use a variety of terms to
describe the arrival of so many different personal
- computers on the business scene. But the
feeling is always the same. »

After all, most managers have spent
years developing well-controlled information
systems. Now, almost overnight, they are
losing control. : - v

And while there’s no arguing that PCs are
valuable tools for individual productivity, every-
one would prefer a more integrated approach
for the company. _

What'’s needed is a system that combines
corporate data base capability with the per-
sonal computer capabilities employees now
insist upon. A system with the capacity to
extend the functionality of the corporate net-
work to the individual local level. This is
exactly what Honeywell has built.

The microSystem 6/10.

The cost-efficient microSystem 6/10
is a multi-personality workstation that provides
an impressive range of functions —including
networking.

Besides personal computing, the system
handles data processing and word processing.
It can function as a network end-point and a

terminal emulator. What’s more, power and
flexibility make the microSystem 6/10 perfect

- for adaptation to industry-specific applications.

The microSystem 6/10 helps ensure
organizational unity through excellent
communications —it talks to IBM mainframes
as readily as to our own. '

It also offers expandable hardware and our
time-proven GCOS operating system, which is
compatible across the entire range of Honeywell
minicomputer products, including even the

- most powerful 32-bit systems. This compatibil-

ity assures easy progress along your growth
path by eliminating the need to re-create appli- -
cations and retrain personnel.

Fight fire with fire. A

Best of all, perhaps, the microSystem 6/10
will be an immediate hit with employees wed to
their PCs. Because it accepts popular software
packages based on CP/M-86® and MS-DOS,®
chances are your people won'’t have to give up
their favorite programs.

The microSystem 6/10.

Here’s the way to win the battle against
“PC Pandemonium.” ‘

And the war for control.

For more information, call 800-343-6665
(within the 617 area, call 392-5246) or write to
the Honeywell Inquiry Center, 200 Smith Street
(MS 440), Waltham, Massachusetts 02154.

Together, we can find the answers.

Honeywell

CP/M-86 is a registered trademark of Digital Research, Inc. MS-DOS is a registered trademark of Micro Soft, Inc. -

' CIRCLE 10 ON READER CARD



- ON-

TE,

L,

INE,

REAITIME,

CONT

PAY
ROL.

NOWY,

-The new SOFTWARE INTERNATIONAL realtime Accounts
Payable System puts state-of-the-art technology to work in the
real world. Both data processing and accounting departments
can benefit directly. -

Taking advantage of realtime capabilities, the package
enables accountants to get information they need, in the
format they are most comfortable with. Inmediately. Because
the system is on-line, it frees data processing from the bur-
den of continually generating and maintaining cumbersome,
costly reports.

Built-in on-line validation features let
the accountant enter data faster and more
accurately, with more assurance that deci-
sions are made with correct, up-to-date
information.

The sophisticated system architec-
ture provides extensive security, and
coupled with instant, user-friendly in-
quiry, improves overall control.

The new Software International
Accounts Payable System is com--
patible with a variety of hardware,
and addresses multinational as well
as domestic accounting issues. The
package interfaces with our popular

~ CONFIDENCE A
CALLTOLL FREE 1-800-343-4133

(IN MASSACHUSETTS 1-800-322-0491)

General Ledger and Financial Reporting System, forming a
comprehensive financial management structure. This power-
ful base can be enhanced further by adding our Accounts.
Receivable, Fixed Asset, and Payroll/Personnel products.

For almost two decades Software International Corpo-

‘ration has provided state- of-the-art software for busi-

ness problem-solving. The solution is THE SOFTWARE,
financial systems that are an industry standard. Only THE
SOFTWARE gives you the confidence that comes from thor-
ough training and documentation, stringent
quality control, and worldwide customer
support. As a wholly-owned subsidiary
of General Electric Information Services
- Company, Software International Corpora-
_tion is part of an international family of
more than 5,000 computer and busi-
-ness professionals.

' Call or write today and learn
more about our realtime Accounts
Payable System. It’s the latest reason
_you can have confidence in every
- package that comes from Software
.International.

Corporate Headquarters: One
ech Drive, Andover, MA 01810.

SOFTWARE
INTERNATIONAL
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LOOK AHEAD

LISA SLIPS While Apple Computer has apparently sold out its
A DISK 1983 production of Lisa computers, a total of
about 20,000 units, blank diskettes for the new
machine are few and far between. ' It seems the
two designated floppy suppliers, 3M and Verbatim,
have not filled the pipeline to Apple distribu-
tors, leaving Lisa users stuck with the dozen or
so floppies supplied under the system's $9,995
price tag. Apple chose nonstandard diskette
formats in order to pack 860K bytes onto a single
diskette. The manufacturer attributes the lack
of retail diskettes to a snafu in distribution
while distributors themselves speculate that not
enough diskettes were ordered in the first place.
That, or production problems are at fault. All
this may add up to a painful thorn for Apple
because many Lisa users now are much-needed soft-
ware developers whose efforts could seriously be
hindered by a lack of floppy media.

BACK-END A Dallas startup is just completing venture cap-
STARTUP ital funding to bring out a back-end database ma-
chine that will be aimed primarily at large dp
shops with many different types of processors and
storage devices, and large, evolving databases.
SMC Technology Corp. was formed as a joint ven-
ture between Set Theoretic Information Systems of
Ann Arbor, Mich., and Productivity International
of Dallas. The former, a software house, speci-
alizes in large database systems, while the lat-
ter does systems work in CAD/CAM. The company's
storage manager, to be based initially on an
off-the-shelf 32-bit minicomputer, is expected

to hit the market by the end of next year. Fol-
low-on systems will use custom hardware.

NEW 4300 Look for: IBM to come out this fall with a new
COMING... low-end 4300 supermini/cluster controller that
will first ship in the second quarter of next
year. The system is expected to use a new 1,500-
gate ECL chip and have a base price of about
$40,000.- IBM's smallest current 4300 goes for
about $80,000 and has left the door open to many
supermini vendors such as Digital Equipment and
Prime. IBM's new system is expected to use the
VM/CMS operating system, link closely with per-
sonal computers, and fit well into the company's
long-expected local network. Thus, the system
will boost IBM's business not only in the office
automation market, but also in the scientific/
engineering markets being pursued by Apollo Com-
puter.
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.. .AND GOING

DEC LAN
IN THE AIR

SCANDINAVIA
GOES MINI

AT MARKETS
DEVELOP

'RUMORS AND RAW
RANDOM DATA

Meanwhile, the industry leader may hold back on
introducing ,.a high-end 4300, rated at about 2.5
MIPS, for fear of hurting sales of the 3083. The
company's concern, however, is that leasing com-
panies may sell large numbers of used 3033s to
those users who can't wait for the 4300 and don't
want to pay 308X prices. IBM has had a bonus
plan in place to help close 3083 and 3081 sales,
a sign of an impending cpu introduction, many ob-
servers think.

The do-it-yourself gloss appears to be peeling
off Digital Equipment's effort to develop its own
local area network. DEC watchers point out that
although the company has spent about $50,000 on
modems from MA/COM and lured away key designers
from Wang Laboratories, it is about to opt for a
broadband networking scheme from Sytek Inc.,
Mountain View, Calif. Neither company is talking,
but a formal announcement is expected by year-end.

LM Ericsson's latest push into office automation
involves the acquisition this month of David Com-
puter, a Stuttgart mini and terminal maker. With
an installed base of some 3,500 machines, David
has offices throughout Europe and in Irvine,
Calif. Ericsson beat out Burroughs and Philips
in acquiring the company which is understood to
have floundered in a recent effort to develop a
new microcomputer line. Ericsson is to take care
of David's DM5 million debt as part of the undis-
closed price it paid. Meanwhile, Norsk Data of
Norway has bought an 80% stake in West German
Dietz Computer Systems with an option to buy the
remaining 20%. Dietz gives Norsk Data an estab-
lished sales and service force to further pene-
trate European markets with its 32-bit minis.

Look for Teknowledge Inc. to introduce next year
its first artificial intelligence products for
general distribution, including expert systems
for IBM's P.C. The Palo Alto company has also
formed a joint marketing venture in Europe with
Framatome, a Parisian nuclear power engineering
company. Meanwhile, Symbolics Inc., a Cambridge,
Mass., maker of LISP computers, which are widely
used in AI, has shipped its 100th machine, giving
it a wide lead over Xerox in external sales.

A situation somewhat akin to the collapse of Itel
is said to be shaping up for third party lessors
of Wang Labs word processing systems. The shared
logic machines are suffering from extreme com-
petition from microcomputers and, soon, an up-
grade from IBM of its popular Displaywriter.
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i2:5 PC is a Perfect Match

AST 5251 Features
® Allows connection of IBM PC
to System 34/38 for inter- .

Introducmg Sl

the intelligent answer to your

- dumb terminal: theAST-5251'TheAST-5251
is a hardware/software product which allows
_ for the connection of the IBM Personal Com-

“ puter to the System/34 or System/38 for:

interactive communication under the |BM-
supplied remote work station supportfor5251-
Model 12 Display Stations. In other words,
your IBM Personal Computer and AST-5251
appear to the host system as an'IBM 5251
Model 12 Display Station with an 83-key
EBCDIC keyboard and an attached IBM 5256
dot matrix printer. -

_With the AST-5251 the IBM PC is connected
to the host system directly
through synchronous
modems or direct attach-
ment to the IBM/34, /38
communications adapter
without additional external
hardware. Emulating the
5251 Model 12 remote
work station with an attached

I e Operates on switched or -
leased, point-to-point or
| multlpomt lines:

active communication .
o Emulates IBM 5251 Model 12
Display Station

® Supports line speeds from
1200 bps to 9600 bps .

® Supports field and display
attributes

0 Supports a PC- compatrble
parallel printer whichemulates :

- Products -

: ® AST-3780 '
. @ PlusModem
® PCnet™

- -the 5256 Printer.
@ Includes audible alarm and
- edge indicators

5256. Printer, the AST-5251 performs trans-

parently under the standard operating system
support of the System/34. or System/38 on
switched, leased, point-to-point, or multipoint
lines at speeds from 1200 bps to 9600 bps.

‘It may coexist with 5251 terminal clusters

in a communications network.

Best of all, the package. is available for im-
mediate delivery from AST Research Inc.,
the' Number One IBM PC communications
add-on products manufacturer. You get-the
exceptionally high quality, reliability, and total
support that comes with aII AST products.

Other AST Products for 1BM PC .
AST also offers afull array of PC add- -on

products: :

¢ AST-SNA - ¢ 1/O Plus "

« AST-BSC * MegaPlus™

¢ AST-3780 e ComboPlus™

e PCnet™ i o Memory Expansion
¢ PlusModem™ Boards

® Includes several diagnostic
tools to aid in troubleshooting"
communication problems .

® Supports both NRZ.and NRZI", I

AST-5251 Future Options

® Cluster controller..

e Software which provides the
interface for bidirectional file
transfers betweenIBMPCand’
host system (/34,/38)

Other AST. COmmunlcatlon

Cluster Cont”‘”:‘f‘

using 186 CPU tec

RESEARCH INC.
2372 Morse Ave,, Irvine, CA 92714
Telephone (714) 540-1333

IBM is a trademark of Internatronal Business Machines Corporatlon AST 5251 is a product developed by AST Research Inc.

and Software Systems, Inc. of Jefferson City, MO. PCnet is a trademark of Orchid Technology.
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How to get

‘acomputer company
to help
applications

b

ttleneck.

unclog your
ic 08 you

Consider this scenario.

Suddenly, all your manage-
ment users become able to
develop their own special appli-
cations. On-line, using their own
desktop terminals.

They have immediate access
to updated information within
their authorized data bases,
regardless of where it’s entered.
They're able to reformat reports
and even redefine parameters.
Themselves.

You're still very much in con-
trol of things, but not burdened
by detail. You're free to manage
the on-going workload. And the
major applications.

It could all happen with the

Sperry MAPPER™ System.
Not quite “suddenly,” but in very
short order. ‘

MAPPER is that powertful.
Simply stated, it’s the most
advanced information manage-
ment tool yet developed.

A tall claim, to be sure. But
we're prepared to back it up,
conclusively. We'll put MAPPER
to work on a real and specific
application development prob-
lem that a user has given you.

SOMETHING

FOR EVERYONE.
MAPPER’s simple English-




©Sperry Corporation 1983 MAPPER isa trademark of Sperry Corporation.

MAIPP

language commands and non-
procedural flexibility make it
easy for the most computer-shy
user to gain proficiency in a day
or two. The fact is, MAPPER
can be used in all departments
of your company and at various
levels within the organization.
And the MAPPER concept of
“user friendly” far transcends
anything you've seen.

HERE'S THE OFFER.

Accept our MAPPER Challenge.
Bring us an application develop-

, CHALL

NG

ment project. Bring along the
user. We'll show you—without
any obligation or cost —how
quickly and easily MAPPER
gets the job done. It will be

an awesome experience for the
user. And maybe astonishing
even for you.

800-547-8362

But first things first. Have us
send you a copy of our brochure,
“How to Take the MAPPER

CIRCLE 13 ON READER CARD

Challenge.” Call toll-free:
800-547-8362 (9 a.m. to 5 p.m.
E.D.T.). Or send us the coupon.

| Computer Systems
Department 100
P.O. Box 500
Blue Bell, PA 19424

Please send me a copy of “How to
Take the MAPPER Challenge.”

Name

Company

Address
City Stute Z1P

|
|
|
|
I Title
|
l
|
|
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CALENDAR

AUGUST

OCTOBER

National Conference on Artificial Intelligence
(AAAI-83).

Aug. 22-26, Washington, D.C., contact; C]audla Mazzetti, AAAL,
445 Burgess Dr., Menlo Park, cA 94025, (415) 328-3123.

IBM PC Faire.

Aug. 26-28, San Francisco, Calif., contact Jim Warren, Computer
Faire, 345 Swett Rd., Woodsrde CA 94062-9990, (415) 851-7077.

Eurographics ’83

Aug. 31-Sept. 2, Zagreb, Yugoslavra contact: ATLAS, Congress
Dept., P.0.B. 17, YU-41001 Zagreb, Yugoslavia, telex: 22413 yu
atlcon. .

SEPTEMBER

Federal Computer Conference.
Sept. 13-15, Washington, D.C., contact: Federal Computer Con-
ference, P.0. Box 368, Wayland Ma 01778, (617) 358-5301.

Word Processmg & Offlce Enwronment Trade Show
& Conference, (WPOE '83).

Sept. 13-15, San Jose, Calif., contact: Cartlidge & Associates Inc.,
4030 Moorpark Ave., San Jose, CA 95117, (408) 554-6644.

Euromicro '83.

Sept. 14-16, Madrid, Spain, contact: Euromicro, TH Twente, P.O.
Box 217, Dept. INF, room A312,-7500 AE Enschede, the Nether-
lands, tcleX' 44200 Thes.

IFIP Ninth World Computer Congress.

Sept. 18-23, Paris, France, contact: AFIpPs, 1815 N. Lynn St.,
Arlington, va 22209, (703) 558-3600.

Sixth International Conference on Digital Satellite

Communications. v

Sept. 19-23, Phoenix, Ariz., contact: Conference Administrator,
c/o COMSAT, 950 L’Enfant Plaza S.W., Washington, pC 20024,
(202) 863-6248.

SICOB ’83. o A
Sept. 21-30, Paris, France, contact: International Trade Exhibition,
France, 8 West 40 St.7 New York, NY 10018, (212) 869-1720.

COMPCON Fall "83.

Sept. 26-30, Arlington, Va., contact: IEEE, P.0. Box 639, Silver
Spring, MD 20901, (301) 589-8142.

Telecommumcatlons Assoclatlon Conference (TCA
'83).

Sept. 27-29; San Diego, Calrf contact Tca Conference Office,

Eighth Data Communications Symposium —1983..
Oct. 3-6, Cape Cod, Mass., contact: Datacomm, P.0. Box 639,
Silver Spring, MD 20901, (301) 589-8142.

INFO ’83.
Oct. 10-13, New York N.Y., contact: INFO ’83, 708 Third Ave.,
New York, NY 10017, (212) 661 -8410.

Seventh International Fiber Optics and Communi-
cations Expo and Second International Expo on
Local Area Networks (FOC/LAN ’83).

Oct. 10-14, Atlantic City, N.J., contact: Michael A. O’Bryant,

General Manager, Information Gatekeepers Inc., 167 Corey Rd.,
Brookline, MA 02146, (617) 739-2022.

EduTech/East '83.

Oct. 13-15, Philadelphia, Pa., contact Caro! Houts, Judco Com-
puter Expos, Inc., 2629 N. Scottsdale Rd., Scottsdale, Az 85257,
(800) 528-2355.

SYSTEMS ’83.
Oct. 17-21, Munich, Germany, contact: Kallman Associates, 5
Maple Ct., Ridgewood, NJ 07450, (201) 652-7070.

The National Software Show. _

Oct. 19-21, San Francisco, Calif., contact: Raging Bear Produc-
tions, Inc., 21 Tamal Vista Dr., Corte Madera, cA 94925, (415)
924-1194.

ACM ’83.

Oct. 24-26, New York, N.Y ., contact: the Association for Comput-
ing. Machinery, 11 W. 42 St., New York, NY 10036, (212) 869-
7440. ‘

Ninth International Conference on Very Large Data
Bases.

Oct. 31 - Nov. 2, Florence, Italy, contact: Mario Schkolnick, K55-
281, 1BM Research Labs, 5600 Cottle Rd., San Jose, ca 95193,
(408) 256-1648.

NOVEMBER

Federal Office Automation Conference.
Nov. 1-3, Washington, D.C., contact: Federal Office Institute, P.O.
Box E, Wayland, MA 01778, (800) 343-6944.

Integrated Office Technology Conference and Ex-
position (INTECH ’'83).

Nov. 1-3, Chicago, Ill., contact: Mary Beth Gouled, National
Trade Productions Inc., 9418 Anapolis Rd., Lanham, MD 20706,
(301) 459-8383.

P.0. Box 208» ‘West Covina, C_A“9l793 (213) 960-1838.
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printer for

the people whoneed

d

C

NOW.

Dataproducts B-Series line printers

help you put the paper in the hands of the

people who need it. When they need it.

The family of three, the B-300,
B-600 and the B-1000,was designed
to whisk out the printout,from 300
lines per minute to as much as
1100 LPM. And to operate at .
those speeds day after day. .

- How could we build 160,000
line printers and not make an
impression?

We’ve produced more line printers
than all other independent computer
printer makers combined.

So why isn’t Dataproducts a house-
hold word? Because most Dataproducts
line printers are delivered to end users
with somebody else’s name on them.

Virtually every major OEM in the
business has selected our B-Series
printers for the systems they sell. Each
has made that selection after months,

4

they jam paper. How they smear ink
on their pants.

We conceived the B-Series for the
operator.Extensive diagnostics help th
operator locate and correct troubles

sometimes a year,of intensive evaluation. fast. Long-life ribbon cartridges are
e g T e L giiia | Auik nd clean o
else, the 0 . .
m'ac’hine that can per- | ‘P Q . SYStems .1 open wide so all
form reliably overa L. N s-wid controls are easy
long period of time. ... to see and easy to reach. ,
Their reputations are In less than a minute, the
at stake. ‘ operator can even change the
Which is why the print band—to a different type-
safest choice for your face,a different language.
company may be a The best printers are
gr mﬁfr %7011 ve never the least expensive
eard of. to.own.
The best printers are 90% parts commonality
the easiest to use. ' within the family minimizes

Dataproducts probably
knows more about the people who
use computer printers than anybody.
We know how they slam cabinets. How

spares inventories and

training. Power consumption is low.

Operators fix most problems.

When they can’t, the B-Series is

designed to help service people get
you back on-line quickly. .
And because we make so many of
these printers,we don’t have to
charge alot of money for yours.
You get low initial cost. And low
cost of ownership.

If you’d like to know more
about our B-Series printers,or
the name of our distributor in
your area,call (213) 887-3924.

Or send the coupon below.

o

I 6200 Canoga Ave., Woodland Hills,CA 91365

O Send details!

Name

[0 Send asales rep!

| Title

| Company
Type of busi
Address

City State Zip

Talenh

Ext

Also send information on: )
[0 120-200 LPM dot matrix printers (] Graphics and label
printers[] 35-55 CPS letter quality printers [ 1500-2000
LPM high performance printers (] Printer supplies
Dataproducts is a registered trademark. B-300,B-600 and

I B-1000 are trademarks of Dataproducts Corporation. ;
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CARTOON BY CHUCK VADUN

LETTER

HARDLY ATHORNIN IBM’S SIDE!
In your May issue you discussed the matter
of I1BM source code in a story titled ‘‘Plug-
ging the Mole Holes”’ (News in Perspec-
tive, p. 56). Since you mentioned 10 com-
panies-by name, including Boole & Bab-
bage, I am compelled to respond. In gener-
al, you paint a worrisome picture for these
10 companies. While I cannot speak for the
others, Boole & Babbage does not feel
threatened by this issue,

Boole & Babbage provides its cus-
tomers productivity products that assist us-
ers in more effectively using IBM large sys-
tems. In this, we are not ‘‘a thorn in the
company’s side.””. First of all, they
wouldn’t feel it (our annual revenue ap-
proximates IBM’s daily after-tax profit);
secondly, we help their customers, which
can only help IBM.

I heartily concur with Steve Ippoli-
to’s statement on p. 58: “‘IBM has no valid
reason to denly source—because we’ll abide
by all their restrictions on its use. [That is,
no duplication, reverse compilation/assem-
bly, or engineering, and no distribution of
the code.] We only need to look at it.”’

In addition, we do not need the ma-
chine-réadable source; we need only fiche
and logic manuals. Our purpose is to use the
fiche as documentation. We need to under-
stand the internals so we may assist our
customers. Boole & Baggage’s current
products make no changes to IBM source
code. ‘ .

At this point I must support my
friend Bob Patrick’s position at the close of
your story: ‘‘IBM’s users are the largest un-
paid software company in the world . . . as
well as its largest unpald mamtenance
crew.’

Their knowledge comes from the
fiche and logic manuals; for the near future,
IBM requires their support. We believe that
IBM clearly undérstands this; as long as IBM
supports its customers, IBM will support

Boole & Babbage as well. As a result, we

X3

are not an.*‘early casualty,”” nor are our
“‘new product families threatened,’’ nor
has our ‘“‘very existénce been placed in
jeopardy.”’ _ .
v JACK E. VAN KINSBERGEN
President

Boole & Babbage Inc.
Sunnyvale California

JERSEY RAISES A STINK

Aw, come on . . .. They couldn’t possi-
bly make a manhattan as good as New Jer-
sey (cartoon; May, p. 117)! No wonder we
call all of you tourists ‘‘Bennies,’’ as in
please go home and quit messing up our
state. ) )

May the stings of 10,000 letters (if
you have that much circulation in the
U.S.A.’s highest-tech state) infest your
sensory organs!

WHIT DOWNER

Manager, Communications
Electronic Associates Inc.

West Long Branch, New Jersey

_processing - manager, -computer program-

STEPPED-ON TOES |

In your article ‘A pBX Cookbook’’ (May,
p. 216), Mr. Patrick stated that *‘Senior
data processing personnel are acquainted
with digital technology, are familiar with
in-depth analysis, and are (more or less)
comfortable running multimillion dollar
projects in the limelight.”’

. So far so good, but then Mr. Patrick
goes on to imply that none of these state-
ments holds true for the current crop of tele-
phone administrators. [ feel this is grossly
misrepresenting the facts concerning some
present telephone administrators, including
me. I am presently director of telecom-
munications at Villanova University, Vil-
lanova, Pa.

In my nearly seven ycars as a data

mer, operator, and now as coordinator of
voice and data communications, I am acute-
ly aware of the fluctuating changes in digi-
tal technology, including Als 85, McI’s digi-
tal network, and- other digital systems as

“This manhattan tastes like New Jersey.”

Ly
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well. I have attended numerous conferences
across the country and can assuredly state
that I am a highly representative example of
.a well-informed telecommunications ad-
ministrator.

In addition, I am well acquainted
with current systems analysis, a fact that
can be shown through the planning, super-
vision, and control of our multimillion dol-
lar switch at the university. Our division of
voice and data is currently responsible for
issuing and maintaining highly reliable traf-
fic reports and for planning and expanding
our growing voice and data network.

Your statements- claiming that the
current crop of telephone administrators is
misinformed on digital technology and sys-
tems analysis is a misrepresentation of a
small but expanding telecommunications
industry—and a well-informed industry at
that. Although I am not doubting the fact
that some telephone administrators are not
as well informed as others, it certainly does
not hold true for most of us in both business
and educational divisions today. }

MARK B. CARRIG
Director of Voice and
Data Communications

Villanova University
Villanova, Pennsylvania

WE GOT CAUGHT
In your ‘‘Playing by the System’’ article
(March, p. 63), the following example is
given: *“Give me all wide receivers who are
free agents, who can run the 40 in less than
4 min. 7 sec . . ..”” I would just like to
comment that anyone who cannot run the
40 in less than 4 min. 7 sec. has no business
being a professional athlete. I think you
meant 4.7 seconds?
DEBI TECLAW
San Marcos, California

A MINI BY ANY OTHER NAME

In your May issue, I noticed under the head-
ing News In Perspective-Minicomputers
(*‘Low-End Action at IBM,’’ p. 75) that the
upgrade of the 1BM System 38 to 8 mega-
bytes was mentioned. The first System 38
was delivered three years ago but a large
portion of the dp industry is still showing its
lack of knowledge of the product by calling
it a minicomputer. It was interesting to see a
system with a 48-bit single-level virtual ad-
dress space listed under minicomputers
while the same issue contained several arti-
cles about IBM’s new XA that extends the
30xX series from a 24-bit to a 31-bit ad-
dress. Any time IBM wants to increase the
memory of the System 38, all it has to do is
plug in more or higher-density memory
cards to its heart’s content, and we won’t
have to change a single line of code or con-
vert to a new operating system. I don’t
know if anybody can define the term mini-
computer, but a computer with an 8MB
memory, 5GB storage, and a 281 trillion
byte virtual address space is not a minicom-

puter. If by some definition it is, then most

of the 1BM 360, 370, 4300, and some of the
303X computers are also minicomputers.

DANIEL PETERSON

Data Processing Manager

Conservative Baptist Foreign

Mission Society

Wheaton, Illinois

WHIRLWIND MEMORIES

W. David Gardner’s ‘‘The Computer Mu-

~seum’’ (May, p. 238) was interesting but

not completely accurate in one aspect.

I don’t recall anyone ever referring
to the AN/FSQ-7 as Whirlwind II. Whirlwind
II was located in the Barta Building on the
MIT campus and was the prototype for sev-

eral U.S. Air Force systems that were de-

signed and built by a number of contractors
at Lincoln Laboratory. One could walk
through the Whirlwind II computer since it
consisted of floor-to-ceiling racks spaced
apart by aisles, and the computer filled a
large room. It was used in a research project
known as *‘Cape Cod’’ to test the software
being written for AN/FSQ-7 and 8.

The AN/FSQ-7 and 8 were advanced
versions of the prototype that became oper-
ational at a number of Air Force bases. The
name of the operational system was SAGE
(Semi-Automatic Ground Environment),
and one of them was installed at the NORAD
Facility at North Bay, Ontario, Canada.

It is nearly 30 years since I sat at a
console on Whirlwind II as a Rand Corp.
representative and worked at Lincoln, but
can recall every important detail in those
early days of man-machine research and de-
velopment.:

LEONARD C. SILVERN

' President

Systems Engineering Laboratories
Sedona, Arizona

THE BUCK STOPS HERE

I found Deborah Sojka’s article ‘‘Passing
the Education Buck’’ (On the Job, April, p.
259) very interesting. Its title explains what
industry is doing when it says there aren’t
enough well-trained students entering to-
day’s job market in the fields of clectronics
and computer science. There are few stu-
dents entering the job market because most
companies refuse to let them enter. These
companies do not want to spend the time or
the energy to train people for the positions
they want filled. They expect others (tech-
nical training schools, universities, and col-
leges) to do that for them, yet they complain
that the students turned out are not properly
trained: Instead of complaining about the
situation, the companies should do some-
thing more constructive with their time and
help. Education desperately needs -their
help financially, especially in the state of
Illinois, where money going toward educa-
tion is decreasing in amount as well as in
importance. The University of Wisconsin,
on the other hand, is very privileged to get

monetary contributions, faculty, and equip-
mient from industry. Unfortunately, this
very rarely happens.

But what of the students who have
been trained in these fields, and yet corpo-
rations refuse to hire them? They are unem-
ployed because these companies say they
are not well trained (i.e., previous work
experience is a prerequisite for most em-
ployment). Perhaps companies could take
these students and train them in an intern’
program. It is obvious they are quite capa-
ble of learning (from having completed all:
their required courses) and could do quite
well in'the business world with a little on-
the-job training. But many companies are
promoting from within, denying these stu-
dents the chance to join this growing field
by receiving on-the-job experience.

The executives should stop their
complaining and take these graduates and
give them some short training so that they
may be able to become fully trained profes-
sionals, which thie companies state are in
short supply. I am a graduate myself and
have been trying to become a programmer
in this field since my graduation last Au-
gust. I have known many others in the same
situation as I so I am qualified to say- that
there are plenty of qualified people for the
companies to train. Finally, the companies
must stop moaning, do something about
their complaints, and stop passing the buck.

LINDA GRALOW
Melrose Park, Illinois

COVER YOUR ASSETS

“The excellent article by Willie Schatz,

““Micro vs. Macro’’ (News in Perspective,
April, p. 72), emphasizes companies’ man-
agement responsibility for controlling the
integration of personal computers into their
companiés. As inexorable as the tides, the
coming waves of PCs will sweep manage-
ment overboard if it is caught unprepared.
Two of the most serious problems caused
by the day-to-day business use of PCs, how-
ever, were not directly addressed in this
article.

Information security and informa-
tion recoverability are problems even in
centralized dp organizations where man-
agement control is strongest. With the pro-
liferation of PCs, these problems become
geometrically more difficult. With weak or
nonexistent standards and with incompati-
ble hardware, data integrity suffers. The
limitations of PCs arid available software for
them make proper audit trails and authenti-
cation/authorization protocols (almost tak-
en for granted on large mainframes) diffi-
cult—often impossible—to obtain. Net-
working PCs opens a nightmare of privacy,
defalcation, and human error problems that
weak or absent data integrity will compound.

Hazardous as that is, it gets worse:
users begin to depend on the PCs for day-to-
day business operations. Lose the PC or its
data and a part of the company becomes
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Faced with a company’s information
needs, there is one thing of which the systems
designer can be sure.

They will change.

That is why ICL — Europe’s Ieadlng com-

puter company — has developed distributed
office’ systems with an architecture flexible
and expandable enough to handle new work-
loads or applications, scheduled or unscheduled.
At the heart of ICL’s approach to office
systems lies DRS - the Distributed Resource
System. ICL recognises that the key to

success of any office system is the optimum
management of information. And this is a task

rfor which DRS is uniquely quahﬁed

~ Anatural networki ng structure.

~ The management of resources necessary ‘
to provnde the controlled distribution of func- -

 tions within the system is achieved by a unique

- architecture — DRA (Distributed Resource
’ Archltecture) — which delivers a wide range of
services to workstations within a network of
DRS systems.

; DRA is a multi- mmroprocessorarchutect- '
ure Each muilti-function workstatlon in the

'DRS system contains a cluster of microprocess-

ors, eachdedlcatedtoaspeuf‘cfunction filing, area networking are facilitated by ICL’s

- Information Processing Architecture (IPA),
~which supports the ISO model for open

communication, workstation management
and application processing.
Distributed Resource Archltecture is a

natural networklng structure. Not only does X

it handle multiple microprocessors withina

R vua the MICROLAN local area network.

, This means that files can be retrleved

: _and processed from any workstation or
server in the whole network, providing total

flexibility of systems design and operations. utilising mixed data and word processmg

Flexibility is the keynote. The basic
_structure of DRA has been designed to accom-

2 modate a mixed mlcropr ocessor: archltectur €.

“ which enables systems to be expandedand
enhanced by the replacement/addltlon
of mlcroprocessors ;

' The management of resources. ,

- By selective configurating of function

We should be talkmg to each othen:
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‘ processors, arange
of DRS nodes can be

~ sofirmly in mind.

designed to provide a range of capabilities
withina DRS network: intelligent multi-function
workstations, data-base servers, electronic

-~ filing servers, communications controllers,and

personal computing systems.

This inter-dependent networkis
managed by the Distributed Resource Exec-
utive (DRX), one of the first truly distributed
operatlng systems.

This network management system

: enables all the resources of the network tobe |
shared by all the nodes within the system.

A key feature of DRX is the ability to

. manage functions, independent of where they
- are physically located, within a node or

between nodes within the network Soan
apphcatuon processor in one workstatlon can

“access files controlled by the file processor in

another, elsewhere in the network, providing
all the control and security necessary to
manage the system.

| Planning fordthe'future. ‘

Many industry standard languages are
embraced by DRX, including Microfocus CIS
COBOL, Microsoft Basic, and PASCAL.

Concurrent communication and wide

systems - interconnection, [BM’s Systems
Network Architecture, and X25 packet swutch- B

| ~ ing services.
~ single DRS node, it also allows multiple nodes, &

wherever they are located, to communicate

ICL’s D|str|bt1ted Resource System is
already belng used forawide varietyof

~applications in organisations which operate
both locally and remotely networked intelli-

gent workstations for distributed computing,
personal computing,and terminal systems,

facilities. i
‘ The manner in WhICh DRS buulds entire

- intercommunicating networks from simple -
- nodes and clusters may indeed be reminiscent
. of nature’s oldest structural principles. :
But seldom has architecture been de-

signed with the future held

iCL

FOR MORE INFORMATION, WRITE TO ICL )NFOPOINT ICL HOUSE, PUTNEY LONDON SWIS5 ISW, GREAT BRITAIN.




LETTERS

nonoperational. Since PCs are not treated
with the same care as multimillion dollar
mainframes and since the ‘‘operators’’ of
PCs are not data processing professionals,
failures through accident, negligence, or
abuse are. far more likely. Carefully docu-
mented recovery procedures are far less
likely. And the absence of a system devel-
opment process that would address recover-
ability, restart, and rerun procedures can
cause painful, expensive outages.
- Personal computers increase the
need for strategic information resource
management. Information is a valuable re-
source. Proper care must be exercised to
ensure that, regardless of the form in which
it is found or the processing through which
it goes, the information remains protect-
able, recoverable, and auditable.
‘ RALPH SPENCER POORE
Director, Advanced Technology
Total Assets Protection Inc.
Arlington, Texas

CREDIT WHERE IT’S DUE
In the May issue, ‘“The Cpu Market: A

Survey’’ (In Focus, p. 40) included a chart
(Fig. 5) entitled ‘ ‘Expanding Amdahl Share
of Pcm Systems User Population.’” That
chart shows the Amdahl population share as
having grown from 52% to 60% in the past
year, with the National Advanced Systems
share shrinking from 18% to 15%.

These figures are, I'm sure,.as much
a surprise to Amdahl as they are to us and to

- our customers, particularly since not only

has our share not declined over the past
year, it was not smaller than that of Amdahl
to begin with (in the time frames surveyed)!
Indeed, for at least the past two years, our
installed base has exceeded that of Amdahl
(DATAMATION portrays it as one fourth Am-
dahl’s) in both total count and percentage
gain. Nor is my claim hearsay; twice in the
past year I've shared the dais at various
conventions with executives of Amdahl.
Each of our presentations included slides
covering installed, and our base was always
at least 100 greater than' Amdahl’s.

It’s easy to forget that NAS is the
only pcm offering a full spectrum of cpus,

spanning the 4341 to the 3084 in perfor-

“The auto accident was minor, but the other driver took -
umbrage at my bumper sticker.”

mance, and numbering 12 as of this writ-
ing. This philosophy makes NAS far less
subject to the vagaries of the marketplace
and its effect on limited-line vendors. And,
it has made us for over two years now the

“owner of the largest pcm systems installed

base in the world, a fact that is stunning by
its omission from the knowledge of the
writer of the article. .

_ We're justifiably proud of the
achievement and ask only that credit be giv-
en where due. :

DAVID P. GOLDSMITH

Vice President, Communications
" National Advanced Systems
Mountain View, California

WE WANT COSMOS!

Congratulations for an excellent editorial,
‘“The Data Processing Center at the End of
the Universe”’ (April, p. 29): It could be the
seed for another Cosmos series.

With regard to the convergence of
functions (office automation, telecommuni-
cations, and data processing) with the dis-
persion of power to the user community,
the information center concept does not add
complexity to the situation—it is the an-

" swer. Most users are not trained to plan and

control any of these technological functions
properly, let alone three. These functions
should not be dispersed without central
guidelines in place.

. ANDRE LAMONTAGNE
Ottawa, Ontario

A SCAM INDEED!

As a corporate microcomputer user, I was
sorry to see in your editorial, ‘‘Are Micros
A Macro Scam?’’ (May, p. 37), that some
members of your editorial advisory board
still cannot talk about micros - without
speaking ‘‘vehemently.”” MIS managers

need to put their fear, panic, and anger

aside and start rationally evaluating micros
and their advantages to the user. )

As for ‘‘using our micros for paper-
weights,”’” your advisor might be interested
to know that we use a wide variety of pro-
grams on our PCs. Some of these are quite
complex programs that we have written.
Other programs include DBMSs, graphics,
word processing (including spelling and
grammar checking), income tax prepara-
tion, and, yes, even electronic spread-
sheets.

We use telecommunications soft-

ware to get financial information about oth--

er companies from Dow Jones, to do finan-
cial modeling on Compuserve, to get credit
reports from D&B, to send telexes via ITT,
and to get financial data from our banks.

If your advisor thinks that a tool that

saves time and money is ‘‘a fad, a new and

interesting * entertainment that will fade

away as quickly as it arrived,”’ he is seri-
ously deluding himself and your readers.

NELSON FORD

Houston, Texas
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g Over the past fourteen
e years, Beehive bas gaineda
unique point of view on ter-
~ minal systems. By Jocusing
- all our efforts on that all-
- important window into your
~ system. By delivering technol-
~ 0gy to thousands of terminal
- users throughout the U.S. and
~ over 40 nations abroad. By
- creating design classics, then
- improving upon them.
. Treresultbringsa new
. erain Terminal/System
design. Elegant in szmplzczty
b ”':Metzozdous in construction.
\ Currently, Beebive is ship- <
i pmg the most advanced termi-
~ nals in the industry, mcludmg f
| emulators for IBM and
Burrougbs In addmon we
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you how to use itself.

The day of the automated telephone, with
its bewildering array of unuseable features,
is over, With the Personal Teleterminal,
dialing up a conversation between two
computers is as easy as getting your voice
messages and electronic mail. Whichis as
easy as calling home.

Automation saw people as imperfect
machines whose jobs could be better done
by machines of plastic and silicon. But Office
Humanation sees people as a resource to
nurture, as an investment whose growth
can compound dramatically over time,
given the proper leverage.

And the products of Office Humanation
And you can use its RS-232 port to are designed to provide that leverage.

attach a printer, a terminal, or even a per- Because a job worth keeping is a job worth
sonal computer—if you still need one. keeping human.

'['he Office Humanation Company; ©XC

CXC Corporation, 2852 Alton, Irvine, CA 92714 (714) 760-7171. Personal Teleterminal™ Office Humanation,* Office Humanation Company™ and Rose™ are registered trademarks of CXC Corporation.
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ILLUSTRATION BY PETER DE SEVE

John L. Kirkley, Editor

EDITORIAL

MELON AND THE CORPORATE IMAGE

When our longtime friend Persiflage
Melon walked into our office one re-
cent midsummer day, we knew at once
something was amiss.

Melon, a successful manage-
ment consultant and noted amateur her-
petologist, had called earlier, saying he
wished to discuss *‘a personal transfor-
mation.”” Now he stood before us, his
forehead glistening with a light sheen
of perspiration, his normally magnifi-
cent mustache somehow subdued. But
it was a moment before we noticed the
most striking change in his appearance.

Melon is normally given to
somewhat colorful and eccentric dress.
Yet here he was, his angular frame sup-
porting a dark blue suit, a white button-
down shirt, tasteful rep tie, and most
amazing of all, on his feet, heavy wing-
tipped cordovan shoes. He looked de-
cidedly uncomfortable.

Melon, we said, what’s going
on? Why are you dressed just like . . .

‘““An IBM salesman?”’ Melon
finished for us. “‘Yes, it’s my new im-
age. I have seen the future and this is
it,”” he said, picking a microscopic
piece of lint off his lapel.

Alright, Melon, explain your-
self, we demanded.

*“‘As you know, I have been for
some time an interested observer of
your madcap industry,’’ he replied. ‘I
pride myself on being able to see the
big picture, the grand and sweeping
vista; to be able, in short, to read the
handwriting on the wall. What’s writ-
ten there is three large letters—IBM.

‘‘How, you might ask, did I ar-
rive at this conclusion?’’ he continued.

Tell us, we said, knowing that
nothing short of a grand mal seizure
could stop him now.

““Well,”” he said, shooting his
cuffs, ‘I did some research. It seems
that all of IBM’s competitors making
input/output devices, magnetic storage

boxes, printers, memories, terminals,
etc. have accepted 1BM standards. The
mainframe companies, once called the
Seven Dwarfs, have been pared down
to the BUNCH, and all of them are look-
ing for either IBM compatibility or
niches to hide in. The IBM personal
computer is the runaway winner in the
corporate marketplace. When it comes
to software, every young scribe plug-
ging away at his coding sheets, and the
big software companies, as well, are
writing to the IBM marketplace. .

‘““When it comes to communi-
cations,’” he continued, ‘‘the picture is
even more convincing. All the new
communications processors, front ends
and CBXs are adopting SNA and those
companies with different architectures
are building SNA interfaces. Terminals
all have to look like 3780s . . . and so
it goes.’

So that’s why the new image,

we said.

“‘Right . . . the clean-cut cor-
porate look for me,”” Melon respond-
ed, tugging at his collar. ‘‘Although,”’
he mused, ‘‘I must admit I do feel a bit

constricted. And concerned. Suppose,
by accepting IBM standards, your in-
dustry has taken a wrong turn and is
painting itself into a technological cor-
ner? And isn’t it true that the over-
whelming presence of one company
tends to stifle true innovation?

‘“‘But yours is a young and vi-
gorous industry,”’ he said, brightening
perceptibly. “‘Plus, all this Japanese-
inspired talk about a fifth generation
may lead to something new and differ-
ent. So, I'm keeping my options
open.”’ ’

With that, he opened his rather
large Land’s End briefcase and began
heaping changes of clothing on our
desk. There was a Silicon Valley Fris-
bee All-Stars T-shirt, an engineer’s
white short-sleeved shirt complete with
clip-on tie and nerd pack, an academ-
ic’s nubby gray tweed jacket that
reeked of pipe smoke and artificial in-
telligence, and last, but certainly not
least, a billowing kimono and a pair of
wooden sandals.

““Ever onward,”’ said Melon,
and made for the door. #*
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SyFAnet. The fully integrated
system that answers your business
needs today. Only from

ComputerAutomation.

Multi-function work-
stations, resource and
database sharing, global
information access and
expansion capabilities
are among SyFAnet’s
major advanced features.

The net result?

A network that works. Perfectly.

We bullt SyFAnet ona proven

hardware and software using SyFA,
our interactive, distributed data pro-

cessing system with network control.

- We added microprocessor-based
- workstations and CP/M-86° to glve
you more functionality.

We divided the workload of one
CPU among several processors, to
give you greater performance and

CP/M-862 is a registered trademark of DIGITAL RESEARCH, INC.

SyFAnet CONNECTS MORE THAN
JUST THE OFFICE

reliability. Even if one processor goes
down, the others keep the system up.

We chose a broad-
band system to give you
more channels and more
available frequencies.
So expansion is easy. Add
more terminals when-
ever and wherever you
want. And with each
terminal, you get more power.

You can start small and expand

without undermining your invest-
ment and you can even attach the

mostpopularpersonal computers.
~SNA and X.25 capabilities

let you reach any mainframe. And
SyFAnet’s bridge and gateway pro-
cessors provide transparent access
to other networks anywhere in
the world. .

SyFAnet— de51gned to solve your
networking problems today, tomorrow
and into the foreseeable future.

For more information, please
write today.

ComputerAutomation’
Commercial Systems Division

2181 Dupont Drive/Irvine, CA 92713 / 714-833-8830
TWX: 910-595-2543 / TLX: 4722105
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AT&T’s local operating.
companies are going, and
Archie McGill’s already gone.
Where does that leave the
customers?

by Laton McCartney

A Wall Street analyst was on his way out to

- Morristown, N.J., in early June to inter-

view Archie J. McGill when he got a call
from McGill’s office. In a shaky voice,
McGill’s secretary told him the interview
had been canceled. She didn’t offer a rea-
son or propose a meeting at a later date.

She didn’t really have to; the expla-
nation was in all the newspapers the next
day. McGill, president of American Bell’s
Advanced Information Systems division
and the man most emblematic of the new,
stripped-down, post-consent-decree AT&T,
wasn’t going to be working there anymore.
For the past few months the analyst had
been hearing more than the usual quota of
AT&T rumors, many of them disquieting to
customers and stockholders alike. Now
he’d learned that the AT&T executive whose
job it was to reach out and touch business
customers was gone, and the immediate
question was why. }

What were the reasons behind McGill’s
abrupt departure, and what effects would
his resignation and the ensuing reshuffling
have on AT&T customers?

For answers one has to track
McGill’s career as well as related develop-
ments at AT&T. The biggest company in the
world is, of course, currently in the midst of
divestiture, spinning off its 22 wholly
owned operating companies and undertak-
ing a traumatic reconfiguration of its core.
In conjunction with divestiture, the com-
pany launched one of the most ambitious
ventures ever attempted, a $6 billion startup
dubbed American Bell Inc.* Some 74,000
employees drawn from the various operat-
ing companies and divisions of Ma Bell
were slated to move over to the new enter-
prise. All new customer premise equipment
(including pBXs, data terminals, and key
systems) was to be sold through ABI’s two
divisions—Customer Products, which
‘would handle consumer sales, and Ad-
vanced Information Systems, which was re-
sponsible for all government and business
sales.

*U.S. District Court Judge Harold Greene has subsequently ruled
that AT&T must relinquish all future use of the Bell name, so
American Bell will probably be renamed.

Clearly, Als was the key to AT&T’s
success in the deregulated market that the
consent decree had opened up; it was
AT&T’s vehicle for challenging 1BM and the
rest of the computer and communications
vendors in head-on competition. ' And
McGill was its principal architect.

But by early June the prognosis for
the new company was far from encourag-
ing. Wall Street was abuzz with stories of
huge ABI cost overruns, major shortfalls in
revenues, significant product problems,
and possible losses for the new company of
as much as $1.5 billion in 1983. The situa-
tion was deteriorating rapidly, but few out-
side AT&T knew just how rapidly until the
June 8 announcement that McGill had re-
signed as part of an ABI shakeup.

McGill signed on with AT&T in
1973, a time when there was no-real mar-
keting expertise anywhere in the corpora-
tion. True, the operating companies had
had sales forces in place since the early
1960s. But, as former Bell System sales
account executive John Malone, now presi-
dent of Eastern Management Co. in Morris
Plains, N.J., notes, *‘The sales force had no
real competition nor incentive to be any
more a sales force than that of a water or
electric company.’’ Ma Bell was function-
ing as a utility, an order taker, but even then
the company’s senior management under
chairman of the board John D. deButts
sensed that changes were necessary. As a
result, AT&T brought in McKinsey & Co:,
the New York-based management consult-
ing company, to help map out a strategy for
the future.

With digital communications loom-
ing ever larger on the horizon, McKinsey
recognized that AT&T was facing some

As befits a cage rattler,
McGill’'s approach was direct, -
often abrasive, and ascerbic.

highly attractive opportunities to expand its
traditional analog market. But before it
could capitalize on these opportunities,
AT&T had to initiate a number of internal
changes. Chief among them was the need to
put a marketing staff in place that could
provide centralized direction and coordina-
tion among the various operating compa-
nies. Marketing talent was also needed to
gauge new applications for digital or com-

puter-based products such as switching sys-

tems, modems, PBXs, and the like and initi-
ate the development of these products.

" McKinsey recommended AT&T hire a for-

mer IBM whiz kid to join General Depart-
ments, the holding company that runs the
communications behemoth and is often re-
ferred to as the ‘‘think tank of the Bell Sys-
tem.”” Archie McGill’s charter was to head
up the newly formed market management
organization, the group within General De-
partments that would detemine what new

36 DATAMATION
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IN FOCUS

new applications represented the biggest
potential payoffs.

McGill had been on a fast track
since his career began. He had risen to be-
come the youngest group vice president in
IBM history, then left to set up his own con-
sulting outfit. At AT&T his rapid ascent con-
tinued, despite the conservative, bureau-
cratic nature of the organization. His small
market management group quickly expand-
ed to 400 employees, many of them former
colleagues McGill had brought in from IBM.
He had been reporting to executive vice
president-marketing ‘Kenneth 'J. Whalen,
but once he had the vehicle for product de-

) velopment in place, McGill was promoted
to vice presxdent of marketing for the entire
AT&T organization (Whalen moved into an-
other area within' AT&T) and soon had a
1,000-person orgamzatlon reporting to
him.

But McGill hadn’t simply been
brought into AT&T to set up and run a mar-
keting organization. "‘“When McGill was
hired on, the highest levels of AT&T man-
agement had decided they not only required
someone with ‘a clear-cut understanding of
what was needed to establish an effective
marketing -effort, but also someone who
could function as a catalyst for the whole
organization,”’ Malone _ notes. “They
weren’t looking for operations manage-
ment. The company was top heavy with
opérations management. They wanted
someone who could bring about change.’’

“McGill was cut from the same
cloth as T. Vincent Learson [a senior IBM
executive who was noted for his tough man-
agement approach],
Office Technology Research Group, Pasa-
dena, Calif. ‘‘He rattled a lot of cages at
AT&T, but that’s what was needed, and
that’s what he was brought in for.”’

As befits a cage rattler, McGill’s
approach was direct, often abrasive, and
acerbic, AT&Ters report. In no uncertain
terms he told the operating companies their
marketing organizations must mirror the or-
ganization he was building—despite the
fact that, technically at least, the people in
the operating companies didn’t report to
McGill. )

Nor was he hesitant to criticize a
fellow executive. Says Malone, ‘‘He was
an imposing figure, and if he believed, for
example, that an operating company didn’t
know how to market or had a sales force
that stank, he’d have no problem telling the
president of the company exactly how he
felt.”

" To old-time AT&Ters,
seemed to evince a disdain for the tradition-
al, analog-oriented AT&T organization and
its slow, conservative ways of doing things.

scathed. At an International Communica-
tions Association meeting in the late 1970s,
he told .the audience—communications
managers from the 500 largest communica-

** adds John Connell of |

McGill

Even AT&T customers didn’t escape un-

tions users in the U.S.—that they were, in
effect, out of date, their careers wedded to a
passé voice technology that was rapidly be-
ing supplanted by digital communications.
Henceforth, his marketing people would
bypass these relics and go directly to the
decision makers, senior management to
whom the communications people report-
ed. ‘“He made it extremely clear that he
thought dealing with us was nothing but a
complete waste of time,”’ an ICA member
who was present says. '

When the consent decree was issued
in 1982, it was no doubt greeted with jubila-
tion in McGill’s camp. The man who had
been placing depth charges throughout his
AT&T career was witnessing the ultimate
corporate depth charge in the form of dives-
titure. The old regulated Bell world had
been shattered by the Justice suit, and AT&T
would have to transform 1tself into a fight-
ing machine.

" The principal vehicle for attack, of
course, was to be American Bell, which
was launched with great fanfare June 15,
1982.. AT&T chairman Charles L. Brown
cited the event as ‘‘a major moment in the
history of our business.”” McGill was
equally ebullient, speaking of an opportuni-
ty to advance ‘“‘our business . . . toward

“ABI vastly underestimated
what was required in

developing the kind of product

like Net 1000.”

new vistas’’ and touting ABI’s first offering,
AlS/Net 1, a data network product that Bell
insiders say was McGill’s brainchild—one
that had previously been called ACS and Bell
Data Network. Net 1, McGill proclaimed
would be the cornerstone of ABI’s new gen-
eration of services.

Unfortunately for ABI, these prOJec-'

tions soon lost their rosy hue. Althoygh,
according to sources close to the company,
AT&T had been anticipating divestiture and
the launching of an ABI-like entity for as

| ‘long as five years, the breakup seemed to

create many more problems than had been
expected. *‘AT&T did a good job on selling
the positive possibilities of the breakup un-
til last January when things seemed to really
fall apart,”’ says Anthony O. Penna, chair-
man of the ICA vendor liaison committee
and a telecommunications executive with
Beneficial Data Processing, Peapack, N.J.
*‘Until then, most of the people 1 talked to
believed the transition was going to be far
easier than it turned out to be.”’

‘“‘An enormous amount of confu-
sion sprang up,”’ adds Bruce W. Hasen-
yager, Kidder Peabody & Co.’s director of
information systems. Indeed, in the wake of
the consent decree, confusion seemed the
order of the day. Multibillion dollar compa-
nies that had done business with AT&T for
years were suddenly asked for credit refer-
ences before being permitted to buy a

$1,000 modem, while certain types of

equipment such as loudspeakers or ‘‘holler

downs’’ used on Wall Street became impos-

sible to order. Customers and even many .
AT&Ters weren’t sure-which entity in the

company would be doing what. AT&T sent

out mountains of memos and pamphlets ex-

plaining how employees would be able to

transfer to new groups within the organiza- '
tion and detailing what would happen' to

pension plans and seniority. The more the

company tried to clarify the issues, howev-

er, the murkier they seemed to get, employ-

ees say.

Consider the following excerpt
from a May 4, 1983 memo that went out to
AT&T financial executives regarding the
conversion of billing records, and you’ll
understand why AT&T was experlencmg
post-consent headaches

““The transfer of billing records i in’
1983- 1985 will require cooperation and co-
ordination between the BOCs, AT&T, and
ABL. The Consumer Products ' Division
(cpD) will be faced with the conversion of
large volumes of noncomplex accounts:
The Advanced Information Systems (AIS)
Division will convert complex accounts.

*“While the schedule reflects the ex-
tract encompassing only a one-month peri-
od in each company, operations needs may
require this extract period to span a two- or
three-month period. The need for such a
spread of the extract will be determined
based on the operating impact of the early
conversions. For example, if a high volume
of customer calls ensues from these early
conversions, then later extracts must be
spread over a longer time frame to allow the
business office entities to properly handle
these calls. Steps are already being taken to
minimize the total impact of the records
conversion on the busines offices by plan-
ning a phase-in of support systems prior to
the extract. However, a flexible approach to
extract timing is required to address poten-
tial customer reaction.’’

Even if the AIS and cpD divisions did
master ‘‘a flexible approach to extract tim-
ing,”’ they still were faced with a formida-
ble problem. The company with perhaps the
greatest R&D resources in the world came up
with an order entry system that flat out
didn’t work, AT&Ters assert. As a result,
ABI faced serious delays in converting cus-
tomer records.

At the same time ABI was experienc-
ing major problems with some of its prod-
ucts. Insiders say McGill had difficulty get-
ting the company’s manufacturing and R&D
operations to respond as quickly to ABI’s
product needs as he’d hoped. ‘‘AT&T’s R&D
was not structured to be responsive to a
competitive market,”’ explains Steven G.
Chrust, director of technical research for
Sanford C. Bernstein & Co. Inc., New
York. ‘“The idea had always been not to
obsolete the customer base, to come out
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display screen.

We also developed flicker-free numbers and letters, dis-
played in an optimum size, shape and color. And a mov-
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information processing needs of all kinds of businesses.
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16,000 people and over 110,000 computer systems
installed around the world.
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IN FOCUS

with a new product that the customers could
migrate to gradually and not something so
different it would have a significant im-
pact.”” When R&D was suddenly called
upon to produce something dramatlcally
different, it couldn’t deliver, Chrust main-
tains. _ v

The System 85 voice/data PBX was
late to market and isn’t state of the art, a
well-regarded industry consultant asserts.
Unlike PBXs offered by several of American
Bell’s competitors, larger models tend to
block at a relatively low level of use. Amer-
ican Bell has said that in the future it will
offer a 100% nonblocking option for cus-
tomized systems of up to 4,000 lines, but
for now a customer’s only alternative to the
blocking switch is to pay 5% more for a
configuration dubbed ‘‘essentially non-
blocking,”” or ENB.

And ABI’s ‘‘cornerstone’’ has pre-
sented even graver concerns. At a press
conference announcing the product, Sal
Barbera, one of ABI’s top executives at the
time, was asked by a reporter how ABIcould
come out with a product named Net 1 when
Ungermann-Bass already had a Net 1 on the
market. Barbera looked momentarily con-
fused and then asked *“What’s an Unger-
mann- -Bass?”’ .

Subsequently, ABI' changed. the
name to Net 1000, but that didn’t seem to
help. “‘I think ABI vastly underestimated
what was required indeveloping this kind
of product,’’ adds John Connell. ‘‘The soft-
ware problems were enormous’’ (see “T-
Net Twins Tested,”” April, p. 139).

To date ABI has installed Net 1000s
at Dow Jones, Western Electric, Pacific
Telephone, and TransAmerica Corp. Pacif-
ic is reportedly ready to throw out the sys-
tem because it isn’t working properly and
TransAmerica hasn’t paid for its system yet
for the same reason. Some industry analysts
are speculating that-Net 1000 will soon be

taken off the market. At a June 29 press |

conference, however, Frank Vigilante,
ABI’s president of product development,
said the company is ‘‘on plan” with Net
1000,. and called the product *‘vitally im-
portant " He said Net 1000 has “about two
dozen’’ customers.

ABI’s problems extended to other
areas as well. McGill’s strategy of circum-
venting the telecommunications manager—
described as ‘‘end run’’ marketing by Harry
Newton, president of the Telecom Library

in New York—alienated a number of long- .

term Bell customers. ‘“The salespeople
came on with an arrogance they hadn’t
earned,’’
*‘Archie’s guys thought they could ignore
the telecom people and go over their heads,
but the policy really backfired on them. The
top executives they were trying to sell to
don’t get excited about communications.
They think of communications as being like
tires. You have to have them, but you don’t

-again,

says Kidder’s Bruce Hasenyager.

don’t work. And no ceo I know wants to go
up against a telecom manager and challenge
him on a technical basis.’” ‘
Despite the widespread criticism
leveled at McGill’s policy, “‘Archie’s
guys’’ seemed remarkably insensitive to the

hostility it engendered. An ICA member

tells of an incident at the ICA meeting in Los
Angeles this spring. ‘‘ABI held a special
closed door session for its customers, and
they were apparently ready for the first
question about the end run policy,’” he re-
counts, ‘‘As soon as it was asked, the ABI
people came out with a Mickey Mouse tele-
phone to present to the guy who’d raised the
question. The significance was that he’d
asked a Mickey Mouse question, and this
annoyed a lot of people even though it got a
few laughs.” ’

So serious was the issue of McGill’s
approach that some 80% of ICA members
attending the L.A. session indicated in a
poll that it remained one of thelr most sen-
ous concerns.

There is no way to gauge the. full
extent of the backlash against this policy,
but unquestionably it has been significant.
Robert L. Patrick, a West Coast dp consul-
tant, tells of one client who was trying to
choose between ABI and Northern Telcom
after listening to sales presentations by rep-

McGill's departure was
inevitable, but it was hastened
by ABI’s problems and the
unforeseen tremors set off by
divestiture. -

_resentatives of both firms. Before he was

able to make up his mind, someone from
AT&T took the client’s boss out on the golf
course, and the rﬁessage was subsequently
relayed down'to give the AT&T salesperson a
second hearing. *‘I listened to his pitch
** the. client told Patrick angrily.
“‘But I processed -a week’s worth of mail
while he was making it, and then signed
with, Northern Telcom.”’ '
A further obstacle to ABI's success

~was the fact that its prime architect was

viewed as an outsider by much of the AT&T
community. ‘‘I summer in Maine,”’ notes
Harry Edelson, an analyst with First Boston
Corp., ‘‘and if you weren’t born there, the
natives consider you an outsider even if you
moved there as a baby. That’s the way AT&T

‘is.; If you didn’t begin your career there,

you’re seen as an intruder. McGill has-been
there 10 years and he was still considered
the new kid on the block.”’

Moreover, during those 10 years,
McGill had made a number of enemies. Not
among the people. who worked for him—
they generally seemed to hold him in high
regard—but among the other entities, par-

‘ticularly the operating companies. ‘A lot of

the operating people felt he’d stepped on
their toes by telling them to do things in a
certain way,”’ Malone of Eastern-Manage-

ment says. ‘‘As a result McGill was not the

-most popular person ever to work at

AT&T.”’

““The operating companies were
really looking for a chance to stick it to
McGill,”’ adds a communciations consul-
tant. ;

. Atbest, many of the operating peo-
ple seemed reluctant to move in the direc-
tion McGill was trying to steer them.
‘‘Bringing in McGill was like grafting the
head of a racehorse on to the body of a
donkey,” the consultant continues, ‘‘The
head says ‘go, go, go,” and the body says
‘hell no, I'm not budging.’ ** At worst they
were highly resentful of McGill and his new
enterprise.

. Divestiture provided the operating
compames with the opportunity to *‘stick
t’’ to McGill and ABI. *‘The animosity to-
ward McGill surfaced once the consent de-
cree was signed,”” Hasenyager says. Tech-
nically, the operating companies couldn’t
compete with ABI until after Jan. 1, 1984,
when they would officially be cut free of the
AT&T system. But in reality they became
competitive with the decree, and customers

- report that the operating companies often

refused to coordinate services with ABI rep-
resentatives and were sometimes reluctant
to provide even bread-and-butter products
like local loops to customers who had opted
to go with ABI.

_ Inaddition, McGill had set up Busi-
ness Service Centers to deal with business
customers’ needs. Operating companies
were instructed to refer inquiries they re-
ceived from these customers to the centers,
but.many refused, a source close to AT&T
asserts, and instead offered to service the
customers themselves w1th embedded base
products.

-One such product was the Centrex
101 cu Switching system that AT&T had tak-
en off the market—at McGill’s insistance
AT&Ters say—several years ago. Suddenly,
after the consent decree operating compa-

nies were offering enhanced Centrex sys-.

tems, and telling customers who were re-
luctant to buy that they would be charged
for the existing wiring in their facilities if
they failed to sign on the dotted lme a
source asserts.

Ultlmatcly McGill’s demise, how-
ever, probably had more to do with Western
Electric than it did with the operating com-
panies. As committed as AT&T was to get-
ting ABI off the ground, it had to keep rev-
enues up and stockholders happy as a num-

ber- one priority. Its manufacturing arm,

Western Electric, had generated close to
$13 billion last year in selling to a captive
market, but now because of divestiture that
market was free to buy from whomever it

" saw fit. ““What happened at Western Elec-

tric had a direct bearing on why McGill
left,”” says-Malone. ‘‘Western was clearly
on the threshold of some fairly hard times.
With the loss of its captive market the po-

concern yourself with them unless they
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tential for that $13 billibn to fall off dra-
matically was great.’’

AT&T was faced with some extreme-
ly tough choices. ABI wasn’t progressing
smoothly while Western Electric needed
substantial shoring up. Significantly, James
E. Olsen, vice chairman of AT&T, was
brought in to take the reins at Western. Ol-
sen, regarded as one of the two or three top
heavyweight executives in the Bell organi-
zation, is an old-time AT&Ter with a reputa-

tion as an excellent manager and strategic’

planner. Bringing him in was a clear indica-
tion that AT&T was redefining the role of
"Western and providing it with a strong
sense of direction, an AT&T observer notes.

At the same time there were increas-
ing signs that McGill’s regime was on
shaky ground. Western tried to take over
the residential and small business entity that
had originally been allotted to ABI, and
McGill was only able to keep it under his
wing after putting up a battle, sources in-
side the .company say. Subsequently,
American Bell’s senior executive, Salva-
tore J. Barbera, was transferred—by mutu-
al consent, AT&Ters say—to a vice presi-
dential position at Mid-Atlantic Telephone.

McGill’s turn came next. The con-
sensus among AT&T observers was that he
was offered a less glamorous position (as
one Wall Streeter put it, any position in

AT&T would have been less glamorous than

the highly visible job McGill held) at West-
emn Electric and opted to bail out. By
squeezing McGill out of ABI, AT&T decided
to take the short-term losses McGill’s de-
parture signified in exchange for the long-
term gains it believed it would realize by
installing operational management—Rob-
ert J. Casale as president for sales and mar-
keting and Frank S. Vigilante as president
of product development—to stabilize ABI.
As a catalyst McGill had out lived his use-
fulness. His departure was inevitable, but it
was hastened by ABI’s problems and the
unforeseen tremors set off by divestiture.
As an AT&Ter McGill would never see the
company bring out its first pure dp prod-
ucts, the Series 100, 200, 300, and 400
personal computers. Nor would he be pre-
sent when, and if, Net 1000 finally got off
the ground.

- Not that it really mattered because
McGill would land in the catbird seat, sign-
ing on as president and ceo of a big venture
capital corcern, Rothschild Ventures Inc.
(that’s Rothschild as in French banking,
fine wine, and big bucks). When last heard
of, McGill had been- visiting his new em-
ployers in their French chateau, stopping
off in Bermuda on the way home to'be
named a director of Trilogy.

As for AT&T, even its severest crit-
ics don’t doubt the communications giant
will ultimately right its course. The only

real losers in this tale seem to be the com-

munications users, particularly the smaller
ones who don’t have the resources to put
together tailored networks and with divesti-
ture suddenly find they can no longer rely
on a single vendor to supply all their com-
munications needs. ‘‘The smaller users are
going to have a difficult time of it,”” says F.
G. Withington of Arthur D. Little in Cam-
bridge, Mass. ‘‘They’re going to find them-
selves spending far more time and money
shopping than they probably ever anticipat-
ed. With multivendors and different sets of
bills, they’re going to have to spend more
time administering the ' communications
function. And they’re gomg to be charged
more for local service.’

““The customers took it. rlght be-
tween the eyes in this one,’’ adds a commu-
nications consultant. ‘‘They’re the real vic-

-tims of all this in-fighting and confusion.”’

If nothing else, divestiture and the
saga of Archie McGill and AB1 have brought
home one lesson to users. ‘“We’ve learned
we have to take control of our own telecom-
munications destiny,”’ says John S.
Kemper, a dp and telecom executive with
the Kemper Group in Long Grove, Ill. - #

Laton McCartney, a former managing
editor of DATAMATION, is currently a free-
lance writer in New York and a regular
contributor to this magazine. -
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IN PERSPECTIVE

MARKETING

TRACKING
THE RC.
STRATEGY

The Personal Computer has
emerged as the building block
for a whole new IBM.

by Ralph Emmett

IBM has mounted a personal computer
blitzkrieg on the desks of white collar
America. In only two years the company’s
Personal Computer has become so perva-
sive that IBM is fast becoming the standard
for computing’s new end users as well as
for the traditional mainframe population.
Harry Edelson, an analyst at First
Boston Corp., New York, predicts 1BM will
ship 650,000 p.C.s by year-end, 20% of
them overseas. Another 1BM follower, In-
ternational Resource Development (IRD),
Norwalk, Conn., says this figure represents
one third of the total market for business-
related personal computers and worksta-
tions in 1983, which it puts between 1.5

. million and 2 million units.

Edelson points out that the pP.C."s
code name, Acorn, has proved to be unusu-
ally appropriate. ‘‘From this one seed, an
enormous forest of end users has grown,
and there will soon be lots more because
other personal computers are on their
way.”’

Edelson, like others on Wall Street,
expects IBM to announce a portable P.C. by
year-end, hot on the heels of the announce-
ment of a home computer challenger (sec
accompanying sidebar). He predicts that
the portable, code-named Crackerjack, will
sell in the $2,000 to $4,000 range, and will
be upward compatible with the new ex-
tended P.C. (the XT). Other sources add that
the original P.C. is now a ‘‘dead issue’
within IBM, and will cease to exist in its
current packaged form in about a year.

- The First Boston analyst also con-
tends that IBM is readying a $10,000 32-bit
challenger to Apple’s much-vaunted Lisa,
and that this could come in the second quar-
ter of next year. Others speculate that the
system, dubbed Popcorn, will offer dp,
word processing, graphics, data communi-
cations, and dec’ ion support—all the in-
gredients of a recent offering from the word
processing giant NBI (July, p. 98). Because
of the need for a full multi-user, multitask-
ing operating system on the workstation,
IBM is believed to have chosen a Unix/
68000 combination over the MS/DOs-Intel

_package used on its P.C.

What this represents, according to

Dale Kutnick, research director of the Bos-
ton-based Yankee Group, is a willingness
by 1BM to do whatever it takes to capture the
end user, build market share, and, above all
else, be the low-cost producer.

*“IBM’s policy is to saturate the mar-
ket with terminals and workstations and
draw an expanding user base. More users
means increased demand for disks, soft-
ware, applications, computer power, etc.

-all of which means more revenue for IBM.""

Within this strategy, the P.C. acts as
a modern-day Trojan horse placed within
the user’s installation, posits Kutnick.
*“The Mis manager wakes up to find that
he’s been invaded by these little machines.
Then pretty soon the whole of 1BM Corp.
begins to pour out of each machine as it
evolves, and the user starts connecting the’
P.C. up to the rest of the 1BM world outside
his site.”” ‘

The *‘horse’’ might just as easily be
seen sitting squarely in the middle of 1BM
competitors’ encampments—strategic loca-
tions where an invasion could be most ad-
vantageous to IBM. Only recently, points
out Pat Seybold, editor of the Sevbold Re-
port on Professional Computing, Xerox
and other workstation supplicrs drcamed of
being the first to bring computing power to
the executive’s desk—but IBM beat them to
it. ’

*“The IBM P.C. is now so pervasive
that large companies such as Xerox must
now plan their product strategies to include
the P.C.s that they know will be on people’s
desks,”’ she notes.

- Seybold adds that 1BM’s P.C. has
“‘won the day’’ in terms of market share,

Wall Street analysts expect
IBM to announce a portable
P.C. by year-end, hot on the
heels of the announcement of
a home computer challenger.

and the industry must find ways to coexist
with the machine. She says the biggest
blow to competitors, however, is the fact
that the P.C. has become the software target
for everyone, now dominating new soft-
ware development.

*“The aftermath,” says George
McQuilken, president of workstation chal-
lenger Spartacus Computers Inc., Burling-
ton, Mass., “‘is that since we can’t compete
with IBM as low-cost producer, we’ve all
been reduced to value-added P.C. suppliers.

One sensible strategy,”’ he adds,
*‘is to go somewhere IBM isn’t. Apollo, for
example, could be seen selling a very ex-
pensive, value-added pC to the technical
professional.”’ He notes that the majority of
value-added - competitors, however, are
now concentrating on the critical communi- -
cations and database links between IBM’s
workstation/P.C.s and the central host com-
puters.

Notes Kenneth Bosomworth, presi-
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dent of IRD: ““There has been a flood of

communications products for the IBMP.C. n
fact, the market is getting so saturated that
some young companies are resorting to ex-
otic hype and mystery to gain a marketing
edge.”

In recent months card modems for
the P.C. have been announced by such com-
panies as Hayes, Rixon, VenTel, Cactus
Technology, BizComp, American High-
Tech Industries, and the Microperipheral
Corp. “‘In fact,””  claims Bosomworth,
“‘there has been four times as much action
in asynchronous communications for the
P.C. as for the Apple.”” '

The driving force behind this value-
added wave is not the handling of electronic
mail tasks, but rather the IBM customer’s
desire to link into his mainframe environ-
ment via 3270 emulation software, stresses
the IRD president. In this vein, another wave
of companies has started to offer ways to

" build a p.C. into the 3270, as well as soft-

ware for the P.C. that allows it to emulate a
3270.

““Needless to say, if any connec-
tions to the host are to be made, IBM wants
to be the one to make them,’’ says Yankee
Group’s Kutnick. *‘That’s why IBM has hit
back hard recently with its own P.C./3270
bridges and emulation.”’

Despite these moves, IBM faces oth-
er, and more insidious, threats in its battle

to control the communications and database
links to its victorious Trojan horse.

**Clearly, a strategy based on mak- .

ing the P.C. a replacement for the 3270 has
one fatal flaw,”” suggests Gary Friedman,
president of Fortune Systems, Belmont,
Calif. *“That is, the cost of the worksta-
tion.”” An IBM P.C. ‘‘starter’’ configuration

of cpu, 320 Kbyte disk, monitor, and adapt- -

er is close to $3,000. To make it into a 3270
you have to add another $1,000 for commu-
nications software and an RS232 interface.
Thus, in effect, the p.c. is considerably
more expensive than a 3270, and an uneco-

Analyst Harry Edelson
contends that IBM is readying
a $10,000 32-bit challenger
to Apple’s much-vaunted Lisa,
and that this could come by
second quarter 1984.

nomic substitute. The same applies, says
Friedman, if you just add emulation soft-
ware to the P.C. *‘So, buying a P.C. to use as
a 3270 can only be justified if it can handle
a variety of off-line tasks. Even then,”’

stresses Friedman, ‘‘the user has paid |

$5,000 or more for a p.Cc./workstation that
doesn’t handle multi-user/multitasks and
local networking.” .
This has been the pitch that got For-
tune started and allowed it to raise a whop-

s

in March. “‘In contrast,”’ explains Fried-
man, ‘‘we offer a workstation for $1,500
complete with Ethernet local networking
and concurrent multi-user or standalone ca-
pabilities.”” As with NBl and others, Fortune
turned to a Unix/68000 to build an integrat-
ed controller that acts as file server and da-
tabase center to a cluster of workstations
and personal computers. .

Says NBI president Tom Kavanagh:
““‘Many IBM P.C.s are being purchased by
what we term the casual professional. He
uses them much as he would a calculator—
intermittently. Such use doesn’t justify in-
,vestment in a modem, 3270 emulation, and
the rest of the works. Often he just wants his
own personal database or access to local
shared disk and data on a cluster controller,
for example.”’ :

. This is probably the logic behind the
anticipated Unix-based Popcorn from IBM
which, allied to IBM’s upcoming local area
network, could pose a great threat to For-
tune, NBI, Altos, and several others. *‘IBM,
especially next year,”” says Yankee
Group’s Kutnick, “‘will bring a number of
P.C. and 3270 cluster controllers into the
field to nullify the challenge of competi-
tors.”’ :

One of these cluster controllers is
1BM’s lackluster 8100, which Kutnick pre-
dicts will make something of a comeback.
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*“IBM has recently slashed its price 25% to
30% to an average $30,000, or so. The
8100 can act as a departmental database and
file exchange mechanism for a cluster of 20
or 30 p.C.s and Displaywriter word proces-
sors (also slashed around 30% to bring them
closer to P.C. prices) and can offer automat-
ic ASCII-to-3270 conversion for them,”’ he
conjectures. o '

The Series/l mini also now offers
similar cluster control functionality, for less
cost than the 8100, but with less sophisti-

slightly poorer support from IBM, says Kut-
nick.

Several experts have pointed out
that the 8100 doesn’t really run 370 code
very well, and is geared more to the eventu-
al use of IBM’s innovative System/38 as its
host. Kutnick claims that 1BM will circum-
vent this problem by announcing a 4300-
based controller for $30,000, probably -in
the September-October time frame. *‘In ad-

IBM insiders speculate that
the company may soon
attempt to buy a controlling
stake in one of the mini
peripheral companies—
conceivably Tandon or
Seagate.

dition, a bridge from the 8100 to the-4300
cluster controller will be offered,”” he pre-
dicts. ' )

The 'Yankee Group researcher de-
scribes these competitive actions as [BM’s
pincer movement. ‘‘It works in a four-level
hierarchy—the P.C. or workstation layer,
where 1BM has wreaked such havoc with its
Trojan horse maneuver; a departmental da-
tabase level, where the cluster controllers
reside; a higher control level, where the di-
-visional database is situated; and the central
host and database control point.’’

" Kutnick says IBM will soon address
the divisional level with its new 4300 tech-
nology to produce distributed applications
controllers. ‘‘These won’t be as dependent
on the MVS host as, for example, the 8100/
Series | communications controllers. They
will.act as hosts in their own right to super-
vise multiple departmental p.c./workstation
clusters.””-

IBM’s recent efforts at the MVSs host
level have resulted in-virtual memory exten-
sions of Mvs that allow new populations of
thousands of terminals to flourish.

And, in the thick of it all, says ana-
lyst Edelson, is the P.C., IBM’s new work
engine, which he reckons will be popping
up everywhere in ‘‘robots, switchboards,
word processors, 3270s, and on and on.”
The only limits Edelson and other experts
see are the production constraints of IBM’s
suppliers. One $ource claims that IBM can’t
utilize the full 100,000-unit-a-month p.C.
production capacity of its Boca Raton and

cated document exchange capabilities-and

Greenock plants because of a current short-
age of floppy disks. I1BM’s supplier is be-
lieved to be California-based Tandon,
which is expected by analysts to pump out
close to 1.5 million 5%-inch floppies this
year to grab a dominant 32% of the busi-
ness. ‘‘But it’s still not enough for 1BM,”’
confides the source.

Conceivably, supplier problems
could pop up in other areas too, as IBM
cranks up to an estimated 100,000 units per
month through 1984. One weak area could
be hard Winchester disks, where oem qual-
ity seems to have slipped of late, according
to reports. All of this has led to speculation
from IBM insiders that the company may
soon attempt to buy a controlling stake in
one of the mini peripheral companies—
conceivably Tandon or Seagate—to protect
its interests. '

Edelson, for one doesn’t seem. to
concerned. He expects the 1BM P.C. phe-
nomenon to roll on and on. ‘‘During 1987
we project that IBM will achieve close to $10
billion in personal computer-related rev-
enues.’’ . '

It’s worth bearing in mind that IRD
puts the total personal computer/worksta-
tion market worldwide at $25 billion during
that year. By that time, says Yankee
Group’s Kutnick, IBM will probably have a
virtual machine (VM) P.C. out in the field
based on Intel’s 286 chip and its planned
on-board data storage protection mecha-

IBM may soon attempt to buy
a controlling stake in one of
the mini peripheral companies

nism. Says Kutnick, ‘“The P.C. will run
IBM’s existing VM/CMS stream on one side

“and Unix/MS/DOS software on the other.”

Perhaps more than anything else,
Edelson likes to point out that the p.C. will
completely revolutionize 1BM. The 360
mainframe was the foundation on which the
present-day IBM day built. In similar man- .
ner, the P.C. has emerged as the building
block for a whole new IBM. With the P.C,
1BM will experience a rebirth—despite its
already awesome size—as a high-technol-
ogy growth company.
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Braegen’s Way Puts IBM-Compatible
Personal Computing Inside A Low-Cost,
3274-Compatible Cluster Controller.

Several companies now offer personal computing
capability as part of their 3270 terminal package. Their
approach, however, has built-in problems—primarily
because the personal computing isn’t built in, but just
bolted on. ‘

Braegen’s way works better. Because our new 8410
Cluster Controller features integral personal computing,
the user gets maximum processing versatility and per-
formance while the DP Manager gets maximum control
and cost savings.

More Versatility And Power. You can attach up to
eight ergonomic display stations to the 8410—and with

~ one keystroke turn all of them into true 16-bit PCs.

range of applications
software operating
under MP/M-86.
And you can up-
grade from 128 to
640 Kb of RAM—or
integrate a 10-Mb
Winchester drive for optimum
multi-user response and
security. '

CIRCLE 28 ON READER CARD

You can access a wide |

More Control And Economy. Undoubtedly, it is the
control you gain and the dollars you save that really
distinguish the 8410. Because the PC capability is inte-
grated into the controller, the DP manager gets data
security while the user gets economical access to a com-
munications network.

As for economy, consider first the 8410 is more cost-
effective when used just as a 3274 controller alternative.
Add the multi-user PC capability and you can save
thousands of dollars—and a lot of space—in equlpment
alone.

There’s no investment in additional software for
each workstation, or in additional communications
lines. Expensive resources—such as letter-quality print-
ers and Winchester drives—can be shared. And a unique
remote-maintenance feature that lets our Field Engi-
neers dial up and diagnose the 8410 from any location
reduces downtime costs.

More Sales And Service Support. For ten years now,
Braegen’s way has worked for an impressive base of
customers. The 8410 with personal computing and the
8400 Remote Cluster Controller with up to 16 attach-.
ments are two reasons why. Reasons made even more
persuasive with our nationwide sales and on-site serv-
ice network.

Put Braegen’s way to work for you. Call or write The
Braegen Corporation, 525 Los Coches Street, Milpitas, CA
95035. (408) 945-8150, TWX: 9107338-7332.

BRAGEN
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The answer is in front of you.
SYSTEM 2000 |
Intel's Database Management
~ System.

And iDIS”

Intel’s Database Information System.
“Together, they allow your corporate

decision makers to gather all the- 1nfor—
mation they need.

From your mformat10n
center data base. .
~ Not from their personal
computer.

- And users get their data
- from a terminal. Right in their

-office. Right on their desk. In

~'seconds. .
Versus the days it might take you,

- just to get to their request. Days that

can seem like weeks. - |
Especially when management is
breathing down your neck.

iDIS is a fully integrated, XENIX" -

based, multi-user microcomputer sys-

tem. Featuring the Intel 86/735 micro-

computer-based system. The most
versatile, most powerful 16-bit system
on the market ‘ |
Industry-standard VLSI and pen—‘
pheral technology are also designed-in,
to protect your long-term investment.
~And to protect your information
from unauthorized use, iDIS maintains

complete data security at every terminal.

~iDIS gives users the ability to per-

form local database definition and crea-

tion, as well as updating and reporting.
But iDIS doesn't stop there. Users:
also geta wrde range of software to a1d

Credit our spreadshezt with quick numbers
dlrectly from the corpomze daza base. . to-order.

them in planning, analysis and office
management.

iDIS even has tools for data
processing. By using the XENIX com-

‘mand interpreter, menu/forms and

conventional programming languages,
programmers can create custom apph—~
cations for users.

For ease-of-use, our menu format is made-

Faster than management can send

~ youa data request.

And while iDIS is helplng you,
SYSTEM 2000 will be helpmg users to
help themselves.

By creating greater user self—sufft— -
ciency and increased productivity.

~ Producing better control of information,

for higher quality decisions.
Call us toll-free, for more informa-

tion. (800) 538-1876. In California,

(800) 672-1833.

Or write us. LttvDept H 14, 3065

- BQwers Avenue, Santa Clara, CA 95051.

‘Or contact the Intel Sales Office-
nearest you.
- We'll back. you, with all the support

~you'll need.’

To get users on your 51de

*XENIX is a trademark of Microsoft, Inc.

1 *delivers
|n solutlons
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WHAT THE HECK IS AN
EXECUTIVE
WORKSTATION ?

A lot of pcople have the wrong idea of how you : With thc MBA, for instance, you can connect a
should usc a personal computer. pcrsonal computer to your company’s main computer
And fancy phrases like “cxecutive * to retrieve business information. Like
workstation” only hide the ben- ‘ g : sales figures, operating ex-

cfits of personal computing
under a cloud of tech-babble.

The fact is, instant informa-
tion and a'computer on every
desktop don’t always mean big-
ger profits and more cfﬁcncnt
workers.

Because when “non-computer
people” use personal computers
in business, the software they
usc is always more important -
than the hardware that’s used
with it.

But somctimes this software’s
just too hard to use, or can’t do
the job. Or its already out-of-date.
All of which confuscs the same
people it should be helping.
We'd like to clear up some of that
confusion.

THE CONTEXT MBA: IT TURNS
EXECUTIVE WORKSTATIONS INTO
“EXECUTIVE THINK-STATIONS.”

The Context MBA is software that
lets you usc the personal computer
as a creative tool for bcttcr busmcss
dccisions:

Weve combined the five most use-
ful business functions of all personal
computer software - clectronic
spreadshect, graphics, information _
management, report writing, and com-
munications - into one casy-to-use,
integrated product. Designed for busi-, ‘
nesspeople, not programmers.

This means you only need one soft- - .
ware package to make vour personal nia, call 1-800-592-2527) for the name
computer do cverything it was designed il _of your nearest Context MBA dealer and
to do in the first place. And then some. ' : .~ acopy of our tell-it-like-it-is brochure,

' . S . Software Explained., :
TURN BUSINESS DATA INTO BUSINESS o Bl el o e

INTELLIGE“GE INSTANTLY. : ) N v S glad to send you a free copy of our
By building five major functions into onc CO ntext "~ Context MBA Sampler Disk that glvcs 'you

software package, the Context MBA helps a live demo of the MBA.
vou to make better decisions from the CONTEXT MANAGEMENT SYSTEMS
hrgg amount of data that’s.unique to vour . 23868 Hawthorne Blvd.

business. Torrance, CA 90505 (213) 378-8277

penscs, or product reports. In
minutes.

Store, edit, sort, or modify this
information on your personal
computer and usc the MBAs
“clectronic spreadshect to create
a “model” of your busincss.
Develop plans and forecasts in
a fraction of the time it wouild
take to do them by hand, or by
using a single-function softwarc
package:

While using the MBA%
spreadsheet function, you can’

instantly graph and chart vital

figures on the same screen. So, as

you make cost or revenuc assump-
tions, you can see immediately how
the result would affect your busi-
ness - this year; and five ycars from
now. : S

And when you’ve made your
decision, usc the MBA% exccutive
report writer to put words, numbers,
and graphs together in a clcan

- printed report.

It doesn’t take a computer to tell
you that this kind of control over
business facts, figures, and alternatives
gives you an cdge on the competition
“and a head start on cach new day.

CGEEIT NOW.
The Context MBA can be used on the
IBM Personal Computer, the IBM PC-
XT, and the Hewlett-Packard Series 200
pcrsonal computers.

Call us at 1-800-437-1513 (in Califor-

Personal computer Software for Busmess Declsmns.
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MAINFRAMES

NCR
CHANGES
COURSE

Part Il of a look at the revamped
mainframer with a new bag of
tricks.
by Jan Johnson
At first glance, NCR Corp.’s new hybrid
. marketing structure—part industry special-
ists, part product specialists—is confusing.
One industry consultant, after looking it
over, simply threw up his hands and pro-
nounced it ‘‘incomprehensible.”” As for
NCR’s new management policy of pushing
decision making and profit and loss respon-
sibility down to the plant manager level,
you get the uneasy feeling you are looking
at a mine field of management disasters
waiting to happen. NCR, of course, doesn’t
see it that way. -

What NCR sees is the culmination of
five years of rethinking, planning, and re-
writing of company goals, strategies, and
structures (see July, News In Perspective,
p. 50, for Part I). The Dayton, Ohio-bascd
company has made a fundamental change in
corporate strategy. It is attempting to repo-
sition itself, both in terms of product strate-
gy and organization structure, as a company
that sells primarily to large organizations
rather than to smaller ones.

e

TOM MILLER: “There has been a’
tremendous interest” in the 32-bit"
chip set from mini and mainframe
makers that want to build machines
that-can make use of e><|st|ng soft- '
ware. '

While that may sound like a minor
tune job, the decision led to some major
changes in product strategy and corporate
organjzation. To compete successfully for
business from large corporations, NCR’s ex-
ecutives determined they needed products
with leading-edge technology and a nimble
development and production organization
that could constantly generate new ideas
and get them out the door—fast.

The development and production
side of the house was one of the first organi-
zations to get hit by a wave of renovation.
The main thrust was to push decision mak-

ing down to the plant level. Plant managers
now operate much like small company
presidents, with profit and loss and R&D
responsibilities, to name only two.
Contrasted against NCR’s 100-year-
old tradition of top-down, committee-rid-
dled management structure, the new ap-
proach was like a breath of fresh air. **Prod-
uct direction used to be handed down from a
centralized product management organiza-
tion,”’ recalls William Buster, executive
vice president responsible for development
and production. Plant managers were *‘just
implementors compared to the present

.
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The PRIME Compati-
ble E8 Memory Card
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When users rated their cc
- guess which name came




ters commumcatlons

through loudand clear?

Hewlett-
Packard

HP3000

Data Decisions, an independent re-

" search firm, surveyed users of busi-

ness computer systems from the major
suppliers. When the 3,042 responses
were tallied, the top score for Best Over-
all Performance in Data Communica-
tions went to Hewlett-Packard’s HP
3000 computer family.

We were pleased, but not surprised.
And neither were the thousands of HP
customers who for years have relied
on our networks.

As a pioneer in distributed process-
ing, HP long ago took on the challenge

- of creating reliable data.communica-

tions that were also easy to use.
Today, HP/DSN (Distributed Sys-
tems Network) is used to tie business
and technical computers together in a
company-wide information network.
We've developed local area networks
(LAN), so workstations can share data
bases and peripherals. In addition, we

_ provide links to IBM’s SNA.

While we believe in a flexible ap-
proach to communications, we're
also firmly committed to standards.
Our systems 1mp1ement X.25 packet
switching and we’ve just introduced
DSN/PBX, which can save you a
bundle on installation costs by using
existing phone lines for local networks.
And we worked with the IEEE com-
mittee to develop the 802.3 LAN stan-

Q

dard that will help to make datacomm

“ more uniform for everyone.

In everything we do, we're commit-
ted to making communications easy to
install'and easy to use. For instance,
we can have a network up and running
in just two days.

. So if you want to communicate
better; call your local HP sales office
and ask a Business Computer Special-
ist-about all our networking capabili-
ties.Or write to Hewlett-Packard, Attn:
Tom Rappath, Dept. 04181, 19447
Pruneridge Avenue, Cupertino, CA
95014. In Europe contact: Henk van
Lammeren, Hewlett-Packard Neder-
land B.V., Dept. 04181, P.O. Box 529,
1180 AM Amstelveen, The Netherlands.

HEWLETT

PACKARD

BD02303
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process. Now they are encouraged to get
out into the marketplace, see how their
ideas.” Co

*“The previous [management] ap-
proach involved a group of staff people who
had opinions but no responsibilities; re-
sponsibilities were greatly dispersed,”
agreed Hugh Lynch, vice president, general

NCR is attempting to
reposition itself as a company
that sells primarily to large
organizations rather than to
smaller ones.

purpose systems, who reports to Buster.
*“What we are trying to do now is give
production people a great deal of control
without having to have committee deci-
sions.”” Lynch’s organization developed
and produces the Tower'1632 and the 9300,
a breadbox-sized mainframe.

-could become. That was the idea behind the
riew structure.”” That is how Don Coleman
summed it up. Coleman, who also reports
to Buster, is vice president, CYMEG systems
(commercial, industrial/medical, educa-
tional, government). Coleman’s organiza:
tion developed and produces the Dec151on
Mate V.

Under the wing of each of the 24

products are used, and generate their own

. Charles Exley Jr.

*“We are as entrepreneurial as we -

general managers is manufacturing, engi-
neering, R&D, purchasing, financial, MIs,

" and product management. In addition, each

GM is responsible for developing a business
plan and directing his or her own develop-
ment projects. There is a great possibility
for product development overlap..

So how does a $3.5 billion‘company
manage all that mdependence" To keep a
lid on wild and uncoordinated product de-
velopment efforts, such as producing a
product that does not interconnect to any
other NCR product there is a rigorous re-
view system in place. Each GM reports to a
systems vice president, who in turn reports
to executive vp Buster, who also serves as a
member of the office of the chief executive.

Buster is one of five persons who sit

-on NCR’s new top-level management team.

Other members of the office of the chief
executive are William Anderson, chairman;
, president and chief ex-
ecutive officer; Manuel Garcia, executive
vice president responsible for marketing
and sales; and Don Herman, executive vice
president (and founder- of - what is now

NCR/Comten Inc.), responsible for integrat- -
‘ed systems, basically those business units.
-that are self-contained or don’t fit.well any-
.where ‘else.

Herman’s realm includes

NCR/Comten, NCR/Telecom, Applied Digi-
“tal Data Systems, micrographics, and the
office systems division. :

. signing the same product,”’

““They [the plant managers] are re-
sponsible for developing their own plans,””
confirmed Exley. ‘‘But we have regular
meetings to listen to those.plans. I earn a
living being a professional audience.’” Ex-
ley estimates he spent about 100 days out on
the road last year attending long-range plan-
ning reviews. With that kind of top-level
involvement and interaction, Exley is con-
fident that ‘‘if somebody is proposing
something crazy’’ it will be caught and
stopped. He added, ‘‘We see their numbers
regularly.”’ ) S

As for “‘overlap,’’ no one seemed
too concerned. ‘‘The executive office
makes sure we don’t have two people de-
said Coleman,
“But we expect to have a lot of people

Plant managers now operate
much like small company
presidents, with profit and loss-

»

~and R&D responsibilities, to
‘name only two.

designing very similar products. That kind
of redundancy doesn’t bother us. One will
win and one will lose.”” As for Ex]ey s-atti-
tude: ‘‘Let many flowers bloom.””.

" Keeping careful track of c_ustomer ~
needs was another issue that received close -
attention. The goal at each plant is.to see

-that those who actually do the design and
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WHAT TO WEAR TO WORK
IF YOU BUY THE WRONG DBMS
INSTEAD OF OUR MODEL 204,

LY
”'--O .-.~

Plckmg the best, most produchve DBMS for an OS,DOSor  productivity costs of a terminal monitor. -

CMS environment requires the use of all your faculties. Because Our native CMS implementation outperforms other DBMSs

many DBMSs never live up to their promises. And sooneror  because it utilizes its own I/O routines without modification to

later those deficiencies are bound to catch up with you. Leaving  either VM or CMS.

you looking for something to hide behind. Finally, two other things that no other DBMS can say.
Computer Corporation of America doesn’t have to put on an MODEL 204 received the hlghest overall rating in a recent -

act to convince you. Our MODEL 204 DBMS is the only Datapro survey: 3.5.! And it’s the fastest ; growmg system for

commercial DBMS ever designed from scratch for online IBM mainframes from an independent vendor.?
+ systems. Every other DBMS was converted from batch. And Now faced with these facts wouldn’t you look snlly buymg
%afg megns r}jegv apphcf;ahons Acgane up fastehr with Mocll)EL 204. anything but MODEL 204 DBMS?

act, 5 to 50 times faster.  your app. cahons and = p—_———————e——— e e e —_———— ——
databases are much easier to maintain. rMORE ON MODEL 204 DBMS. : DM-8-G
- What about performance? If you end up with a DBMS that | 5 Make a presentation. 3 Let's put mODEfi-elo];Buﬁaéﬂ benchmark. |
can barely carry a few million records and a dozen or so USEIS, | Gporating Evirosment: [0S 1 DOS [ CMS . o Semrars: I
you won'’t be able to mask the fact forever. Especially if | : |
someone finds out that MODEL 204 can handle up to 513 NAME , R
billion records and 999 concurrent updates. | comrany : - |

Now the advantages of MODEL 204 are available forthe | 220 Computer |
DOS/VS(E) and native CMS environments. Without sacrificing | il s |
either performance or productivity. o o m

In the DOS world, MODEL 204 is the only DBMS with a I TELEPHONIEW Cambridge Center, Cambridge, MA 02142 (617) 492-8860 I
direct teleprocessing interface. Which saves the resources and b, 5 it o TS s OVPLETE: Rt BT, Compummsrit Do 001997

Other Offices: New York, Houston, Dallas, Los Angeles, San Francisco, Chicago, Philadelphia, Washi D.C., Morristown, NJ, Stamford, CT/Representatives: Canada, U.K., Europe, Australia, Japan, Saudi Arabia. '
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development work get out among the folks
who actually use this equipment. ‘‘We
don't want our software developers to have
the narrow perspective of someone who de-
signs only. bisync drivers,”” commented
Lynch. **We send young software develop-
ers out on major proposals with the market-
ing guys, or on field trials or during an
extended testing/customer verification.
Headquarters” management demands this
kind of behavior, while at other organiza-
tions they say it is ‘okay, but get your pri-
mary job done first.” *’

Of course development/productlon
is only half the equation. Without market-
ing/sales, all the other is for ndught So the

" NCR executives created a scheme in which

: productlon is not bound to workmg only
-with NCR’s marketing organization. If pro-
duction becomes dissatisfied with market-
ing’s performance, then a plant manager
can go outside NCR and try to sell product
through any other viable distribution chan-
nels. Likewise, if marketing does not like
what production unveils, they, too, can go
outside of product to sell. A bit of healthy
competitive tension to keep everyone on
their toes, it seems.

The general attitude among systems
vice presidents on the manufacturing side,
though, is that it would be ““silly’" to ignore
NCR’s ‘‘huge’” marketing organization. In
addition to broad U.S. coverage, NCR’s
marketing arms reach into more than 120
foreign countries, which is better coverage

offer.

Given that a plant manager will be
using NCR’s marketing organization, the
game works like this: a product manager

‘within a plant puts together a product pro-

“We expect to have a lot of

‘products. That kind of
redundancy doesn’t bother
us.”

‘motion package geared toward whipping up
enthusiasm among the marketing folks and
making them sign up to sell lots of product.
The next order of business is to support
marketing in their sales efforts. The strate-
gy among systems vice presidents and plant
managers is to fill these product manager
slots with the best marketing people they
can lure away.

‘“We have more cooperatlon be-
tween marketing and the plant groups than
before when we had controls in place to
enforce it,” observed Coleman.
ing is their customer and they make calls to

now to a much higher degree than ever be-
fore.”

Four of the five manufacturing
groups that report to Buster operate as ex-
plained. Those four are general purpose
systems, financial systems, retail systems,

than most other computer compames can

people designing very similar‘ -

‘*Market--

marketing all the time. They use each other’

THE 32-BIT CHIP SET is NCR s hot product and the company is marketing it
aggressively to outS|de parties.

and CI/MEG systems. Basically, CUMEG pro-
duces all the vocational product, with the
exception of financial and retail. **General-
ly, we.take general purpose products and
specialize them to a specific industry,’” said
CI'MEG vice president Coleman, although
his group did originate, develop, and pro-
duce the Decision Mate V.

- Buster’s fifth- group is the thicro-
electronics division. It operates a bit differ-
ently from the rest in that it handles every-
thing itself, from development to manufac-
turing to marketing. At present, the 32-bit
chip set is the hot product, and NCR is mar-
keting it aggressively to any interested out-

“side parties. Tom Miller, director of VLSsI

processor products, said, ‘“There has been
tremendous interest’” from mini and main-
frame makers that want to build machines
that can make use of existing software.
Customer names and order rates are consid-
ered proprietary information by NCR.
Although customer sampling began
in June, Miller does not expect to see

32-bit chip-based product from outside cus-

tomers come into production until the end
of 1984. Sample price is $750 per processor
chip. while production price is expected to
slide down to $150 in 1984, said Miller.
NCR is not a newcomer to the mer-
chant semiconductor business. It has been
selling 64K and 128K ROM chips,-and last
‘month it added the 256K ROM to its product
list. Currently the company generates more

. ““It’s not a big operation,”’

than 60% of its semiconductor sales outside

the company, estimated one inside source.
said the source.
“‘In -1982 it.did about $40 million to $45
million, but it’s going to be a fairly fast-
growing business, we hope.’’ NCR is bank-
ing that the 32-bit chip set will contribute to
stronger revenue growth. .

- Even though NCR comes to the semi-
conductor market with a previous reputa-
tion, Steve Morgan, assistant vice president
marketing,. microelectronics division, ad-
mits that NCR still has to ‘*prove that we are
real, that we will not abandon a customer to
support NCR first.”” When defending NCR’s
commitment to its merchant semiconductor
business, Morgan points to the size. of
NCR’s investment. ‘‘We have a manufactur-
ing capability that is able to support a $100
million to $200 million business. Our capa-
bility.rivals that of many wafering process-
ing companies in the $250 million range, as
opposed to startups like BTI or LSI Logic.”’

" The outcome of NCR’s new product
strategy - has been a rapid-fire stream of
product announcements during the past 11
months: Most of these announcements have
been “‘general purpose’’ in nature—the
Tower, the 9300, the Decision Mate V.
None of those are aimed at a specific appli-
cation, but all are highly adaptable to many
applications. Steve McClellan, a computer
industry analyst with Salomon. Brothers
Inc., New York City, suggests NCR may be

60 DATAMATION




- J” o 4".— )
. ; .
S i ‘
PR ; |
§

i L §
\ \
e .
i i mn i
v ;
FIR P e wn, -
: i
‘ ' !
§
/ oy ‘ k
i ] i
!
pR—) J

Meipitiics
. g

REEHH

Z") ;i!g,. il IRIATERTY
Vi il

WG, i

e oo = e

| i ih 7 !

| { e dof

i , ) L ¥

; if .
] 4 {
'
' -3 (AR
. /

PO i~ e

: } et
i
ST B
K o
— B ) 1
{ : J
FACN] i

T3 AL R (AT RS
Sl (S @ i e

thotHicoeiEy

HERIGHS

¢ ailling

R HERBE
S ORI E
O E O TETEE

{ogougbrochiea]

nIovi
niobabivathe

ooy
con

Uniied Staiss

BaiWaySRIO6OIEGSH

WECIrcIENROIGIATOY
s (007 Rl v @
v

Headquarters: (415) 493-5544 o Eastern Regionai Office: (301) 997-6886 ¢ Canada: (403) 286-2744

Fantend: 9103 813 813 © Germany: (089) 60 60 71-72 Telex: 5216290 isio d ° Switzerland: 022/310587 Telex 289191
CIRCLE 35 ON READER CARD



"The next millennium begins in the year 2000.
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Nearly two decades ago, our industry took on competitive products of all. Benchmarks of

the formidable task of writing faster, more power- sophistication.
ful, more user-oriented software than users them- The reason was research. Since its founding,
selves could create. Vendors did this by isolating McCormack & Dodge has been a research-driven
each specific business application—such as gen- company. To enhance our packages, we have al-
eral ledger, accounts payable and fixed assets— ways urged researchers not to simply look ahead
and developing the besl specific programs and —but to look ahead regardless of the outcome.
commands for each one. Four years ago, a team of top McCormack
McCormack & Dodge was in the forefront & Dodge researchers began to question the fun-
of this movement, leading the way with its Plus damental assumption under which all major
series: G/L Plus, A/P Plus, F/A Plus-—systems so software vendors were competing, including
advanced they became the choice of the world’s ourselves. Why, they asked, must borders exist
most advanced companies. In a market compet- between business systems? Why not common
programs and commands for all applications?

Ing to produce separate products for separate
applications, they became known as the most Why not a real-time integrated environment for all

M Corm ke & Dodge Corporation. 1225 Worcester Avenue, Natick MA 01760, Sales and suppurt



For McCorraack &

7 Dodge users, it begins

| N A0 éty \
i E* 18 B
t L .
\
i
! | L
! - 75 i
s i H ! . /; ; ‘;\,\‘
| ! VI N Vi
; ‘; b § PAA AR L
; . | P i | I
‘ 1 x ERW ! \ b
1y H [ i 5
b | N \ i ‘ \
i i g i 3 i i
i ¢K . 4 1 1 Vo
bt o L bl !
13 i K 1 kY
©d I i i :
. | i i i \
v | \ A
b P At ; F
Lt vy i %
b I o A
[ B i )
L
|
]

of a users software systems? So that a person
asking a question in one system might instantly
enter a correction in another, seek an answer in a

third, update a fourth—moving freely through the lbfﬂ@f OW") S@H‘
entire vast information universe, a universe unen-

cumbered by boundaries, vval!sY, separations.
Where time would be real-time. Where delays

would be a thing of the past. Of the previous
millennium.
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General Ledger Payroll Persanie
| "~ Accounts Payable Purchase Order Man=g
I Fixed Asset Accounting Capital Project An: ,n.ym,
| For IBM mainframe systerms
We are proud to announce a new millennium |
And we are (,agpr to introduce you to our new !
Millennium busin !
tomorrow. Today. ‘
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taking ‘‘a big risk’’ as it zigs by offering
““general purpose’’ machines, when the rest
of the industry is zagging with application-
specific product strategies.

Perhaps a better description of
'NCR’s new product strategy might be
“flexible,”” for flexible is what NCR will
have to be if it intends to improve its growth
performance by making inroads into large
corporations. These large corporations, of
course, are not pristine fields for the new
computer vendor. There is a lot of installed
base to contend with, most of which is IBM
dominated.

The same flexible attitude is reflect-
ed in NCR’s reorganization of marketing. At
first -one might wonder why, when every-
one else is dropping the old product linc
marketing orientation, NCR comes out in
support of it? It gets back to the overall
picture again—NCR’s fundamental reposi-
tioning as a company that sells primarily
into large organizations.

Prior to the March reorganization of
the U.S. Data Products Group (USDPG),
NCR did not have a sales force structure that
addressed large companies. NCR had been
oriented around industry specialists. It also

WHEN YOUR
DEC SYSTEM
IS ONl THE ROPES,
WELLGETITUP
AND SWINGING. FAST.

,//,//’

CALL CONTROL DATA.
800/328-3980

IN MINNESOTA 612/931-3131

If your DEC system is down for the count, call us. We maintain
your processors and assaciated peripherals; get them back

in fighting trim quickly. You'll get complete service as well as
preventive maintenance. Just what you'd expect from the largest
independent supplier of computer peripherals in the world.

(@D CONTROL DATA

Addressing society’s major unmet needs
as profitable business opportunities

CIRCLE370ONREADERCARD
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had a one NCR person per one customer ap-
proach to account management. Both phi-
losophies were put in place over a decade
ago.

**When selling to small companies,
solutions are everything,”” explained David
Laws, vice president, product management
and quality assurance. ‘‘They can’t afford
to do their own thing. That’s why you have
to have someone that understands their
business. A big company knows all about
its business. What can NCR teach a GM about
making cars? Big companies want to deal
with people who have an in-depth under-
standing of the products.”’ But in a rapidly
expanding, rapidly changing business, add-
ed Exley, ‘‘retaining product knowledge
just gets away from you.”’

To address those shortcomings, NCR
added product specialists. ‘“We have not
abandoned our industry specialists,”” ex-
plained Exley. **What we have tried to do is
add product specialization to it.”” -

Today, there are six divisions under
USDPG. Four are industry focused—retail
systems division, financial systems divi-
sion, the EFT and data services division, and
the data pathing division, which sells shop
floor data collection equipment. Within
these divisions some product specialists
have been added, such as the ATM group

“At the moment, the type of
individual who is good at
selling word processing
equipment is not the normal
data processing man.”

that recently joined the financial systems
division. Most of the product specialists,
however, reside under the CUMEG division.
(The letters mean the same as the CUMEG
group in development/production, but the
marketing group deals with a broader prod-
uct range. Exley mentioned he is thinking
of shortening CI/MEG to **Workstation Sys-
tems.”’) The sixth division handles custom-
er services.

The CUMEG division (in marketing),
has been broken into three different product
groups. Interactive systems handles the
[-series products, such as the new [-9300,
which was built using the 32-bit chip set.
Special purpose systems sells the Decision
Mate V and the Tower 1632, and General
Purpose systems sells the V-series, such as
the V-8600 family. While the industry
aligned divisions within USDPG are expected
to continue doing what they have always
done, it appears the task of opening new
accounts in large corporations falls primar-
ily on the shoulders of CI'MEG’s three prod-
uct specialist groups.

The strength of this new structure
within USDPG, as NCR executives see it, is
having both industry and product specialists
work together. To encourage joint sales cf-
forts, the company has worked out a special
joint commission plan.

CIRCLE38ONREADERCARD p>
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USDPG is the largest of the eight
_groups that make up marketing. The others
are four foreign marketing groups; a service
group; Systemedia, which sells business
forms and suppliers; and the new indepen-
dent marketing organization, which sells to
outside resellers. All marketing groups re-
port to Garcia, the executive vice president
responsible for marketing/sales. Recall that
Garcia, along with Anderson, Exley, Bust-
er, and Herman, make up the office of the
chief executive.

Don’t look for the office systems
division, the group that markets such prod-
ucts as the WorkSaver line and FirstStep,
under USDPG. It resides within Herman’s
domain. ‘‘We think the word processing
area, -which is the backbone of the office
systems business, was a little different, at
least when it started, from data process-
.| ing,”” explained Anderson, when -asked

“why office systems was off by itself. “‘If

there is a merge, we are not blind to that.

But at the moment, the type. of individual

who is good at selling word processing .

equipment is not the normal data processing
man. Rather than takedata processing peo-
ple ‘and teach them word processing, we
‘started a brand-new division from scratch
and-hired new people who weré word pro-
cessing specialists.”’ e
Over the past five years, NCR has
made a number of fundamental changes to
its organization, most of which have actual-
ly come to pass within the past two years.
While NCR’s goals and strategies appear to
be well grounded, the critical test will be

how well the company manages the result-

ing changes within the organization.

' Can redundant product develop-
ment and needless waste of resources al-
ways be quickly spotted? Can NCR’s top

executives realistically maintain that rigor- |

ous review schedule that'is central to mak-
ing the system work? Is the incentive plan

.within marketing strong enough to produce -

an active cross play between the industry
and product specialists? ) )

Who knows,; maybe NCR’s manage-
ment is zigging in thé wrong direction.
Maybe they are wrong in thinking that dis-
tributed processing systems, designed to be
compatible with any number of industry
standards, will win the hearts and pocket-
books of large corporations. But then again,
maybe they are right. For instance, orders

for the 9300, which was introduced in

March, were running 250% ahead of plan

" | by June, said one NCR insider. And orders ‘|
for the Decision Mate, which was intro- -

duced in January, were running about 40%
above forecast, estimated Gary Horning, an

. NCR program manager-in marketing. .
" Give them a year, perhaps to the end

of 1984, and then look to see what major

corporations have been added to the cus-
-tomer list. As Anderson said, ‘‘The proof

of the pudding is-in the eating,”’ and NCR -|

has_just brought its pudding to the table.
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~ DBMS-1 rom COM PU(ORP .
~ ltfinds records in a flash- .
‘evenif there are tens of thousands of them.

- DBMS-1from Compucorp is a highly sophisticated software system that
enables you to find individual records.in seconds - even if there are tens
of thousands of them. It gives your desk-top system the formating and re-
trieval power of a mainframe. Information can be automatically sorted,
selectively altered, and instantly recalled in nearly any format you devise.
- . With DBMS-1; records can be retrieved in a variety of ways. For example,

retrieval based on a partial command,
as in typing “Budl” to get “Budlong-
strovitz® Or retrieval based on a num-
*erical rating, such as your highest
- volume salesman. This information
can be merged into a document, such
as the monthly sales activity roster,
in practically any format you wish.
And it's as easy to use as word proc-

" .essing itself. S
: These capabilities make DBMS-1
a powerful tool in preparing many
different types of documents,-such
as sales reports, personnel files, price

lists and inventory lists. And DBMS-1

can be used on OmegaNet;* Compu-
corp’s own local area network. .

For more information: .~ ©

- 1-800-556-1234 (Ext. 28)

or in California:

1-800-441-2345 (Ext. 28).
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’ Send to
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I 2211 Michigan Avenue,
| Santa Monica, CA 90404.
I | am interested in Compucorp’s .
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SDM/70 is the proven ‘stanidard in systems
development methodologies. More than 400
major companies and government agencies
throughout the world use it to develop and
manage a wide variety of information sys-
tems development projects. ’ :

SDM/70 defines how to organize and
manage work; how and why to perform tasks
and in what sequence; how to estimate costs
and schedules; how to ensure effective docu-
mentation and user training; how to set.
up quality control procedures and groups;
and how to manage and administer projects.
The SDM/STRUCTURED™ version of the
methodology incorporates the most up-
to-date structured analysis and design
disciplines into the proven system devél- .
opment life cycle of SDM/70. - S

SDM/70 and SDM/STRUCTURED are part
of a complete portfolio of system development

and project management tools available only

“through AGS Management Systems, including

automated project management systems,
automated estimating, information systems
planning, training and consulting services.

For more detailed information about
SDM/70 or SDM/STRUCTURED, or any of
our other products and services, just call
or write. . : - .

The world's leadler in project management systems .
" 320 Walnut Street y

Phiaelphia, PA 19106 219/269-1550 -

Formerly Atlantic Management Systems, Inc./
International Systems, Inc. '
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DYL-AUDIT
2 P\ FIXED-FORM

197

STATE-OF-THE-ART

SOFTWARE FOR
THE 80°S

nNEeW

)YL-280"

with a TRUE Structured
Programming Facility

Report writing, utility, data management
and audit software products that stand the
test of time. Always state-of-the-art. -
Designed with your data processing needs
in mind. Proven products developed and

WFor IBM 360, 370, 30xx, 43xx and
compatibles.

WUse everyday, English language to write
reports with speed and ease. Ideal for.
your end-users in an information center
environment. -

HPerform highly sophisticated utility and
development functions. Save valuable
system programming time.

supported in-house by Dylakor since 1968. ‘

MExperience DYL-280's NEW Release 3.0
with a Structured Programming Facility,
COBOL Data Definition Support, Cross

Reference, Exponentiation and much more -

for as little as 20° per hour.

*0ver 1000 installations. in its first year.

Dylakor

A Sterling Software Company
17418 Chatsworth Street

P.0. Box 3010

Granada Hills, CA 91344

(213) 366-1781

AMDAHL
VS.THE
WORLD

The Sunnyvale pcm takes on
new markets while cultivating
its original mainframe
business. ‘

by Edward K. Yasaki’

Contrary to the worst predictions of its de-
tractors, Amdahl Corp. continues as a prof-
itable manufacturer of I1BM-compatible
equipment for the large-scale user, offering
more performance for a lower price than
Big Blue. The Sunnyvale, Calif., firm, buf-
feted by IBM’s price changes, performance
upgrades, and new operating systems, man-
ages to stay competitive and do so without
massive reverse engineering.

Following IBM’s relcase of the new
MVS/XA software in May, Amdahl in June
announced its intention to ship XA in the
second quarter of 1984, supporting it both
on its new 580 series of mainframes and the
older, now out-of-production 470s. The so-
called . 580/Extended Architecture supports

. up to 2 gigabytes of real and virtual address-

Besides increased pressure
from IBM, the company will
soon face competition from
Triology Systems.

ing, bimodal operation, and all functions of
the dynamic channel subsystem.

While IBM’s VM/XA migration aid al-
lows the 3081 user to run MVS/XA in’ test
mode only, not production, in one of the
mainframe’s dyadic processors, and to run
production-mode MVs/370 in the other pro-
cessor, Amdahl has announced an XA con-
version assist feature that allows its main-
frame to be partitioned in any ratio desired
by the user. In addition, illustrating the in-
crement of extra performance that the pem
tries to offer, the user will be allowed to run
MVs/370 in production or test mode in one
partition and MVS/XA in test or production
mode in the other. And that partition can be
moved with a console command, a necessi-
ty as the new XA user gets more applications
converted.

Similarly, while 1BM’s support of
XA 1s extended only down to the smallest of
the 308X family, the 3083-E, and not to any
of the 303Xs, Amdahl will do so on the
smaller and older 470s, the manufacture of
which ended during the second quarter of
this year. Thus, any 470s that come off
lease could be remarketed as XA test ma-
chines.

The installed base of 470s is expect-

CIRCLE41 ONREADERCARD
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SUPPORT THIS UNION
AND AVOID A WORK SLOWDOWN.

Organize your DP operation around a VAX
computer and Direct 831 terminals and enjoy an
important benefit of a DEC-Direct union. More
power. The kind that gets work done faster.

To the 831’s VT100-compatible features you
can add an optional integral modem to put the
power of your VAX in the hands of anyone
with a telephone.

Or add PLOT 10 graphics and deliver
the big picture when there’s no time to '
wade through words.

But that's just for starters.

The 831’s block mode frees your.
VAX from the chore of creating an
editing data. (That's why many us
including DEC itself, view block:n
as an answer for overburdened
CPUs.)

And if that's not enough, you can unite
host and personal processing by field-
upgrading the 831 to our Direct 1031, a self-
contained terminal/personal computer. The
1031 makes the entire array of CP/M-com-
patible software available to off-load your
> host, leaving you more VAX processing
power for the jobs only a VAX can handle.
To further our cause, we're prepared
to stage a demonstration at your place
of business. Contact us at Direct, Inc.,
4201 Burton Drive, Santa Clara, CA
; 95054, Telephone 800-538-8404
(408-980-1414 in California). Direct
» and DEC. It's one union that

' gives you
more than you
bargained for.
DEC, VAX, and VT100 are registered trademarks of Digital Equipment Corporation.

CP/M is a registered trademark of Digital Research, Inc. ©1982 Direct, Inc.
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Introducing the High Touch Terminals.
Because there's moreto
ergonomics than simply separating

keyboard from monitor.

 ADM24E

Have you ever noticed that
the more high technology we
Eut into the workplace, the more

uman touches the workers
putin?

‘We noticed. Plants, pictures,
macrame. Funny coffee cups.

We decided that people
were trying to tell us something.
There’s a real need to soften the
interface between people and
high technology.

So we designed our new
High Touch™ terminals from the
desktopiup to work together

6’ coiled cable lets you put the keyboard
anywhere.

with biology, not just with
technology.
Because if our product
doesn't feel good,
you DP managers and OEMs
don't look good.
There’s more to ergonomics
than simply tacking on a few
faddish features as an
afterthought. We put our
thinking in up front. We
spent a long time studying the

way humans relate to computers.

And we came up with a whole
new way for computers to relate
to humans. '

No aspect of terminal
design escaped our deepest con-
sideration. 8r reconsideration.

And the result is a terminal
that’s downright considerate.

Because whether you're a
DP manager or an OEM, the
fact remains that the terminal

‘represents your system. So

High Touch terminals are made
to feel as good as they look to
the people who use them,

Dozens of little touches add
up to the convenience and com- -
fort of High Touch. For

and swivels, it

example, we put the power
“on/off” switch and contrast con-
trol knob in front where they’re
easy to reach.

The monitor not only tilts

Aot

Low profile DIN-standard keyboard with
adjustable tilt.

stops positively in almost any
position. With other tilt-and-
swivel terminals, the cables
always seem to reposition the
monitor for you the moment you
have it adjusted perfectly.

The clean, crisp display fea-
tures a large character matrix
on an easy-to-read non-glare
screen—made even easier to
read by the hooded bezel.

The low profile, DIN-stan-
dard keyboard is not only tapered,
its angle of tilt is easily adjusted
for maximum operator comfort.

And the Selectric®layout with
its sculptured keys and tactile
home row positioning make data

Sales & Service: Boston (617) 456-8228 » Chicago (312) 279-7710 » Houston (713) 780-9440 « Los Angeles (714) 7741010, Ext. 219 « Philadelphia (215) 245-4080  San Francisco (415) 828-6941 « England
(04867) 80666  From the states of CT, DE, MA, MD, NJ, NY, RI, VA and WV (800) 523-5253. OEM Sales: Chicago (312) 279-5250 « Houston (713) 780-2585 * Los Angeles (714) 7741010, Ext. 582
* New York (516) 549-6941 » San Francisco (415) 828-6941 + England (04867) 80666



entry almost as natural as talking.

Because the only thing
that should be
difficult is making
an error.
On the ADM 11, for exam-
ple, you'll find the [ '
sepa- D e

Monitor tzlts and swwels to almost any
position. Both models avatlable with 12 or
14 inch screens.

rate cursor control keys log-
ically arranged in a cross for
ease of use without looking.

We placed the control and
escape keys close to the alpha-
numeric keys, where people just
naturally expect to find them.

And there are no keys at all
next to the space bar, so no one
can accidentally hit them.

Our uncluttered keyboard,
with its logical and physical sep-
arations between key groupings,
improves your eff1c1ency

On the whole, we've taken
the approach that if something
isn’t needed, it shouldn’t be
there. That’s why the ADM 11
has just four function keys shift-
able to eight.

And speaking of staying out

of the way, our High Touch ter-
minals’ small footprlnt will fit as
easily on a secretary s return as
on an executive’s credenza.
Because styling and
comfort are just the first
steps toward increased
productivity.

No terminal has ever been.
so easy to live with. But don't get
the idea that High Touch is the
opposite of High Tech. It isn't.

The ADM 11, for example,
is a High Touch conversational
terminal that accepts data con-
tinuously at 19.2 kilobauds.

Block mode terminals simply
can’t match this high throughput.
In addition there are four pro-
grammable function keys (shift-
able to eight) with two levels of
setup mode to reduce errors

| while still giving the ogerator

maximum flexibility.

On the other hand,
for a High Touch terminal
that’s more intelligent
and has more functions
and features, choose the
ADM 24E. It features a

il ‘MLu

moveable 24-line window
you can use to look at 48
(or optionally, 96) lines of
.7 memory. ‘
There are eight non-
embedded attributes with
embedded mode for existing ap-
plications, and 16 program-
mable non-volatile function keys
(shiftable to 32) with legends
on the status line (25th line). It
runs in either conversational or
block mode.
The ADM 24E also offers

base. We've been continuously
implementing state-of-the-art
technology in an ever-expanding
line longer than any other major
manufacturer.

So it’s no surprise we're
introducing the most advanced
stage of terminal evolution.

Who else would?

Our terminals are used in
more computer-based systems
than any other. And survey after
survey shows we’re the world’s
favorite terminal manufacturer.
When Iy;ou buy Lear Siegler, 4
you're buying proven quality and
reliability, backed by the broad-
est network of full service cen-
ters anywhere. That means you
can get walk-in Express Depot™
service, on-site service and
extended warranty service 1n
3,000 cities nationwide.

Lear Siegler High Touch
terminals are made in America—

- designed, engineered, manu-
factured and shipped from
Anaheim, California to provide

2- or 3-key setup
sequence to reduce )
operator error. Spacious,

uncluttered layout.

Ke{’s color-coded
y function.

Separate
numeric keypad.
Separate cursor control
keys arranged in a cross.

2 3 8 R B 3 R

e TafwieJr T vJul i Jodrf i}
nEaO0AGNORANRE
=itz IxJciv]sfnmfst> 3
No keys next to Selectric® layout Dividers
Control and escape keys space bar. with L-shaped re¥urn key,  Separatekeys.
close to alphanumeric keys. sculptured keys.
plenty of additional space for you with the best local

OEMSs, with up to 56K ROM

and 22K RAM. _
When it comes to terminal

technology, we're the historic

leader with the largest installed

®

support. That’s one reason
they’re called the American
Dream Machines.

Our new High Touch termi-
nals. Because it’s high time.

LEAR SIEGLER, INC.
DATA PRODUCTS DIVISION

901 East Ball Road, Anaheim, CA 92805 800-532-7373- 714-7741010

Everybody makes terminals. Only we make Lear Sieglers.

Call your favorite Authorized Distributor: Advanced Technology ¢ Consolidated Data Terminals » Continental Resources » The Datastore ¢ Data Systems Marketing * David Jamaison Carlyle,
Inc. ¢ Gentry Associates » Hall-Mark Electronics * M/A-COM Alanthus, Inc. ¢ Marva Data Services  M.T.I. ¢ National Computer Communications » Pioneer (Standard, Harvey, Gaithersburg) » 2M
Corp. * Wyle Electronics. Or call Lear Siegler at 800/532-7373. Selectric® is a registered trademark of IBM Corporation. High Touch™ and Express Depot™ are trademarks of Lear Siegler, Inc.

CIRCLE 43 ON READER CARD



TO CELEBRATE OUR

1,500™ UFO CICS
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A GIFT CERTIFICATE FROIM OXFORD

O Please contact me about scheduling a UFQ trial this
summer . . . and installing my free SQUEEZE Data

Compression Software Package when | begin my trial.

(One per installation.)

O Please contact me with details on UFO and SQUEEZE.

Name

Title

Company
Address

City State

Zip Phone No.

)

K
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GIVE YOU

Before Labor Day, we'll be installing our 1,500th-UFO applications
development system for CICS. That’s more installed systems than
all of the other independent suppliers combined. And to cele-
brate, we'd like to give everyone who schedules a UFO trial this
summer a free gift worth $3,000. The gift is Oxford’s data com-
pression software package called SQUEEZE . . . that will pay big
benefits by reducing on-line terminal response time up to 25%.
And it's yours absolutely free, just for scheduling a UFO trial

this summer and seeing for yourself why UFO is the #1 CICS
application development system.

More than any other system, UFO takes the time, expense
and frustration out of CICS applications development and
maintenance.

Our celebration is only one of the reasons to schedule a UFO trial
this summer. Most importantly, you'll see with your own appilica-
tions how the versatility of UFO lets you develop, test and maintain
complete on-line applications better than any other system . .. do
it faster, with less cost and with greater security.

Right from installation, you'll see your staff become more

‘productive . . . especially those with no prior CICS experience.

And you'll see their productivity steadily increase because UFQ is
a powerful, non-procedural system that uses automatic prepro-
grammed functions to replace complicated CICS coding. With
UFO, functions like add, update, browse and display are accom-
plished without writing one line of code. And when UFO’s Execu-
tive Inquiry, Data Dictionary, Screen PAINTing and Automatic
Access tofiles ... . including DL/1 databases are combined with
UFQ's Pre-Programmed Functions, you can reduce your appli-
cations development requirements by as much as 90%.

No other company knows more about applications develop-

- ment systems than Oxford. And no other company can provide

you with as much valuable in-depth support. Make this summer
the time you begin to do something about your CICS backlog.
Schedule a UFO trial . . . and get a free SQUEEZE on us!

OXFORD SOFTVWARE CORPCRATION

174 BOULEVARD/HASBROUCK HEIGHTS, NJ 07604/201 288 1515
800 6311615
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ed to remain in place for some time, keep-
ing the vendor busy performing field up-
grades. The largest of that family, the V/8,
runs at about 6.5 MIPS, making it faster than
the 1BM 3083-B. In the’ Amdahl lineup op-
posite the 3083-J is the newest member, the
so-called 5840. The 5850 is the equivalent
of the 3081-D and G. the 5860 is opposite
the 3081-K, and the 5870 and 5880 do bat-
tle with the 3084-Q.

The demise of the 470 is a Slgnlfl-
cant miléstone for the company. Back in
October 1975 the 470V/6 was the first com-
puter installed by the company, following a
startup investment of more than $50 mil-
lion. Since that time, the company has in-
stalled almost 800 of the 470s. What the
termination also indicates is the high degree
of confidence the vendor has in its follow-
on family of processors, the 580s. It was
with the first of this series, the 5860, that
Amdahl Corp. experienced manufacturing
difficulties that delayed first customer ship-
ment until last August and exposed the egg
on its face.’

““We lost some business as a result
of that,”’ acknowledges John C. Lewis,
president and ceo. Not only were deliveries

" late but the company found its machine ran

slow under MVS and it was forced to make
costly engineering changes. Only as recent-
ly as last March were the changes incorpo-
rated in machines on the manufacturing

A MAN AND HIS CPU: "I don't think
I could deliver a 30-MIPS uniproces-,

sor in 1986,” says John C. Lewis,
president of Amdahl Corp, “but |
think | can deliver a machine as big
as Trilogy can deliver in '86."”

floor and in models installed earlier at cus-
tomer sites. By the middle of June, howev-
er, the installed base of 5860s approximated

90, officials said.

But of all the negative factors that a
pcm like Amdahl can experience in the
marketplace, adds Lewis, what surprises
him most is the success IBM is having in
convincing users that they will need the XA
software  immediately—and- therefore
should go with I1BM instead of Amdahl:

~And, as if it weren’t bad enough
chasing IBM’s coattails, Amdahl Corp.
must now face the 1mpendmg competition
of Tnlogy Systems,  the new venture of Dr.
Gene M. Amdahl (May, p. 62). Trilogy
seeks to build a uniprocessor in the 30 MIPS
class by 1985 or 1986 and to offer an MTBF
of some 32,000 hours.
“*I don’t think I could deliver a 30-
MIPS uniprocessor in 1986, says Lewis,
“‘but 1 think I can deliver a machine as big
as Trilogy can deliver in ’86." He refers to
a.dual-processor configuration, but refuses
to say how much bigger than 30 MIPS it
could get. According to a former Amdahl
executive, the company plans to produce a
uniprocessor with 20% more speed than the
5860 in 1985, one that could be- manufac-
tured for $750,000 and sold for $2.5 mil-
lion. It purportedly also has slated a dyadic
machine that runs at 27 MIpS, has a manu-
facturing cost of $1.4 million, and a price of
$4.5 million. Lewis, neither confirming nor
denying this, merely says the company has
‘‘a number of scenarios’’ it can consider.

A First for IBM...
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‘..AND THE 2314X BEGAT

THE 3330X, AND THE 3330X

BEGAT THE 3350X, AND THE

3350X BEGAT THE 33800..."

PCM COMMITMENT YOU CAN
COUNT ON FOR GENERATIONS

. For five PCM genera-
tions, Control Data has
been building cost-effec-
tive, plug-compatible stor-
age systems. This long-
term commitment has paid
off with increasingly

effective storage systems. - \
- Together they tellthe -

We were the first to
introduce double-density

versions of earlier models,
like the 3350 disk drive.
And now our commitment
has paid off again.-

N

Introducing the 33800
and 33750—two new and
even more effective IBM-
compatible storage sys-
tems from Control Data.
Whoelse? - =

Better products, backed
by outstanding service.

story of Control Data’s
commitment to PCM.
Today. Tomorrow. Always.
For more information,
call612/553-4311.

5) CONTROL DATA
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" About the Trilogy plian. he says, '

think it’s a very aggressive schedule.’” He's
sure Trilogy has some good technology and

« that the machine will be quite reliable, but

adds, -**You have_to remember that ma-
chines are ledys the most reliable before

" they’re built.’

In anticipation of not only this add-

‘ed éompeuu_on but also the needs of larger

users in the years to come. Amdahl for
more than four years has been developing a
transaction processing operating system

that would be more general purpose than °

1BM’s Airline Control Program (ACP). Ac-
cording to Lewis, this software, code-

named Aspen, is installed at four accounts,’
.in¢luding an insurance company, a bank,

and an airline, but will probably.require an
additional year of. shakedown before its
commercial release. -

 Asif to show that it does not merely
react. to announcements by IBM, Amdahl

-was perhaps the first company to support
. Unix on a mainframe. It did so for use inter-

nally by engineers who had had much expo-
sure to the environment on Digital Equip-
ment DEC-10s and PDP-11s. In 1977 Unix
was thus ported to an Amdahl and in 1980
emerged as an Amdahl product called Uni-

“versal Time Sharing system. Until about a

year.ago. there were only about 10 or 12
sites using it, but new interest in Unix has
brought that number up to 40. It’s the kind

of product that can get a company like Am-
dahl into new accounts, a prospect that is
far from unattractive.

For' years, executives -at- Amdahl
have lamented the rebuffs its sales force
receives at so many large and prestigious
IBM accounts, companies that buy only blue
mainframes. -They have recognized the
need- to instill at those prospects ‘a confi-
dence in the quality of products and ser-
vices available from this California upstart.
Amdahl’s offering of disk drives patterned
after 1BM’s, viewed by most people-as an
attempt by the company to get into the sys-
tem business. actually serves this additional
purpose. . The company has some 90 cus-
tomers for its drives, of which 10 to 15 have

" no Amdahl mainframes. The same applies

to its communications products, which pro-
vide an entrée into the door of new custom-
ers, and to its educational activities. Half
the students at its technical courses come
from flrms wrthout an Amdahl processor.
The company is now into five lines
of "businesses—processors, disk drives,
communications products, software, and
education. . When asked whether it might
also offer terminals, say, or workstations,
Lewis explains that such products might
flow from the company, being hardware
that big users buy, but hardly-somethingthe
firm would undertake to develop and build.
““We try. to -make sure we put our

R&D money.into those areas where we think
we can do something better,’’ he says. And
the same would apply to anything outside
the five activities it has entered so far. **Un-
less we can bring something to the party
that makes it more advantageous for them
to buy from us, there’s no reason for us to
spend the money.’’ The company, he adds,
already has a long list of projects on which
it might spend its R&D funds, **for things we
think we do better than other people

CAUGHT
BY
SURPRISE

Computer lessors almost
missed their chance to fight
pending Congressional bills
that would hurt them in the
pocket '

by Willie Schatz

Looking to make a. few bucks and have Un-
cle Sam pick' up the tab? Has the govern-
ment got a deal for you! )

“ All you have to do is drop in on the

A Flrst for IBM...
Prowded by Data SWltCh

L
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- Since the recent announcement of
a jointly developed Informatics and
VisiCorp product, it’s clear that
Answer/DB is much more.

For the last two years DP
professionals have been installing
Answer/DB, the personal reportlng
system, for good reasons.

Answer/DB operates with standard
0S/DOS files. .
Answer/DB, unlike ordinary report
writers, features multiple data
base access that is transparent to
- end users.

Adabas, IDMS data bases and
others too. o

Answer/DB is designed to provide
efficient utilization of computer
resources tuned by the DP
professional.

Answer/DB also provides secu-

- rity through user profiles de-
signed to selectively control

=
|

BEFORE VisiCorp' CHOSE ANSWERY DB
SoMmE PropLE THOUGHT IT WAS
Just AotHER GOOD REPORT WRITER

Answer/DB accesses IMS, TOTAL,

Informatics General Corporation
(213) 716-1616 Telex 69-8473
21050 Vanowen Street

Canoga Park, CA 91304

O Send me the complete details.
O Have a marketing rep call.

data base access.to the record,
segment, field, and value level.
While obviously sophisticated
enough to satisfy the most professional
DP person, Answer/DB is also so
simple to operate that end users are
very happy with it. :
Answer/DB provides onhne per-
sonal access to data. .
Answer/DB requires no specialized
computer background to use and
doesn’t even necessitate formal
Answer/DB training.
Answer/DB can be learned in less
than an hour. It lets end-users
interactively and selectively
develop their own report requests
at a terminal with as few as four
easy statements.
Answer/DB, more importantly; is
the key to the intelligent, selective
‘mainframe to micro connection

coming very soon.
Incidentally, Answer/DB can be
installed today!

gcmoml corporation -

Name. Title

Combaﬁy .

Address

City. State Zip

Telephone ) i :

Computer—~___ Operating System: DOSVS__0SVS——_
info‘matics TP Monitor: IMS/DC——

CICS/VS

THE SOFTWARE ENGINEERS

TSO——CMS
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nearest tax-exempt entity and offer to buy
whatever it has for sale. In the case of Ben-
nington  College, it could be the entire
school, land included. You say academia’s
not for you, but you’re mad about the mili-
tary? Then tell the Navy you’ll charter one
of its 13 Rapid Deployment Force cargo
ships. That way the Navy doesn’t have to
buy the boats, saving it money, and you,
the shrewd investor, receive that most de-
sired manna from heaven—a tax benefit,
saving you money.

So a good time is had by all. Make
that all but one. And that one is tired of
counting the money-it’s losing. If Rep. J.J.
Pickle (D-Tex.) and friends have their way,
all deals are off as of May 23.

Pickle, who said the leasing lar-
gesses created by the depreciation changes
in the Economic Recovery Tax Act (ERTA)
of 1981 have created an ‘‘Alice in Wonder-
land world of off-budget financing,”
would solve the problem by the Govern-
ment Leasing Act of 1983 (H.R. 3110). The
bill would alter the depreciation schedule to

withdraw most of the favors granted by

ERTA to investors who lease property and
equipment to tax exempt institutions.
Property, in the allegedly omni-
scient eyes of Capitol Hill, includes more
than planes and boats and trains. The com-
puter industry, innocent though it may be,
has been caught in the reformers’ dragnet.

Once trapped, it will be extraordinarily dif-
ficult to break free.

““We are clearly suffering for the
sins of others,”” contends Paul Oosterhuis,
attorney for the Computer and Business
Equipment Manufacturers  Association
(CBEMA). “‘For computers and office equip-
ment it’s not that often that companies are
obtaining an investment tax credit (ITC) on
leases. Most of the time leases aren’t even

“Short-lived equipment clearly
doesn’t give rise to the same
abuses long-lived equipment
does,” says CBEMA’s lawyer
Oosterhuis. -

~eligible for an ITC. Our problem is with the

depreciation change.

*“l really don’t even know what
we’re doing in this bill,”’ adds Oosterhuis.
I think Pickle used this as a mechanism to
bring people out and help him analyze the
issue. I wouldn’t say he did it for shock
value, but I would say he did it for informa-
tional purposes.’’

*‘Pickle drafted a very tough bill to
ensure people would speak out,”” confirms
a staffer for a Ways and Means member.
*“The way things work around here, some-
times you put things in a bill just so you can
take them out. That may be what Pickle
intended with the computer industry.”’

Whatever the good legislator’s
mindset was at the time he took pen in hand,
industry trade groups are doing their
damndest to change it.

“‘Short-lived equipment clearly
doesn’t give rise to the same abuses long-
lived equipment does,”” Qosterhuis says.
““The people on the Hill understand that,
but it’s going to be very difficult politically
to exempt us from this bill.”’

. Enter CBEMA and the Computer

‘Dealers and Lessors Association (CDLA).

Their task is to reduce the very difficult to
the merely hard. So far the House Ways and
Means Committee, where the bill currently
rests, has seen the error of most of its ways.
That’s almost, but not quite enough, for the
two trade groups.

As originally drafted, the bill
changed the current ‘‘accelerated cost re-
covery system’’ (ACRS) depreciation sched-
ule for leased computer equipment to the
straight-line method with a 12-year recov-
ery period.

**That has absolutely no relation to
reality,”” Qosterhuis says. “‘It’s totally ab-
surd. In other industries it might make
sense. In the computer industry, equipment
that might remain mechanically usable can
be technologically obsolete or at least non-
competitive with newer equipment. And
that’s in five years, never mind 12.

““At least we’ve gotten them to

CIRCLE45 ONREADERCARD
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agree that that’s ridiculous. We’ve gotten
them down to either five or six years on the
straight line. What we really want is to get
them to go that extra mile and leave us
alone.”’

Actually, what CBEMA and CDLA
really crave is to turn the clock back to
1980, when a lease was a lease was.a lease.
Then, depreciation deductions were easier

profit institutions to lease all the bytes and
MIPS they could get their hands on.

Since the birth of ERTA, though, and
the spawning of its 1982 offspring, the Tax
Equity and Fiscal Responsibility Act (TE-
FRA), industry spokesmen complain that
their members have never had it sobad. The
party line is that while the rest of the world
was helped considerably by the changed de-
preciation schedules, the computer leasing
business was hurt.

““The change to the ACRS substan-
tially increased the tax benefits for real es-
tate and long-lived equipment,’’ CBEMA vp
Bob Coyer says. *‘But it did not provide

“If they really wanted to help
us, they’'d let us depreciate
over three years, not five,”
says CDLA chief Jim Benton.

any benefits for short-lived equipment. It
actually made leasing computers and other
short-lived equipment less desirable for
nonprofit organizations and governments
than the old schedule. And now to ‘correct’
the situation, they’re proposing to make
computer leasing even harder.””

“‘The tax act of 1981 clearly dis-
criminated against computer leasing,’” con-
firms Ken Pontikes, president of Com-
disco, the nation’s largest dealer in the IBM
remarketing business. ‘*“The computer and
electronics industries were the only two that
were hurt by the ’81 law. The depreciation
change made it less efficient to lease than
before the law passed.”

So now hear this, Congress. You
owe us one. If the Philadelphia 76ers of the
National Basketball Association delivered
six years after they first promised a cham-
pionship to their fans, you, the mighty Con-
gress, can come through for us. We’re not
talking megabucks here. The real issue is
stopping the Benningtons and Navies of the
country from stealing Uncle Sam blind. In
light of those scams, CBEMA and CDLA say,
what’s a little accelerated depreciation be-
tween friends?

That question was to be answered
sometime after Congress returned from its
Independence Day recess. Markup of H.R.
3110 was originally scheduled for June 29,
but had to be postponed when the Ways and
Means members could not agree on what to

“do to whom. A committee source indicated
markup was expected to occur the week of
July 11.

It was difficult to determine which

and faster, and there was incentive for non- .

of the parties was more desperate for a va-
cation. The legislators, beset by requests
for relief from affected industries, needed
to clear their heads. Industry groups, still
somewhat shell-shocked by the affair,
needed to catch their breath.

. “*We were definitely caught by sur-
prise,”’” admits Jim Benton, executive di-
rector of the CDLA. ‘‘Fortunately, we
caught it before markup. We’ve got friend-
lier ears up there [in Congress] than we used
to.” '

In an advisory memorandum to his
members, Benton wrote that ‘‘computer
leasing has not abused past laws, and we are
not a direct target of the bill.”> He warned
that the dealers and lessors could be “*in-
jured unjustly”” by Congress’s effort to
climinate abusive lease practices by other
industries.

‘“We've never taken the ITC on
equipment leased to tax-exempts,’” Benton
asserts. “*We’re as pure as the driven snow.

... well, we’ve been good. Anyway,
she’s [the bill] shaping up pretty well
now,’” he says. *‘I think we can get a fix.”’

Any one of these three will do, he
says: 1. outright exclusion of computers, 2.
exclusion of all property that is on a short-
term lease of five years or less, 3. exclusion

- of all property that was not helped under the

1981 law.

““They keep talking about helping
high tcch,”” Benton says. “‘If they really
wanted to help us, they’d let us depreciate
over three years, not five. Think about what
happens to technology in five years. You
can’t stimulate the industrialization of
American by continuing to impose restric-
tions on high-technology industries, includ-
ing computers.”’

Ah, but you can. Not only that, you
will. According to one of the tax men on
Ways and Means, the computer industry is
in the bill to stay. The best the committee
will offer is a six-year straight-line depreci-
ation method. That’s not what the industry
ordered, but it's much less distasteful than
what it could have been swallowing. A
more palatable prescription may be avail-
able in the Senate, where Finance Commit-
tee chair Bob Dole (R-Kans.) has intro-
duced S. 1564, the Government Lease and
Reform Financing Act. Unlike H.R. 3110,
this bill would continue the accelerated de-
preciation for real property leased to a tax-
exempt entity for four and one-half years or
less. ‘ _

*‘Unlike the House version, this bill
provides an exemption [from the slower de-
preciation rules] for the computer indus-
try,”’ Dole said upon introducing the bill.
““The inability to obtain economic leases
may have a devastating effect on high-tech-
nology industries and educational institu-
tions.”’

“There’s no way we’re going to
come out better than we arc under present
law even though present law is worse than

old [pre-1981] law,”” Oosterhuis says. **If
the House bill passes, it’s going to make
computer leases less of an attractive invest-
ment from the lessors’ view and there’s go-
ing to be a significant but not overwhelming
diminution in tax benefits for leasing. And
there will be some increase in rates to cus-
tomers.”’

No argument there. The only ques-
tion is how much more the lessee will pay.
CBEMA’s best but admittedly unquantified
estimate is 10%. That’s not insignificant
when you’re a nonprofit organization.

**1 think lessors will charge a little
more, but this 'is an industry where the
prices are going down consistently,’” the
Ways and Means tax man says. ““We've
already made the bill much more attractive
to the computer people than when we start-
ed out. All we’re trying to do is eliminate
any tax motive for leasing by the tax
exempts. The government’s losing enough
money as it is. [As much as $2 trillion could .
be transferred to private investors and then
leased back, according to a Congressional
Budget Office estimate.] We just want to
achieve neutrality with respect to the lease/
buy decision on the part of the tax exempts.
They certainly don’t need any more, tax
breaks.”’

The House apparently feels similar-
ly about the computer industry. But rest
assured, CBEMA and CDLA are keeping the
faith. They may yet get their members out
of this pickle.

NETWORKING

MEN
AT
WORK

Australia is installing a huge
SNA network, with little help
from IBM.

by Norman Kemp

Wang Labs, Amdahl Corp.. and Storage
Technology are in and [BM, for thc most
part, is out. That was the government’s sur-
prise verdict in awarding to those three
firms a total of $118 million worth of con-
tracts to supply Australia’s Social Security
Department with a nationwide distributed
processing network.

_ Besides being one of the largest ci-
vilian data networks ever to be planned out-
side of the United States, the network has
been the focus of intense marketing cfforts
by a small group of companies. The big
loser was IBM ‘Australia, which has fought
bitterly with Fujitsu of Japan for several
years in Australia, industry observers say.
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A New Industry Standard

Introducing the Model 1200
Intelligent Peripheral Switch for IBM and compatible computers.

The Model 1200 is more than the industry’s most reliable peripheral matrix switch.
It also performs these advanced functions:

User Definable Matrices

The Model 1200 computer/peripheral
switch can be configured to respond to
the shifting equipment and application
requirements in a data processing
installation. The User Definable Matrix
lets you dynamically segment the
‘switch into four logical matrices
dedicated to particular equipment
groups or applications, such as a printer
pool or FEP group. Segments of the
switch can be restricted by password
control.

Test1/0

The Model 1200 Test I/0 function lets
you determine the operational status of
any device on any IBM or compatible
channel without jeopardizing the
channel or CPU operation. Test /0
helps to safely bring a peripheral
subsystem on-line by ensuring device
integrity before the peripheral is
logically attached to the CPU. This
reduces the risk of lengthy downtime

caused by attaching faulty equipment.
If one of your on-line devices fails, Test
1/0 assists you in pinpointing the faulty
control unit or device.

Global Monitoring and Control

The Model 1200 Data Path Activity |
Monitor allows you to

display graphically on a CRT terminal
the channel activity of all CPUs
connected to the switch. This gives you
a global view of channel activity in your
entire data processing installation. (IBM
doesn’t do that.) Data Path Activity
Monitor lets you determine data flow
bottlenecks in real-time and then
reconfigure your computer/peripheral
interconnections to balance loads for
better performance.

Other Important Features

¢ Local CRT Control. From one or two
CRT terminals, with a color option,
that are attached directly to the -
switch, you can predefine and store
equipment interconnections, view

=DATA
- TsWircH

the predefined configurations, and
then execute the configuration in
seconds.

¢ Distributed Control. Up to 56 Model
1200s at local or remote sites can be
monitored and controlled from a
minicomputer-based Configuration
Management System.

¢ Broad Range of Matrix Sizes from
2 x4 to 16x 48. The Model 1200 can
be expanded on-line as your
installation grows.

* Reliable Semiconductor Tech-
nology that is consistent with
modern computer environments.

e Total Reliability. Multiple redun-
dant components built into the
Model 1200 ensure no single point
of failure.

* High-Speed Synchronous
Switching. The Model 1200 handles
channel speeds to 5 megabytes per
second, making it suitable for
operation with current and future
processors.

We Make Your IBM Systems

Fault-Tolerant from End
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Fujitsu, part owner of Amdahl, has used the
Australian market as a testing ground for
new products, marketing techniques, and
English documentation as it prepares for a
push into the U.S. mainframe market. -

_ Ordered as part of the four-year con-
tract, which was tendered in April 1982 un-
der the name Stratplan, were seven Amdahl
580 series mainframes worth $28 million,
$17 million worth of Storage Tech disk
drives, and a whopping $73 million worth
of Wang office systems and communica-
tions gear. For Wang, the order represents a
value almost equal to its total revenues in
Australia last fiscal year, industry observers
point out. .

The contracts were issued by the so-
cial security agency in Canberra to upgrade
and replace an aging batch processing sys-

Wang, Amdahl, and Storage
Tech are enhancing local
production facilities as part of
their contracts.

tem that was supplied mainly by 1BM. The
Amdahl mainframes are to be-installed at
seven capital cities, servicing some 16,000
employees at 180 regional offices who
process 70 million social security payments
each year. ’

Although the project will require the
largest concentration ever of mainframes in
Australia, the main responsibility for the
project’s success will be in the hands of
Wang, regarded by many observers as the
biggest surprise in the contract’s award.
The Massachussetts company’s contract
calls for it to supply 445 Vs minicomputers,
fifty-two 640-megabyte disk drives, 7,266
color workstations, and 1,475 general pur-
pose, letter-quality printers, all of which
will be tied together under IBM’s Systems
Network Architecture (SNA) networking
software. Observers see the planned net-
work as an acid. test of Wang’s ability to
configure an SNA network, a key element in
the firm’s plans to survive in the 1BM-domi-
nated world of data processing/office auto-
mation.

To win their pieces of the contract,
Wang. Amdahl, and Storage Tech each
proposed Australian-based facilities. Wang
plans to build a factory in Canberra to pro-
duce the bulk of the color terminals to be
used in the network. The factory will also
give Wang a manufacturing beachhead in
Asia and the South Pacific, employing
some 300 workers, according to the firm.
Amdahl and Storage Tech said they would
increase local production facilities, invest-
ing some $3.5 million in Canberra.

Evaluation of bids was undertaken
by the Social Security Department with as-
sistance from some 140 consultants. Many
of these were sent to the U.S. to evaluate
equipment that was not yet available in
Australia, sources said, noting that various
combinations of devices were tested for

their ability to be integrated. It was during
these tests, some of which entailed a ran-
dom mix and match of different manufac-
turers’ devices, that Wang demonstrated
convincingly that its machines would han-
dle SNA communications effectively. Net-
work losers: at this stage of the evaluation
were said to be Prime Computer and Data-
point.

Dr. Ted Prince, a system coordina-
tor at the social security agency, said that
about 100 man-years had gone into the soft-
ware development for the project before the
contracts were awarded. Wang won the
bulk of the deal, he noted, because the firm
**met all specifications at the lowest price.”

Present planning calls for the sys-
tem’s first regional office to go live in
March 1984 and the entire system to be
functional by 1986 or 1987. The first major
innovation in the agency’s operation will be
on-line inquiry into a National Computer
Center in Canberra. That will be followed
by on-line access to regional files and, by
1985, the ability to update and change com-
puter records on-line from any terminal on

‘the system. Australian officials expect the

system to serve the department through the
rest of the century. _

From the beginning, when bidding
was opened in April 1982, the project has
been controversial because of its strict IBM-
compatible nature. The traditional BUNCH
mainframe companies (Burroughs, Univac,
NCR, Control Data, and Honeywell) were
effectively kept out of the running because
the Canberra government insisted that the
network use IBM-compatible mainframes,
IBM operating software, IBM communica-
tions protocols, and SNA-compatible office
systems.

IBM Australia bid 308X machines,
National ‘Advanced Systems bid its As/
9000, and Amdahl its 580 series. Fujitsu,
trading in Australia as Facom, bid 1BM-
compatible systems under that trade name.

(Interestingly, Amdahl has sold its
machines in Australia'since 1979 through a
jointly owned division of Facom. The two
companies, although related by Fujitsu’s
strong interest in Amdahl Corp. .in Sunny-
vale, Calif., were able to compete with
each other in Australia. According to re-
ports circulating in Australia at press time,
however, Amdahl was soon to form a whol-
ly owned subsidiary in Australia. Amdahl is
said to have 13 mainframes installed at 10
Australian sites.) ‘

The U.S. company campaigned
heavily to win the contract, joining techno-
logical forces with its eventual partner,
Wang, as well as giving support to Data-
point and 1BM 8100 proposals in the course
of early evaluations and elimination proce-
dures.

The Wang office systems are to de-
liver ‘word processing, electronic mail,

voice store-and-forward, SNA emulation,

and other data processing services. Wang

will use its vs Alliance software.

For Wang Australia’s New Zea-
land-born managing director, Mike Clar-
kin, the company’s initial $73 million con-
tract is only the start of a boom. He predict-
ed that the value of orders over the next few
years will jump to more than $110 million
with maintenance, training, and support
taken into consideration.

He claimed that the new deal would
help Wang displace International Comput-
ers Ltd. (ICL) of Britain from its traditional
second-place ranking in the Australian
computer market.

The new Canberra plant will cost
more than $1 million to set up; and in its
first year is to produce some 2,000 color
display units, Clarkin said. About 80 work-
ers will be employed at first.

Amdahl is to install its first proces-
sor, a 24-megabyte, 24-channel model
5860, this month. It will be followed by
other 5860s and processors in the 580 range
in the capital cities of Melbourne, Ad-
elaide, Brisbane, Perth, and Hobart (Tas-
mania). Darwin, in the Northern Territory,
will share a processor with Adelaide some .
2,000 miles south. The initial disk storage
of 30 gigabytes in Canberra and 25 giga-
bytes in Sydney will be supplied by Storage
Technology.

IBM Australia, though left out of the
main hardware contracts, will have a hand
in the system through its MVS/SP operating -
system, certain equipment already present,
and a number of supporting software pack-
ages.

One surprise winner in the contract
was Computer Corp. of America, Cam-

Amdahl will install its first
mainframe in Canberra this
month, where it will handle a
national database for on-line
inquiries.

bridge, Mass., which through its Australian
distributor, Computer Power, will supply
the model 204 database management sys-
tem. Meanwhile, such suppliers as Me-
morex and Raytheon are supplying small
quantities of specialized products such as
terminals, cluster controllers, and printers,
sources said. Boole & Babbage won a con-
tract to supply performance monitoring
software while Computer Sciences will pro-
vide production control software.

Four Australian-developed 1BM
communications interface units currently
being manufactured under license in the
U.S. are being supplied by a Sydney com-
pany. Systems Technology. British suppli-
er Quest Automation will supply pilot in-
stallations of a signature verification de-
vice. Storage Tech is to supply a mixture of
ninety-eight 3350 and 3380-type disk
drives, as well as 32 disk controllers, 65
tape drives, 10 solid-state disks, and 23
printers, a spokesman said.
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Everything you always wanted
to know about your employees,

Does he qui'ré Wha | her - Which manégers ' Which clerical employees

for review? o
' atime card? - . sick leave balance? currently attend school? .. areonleave?

Who?

Hsl

. Whét’s her salary range? Whee did he last work? -

When did h transfer? .- Is she Spanish speaking?

Is she . What on-the-job Which single employees
the best applicant? accidents did he have? - have multiple exemptions?

it untilnow,

Isheexempt -~ = * Whichstates.
from overtime? does he work in?

 butoou

Our human resource package gives

{

McCormack&Dodge

yourealtimeon-linelookupandchanges. ~  —— ="~ =T 7" T O
So you can call up screens, review the issues | © PayroliPersonnel . O3 General Ledger

and make authorized updates instantly, all O Accounts Payable O Purchase Order Management
from a desktop terminal. In addition’ our ex- I [ Fixed Asset Accounting [J Capital Project Analysis

find answers to aggregate payroll and human . \ - V<
resource problems. Define the question and l (800) 343'0325

research it to a solution, moving back and o o - |

forth between related screens with ease. | o Telex: 710-325-0329

Why wait for tomorrow’s software when you

can have McCormack & Dodge fody? ~ JOIMOITOW'S Software today:

McCﬁ)rmack & Dodge Corporation, 1225 qucestér Road, Natick, MA 01760. Sales and support offices throughout North and South America, Europe, Asia, Australia and Africa.
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’|
clusive open-ended query system lets you Mainframe and minicomputer systems. ‘ |




i i St e

RS
v 1

i
el W
T




Atlast, manufactunng

and busmess systems

that work together. Only from MSA.

MSA introduces the Extended Closed
. Loop™ Manufacturing System- a new

systems concept we've been working

towards for more than 12years, -

Put simply, we've taken the classical
Closed Loop model-of integrated busi-
ness functions and provided theinte- -
grated systems to ‘make it work. ‘

- At MSA, we're.committed to nothing
less than the total infegration of business
and manufacturing systems to'support the
overall business plan.

In short, our goal is to prov1de the
systems that can help make your com-
pany s business plan a manufactunng

eality.

“The Extended Closed Loop concept
is vitally important for anyone using or
choosmg application software anytime
in the next five years.

. Andit's even more important if you re

looking at manufactunng systems ow.
Here's why. .
' OnlyMSA .
has all the components

As the world's largest independent appli-
cation software supplie, MSA—and .
only MSA — currently offers the com-
_ ponents needed to implement the
‘Extended Closed Loop System.
- TheBill of Materials chart below
* shows how all of MSA's software prod--
ucts and $ervice components work
... together to create the Extended Closed
Loop System .
Itstarts with MRP I -

The MSA Manufacturing System con-
sists of a complete line of mtegratedMRP
Il modules, including: Manufacturing -
Standards Hlstoncal Forecasting,

Inventory Record Control, Master

- Production .Scheduling, Material

Requirements Planning, Capacity

. Requirements Planning,” Shop Floor

Control, Procurement Management
and Cost Management.

These components, together with
MSA's structured implementation meth-
odology, are designed for successful
ClosedLoop MRPI. -

So; if your immediate need is manu-
factunng software, you can choose the
MSA Manufactunng System now, and’

easily add other Extended Closed'Loop "

components as you need them.

" .Extending the Closed Loop:
. ThéBusiness Connection

_*At MSA, we offer the integrated busi-

ness systems to make Extended Closed
Loop manufactunng a practical reality.
“For 12 years we've developed inte- -

grated systems with common architec- -

ture, including: Payroll and Labor

Distribuition, General Ledger; Accounts
Payable; Budgetmg and Planning, Fixed
Assets Accounting, Accounts Receivable,

 Personnel Management and Currency
vManagement

And with more: than 7400 systems

- installed worldwide, we offer something

else that's unique: We call it ‘inter-
application expertise! It's the under- .

- standing we've gained by integrating

MSA apphcatxons to meet our cus-
tomers' réquirements.
Our people know the manufacturmg

industry (more than 1300 manufacturers -

use MSA systems around the world).
Our implementation techniques are
thorough, practical, and field-proven

- Billof Materials 4
MSA Extended Closed Loop~
. Manufacturing System

_ SYSTEM
COMPONENTS

SERVICE |
COMPONENTS

---‘------------—-—-‘_-'-_----l
-

many times over. We'll show you how (

 to reduce overall implementation costs
 significantly.

We offér the most extensive customer
training program in the industry (this
year alone, MSA will conduct more than
100,000 student- hours of customer

’trammg)

At MSA, we provide the total soft-

" ware support to keep your systems

up-to-date.. ‘
' Not if, but when

In" order to survive, your company
must not only reach its goals of efficiency
and increased productivity; it must .
remain profitable. And continued profit-
ability can only be achieved withiim-
proved decision support information—
the kind provided by total systems" -
integration.

* Industry experts congstently name
MSA as the leader in systems integration.

:And providing total systems integra- -
tion is what the MSA Extended Closed
Loop Manufacturing System is all about.

‘Send for free hterature

‘ We ve prepared a brochure that further

explains the MSA Extended Closed
Loop™ System.

For your free copy, call Robert
Carpenter at (404) 239 2000. Or chp
thls coupon..

Management Science America, Inc.
3445 Peachtree Road, N.E.
Atlanta Georgia 30326

O Please send me free, detailed literature
on the MSA Extended Closed Loop™
Manufacturing System.

O I'm also interested in MSA integrated -
busmess and Payroll/ Personnel Systems.
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NEWS IN PERSPECTIVE

OFF THE
AR

IBM is facing major penalties
for not completing software
for a German videotex system

on schedule.
by Maureen 0’Gara
IBM blew it. .

- It is one of the most glamorous,
highly visible, and widely. publicized con-
tracts in -its stable and IBM blew it. As a
result, Big Blue may have to pay anywhere
from $800,000 to $4 million in penalties for
missing a major deadline.

IBM has already notified the German
PTT that the software it’s. been developing
these last 22 months for Germany’s ground-
breaking nationwide videotex system won’t
be ready in time. for its long-awaited Sep-
tember launch date. _

The latest estimates out of both IBM
and Germany’s Federal Ministry of Post
and Telecommunications predict an eight-
month delay. It will be next May, at least,
before the system is operational. -

In the meantime, the German Post
Office, the agency responsible for imple-
menting videotex, will pack up what it can

. of the 1BM system and take it to the presti-
gious International Radio Exhibition in
Berlin next month. For over two years), the
Post Office has said that this international
forum would be its videotex launch pad.
Now, however, it will have to unveil an
unfinished product with as much dignity
and Teutonic face-saving as it can muster.

" When the show’s over, IBM, the
Post Office, and the Federal Ministry will
sit down and start figuring out just how
much 18M should pay of the noncompletion
penalties that are stipulated in its 1981 con-
tract. According to the ministry, the fines
levied will be based on what IBM has deliv-
ered versus what remains to be done. Right
now, it seems that neither the government
nor .IBM knows exactly what state the proj-
ect will be in come September or how much
these fines might be. R

IBM spokesmen .venture that the
company probably won’t have to pay more
than $800,000 or $1 million in fines, if any-
thing. They feel that such a sum is little
enough to pay for a contract initially worth
$20 million for phase-one hardware, soft-
ware, and licenses, though they are notice-
ably leaving out any mention of the com-
pany’s own internal cost overruns. On the
other hand, the penalties figure being ban-
died about the ministry is closer to $1.4
million, and worldly wise competitors,
chuckling over I1BM’s predicament, claim

The world’s two leading

PC/70 and PAG I are the acknowledged
leaders in automated project management
systems. More than 2000 major companies
and government agencies throughout the
world use them to plan, budget, monitor, -

analyze, cost-and manage a wide variety of . -

pr%'ects.
hoose the ?rstem that best suits your
requirements. Although they differ

architecturally, both PG/70 and PAC II
simulate, schedule, allocate resources,
evaluate networks, develop float (or slack),
provide target scheduling and fully-support
the project manager. Both standard an
custom reﬁprts are available, along with
color graphics options.

PAG Il -and PC/70 are part of a complete
portfolio of project management tools

project management systems

are brought to you by one company.

available only through AGS Management
Systems, including methodologies,
automated estimating, information systems
planning, training and consulting services.

For more detailed information about PAC I
or PG/70, or any of our other products or
services, just call or write.

The world’s leader in project management systems

320 Walnut Street 215/265-1550

Philadelphia, PA 19106

Formerly Atlantic Management Systems, Inc.
International Systems, Inc. o -
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it’s more likely to be in the neighborhood of
$4 million.

IBM apparently hopes to negotiate
the penalties down to nothing and diffuse
the blame during the course of its Septem-
ber discussions with the Post Office. But at
all cost, it says, it wants to avoid any litiga-
tion over the matter despite the fact that
some quarters are predicting such an out-
come. Legal entanglements, in IBM’s view,
would only mar a continued good relation-
ship with the Post Office and the ministry.

Needless to say, it’s important to
IBM long term to keep its foot in the door
with the authorities. Market projections are .
hard to come by in Germany, but conserva-
tive estimates say the system could generate
upwards of $100 million in revenues for the
firms involved in getting it off the ground.
Based on the test marketing of a non-1BM
Prestel network that is currently under way
in Berlin and Dusseldorf, the Post Office
predicts it will sign 150,000 computer-liter-
ate Germans to participate in the IBM-based
videotex system by the end of 1984. The
number should be 400,000 at the end of
1985, it says, and 1 million by the end of
1986.

Currently, IBM’s strongest negotiat-
ing point with the PTT may be the recent
public statements made by the new Post and
Telecommunications minister himself, Dr.
Christian Schwarz-Schilling. Equating the
German videotex project with a landing on
the moon, Schwarz-Schilling allowed that
both the PTT and 1BM may have underesti-
mated what it would take to finish the proj-
ect by September. The deadline schedule

The company hopes to
negotiate the penalties down
to nothing.

may have been too stringent, he implied,
echoing one of the defenses IBM has: been
offering ever since its flub became public
knowledge.

With characteristic reticence, Big
Blue has not pinpointed exactly where its
major stumbling blocks with the videotex
project are. It’s not a hardware problem, its
people are quick to say; the difficulty is all
in the software. But where in the software
it’s not telling.

The specifications for the German
videotex system, unlike Prestel in the U.K.
and the German test markets, demand that
IBM create a universal public system that
any mainframe—be it IBM-compatible like
Amdahl’s or Hitachi’s or proprietary like
Honeywell Bull’s—can hook into. The real
trick is to make all that heterogeneous gear
communicate with each other according to
the” system’s Uniform Communications
(EKHP) protocols. In this respect Germany’s
videotex system, which the Germans them-
selves call Bildschirmtext or BTX, is revolu-
tionary as well as complex. ) ‘

Two years ago, when 1BM walked




For the concerned computer executive...
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a rare first edition. |
. . T T

It costs you nothing. But it details how your company can save staff ) .
time and hardware upgrades through the use of MICS, our MVS Integrated o D
Control System. s

It analyzes your installation’s current environment and recommends
a specific course of action for realizing these savings. It gives the names of L __ﬂ
executives like you who have taken advantage of our suggestions.

And the plan is yours for tfhe asking. Unconditionally.

Simply direct a member of your staff to request a plan ; ,_..__:,
questionnaire. Have it filled in and returned to us. LCCE:).][ Q [\ D \/\JDA

We'll do the rest. MORINO MORINO

We want you to know us and MICS. To understand why 19 of ASSOCIATES, INC. ASSOCIATES (UK) Ltd.
the top 20 Fortune 500 industrial firms are our users. And to recognize 8133 Leesburg Pike - 118 Victoria Street
us as the standard-setters for MVS installation management. That’s - Vienna, V‘;%’{gg fféﬁg%”s?ﬁre
why we're making you this offer. US.A. England AL13TG
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away with the prestigious contract for
which ITT Standard Electrik Lorenz and GEC
competed, it knew the project would be de-
manding. Nonetheless, it says that at the
beginning it thought it would surely meet
the deadline. The complete specifications,
however, were initially not absolutely de-
fined and over time the project of enabling
all equipment to communicate has just got-
ten bigger and bigger.

The system IBM is designing calls
for the Post Office to establish a mother
node in Ulm housing two 1BM 3083s. These
systems will run standard 3083 systems
software. Then there are to be 11 decentral-
ized sites scattered around the country, each
running multiple Series/1s. The exact num-
ber of S/1s required will depend on how
heavy ‘the videotex traffic becomes. IBM
says traditional Series/l. operating system
software, which is being used in the proj-
ect, has had to undergo considerable elabo-
ration to equip it with BTX features.

With all its talk of the complexity of
the videotex communications and its Ger-
manic desire to produce a system that is a
quality product rather than a result of dead-
line pressures, it must be a comfort to IBM
that Minister Schwarz-Schilling says he is
‘convinced IBM is the only company that
could develop the German Bildschirm-
text.

MICROCOMPUTERS

READING
USERS’
LIPS

Can Savvy, a natural language
query processor for
microcomputers, find success
in the world of IBM’s P.C.?

‘by Jan Johnson

Since Excalibur Technologies started busi-
ness in early 1980, a strange mixture of
skepticism and optimism has hung over the
company and its sole product, Savvy,a nat-
ural-language interpreter for microcom-
puters.

Excalibur has received seemingly
more than its fair share of financial atten-
tion, considering how small its revenues
have been and .how slowly Savvy has
moved into the marketplace. Despite rev-
enues for the last fiscal year, ending in Feb-
ruary, of only $50,000, the company’s cur-
rent value in the stock market is upwards of
$70 million. Savvy, which sells for only
$950, is in the hands of less than a thousand
users, according to Willard K. Rice Ir.,
vice president of marketing. ’
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Either the company is doing some-
thing very right, or something very wrong.

Mostly right is what Rice and chair-

man James Dowe would say, pondering the
attempts they’ve made to sell their peripher-
al to users of Apple Il micros. Very right is
what they expect to say later this year when
a new version of the peculiar product is
introduced for 1BM’s Personal Computer.

Savvy, for those that haven’t been
following the Albuquerque companys, is es-
sentially a set of software routines that-ana-
lyze free-format English statements and
perform functions against a database. The
product uses pattern recognition tech-
niques, as opposed to more common pars-
ing methods, to handle the multitude of
ways users ask simple questions of the com-
puter. Dowe, a cocreator of the system,
claims his machine mimics the *‘neutral
nets’’ of the human brain in processing in-
quiries (see box).

Savvy’s advantage over most user-
friendly interfaces is that users can misspell
words, leave out words, and generally be
sloppy in their inputs. The system, running
on a Z80 add-in card in the Apple, looks for
patterns in the words’ characters them-
selves and does not deal in strict grammati-
cal analysis of sentences.

Excalibur, after several years of
quite unspectacular business, is hoping
Savvy on the IBM P.C. will compete head-on
with other ‘‘artificially intelligent’’ query
systems like Intellect from Artificial Intelli-
gence Inc., Cambridge, Mass.

AVVY WORK

Explains

Rice: ‘*The IBM P.C. has more horsepower in
it than the Apple does. We’ll be able to take
advantage of that in bringing computing

power to the nontechnologist.”’

Savvy’s obscure odyssey began in
1980 when Dowe and partner decided their
idea for an adaptive pattern recognition had

_commercial potential, especially as it ap-

peared that microcomputers would soon be
integral to business life, but that not every-
one needing one would be able to learn

Artificial intelligence experts
were skeptical when first
shown the product.

enough programming. ‘“We tried to go the
classical venture capital route that most
startups go, but at the time we had nothing
more than a single $30,000 prototype that
took two minutes to perform the most rudi-
mentary functions,’’ recalls Dowe. ““The
venture capitalists contacted established ex-

_perts in Al and pattern recognition and asked

them to take a look. Almost uniformly,
after reading our prospectus and technical
background, they would advise that our
method wouldn’t work.”’

Skepticismkept Excalibur’s found-
ers from getting venture money the unusual
way and forced them to go public immedi-
ately. Through a now-defunct underwriter
in Denver, OTC Net Inc., the New Mexican
entrepreneurs raised $2 million in a $1-per-
share offering in August 1980.

Development work continued, the




Aim your data traffic straight for the target:
data link analysis by Wandel & Goltermann

Constant readiness and reliability
of your data link are achievable
only through planned care and
systematic diagnosis. Look at our
new DNE Diagnostic Network
Control System and what it can
do for you:

* Patching of a monitor and ana-
lyzer such as our model DA-10

* Looping in of a simulator

(e.g. the DA-10)

* Configuration reporting of your
network

* Display the key control signals
of your data interfaces

* Reroute and reconfigure data
channels

* Make fallback connections of
channels and auxiliary modules,

also preset emergency backup
equipment

* Report alarms, provide status
displays and document events
and system activities.

The DNE System can be tailored
to your requirements for any size —
from the basic manual system
with 1 to 13 channels, to the high
capacity system under remote
computer control. The DNE will re-
sult in improved measurement
routines on your data facilities and
you will stay in control without
messy cable arrangements. Clar-
ity of connection begets secure
communications links. Keep your-
self informed about what is new
from Wandel & Goltermann.
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[J Digest on datacom technology
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RacalVadichas the Ultimate
212A. Its like getting a Porsche
at Volksyvagen prices!

e

The Auto-Dial VA212...
For Those Who Want Everything

Racal-Vadic has the ultimate 212A-compatible
modem. It operates at 1200 and 0 to 300 bps and
has a built-in automatic dialer with a non-volatile
memory that can store as many as 15 phone
numbers, up to 31 digits each. Non-volatile means
the memory is retained even if you lose power.

This remarkable modem “talks” to the terminal
operator using: English words and phrases to
indicate call progress, option status, and telephone
numbers in memory. Calls can be originated or
answered from the terminal keyboard or the
modem front panel.

The front panel is really somethmg It has a
16-key tactile-touch keyboard and an eight
character liquid crystal display. Twenty-six user
programmable options are stored in the modem’s
memory, and can be keyed in from the front
panel... eliminating the need to open the modem
to change options.

Racal-Vadic

‘model. The VA212LC is a full-

The VA212LC... For The Economy Minded

. Forthose who don't want auto-dial, Racal-
Vadic has the perfect modem. It's called the

VA212LC. LC means low cost... just $495 in

single quantity.
‘This is not a stripped down

featured 212A-compatible
modem with manual originate
and automatic answer. It
operates at 1200 and 0 to 300
bps full-duplex.

- . The VA212LC's extensive
diagnostics include remote
digital loopback and self test.
Remote loopback allows end-to-end testing over
the phone from any of Racal-Vadic's regional
diagnostic centers. The carrier indicator shows
when you've established connection.

Now there is a real choice in the 212A market...
APorsche at a Volkswagen price... or the Volks itself
at an even lower price.

Phone or write Racal-Vadic today!

PHONE: 800-543-3000, Operator 507

1525 McCarthy Boulevard, Milpitas, CA 95035 \ Bﬂ@ﬂ@

Tel: (408) 946-2227 « TWX: 910-339-9297
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Savvy product was brought to market for
the Apple Il, and a distribution company,
Savvy Marketing International, was set up.

Sales never were spectacular, Dowe con-
cedes, but perhaps it isn’t fair to judge the
company too harshly because although it is
public, it is still in the classic startup stage.

Says Sanford Garrett, industry ana-
lyst and Savvy user at Paine Webber in New

York: **As a public company, Excalibur
has some glaring weaknesses, but if viewed
as a-startup it is an extraordinary success.
What they are doing is straightforward for a
company in a startup environment."’

While sales to the Apple community
never took off, the company’s technology
found appreciation at Microdata, the Mc-

Donnell-Douglas minicomputer subsidiary.
Microdata in early 1982 advanced Excali-
bur $500,000 that at Microdata’s option
was to be applied toward a stock ptirchase
or used as an advance towards royalty pay-
ments incurred by the firm’s use of Savvy.

~Marketing vice president Rice says

Microdata has yet to introduce a product
using Savvy but he thinks the company is
still working on it. Microdata has signed a
licensing agreement giving it marketing
rights for all Savvy-based products de-
signed to work under the Pick operating
system, says Dowe, noting, ‘‘We can’t
cover the whole world. We’d like to cut this
kind of deal with more computer makers.”’

By early 1983, Excalibur was all but
broke. Even a four-color article in Fortune
hadn’t brought it success, but it had helped
keep the company’s stock price buoyant in
the $10-to-$11-a-share range. Investors re-
mained optimistic and in February a small
group of them led by Allen & Co:, New

York, bought 1.3 million shares in a private
offering, paying only $2.75 a share.

Perhaps those putting up the money
were eager to cash in on what some observ-
ers say is Savvy's applicability to other
sorts of pattern recognition. The most lucra-
tive of those would probably be voice input,
says Rice, noting that the firm has already
hired several linguists to explore that ave-
nue. No products will be discussed until
next year, he notes.

i Since the Allen cash infusion, Ex-
calibur has boosted its marketing forces
with a buy-back of Savvy Marketing and
the hiring of Rice, who joined early this
year from Itek, a graphic arts company. The
separate marketing company was not work-
ing out, notes Dowe, and its elimination
from the picture was dictated by Allen.

Rice has repackaged Savvy, intro-
ducing two new versions of the product to
join the original version which was bundled
with financial applications software. Savvy

Pro offers Savvy's full facilities but, at
$495, leaves out the applications software.
Savvy One goes a step, further and for $349
supports only a single diskette drive on the
Apple. Savvy Pro, Rice hopes, will appeal
to system developers, students, and other

sophisticated users who will build their own
applications systems around the machine.
It was found early on that Savvy's

routines required more computing power

than the Apple’s 6502 microprocessor

Some observers see Savvy
particularly well suited 30
voice recognition applications.

would deliver, so Savvy was designed to
use a Z80-based coprocessor board that is
included in the price of the Savvy offering.
Rice says the system could easily be adapt-
ed to any of the many Z80-based micro-

computers’ on the market but so far no
moves have been made in that direction.
Portability is not a problem, insists
Dowe. ‘‘First we write modules for a *virtu-
al” machine, then we put Savvy on top of
that. What we move is only the virtual ma-
chine.”” He figures it would take a single
programmer three to four months to move
Savvy from the. Z80 to 8088.. Its virtual
machine uses a 1.000-bit word width, he
claims, which means it will run faster and
faster as mpus grow in word width.
Needless to say. that job is under
way or even finished and the company ex-
pects to introduce such a product later this

Guess who
trains America’s
best-run
rporations?

~ Wedo.

Technology Transfer

Institute

call (213) 394-8305

or write for FREE FULL-COLOR
Fall 1983 Catalogue of Computer/
Communications & Data

Processing Courses

Technology Transfer Institute
741 10th Street
Santa Monica, CA 90402
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Developing large-scale software systems
involving complex tasks, such as computer-aided
design, expert systems and VLSI circuit designs,
is no longer the time-consuming job it used to be.

Now you can do it in months, instead of years.

Because the new Xerox 1108, a compact, low-
cost workstation, speeds things up by handling the
drudgery of programming for you. Quickly and
accurately.

It offers integrated, interactive facilities for
program development, editing, debugging, execut-
ing, filing and documenting.

It simplifies things even further with its large,
high-resolution display, keyboard, mouse and facil-
ities for the Ethernet local network.

XEROX? Interlisp-D and 1108 are trademarks of XEROX CORPORATION.

And you can use the same Xerox 1108 for
economical widespread delivery of your com-
pleted systems.

The culmination of 10 years of development
in Lisp-based processors by the Xerox Palo Alto
Research Center, the Xerox 1108 software is
based on the Interlisp-D artificial intelligence
programming technology.

For complete details, write to Marketing
Manager, Xerox Special Information Systems,
250 North Halstead Street, Pasadena, California
91109, or call (213) 351-2351, extension 2128.

The Xerox 1108.
Team Xerox.
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year. It is hoped that 1BM P.C. owners will
find more use for Savvy, which some say
was introduced in its original version as too
raw a product.

“I’s not something for the
masses,’’ says Paine Webber’s Garrett. *“It
is more. geared to the-people who-are pro-
gramming. systems and applications and
would like to do so wnh more facility than
ever before.’

DATAMATION asked several Savvy
users to-comment on the system. ‘It does
what they say it will do,”’ says Howard
Morgan, chairman of Advanced Office
Concepts, Bala Cynwyd, Pa. But the sys-
tem doesn’t have any programmed. help
functions; it’s not menu driven, and the
manual is so poorly written it’s almost use-
less as a training guide, he added. .

Charles Beauchamp, -director of
ambulatory care at Veterans Administration
Hospital, Ann Arbor, Mich., and a comput-

ing neophyte, finds Savvy helpful in deal- -
ing with a database of 8,000 medical terms. -

““I can even mistype the drug name and
[Savvy] will still go and retreive the infor-
mation I wanted:”’ The acid test will come
when he puts in 20,000 terms, he says, add-
mg that installing such a database i in Savvy
is no easy task.

Sherry, Painter, a Callforma busi-
riesswoman. planning to build a client ac-
counting business around Savvy, found the
system hard to use and poorly documented.
*I like the idea of [Savvy] and I can sense

_there is tremendous power there, but I have
this awful feeling I can’t get t0 that power;’
she remarks.-

Dowe says Excahbur is aware of the
manual’s shortcomings and is working on
correcting it.. Meanwhile, the company is
preparing for the IBM marketplace and, if all
goes well, will watch revenues finally grow
to meet expectations. Already, the firm had
first quarter revenues of. $60,000, more
than the prevtous year’s total.

MICROS
FOR THE
FUTURE

Remote computing services
companies are betting that the
microcomputer will open up -
new sources of revenues.

by Jan Johnson .
The remote computing services (RCS) busi-
‘ness has hit the doldrums. Revenues are
flattening, user interest dwindling. The
computing services users once sought are
oftén shunned as in-house computing does
work cheaper and with more control.

“*Clearly, the economy has had a
major impact on the business,’ began Al
Fenn, vice president of network technology.
at Tymshare Inc. ‘‘People have become
more ‘sparing of their use of outside ser-
vices.”” But, says Fenn, the current situa-
tion parallels what happened to the service
business in the late .’60s and early *70s. -

**Scientific usets who made up the bulk of
the timeshare users in the late *60s began
using minis and calculators. What we are
finding today is that the simpler applica- -
tions are mlgratmg to-in-house tnmeshdrmg :
organizations,’’ remarks Fenn. .

) To -get back on track w1th user

Jooking for a midlife kicker, a new direc-

‘along.in a long time that is capable of ex-

needs, the service .companies have ‘been

tion, some pizzazz. ‘It seems they hive
found all three in the personal computer.
*“The micro is the biggest thing to.come

“panding the porenti‘a] user ‘population of re-
_mote computer: services,”’ contends Fenn.

" “*Anyone who regards the micro-,
computer as a threat is crazy. [t’s a fantastic_
‘opportunity. [ cant think of a better life
cycle extender [for the RCS busmess] than
~micros,’* is the enthusxasuc position of Bob :
‘Simmons, vice presxdent and general man- .
.ager of the delivery systems products de-

' The 1983
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A new seminar which no analyst .
or programmer can afford fo miss

So what if James Martin
can predlcf your fu’rure?

Since 1960, James Martin’s prognostncat«ons
about technology, and the computer indus-
try in particular, have proven.uncannily. ac-
curate. James Martin has consistently identi-
fied precedent-setting capabilities before
they were discussed by experts within the
DP and telecommunications communities.

The James Martin Seminar: designed to

dramatically "increase your organization’s.

productivity.

“James: Martin: will- not .only: predict your
future, but he qul guide you through- the,

“Los Angeles

N .

emergmg technologles that requnre an
understandmg of the newest methods, de-
sign techniques, systems organization, .and.
patterns of management. 16,000 attendees |
worldwide have dlscovered their future :

have you? Attend 'a James" Martin Semmar
this Fall and discover why James Martin is
recognized as the leading expert.in the com- -
.puter industry. . .
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partment at General Electric’s Informatlon
Systems 'Co., Rockville, Md.

Many remote computing companies
are not only jumping on the PC bandwagon,
but they intend to push their way toward the
front to be one of the bandleaders. Their
strategy is to provide dp managers with an
innovative approach for integrating micros
into-a distributed corporate computing net-
work. “*“We are in the era of integration,
where much more thought and attention is
being given to the word ‘service,” ’ says
Arthur Sims, executive vice president at
United Information Sérvices Inc., a subsid-
iary of United Telecom Computer Group,
Kansas City. Sims and other industry ex-
ecutives see their companies and the RCS
business in general as being in the midst of a
critical transition. **The best [RCSs] will be-
come information_ service companies; the
worst will continue to be timeshare compa-

nies and see business fall away through the

>80s.”” Sims claims.
What the ‘RCS companies envision

_for tomorrow is -a computing network. in -
which a mixture of mainframes, minis, and

micros from different vendors, and in some
cases from different companies, share in-
formation processing loads. .

One of the first steps the RCSs have
taken towards such integration of hardware
is to become distributors of microcom-
puters. Control Data’s Cybernet offers the

cpc 110, Tymshare chose DEC’s PC, Geisco

signed a $10 million contract for IBM P.C.s.
United Information has yet to choose which
pC it will market, but hopes to have some-
thing nailed down ‘‘soon.”” Among its first
pC software offerings is a communications

. package that allows the micro user to for-
- mat data and send them to the host reliably.

Control Data, which appears to be

furthest along in getting its version of the

communications product to market, has
come out with a program called Connect for
its cpC 110. Priced at $100 for the software

“R is no longer just a
timesharing business, but a
consulting business as well,”
says one manager.

on disk and the manual, Connect packages
for the Apple II, the TRS-80 Mod III, and
the IBM P.C. are soon to follow. *‘Connect is

only the first piece.in an evolving strategy

for Cybernet,”” said Mary Nordberg, direc-
tor of product marketing there.

Like the other RCS companies,
cDC’s strategy is to make utility products
like Connect run on most popular hardware,

perhaps even other mainframes as well as .

micros and minis. Then the idea is to build
applications around that product that take

advantage of the micro’s power as well as’

the mainframe’s. One: of the first applica-

tions that CDC is wrapping around Connect
is called Micro IPF, a simple data manager
aimed at managers who need to make ad
hoc reports.

What should not be over]ooked
though, is the long-range goal of the RCS
strategy: to provide a family of software
tools and utilities that enables a user to cre-
ate applications that split the work between
a micro and other devices on the network.
““There is a whole raft of applications that
would become economically  justifiable
through a combination of centralized and
decentralized processing,” claims Tym-
share’s. Fenn. The trick, reminds cDC’s
Nordberg, is that moving between the dif- |
ferent systems in a mixed environment
“‘should be relatively transparent to the -
user. He should not have to be aware that
something is bemg done on the micro or on
the mainframe.’

Another example of a distributed
computing network is a rail car tracking
system application operated by Tymshare.
Permitting various companies to track the
movemient of rail cars, the application was
put up on the RCS host. The host pulls in
information from several computer systems
at various company sites.

The RCS managers believe they are
especially well positioned to act as the in-
terface between a home host and its field
office locations.

If You Are Involved In MIS Or DP .Management, “This Is The THE Software Event Of The Year!

SOFTWARE/exp

o) September 13 — 15
McCormlck Place

will be displayed, including:

® Data Management
® Manufacturing

® Financial

® Accounting

AUERBACH Publishers,

vendors of package software.
the solutions that will work for you.
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You’ll be able to discuss your speuﬂc problems

Hundreds of systems and applications software packages in more than 30 product categories‘
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a series of twenty-one information-packed conference sessions, running all three days of
Topics range from DBMS software selection criteria to elec-

. and find
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® Education
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and Cartridges in
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Need more information? Call your O Yes, I'm interested in Dysan’s
nearby Dysan Representative or use Double Trade-In Value Offer.
our toll free 800-551-9000 number. Or
simply fill in the coupon. Discover

the difference Dysan’s precision

U Yes, I'd like a free copy of
your rigid media service’

magnetic media can make. For your brochure.
system and your budget.
D8/83
DDysap. | =
yORPORATION Company:
Corporate Headquarters Address:
5201 Patrick Henry Drive - ) -
Santa Clara, CA 95050 City: State Zip
(800) 551-9000 Phone: ( ) '

CIRCLE 62 ON READER CARD




NEWS IN PERSPECTIVE

“‘An RCS is all set up to do this any-
way,”” points out United Information’s
Sims. ‘“We have the hosts, the protocol, the
log-ins, the network, and support people in
offices around the country that can serve
these branch offices.”’ o

Another key element in the survival
picture, predict managers, is that the RCS
company oftomorrow will have to have a
field operation capable of providing a vari-

ety of consulting and programming ser-
vices. Clients may need advice on how to
set up a system that can integrate several
micros and hosts and perhaps general data-
base services residing on the RCS systems.
"They also may need custom programming
and service and support for applications that
are up and running. - .

: ““The cost of communications is
driving people to decentralize,”’ observes
Tymshare’s Fenn.-“‘But a company with
operations in several locations across the
country is not going to be able to maintain
the same quality of timeshared services at

y all its locations unless it is able to distribute
enough service and support people to cover
those areas. That becomes a very costly en-
deavor. All major computer services com-
panies have scattered support organizations
but they can deploy their people across sev-

scale that- no in-house operation can
achieve.” '

] To meet the demands of the future,
to have all the pieces needed to accommo-
date the integrated environment, will take a
lot of capital, something that many RCS
companies are running short cf these days.
It also takes guts. As an official at cpc/
Cybernet puts it, ‘“Wec are taking a gam-

"ble.”” The RCS companies are gambling that
by spending today to develop an integrated
shared resource network, they will survive
and prosper tomorrow.

computer, making Pyramid one of about a
dozen such vendors. But its only operating
system is Unix; there must be half a dozen
vendors of Unix-based minis, but they all
have a proprietary operating system in addi-
tion to Unix. Finally, the 90X also allows
the user to add performance incrementally
as needs grow. _
*‘I call Unix not an operating system
but a market,’”’ says Edward W. Dolinar,
president of the Mountain View, Calif.,

-company. While his product is a supermini,

it’s the operating system that determines his
marketing strategy. ‘‘We just happen to be

going into the Unix marketplace with a -

high-performance, 32-bit, virtual memory
superminicomputer,”’ he adds. ‘*‘And so
we’ve selected the high end of the Unix
marketplace as our niche.””

In the world of micros, where there
are a hundred or more manufacturers offer-
ing systems running Unix, as many as half
have no other operating system. Makers of
minis, on the other hand, have been slow in
getting on this bandwagon. Inevitably,
many say, that will change.

‘I would say that probably in the
next five years you'll see Unix accounting
for a significant—I won’t say-a majority,
but a significant—portion of mini manufac-

eral customers, achieving economies of

OPERATING SYSTEMS

NEW MINI
RELIES
ON UNIX

Pyramid Technology’s first
product enters a market where
competitors and users are
coming on-stream
simultaneously.

by Edward K. Yasaki

It’s getting to the point where some prod-
ucts just resist classification. An example is
the so-called 90X, first product of startup

Pyramid Technology Corp. Introduced just
this month, the 90X is 32-bit supermini-
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turers’ revenues,”’ says Eileen Skrabu-
tenas, multiclient market research manager
at Yates Ventures, Los Altos, Calif. The
business of mini makers is being eroded by
micros, she explains. Thousands of micros
are finding homes at their. user sites, and
those users want to integrate this disparate
hardware with their host mini.

‘“As aresult,”’ she adds, ‘‘there’s a
tremendous pressure on them for the influx
of micros being used as workstations to of-
fer some kind of compatibility. The mini
manufacturers have to turn to a standard,
and that standard’s going to be Unix.”
Those mini vendors will continue to offer

their proprietary operating systems (‘‘You
know, VMS is not going to die’’) and their
proprietary software will continue to be im-
portant, he continues, but some standard
software will also become an important
marketing tool.

Although some people might asso-
ciate the vax and Unix with scientific com-
puting, both are also found in the business
environment. The people at Pyramid Tech-
nology are looking at both markets, but
wish to develop and show their credentials
first in the scientific/technical marketplace.
*‘I'm not going to try to convince a DEC VMS
user to move to Unix,’’ says Dolinar. In his
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first year of business, he sees plenty of op-
portunity among prospects already commit-
ted to Unix. He also believes, however, that
business dp eventually will be the larger
market.

‘I believe that that will begin to be
very evident in two years,’” he says. *‘And |
think in three to four years, a high percent-
age of our business will be end user-orient-
ed,”” not merely from oems and systems
integrators.

For the business market to blossom,
of course, the ready availability of applica-
tions packages would be a big help. Such
packages have been predicted, have begun
to appear, but not in profu510n ,One reason
for this, it is advanced, is that it takes from
24 to 30 months to develop an applications
program for Unix. ‘*We’re seeing a lot of

The Pyramid supermini will
be expandable from 1 MIPS to
7 or 8 MIPS. -

products that were started back in 1981 be-
ginning to come out on the market now,”
observes Skrabutenas of Yates Ventures.
“‘Over the next six months there will be a
tremendous explosion in applictions that
are released.”

One such developer is Horizon Soft-
ware Systems Inc., San Francisco, Calif., a
company that considers itself the market-
maker for applications in the Unix environ-
ment. The firm’s marketing vp, Paul Mil-
ler, says there’s no retail market for Unix
packages yet, but he’s confident that will
come about in time.

*‘Clearly, what the world wants is
more functionality behind a homogeneous
user interface,’” says Miller. *‘I think prod-
ucts like 1-2-3 are leading the way. People
want to be able to get to spreadsheet, word
processing, graphics,